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The three largest full-line farm 

equipment manufacturers selling 
in the United States are refocusing 
major attention on sales and service 
to commercial, ag retailer and custom 
applicator businesses.

Late last summer, AGCO Application 
Equipment’s Ag-Chem brand began 
the transfer of responsibility for sales of 
application equipment to Caterpillar 
dealers, most of which have an existing 
Challenger farm equipment dealership 
contract. During 2007, John Deere also 
announced establishing Commercial 
Applicator Dealers (CAD) and 
Applicator Support Dealers (ASD) to 
focus on building relationships with 
commercial applicators. The third 
manufacturer, Case IH, remained 
silent because it made no major 
adjustments in an almost 10-year-old 
arrangement of Application Equipment 
Distributorships.

Four Caterpillar dealerships took on 
new responsibilities during 2007 for 
Ag-Chem. As of today, an additional 
18 such dealership arrangements have 
been fi nalized, and the complete 
realignment of the Ag-Chem sales and 
service network should be completed 
by about the end of September 
bringing the total to 38 dealers with 
323 locations, says Steve Koep, 
AGCO vice-president of application 
equipment. Each of the combination 
Caterpillar, Challenger and Ag-Chem 

dealers have multiple locations across 
two or more states. 

John Deere, with the introduction 
of its new 30 Series self-propelled 
sprayers that are scaled in size and 
power for commercial applicator 
use, has touted its network of 
approximately 260 CADs and ASDs 
throughout the U.S. and Canada. The 
CADs have primary responsibility 
for selling and servicing John Deere 
spray equipment to the commercial 
application market, although they also 
sell to ag producers in their trade area, 
explains Craig Weynand, John Deere 
sprayer product marketing manager. 
An ASD can provide repair service 
for a commercial applicator when a 
machine is in that dealer’s area.

Case IH has 10 distributors with 26 
locations specifi cally focused on the 
commercial segment of application 
equipment sales and service, says 
Ken Lehmann, Case IH application 
equipment marketing manager. The 
distributors have more than 75 full-time 
sales consultants, well more than 100 
service technicians and more than 75 
service trucks that are in place to support 
commercial applicators, he also reports.

The emphasis by all three 
manufacturers is to provide service to 
commercial customers. Of course, each 
points to their equipment’s reliability, 
which means repairs and service 
support should be minimal, but all of 

them acknowledge that break downs 
are inevitable. They also suggest that 
preventive maintenance programs are 
logical service offerings that many 
commercial applicators need.

In the end, satisfi ed customers are 
the ones whose machines are kept 
rolling the most hours possible or have 
the most “uptime.” It isn’t how many 
locations are serving the commercial 
applicator’s needs but how service and 
support keeps sprayers running, repairs 
completed if a break down occurs and 
availability of rentals or loaners if a 
major problem occurs. All company 
spokesmen suggest service after the sale 
often determines if another machine 
will be bought by a customer.

AG-CHEM CHANGING 
WITH AG RETAILERS
Koep explains that the continuing 
ownership consolidation of 
commercial applicator customers, 
mainly ag retailers, played a role in 
Ag-Chem’s decision to partner with 
Caterpillar dealers. “The commercial 
accounts are going to continue to 
get bigger and be spread over a 
larger geography, and these CAT 
dealers know how to deal with that 
because they’ve been doing it for their 
construction and industrial accounts,” 
Koep says. “The advantage is that 
we have one dealer responsible for 
multiple states.
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FOCUS ON 
COMMERCIAL 
APPLICATORS
Full-line equipment manufacturers emphasize equipment service.
■   By Richard Keller, editor
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business and use these skills to expand 
their ag business. Ziegler CAT, based 
in Minneapolis, Minn., is one example.

“Even though the commercial 
applicator/ag retailer is a unique 
industry, the requirements by the 
customer are very similar to all our 
customers. ‘Get my machine up 
and running and keep it running,’” 
explains Greg Senske, Ziegler vice 
president product support.

“We sell the machines on the fact that 
we give customers high productivity, 
excellent uptime and low owning and 
operating costs. All the things that we 
invest in as a company are to support 
those three signifi cant goals,” he says.

Ziegler has 20 facilities across 
Minnesota, Iowa and Wisconsin. 
“We had service management people, 
parts management people, technical 
communicators, trainers and others 
working with the commercial 
applicator/retailer; therefore, when 
the sales opportunity came along, our 
infrastructure was in place. The sales 

“These dealers know time is money, 
and that is why they’ve captured 
a huge percentage of construction 
business by meeting customer needs to 
keep them up and running.”

The Caterpillar dealers have 
done the job of keeping Ag-Chem 
customers up and running since 
2004 when AGCO asked them to 
handle service support for Ag-Chem 
equipment. Now, these dealers are 
taking on the sales of Ag-Chem 
applicators, too. Most of the AGCO 
Ag-Chem sales force is transitioning 
to be employees of the various 
Caterpillar dealers, which is making 
the transition fairly seamless to most 
commercial applicators.

Koep says each of the dealers have 
shown strong interest in serving the 
ag industry and see it as a way to grow 
their business and effi ciently use the 
large volume of service equipment 
that they own. They are able to bring 
infrastructure and expertise from the 
construction and industrial equipment 
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team complements the whole go-to-
market focus,” Senske says.

He notes what a typical Caterpillar 
construction equipment dealership 
brings to support Ag-Chem sales and 
service as follows:
• Hundreds of in-shop, fi eld service 

and fi eld resident technicians.
• Day and night service hours for basically 

24 hours, seven days a week service.
• Specialized repair shops for engine 

and transmission rebuild, hydraulic 
rebuild shop, machining of parts and 
technology components repair.

• Huge parts inventory and semi-
truck nightly shuttle deliveries.

• Scheduled oil sampling (SOS) lab for 
analysis of engine and hydraulic oils 
for quantifying equipment wear. 

• Telephone technical support center.
• GPS located and dispatched service trucks.
• Maintenance and repair contracts for 

customers. 
• Rental fl eet and loaner machines.
• Field representatives for technical 

support including training. 
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JOHN DEERE STRATEGY 
IS THREE FOLD
John Deere has established a new 
commercial applicator strategy. “The 
CAD and ASD strategy is three 
fold to improve the focus on meeting 
the requirements of the commercial 
applicator, to improve access to 
sprayers and customer support by the 
ag producers and to enhance dealer 
cooperation and customer support 
capabilities to all,” Weynand says. 

“A commercial applicator’s and ag 
producer’s expectations for product 
support are very similar in that 
they both require maximum up-
time, the difference being in the 
applicator’s case, revenue and ultimate 
profi tability is generated with the 
sprayer,” Weynand says. 

John Deere introduced its fi rst self-
propelled sprayers in the early 1960s 
and its fi rst 4700 in 1997. “Reliability 
is a critical component for commercial 
applicator acceptance of machines. 
If our dealer organization can prove 
reliability to commercial applicators 
and if dealers provide the level of 
support that commercial applicators 
need, then we can earn additional 
business,” he says. 

John Deere sees training of 
salesmen and technicians to be 

extremely important so that 
commercial customers gain the full 
potential from buying and operating 
a John Deere sprayer.

Weynand explains that CAD and 
ASD technicians and sales specialists 
complete extensive hands-on 
training annually. This training 
includes driving the machines, 
making fi eld applications, calibrating 
the machine, pre-delivery set-up, 
troubleshooting and operating all the 
Ag Management Solutions (AMS) 
GPS technology equipment for 
variable rate application, mapping 
and prescription applications.

“Back at the dealership, they know 
completely how to demonstrate 
the capabilities of the machine, but 
more importantly, they understand 
when delivering a machine how to 
fully train the commercial operator 
for maximum performance of the 
applicator,” Weynand says.

John Deere is also proud that 
the new 30 Series sprayers come 
with Green Star II display monitors 
and John Deere developed and 
manufactured AMS equipment.

“If a commercial customer has 
an issue with their machine, they 
contact their CAD or ASD, and 
that dealer’s employees cannot only 

answer mechanical questions about 
the machine but also about all the 
technology components that enhance 
the performance of the machine 
and operation such as the Autotrac, 
GPS positioning, BoomTrac, 
SwathControl Pro, prescription 
applications, the as-applied mapping 
and all that is involved in the 
machine reliability for uptime and 
optimization. It is the John Deere 
integrated solution,” Weynand 
explains. “Customers can go to one 
place for answers—their local CAD 
or ASD.”

Assistance from John Deere also 
comes in the form of National 
Ag Account Managers who help 
the CADs in sales, service and 
support—mainly to grow the business 
with commercial applicators. The 
Cropping Systems Specialists consult 
with commercial customers about 
agronomic crop production and the 
latest science on cropping methods. 
The AMS Regional Specialist is 
involved in helping with any AMS, 
precision technology questions; this 
person often helps train machine 
operators.

“We are putting tremendous effort 
into our dealer organization with 
our new strategy for improving 
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