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Dear Lisa, 

We have made substantial progress in this last quarter. We are on the home stretch of the R&D 
phase. We hope to sell ten or twelve units this year. Production costs will be a little higher than I 
had hoped for. The challenges are now shifting from product development issues to marketing and 
finance. 

Most of my efforts were focused on lining up the production run, and doing so at a reasonable 
cost. Lead times on certain parts dictate that we must place parts orders in the next few weeks, 
hence these issues were the highest priority. 

Here is the progress during the last quarter, according to the statement of work in our contract: 

Task 2: 

2 .  Select a farm machinery manufacturer. Complete! 

No manufacturer would bid on a project such as this without a good set of engineering 
drawings. As I reported last quarter, a CAD drafting instructor at Pima Community . 
College did the work on a part-time basis. The work and revisions stretched out into June, 
and finally we had enough for the bidders to work with. We still have some revisions and 
a few drawings of minor parts to complete. 

Bonita Steel Builders, Inc. in Tucson is the manufacturer. They worked hard 
to win this one. They have built the production prototypes (last year), parts from the 
blueprints, jigs for production, and proofs from the jigs. Having already built a few, they. 
certainly had an advantage in calculating costs. 

We have been getting along very well, and at only five miles away the location sure will 
minimize the windshield time. Their steel fabrication quality is excellent. Painting is not 
their forte, however this is not a big issue with this product (it's a plow, not a Porsche). 
Even if they were a little higher than the firms out of town, we would have 
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It costs at least $500 and two or three days' time to drive to Bakersfield or Lubbock. 
Flying is usually out of the question because of components that I need to pack along. 

In reviewing the bids, Bonita was at similar levels to others on many parts of the machine. 
Where they really blew the competitors away was on the cost of the plow units. While 
building the jigs, they figured out how to get much of the labor cost out while maintaining 
excellent build quality. 

We are working together on getting the purchased parts at the best possible prices. I will 
buy the parts from manufacturers or distributors and have them drop shipped to Bonita. 
This will avoid additional handling and overhead charges. 

Out-the-factory-door costs will be $12,110 for the four-row and $16,670 for the six-row. 
This does not include about $200-300 worth of safety gear which we will provide. I have 
recently received some bids for purchase parts which are better than those in these cost 
figures, hence we may be able to trim costs. 

In dealing with parts suppliers, I am finding that we are not anywhere close to buying large 
enough quantities to get the really good deals. That increases our costs now and the 
situation should improve as we increase quantities. 

Other candidates were: 

Kern Steel Fabrication Incorporated, in Bakersfield, CA. They have been talking to 
a local cotton farmer with 7000 acres and are well aware of the potential market for the 
machine. One significant thing going for them was that they are located in the southern end 
of the San Joaquin Valley, our biggest market area. Their bid was about $2,000 higher for 
the four-row and $3,000 higher for the six-row. The whole difference can be accounted 
for in their $500 higher bid for each plow unit. 

Zieman Manufacturing Company, with a plant in Phoenix, AZ. They didn't seem to 
be a serious contender. 

T.A. Caid Industries, Inc. in Tucson, AZ. One of their engineers is my neighbor. A 
German, he has been advising me on issues such as parts purchasing and "der velding". 
They have a reputation for turning out beautiful products, often with powder-coat paint 
jobs, though at high cost. My neighbor thought that they could be competitive with lesser 
quality paint (a farm implement only needs durable paint, and is often tank dipped rather 
than sprayed). However, their bid prices were out of the ballpark. 

Bigham Brothers, Inc. in Lubbock, Texas. Sandy Kimball, the president of the 
company, told me that he would much rather be a supplier of components than the 
manufacturer of the whole thing. Accordingly he has submitted component prices which 
are based on a cost plus calculation rather than the 40% off list we had been paying. In 
some cases the prices are higher, but in most cases they are lower (virtually all of his higher 
priced items we will source elsewhere anyway). He will be the source for most of the disk 
bedder parts. He and his sales reps believe that these disk bedders will prove to be a 
popular option for one of their implements, hence they will add our unique bearing hanger 
design to their production and sell them to us at an attractive price. I have issued a 
purchase order for these and will ship the necessary jigs and punching templates to them 
this week. 

One reason they are declining to bid on the whole machine is that they have just secured a 
large order for the Former Soviet Union. Freight costs from Texas work against making 
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the machines there anyway. We will continus to work together in our marketing efforts. 
Our products are so complementary that we are fools if we don't. 

Lortz & Son Manufacturing, Company, Inc. in Bakersfield, CA. Considered to be 
the premier steel fabricator of Kern County, CA. They have just secured a multi-million 
dollar order for Boeing 777 maintenance fixtures for United Airlines, and declined to bid 
on this one. 

STAF Manufacturing, Inc. in Phoenix, AZ. Declined due to an inability to work 
abrasion resistant plate in their shop (it's nasty stuff, indeed) and lack of adequate painting 
facilities. 

Wasco Hardfacing Company, Inc. in Fresno, CA. Declined due to a lack of 
capacity. 

Nikkel Iron Works, in Shafter, CA. Located one and one-half miles from our test site 
at the USDA-ARS Cotton Research Station. Lyle Carter and others speak very highly of 
Jack Nikkel and his vice president, Lloyd Prather. Part of the problem is not being familiar 
with the product, hence they had bid high to cover any unforeseen problems. They have 
given me some excellent advice on parts purchasing. 

programming is complete at Bonita Steel Builders. 
2 .  Develop CNC machine tool programming and welding jigs. The CNC 

Production tooling and fixtures are addressed in Task 3. 

4 .  Field test the prototype with USDA-ARS. Lyle Carter reports that the cotton crop 
in our field test is doing fine. You need to have a plot plan to tell if you are standing in 
cotton grown after the Pegasus or after conventional tillage. They have taken several plant 
measurements and cannot detect any differences between the Pegasus and conventional 
tillage plots. This lack of differences in the cotton crop suits me just fine, because the 
Pegasus treatments are significantly cheaper, faster and more energy efficient. We will 
follow through with this study for two more years. 

Task 3: 

1 .  Test market acceptance. Farmers who used the Pegasus last season are happy with the 
results. Wheat yields after using the Pegasus were overall as good as or better than with 
conventional tillage. One farmer who did some custom work (work for other farmers for a 
per acre charge) with the four-row prototype has the same customers lined up for the next . 
season's work. He wants to buy that machine, and has calculated how he can pay for it 
with the custom work while his own use is a bonus. 

There was only one case where the wheat did not appear do well, and that turned out to be 
a herbicide carry-over problem from the previous cotton crop. The offending material was 
diuron, and the label instructions (which have the force of federal law under FIFRA) dictate 
that wheat shall not be planted within one year after applying this material. This was a case 
of a farmer picking up leased ground where he did not know this herbicide had been used. 
In spite of visually detectable stunting from the herbicide, the grower reports that yields 
were just as good as in his other fields. 

In the case where a farmer predicted that his neighbor's wheat would die after using the 
Pegasus, the wheat turned out to be one of the highest yielding fields in the area (and 
higher than his own yields). 
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Cotton crops planted after using the Pegasus are doing fine. This is consistent with the 
progress of our test with USDA-ARS. 

A list of farmers who used the Pegasus last year is enclosed. I have been giving this to 
prospective dealers so they can call the farmers and ask about it. 

Establish relationships with dealers. We have had a setback here, but have a plan 
to deal with it. The way to be successful with a dealership is to find an individual salesman 
with the interest and motivation to sell your product, and to work with him. Our 
demonstrations last season were mostly in Pinal County, and the interested salesman was 
Frank Merry at M&S Equipment Company in Coolidge. He helped me generate a lot of 
excitement about the Pegasus and I invested a lot of time getting him knowledgeable about 
it. 

The problem is that Frank quit the dealership in disgust over some shenanigans his boss 
pulled on him (I would have filed a lawsuit). There is no one at that store who is inclined 
to market a shortline product. In addition to my dismay with the monkey business; two 
shortline manufacturers pigham Brothers and Sunco Marketing) tell me that they are slow 
pay, and that their sales from that store essentially stopped after Frank's departure. Frank 
is moving to Show Low, AZ to sell Ford trucks. 

The other Case M dealer in the area is moribund and is on COD with some shortliners. 
We are now courting the Deere dealer, and that looks promising. 

A typical problem with dealers is they have a tendency to sit behind their desks and cut each 
other's throats over the high dollar tractor and cotton picker deals. Gross margin on these 
deals run all of 3 to 5%, a fraction of what they can do with a Pegasus (they will price it to 
get about a 15% gross margin). The problem is that you have to get up off your backside 
and demonstrate a new item, whereas every farmer already knows what you do with a 
tractor (you drag stuff around with it). 

Yet another problem is reaching a critical mass on our production volume. We need to 
build at least eight or ten machines to have a reasonable per unit cost. It is hard to imagine 
one dealer placing that many orders in the first year, given the marketing effort this will 
require. 

Here is our plan for dealing with this marketing challenge: 

1. Try to get in with the Deere dealer in Casa Grande. Of all the "mainline" . 
stores, a Deere dealership is the best place for a shortliner to be and is the hardest to get 
in with. With a far superior line of tractors, they have the largest customer base and are 
usually in good financial condition. 

Dealers are beset with people wanting them to sell their products. To raise above the 
fray, a shortliner has to generate excitement with the fanners about the product (we 
have, and will keep it up). This assures the dealers that the product is viable. 

There are several advantages to selling through a dealer. He can take trade-ins. He can 
finance the Pegasus plows through Deere (or Case) credit, and most of his customers 
are already qualified for credit, hence the financing is quick and easy. A very 
significant benefit is that when a qualified dealer issues us a purchase order for 
machines, banks will gladly lend us money for construction and floor planning. 
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We will know by the end of the week how this is going to turn out. Most likely, the 
dealer will issue a purchase order for about three or four machines, of which he will be 
very sure he can sell in one season. It's not as much as we hoped for, but it's a start. 
They will price the machines at about 15% over cost, thus retail prices will be lower 
than we had originally thought. 

I will commit to work with the sales reps to help demonstrate machines and get them up 
to speed on how to present and sell the product. This dealer also has stores in Pima 
and Graham Counties. Hopefully this will result in a much larger market coverage and 
purchase order next year. 

2 .  Have a back-up plan to sell direct the first year in Pima and Pinal 
Counties. We would call on the farmers who tried the Pegasus last year and offer an 
attractive early order program. This would involve a discount from the dealer's retail 
price, and we would have to get a 20% deposit to build the machine. We would not 
charge for freight. I would deliver and set up the machines straight from Bonita. 

We seriously considered working with Frank Merry on a commission basis. The idea 
was a two-tiered commission, with a lower rate when he sells less than ten machines. 
If he sold ten machines, we would raise the commission rate an all of his sales, 
including the first nine. However, with Frank moving away to sell trucks, we think 
that I would be more successful selling since I will be the one who will be around to 
service the machines. 

We would discount parts prices on high quantity orders to encourage farmers to stock 
up and mitigate the problems of not having a retail store in the area. 

One problem is that we cannot finance a Pegasus through Deere or Case credit as a 
dealer could. However, we have lined up competitive retail financing through First 
National Omaha. 

We would not be set up to take trade-ins. This can be a problem in doing a deal, as 
trade-ins are often used as the down payment. 

The biggest problem with this approach is production financing. We have been talking 
to Transamerical Commercial Finance Corporation about this. For production 
financing, you need a purchase order from a qualified dealer before the bank will 
authorize a factory to start building any machines (the factory is guaranteed payment on 
delivery of the machines). For direct sales, we would have to get set up as a qualified 
dealer. The glitch is that someone must sign a buy-back agreement with the bank, . 
which is an agreement to repurchase any repossessed machines from the bank. This 
would only happen in the event that a dealer goes belly-up. Since we would be both 
the manufacturer and the dealer, that does not leave anyone to sign a buy-back 
agreement. 

Yet another problem with this approach is getting a deposit check from a farmer in the 
middle of a growing season. Their first priority is to take care of the crop in the field, 
and they do not know what pest conditions or yields will be. Moreover, most ag 
lenders will not agree to finance equipment purchases until they have a good estimate of 
the farmer's yield. 

We have an idea on how to get some additional machines built beyond what we sell 
through the dealers or an early order program. We could have sold about six plows last 
year if we had any to sell. We expect these sales opportunities to arise again while we 
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are demonstrating. The idea is to have one or more investors act as short-term 
buyer/owners for a small number of "speculative" machines. The investor will pay our 
manufactured cost for a machine, and hold it until we can sell it. We will pay the 
investor a price which reflects an attractive rate of return on the investment. The worst 
case scenario for the investor is that the machine will not be sold until the next season, 
but even then the rate or return would not be low. We won't make a dime on it until we 
sell it. Granted, this is an expensive way to finance inventory, but when we are selling 
direct we can still make more on a plow than when selling through a dealer. These 
machines would be sold outside the dealer's area (assuming we will have one) and will 
go for the dealer's retail price. 

We are also looking into private debt placements, however it will be expensive. 

We will limit the total number of machines the first year, in case we discover any 
problems that have to be fixed. We hope to have ten or twelve for sales and two 
demonstrators. If all goes well, we will also sell the demonstrators at the end of the 
season. 

3 .  Generate excitement with the farmers. This means close monitoring and 
follow-up with the first customers to ensure that all machines are performing well. 

On-farm demonstrations will continue to be essential. I have buyers tentatively lined up 
for the two production prototype machines and will get enough money out of these to 
have two new machines built for demonstration work. 

We will continue with demonstrations in Pinal County, hopefully with the Deere dealer. 
We will also demonstrate in Maricopa and La Paz Counties while courting dealers 
there. Last year, start-up glitches with the prototypes delayed our demonstrations. It 
was not until December 5th that I had them fixed and ready to go. We will get going 
much earlier this year. 

4 .  Work with other shortliners. Bigham Brothers and Sunco Marketing have been 
frustrated with the same marketing problems (and cast of characters) that we have. 
They will throw in with us, and we can retail their products in this direct-selling phase. 
Each Pegasus plow is a sales opportunity for a Sunco Acura-Trak. The bigger selling 
season for Acura-Trak guidance systems is in the spring. The Bigham Brothers 
products are very complementary to the Pegasus, and the principal selling seasons are 
spring and early summer. 

With skinny margins and a low volume this first year, selling Acura Traks may prove . 
to be especially helpful in keeping revenue coming in until we can increase the Pegasus 
volumes. I can do especially well with the Acura Traks because it is the best system on 
the market yet has a price advantage over some of the competitors (due to a superior 
patent position). Having considerable experience with guidance, I know these systems 
better than any dealer in the state and can more effectively present and sell them. The 
trade discount is 20%, and that increases to 28% if we order three at a time. Most 
farmers will buy about $6,500 worth of hardware, excluding freight costs. I have been 
getting along very well with the owners of Sunco Marketing and they are anxious to 
help get me started. 

5 .  Have a back-up plan. We may have to say to Hell with the mainline dealers and 
work with someone set up a shortline equipment store. 
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Establish relationships with pasts suppliers. I am still -working on this one. - The. ~ 

fundamental problem is that if you don't buy right, you can't sell right. I have gone 
through the Thomas Register of Manufacturers and the Farm Equipment Manufacturer's 
Association directory looking for sources of parts. 

We are just now getting into volumes where we can have some parts customized for our 
needs (short plow shares) and get some volume discounts. We are certainly not on a par 
with the other manufacturers, which drives up our costs. It is almost a chicken-or-egg 
question on how we get through this low volume start-up phase to where we can get the 
really good deals. We may have to get by on some skinny margins for the first year. 

We are trying to get the best deals on quality parts and have those parts drop shipped to 
Bonita. Any shop that buys and handles parts will mark them up by about 15%. We can 
avoid those costs by dealing direct. 

Bids for virtually everything we need are now on hand. I still need some time to sort 
through them and verify quality before ordering the rest of the parts. 

Lead times on some parts dictate that we place orders soon, and many of these have already 
been ordered from Bigham Brothers. That is why this task has been a top priority. It is 
also a component of the product cost, which we must know (or have a good estimate of) 
before launching a marketing program. 

Acquire production tooling and fixtures. Bonita did a brilliant job on the welding 
jigs. They are very small and simple, yet effectively capture the parts in position for 
welding. These are shown in the enclosed Figures 27-36, which is part of an information 
package I had sent to the bidders. We decided that having ajig for the tool frames would 
be more cost and trouble than it is worth. 

Another issue along these lines is to get some of the labor cost out of the painting. Tank 
dipping is perfectly fine for farm implements and is more economical with both paint and 
labor. We may look into making some dipping tanks and related fixtures, although we will 
probably delay this until the second production run. 

2 .  Incorporate any minor last minute commercial design modifications of 
Pegasus. We can consider this task to be essentially complete. The proof machine 
embodies virtually all of these changes, including: 

Strengthened disk bedder bearing hangers (Figure 37). Engineers tell me that the bolts 
will break before these bearing hangers bend. Minor improvements were also made to. 
the debris shield and a related scraper. 

Simplified clearing disk bracket (Figure 38). Carriage bolts are now used, which 
reduce the assembly labor. 

Improved attachment of plow units to the tool frame (Figures 39 and 40). This 
increases the mating area of the parts, which should keep the plow units from scooting 
around. U-bolts in the rear are cleaner and more economical than hex cap screws in 
both material and assembly labor. 

Stuffer disk hub is easier to build (Figure 41). The rear adjusting slot is moved 
rearward for more economical metal forming. 

Better fit-up of the moldboards and plow share (Figure 42). 
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I have field tested the proof machine in wheat and barley stubble. After running a few 
acres of trash and soil through it, I am reasonably certain that it will perform well in cotton 
stalks. This is a major milestone on the PERT chart submitted with the last TPR. 

3 .  Determine logistics of packaging and shipping the technology. With the 
machines being built in Tucson, during the first year I will just pick them up at Bonita with 
the pickup and implement carrier and make the relatively short drive to the dealer or retail 
customer. 

For later on, we have a plan for shipping the plows standing upright on their front ends. 
This will involve a fixture which attaches to the linch pins of the three point hitch. The 
fixture will have access holes for easy lifting with a forklift. Standing upright and without 
the warning lights, the 6-row models will occupy an area 46.5" wide and 21' long on the 
truck. Allowable front and rear overhangs on a 45-foot semi trailer make it possible to 
carry six 6-row machines. 

This plan makes the most of the weight-canying capacity of the truck and minimizes per 
plow shipping costs. Shipping the machines assembled will increase the cost at the factory 
but will decrease the dealer set-up costs. Big problems in shipping implements "knocked 
down" are that parts are often damaged in tie-down and transit, and dealers often mis- 
assemble the implements (especially with something new). With this plan, dealers will 
only have to install the warning lights and gauge wheels (which will be shipped in a 
reversed position on the tool frame). 

Again, we won't have to deal with this issue until next season. To minimize costs, I will 
buy many components direct from OEMs and install them on delivery. I have to remove 
many of these parts to haul a Pegasus on the implement carrier, anyway. 

Finalize dealer agreements. Our plan is to have dealer contracts based on a model 
contract recommended by the Farm Equipment Manufacturers Association. Before going 
to the trouble and expense of drafting a contract, we want to know that we will actually 
have a dealer this year. We'll know in about a week. 

Task 4: 

3 . Expand marketing activities. The enclosed article titled How to Market a Better 
Mousetrau explains our exact situation. This is not going to be easy, and an essential 
element of success will be our perseverance. 

Enclosed is a copy of our first brochure. It is very helpful to have something tangible to 
hand to a farmer. 

The enclosed Tillage Cost Comuarison Worksheet is eye-popping to some farmers. In 
about one minute, I can show a farmer what this annual cost savings will be with the 
Pegasus. Many farmers sandbag the worksheet with minimal annual acreage and their 
minimal tillage operations (best possible field conditions), yet still come up with a 
substantial cost savings with the Pegasus. The time savings is no minor issue either. I 
have never seen a promotional tool such as this, and indeed it is not very often that 
something comes along which will "pencil" under this kind on analysis. 

As you know, the federal farm programs are being phased out. There are a lot of cotton 
farmers out there who are going to have to figure out how to get by without subsidy checks 
from Uncle Sam. 
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I'm also doing some direct mail work with these materials, both to farmers and prospective 
dealers. 

A price sheet is also enclosed, with suggested list prices and dealer margins. With a 15% 
markup over costs (which will include dealer setup costs), retail prices to farmers this year 
will be at about $21,500 for the four-.row and $29,600 for the six-row. This is lower than 
we had thought. This should help move more volume. 

Finances: 

We are finishing a round of stock sales which will bring in $50,000 of equity capital. 

As mentioned before, we are looking for sources of debt capital. 

A Federal Cash Transactions Report (SF-272) for the quarter is enclosed. There are a number 
of additional expenses from the last quarter which will be reimbursable under the grant, but I 
have not had time to do the paperwork. 

Looking Ahead: 

I have been pedaling as fast as I can, yet so much work remains to be done. Once we get the 
production run launched, I will have about two months worth of full-time work to accomplish 
before the first machine is delivered to a dealer or customer (refer to the PERT chart submitted 
with the last quarterly report). 

It is becoming more and more difficult to keep up with this while working full time at the 
University. I really need to get out of there. With only three weeks of vacation time on the 
books there is no way I could get through the next season without another lengthy leave- 
without-pay, which the University may not want to grant (that is not seen as the thing to do on 
an annual basis). Another problem is that conflict of interest rules are restrictive. I cannot sell 
Acura Traks because I have been doing research and demonstration work with guidance 
systems (which is why I understand the systems better than anyone else in Arizona, hence I 
have an "unfair advantage" under the conflict of interest rules). Farmers have come to me 
wanting guidance systems, but I have to decline doing the busjness. 

In August I hope to get that production run started, and will then resign from the University 
(effective in September). This will be quite a financial bungee jump for me. However, the 
success of this business demands that level of commitment. Even if things don't go to plan, I 
am reasonably certain that I can sell enough guidance systems in the off season to keep the ship 
afloat. 

i 

Sincerely, 

G m  * a 2 2 4  .Thacker 

PreGdent 

enclosures 

copies: DOE Office of Placement and Administration 

Pegasus Stockholders 
DOE-OSTI 
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PEGASUS m 
3 MACHINERY COMPANY 

Pegasus Demonstrations and Research 
November 1995 - January 1996 

Tom Clark used the six-row in Marana to prepare a seedbed for wheat. Home: 520-682-3025, mobile 
520-429-2808. 

Rodney Crook used the six-row to prepare wheat seedbeds at the Bush Ranch in Eloy. He is now back at 
Kai Farms in Marana. Office 520-791-2409, home 520-682-5785. Kai Farms is the parent company of 
Pima Gro, which applies sewage sludge to farmland. Frank Harris, the local Pima Gro manager, thinks 
this implement could be useful in sludge application as well (office 520-682-2464, mobile 520-444-3673). 

We attempted a demo at Gila River Farms, but did not have a wheel tractor large enough to pull the 
four-row (it takes at least 140HP, MFWD). The consulting agronomist is Harold Payne, who believes 
that the Pegasus could be beneficial in the small level basin fields the farm is now setting up (office 602- 
988-2006, mobile 602-531-4600). 

The Haro Brothers used the six-row to prepare wheat seedbeds in Arizona City (mobile 520-518-0564, 
Tonyk home 520-421-1029, Georgek home 520-836-8838). 

Hartman Farms used the six-row to prepare a wheat seedbed in Stanfield. (Dale's mobile 520-709-0537, 
Brian's mobile 520-709-0536). 

Paco Ollerton is growing cotton after using the six-row in La Palma and Stanfield (mobile 520-705- 
8748, home 520-836-5500). He also did some custom work for Bobby Davis in Casa Grande. 

Jon Post is growing cotton after using the six-row in Marana (mobile 520-429-281 1, office 520-682- 
2581). 

Dave Pretchel used the six-row to prepare wheat seedbeds in Coolidge (mobile 520-705-0505). 

Steve Sossaman is growing cotton after using the four-row in Queen Creek. He plans to convert to drip 
imgation with a single line buried in the center of a 76" bed (38" rows). The Pegasus can work in that 
system. Mobile 602-376-7696, home 602-987-9670. 

University of Arizona Agricultural Centers used an early two-row prototype to prepare grain 
seedbeds at MAC in 1994 (Pat Murphree, office 520-568-2273, mobile 520-705-2412) and Marana in 1995 
(All of the grain ground, except the barley breeding nursery. Glen Barney, office 520-682-3872). 

USDA - Agriculture Research Service has a test underway at the Shafter Research Station 
comparing the Pegasus to conventional tillage. This test includes burial of both shredded and whole stalks 
with the Pegasus. The lead researcher is Lyle Carter, 805-746-8004. 

Louis Weddle is growing cotton after using the six-row at the San Lucy Farm in Arizona City. He is 
also manager of the Viva Vo Farm, and believes that the Pegasus can solve his tillage headaches in the 
small level basin fields at both locations (mobile 520-705-1643, home 520-836-3409). 

Dean Wells used the four-row for both wheat and cotton rotations in Casa Grande. He also used it to 
perform custom work for a number of other farmers in the area (home 520-836-7828). 
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1996 Pegasus Plow List Prices 
and Dealer Margins 

Prices include complete Pegasus plows with: 

Heavy-duty Bigham Brothers gauge wheels with 9.5 x 15 tires. 
Category DIN hitch on 4-row models and Category IU hitch on 6-row models. 
Trash clearing disks with Fafnir or Link-Belt bearings. 
Disk bedders with Fafnir or Link-Belt bearings and 1 I t  x 3" H-5 160 alloy tool 
shanks . 
Bigham Brothers ductile iron clamps with a lifetime guarantee. 
Scrapers for stuffer disks. 
Scrapers for disk bedder pairs positioned between opposing plow units. 
Warning lights, SMV and reflectors. 
Tool box and operator's manual. 

Pegasus Plow Model 

List Price, FOB Tucson, AZ. 

Less 20% Trade Discount 

Dealer Price 

Less 3% Cash Net 10 Days (based on dealer price) 

Less 5% Volume Discount (based on dealer price, for 3 or 
more plows per purchase order) 

Net Dealer Price, Less All Discounts 

4-ROW 

25,129 

5,026 

20,103 

(603) 

(1,005) 

18,495 

6-Row 

34,646 

6,929 

27,717 

(832) 

(1,386) 

25,499 

Pegasus will deliver 1996 plows to dealers in Arizona and waive the freight charges. 

5255 N. Avenida Largo Tucson, Arizona 85745 (520) 743-7639 800-FST-PLOW FAX (520) 743-3042 



How to Market a Better Mousetraa 
I .. 19 . .. f .  -' L ' I J  

- 1  , 

"Build a better mousetrap, and the 
world will beat a path to your door." It's a 
myth. Inventing a unique product or revo- 
lutionary technology does not guarantee 
success. Markets must be.primed, opinion 
makers educated, customers persuaded. 
Back at the office, product managers must 
reassure executives that the product will 
eventually take off-even as we struggle 
with our own fears that it won't. 

In 1982, Texas Instruments developed 
an advanced new technology called digital 
signal processing. Today our processors 
run everything from cellular telephones 
and disk drives to Patriot missiles and au- 
tomobile suspension systems. But we owe 
our success to seven years of beating our 
own paths to the world, not the other way 
around. 

Digital signal processors are superfast 
computer chips; the most modern and ex- 
pensive DSPs are up to 10 times faster than 
today's most powerful microprocessor. 
When TI developed DSPs in the early 
198Os, our engineers recognized their po- 
tential for consumer products involving 
speech compression and multimedia, as 
well as various military applications. The 
next step was to sell that vision to the en- 
gineers who design such products. 

We realized that we couldn't generate 
widespread demand for our technology un- 
til people in the field understood it. We be- 
gan worklng with university professors, 
demonstrating potential applications and 
providing tools to help graduate and un- 
dergraduate engineering students under- 
stand the complex mathematics behind 
digital signal processing. In their dual 

rolesas teachers and consultants, our uni- 
versity colleagues were instrumental in in- 
troducing our technology, both to the next 
generation of design engineers and to 
product . designers at customer sites 
around the country. And we made clear 
that we were committed to the success of 
those who used our technology, by working 
shoulder to shoulder with engineers on job 
sites, investing in development tools for 
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enough, so we sought third-party support 
in developing new DSP-based applications 
to help sustain our customers' enthusiasm. 

We also pursued an aggressive public 
relations program, announcing product 
applications under development and sub- 
mitting case histories and how-to articles 
for publication. 

@Recruit internal advocates. It's a tough 
balancing act for a manager to tell cus- 
tomers that success is just around the cor- 
ner, while urging his own executives to be 
patient a while longer. A good strategy for 
us was to invite senior executives to a cus- 
tomer site. They were able to sense the en- 
thusiasm in the marketplace and to see 
firsthand the labor involved in nurturina a 

.. .. - .  .. ,I 
A 

You know you're onto something wh$ 
your rivals start angling for a piece of;tHe 
action. Naturally, that means it's alsq-cp 
cia1 to maintain your market share, which 
we did. Texas Instruments now contrdls $(I 
estimated 44% of the market for DSPq.''.'. 

Don't limit yourself: When you've'go,t 
an emerging product, no customer is, tiio 
small, no idea too zany. We followed yfl dj 
virtually every inquiry, visiting design:??- 
gineers in fledgling companies and '@I$ 
calling on entrepreneurs working" 0 
take a chance. Larger companies oftenhtb more risk-averse. b * I 1  

We learned quickly not to limit our'c& 
tomers with our own ideris. They thod$Ht 

garages-because they were willink ' I o 

them to use and setting up a round-the- new technology. 
clock technical support hot line. It's also wise to identify key executives 

These efforts consumed more than five who will champion your project with the 
years. During that phase, we understood rest of upper management and the board 
that our prime management challenge was of directors. Our advocates at  Texas In- 
not so much to get the technology out into struments understood the technology and 
the marketplace as to sustain the commit- endorsed our marketing strategies. Best of 
ment of everyone involved. We knew, too, all, they were able to keep the executive 
that not every promising product or tech- team informed and satisfied, so that our 
nology grows into a moneymaker. product team could go about its business. 

During a lengthy gestation period,.it's .Establish benciimarks. To asshre our- 
easy to lose faith in what you're trying to selves we were on the right track, we set 
accomplish. But we didn't &ve in to our up checkpoints to chart our progress. We 
uncertainties. Instead, these ate some of tracked how many companies had agreed 

to use Our DSPs' a Of the promise the strategies that worked.for us: 
Create a buzz. Many of our early cus- that real-world applications employing our 

tomers were entrepreneurs or company ' technology were forthcoming. We also 
mavericks, whose futures depended heav- monitored how many development sys- 
ily on the succ~ss of our technology. They tems we were shipping to current and PO- 
needed frequent reassurances that it was tential customers, giving us a sense of 
viable and that we were committed to it for sowing new seeds in the marketplace. 
the long term. Promises often weren't 

- of applications we'd never imagined:' We 
hadn't considered how DSPs could be$d 
in disk drives, forhs t~nce .  And we had"''t 
thought about their application in autonlb 

systems we got 'Wbd 
in the mid-1980s that scientists at 
had in champion racing 
cars* By keeping tabs On our*(Nk 
tamers* we adapted ideas to Our 
keting strategy. 

expected to'ep 
teed $12 
we never dreamed Of back in lgg2* Before 

~ ~ g ~ , c , ~ ~ u m , ~ ~ ~ ~ ~ , d ~ ~ ~ ~ ~ ~ l ~ ~  
sume that such a valuable. technology.was 
an overnight for its inventor. Ne;u 
know better. 

L ' ,!* 

I,ulrutnmts Semiconduclor Group. 

.:., I* 

The market for DSPs 
by 2000-a level Of 

* 

. .  
* 1.. 

Mr. Ternplelon is of the 
.* .)I 

d And we kept hoping for competition. I - .  1 THE WALL STREET JOURNii; 
. I  



PEGASUS rn 
3 MACHINERY COMPANY 

One Pass Cotton Plowdown 
Fast and Simple 

The Pegasus meets Arizona and California plowdown requirements. This patented plow . 
detaches and buries the tap roots and stubble (it works best if the stalks are cut high). 
Residue is buried under the bed, at about the same depth as the furrow bottoms. 

Low operating costs. 
Fast field work times. 
Good residue burial. This is not a root puller. 
Simple and reliable. All moving parts are powered by the soil as you pull it. 
Principle wear parts are IH deep suck plow shares and Deere/Big Ox ripper knives. 

Performance and Specifications: 
Pegasus Plow Model 4-ROW 6-Row 
Operating Cost per Acre* $1 0.03 $8.69 
Acres per Hour at 4 mph (40" rows) 
Tractor Required for 4 mph operation** 

5.0 7.5 
140 HP MFWD 200 HP MFWD 

Weight (approximate) 5,000 pounds 7,000 pounds 
* Based on 4 mph operating speed and University of Arizona (Extension Bulletin t195001). 
" Based on field experience with the 1995 cotton crop. 

The Pegasus plow shown here is a prototype. Several desi n improvements have been made since this photo was taken. 
Design and specifications subject to change without notice. 8 7-24-96 Pegasus Machinery Company. US Patent 5,285.854. 

5255 N. Avenida Largo Tucson, Arizona 85745 (520) 743-7639 800-FST-PLOW FAX (520) 743-3042 



MACHINERY COMPANY 

Tillage Cost 
ComDarison 
Worksheet 

0 7-25-96 Pegasus Machinery Company 

5255 N. Avenida Largo Tucson, Arizona 85745 (520) 743-7639 800-FST-PLOW FAX (520) 743-3042 



Typical Tillage Operations and Costs Are Shown Below: 

~ 0.160 ' 0.225 
0.257 

0.270 

0.180 

0.200 

0.133 

0.450 

0.450 

0.300 

0.250 

0.200 

0.133 

0.200 

0.133 

0.140 

0.090 

0.270 

0.180 

0.190 

0.130 

The long term profitability of your farming operation requires that all costs be paid, not just the out-of-pocket cash 
costs. The table below includes all of the ownership costs associated with farm equipment; including 
depreciation, opportunity cost of capital, property taxes, and insurance. - 

This cost table is based on data published by the University of Arizona in the Extension Bulletin titled 1995196 
Arizona Farm Machinery Costs. The table is intended to represent typical costs, and of course your particular 
situation and costs may differ. All of the cost components are shown in the table so you can adjust them to fit your 
farming operation. 

1.72 

6.59 

8.14 

3.95 

3.51 

8.49 

7.67 

13.57 

7.50 

8.18 

7.56 

5.36 

4.86 

4.32 

3.79 

2.25 

2.39 

3.75 

4.09 

6.43 

6.05 

Tillage Operations and Costs in Arizona: 
Operation Tractor Implement Tract. Impl. Mach. 

HP $lHr $/Hr $lHr 

Cultipack Beds 60 

Disk 150 MFWD 

Landplane 125 

List 4R 70 MFWD 

List 6R 100 MFWD 

Pegasus 4R 150 MFWD 

Pegasus 6R 200 MFWD 

Plow 150 MFWD 

Power Mulch 4R 80 

Power Mulch 6R 125 

Rip (broadcast) 200 MFWD 

10.72 

29.31 

31.66 

14.63 

19.50 

42.45 

57.67 

30.15 

16.66 

27.28 

30.24 

- 
- 

- 

- 

I I 1 I 1 

Sundance Disk 6R I 200 MFWD I Sundance Disk, 6R I 24.021 22.491 46.51 
Includes the cost of an imDlement quidance system at $0.57 Der hour. The Pesasus works better with a 

Mach Mach. 
~ HdAc I $/Ac 

iidance. however it ; not reouired. -7 -  - -  
** The Paratill@ is an exceiient tool ior in-row ripping. It does'not bring large clods lo the surface and it kll not leave a tine slot inthe bed. 

Does The Pegasus "Pencil" For Your Enterprise? 
Using the work time and cost data from the above table, you can enter the appropriate tillage operations and 
numbers for your farming operation into the following analysis tables. You can quickly arrive at an estimated work 
time and cost difference. 



Tillage Costs In A Cotton-To-Small Grain Rotation: 

Acres Per Year: 
Annual Totals: 
Totals With Peaasus: 

Operations which remain essentially the same from one tillage system to the next are noted in parenthesis and do 
not need to be included in the calculations. This analysis runs from stalk shredding to planting. 

~~ 

X X 
- - - - 

Pegasus:  
ODeration I Labor I Costper 

Annual Differences With The Pegasus: 
Cotton-To-Small Grain Rotation: 
Cotton-To-Cotton Rotation: 
Total Annual Differences: - 

Labor Hours 

- 

Your Current Operations: 
Operation 

shred stalks 

cost 

- - 

(plant) -_ -- I I 
Per Acre Totals: 

___ - - - Annual Difference: - 1 

Tillage Costs In A Cotton-To-Cotton Rotation: 
With the Pegasus, this analysis includes an in-row ripping operation. ln-row ripping can be very beneficial in 
breaking old compaction layers, giving the cotton a larger root volume to explore for water and nutrients. This is a 
practice which could be beneficial with your current tillage practices as well. However, in-row ripping is usually not 
beneficial in clay soils or where compaction problems do not exist, hence you may be able to exclude it. 

Seedbed preparation with a Pegasus system usually involves band application of preplant herbicide while 
mulching, an economy in itself. This analysis runs from stalk shredding to listing. 

Your Current Operations: 
Operation I Labor I Cost Der 

J 

Hours/Ac Acre 
(shred stalks) -_  -_ 

I I I 

Total The Annual Work Time and Cost Differences: 


