
Good 'n' Cheap! 
Dedicted to Purchasing Agents Everywhere 
By ELMER MOTT, Vice President Marketing, Mott Corp. 

IT is not unusual for purchase orders received to 
specify shipment via "Fas tes t and cheapest way" . Grea t ! 
We 'd all like that . The problem is, the fastest way would 
be by rocket and the cheapest would be "ba rge via Hong 
Kong, C h i n a " . As "Eas t is East and West is Wes t " — 
the twain shall not meet. 

So it is with the purchase of equipment . You can ' t 

buy a Cadil lac for the price of a Chevy, and if you con-
sider price only wi thout regard to quality and perfor-
mance specifications you might even wind up with a 
pedal car. 

Selling price (purchase price to you) can be con-
sidered to be made up of three main factors: 

1. Cost of Producing 
2. Cost of Marke t ing 
3. Profit on Producing and Market ing . 

Compet i t ive bidding exerts pressure to reduce the selling 
price and this can be done only by achieving a reduction 
in these factors. 

The cost of producing is affected to some extent by 
methods used and volume produced but it is mostly 
affected by the product design. As a consequence a good 
many manufac tu re r s compromise the performance 
qualities of their p roduc ts by designing to meet a price 
goal. 

An engineer working for a large equipment manu-
facturer once commented , "F i r s t they tell us to make it 
good — and we do. Then they come around and start 
hollering at us that it costs t oo much — get the cost out 
of it — make it cheaper . So we go back to work 
redesigning and the first thing you know, we got it good 
'n ' cheap!" . 

The selling price of most equipment reflects a design 
compromise that has reduced potential performance 
quality. 

The cost of market ing can ' t really be cut too much. 
An equipment producer cou ldn ' t reach the purchaser 
without a sales and service organizat ion. At Mott we use 
various ways to reach the purchaser — advertising, 
t rade shows, mail and direct contact . Whether such 
direct contact is by dealer, d is t r ibutor , manufacturers 
agent or the factory itself, the cost is about the same. 
Regardless of who or how paid, somebody somewhere 
somehow has to make contact with the purchaser and 
present the story of the p roduc t to the purchaser — 
otherwise there would be no sales and no production. 

Profit is the one factor that can be held in check by 
competi t ive bidding — and it is! However, low price on 
competi t ive bidding can be misleading. We have seen 
bids that were obviously below actual costs. Why? 
Because it is a well known fact that too often consid-
erat ion is given to price alone with no consideration be-
ing given to fu ture opera t ing and maintenance costs. 
Knowing this, the selling price will be set to cut or 
el iminate the profi t on the whole product and added 
back several fold on the price of the parts. As one com-
peti tor was heard to comment , "There ' s one thing we 
don ' t give away and tha t ' s our pa r t s . " A good measure 
of possible fu tu re main tenance costs would be the total 
listed price of all par ts necessary to assemble a complete 
item f rom parts . We have never seen this requirement on 
a bid request. It could be quite revealing. Mott certainly 
would have no qua lms abou t furnishing such data. 

Compet i t ive bidding was developed to protect the 
public interest f rom unscrupulous officials who, for per-
sonal reasons, made it a practice of purchasing at scan-
dalous prices. Unfor tuna te ly , the pendulum has swung 
too far to the other side. In a good many instances com-
petitive bidding now means purchasing at the lowest 
price offered regardless of cost. Tha t ' s right — cost! But, 
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FIRST CLASS 
SAFETY 

A SIMPLE MATTER 
LOW IMPACT FORCE ACTION of 
the MOTT lightweight free swing-
ing flail knives, their vertical mode 
o1 operation, the guard action of 
the roller and the deflecting fea-
tures of the cutter housing all com-
bine to make the MOTT Hammer 
Knife flail mower by far the SAF-
EST of all impact action mowers. 

OF PHYSICS 

COST SAVING 

amps® 
FIRST IN FLAILS 

MOTT 
CORPORATION 

514 Shawmut Ave. 
La Grange, 111. 60525 

IT COST LESS TO GO 
FIRST CLASS WITH 

MOTT MOWERS 
LESS TO PURCHASE 

Dollars per pound 

LESS TO OPERATE 
Greater safety 
Greater Versatility 
More productivity 
Less operator lost time 

LESS TO REPAIR 
Easy to service 
Moderate parts pricing 

LESS TO OWN 
Longer Life 
More acres per mower 

lifetime 
Fewer mowers to buy 

MODEL B32 
32" 10 H.P. 

SELF PROPELLED 

Other models from 
24" to 19 ft. gangs. 

FLAIL MOWERS 
Circle 109 on free information card 



GUEST EDITORIAL (from page 28) 

you say, "Price and cost are the same!" Sorry, but that 
statement could not be farther f rom the truth. Price and 
cost are N O T the same. 

Price is the dollar amount for which a piece of equip-
ment can be purchased. It is only a small part of the 
cost. Before we get confused, the cost we are now talking 
about is not the producers cost or the sellers cost but 
rather the purchasers' cost. It is the T O T A L EXPENSE 
O F O W N I N G , O P E R A T I N G A N D M A I N T A I N -

THIS POWER MACHINE AERATES 
AND PRECISION-DISPENSES THREE 

TURF MATERIALS SIMULTANEOUSLY. 
seed, fertilizer, controls, etc. 

If you service lawns, or plan to, we 
have a complete "automated lawn 
service" management, training 
and marketing program available, i 
f r e e w i th your L A W N M A K E R / 
combine. This machine is also I 
excellent for Greens. U 

l a M i s U a k i 
25 Jefry Lone, Hicksville, N.Y. 11801 

Circle 153 on free information card 

ING A PIECE O F E Q U I P M E N T OVER T H E TOTAL 
P E R I O D O F ITS SERVICEABLE LIFE. It should 
always be expressed as cost per unit of work done. In the 
case of a mower, total cost is: 

1. Price, plus 
2. Cost of fuel, plus 
3. Cost of operator , plus 
4. Cost of repair parts, plus 
5. Cost of labor to repair, plus 
6. Cost of insurance, plus 
7. Cost of interest on investment. 

Add these, subtract the resale value at the end of the ser-
vice life and equate the nest against lifetime productiv-
ity. In other words, what will be your total cost — 
"Dol lar per acre mown"? 

When dealing with productivity, one must consider: 
RELIABILITY — How much production and 

operator time will be lost through breakdowns? If it is 
too much it might become necessary to purchase ad-
ditional mowers and hire more operators. Now watch 
your costs soar! 

VERSATILITY — Is the mower restricted in its per-
formance capabilities or can it be used on several dif-
ferent applications? Can it mow fine lawn areas? Shred 
high grass and weeds? Mulch leaves? Renovate — thin, 
dethatch or scalp turf? Can it mow in rough trashy areas 
as well as in clean smooth areas? Can it go out and mow 
in all conditions, wet or dry, or will production time be 
lost waiting for the dew to evaporate? Is it relatively safe 
to use when people are around or should the area be 
cleared first? 

C A P A C I T Y — or mowing rate, acres/hour. The 
Mott Interstater, for instance, carrying (3) cutter units 
and cutting practically a 19 foot swath has the capacity 
of (3) single mower units on (3) tractors with (3) 
operators. Saving — (2) tractors and (2) operators! 
Higher priced wide swath mowing equipment can and 
will, where practical to use, pay for itself in cost saving 
many times over. 

D U R A B I L I T Y — Will the mower be worn out in 5 
to 7 years or will it have a serviceable life of 10, 15 or 
even 20 years? Longevity not only has a great impact on 
total lifetime productivity but also a direct impact on 
capital cost. Take for example a $700 mower with a 7 
year life expectancy versus a $1000 mower with a 15 year 
life expectancy. For $300 more (almost a 50% higher bid 
price) an extra 8 years of service life can be purchased — 
at a capital cost of less than $40 per year for the last 8 
years! 

John Ruskin said it, "There is hardly anything in the 
world that some man canno.t make a little worse and sell 
a little cheaper, and the people who consider price only 
are this man 's lawful prey". 

Lawful perhaps, but not necessarily to the taxpayers 
or shareholders best interst. • 

Bunton lawn-turf equipment is built to take a beatin ... 
it's tough! Like this edger! Edger guards of heavy gauge 
steel, interchangeable and replaceable, prevent blade from 
marking or chipping and direct grass away from what it is 
edging." So listen to Rocky Graziano... send for more 
information today... with 
Bunton, you can't lose! 
Available from 8-inch to 
52-inch cut. 

BUNTON CO 4303 Poplar Level Road. Louisville. Kentucky 40213, U.S.A. 
Phone 502/459-3810 Telex 204-340 

Perform a 
death-defying act. 

Exercise regularly. 
Give Heart Fund 

American Heart Association 

Circle 131 on free informetion cerd 
34 W E E D S T R E E S and TURF 

BUILT LIKE A ROCK 
...Only Stronger! 


