Statement of Fact

Triple C has enjoyed 2 decades of success in the hay handling/feeding equipment industry

· That success has resulted from:

· Products that are:

· Dependable

· Reputable

· Fairly priced

· Proudly & honestly supported

· Uncompromising on component quality

· Uncompromising on workmanship

· A group of customers who (in general) are:

· Professional

· Information seekers

· Good businessmen

· Quality conscious

· Aware of the difference between equipment first cost and lifetime cost

· Too busy to tolerate unnecessary equipment down-time

· Dependent on their equipment for daily operation

· We do not typically achieve similar success with customers who are:

· Hobby operators

· Price shoppers

· Easily swayed by BS or hype

· Coffee shop influenced

We’ve watched many other companies follow our lead. Some continue today with design and marketing of their version of a flatbed bale handler. Those include:

· Besler Flatbed

· Courtney Berg Hydra-Dec

· Butler

· Jensen Steerman

· Revalator

· Harsh (Courtney Berg)

A significant number of these efforts are the result of involvement by Dewey Hostettler, co-founder and former owner of DewEze Manufacturing. Those products sharing the distinction of being the brainchild of Mr. Hostettler are:

· DewEze Flatbed 

· Hoswel 

· Cannonball

Some products have failed:

· “The Good-One” bale bed 

· Stewart “Hydra-Bale Bed” 

· Kanamac Bale bed 

· New Noble (the StowAway design)

· Bramco 

· Bale Boss 

What makes Triple C unique? 

· Our ongoing commitment to providing only the best possible equipment, then supporting that equipment in the best way we know how. 

Where is our future? 

· In continuing to do what we do best and in enhancing the performance, dependability and versatility of our product line.

How do we compete with the similarly priced DewEze, Besler and Hoswel?

· By calmly and professionally explaining the significant performance and longevity benefits that a Hydra Bed enjoys when compared to these products. An important part of this process is to encourage development of dialogue between the potential customer and his own neighbors, friends and acquaintances who own Hydra Beds. 

How do we compete with the low priced Cannonball, Revalator, etc.?
· By shifting the focus from price to performance, quality and features. Customers need to understand that annual cost of ownership is more important to their bottom line than initial cost. 

· A shocking but potentially effective tool may also be to encourage our Hydra Bed dealers to also take on a competing bed dealership. This will allow them to experience first hand the differences between products and companies. It may also enable them to make a sale to the cost-driven buyer.

· An alternative that doesn’t have much appeal, but might deserve discussion, is the production (perhaps by Broxco) of a “light-duty” bale bed. This would likely be built on the Triple C flatbed design, be powered by a 12-Volt system, utilize lighter structural elements, share hydraulics with the BD2200. It would be marketed somewhat as we do the BD2200: an entry-level or back-up unit. We would likely need to reduce our margin on this to be directly competitive with the non-dumping Cannonball. It probably shouldn’t share the Hydra Bed name, or should be a LD version.

