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Client Name: James W. Fichtner


Company Name: Arlington Mower Repair


Address:  400 Harrison Avenue


	   Jeanette, PA 15644


	   Phone (724) 523 - 6505


County   Westmoreland








Industry:  Mower & Hydraulic Repair and Sales





Year Founded: 2008





SBDC Assistance: Financial analysis, business plan development, financial projections





Additional Partners: 1st Summit Bank. 
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Arlington Mower & Hydraulic Repair





James Fichtner wanted to purchase an existing mower repair business and build its sales based upon his experience in sales and with hydraulic repair.  Jim had spent years working in hydraulic repair especially as it relates to the railroad industry and had many contacts in this field.  He believed that by adding the element of hydraulic repair to the existing business base he could build an even more substantial and profitable business.  His strategy was to use his experience base to essentially “kick-up” an existing business to a new level.





In November of 2007 he approached the SBDC with his interest in buying the business.  He met with SBDC counselors and they went over the business’s historical financials and returned them to “true form”, i.e. removed those elements of the income statement that distort the business’s true profitability.  They then worked to incorporate those incipient and potential revenues that were likely from his newly formed LLC that was set up to service the rail industry.  The combined financials were then incorporated into a financing proposal for bank review.  His increased understanding of the business’s existing level of performance and its potential enabled him to fine tune his offer for the business.





The SBDC worked with him to improve his information and assess the opportunity by:





encouraging him to obtain a thorough accounting of the assets he would be acquiring with the business, 


in assessing the actual and potential profitability of the business from the historical income statements by removing or analyzing payments to the owner , depreciation, real estate and business taxes,  and by adding the impact of adding hydraulic equipment repair to the business base


developing a complete financing proposal based upon leasing as opposed to acquiring the real estate with well considered financial projections





Based upon these analyses Jim decided to move forward. In January his plan was completed and submitted for funding.   Bank funding was forthcoming and he acquired and began operating Arlington Mower Repair in the spring of 2008.  To date business has been brisk and his plan is working.  Already this business has been recognized as one of the leading dealerships in the area. 





Acquisition start-up expenses for this business included funding for equipment, inventory, and working capital

















 








Indiana University SBDC


Tony Palamone, Director


108 Eberly College of Business


Indiana, PA 15705


(724) 357-7915


� HYPERLINK "http://www.eberly.iup.edu/sbdc" ��www.eberly.iup.edu/sbdc�














