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Weeping Birch Dairy Farm's
Diversification Plan: Managing Forest
Lands and Growing Gourmet Mushrooms

by:
Laura McDermott

Weeping Birch Dairy Farm is
owned and operated by William
McMurray and his three children:
Robin, Tina and Bonnie. The 100
cow dairy plus the custom hauling
business are full time jobs, but as
the number of families depending
on farm income increases, all mem-
bers agreed that now was a good
time to look at ways to diversify
income and labor.

The first step was to look for
assets that had not been fully util-
ized and one of the most obvious
was the large hardwood forest on
the property. It had been decades
since the last umber harvest, so the
McMurrays contacted Jon Ray-
mond, a local certified forester.
With Jon's help they selectively har-
vested a good portion of their
woodland and developed a plan to
better utilize this resource in the
future. Many of the remaining
trees were tagged for future re-
moval, hopefully when the market
will be high and the tree growth will
be straight. It’s important to re-
member that, despite the long term
nature of growing timber trees, the
worth of a nice straight veneer
quality Red Oak could be far more
than most other crops. The
McMurrays also wanted to utilize
the timber harvest refuse. Some of
the waste wood went into firewood,
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(Continued from page 1)

and Ash. Pine stumps were also inoculated
and pine needles were used. The inoculat-
ing began in late March and concluded July
1. Each “planting bed” was labeled so
that yield data can be collected. The study
is looking at which combinations of wood-
land waste and mushrooms yield the best
under completely natural conditions.

The arrow points to the stump rim where drilled holes
were inoculated with spawn and then sealed with wax
to prevent moisture loss.

The inoculation process was a family
affair, but Tina McMurray and an em-
ployee, Derek Dearstyne, were the primary
work force. In order to drill the holes and
then seal them with wax, they had to bring
a generator and extension cords into the
woods. The holes (5-7/16 in diameter and
1-2” deep) are drilled around the perimeter
of the stump; large trees can have as many
as 100 holes in 1 stump! The 4’ bolts are
stacked like Lincoln logs so to make har-
vesting easier. The spawn is inserted into
the hole, and then sealed with the wax to
prevent loss of moisture. Some mush-
rooms were planted in v-notches made by
a chainsaw. All of the hardwoods, with
the exception of poplar and birch, should
fruit heavily for 3-5 years. Production will
then continue slowly until the substrate is
so rotted that it cannot support growth.
The logs could then be used for fuel or
they might be able to be chipped into saw-
dust and re-inoculated for oyster mush-
room production.

In addition to the SARE project, the
McMurrays are starting a Shiitake growing
operation. In April they planted 32 5-1b.
bags of spawn in Oak and Ironwood bolts

obtained from tops left after the selective
harvest. Several strains of Shiitake were
used to cover the temperature range and
therefore insure a longer fruiting period.
These bolts should produce 12-15 pounds
of mushrooms per week starting in spring
2003, although some fruiting had begun in
early October. Unlike the SARE project,
these production areas will be forced to
promote fruiting. The
McMurray's also in-
oculated some baled
hay with Oyster
spawn. These did not
take probably due to
the presence of citric
and propionic acid,
common materials
used to prolong hay
§ storage by inhibiting
 fungal growth (hence
no mushroom
growth!).

Y  The McMurray's
made some discover-
ies during this project.
First, when contract-
ing with the timber
harvester, they would
consider requesting
some changes be made
to standard logging
practice. The forester could lop the trees
where the big branches meet the trunk.
This would make it easier to cut the 4 foot
bolts from the straightest part of the main
branches. The harvester could also leave
the stumps higher
than the usual 12
inches. Stumps
between 12 and
24 inches would
make drilling
holes easier and
give the mush-
rooms more
wood to grow in.
The harvester
should not drive
over treetops,
because it’s im-
portant that bark
is intact on all
bolts. These rec-
ommendations
may reduce the
price you receive
for the timber
harvest.

Second, plan

on improving the rough trails that the log-
ger makes. You should include many side
trails, because harvesting will be much
faster with good access. It is very helpful
to own an ATV, as this is about the only
equipment that can get to some of the
woodland locations. The mushrooms need
to be checked daily while they are fruiting,
a job that takes Tina around 25 minutes to
accomplish, but will take much longer as
harvest increases.

Third, plan ahead. Ideally the trees
should be inoculated immediately after a
dormant harvest. The log needs to have
and maintain moisture content of over
29% or the mycelium will not grow and the
mushrooms will die.

During the October 3¢ Open House,
the one question that kept coming up was,
“How do you tell the good mushrooms
from the “bad” mushrooms?”  John
Boyle insisted that as you become familiar
with the different species and their fruiting
times, it is very difficult to make a mistake.
Tina McMurray simply stated that if there
is any doubt whatsoever, the mushroom
will not be included in the harvest. The
other obvious concern is how do they pre-
dict the harvest. Except for the shiitake
mushrooms, production is completely
weather dependent, so it will be important
for the McMurrays to line up buyers in ad-
vance. Because they have so many differ-
ent types of mushrooms, the harvest sea-
son should last throughout the normal
growing season.

Shitake mushrooms fruiting on logs in early October,
approximately 5 months after inoculation.
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DATES OF INTEREST

January 2003

January 14— 16 - Organic Vegetable Production Workshops,
in Geneva, NY. Call Abby Seaman for details— 315-787-2422

January 15 - Washington County Toastmasters, 7:00 p.m. in
Upstairs Classroom, Section B, Wash. Co. Municipal Center, Fort
Edward. For more info call 1-800-548-0881.

January 16 - Farm Income Tax School, OCE-Saratoga Office,
50 West High Street, Ballston Spa. To register call 885-8995.

January 23 - Capital District Bedding Plant meeting, for more
information call CCE Albany County at 765-3500.

January 25 - Vermont Annual Grazing Conference, Randolph,
VT.

January 27-29 - NYS Farmers' Direct Marketing Conference
in Saratoga Springs.

January 31— February 2, 2003— Organic Vegetable Systems
from Seed to Market, will feature instructors from 3 successful
northeast farms to talk about production and marketing. Call
Regional Farm and Food Project— 518-427-3537

February 2003

February 6 - Dairy Skills Program - Reproduction and Foot
Health Module with Dr. John McDermott and Dr. Jack Rath of
Granville Vet Clinic. For info and registration, call 743-2238.

February 7-8 - PA Association for Sustainable Ag (PASA)
Annual Conference, State College, PA. For more info call 814-
349-9856 or www.pasafarming.org.

February 11-13 - NYS Vegetable Growers Conference, Holiday

Inn, Liverpool, NY. Call 1-800-548-0881 for more information.

February 26 - Vermont Large Farm Dairy Conference, 9:30
am - 3:30 pm, Sheraton Hotel & Conference Center, Burlington,
V. (right off Exit 14W on I-89)

Page 3
March 2004

March 6 - Dairy Skills Program - Obstetrics, Calves ,
and Heifer Management Module with Dr. Sonya Kelsey
of Battenkill Veterinary PC. For info and registration, call
743-2238.

April 2004

April 5, 2003 - Part-Time Farmer Workshop: A
Machinery and Marketing Tour - begin at Salem Farm
Supply to learn about machinery, buying, renting, custom
hiring. Then visit Gardenworks (horticulture business). 3-
Corner Field Farm (sheep dairy), Windy River Farm (beef
farm), and Hayes Produce (vegetable farm) to learn about
marketing many types of farm products in many different
ways. Pre-register by sending $10 to OCE Saratoga
County, 50 West High Street, Ballston Spa, NY 12020, by
3/31.

FOR YOUR INFORMATION mé
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e Survival Spanish for Ag Producers - having just
finished up Hispanic Herdworker School, and fielding
several other calls, we need to ask - would anyone be
interested in a Survival Spanish Class? I am not sure
what type of time commitment we would be thinking
about, but if you are interested , please call me at 1-
800-548-0881, so we can think about the possibilities.
SAB

e 2002 Corn Silage Hybrid Tests (preliminary results)
are available at the web site, http://www.css.cornell.
edu/ extension/ Extension%20Publications.html or
give me a call for a copy. AG

o I recently toured a new anaerobic digestion system
by dubara company, Inc. in Schodack that is being
adapted to an existing manure storage (2-3 month
storage capacity). Two 300-gallon size digesters
inoculate manure going into the storage. Temperatures
will be kept above 50F. A cover over the storage will
allow methane to be collected and used to produce
electricity. The concept is very innovative and
designed to be installed to existing manure storages. |
put my nose to a bucket of digested manure - very little
smell. Call me ifyou want a fact sheet about this
demonstration project. AG

Edito
Mandy Hulett




Ag Digest

SWCD NOTES |

IR R NSRS ARG L LT D R MR R R R

Manure’s Environmental Benefit

I recently received the Certified Crop Adviser newsletter for
November and there was an article about a new on-line curricu-
lum dealing with manure management. It’s called “Livestock and
Poulury Environmental Stewardship” (www.Ipes.org) and it has
the usual coursework pertaining to manure management, but as
my article title above indicates, there was a short lesson about the
benefits of manure to the environment! What an interesting angle
10 put on a subject as seemingly objectionable as manure. It may
well soon be in the same category as apple pie, Chevrolet and

baseball (okay, maybe not).

Seriously though, it was nice to see a generally negative subject
being looked at in full view. The premise is that in comparison to
commercial fertilizer, manure offers many advantages since it is a
living, organic, carbon-based material with far more benefits than
fertility alone. A few of the more interesting benefits listed include
increased soil carbon and reduced atmospheric carbon levels (a
very hot topic today), reduced energy demand for natural gas in-
tensive “N” fertilizer, reduced demand for “P” fertilizer (a some-
what limited resource), reduced soil erosion and runoff, and en-
hanced soil structure/tilth.

Perhaps the agriculture community can begin to bring public
opinion around to seeing the good side of jpuuer management,
and not see it only as wuste management. Of course, that would
mean that this natural, organic material needs to be handled in an
environmentally sound fashion to actually achieve the benefits
society could really support! If used properly and to full beneficial
use, it really is the stuff of life for soils - a very critical component
10 modern agriculture just as it has always been to farmers

throughout history.

Bill Keating
Saoil Corseruttion Tedmican

FARM BUSINESS MANAGEMENT

e

Trend Stress

With milk prices rising some over the last 2-3 months, I hope that
you are starting to feel a little relief with the current month’s oper-
ating expenses. This doesn’t mean that everything is back to nor-
mal but that you are starting to get to a point
where you can begin to think about catching up.
Keep a good focus. If you are getting a little
more comfortable, stay on this “diet” financial

y ration so that you can earn some extra money to

4l repay or to bank ahead.

The current state of the dairy

industry has led to a proliferation W
of information on cutting costs,
reducing family living, making do
with less... . There is no doubt; I §
am just as guilty as everyone else
for contributing to the fray!

However, the bottom line says
there is only so far that you can
cut and most people feel that
they were already there, or defi-
nitely there now. So if reducing
expenses is not the next feasible
option, improving income is all that is left.

Obraining movement on the milk price is a long, slow process and
while that is going on, it is important to look at other solutions,
both short and long-term. Tracking your quality premiums to
make sure that you get the highest price that you can, lowering the
somatic cell count so that milk production will get the eventual
boost in production (1200 lbs. per lactation for each linear score
drop) but also make qualiy.

Orher areas that have to be wrestled with are making sure that you
are getting the most possible for your bull calves by dipping their
navels, giving them some colostrum and having them be dry when
they leave.

And the best value for your cull
cows. A big issue facing cull cow
D values is injection site lesions. In-
jection site lesions are caused by
injections that are given improperly,
with dull or dirty needles or too
much material given in one injec-
tion site. The economic cost can
be up to $70 per animal (Cattle
FACS, 2002), if the injections are
given in the high value meat cut
areas.

Several beef organizations have been working to educate beef pro-
ducers about the need to move injection locations away from
prime cut areas and use lower value cuts as sites in the neck or
give drugs subcutaneously if allowed. Dairy farms need to worry
about the same issues.

None of these all will add up to huge money, but over time will
provide some needed space.

Source: Cattle FACS,
Canadian Cattlemen's Association
Canada, 2002

Sandy Bucton
Farm Business Managerent




FARMER TO FARMER

What Landowners Should Know About
Deer Management Partnership

Jill Cornell, Executive Director
Deer Management Partnership

Deer Management Partnership is a group actively working in
Wiashington County and the surrounding area to provide excellent
hunting opportunities as well as deer population control. There
has been an enormous increase in the population of the local deer
‘herd over the past few years. With a declining number of hunters
and an increasing amount of posted, no-hunting land, it is increas-
ingly difficult to maintain control of the population.

“The Deer Management Partnership is a program designed to pro-
vide additional training to ethical hunters about anatomy, biology
and improve their skills. The group then offers hunting services to
landowners for regular hunting or to assist in filling their Depart-
‘ment of Environmental Conservation (DEC) Deer Management
Assistance Program (DMAP) permits. DMAP permits are fre-
quently for does or out of season hunting, The services the part-
‘nesship provides are free to landowners.

One of the goals of this group
.. is to be allowed 1o provide
-V hunting where hunters have
been turned away from prop-
¢ erties in years previous. Land-
owners are concerned about
A\ accidental shootings, wounded
W% deer being left and other

| woodlot misuse which is what
#, this group is trying to elimi-
* nate. All of this work is fo-
cused around the issue of reducing the amount of field crop dam-
age as well as forest under-story damage. For more information,
please contact the Deer Management Partnership at pin-
tree@global2000.net.

Projects of Interest to All Food Producers
Meat Processing Facility

received a letter explaining about the progress of work being done
to establish a USDA inspected meat processing facility. The pur-
pose of the letter was to let all meat producers know what is going
on and invite support and comments. The letter included a survey
asking about number of animals and meat processing questions.
The survey is very important to the success of the project and I
encourage producers to take a few minutes to complete the survey
and return it. If you did not receive a survey and would like one,
please contact me at the OCE office.

AG ECONOMIC DEVELOPMENT |

In December, livestock and dairy producers in Washington County

Ag Digest

The biggest problem most livestock producers face is how, when,
and where can you get animals processed and at what cost. The
meat processing project hopes to address these issues by having a
facility to be located in the Capital District area that is cost effec-
tive and meet the marketing needs of producers.

The organizational structure of the possible facility is not finalized,
but is getting closer. Structurally, the USDA inspected facility itself
is likely to be a not-for-profit organization that provides a service
to producers at cost. Under that may be one or more marketing
cooperatives to enable producers to sell product at retail instead of
wholesale, a value added approach. A retail shop is a possibility at
the facility, and marketing under a branded name is also under
consideration. The proposed facility size is 6000 sq. ft. with an-
other 4000 sq. ft of locker space. A facility location has not yet
been located but it will be in the Capital District area.

About two years ago, three producers began to address the prob-
lem and developed a business plan to open a USDA Inspected
meat processing facility. Because this is a complex issue, and an
expensive one, it became clear that the group needed to be
enlarged. The current committee consists of livestock producers
from Saratoga, Rensselaer, Albany, Washington, and Schoharie
Counties. The committee is supported by representatives from the
Hudson Mohawk RC&D, the Soil and Water Conservation Dis-
tricts, the Columbia Land Conservancy, and Cornell Cooperative
Extension. The committee is working on applying for grants to
help with start up plans, a business plan, and feasibility studies.
The group is also meeting with local legislative representatives to
inform them of the need and encourage support of the project.

Culled Dairy Cows

A possible project currently applying for grant dollars is marketing
culled dairy cows to supply hamburger to the Regional Food Bank
in Albany. The Food Bank is very interested in purchasing local
hamburger and in turn will create a better market for culled dairy
cows for our dairy farmers. The intent is to have the price of the
culled dairy cow to be better then sending it to an auction and in
turn the Food Bank would support local agriculture while getting a
better price on their purchase. A win, win for everyone. Obvi-
ously, a USDA inpected meat processing facility will make the pro-
ject more of a reality.

New York City Markets

Another project currently applying for grant dollars is to hire a part
time marketing liaison in New York City and a refrigerated truck to
coordinate New York City restaurants and food products from
Washington, Saratoga, and Rensselaer County producers. Produc-
ers would deliver the order to a refrigerated trucking company in
Hoosick Falls and the trucking company would deliver two times a
week. Producers would be expected to pay a fee to have their
products delivered and fund the marketing liaison. The service will
be more cost effective for producers enabling them to tap in to the
NYC markets with out investing large amounts of time and
money. Products needed will be fruits, vegetables, meats, dairy,
and maple products.

If any of these projects interest you or if you have questions, please
contact me at the CCE office.
Parda Schafer

Ag E anonic Development E ducator
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Schools Are Successful in Obtaining
Milk Vending Machines

In March of 2002, when Senator Charles Schumer an-
nounced that he was calling on USDA to encourage the place-
ment of vending machines that sell milk products in schools, as a
more nutritious alternative to soft drinks and to broaden the mar-
ket for dairy farmers, we all scratched our heads and wondered
how successful it would be. Almost a year later, I'm glad that I
took the initiative to send out packets to every school in Wash-
ington County with high hopes that this could be a real success!
Enclosed in the packets were contact information for milk vend-
ing machine manufacturers and services, local milk companies
taking part in delivery, their delivery cycles, prices and flavors
carried, as well as some positive feed back from random school
districts around the country already taking part in milk vending. I
don’t know if they used any of that information I distributed, but
skimming through the newspapers over the past six months has
been quite encouraging in the sense that there are many school
districts jumping on the band wagon. At the time this article was
written, nine out of ten school districts in Washington County
already have milk vending machines installed!

When Governor George Pataki signed the new law in
October allowing vending companies to sell pints of milk without
obtaining a milk dealer license, it encouraged more vendors to
enter the “vendi-milk™ market and immediately increase the num-
ber of milk vending machines in schools. Upstate Farms Coop-
erative estimates that 300 gallons of milk are consumed per
month from the average milk vending machine. Based on that,
Schumer said, when fully phased in, student milk consumption
from a single vending machine could yield almost $340 per
month or more than $4,000 per year for the dairy industry.

In 1976, carbonated soft drinks overtook milk in gallons
consumed per person per year, and the gap has been growing
ever since. Twenty-five years ago, teenagers drank nearly twice as
much milk as soda, but today they drink twice as much soda as
milk. This shift has prompted concerns not only about obesity
but also about tooth decay and decreased calcium intake for
growing bones. William Byrne, president of Syracuse-based
Bryne Dairy, noted that the push for vending machines will give
the milk industry a better chance to compete with soft drink
companies. The soft drink companies “have more marketing
dollars to work with,” Byrne said, making it difficult for dairy
producers and distributors to reach children at an age when they
form habits about beverage preferences. According to National
Institutes of Health data, “the Vendi-milk program comes not a
moment too soon,” Schumer wrote in a letter to Education Com-
missioner Joel Klein. “Eighty-five percent of teenager girls do
not consume adequate amounts of calcium each day, making
them susceptible to brittle bones and osteoperosis later in life. 60
percent of teenage boys also suffer from low calcium intake.

Milk is an excellent source of vitamins and minerals that help
promote central nervous system development and strong im-
mune systems. Milk machines also give a boost to schools them-
selves. Like the junk food vending machines before them, the
Vendi-milk program generates income for schools that can be
used to provide additional school programming.”

So, now that we have established that milk vending ma-
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chines are benefiting school kids, how are they benefiting dairy
farmers? Unfortunately, Senator Schumer has only surveyed met-
ropolitan school districts for milk vending machine usage and,
therefore, has only found 120 schools in NYS using them. We
know there are many more schools involved because if these
numbers were accurate, Washington County alone would make
up 7% of that number. If just o vending machine generated
$4,000 per year for the dairy industry, imagine if every school dis-
trict in NYS had a vending machine. This could be a win-win
situation for both kids and farmers. It definitely wouldn't solve
the slump we are in as far as milk price goes, but every little bit
helps. We all talk about educating the consumer as one of our
top priorities in increasing consumption of dairy products, what
better time to start educating than at an early age.

If your school district does 7ot have a milk vending ma-
chine (ie. Fort Ann ), talk to your school boards about educating
our young consumers to make nutritious decisions. I think it is a
rewarding experience to know that we can actually do something
good for school kids as well as doing our part in improving the

dairy industry.
Sources:

The Ithaca Journal, NYS Farm Bureau
The Christian Science Monitor
Cornell University, Christina Stark, Registered Dietician
Senator Charles E. Schumer website

Mandy Hulett
Dairy E dscator

CROPS AND SOILS g

Is Your Machinery Pulling Its Own Weight?

Source:
"Machinery Management"
by Wayne Knoblauch

Can you economically justify owning your line of machinery? Is
each piece making you money? Are you paying too much for
hiring a custom operator? I hope that this article will help you
push the pencil to analyze each piece of your machinery and de-
termine if it is making you money or hurting you.

Deciding between purchasing machinery and hiring custom op-
erators may be a pressing decision for our current dairy situation.
For dairy farmers to receive payments from the Milk Income
Loss Contract, they must follow a conservation plan. For some,
this may mean planting no-till corn. So a whole series of ques-
tions arise: Do I have enough acres to justify buying a no-till
planter?; Can I rent a no-till planter?; Is there someone I can
trust and hire out my corn planting?; Can I purchase a no-ill
planter with someone else?; Should I change my cropping pro-
gram?; Should I do custom work to justify owning my machin-
ery? Machinery and cropping expenses are large expenses and
often hurt the bottom line of many dairies. For an hour or two,
put aside your love for iron and push a pencil to justify owning
your machinery. Below I have provided tables with "average val-
ues” for machinery expenses. Of course, your analysis will be
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more accurate if you use your own real numbers. If you do not
keep records well enough to have accurate numbers, you simply
are asking for trouble. There is no excuse for not keeping good
records.

Let's figure out if I should buy a $25,000 6-row no-till planter to
plant my 200 acres of corn. First, I need to know how many
hours/year it will be used. So,

Acres/hr = width (15 ft) X speed (3 mph) X field efficiency (0.65)
+8.33 =3.5ac/hr

Hours/yr = ac/yr (200) +ac/hr (3.5) =57 hrs/yr

Second, determine annual operating costs. Repairs costs are in
the accompanying table. T am using $12/hr for labor. For fuel
and lubricants per hour, here is an estimate:

*  Gasoline & lube =0.069 X max. PTO HP X fuel cost

* Diesel & lube =0.0504 X max. PTO HP X fuel cost

e LP.gas &lube =0.0828 X max. PTO HP X fuel cost

Operating Costs = Repairs ($750, 3% of new price) + Labor (57
hr X $12/hr or $684) + Fuel (0.0504 X 125HP X $1.25/gal X 57
hr or $449) = $1883/yr or $9.42/ac

Third, determine annual ownership costs. Here I am using a 10
year depreciation time, a 5 year loan at 8% interest, and a $3.80/
$1000 insurance rate.

Annual Ownership Cost = Depreciation ($2500/yr) + Interest
($1850/yr) + Insurance ($95) + Housing (you should assign a
storage cost) = $4445/yr

Fourth, what will it cost per acre to plant no-till comn with this
purchased machinery?

Cost per Acre = [Ann. Ownership Costs ($4445) + Ann. Oper-

Ag Digest

FARM MACHINERY CHARACTERISTICS

[Machine Estimated [Speed (%) Field Eff-
Life (hrs)  |(mph) cien.

Plow/ Chisel 2,500 B35-6 70 - 90

Harrows 2,500 3 -6 70 - 90

Cultivators 2,500 3-8 70 - 90

Speader/ Spray 1,200 3-5 50 - 80

Planters 1,200 B3-5 50 - 80

(Grain Drill 1,000 25-6 65 - 85
owers 2,500 3 -7 55 - 85

[Flay Rake b 500 -5 70-85

Baler 2,500 3-10 T/hr [60-85

Chopper, pull 2,000 2-45 50 - 75

Combine, s.p. 2,000 2-5 65 - 80

Silo Blower 2,000 - 20 - 50 T/hr

Break-even Acreage = Ann. Ownership Costs ($4445) +[Dif.
of Custom Rate and Operating Cost/ac ($25/ac - $9.42/ac =
$15.58)] = 285 ac

We have too few acres to justify this particular planter. Is there
another 100 acres that you can custom plant? At 3.5 ac/hr
planting, you can plant 300 acres in 9 days (10 hrs/day).

Use your own real numbers and these formulas to evaluate each
piece of your machinery. Make the hard decisions necessary so
that your cropping enterprise makes you money. Call me for the
complete copy of this "Machinery Management” article.

ating Costs (§1883)] + Acres covered/yr (200) = $31.64/ acre Aaron Gabriel
This price to plant corn may be a bit high. Let's assume that $25 Crops and Soils E ducator
per acre is a more reasonable cost or what a custom operator may
charge. Now the break-even acreage for this planter is:
Annual Machinery Repair Costs as a Percent of List Price
Hours of Use ours of . Spreader, Loader, Planters, Drills,
WD 2WD se Tillage  [Self-Prop. Combine/ Har- [PTO Rake, Mower
Tractor  [Tractor Tools ester mach.
% of List [Price % of List [Price
500 0.5 05" - 'Bo 0.8 0.3 0.1 0.3
1,000 1.0 J0: 125 4.0 0.5 0.5 0.8
2,000 7.0 80 250 8.0 4.0 3.0 4.0
3,000 12.0 150 [500 20.0 8.0 8.0 10.0
4,000 18.0 230 P50 34.0 15.0 140 280
------------ S 1,000 48.0 230 220 38.0




