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THE CUSTOMER Countonit.

TORO is a global leader in turf maintenance equipment and precision irrigation systems, serving
customers such as golf course superintendents, grounds and sports field managers, landscape
and irrigation contractors, agricultural growers, and homeowners. Professional equipment com-
prises two-thirds of net sales and one-third is devoted to residential products.

INDUSTRY: Manufacturing and marketing turf maintenance equipment

PAIN POINTS & CHALLENGES

Sourcing inefficiencies

High COGS

Cash flow inefficiencies

Less than stellar profits

Low margins on several products

Needed supply chain improvements
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Reduce volatility

PRAGMATEK’'S INVOLVEMENT

Conducted BPTASM analysis (Business Process Technology Alignment)
Developed strategic sourcing initiative to improve Supply Chain
Analyzed direct spending in several departments to lower COGS
Identified 175 business disconnects

Quantified and launched 18 improvement projects in 2 waves
Simplified inventory management and cut costs

Strengthened cash flow
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Reduced warranty program costs

PAYOFFS

& Captured process improvement benefits totaling $18.7 million in year 1, $77.2 million in year
2 and $166 million by year 3

& Decreased COGS by $96 million
@ Reduced cash-to-cash cycle time by 37 days
& Cut warranty costs by $7.5 million
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