Agribusiness in Schools

DELIVERING AGRIBUSINESS TO NZ SECONDARY SCHOOLS

Agricultural Financing Options.

Read the series of articles about different agricultural financing options and answer the following
questions.

Questions
1. Name the finance companies discussed in the document.

2. Why is it vital for farmers and contractors to consider all machinery financing options in the
current economic climate?

3. How can modern technology influence the decision to invest in new agricultural machinery?

4. What are the key factors an agribusiness should consider when determining its borrowing
requirements for new equipment?

5. What options are available to help agribusinesses manage their borrowing if they have limited
capital or need to protect their equity?

6. How is the cost of a financing proposal typically determined by agricultural lenders?
7. What resources can a borrower contribute toward the cost of a new machinery proposal?

8. How do tailored financial packages help both the borrower and lender assess the risk of a new
proposal?

9. In what way does the cost of making a change (investment) impact the assessment of business
equity?

10. If you were wanting to purchase a combine harvester, which of the finance options would be the
best to utilise?
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FARMERS AND
CONTRACTORS
FACE PLENTY OF
UPS AND DOWNS IN
THEIR BUSINESSES,
ESPECIALLY

IN UNCERTAIN
ECONOMICTIMES.
THEREFORE, IT
ISVITALTO PAY
ATTENTIONTO
THEBOTTOM LINE
AND CONSIDER

ALL MACHINERY
FINANCING OPTIONS.
INTHIS FEATURE
LEADING MACHINERY
DISTRIBUTORS AND
BROKERS TELL US
ABOUT SOME OF
THEIR FINANCIAL
PRODUCTS.

TULLOCH FARM MACHINES getabetterinterestrate.

KRONE FINANCE

Krone Finance is all about find-
ing the best way to meet the
needs of particular farming and
contracting businesses.

Krone Finance representatives
can tailor a specific financial
package for your business but it
also offers some very attractive
quarterly package deals.

Take advantage of our latest
Krone Finance offer on any of
our imported flow models. With
the new matrix rate, customers
can choose their interest rate

depending on the trade in or
deposit they have available on
one side, and the loan term on
the other side.

This gives more flexibility in
the Krone Finance program and
incentivises a greater deposit to

The period this finance offeris
valid foris from the beginning of
2022 to 31° May, 2022 for deliv-
eries and installations no later
than 315 December, 2022.

The deposit is based on the
GST inclusive sum. The financ-
ing comes with three months p
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| Term ] 20% Deposit

4,0% Deposit

3-45%
4.45%

30% Deposit




CNH INDUSTRIAL CAPITAL

CNH Industrial has made some
exciting moves in the New Zea-
land agricultural market in recent
years, and in 2022 CNH Industrial
Capitalis at the forefront of a raft
of new opportunities for farmers
and contractors.

As the financial services arm of
CNH Industrial, CNH Industrial
Capital offers financal supportto
businessesinthe agriculture and
construction sectors.

In June 2021, CNH Industrial
Capital launched into the New
Zealand market. With its knowl-
edge and expertise, it offers a
range of finance packages to
Kiwi agricultural and construc-
tion businesses tailored to their
particular needs.

Now, CNH Industrial Capital
is working hard to support CNH
Industrial’s move to directly
manage the distribution of its
Case IH and New Holland Agri-
culture brands to authorised
dealerships across New Zealand,
which will come into effect from
July this year.

CNH Industrial Capital New
Zealand national sales manager
John Gilbert says the past eight
months had been very satisfying
and changes to the distribution
arrangements for Case IH and
New Holland machinery here
present new opportunities that
his team is keen to embrace.

“QOur move into New Zealand
started with a pilot project in
January 2021 with three dealers.
Our New Zealand team of three
started working with customers
last)une.

“Since then, we have gained
good traction in the market and
rolled out our platform to more
than 5o Case IH, New Holland
and Case Construction Equip-
ment dealerships.

“We are happy with the sup-

port we have received from new
customers and have had good
feedback from dealers about
how easy our finance quote plat-
form is to use. Another pleasing
aspect is the number of repeat
customers we have had in this
shorttime.”

John says the move by CNH
Industrial to re-enter the market
as the distributor of its Case IH
and New Holland machinery in
2022 is an exciting one. The NZ
CNH Industrial Capital team is
looking forward to supporting it
with finance options for custom-
ers and the independent New
Holland and Case IH dealerships
across the country.

“This is another opportunity for
us to get closer to our customers
and allows us to use our exper-
tise in the industry and finance
sector to tailor solutions that fit
their business,” he says.

“We are in the unique position
of being able to offer manufac-
turer-operated financing that
can streamline the purchasing
process.

“We know the machinery sold
through our CNH Industrial
brands’ dealerships and we have
a real appreciation for the agri-
cultural industry and the chal-
lenges farming businesses face,
such as the weather, uncertain
commodity prices and natural
disasters.”

CNH Industrial Capital under-
stands the seasonality and
unique income cycles of farm
businesses and the need for flex-
ible payment options that suit a
customer’s cashflow.

While 2022 will present its own
challenges to the New Zealand
agricultural sector, John says his
team is ready to help minimise
the impact on contractors and
farmers.

“With the ongoing challenges
related to supply and inflation,
in addition to the rising interest
rate market in New Zealand, our
fixed-rate finance offer provides
much-needed certainty for farm
businesses,” he says.

“Into the future, tractors and
machinery will continue to

advance in complexity. We can
offer flexible finance that allows
our customers to take advan-
tage of these technological
advancements. This will ensure
their businesses maximise their

productivity and ultimately
boost the all-important bottom-
line.” RG

4 deferred payment, and the offer
is available on all new imported
machines from Tulloch Imports
Ltd except for the Krone BiG-M
and BiG X.

All other brands of machinery
Tulloch Farm Machinery offers
are also eligible for this financ-
ing. This includes Einbock,
Monosem, Bema, Supreme,

Eurobagging and  Strebel
machines and it is available via
UDC or Heartland Bank (MARAC
Finance).

Further terms, conditions and
lending criteria apply. Any docu-
mentation relating to any of
these packages need to be pre-
approved and supplied prior to
the end of the second quarterto

ensure the orderis met.

Preapprovalis now a lot easier
with online tools that can give a
definitive answer within a few
minutes.

Preapproval can also be grant-
ed by answering a few simple
questions over the phone, which
makes the process simple and
straightforward.

These Krone finance offers
apply to all new imported prod-
ucts so be in quick to ensure
your order is made by the end
of the second quarter and take
advantage ofthese great offers.

For more information you can
contact Tulloch Farm Machines
on 063700390 or visit the web-
site tultoch.nz. RG
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JOHN DEERE FINANCIAL

Effective financing has allowed
Waikato contractors Hall & Wil-
son Contractingto secure afleet
of John Deere equipment and
grow its business capacity ten-
fold.

The Otorohanga-based busi-
ness provides baling, cultivation,
planting, drilling and bulk forage
harvesting services. Nathan and
Sarah Wilson bought into the
business in 2014 after working
closely with the sole ownerAllan
Hall before that.

Nathan and Sarah helped

reshape the operation with a -

greater emphasis on forage
harvesting. They went from cut-
ting 250 ha of maize a season to
the 2800 ha of maize and grass
silage they now do each year.

To achieve this growth they
have attracted and retained new
clients, and the reliability of their
John Deere equipment has ena-
bled themto do this.

“John Deere Financial has been
a great tool for us. The interest
rates are so low we have been
able to keep our fleet modern.
Thisisimportantto ourbusiness
as we require machines that can
run for 6000 hours with abso-
lutely no fuss,” Nathan says.

Hall & Wilson Contracting’s
fleet currently includes an 8600i
forage harvester, a 1725 NT pre-
cision planter, a C441R round
baler and a set of 388 triple
mowers. This is on top of a line-
up of tractors that includes two
6215Rs, two 6195Ms, a 6145R
anda6110M.

“It is our goal to provide a
quality service and to be in and
out of farms in a timely manner
because we don't want to be
interrupting their operations.
We have chosen to use John
Deere for this reason,” Nathan
says.

Nathan and Sarah metin 2001
in the United States while work-
ing on the 2000 Mile Harvest
through the Midwest. The mas-
sive harvest includes wheat,
maize, beans, canola, sorghum
and sunflowers.

They were both employed
by JKD Harvesting, a contract-
ing operation that harvests
throughout Texas, Kansas,
Oklahoma, South Dakota and
North Dakota. Working with JKD
Harvesting was a masterclassin
efficient contracting, and it gave
the couple achance to seeajohn
Deere fleet performing at scale.

Nathan ran a John Deere 9650
STS combine harvester during
the wheat and corn harvest,
while Sarah drove a truck and
trailer. They then worked on
farms in the UK, before coming
back to New Zealand.

They partnered with Allan Hall
to form Hall & Wilson in 2014,
and last year Nathan’s brother
Sam Wilson also joined the busi-
ness.

“During the peak season, our
focus is completely on our cus-
tomers, so when it comes to
finance we don’t want anything
that is time consuming,” Sarah
says.

“Working with our local dealer-
ship, AGrowQuip, and particu-
larly Waikato branch manager
Chris Hughes, the finance pro-
cess is simple and there is no
fuss.

“We know that we can rely on
them to provide good advice and
good service. They are more than
happy to do a consultation over
the phone or on site should we
needit.”

John Deere Financial mirrors
John Deere’s deep understand-
ing of the unique needs of New
Zealand’s primary producers and
contractors.

Access to John Deere Finan-
cial’s packages can be easily
arranged through a simple online
application, or by speaking to a
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localJohn Deere dealer.

John Deere Financial is com-
mitted to being a trusted finan-
cial partner, and it can provide
financing for new and second-
hand equipment, and for equip-
ment made by other machinery
manufacturers.

Alt John Deere Financial pack-
ages can be arranged in-person
or online-only to suit your busi-
ness needs.

“l would recommend John
Deere Financial, simply because
their rates are so attractive and
they are great to work with,”
Nathan says.

For more information, visit
the John Deere Financial web-
site deere.co.nz and click on the
Offers & Finance tab. RG

AUltraBay

By Alpine Buildings NZ Ltd

7-10 metre bay widths

Birdproof
Strong

0800 428 453

www.alpinebuildings.co.nz/ultrabay




AGCO FINANCE

AGCO Finance isajoint venture
between global finance provider
De Lage Landen and global agri-
cultural machinery designer,
manufacturer and distributor
AGCO.

This experience and reach
gives AGCO Finance the insight
to provide tailor-made finance
foragriculture businesses.

In the agricultural industry,
sustainability is a termon every-
one’s lips at the moment as we
search for ways to combat cli-
mate change, navigate new gov-
ernment regulations, and find
ways to apply healthy long term
farming practices.

AGCO Finance NZ sales execu-
tive Tayler Payton says New
Zealand’s agricultural sector in
particular is an ideas hub with
sustainability being front of
mind and AGCO Finance wants
to partner with individuals and
businesses that are leading the
charge.

“AGCO Finance is committed
to the cause. If you are engag-
ing in sustainable farming prac-
tices and are in need of finance,
please get in touch with your

local AGCO Finance dealer to find
out what kind of special package
we can offeryou,” Tayler says

In today’s marketplace, financ-
ing and lease options are as
much a part of the purchase deci-
sion as the mechanical features
and benefits of the equipment
you choose,

AGCO Finance’s programmes
give Kiwi farmers the opportu-
nity to gain use and ownership
of the world’s best agriculture
equipment with the power, effi-
ciency and technology to help
you operate a profitable busi-
ness.

Options from AGCO Finance
include hire purchase and oper-
ating leases that can be tailored
to your seasonal cash flow. They
are also flexible when it comes to
depositsand terms.

Tayler says AGCO is passionate
about offering its customers the
best possible solutions. Benefits
include:

e The ability to lock in a
finance rate on forward orders,
especially in the age of Covid,
where supply chains are not
what they are once were.

w ) 2aAGC0O

Your Agriculture Company

® Once you are an AGCO
Finance customer, in addi-
tion to financing AGCO prod-
ucts, you can apply for finance
for non-AGCO implements

and used machinery.
® Asan existing customer you

can sign documents online for a

quick and easy turnaround.
“Farmers and

REVISED, SIMPLIFIED AND BETTER THAN EVER, MEET THE NEW

NEW ZEALAND

AGRICHEMICAL MANUAL

The comprehensive reference to agrichemicals registered for use in New Zealand.

With every printed manual purchased you will
receive a FREE 12 month subscription to our
subscriber only website.

ORDER NOW to get your FREE pair of
SureShield Coveralls.
[For the first 1,500 manuals sold via novachem.co.nz.}

To place your order, email Charlotte at admin@agrimedia.co.nz or, subscribe online.
Print Issue: $185+6GST | Web Subscription: $160+6ST

www.novachem.co.nz
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CLAAS FINANCIAL SERVICES

Operating leases are becoming
increasingly common as contrac-
tors and farmers seek more tax-
effective financing methods to
finance big-ticket machinery.

Unlike hire purchase agree-
ments or lease arrangements,
where the customer takes own-
ership of the asset, an operat-
ing lease is a customised rental
agreement whereby the lessor
retains ownership of the asset.

Claas Financial Services busi-
ness development manager
Karen Rouse says this simple dif-
ference can provide significant
taxation advantages for primary
producers.

“In the past, producers would
buy equipment under a conven-
tional corporate hire or capital
lease arrangement. They could
then claim the interest com-
ponent as a tax deduction and
depreciate the asset overits use-
ful working life,” she says.

“By comparison, an operat-
ing lease is a rental agreement,
which means the cost of using
machinery becomes a fully tax-
deductible operating expense.”

Instead of paying a depositand
making repayments over the
term of the contract, the farmer
or contractor pays for the use of
that machine. Repayments are
based on its purchase value,
the anticipated usage each year
and the fair market value of the
machine at the end ofthe term.

“There is no high upfront
investment, and the payments
are based on fixed terms. This
means you can prepare accurate
budgets and cash flow fore-
casts,” Karen says.

“At the end of the contract, you
can choose to renew the contract
with the existing machine and
upgrade to the latest technology
orsimply returnittous.”

Karen ‘says operating leases
have been used in the mining,
construction and aviation sec-

tors for many years.

“There’s nothing ‘new’ about
rental agreements but they
are really starting to take off in
the agricultural sector as farm-
ing operations and accounting
methods become more sophisti-
cated and people realise the tax
benefits,” she says.

“This facility means you can
access new technology with-
out dipping into your capital or
affecting your equity position.
This helps to protect your line of
credit to fund crop or livestock
inputs and frees up capital for
other parts of your business.”

Claas Financial Services offers
a comprehensive range of other
financing options, including
chattel mortgage, hire purchase
and finance lease for both new
and used machinery.

The service provides finance
for more than half of all sales
made through the Claas Harvest
Centre network in Australia and
New Zealand.

“We make it as easy as possi-
ble to gear up your business with
high performance machinery,”
Karen says.

“Our competitive financial
packages are customised to
suit individual needs and cash
flows. Our customers can obtain
finance from their local dealer-
ship without having to go to
a third party or jump through
hoops.

“QOur ‘one-shot’ documenta-
tion process minimises the time-
consuming and intrusive nature
of applying for finance. We don’t
need any financial statements,
such as tax records, bank state-
ments, assets and liabilities or
valuations, on purchases up to
$150,000.

“We only need some very basic
information about your farming
enterprise, and in most cases,
you will have an answer within 24
hours.”

Claas Financial Services now
offers online digital documenta-
tion and online finance quoting
formachinery purchases.

This allows busy customers to
sign finance documents for their
purchases atany time on a smart
phone or iPad — even while they
are in their tractor or waiting for
the next load of silage or grain to
be emptied.

Claas Financial Services is pro-
vided by De Lage Landen Limit-
ed, awholly-owned subsidiary of
the world’s leading agribusiness
bank, Rabobank.

Rabobank ranks among the
world’s top 5o financial institu-
tions, while De Lage Landen
has more than NZ$59 billion in
assets.

“We can provide competi-
tive and more flexible financial
options than traditional lenders.
Our staff have extensive knowl-
edge of modern agricultural pro-
duction systems and technology.

“Farmers and contractors like
to know who they are dealing
with, that they know what they
are talking about, and that they
are going to be around for the
long haul.

“We tick all of those boxes with
the added bonus that we have a
close affinity with the brand of
machinery they are purchasing.

“That being said, people
should always seek independ-
ent accounting advice to ensure
they are doing the best for their
circumstances,” says Karen. RG

should do their research or seek
independent advice from their
accountant when it comes to the
tax benefits that come with hire
purchase and lease finance.
“Then they can make an edu-
cated decision on which AGCO
Finance product is suitable to
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their operation,” Tayler says.

There is an extensive AGCO
Finance dealer network across
New Zealand, so there is one
in your neck of the woods with
friendly staff that would love to
help.

It is always good to put a face

to the name, especially when it
comes to financial matters. AGCO
Finance knows that you need
someone that understands the
region you live in and the chal-
lengesyou face.

Tayler Payton is now AGCO
Finance's New Zealand repre-

sentative. She is available to
answer any questions you have
and is always willing to head out
with your local dealer to get to
know you and your operation.

To get in touch with Tayler,
contact your locat AGCO Finance
dealer. RG
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FARMERS AND
CONTRACTORS

CAN FACE PLENTY

OF UPS AND

DOWNS IN THEIR
BUSINESSES GIVEN
OUR UNCERTAIN
WEATHER PATTERNS
AND ECONOMIC
TIMES. THEREFORE,
ITISVITALTO PAY
CLOSE ATTENTION
TOTHEBOTTOM
LINE AND CONSIDER
ALL MACHINERY
FINANCING OPTIONS.
INTHIS FEATURE
LEADING MACHINERY
DISTRIBUTORS

AND FINANCE
BROKERS TELL US
ABOUT SOME OF
THEIR FINANCIAL
PRODUCTS.
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AGCO FINANCE

AGCO Finance is the worldwide
provider of financing solutions
for AGCO, a global leader in the
design, manufacturing and distri-
bution ofagricultural equipment.

Headquartered in Eindhoven,
the Netherlands, AGCO Finance
manages a portfolio of more than
NZ $15 billion and employs over
350 people. It provides customer

and dealer finance support in
more than 20 countries.

InNew Zealand, the local AGCO
Finance team has been support-
ing AGCO customers with finan-
cial solutions for their farming
equipment for close to 20 years.

AGCO Finance Australia and
New Zealand general manager
Phil Janes and New Zealand

account manager Tatenda Kure-
wa have lots to say about why
choosing an AGCO Finance pack-
age for your equipment benefits
yourbusiness.

“Working with AGCO Finance is
more than just a one-off transac-
tion. We build long termrelation-
ships so that we support you and
your business throughout the full
lifecycle of your equipment,” Phil
says.




CREDIFLEX

Recent events in New Zealand
have cast a spotlight on the
resilience and adaptability of the
rural contracting sector. From
unprecedented weather events
to economic fluctuations, rural
contractors are navigating a land-
scape more challenging than ever
before.

In these times of uncertainty,
the role of Crediflex becomes
not just beneficial, but essen-
tial. With a nationwide presence,
Crediflex offers financial solu-
tions and support that can be tai-
lored to the unique needs of rural
contractors. This can help them
weather the storm and emerge
stronger.

Recent climatic and economic

events have posed significant .-

challenges for Kiwi rural con-
tractors. Unpredictable weather
patterns have disrupted agri-
cultural cycles, while economic
shifts have affected market sta-
bility. This has led to increased
operational costs and uncertain
income streams, making finan-
cial management more complex
for contractors.

Amidst these challenges, Credi-

YOU WORK

YOUR GRAIN CART SHOULD T

Confident and
smooth unloading
using the
precision tip
spout

Quick crop
change over
using horizontal
auger cleanout
doors

flex stands as a beacon of sup-
port and guidance. The reasons
forthisare:

1. Understanding unique chal-
lenges - Crediflex’s team is deep-
ly embedded in local areas. We
understand the specific impacts
that recent events have had on
rural contractors. This insight
allows us to offer more relevant
and effective financial solutions.

2. Tailored financial solutions—
Recognizing the heightened need
for flexibility, Crediflex offers
tailored financial solutions. This
includes access to pre-approved
credit limits and adaptable work-
ing capital options. This allows
contractors to swiftly adjust to
changing circumstances.

3. Nationwide reach, localized
support — With its nationwide
network, Crediflex is positioned
toassist rural contractors across
the country, but also provide
localised support and advice tai-
lored to regional challenges and
opportunities.

4. A partner in challenging
times — More than just a finan-
cial broker, Crediflexcanactasa
partner to rural contractors. We

Hri; I I--
B

Swift
lubrication
from accessible
centralized
grease bank

KINZE

For more information. contact sales@kinze-export.com
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can guide you through these tur-
bulent times with expert advice
and supportive planning.

Crediflex says, despite recent
adversities, the outlook for
New Zealand’s rural contractors
remains cautiously optimistic.
With the right supportand finan-
cial strategies, contractors can
adaptandthrive.

Theresilience of the sector, cou-
pled with innovative approaches
to financial management and
operational efficiency, bodes
well forthe future.

“We are not just here for the
times that your business is thriv-
ing, we are also a partner for
when things get more difficult.

“For us, being a partner means
knowing your business inside
and out. We listen to your unigue
needs and offer flexibility. From
a deposit right through to the
structure of your payments, we
customise the financial solution
to what works foryou.”

Tatenda says in today’s mar-
ket, financing is as much a part
of the purchase decision as the
mechanical features and benefits
of your equipment.

“AGCO is passionate about
offering customers the best pos-
sible solutions when it comes
to farming equipment. AGCO
Finance is passionate about
offering those solutions to cus-
tomers at competitive financing
rates,” she says.

“Other benefits of choosing
AGCO Finance as your financ-
ing partner are that in addi-
tion to AGCO products, you can
also apply for finance for used

In these unprecedented times,
don’t navigate the complexities
alone. Reach out to Crediflex
for financial solutions that are
as adaptable as your business
needsto be.

Whether you are facing immedi-
ate challenges or planning for the
future, our team is ready to assist
you in finding the financial stabil-
ity and flexibility you need.

Visit our website crediflex.co.nz
or call us on 08oo CREDIFLEX to
start your journey towards finan-
cial flexibility and stability. RG

machinery. Also, as an existing
customer you can sign docu-
ments online fora quick and easy
turnaround.”

It is always good to put a face
to the name, especially when it
comes to financial matters. There
is an extensive AGCO Finance
dealer network across New Zea-
land, so there is one in your neck
of the woods with friendly staff
thatwould love to help.

Tatenda is available to answer
any questions you have and is
always willing to head out with
your local dealer to get to know
you and your operation.

AGCO Finance was founded in
1990 as a joint venture between
DLL, a global financial services
provider, and AGCO. AGCO
Finance supports all AGCO
brands, including Fendt, Valtra,
Massey-Ferguson, Precision
Planting, GSI and AGCO Parts &
Service.

For more information contact
Tatenda Kurewa on 021 342 808
or tatenda.kurewa@agcocorp.
com. RG




CNH INDUSTRIAL CAPITAL

As the new year begins, CNH
Industrial Capital is at the fore-
front of a raft of mew finance
opportunities for farmers and
contractors.

As the financial services arm
of CNH Industrial, CNH Indus-
trial Capital offers assistance
to businesses in the agriculture
and construction sectors. With
its knowledge and expertise, it
offers a range of finance pack-
ages to Kiwi businesses tailored
to their particular needs.

CNH Industrial Capital New
Zealand national sales manager
John Gilbert says the past three
years since Capitallaunched into
the local market have beenvery
satisfying.

“In that time, we have gained
good traction in the market and
rolled out our platform to dozens
of CNH Industrial dealerships
across the country,” he says.

“We are happy with the sup-
port we have received from new
customers and have had good
feedback from dealers about
how easy our finance quote plat-
formis to use. Another pleasing
aspect is the number of repeat

customers we have had.”

John says since the move by
CNH Industrial to re-enter the
market as the distributor of
its Case IH and New Holland
machinery in 2022, the Capital
team had enjoyed supporting
the new arrangements with a
raft of exciting finance options.

“This has been another oppor-
tunity for us to get closer to our
customers and allows us to use
ourexpertise intheindustry and
finance sector to tailor solutions
thatfittheir business,” he says.

“We are in the unique position
of being able to offer manufac-
turer-operated financing that
can streamline the purchasing
process.

“We know the machinery sold
through our CNH Industrial
brands’ dealerships. We also
have a real appreciation for the
agricultural industry and the
challenges farming and con-
tracting businesses face, such
as the weather, uncertain com-
modity prices and natural disas-
ters.”

CNH Industrial Capital under-
stands the seasonality and

unigue income cycles of farm
businesses and the need for
flexible payment options that
suit a customer’s cashflow.

While 2024 will present its own
challenges to the New Zealand
agricultural sector, John says his
team is ready to assist contrac-
tors and farmers.

“With the ongoing challenges,
our fixed-rate finance offer pro-
vides much-needed certainty for
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farm businesses,” he says.
“Into the future, tractors and

machinery will continue to
advance in complexity. We can
offer flexible finance that allows
our customers to take advan-
tage of these technological
advancements.

“This will ensure their busi-
nesses maximise their produc-
tivity and ultimately boost the
all-important bottom-line.” RG

DREADNER

- Hydraulic or variable rate controllers available
+ Weigh scale machines availahle
- Optional GPS headland management,

15% DEPOSIT
automatic regulation of the spread pattern

when spreading wedge shape fields. i

- From 12-42 metre spreading widths

- To border spreading control - standard

- Quadruple overlapping spreading pattern

- Stainless steel discs, hopper base,
nuts/holts and components

- Powder coated flexi-coat paint finish
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NEAREST DEALER, VISIT OUR WEBSITE B \ YOUR FARM EQUIPMENT CO-OPERATIVE
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Farmers and contractors navigate plenty of highs and lows in their businesses, with unpredictable
weather and economic uncertainty adding to the challenges. That's why keeping a close eye on the
bottom line and exploring all machinery financing options is essential. In this feature, top machinery
distributors and finance brokers share insights into some of their financial products.

ubDc

Newfinancial year
considerations

Itisthe start ofanewyear
and we’re not out of the woods
yet with regards to tough
economictimes-so what should
businesses be thinking about
when it comesto finance?

Accordingto Morgan Strong,
General Manager—Commercial
for UDC Finance, there are certain
conversations you can be having
withyour financial advisors at this
time of year.

One ofthe mostimportant
areas of focus right now is
cashflow and keeping your costs
under control,” states Morgan.
“Businesses who understand
theirnumbers and putthe right
plansin place to keep things
ticking over are more likely to
succeed inthese tough times.
It’s also a greattime to identify
some key ratios you can useto
setyourselfup well forthe year
ahead. By understanding your
numbers and communicating
your financial position clearly
definitely helps any funder like
UDCto better assist you and your
business.”

Costs will continue to be afocus
for businesses, including fuel
costs, repairs and maintenance
costs, and interest rates. Some
questions businesses should be
askingthemselvesinclude:

e Isyourcurrent pricing model at
therightlevel?

s Areyourrepairsand
maintenance costs up, andis this
asignthatyou need to be looking
at replacing your vehicles or
equipment?

¢ Haveyoureviewed your
cashflow forthe nextfew
months? Make sure you
understand your numbers.

¢ Haveyou considered shopping
around for the best solution
foryour specificasset finance
situation, particularly with
regards to loan payments?

There are numerous types

of assetloan payments and
structures that can be considered
forasmall and medium sized
operator, and a good lender will
present the different options
available to you. Forexample,
UDC offer fixed and floating
interest rates, oracombination
ofboth, aswell as seasonal

payments and balloon payments.

Other questions you should be
asking yourselfand your financial
advisorinclude:

1. Wasyourturnoverlast year
the same, better orworse than
previous years, and why was
that?

2. What did that mean foryour
gross profit? Sometimesyou
needto ask yourselfhonestly, are
you busy just for the sake of being
busy?

3. What did your fuel costs look
like versus previous years? What
will theimpact be of the tax relief
coming offthisyear?

4. Areyourrepairs and
maintenance costs up, and is this
asignthatyou need to be putting
money aside fora new vehicle or
equipment?

5. Have you considered adding
an FAF (fuel adjustment factor)
toyour freight rates, orhave

you perhaps investigated a
renegotiation of rates?

“UDC offerarange of more
sophisticated asset finance
productsasopposed tojust
simple termloans,” says Morgan.
“We have been supporting many
of our customers through this

economic downturn with these
types of products. Anyone can
lend money in good times, but
at UDCwe pride ourselveson
working with our customers,
asking questions, and looking for
solutions that suit their situation
inthese harder economic times.

“What UDC canalso do, which
other funders may not be able
to, is provide you with insights
into where your operation fitsin
theindustry. We've beenaround
for over 85 years now sowe do
have extensive experience inand
knowledge of the road transport,
agriculture, forestry, and civil
construction industries, which
canbevery helpful.”

Theteam at UDCwould love
to have a chat with smalland
medium sized operators and
provide them with further
information. Contact details for
allUDC commercial managers
canbefoundintheassetfinance
section ofthe UDCwebsite.
The UDCteamis located up
and down the country, so you
can getintouch with yourlocal
representative, who understands
yourregion, and take it from
there. RG
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Every farming operation|is
different. Claas Financial Services
offertailor-made financial
packages to suitindividual
needs. Theycanworkouta
plan, factoringin the depositand
repayment schedules, to best suit
your cashflow situation.

Establishedin 2010, Claas
Financial Services is adivision
of De Lage Landen (DLL) a proud
member of the Rabobank Group,
aleading provider of equipment
and technology financingto the
agriculture and food industries.

Drawing ondeep industry
knowledge, DLL creates

sustainable finance solutions for
asset and input manufacturers,
dealers, and farmers and
contractors in over 30 countries.

Their dealer sales team can do
a basic quote at the dealership,
and they have a finance specialist
in each ofthe North and South
Islands for more complex
structures.

Whetheryou want to source
finance foryour Claas Greenline
products, tractors, Scorpion
telehandlers, Jaguar, Lexion,
or used equipment. Their
dealerships and financial
servicesteam can providea

repayment schedule to suit your
income periods.

“Claas financial services can be
tailored to make sure payment
options work foryou, taking
repayments out, just afteryour
income goes in,” says Claire
Miles, Finance and Leasing
Manager.

While they may advertise low
promotionalrates, these often
require a high deposit orshorter
term. Their no-deposit option
may suit contractors betteras
theyscale up their fleetwhen
they pick up additional work,
orperhaps youwantto havea

repayment holiday when income
is lower, or outgoings are higher.
They can also assist with rental
machines utilising young used
machines in theiryard where a
short-term additional machineis
required.

With Claas Financial Services
backing the products we sell,
the Claas Harvest Centre
dealership network s your first
point of contact for machinery
lending requirements.

Talk to our team today to see
what we can do foryou!

https://Claasharvestcentre.
com/finance-leasing/. RG
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With weather

volatility, tighter
margins and rising
costs shaping decision
making, access to

the right finance has
become increasingly
important. In this
feature, machinery
distributors and finance
providers share insight
into funding options
designed for farmers
and contractors.

48

Thereisapointin most farm
businesses where strategy
and machinery meet reality,
anditis the decision about
how to pay for that next pivotal
investment that can definea
seasonoradecade. Formany
New Zealand farmers and rural
contractors, the conversation
with a conventional bank about
equipment finance can feel
slowandrigid, tied to balance
sheets rather than paddocks.
In contrast, specialist lenders
such as Speirs Finance have
quietly been carving a different
path through the complexity of
asset and machinery finance,
building areputation ontheidea
that lending should bend around
productive assets ratherthan
forcing farmers to bend around
inflexible terms.

Speirs Financeis not a generic
bank with a rural division
attachedinnameonly.ltisa
specialist financier with more
than sixty years of New Zealand
business experience behind it,
rooted inassetand equipment

funding and shaped by long-
standing relationships with
localindustries. That heritage
means the business has lived
through cycles of boom and
bust, drought and growth and
alongthe way it haslearnedto
see the useful economic life of
equipment as a key driver of
cashflow and productivity rather
than simply anotherlineona
spreadsheet.

Inpracticalterms, Speirs
Finance provides flexible
funding that allows businesses,
including those inagriculture
to acquire essential machinery,
vehicles and equipment without
the pressure points of rigid loan
structures. For farmers this can
mean finance for new or second-
hand tractors, harvesters,
sprayers and implements that
reflects how those machines
willearn their keep across
the season. It can also mean
leasing options, structured
loans or facilities that release
equity already tied up in existing
assets.

Theimportance of that
flexibility cannot be overstated
inanindustry where cashflow
is rarely smooth and asset
investment is both cyclical and
strategic. The heavy machinery
that moves a business forward,
whether a high-horsepower
tractor, aprecisiondrillora
modern spreaderrepresents
asignificant outlay. Farmers
know that poortiming canripple
throughthe entire operation.
Speirs Finance approaches
these decisions by structuring
borrowing around the economic
life ofthe asset itself, ratherthan
forcing repayment schedules
thatignore seasonal workload
peaks and troughs.

One of the more practical
tools available is Assetline,

a pre-approved loan facility
designed to simplify access

to finance for machinery and
equipment. Once a facility is
approved, customers can draw
down funds upto an agreed
limit as opportunities arise. For
afarmer facing an unexpected
machinery requirement ora
contractor presented witha P



4 well-priced demonstrator unit,
having that flexibility can make
the difference between seizing
the moment and missing it
altogether.

Inthe contextof agricultural
machinery finance, this
approach allows decisions to
be driven by operational need

rather than financing constraint.

It means a harvesting machine
can be secured ahead of peak
pressure, upgrades can be
made without delaying other
commitments and investment
decisions can be made with
confidence. That alignment
between finance and machinery
use reflects the reality that
modern agricultural equipment
is not a static purchase buta
revenue-generating asset that
must be supported properly.

Anotheradvantage forrural
customersis the willingness to
look beyond standard lending
criteria that often frustrate
farmersinvesting in both new
and used machinery. Where
some lenders see risk, specialist
asset financiers see context
including industry cycles, asset
lifespanand business plans.
This consultative approach
recognises the differences
between agricultural
enterprises and other forms of
business and provides more
relevant outcomes for farmers
and contractors.

That same philosophy extends
torestructuring existing debt or
releasing equity from machinery
already owned. When seasonal
pressure or unexpected costs
tighten cashflow, the ability to

Order Parts Now —
Beat the Breakdown

We stock genuine Kemper and OEM-compatible parts.
Don’t wait for downtime. Secure your parts today!

refinance equipment or unlock
capital from under-utilised
assets can provide breathing
space. It can stabilise working
capital, reduce financial strain
and free up resources toinvest
where they will deliverthe
greatest return.

Atthe heart of Speirs Finance’s
approachis the beliefthat
finance should support the
engine of the business rather
than restrictit. This is reinforced
by a relationship-led model,
where decisions are informed by
an understanding of seasonal
cycles and operationalrealities.
In agriculture where timing and
reliability matter, that level of
understandingis critical.

As machinery becomes
larger, more sophisticated and
more expensive, the way itis

financed plays anincreasingly
important role inwho can
adopt new technology and who
cannot. Precision systems,
automation and efficiency gains
allrequire upfront investment
and specialist finance can
help bridge the gap between
innovation and adoption.

Ultimately, machinery finance
is notjust aboutacquiring
equipment. Itisabout timing,
confidence and opportunity
inasector where each season
counts.

When finance worksin
step with the realities of
farming, it becomes less about
the transaction and more
about keeping businesses
moving forward, whetherin
acontracting yard oracross a
working paddock. RG

Chat to our product specialists

027 302 0080 « sales@acmd.co.nz
- parts@acmd.co.nz

Sales:
Parts & Service:

MACHINERY DIRECTS

By WAIKATO TRACTORS:

07 8437237

o 2 Gallagher Drive, Hamilton

@ agandcivilmachinery.co.nz
@ @agandcivil
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Westland Farm Finance

On-farm machinery financeis
oftenthe hinge point between
intention and action. For farmers
and contractors, the decision
to investin new orupgraded
equipment is rarely about want
alone. Itis about timing, cashflow
and confidence that the numbers
will stack up overthe tong term.
In that space, Westland Farm
Finance has carvedoutarole
that goes beyond simply funding
machinery, instead helping
rural businesses align capital
investment with how their farms
actually operate.

Across much of New Zealand,
machinery costs have climbed
steadily while margins have
remained under pressure.
Tractors, harvestersand
cultivation equipment are now
more capable than ever but
they also represent a significant
financial commitment. The
challenge for many farm
businessesis not whether
modern machinery willimprove
efficiency, but howto funditin
away that preserves working
capitatand keeps the business
resilient when seasons turn
againstthem. Thatis where
structured machinery finance
becomes a strategic tool rather
thananecessary evil.

Westland Farm Finance
operates witha clear
understanding that farmincome
is rarely smooth or predictable.
Cashflow ebbs and flows with
milk cheques, livestock sales,
contract work and weather-
drivendelays. Afinance structure
thatignores those realities
can place unnecessary strain
onabusiness, even whenthe

T

machinery itselfis performing
well. By focusing on tailored
repayment options, Westland
Farm Finance helps farmers
match machinery paymentsto
the rhythms of their operation,
reducing pressure during quieter
periods and allowing repayments
to alignwithincome whenitis
strongest.

For contractors in particular,
machinery finance can be the
difference between standing
stilland growing. High-hour
machines need to earn their
keep, and downtime is costly.
Access to finance that supports
timely replacement or upgrade
of key assets allows contractors
to maintain reliability for
their clients while managing
depreciation and utilisation
more effectively. Rather than
tying up cashthat could be
used elsewhere inthe business,
finance spreads the cost of
ownership across the periodin
which the machineis doingits
work and generating revenue.

Anotherimportant aspect of
machinery financeisits rolein
enabling technology uptake.
Modern farm machineryis
increasingly defined by precision
systems, automationand
efficiency gains that directly
reduce fuel use, labour hours
and input costs. These benefits
are well understood, but the
upfront cost can be a barrier.
Finance solutions that spread
that investment over time make
advanced machinery more
accessible, allowing farmers
to capture productivity gains
soonerratherthan deferring
progress until capital reserves

allow. Inthisway, finance
becomesan enabler of efficiency
ratherthan a constraint.

Thereisalsoa practical
advantagein keeping cash
available forthe unexpected.
Farming remains an industry
exposed to volatility, whether
from weather, markets or
regulatory change. Preserving
liquidity by financing machinery
ratherthan purchasing outright
cangive businesses the
flexibility to respond when
conditions shift. That flexibility
can be crucialin maintaining
momentum during challenging
seasonsand avoiding rushed
decisions that compromise long-
term performance.

What underpins the value
of Westland Farm Financeis a
grounding in the realities of rural
business ratherthan a purely
transactional view of lending.
Machinery purchases are
rarely isolated decisions. They
sitalongside fertiliser spend,
feed budgets, labour costsand
succession planning. Finance
that is structured with that wider
contextinmindis more likely

to support the farm ratherthan
dictate its direction. Farmers
value finance partners who
understand that machinery must
fitthe system, not the other way
around.

The relationship does not
end oncethe machineis
delivered and the agreement
signed. Ongoing support, clear
communication and awillingness
to revisit arrangements as
businesses evolve are all part of
building confidence in long-term
investment decisions. Machinery
has alifespan measuredin
years, and finance that adapts
alongside the business helps
ensure that equipment continues
to serve its purpose ratherthan
becoming afinancial burden.

ina period where efficiency
gains are increasingly
incremental rather than
transformational, the way
machineryis financed matters
justas much as the specification
onthe bonnet. Well-structured
finance can lower cost per hour,
smooth cashflow and allow
farms to invest with confidence
even in uncertain conditions.
Poorly structured finance can
undermine otherwise sound
decisions.

Westland Farm Finance sits
firmly inthe former camp,
offering rural businesses a way
toinvestinmachinery witha
clearview of both opportunity
and risk. By focusing on practical
farm-focused finance solutions,
it supports farmers and
contractors to make machinery
decisions that strengthen their
operationratherthanstretchit.
Inanindustry where margins are
tight and timingis everything,
having finance that works with
the businessis nolongera
luxury. Itisa necessity. RG
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Answers

1. Name the finance companies discussed in the document.

» Krone Finance: Offered through Tulloch Farm Machines, they provide tailored financial
packages and use a "matrix rate" where customers can choose interest rates based on their
deposit and loan term.

» CNH Industrial Capital: The financial services arm of CNH Industrial, supporting
agribusinesses using Case IH, New Holland Agriculture, and Case Construction Equipment.

» John Deere Financial: Provides financing for both new and second-hand equipment, including
products from other manufacturers, to help farmers keep their fleets modern.

» AGCO Finance: A joint venture between De Lage Landen (DLL) and AGCO, supporting brands
like Fendt, Valtra, and Massey-Ferguson.

» Claas Financial Services: A division of De Lage Landen (DLL) and a member of the Rabobank
Group, specializing in operating leases and other flexible financing options for Claas
equipment.

» UDC Finance: Offers a range of asset finance products, including fixed and floating interest
rates and seasonal payments.

» Crediflex: Acts as a financial broker and partner, offering tailored solutions and pre-approved
credit limits for rural contractors.

» Heartland Bank (MARAC Finance): Mentioned as a provider through which Krone financing
can be available.

» Speirs Finance: This company is a long-standing asset finance partner for the rural sector,
offering tailored solutions and specialized industry knowledge for farmers and contractors.

» Westland Finance: Known for its regional focus, Westland Finance provides localized support
and flexible financial products designed to help agricultural businesses manage cashflow
through seasonal cycles.

2. Why is it vital for farmers and contractors to consider all machinery financing options in the
current economic climate?
It is vital because agribusinesses face significant "ups and downs" and "uncertain economic
times". Paying close attention to the bottom line and exploring all financing options allows an
agribusiness to maintain a modern, reliable fleet, which is essential for maximizing productivity
and ultimately boosting the "all-important bottom-line".

3. How can modern technology influence the decision to invest in new agricultural machinery?
As machinery continues to "advance in complexity," investing in new equipment allows
agribusinesses to take advantage of technological advancements. This can improve service
quality and efficiency, such as being able to complete work on farms in a "timely manner" to
minimize interruptions to operations.

4. What are the key factors an agribusiness should consider when determining its borrowing

requirements for new equipment?

Agribusinesses should evaluate their specific needs, such as:

e Anticipated usage: For example, requiring machines that can run for "6000 hours with
absolutely no fuss".

e Growth goals: Assessing if the investment will allow the agribusiness capacity to grow, such
as increasing silage production from 250 ha to 2800 ha.

e Cashflow seasonality: Identifying payment options that suit the "unique income cycles" and
seasonality of the farm.

~~ Society Inc.
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What options are available to help agribusinesses manage their borrowing if they have limited

capital or need to protect their equity?

Options include:

e Operating Leases: These allow access to new technology without "dipping into your capital or
affecting your equity position," which protects credit lines for other inputs like crop or
livestock.

e Flexible Deposits: Some lenders offer "no-deposit" options which may suit contractors who
need to scale up their fleet quickly as they pick up additional work.

How is the cost of a financing proposal typically determined by agricultural lenders?

Costs are often determined through a "matrix rate" where customers choose an interest rate

based on:

e The deposit (or trade-in) available.

e Theloan term (e.g., 24, 36, or 48 months).

e For operating leases, repayments are based on the purchase value, anticipated annual
usage, and the fair market value at the end of the term.

What resources can a borrower contribute toward the cost of a new machinery proposal?
Borrowers can contribute:
e Cash deposits: Higher deposits (e.g., 30% or 40%) often incentivize a "better interest
rate".
e Trade-ins: Utilizing existing machinery as a deposit toward the new purchase.
e Equity: Using existing business equity to secure financing while maintaining a line of
credit for other operational outgoings.

How do tailored financial packages help both the borrower and lender assess the risk of a new
proposal?

Tailored packages allow for repayment schedules that match "income periods," ensuring
repayments occur just after "income goes in". This "fixed-rate" certainty helps farm businesses
manage the risks associated with "inflation" and "rising interest rate markets".

In what way does the cost of making a change (investment) impact the assessment of business
equity?

By choosing options like an operating lease, the cost of using machinery becomes a "fully tax-
deductible operating expense" rather than a capital debt. This allows the agribusiness to upgrade
to the "latest technology" without negatively affecting their "equity position," thereby
maintaining financial flexibility for other parts of the business.

If you were wanting to purchase a combine harvester, which of the finance options would be the
best to utilise?

The "best" finance option for a combine harvester depends on your specific agribusiness goals,
such as ownership, tax efficiency, or cashflow management.

Here is a breakdown of the most suitable options for "big-ticket" machinery like combine
harvesters:

a. Operating Leases (Best for Tax Efficiency and New Technology)

For high-value machinery like combine harvesters, Claas Financial Services highlights that
operating leases are increasingly common.

Tax Benefits: The entire cost of using the machinery becomes a fully tax-deductible operating
expense, rather than just claiming interest and depreciation.
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Equity Protection: This option allows you to access the latest technology without affecting your
equity position or dipping into capital, which preserves credit lines for other inputs like livestock
or crops.

Flexibility: At the end of the term, you can choose to return the machine or upgrade to the
newest model, ensuring you always have the most advanced technology.

Budgeting: Payments are fixed and there is no high upfront investment, making it easier to
prepare accurate budgets.

b. Manufacturer-Operated Financing (Best for Streamlined Purchasing)

If you are looking for a simplified process, several major brands offer specialized internal
financing:

John Deere Financial: They are recommended for their low interest rates and deep
understanding of the industry.

CNH Industrial Capital: They offer fixed-rate finance which provides certainty against rising
interest rates. Because they know the specific machinery sold through Case IH and New Holland,
they can streamline the purchase process.

AGCO Finance: Offers the ability to lock in a finance rate on forward orders, which is beneficial
for managing supply chain delays.

c. Tailored "Matrix Rate" Loans (Best for Low Interest Rates)

If you have a significant deposit or a trade-in, Krone Finance offers a "matrix rate" system.

This allows you to choose your interest rate based on your deposit (e.g., 20%, 30%, or 40%) and
the loan term. Higher deposits are incentivized with significantly lower rates, such as 2.45% for a
24-month term with a 40% deposit (based on 2022 figures).

Recommendations

» Choose an Operating Lease if you want to maximize tax deductions and upgrade your
harvester frequently without carrying heavy debt on your balance sheet.

» Choose John Deere or CNH Industrial Capital if you want specialized, fixed-rate support from
people who specifically understand the machinery you are buying.

» Choose a High-Deposit Loan if you have the capital available and want to secure the absolute
lowest interest rate possible.
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