Tool & Die, Inc.
A Pricing Case Study
Tool & Die, Inc. is a $4MM small business headed by 68 year old Joshua Mirsh.  His 42 year old daughter, Maisie Braatz, is the CFO and heir to the business.  There are 18 employees.  The company started 52 years ago.  Besides Josh, there are two other salesmen and an inside sales rep. All sales are on a contract basis.  One customer represents 18% of sales. They lease their current facility.
You have been prospecting them for the past two years.  You have uncovered the following information:

· They have banked at Large Bank since its inception but the past few years they have become inattentive to smaller clients.  Tool & Die, Inc. has felt slighted.

· Tool & Die, Inc. has been profitable every year and would be a mid to high grade level at your institution.  Having seen their tax returns you have little or no concern with their financial condition.  Cash flow appears to be more than adequate. Debt to Net Worth is less than 2.0x. They have core deposits in excess of $75,000.
· Their payer mix is larger companies and an occasional government contract. Other than the one large customer their Aging Report reveals nothing of a concern.

· The company has the following debt:
· $223,000 remaining on an original 5 year, fully amortizing $400,000 equipment loan due October, 2027.  You are not certain of the current interest rate.

· $300,000 line of credit priced at Prime + 1%.  It has been drawn to fund A/R and inventory.  It is rested annually for 60 days.

· Both their Personal Financial Statements are solid with excellent liquidity.  Both have excellent credit scores in excess of 750.  Personal debt / income is less than 35% for both.  You do not know whether they currently provide personal guarantees but assume so.
Due to the third generation soon coming on board they are looking to purchase and move into their own building.  They are willing to take a proposal from you for the existing business as well as the new building.  Purchase price is $1,300,000 and validated with an outside appraisal.  They are willing to put $300,000 equity into the project but would certainly entertain a proposal requiring less.  At this time, they are not willing to move their personal business but you certainly can include it in a proposal.

