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By Christie L. Manussier

The Rev. Canon Susan Sims Smith spent several
years as a Jungian-oriented psychotherapist

before becoming an Episcopal priest, and the
Arkansas House of Prayer began with an image.

In July 1999, Canon Sims Smith received an issue
of THE LIVING CHURCH that featured the Episcopal
House of Prayer, part of a retreat center at St. John’s
Abbey in Collegeville, Minn. The cover photograph
was of the facility’s round meditation room, and the
article described the House of Prayer’s commitment
to quiet reflection.

Canon Sims Smith was immediately taken with the
rare jewel that it represented: a worship space ded-
icated to silence. She tucked the cover into her daily
planner, and carried it there for the next several
years. While revising their wills in the summer of
2002, the canon and her husband, Dr. G. Richard
Smith, discussed what they wanted to leave as their
legacies. She recognized that building an Arkansas
House of Prayer was the contribution closest to her
heart. She began asking herself: Why should this
dream wait until I am gone?

The canon moved from dreaming to talking. Con-
versations with friends and colleagues led her to a
proposed location: 5.5 wooded acres adjacent to St.
Margaret’s Episcopal Church in Little Rock. With

some seed money, and time donated by public-rela-
tions and marketing professionals, Canon Sims
Smith created promotional material. The response
convinced her that talking might soon become doing.

Canon Sims Smith assumed that she would con-
tact the architectural firm responsible for the origi-
nal House of Prayer, Cuningham Group Architec-
ture of Minneapolis, Minn., “get the plans from them,
and then build a building.” Cuningham Group’s
founder and principal architect, John Cuningham,
helped the project in a crucial transition from inspi-
ration to strategy. The canon made initial contact

Arkansas House of Prayer
FROM IMAGE TO REALITY IN A DECADE
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staff, or a House of Prayer volun-
teer, greets visitors, explains the
facility’s expectations of silence and
answers questions. From there, the
experience depends on the individ-
ual — some people arrive with an
agenda, while others are merely
curious.

The House is designed to mirror
the journey of meditation:
• A path leads through an entrance
garden.

with the firm in late 2002. She met
with Mr. Cuningham during the 74th
General Convention, which gath-
ered in Minneapolis in 2003.

Mr. Cuningham made a key rec-
ommendation: Convene a brain-
storming group. He gently made
clear that simply reproducing the
House of Prayer — a building
designed for a rural monastic cam-
pus in Minnesota — would not best
meet the needs of a comparatively
urban area on the growing side of
Little Rock.

Canon Sims Smith gathered the
brainstorming group, which pro-
duced a concise vision statement:
“An interfaith haven set apart in
nature, dedicated to contemplative
prayer, meditation and quiet, where
all are welcome.”

This vision, along with promo-
tional materials, mailings, dinners
and concept drawings, all brought
more supporters into the fold.
Before 2003 ended, the Arkansas
House of Prayer had a steering com-
mittee. Then the project received its
first six-figure donation. Other siz-
able gifts arrived, including one
from the Stella Boyle Smith Trust.
One family set up an endowment to
provide for the maintenance and
utilities of the finished House of
Prayer.

As general fundraising continued,
Canon Sims Smith and steering com-
mittee members gave tours of the
site and described what the House
of Prayer would offer to Little Rock.
They raised more than $1.3 million.

The project broke ground in
December 2006. A year later, on Dec.
6, 2007, Canon Smith and the Rt.
Rev. Larry Benfield, the 13th Bishop
of Arkansas, led an interfaith dedi-
cation service. In its first year of
operation, the House of Prayer
received sufficient donations to
cover its operating expenses while
offering silent meditation to

between 1,500 and 2,000 visitors.
The House of Prayer, a ministry of

St. Margaret’s Church, is open to all
who seek a time of uninterrupted
solitude and silence. Within the med-
itation space, the House of Prayer
permits no teaching, words, songs
or wedding vows — no sounds of
any kind, outside those of the natu-
ral environment. St. Margaret’s
makes other spaces available where
such sounds are allowed.

A member of the St. Margaret’s
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The House of Prayer is open to all who seek a time of uninterrupted solitude and silence.
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• Silence begins in a premeditation
room, where a visitor may sign the
guest book, leave effects on a bench
and remove her shoes or don shoe
covers.
• That space leads to a library.
• A meditation room contains
chairs, cushions and three separate
prayer niches. A visitor may pray,
write, sit quietly or close his eyes. A
ring in the center of the room is
open to the ground. A skylight unites
the room to the sky above.
• A visitor exits through a fountain
garden with rocking chairs and wis-
teria.

No group is allowed to reserve the
meditation space. It is open to any-
one who arrives, and more than 40
volunteers help maintain a gener-
ous schedule. Key fobs provide
unlimited access to more than 200

frequent House of
Prayer visitors.

During the next
ten years, Canon
Sims Smith hopes
to develop a new
endowment for an
annual lecture
series. She would
like to expand the House of Prayer’s
gardens to encompass the remainder
of the 5.5-acre wooded site, including
a stone labyrinth, waterfall and prayer
paths throughout.

The canon says her fondest dream
is “that other churches will be
inspired to provide space for silent
prayer and meditation,” whether
through new construction or by con-
verting a classroom or storage area.
No matter the scope of the project,
the point is to set aside a “protected
place for prayer and meditation in

total, total silence, that is
beautiful and safe and
clean” and dedicated to
sacred stillness.

For example, at the Psy-
chiatric Research Institute
in Little Rock, where her
husband is chairman of the
Department of Psychiatry,

what was a walk-in closet is now a
meditation room. The Smiths
funded the work, also accomplished
with the help of Cuningham Archi-
tects. She hopes that such projects
will “Johnny Appleseed” the idea to
other places. What, she wonders,
might “the Holy Spirit do with other
places that are not being used?”

Christie Manussier is a freelance
writer in Racine, Wis.
For more information, visit
arkansashouseofprayer.org.
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Canon Sims Smith with a copy of
THE LIVING CHURCH that inspired the
House of Prayer project.
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Portmanteau Words: Hangry, Infotainment and
Internet

 We at Write and Polish Central were perusing our
Twitterfeed today (@WriteandPolish; https://twitter.com
/#!/WriteandPolish), and noticed followee @SimonPegg use
the word "hangry," meaning the quality of being both hungry
and angry at the same time (and, the latter *due to* the
former). This word, formed out of parts of two others, and
so taking on the meaning of both, has come to our attention
several times in recent weeks. Mr. W&P has been fingered as
one susceptible to this malady!
 
The practice of morphing two words into a single new word is called, officially and, we believe,
rather dully, as a "blend." We much prefer the more widely known descriptor, "portmanteau."
Author Lewis Carroll coined the term in Through The Looking Glass, as Humpty Dumpty explains to
Alice in "Jabberwocky," "Well, 'slithy' means 'lithe and slimy'. 'Lithe is the same word as 'active'.
You see, it's like a portmanteau - there are two meanings packed into one word." Similar Carroll
creations include 'chortle' (built from 'chuckle' and 'snort') and 'galumph' ('gallop' + 'triumph').
 
'Portmanteau,' itself, is a portmanteau, from the French verb, to carry, 'porter' and noun, cloak,
'manteau.'
 
While 'hangry' has yet to become an accepted word on its own, many other portmanteau words
have done so: 
avionics (aviation + electronics), because (by + cause), brunch (breakfast + lunch), camcorder
(camera + recorder) dumbfound (dumb + confound), email (electronic + mail), good-bye (God +
be [with] + ye), hassle (haggle + tussle), infomercial (information + commercial), infotainment
(information + entertainment), intercom (internal + communication), Internet (international +
network), motorcade (motor + cavalcade), sitcom (situation + comedy), spork (spoon + fork)...
anything  + -verse...and on and on!
 
As you can see, many, but far from all, of these words came into being as a result of technology.
Or, more specifically, they were not all born out of the technology of the last 20-30 years.
Technological innovation, whose result is generally new things and processes and ideas, usually
means that new words must be created to deal with the new technology or activity. Many will be
created whole-cloth. But others will be born from combining two pre-existing terms. One can
imagine the invention of 'motorcade,' dated by the Oxford English Dictionary (OED) to 1913, in
response to a technological evolution of nearly a century ago.
 
A much newer iteration of the creation of portmanteau words is the blending of the names of
individuals (celebrities or fictional characters, usually) into a single proper name that refers to the
couple as a single entity -- Bennifer (Ben [Affleck] + Jennifer [Lopez]), Brangelina (Brad [Pitt] +
Angelina [Jolie]), Skate (Lost's Sawyer + Kate) or Lilden (Lily + Holden from As The World Turns).
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FOR IMMEDIATE RELEASE 

December 16, 2009 

Reinhart Names Colleen E. Fielkow Firm's Pro Bono Attorney of the Year 
  
MILWAUKEE – Litigation attorney Colleen E. Fielkow, has been honored as Reinhart Boerner Van Deuren s.c.'s 
Pro Bono Attorney of the Year. Fielkow is a shareholder in the firm's Litigation Practice and manages the Product 
Liability and Safety group. "She never asked for any sort of credit or congratulations for all her work. Rather, she 
simply did it," stated Jerome M. Janzer, Reinhart's Chief Executive Officer and Chairman when he announced the 
award.  
  
Reinhart recognizes the attorney who has best demonstrated a commitment to serve those unable to otherwise 
obtain needed legal services. The firm's history of providing representation to underserved individuals reaches back 
to the inception of the Legal Aid Society of Milwaukee, and has continued to the recentlyopened Marquette Legal 
Clinic at the Milwaukee Justice Center, at which a number of Reinhart attorneys volunteer. 
  
Fielkow has more than 11 years experience as an attorney, including an assignment in 2007 as a Public Service 
Special Assistant District Attorney in Milwaukee County. She counsels and defends a wide range of corporate 
clients on product liability and mass tort proceedings, and represents medical device manufacturers, nursing 
homes, heavy and light equipment manufacturers, the print industry and recreational and sporting goods 
companies. In addition, she defends corporate clients involved in intellectual property and commercial disputes.   
  
In addition to her professional practice, Fielkow is one of the founding members of the Reinhart Women's Forum, a 
female attorney affinity group at the firm. She also manages the firm's Domestic Abuse Injunction Project, a 
Reinhart pro bono effort in partnership with Legal Action of Wisconsin, Inc. to provide free legal representation to 
lowincome persons seeking courtordered injunctions in domestic abuse cases, and is a coordinator for Legal 
Action's Volunteer Lawyers Project (VLP). Fielkow is an administrator of the firm's Pro Bono Program, which 
establishes guidelines and practice expectations for those who do pro bono work at the firm. Fielkow also serves on
the Board of Directors to St. Catherine's Residence, a nonprofit organization that provides safe, affordable housing 
on Milwaukee's East Side to women with limited income. 
  
Fielkow earned her J.D. with honors from DePaul University College of Law and her B.A. in Journalism from 
University of WisconsinMadison. 
  
  

 
  

About Reinhart Boerner Van Deuren s.c.  
Reinhart Boerner Van Deuren s.c. is a fullservice, businessoriented law firm with offices in Milwaukee, Waukesha 
and Madison, Wisconsin and Rockford, Illinois (P.C.). The firm's more than 200 attorneys serve clients throughout 
the U.S. and internationally with a combination of legal advice, industry understanding and superior client service.  

### 

  

REINHART MEDIA CONTACTS:   
   
Kirk Kusick 
Marketing Manager 
1000 North Water Street, Suite 1700 
Milwaukee, WI 53202  
Phone: (414) 2988437 
kkusick@reinhartlaw.com 

Robyn Radomski 
Chief Marketing Officer 
1000 North Water Street, Suite 1700 
Milwaukee, WI 53202  
Phone: (414) 2988744 
rradomski@reinhartlaw.com 

   

Milwaukee l Madison l Waukesha l Rockford (P.C.) l Phoenix l Denver (P.C.) 

http://www.reinhartlaw.com/People/Pages/ColleenEFielkow.aspx
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XYZ Company, LLC 
123 Main Street 

City, State  12345 
000.555.1234  •  www.xyzcompanyllc.com 

 
I. Executive Summary 
 

XYZ Company, LLC is a window and door replacement company servicing southeastern Wisconsin in this 
capacity since 2009. With more than $800,000 in sales volume in 2011, this small company has seen rapid 
growth in each of the last three years, due in part to its stage of maturity as a business; market conditions that 
have provided incentives for its products and services; the brands with which it has partnered; and its mission 
to set itself apart through a reputation for integrity, responsiveness and excellent workmanship. 

 

The company was founded in 2006 as a handyman/home repair enterprise by a partnership of John Smith and 
Rufus Xavier Sarsaparilla. Smith bought his partner’s interest in 2011 and is now the sole owner of the 
company. Having adjusted its organization to better fulfill its mission, XYZ has established a nucleus 
of personnel around which expansion may continue. XYZ operates from a single office/showroom 
location in City, State in County. 
 

At this time, XYZ seeks sufficient capital, $100,000, to undertake the next phase of its growth. This 
will be accomplished by hiring a skilled employee installation team (in lieu of sub-contracting 
installation); investing in a truck, trailer and equipment to support prompt and quality installation; 
and reimbursement of the owner for personal funds loaned to the business. While requiring an initial 
bolus of capital, this strategy will provide immediate payback in real terms, as well as in assuring the 
standard of excellence around which XYZ seeks to continue building its reputation. 

 
 
II. Business Description and Vision  

 
Mission Statement 

 

XYZ Company, LLC’s mission is  
to provide customers with premium-grade windows, doors, millwork and gutters at very affordable 
prices;  
to sell and install home improvement products according to the “golden rule,” i.e., the way that we 
would expect to buy them; 
to take the time, no matter the size of the project, to understand clients’ unique situations, needs and 
priorities; 
to provide the absolute best solutions at the best value for the customer’s investment; and, 
to be true in all that it does to its core values of integrity, responsibility and leadership.  

 
Company Vision  

 

Responsible and sustained growth is a top priority for XYZ Company, achieved via remarkable customer 
service and by customer education regarding the merits of its specified products and installation methods.   
 

The consumer environment is one of ready access to ever-increasing quantities, if often questionable 
quality, of information. XYZ believes that success is dependent upon the company’s capacity to 
understand the clients’ needs, help them to separate useful data from misinformation, and ultimately fulfill 
their needs with unsurpassed integrity and workmanship. As a reliable local provider in a market full of 
“big boxes,” XYZ’s model seeks to forge relationships with its clients, earning their referrals and repeat 
business. 
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Goals and Objectives 
 

XYZ’s primary focus has been on the residential window replacement market. This has been a successful 
strategy, and the company has enjoyed greater than 45% annual revenue growth in this channel in each of 
the last three calendar years (2009-2011). Within this market segment, XYZ’s goal for revenue growth in 
2012 is 50%, after which time it is anticipated that growth will plateau at approx. 10% annually. On the 3-5 
year time horizon, the company will face the need to open an additional location in one of the primary 
locales that it presently serves, and to deepen the management structure to support additional staff and 
overhead. 
 

In addition, the company is broadening its efforts in the commercial arena, which currently represents less 
than 10% of gross revenue. XYZ is specifically targeting window replacement contracts for larger 
apartment buildings/complexes, and is a finalist for two such projects in the City of  ---. While entry and 
expansion in the commercial market grows out of the history and reputation it has established with 
residential clients, it also requires cultivation of relationships with property management companies and 
property investors. These commercial professionals will rely on proven contractors whose products and 
techniques offer fundamental advantages, and whose business practices are sincere and above-board. 
Winning the confidence of these decision-makers offers a self-perpetuating income stream from a relatively 
small number of associations. It is XYZ’s objective over the coming 12 months to increase its commercial 
business to 35% of revenue.  
 

An influx of operating capital will enable realization of these targets by bringing door/window installation 
personnel in-house (as employees rather than sub-contractors), and adding such installation tools/equipment 
as to achieve “turn-key” efficiencies in the installation process. The most critical aspect to the in-sourcing 
of installation is the increased control that XYZ will have over installation quality and consistency. Based 
upon internal calculations, the use of employee installers in 2011 would have secured a 30% cost savings, 
approximately $54,000. Conservative estimation for 2012 would see a savings of approximately $81,000 
through the use of XYZ’s own installation team. These figures, of course, cannot quantify the revenue 
benefit of ensuring that the work is done quickly and correctly, the first time, every time – a service 
environment that creates the reasonable expectation of robust repeat and referral business.  
 

History of XYZ Company, LLC 
 

XYZ Company, LLC was established in 2006 as a partnership of John Smith and his father-in-law, Rufus 
Xavier Sarsaparilla. The company operated as a handyman and residential repair company, taking on odd 
jobs with no particular focus, under the day-to-day supervision of Mr. Sarsaparilla, until 2009. At that time, 
Mr. Smith began to transition into a leadership role as the partners recognized that their skills and 
backgrounds provided an opportunity to make XYZ Company a more specialized and professional concern. 
Research revealed that the County1 and County2 markets were underserved with respect to trustworthy 
suppliers of quality replacement windows, and, in due course, XYZ purchased a franchise for vinyl 
replacement windows from Acme Windows. Siding repair/replacement and gutter protection services were 
added shortly, as a natural outgrowth of the window market.  
 

The benefits of association with Acme Windows and its substantial marketing and lead-generation capacity 
were quickly apparent, and XYZ’s volume of work increased steadily. When the opportunity arose in 2010 
to license the County4-County5-County6 territory in addition to its existing County1-County2-County3 
area, the company took advantage of it. With the population that it covers nearly tripling, Mr. Smith took 
over administrative management responsibilities, while Mr. Sarsaparilla oversaw sales and installations.  
 

With focus and energetic management, by 2011, XYZ’s growth necessitated additional experienced 
personnel. Bob Jones, owner of Generic Window Co., was employed by XYZ Company in an arrangement 
that, functionally, merged the two entities. In October of 2011, Smith bought out Sarsaparilla’s ownership 
and became sole owner of XYZ Company, LLC; Mr. Jones assumed the role of Sales Manager.  
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Additional partnerships were established in 2011, to round out the product lineup. This brand diversification 
across high-quality manufacturers enables XYZ Company to accommodate nearly any client in need of 
windows, and further complements the existing range of products and services offered.  
 

List of Key Company Principals 
 

John Smith, Owner and General Manager, is the sole company principal. 
 

 
III. Definition of the Market 

 
Market Overview and Outlook 

 

XYZ Company’ market area consists of six counties of region-State: County2, County1, County4, County5, 
County6 and County3. The combined population of this region consists of approximately 731,000 
households, of which just under two-thirds reside in single-family homes (there is a marked disparity 
between County4 and the remaining five, respecting multi-unit versus single family housing units; close to 
half of the housing units in County4 are part of multi-unit structures, while within the suburban/metro 
counties, the figure is 22-27%)1. See Appendix, Table No. 1 for data related to these calculations. 
 

While many factors affect the decision to retrofit an existing residential structure with newer, more efficient 
windows (homeownership; education, age and income of owner(s); etc.), the age of the structure is a 
meaningful assessment of the potential market, in terms of the relative need. Within the six-county region, 
more than 70% of residential structures are greater than 40 years of age2.  
 

This implied need, based upon structure age, is bolstered by data compiled as part of a study into potential 
residential energy savings from all efficiency improvements, in the market around Cincinnati, Ohio, by the 
American Council for an Energy-Efficient Economy. Cincinnati is a city of reasonably similar age and 
character to City, although somewhat smaller (both the municipal areas, and the counties in which each city 
is located). Both cities and their respective counties have a high percentage of residences of ages greater 
than 40 years, with figures for City running slightly ahead. See Appendix, Table No. 2 for residential 
structure ages, including comparison to Cincinnati. 
 

A composite “typical” home was created for the purposes of the Cincinnati survey, containing 13 windows 
per house. In constructing this composite home, it is also noted that 31% will have windows that still 
contain a single glazing pane3. The Efficient Windows Collaborative offers annual heating energy cost 
savings for a typical existing home in the northern tier (in this case, Boston, Massachusetts) at 16-26% 
when upgrading from single-pane windows4. ENERGY STAR estimates the dollars saved for such a case in 
City, State at $410 annually; replacement of double-pane windows with more efficient ENERGY STAR-
rated equivalents would yield an estimated savings of $174 per year5. 

 
Industry Overview and Outlook 

 

The state of the residential Window and Door replacement industry is overall has brightened over the last 
two years, in which modest recovery was seen following four consecutive years of contraction. Respective 
gains of 7.6% and 4.1% in the remodeling/replacement sector nationally were seen6 as measured by total 
units sold. XYZ Company reaped far larger benefits locally, seeing growth of 47% in each of those years, 
producing revenue of more than $800,000 for 2011. These improvements may have been fueled by Federal 

                                                 
1 www.census.gov 
2 ibid. 
3 Eric Mackres, Max et al., The Energy Efficiency Market in the Greater Cincinnati Region: Energy Savings Potential and Strategies to Improve Performance of 
Residential and Nonprofit Buildings, Report Number E116 (American Council for an Energy-Efficient Economy and University of Cincinnati Economics Center, 
2011), 88. 
4 See Addendum No. 1. 
5 See Addendum No. 2. 
6 “Momentum Returning Slowly for Window and Door Sales,” Window & Door, 10 June 2011.  
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Energy Tax Credits in place since 2009, which have acted as a rebate on the cost of materials for energy 
efficient window replacement in existing owner-occupied homes. 
 

Expectations are for continued overall growth year-over-year of more than 12% per annum for 2012 and 
2013 (4-6% each year for the remodeling sub-set). A new residential energy-efficiency tax credit scheme 
has been proposed that would replace the previous set of credits that expired at the close of 2011. 
Regardless of the passage of new tax incentives, in an environment where existing home sales continue to 
be depressed, remodeling activity is expected to remain high. As of December, 2011, residential remodeling 
activity, as reported by BuildFax, had enjoyed twenty-four consecutive months of year-over-year growth7.   
 

Combining the energy saving potential with motivations of comfort and aesthetics (which are far less easily 
quantified), and the desire of many aspiring home-sellers to enhance their properties’ appeal in a tight 
buyers’ market, opportunity abounds for an energetic company specializing in replacement of 
windows/doors and ancillary products.  
 
 

IV. Products and Services  
 

XYZ Company’ Products 
 

In an industry in which hundreds of manufacturers produce each type of window or door, at every point on 
the quality spectrum, XYZ Company has carefully selected its product partners. Offering brands made by 
the top manufacturers in their respective industries allows XYZ to sell not only residential replacement 
windows, but also to establish relationships with builders in the new construction industry.  
 

XYZ’s central product partners include the following: 
 

Vinyl windows – 
Acme Windows (www.Acme.com), a national licensee network, distributing windows manufactured by 
Bravo Window Company (www.BravoWindowco.com). Bravo was ranked in the top 100 residential 
window and door manufacturers in the country8. Acme offers marketing support and provides licensees 
with leveraging power that lowers costs through network volume. Partner benefits include customer 
financing, nationwide networking opportunities with peer businesses, product support and ongoing sales 
training. This is an exclusive relationship; XYZ Company is the only supplier of Bravo/Acme windows in 
the six-county area.  

 

Aluminum-clad wood windows – 
 Marvin Windows and Doors (www.Marvin.com) is a recognized industry leader, producing premium-

grade aluminum-clad windows. Marvin’s brand recognition has been enhanced by frequent use in 
renovations conducted by television programs like This Old House; Marvin’s capacity to fabricate 
custom windows facilitates their use in historic buildings and districts where strict guidelines may apply 
to replacement windows. XYZ personnel have received Marvin’s factory training to ensure the 
optimum results when installing these specialty windows.  

 Pella Windows & Doors (www.Pella.com) is XYZ Company’s newest product partner. Another 
premium manufacturer, Pella offers multiple wood lines to accommodate nearly every budget. In 
addition, they hold patents to several proprietary products, including between-the-glass blinds and 
shades, and an energy-efficient “WarmEdge” spacer. Pella is a similarly well-marketed name, including 
high-profile network television positioning on Extreme Makeover: Home Edition. 

 Wisconsin-based Hurd Windows and Doors (www.Hurd.com) is one of just two manufacturers to offer 
a lifetime guarantee on their wood window products. Hurd’s warranty is underpinned by their exclusive 
CoreGuard™ structural technology. This guarantee, and the company’s proximity to the local market 
should warranty work be required, are helpful selling points with respect to XYZ Company’ clients. 
Hurd offers a range of products at price points suitable for every budget. XYZ personnel have taken 
advantage of the extensive training opportunities offered by the manufacturer. 

                                                 
7 See Addendum No. 3. 
8 John G. Swanson, “The Top 100 Manufacturers of 2010,” Window & Door, 25 March 2010. 
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 Eagle Window & Door (www.EagleWindow.com) is an Andersen window company that specializes 
in the high-end market. With a near-invisible screen, Eagle satisfies a client preference for a particularly 
unobstructed view, and occupies a price point considered accommodating to many budgets. 

 

Entry doors and millwork – 
Waudena Millwork (www.WaudenaMillwork.com), a division of Wausau Supply Company, 
manufactures entry doors and is a distributor of millwork. Waudena is headquartered in northern 
Wisconsin and favors American-made components in building its doors. They have earned a reputation 
for outstanding quality and second-to-none service. In addition to offering a premium-grade entry door, 
they supply an exclusive trim system that cuts installation time in half when applying premium-grade 
casing and jamb returns. Waudena’s products fit a range of budgets and the company’s stated mission, “to 
exceed your expectations for quality, service and value,” mirrors XYZ’s own company ethos. Their 
partner support is extensive, encompassing a significant investment in high-quality XYZ Company’ 
showroom displays.   

 

Siding products and installation –  

 LP SmartSide (www.lpcorp.com/smartside/) is generally an industry standard, similar to that used by 
most siding contractors. XYZ’s installation and finishing is what sets it apart from its competitors. With 
a team of installers experienced in a variety of high-value residential jobs throughout southeastern 
Wisconsin, XYZ differentiates itself by its standard of workmanship. 

 Diamond-Kote (www.wausausupply.com/pages/diamondkote.aspx), also a product of Wausau Supply 
Co., is XYZ Company’ siding pre-finish of choice. Diamond-Kote is a superior baked-on natural 
pigment that virtually eliminates fading and is highly scratch-resistant. 

   
Product Selection and Competitiveness 

 

XYZ Company seeks to compete on the basis of the superiority, exclusivity and/or pricing arrangements of 
the products that it offers; through superior education of its sales staff; and with a reputation for exceptional 
service in the interest of the client. 
 

Product selection differentiates XYZ through its identification of manufacturers that are highly rated by 
both consumers and contractors. This diligence extends to jobsite visits to inspect installations in the field, 
as well as tours of the factory to learn about how product is built and shipped. Because most damage to 
windows occurs in shipping, ensuring that each manufacturer has a finishing and packaging method 
adequate to prevent loss is critical to limit damage and avoid returns/replacements and installation delays. 
In the event of product defect or damage, the manufacturer’s track record for responsiveness is also a 
critical factor in XYZ’s affiliation decisions.  
 

To ensure the most competitive prices for its own clients, XYZ has specifically sought relationships with 
manufacturers and distributors. As an exclusive licensee of Acme Windows, XYZ Company is the only 
source in region-State for Bravo Windows. Similarly, the company is a sales representative of Delta 
Window and Door, a dealer/distributor for Hurd, Eagle and Marvin. Each of these relationships affords 
XYZ the benefits of volume pricing, and is the result of an application process and substantial vetting by the 
intermediary partners. The commitment of these manufacturers/distributors is evident in the value of the 
display product that has been provided for XYZ’s showroom. Totaling some $50,000 in value, this material 
has been given to the business on the strength of its track record. 
 

In contrast to some other companies in the market, XYZ invests time in thorough education of its sales 
staff. Being well-versed in the relative merits and best applications of each product is a crucial element of 
the value that XYZ is able to add to the client experience, and this depth of knowledge is not gained 
overnight. Personnel follow a realistic training regimen, beginning with a narrow scope, and gradually 
gaining expertise in the finer points of each product.  
 

Finally, XYZ employs a sales approach that listens closely to the client’s wants and needs, and 
distinguishes between the two. With best-in-class product partners, XYZ’s associates are able to present and 
explain the most appropriate solutions for the project at hand. 
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These factors, working in conjunction, are XYZ’s formula for client satisfaction and loyalty. Customers 
who are satisfied become referrers, as well as repeat business. This formula represents XYZ Company’s 
competitive advantage. 
 
 

V. Organization and Management 
 

Legal Structure and Company Organization  
 

XYZ Company, LLC is a limited liability corporation owned and operated by John Smith since November 
1, 2011. At this time, XYZ employs one sales manager, one sales associate, and anticipates adding an 
additional sales associate on or about March 1, 2012 (with more, as needed).  
 

Currently, installations are performed by sub-contractors (a team totaling seven individuals). With 
additional capital financing, the company will be able to employ in-house installers. This change would 
result in a reduction in installation cost of, conservatively, approximately 30%. 
 

Special Licenses and/or Permits  
 

XYZ Company is a certified dwelling contractor in the State of Wisconsin. 
 

The highest certification in window installation is InstallationMasters™, a program developed by the 
American Architectural Manufacturers Association (www.installationmastersusa.com). Sales manager Bob 
Jones holds this certification and, in turn, conducts XYZ’s installation training. None of the company’s 
competitors in County1 or County2 have an InstallationMasters-certified member of staff. 
 

In addition, though it is not a requirement for operation, XYZ Company is certified as a Lead Safe 
renovator. XYZ requires all of its installers to carry this important, though voluntary, designation.    

 
Biographies of Key Personnel/Managers 

 

John Smith - Owner and General Manager  
Mr. Smith was born and raised in County1, State. He has been with XYZ Company from the time of its 
formation in 2006, rising to partnership and, finally, sole ownership from a sales and maintenance position. 
He successfully completed a variety of training courses from Acme Corporate, and was appointed to the 
firm’s Leadership Council in 2011. In his first three years as a managing partner, XYZ Company enjoyed 
140% growth in annual gross revenue.  
 

Mr. Smith remains a member of the County2 Fire Department as a Firefighter Paramedic, a role in which he 
has served for 10 years. In that capacity, he is an active member of the State’s Professional Firefighters 
Human Relations committee.  
 

Prior to XYZ’s establishment, Mr. Smith successfully owned and operated Green Lawn Care, a lawn and 
property maintenance company, from 1999 – 2004. 

 
Bob Jones – Sales Manager  
A State native, Mr. Jones has been in the window business since 1999, garnering extensive experience in 
window sales and installation in the residential, commercial and industrial channels. In addition, he is well 
versed in sales of vinyl and composite siding, along with soffit, fascia and gutters. Mr. Jones owned and 
operated Generic Window Co. from 2002 to 2011, handling both wood and vinyl windows from a variety of 
manufacturers.  
 

Mr. Jones is an independent sales representative for Delta Window and Door. He holds a State contractor 
license, and is a state-certified Lead Safe Renovator, an InstallationMasters level RLC-1 certified installer 
and a certified installer of the Vinyl Siding Institute (VSI). He has received training through the Hurd 
manufacturing program for window/door sales and service, and has earned Hurd’s Certified Sales Trainer 
designation. He has also completed sales training offered through industry experts Rick Grosso and Rich 
Begella. 
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VI. Marketing and Sales Strategy  
 

General Market Identification and Description 
 

The economic reversals of the last several years have had profound and sometimes unexpected implications. 
Conventional marketing wisdom does not necessarily apply as it would have prior to the onset of the 
recession. Locally, the stagnation in the housing market has resulted in high demand for residential window 
replacement in homes built as recently as just four years ago. Typical assumptions about a direct correlation 
between home age and window replacement demand simply do not apply at present. While it will be 
necessary to anticipate a return to normal circumstances in the future, at the moment, market research 
“truths” have become less meaningful. 
 

Generally speaking, XYZ Company’ market would tend to be women over the age of 40, living in an older 
home. While in 2010-2011, the company’s clientele were somewhat more likely to live in a house built 
before 1970, other parameters have displayed no particular trends. Clients are evenly split male-female, and 
are distributed across the age spectrum, both of the owners and of the structures themselves. This means 
taking a more than usually generalized approach, seeking retirees and any household that enjoys steady 
employment.  
 

Such an altered backdrop elevates the importance of relationship-building and reliance on referral business 
(and, by extension, the delivery of remarkably good service). This market environment dovetails with XYZ 
Company’s philosophy, which already recognized the value to long-term solvency of cultivating customer 
loyalty. 
 

Marketing Channels 
 

XYZ Company, both on its own and in conjunction with its branded product partners, utilizes a wide range 
of marketing channels: 

 Print media, specifically newspaper advertising, has proven the greatest source of lead generation. This 
is the most cost-effective marketing avenue, after referral business. Regular newspaper layout 
advertisements will remain a cornerstone of the company’s marketing plan. 

 Internet and social media marketing represent a channel that is coming of age. As a franchisee of a 
national entity, XYZ Company has a meaningful marketing advantage. The company has access to an 
in-house marketer to assist in website management and optimization, and they also assist in social 
media marketing. The result has been a steady increase in lead generation via the Internet. At this time, 
it is far from predominant, but the trend is upward, and XYZ intends to continue to leverage the 
opportunities presented by electronic media, including making budgetary investments in infrastructure 
and direct initiatives. 

 Referral business is a fundamental focus of XYZ Company, and motivates many of the choices that are 
made in interaction with prospect or client. The relationship is built through a candid and 
straightforward sales/contract phase, successful installation, and diligent follow-through. Upon 
completion, the Sales Associate meets with the customer to formally review and conclude the work. 
The client is left with an evaluation, a referral form and a self-addressed, stamped envelope for 
document return. As an incentive, customers are offered a $50.00 gift card for a contract that results 
from a referral. It is worth noting that with over 2,000 windows installed, XYZ maintains an “A+” 
rating with the Better Business Bureau.   

 Yard signs and canvassing of jobs are activities that are associated with each sale. With homeowner 
consent, a yard sign is placed upon contract execution. On completion of the install, the sales associate 
returns to canvass the neighborhood with flyers, a minimum of 15 houses in every direction.   

 XYZ Company participated in its first home shows in 2011 with notable success. In 2012, the company 
will appear at four home shows, as well as at other local events (sporting events, community fairs, malls 
and parades) where booths and corporate sponsorship opportunities are available. 
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 Community and business organizations that provide networking opportunities, as well as generalized 
exposure as a “leader in the community,” are part of XYZ’s marketing strategy. Presently, XYZ is a 
member of the County2, CityX, City Y and CityZ chambers of commerce. 

 Online and/or other pay-per-lead programs, like Service Magic, are used for supplemental lead 
generation during slower months. Though lead quality can be marginal, the return on investment where 
there are few opportunity costs make this a useful channel. 

 Finally, philanthropic marketing though XYZ’s non-profit alliance, AngelsforEstimates.com (A4E), 
represents a new and unique program that has proven very successful in other markets. A4E is an online 
business directory. However, instead of businesses paying to be listed, or paying per click-through to 
their websites, the business donates to a local charity, chosen by the prospect, when a Free Estimate 
Request is filled out. 

 
Sales Strategy 

 

XYZ Company’ sales strategy consists, primarily, of a policy of honesty and respect for the client. This is 
the differentiator of which the company is most proud. This sales strategy begins when the telephone 
rings. Using a precise pre-qualification document, each prospect is assigned to the sales associate who 
will best suit his/her needs. The sales associate interviews the prospect to understand the desired results. 
This interview is followed by a site inspection, examination of product samples and consideration of the 
client’s budget. The sales associate is expected to provide substantive answers to as many questions as the 
client may have before offering a proposal for an installation that is right for that prospect. XYZ’s pricing 
is always up-front, and when the company offers discounts, they are legitimate. 
 

This strategy has proven quite successful. But, occasionally, it means letting the client know that the best 
solution for their situation lies with another provider, or that it may not be within their means right then. 
XYZ would rather not make a sale than sell the client what they do not need, or a product that will not 
satisfy their expectations in the long run. XYZ Company believes that the high road is the right one for its 
own sake. But evidence also appears to suggest that, ultimately, the high road is also the better business 
decision. 

 
 

VII. Financial Management   
 

XYZ Company’ financial statements have been provided under separate cover.  
 

 
VIII. Appendix 

 
Table No. 1 – XYZ Company, LLC six-county territory: population and housing 
(source: www.census.gov) 

Based on 2010 census 
data 

Households Housing Units Housing Units in 
multi-unit 
structures 

County2 60,213 69,288 27.7% 
County4 375,265 418,053 47.3% 
County5 33,655 36,267 22.5% 
County1 74,975 82,164 27.1% 
County3 39,045 51,531 23.4% 
County6 148,248 160,864 22.2% 

Total 731,401 818,167  
Weighted Avg.   36.1% 
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Table No. 2 – XYZ Company, LLC six-county territory: home ages, with comparison to Cincinnati, 
Ohio 
(source: www.census.gov) 

Based on 2010 census data 

2005-
Present 

2000-
2004 

1990-
1999 

1980-
1989 

1970-
1979 

1960-
1969 

1950-
1959 

1940-
1949 

1939 and 
before 

County2 5.6% 8.4% 15.9% 7.7% 11.6% 10.5% 14.7% 4.7% 20.8% 
County4 1.5 3.1 5.5 5.5 10.1 11.9 20.3 9.0 33.1 
County5 6.9 7.2 17.4 9.2 16.8 12.6 14.7 3.5 11.6 
County1 4.5 6.4 12.9 8.2 11.8 13.2 14.1 6.8 22.2 
County3 6.8 12.3 16.5 8.1 15.3 8.2 8.7 5.9 18.3 
County6 5.9 8.9 21.4 12.0 17.7 11.0 10.7 3.6 8.7 

Weighted Avg. 3.6% 5.8% 11.5% 7.6% 12.5% 11.5% 16.3% 6.9% 24.3% 

Hamilton Co., Ohio 1.8% 3.1% 7.6% 8.0% 11.2% 15.4% 16.4% 8.6% 28.0% 

City of -- 1.5% 1.7% 2.2% 3.3% 8.7% 9.7% 20.7% 10.6% 41.6% 
Cincinnati, Ohio 1.7 2.2 3.5 4.6 7.6 12.7 12.6 10.2 44.9 

 
 

 Client testimonials available upon request 
 

 Product brochures available upon request 
 

 
 
 
 
 
 
 
 
 
 
 
 
 



The Efficient Windows Collaborative: Benefits

1/2www.efficientwindows.org/energycosts.cfm

Home .  Benef it s » Energy & C os t Savings

Benefits: Energ.  &  Cost Savings
The following information is an example of energy and cost savings for Boston and Phoenix. See Window Selection for a
complete guide to energy use for generic window products in your city or region.

Heating Season Savings
In climates with a significant heating season, windows have represented a major source of
unwanted heat loss, discomfort, and condensation problems. In recent decades, windows
have undergone a technological revolution. It is now possible to have lower heat loss, less air
leakage, and warmer window surfaces that improve comfort and minimize condensation. The
graphs below illustrate the simulated savings in heating season costs associated with energy
efficient windows for a typical house in a heating-dominated climate. The savings shown do
not include possible savings from reduced air leakage. Depending on the condition of the old
windows in an existing home, the savings can be higher if window replacement leads to long-
term air leakage reduction.

 

 

 

    

 

Cooling Season Savings

In climates that mainly require cooling, windows have represented a major source of
unwanted heat gain. In recent years, low-E coatings that reject solar heat without darkening
the glass have undergone a technological revolution. It is now possible to significantly reduce
solar heat gain and improve comfort while providing clear views and daylight. The graph
below illustrates the simulated savings in cooling season costs associated with improved
windows for a house in a cooling-dominated climate. The savings shown do not include
possible savings from reduced air leakage. Depending on the condition of the old windows in
an existing home, the savings can be higher if window replacement leads to long-term air
leakage reduction.
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 Data Release: December 19, 2011    The Residential BuildFax Remodeling Index rose 40% year-over-year in October--for the twenty-fourth straight month of year-over-year growth--to 147.6. Residential remodels in October were up month-over-month 6.2 points (4%) from the September value of 141.4, and up year-over-year 41.7 points from the October 2010 value of 105.8.  Regional Residential Remodeling    In October 2011, the West (9.6 points; 6.8%), the Midwest (7.6 points; 6.2%), the Northeast (1.2 points; 1.6%) and the South (.4 points; 0.4%) all had month-over-month gains. Regions up in year-over-year gains from October of 2010: the West (53.6 points; 52.5%), the Midwest (21.4 points; 20.2%) and the South (9.5 points; 10.6%). The Northeast dropped 3.5 points (4.5%).  Viewing the Economic Recovery Through Remodels    "In the current economic climate, homeowners are finding it much more difficult to sell their existing homes." said Joe Emison, Vice President of Research and Development at BuildFax. "The data from BuildFax show that homeowners are instead investing in their existing homes at the highest levels in more than seven years."  About the BuildFax Remodeling Index    The BuildFax Remodeling Index is based on construction permits filed with local building departments across the country. The index tracks the number of properties permitted. The national and regional indexes all have an initial value of 100 set in April of 2004, are based on a three-month moving average, and are not seasonally adjusted.  Historical Values and Subscription Information    The BuildFax Remodeling Index is available as a monthly email with an Excel spreadsheet attachment. Each month's release contains the full list of historical values for the country and each of the four regions, going back to April of 2004. When you subscribe, you will receive the most recent release within one business day. Click here to subscribe for $150/year. You can also subscribe to the free data release mailing list, which delivers the information you see on this page by email each month. 
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Data Release: December 19, 2011

The Residential BuildFax Remodeling Index rose 40% year-over-year in October--for the twenty-fourth
straight month of year-over-year growth--to 147.6. Residential remodels in October were up month-over-
month 6.2 points (4%) from the September value of 141.4, and up year-over-year 41.7 points from the
October 2010 value of 105.8.

Regional Residential Remodeling

In October 2011, the West (9.6 points; 6.8%), the Midwest (7.6 points; 6.2%), the Northeast (1.2 points;
1.6%) and the South (.4 points; 0.4%) all had month-over-month gains. Regions up in year-over-year
gains from October of 2010: the West (53.6 points; 52.5%), the Midwest (21.4 points; 20.2%) and the
South (9.5 points; 10.6%). The Northeast dropped 3.5 points (4.5%).

Viewing the Economic Recovery Through Remodels

"In the current economic climate, homeowners are finding it much more difficult to sell their existing
homes." said Joe Emison, Vice President of Research and Development at BuildFax. "The data from
BuildFax show that homeowners are instead investing in their existing homes at the highest levels in more
than seven years."

About the BuildFax Remodeling Index

The BuildFax Remodeling Index is based on construction permits filed with local building departments
across the country. The index tracks the number of properties permitted. The national and regional indexes
all have an initial value of 100 set in April of 2004, are based on a three-month moving average, and are
not seasonally adjusted.
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F SERIES WHEEL LOADERS
621F | 621F XT | 621F XR | 721F | 721F XT | 721F XR | 
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Productivity and Performance
Get ready to experience the next generation of power, performance, efficiency, reliability and comfort. The 
Case F Series wheel loaders are the real deal. When it comes to productivity, the renowned Case/FPT 6.7 
liter engine delivers – and still gives you better fuel efficiency. Whether you’re loading trucks, stocking a 
hopper, digging at the face of an aggregate pit or supporting a road-construction project, the new Case 
621F, 721F, 821F and 921F wheel loaders give you the superior power and performance to tackle the job. 

Impressive Fuel Efficiency
The Case F Series offers the industry’s most impressive gains in fuel efficiency, a significant achievement 
for a line of wheel loaders already renowned for its fuel economy. The Case F Series wheel loaders 
provide a 9- to 20-percent increase in fuel efficiency compared to the previous E Series machines. The 
greatest efficiency gains result from the new engine configurations, featuring a free-breathing, optimized 
combustion process made possible by the use of selective catalytic reduction (SCR) technology. 

Other factors boosting fuel economy in the F Series wheel loaders include four selectable power modes 
(unique to Case) that have been re-formulated to save more fuel while providing higher torque rise to 
increase available power. Standard idle reduction modes and idle management automatically adjust to 
reduce fuel use. A hydraulic on-demand cooling fan and an available five-speed transmission with lock-up 
torque converter and open differential axles add to the F Series fuel-economy advantage.

SCR Technology for Tier 4
Case F Series wheel loaders use selective catalytic reduction (SCR) technology to achieve Tier 4 Interim 
certification, help protect the environment and meet ever more stringent bid requirements. This unique 
Tier 4 Interim solution also helps the Case F Series deliver the improved fuel economy, power and 
performance your business needs for success in a very competitive environment. 

Expanded Capabilities for Multiple Applications
The F Series wheel loader family meets your application needs through a variety of new capabilities, 
including a whole new size-class machine – the Case 921F model – that’s particularly well suited for 
aggregate material handling. Powertrain options include a new five-speed transmission with lock-up 
torque converter for exceptional acceleration and higher top speed, for faster cycles in a wide range of 
applications. This new transmission includes the Case PowerInch™ intelligent transmission de-clutch that 
adds to your efficiency in truck loading and hopper charging. Heavy duty axles with automatic or manual-
controlled locking front differential handle the heaviest loads and toughest underfoot conditions.

The Case Commodity King package, available on the 621F and 721F models includes a special cooling 
system to handle working in extreme environments with heavy airborne debris. In addition to standard 
Z-bar versions, an XR (extended reach) version is available for all models, and an XT (tool carrier) version 
is available for the 621F and 721F models.

Superior Comfort and Efficiency
Case knows a comfortable, alert operator is safer and more productive. The Case F Series wheel loaders 
continue the Case tradition of providing a comfortable, efficient cab. Our award-winning joystick steering 
allows the operator to move easily between joystick and steering wheel. An available two-lever control 
system for implement hydraulics boosts operator efficiency in high-production applications. Unobstructed 
views to the bucket, narrow sloping hood and an optional rear-view camera give the F Series machines 
excellent visibility characteristics. And operators enjoy full climate control and an available heated 
cloth seat.
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821F 921F721F621F

Exceptional Serviceability
The F Series machines uphold the Case tradition of easy maintenance, including grouped, ground-level service checkpoints. Serviceability 
features include a mid-mounted cooling module that’s easy to access and clean. A tilt-up rear hood provides easy and complete access to 
engine and service points. Available Smart-Fit hammerless bucket teeth save time and reduce the need for specialized equipment to install 
bucket teeth. Easy maintenance, exceptional serviceability – it’s what you can always expect from Case.
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Breakthrough Fuel Economy, 
Power and Performance

The new F Series wheel loaders from Case provide faster acceleration, 
quicker cycle times and higher travel speeds while delivering as much as 
20-percent greater fuel efficiency.

The Case 621F, 721F, 821F and 921F wheel loaders use proven selective 
catalytic reduction (SCR) technology to meet Tier 4 Interim emissions 
standards while also delivering increased power and improved fuel 
efficiency.

With SCR technology, Case has made what was already an exceptionally 
fuel-efficient line of wheel loaders even more fuel efficient. At the same time, 
the Case F Series engines are more powerful and responsive

The Case 621F, 721F, 821F and 921F wheel loaders feature a 6.7-liter Tier 4 
Interim-certified engine, rated at 162, 179, 211 and 242 hp (121, 133, 158 
and 180 kW), respectively.

Significant fuel savings
Case F Series wheel loaders feature four easy-to-program power modes 
– Economy, Standard, Auto and Max – that give operators flexibility in 
matching engine power to their jobs. 

A new optional, five-speed transmission with a lockup torque converter, 
open-differential axles and advanced system programming provides an 
8-percent increase in fuel savings over a comparably equipped model 
with a four-speed transmission.

A new dual-mode shutdown feature maximizes fuel economy 
and monitors vital engine components. Using the fuel-saver 
mode, the operator can limit the time the machine will idle.

Breakthrough productivity
The new Case wheel loaders include standard limited-slip 
front and rear axles that provide outstanding traction in all 
conditions, especially in non-compacted surfaces, such as 
gravel. The standard four speed transmission with manual 
kick-down delivers maximum traction and increased 
bucket penetration.

The Case 921F wheel loader, with a 4.75 yd3 (3.6 m3) bucket, 
launches a new size class for Case. With greater tipping load, 
weight and bucket breakout force relative to its payload, the 
921F meets the needs of aggregate stockpiling and high 
production truck-loading applications. Bucket capacities are 
2.75 yd3 (2.1 m3) for the 621F, 3.25 yd3 (2.5 m3) for the 721F 
and 4.25 yd3 (3.25 m3) for the 821F. 

The award-winning Case joystick steering enables operators 
to seamlessly move between the joystick and steering wheel 
for high-production operations. Exclusive Case PowerInch™ 
lets the operator quickly and precisely approach targets in 
tight areas, regardless of engine speed. PowerInch™ helps 
maintain high RPMs to maximize hydraulic power and control.

Comfort in the Cab
The cab offers an unobstructed view to both edges of the 
bucket or attachment, while a wide window and sloping hood 
provide clear vision to the rear.

A new rearview, wide-angle camera with an adjustable color 
monitor is available in the Case F Series. The camera option 
nearly eliminates blind spots and is ideal for jobs that require 
operating around other machines or workers. 

Attachments add value 
Case offers a range of attachments for the F Series wheel 
loaders, including pallet forks, brooms, jib booms, buckets 
and weigh-load systems. The F Series buckets are available 
with bucket teeth or bolt-on edges. In addition to the standard 
Z-bar loader, Case offers XR extended-reach models and a XT 
tool-carrier model for 621F and 721F.
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Tier 4 — 
A Solution That Pays You Back

Tier 4 Interim Solution
Performance – More power and quicker power response, as the engine is 
configured to run at peak performance. Unlike alternative Tier 4 technology, 
with SCR, the engine functions at optimum temperature and combustion is 
not compromised. SCR supports better acceleration, faster cycle times, and 
easier maintenance.

Fuel economy – SCR delivers up to 10 percent better economy than Tier 3 
technology and 15 percent better economy than alternative Tier 4 technology. 
Combined with other Case F Series features such as the five-speed lockup 
transmission and auto-shutdown, you may see up to 20 percent better fuel 
economy results.

Ease of maintenance – You can use the same oil and fuel (including up to B7 
biodiesel and normal low sulfur fuels) with SCR technology. SCR also works 
with standard cooling systems, and requires fewer components to implement.

Qualification for government projects – Many government projects now 
require the use of Tier 4 Interim certified machines.

Customer preference – Case research has shown more customers prefer 
the benefits of SCR, and most are comfortable with sourcing and using the 
required diesel exhaust fluid (DEF).  SCR is widely considered the leading 
technology choice for meeting Tier 4 Final requirements.

The future of the industry depends on SCR – Experts recognize SCR as the 
longer-term technology solution to meet more stringent emission regulations 
for Tier 4 Final. Case, in essence, offers tomorrow’s solution today. 

Dealer support – Case dealers are ready to fully support your Tier 4 Interim 
needs, including DEF supply as well as storage and delivery tanks.

Your Case dealer can supply diesel exhaust fluid (DEF)

Selective Catalytic Reduction (SCR)

Catalyst Muffler

DEF Tank

DEF Tank Fill 275 Gallon DEF Tote

DEF Injector

DEF Dosing Module

Optimized Engine 
(without any EGR)

PM
(g/kWh)

NOx
(g/kWh)

Tier 4 Interim reduces NOx by 50% and PM by 90% over 
Tier 3 levels for these size machines
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Limited-slip axles for 
621F, 721F and 821F
Limited-slip differentials are 
standard in both front and rear 
axles, providing outstanding 
traction in all conditions.

Advanced 
Instrument Cluster
AIC provides the operator with 
comprehensive information and 
allows the adjustment of various 
operation functions without the 
need of a service technician.

Tier 4 Interim Efficiency – SCR
Selective Catalytic Reduction 
technology alone delivers up to a 
10-percent increase in fuel economy. 
The choice of SCR is also best for 
power, maintenance and ease 
of operation.

Four power modes
Four programmable power modes 
provide the ability to match engine 
output to each task, optimizing both 
power and economy. Choose modes:
• Economy – for best economy
• Standard – economy and power
• Maximum – for high productivity
• Auto – chooses mode for either  
 economy or more power

F SERIES WHEEL LOADERS
621F | 621F XT | 621F XR | 721F | 721F XT | 721F XR | 
821F | 821F XR | 921F | 921F XR

Mid-mounted cooling module
The cooling module position limits 
debris build up and provides easy 
access for routine cleaning.

Fuel Efficiency 
Up to 20% more fuel efficient 
than the E Series, further fuel 
savings available by working 
in Economy power mode – still 
providing the strong power you 
expect with Case wheel loaders
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Automatic Engine Shutdown
Standard engine shutdown feature 
allows owner to automatically limit 
engine idle time for up to 30% 
additional fuel savings. Meets 
requirements for an idle 
reduction device.

Case PowerInch™– included 
with five-speed lock up 
transmission
PowerInch™ gives the operator 
more control and accuracy in tight 
loading areas, regardless of engine 
speed, providing full power to loader 
arms and bucket cylinder.

Optional five-speed 
lock-up transmission for 
721F, 821F, 921F
Available five-speed transmission 
with lock-up torque converter, open 
differential axles and advanced system 
programming contribute to superior 
fuel economy.

Easy Maintenance – Sloping, 
Raise-up Hood 
The tilt-up rear hood allows 
complete, ground-level access 
to the engine and grouped 
service points. The available 
auto-lubrication system makes 
maintenance even easier.

Visibility enhancements
The F Series machines offer the 
lowest rear hood in industry 
for enhanced visibility. Optional 
rear-view camera adds another 
dimension to operator visibility.

Efficiency Package Drivetrain
Efficiency package with 5-speed lock-up 
transmission and heavy-duty open differential 
axles with hydraulic differential lock delivers 
increased fuel efficiency, up to 15%.

Heavy Duty Axles 
Optional heavy duty axles with 
hydraulically locking front 
differentials help reduce tire wear 
when working on hard surfaces, 
and for applications with solid or 
foam-filled tires.
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Class-Leading Comfort
The Case F Series cab offers an unobstructed view to both edges of the 
bucket or attachment, while a wide window and the narrow sloping engine 
cover provide excellent visibility to the rear. F-Series wheel loaders are 
designed with the lowest rear hood in the industry, made possible in part 
from the mid-mounted cooling package. Visibility is further enhanced by 
a new, wide-angle rear view camera with an adjustable color monitor that 
eliminates blind spots for the operator.

The standard Advanced Instrument Cluster allows operators to adjust 
various machine functions from within the cab without relying on a service 
technician. Ergonomically placed controls and an optional heated cloth seat 
with seven adjustment modes complete the cab improvements, ensuring 
that operators will stay comfortable and productive throughout the day.

Award-winning Case Joystick Steering gives the operator the choice of 
switching effortlessly between the joystick and steering wheel.

FULL-SIZE WHEEL LOADERS
721F I 821F I 921F I 1021F I 1121F 

Optional joystick 
steering control

Advanced instrument 
cluster and keypad

Comfortable, productive 
operator’s station

Excellent front 
viewing area

Rear view camera 
monitor

Optional LoadLog 
bucket scale

Optional rear view 
camera
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Ecology drain ports

Jump start receptacle

Easy Maintenance and Service
Case knows that the easier it is to perform routine maintenance, the more likely it will get done.  
A hallmark of Case equipment design is easy ground line access to daily maintenance checkpoints. 

Exceptional serviceability features include an easy-access, mid-mounted cooling module, positioned 
to reduce debris build up. Also, a tilt-up rear hood provides easy and complete access to the engine 
and service points.

The Case F Series wheel loaders also feature grouped grease fittings with an optional auto lubrication 
system. New highlights include split-flange hydraulic connectors and O-ring face seals. Available 
Smart-Fit hammerless bucket teeth save time and reduce the need for specialized equipment 
to install bucket teeth.

Add up all the maintenance and service advantages of the Case F Series, and you get a wheel loader 
that will be productive on the jobsite for years to come.

Remote grease points 

Air filter access

9

Cooling module access

Tilt-up hood

Hydraulic tank 
sight gauge

Ground level fills 
for fuel and DEF
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EQUIPMENT
Model I Model I Model I Model
F SERIES WHEEL LOADERS
621F | 621F XT | 621F XR | 721F | 721F XT | 721F XR | 
821F | 821F XR | 921F | 921F XR

Powerful and Productive

• High horsepower and torque rise
• 4 Power modes to chose from
• Tier 4 with faster throttle response

Fast and Efficient 

• 4 power modes, including Economy Mode
• SCR for Tier 4 Interim optimizes fuel efficiency
• Optional 5-speed transmission with lockup torque converter
• Optional heavy duty axles also reduce driveline friction

Easy Maintenance 

• Full tilt-up hood
• Mid-mounted cooling box module
• Ground-level, grouped service points
• Optional jump start receptacle
• Does not require low-ash oil

Reliable and Durable 

• Large and heavy frame and structures
• Upgraded standard axles, optional heavy duty axles
• Engine not subjected to temperature spikes

from regeneration
• Does not require ultra low sulfur fuels
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Versatile

• Stability for big loads
• Best balance of top-rated specifications
• Wide range of versions, options and attachments

Comfort and Visibility 

• Large cab with full-length front glass
• Narrow, sloping rear hood
• Optional rearview camera
• Optional joystick steering maintains steering wheel

Reliable and Durable 

• Large and heavy frame and structures
• Upgraded standard axles, optional heavy duty axles
• Engine not subjected to temperature spikes

from regeneration
• Does not require ultra low sulfur fuels

1
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EQUIPMENT
Model I Model I Model I Model
F SERIES WHEEL LOADERS
621F | 621F XT | 621F XR | 721F | 721F XT | 721F XR | 
821F | 821F XR | 921F | 921F XR

Standard Equipment
OPERATOR ENVIRONMENT
ROPS cab with heat
Pressurized air filtering
Defroster
Fully adjustable, 

cloth-covered suspension seat
2 in (51 mm) retractable seat belt
Single lever 2-spool loader control
Fully adjustable wrist rest
(1) Interior rearview mirror
Articulated power steering 

with tilt column
Steering wheel 

with integral steering knob
Foot throttle
Single brake pedal
F/N/R shuttle switch
Side window, partial / fully open
Anti-glare window strip
Wipers, rear and intermittent front
Windshield washers, front and rear
Dome light
Glove box
Storage tray behind seat
Lunch box compartment
Cup holder
Coat hook
Rubber floor mat

HYDRAULICS
Single lever 2-spool 

loader control valve
Low-effort pilot actuated loader control
Low-effort hydraulic steering
Cushioned steering cylinders
Hydraulic driven fan
(8) Diagnostic quick couplers
Split flange hydraulic connections 

(1 inch or greater)
Hydraulic oil cooler

ELECTRICAL
Alternator and voltage regulator
65 amp alternator
Electrical disconnect
(2) 700 CCA 12-Volt batteries
Front and rear halogen flood lights
Tail lights and stop lights combined
(2) Front driving headlights 

(high / low beam)
(2) Front flood
(2) LED Stop / tail lights
(2) Rear flood
Front and rear turn signal / flash
Key start / stop switch
Centrally fuse box, all circuits protected
Telematics plug port
Backup alarm
Horn

INSTRUMENTATION
Displays / Gauges: 
Analog:
Fuel level 
Engine coolant temperature 
Transmission oil temperature 
Hydraulic oil temperature

LCD screen: 
(metric / English; multiple languages)
Hour meter
Engine speed
Travel speed
Current gear selection
FNR indication
Clock
Trip computer
Fuel consumption
Fuel level percentage
DEF (Diesel Exhaust Fluid) gauge
Oil pressure
Coolant temperature
Engine oil temperature
Transmission oil temperature
Transmission sump oil temperature
Hydraulic oil temperature
Turbocharger air temperature
Differential lock indicator*
Joystick steering indicator*
Automatic transmission indicator
De-clutch indicator
Engine mode indicator
Engine diagnostics 
Transmission diagnostics
System voltage
Error reporting

INSTRUMENTATION (continued)

Indicator lights:
Low fuel
Turn signals
Four-way flashers
High beam lights
Grid heater*
Brake pressure
Master indicator
Secondary steering*

Parking brake 
Audible / Visual alarms:
Caution alarm:
Parking brake
Coolant temperature
Hydraulic oil temperature
Transmission oil temperature
Air filter
Transmission filter
Hydraulic filter
Alternator
Low fuel

Critical alarm:
Engine oil pressure
Brake pressure
Steering pressure (w/ aux steering)*
Coolant temperature
Hydraulic oil temperature
Transmission oil temperature

LOADER
Z-bar loader linkage
2-spool loader control valve
Single control for lift and tilt
Positive hold float
Automatic return-to-dig
Automatic height control
Automatic return-to-travel
Brake pedal transmission disconnect
Bucket position indicator on bucket

ENGINE
Tier 4 interim certified
Selectable work modes:

Max power
Standard power
Economy power 
Auto power 

Auto idle control 
(warm-up, normal, low-idle)
Auto engine shutdown-idle reduction
Auto engine shutdown-protection mode
Turbocharger
Charge air cooling

ENGINE (continued)

Automatic fan belt tensioner
Integral engine oil cooling
Fuel filter with water trap
Fuel cooler
Dual-element dry-type air cleaner
Full-view type pre-cleaner
Hydraulic-driven on-demand cooling fan
Liquid-cooled radiator
Mid-mounted cooling module
Common rail electronic fuel injection

DRIVETRAIN
4-wheel drive
4F/3R autoshift / manual shift 

transmission
Programmable gear selection, 

with computer controlled 
proportional shifting

Single lever electronic shift control
F/N/R switch in loader control handle
Downshift button
Torque converter
Outboard planetary axles
Limited slip differentials (except 921F)
3-piece rims
Onboard diagnostics
Transmission oil cooler
Brake pedal transmission disconnect
Hydraulic wet disc brakes
Spring-applied hydraulic release 

parking brake
Separate front and rear brake systems
Oscillating rear axle 

with greasable trunnion

OTHER
Electric raise-up hood 
Front and rear fenders, partial coverage
Standard counterweight
Drawbar hitch
Articulation locking bar
Lift arm locking bar
Lift and tie-down points – front / rear
Grouped remote drain ports

* When equipped with option
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Optional Equipment
OPERATOR ENVIRONMENT
Cab air-conditioning with heater
Vinyl-covered mechanical 

suspension seat
Cloth-covered air-suspension seat
Cloth-covered air-suspension seat, 

heated
3 in (76 mm) retractable seat belt
Sound Shield 

noise suppression package
Rearview camera 

with accessory mounting bar
Accessory mounting bar
AM/FM stereo radio with speakers
Radio-ready 
12 to 24-Volt power converter, 
20 amp

(2) 12-Volt auxiliary power outlets
Speakers
Radio bracket
Antenna
Wiring harness with fuse

Cab convenience package
RH steps and platform
Rotating beacon
Second brake pedal
Open ROPS canopy

OPERATOR ENVIRONMENT 
(continued) 

Joystick steering
External rear view mirrors
External rear view mirrors, heated
Rear view camera 

with accessory mount
Extra front-facing work lights

DRIVETRAIN
5F/3R auto / manual shift transmission, 

lockup torque converter with 
PowerInch™ (except 621F)

Heavy duty axles 
with locking front differential 
(921F Std. with HD axles, 
open front differential)

Cold weather package:
   Block heater
   Heavy-duty (2) 950 CCA batteries 

(900 CCA for 621F) 
   Fuel heater
   Hydraulic oil cooler bypass
   Low temperature hydraulic oil
   Auto hydraulic warm-up
   Engine air intake grid heater
Ejector type pre-cleaner
Remote jump start receptacle

HYDRAULICS
2-lever loader controls
3 or 4-spool control valves
Auxiliary hydraulic lines
Ride Control
Secondary steering
Variable speed hydraulic reversing fan

LOADER
XR Extended reach lift arms
XT Tool carrier loader linkage
Attachment auxiliary hydraulics

WHEELS AND TIRES
L2 bias tires
L2 radial tires
L3 bias tires
L3 radial tires
Michelin SnoPlus Radials
Bridgestone SnowWedge Radials
Solid rubber tires (621F, 721F)
Spare wheels and tires
Axle oscillation stops
Wheel chocks

WORK TOOL ATTACHMENTS
General purpose buckets 
Light material buckets
Grapple buckets (621F, 721F only)
Forks
Brooms
Material handling arms
Quick couplers, JRB or ACS compatible

OTHER
Commodity King package 

with heavy debris cooling system
Full coverage fenders
Belly pan
Side guards for rear frame
Tool box – ground level
Extra counterweight 

(included with XT, XR)
Fire extinguisher
License plate bracket
12.4 mph (20 kph) max speed control
Special paint

Commodity King / Feedlot Special XT integrated toolcarrier Waste handling arrangements 

The 621F and 721F models are available as the 
Commodity King version, an agriculture-specific 
version, like the legendary Case Feedlot Special 
it replaces. It is a package of features such 
as an upgraded cooling system, guarding and 
Syclone air precleaner to handle working in 
very dusty, debris environments. Along with 
Case’s mid-mounted cooling box module, these 
features further minimize maintenance and 
maximize uptime. New attachments such as 
grapple buckets, light material buckets, pallet 
forks and couplers maximize versatility to get 
more work done with one machine.

The F Series models are perfect for waste 
handling applications such as transfer 
stations and landfills. Thanks to the use of 
SCR technology for Tier 4 Interim, the cooling 
systems are compact and efficient, without the 
need for a diesel particulate filter and the high 
heat and potential downtime of the regeneration 
cycle. Further, the low emissions levels of Tier 
4 Interim make them more environmentally-
friendly and a great choice for working in waste 
transfer stations. Options available for waste 
handling arrangements include special bellypan 
and frame side cover guards, cab guarding, 
reversing fan or high-debris cooling package, 
heavy duty axles and solid tires.
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Integrated toolcarrier versions are 
available for 621F and 721F. This offers 
dual tilt cy parallel loader linkage for 
best visibility to the attachment, high 
tilt control throughout the lift cycle, and 
level lift capability. It also includes an 
integrated quick coupler (choose JRB 
or ACS compatible) for extra versatility. 
The extra counterweight is part of 
the XT version to maintain operating 
XT capacities. The XT is preferred for 
working with attachments such as forks 
and material handling arms.
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Increase productivity with attachments
Case offers a range of attachments for the 621F, 721F, 821F and 
921F wheel loaders to increase their utility across a wide variety 
of applications. All three machines can be ordered with a standard 
Z-bar loader linkage or an XR long reach arm configuration. 
The 621F and 721F can also be configured with XT parallel lift 
arms for use as a tool carrier. 

Pallet forks, material handling arms, brooms and a full range 
of buckets are available, along with weight loading systems for 
production applications. The 621F and 721F are also available as 
a Commodity King version, with upgrades to increase uptime while 
working in applications with large amounts of airborne debris.
 
In all, more than two dozen loader attachments are available 
for Case F Series wheel loaders.

Light material bucket

Broom

4 - 1 bucket

Forks

Material handling arm

JRB or ACS 
compatible couplers

A patented, new tooth system featuring hammerless 
fastener technology. 
The SmartFit™ design improves digging performance by 
combining a strong, square adapter nose for extra strength 
with heavier, longer-lasting, self-sharpening teeth. Reusable, 
hammerless fasteners simplify tooth installation and replacement.

SmartFit™ Teeth

F SERIES WHEEL LOADERS
621F | 621F XT | 621F XR | 721F | 721F XT | 721F XR | 
821F | 821F XR | 921F | 921F XR
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You can count on Case
You can count on Case and your Case dealer for full-service solutions – 
productive equipment, expert advice, flexible financing, genuine Case parts and 
fast service. We’re here to provide you with the ultimate ownership experience.
 
Case pride
You can take pride in the Case name on your machine. It’s backed by more than 
a century of productivity and performance. Case and your Case dealer are here 
for you, not only when you buy the machine, but also after you put 1,000 or 
10,000 hours on it.
 
A rich, proud history
Case Construction Equipment’s heritage spans more than 165 years. Growing from 
J.I. Case’s innovations with steam-powered machinery in the late 1800s, Case 
developed road-building equipment that helped create early 20th century streets 
and highways across the world. By 1912, Case was well on its way to establishing 
itself as a full-line equipment manufacturer. The company continued to expand its 
construction equipment business over the next 45 years.
 
Celebrating a tradition of innovation 
In 1957, Case produced the world’s first integrated loader/backhoe made and 
warranted by one manufacturer. Over the decades and into the 21st century, Case 
has continued to develop a long line of industry firsts and has taken a leadership 
role in pioneering new products and solutions. Today, Case produces 15 lines 
of equipment and more than 90 models to meet your toughest construction 
challenges. Supported by manufacturing and sales in more than 150 countries, 
Case serves the needs of our customers worldwide.

The Case loader/backhoe history has included a number of important “firsts” – 
such as the Case-patented Extendahoe extendible dipper stick, return-to-dig and 
return-to-travel functionality, Ride Control™, side lighting and the Case trademark 
over-center boom design – that evolved the loader/backhoe into an indispensably 
versatile fixture in the construction equipment industry.
 
Coast-to-coast customer support
In North America, Case equipment is sold and serviced by more than 350 dealer 
locations. No matter where you work, we’re here to support and protect your 
investment.

To locate a Case dealer or learn more about Case equipment or customer service, 
go to www.casece.com or call 1-866-54CASE6. For flexible financing options, 
dependable parts and fast service, your Case dealer is here to meet your needs.

It all adds up. You can count on Case.
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F SERIES WHEEL LOADERS
621F 721F 821F 921F

Bucket (typical size) 2.75 yd3 (2.10 m3) 3.25 yd3 (2.5 m3) 4.25 yd3 (3.2 m3) 4.75 yd3 (3.6 m3)

Hinge pin height 150.8 in (3831 mm) 156.7 in (3979 mm) 162.3 in (4123 mm) 162.1 in (4118 mm)

Dump height @ 45° 112.1 in (2847 mm) 115.3 in (2930 mm) 117.4 in (2983 mm) 114.4 in (2906 mm)

Tip load, full turn ISO 19,560 lb (8872 kg) 23,213 lb (10 529 kg) 27,225 lb (12 349 kg) 31,406 lb (14 245 kg)

Operating load ISO 9,780 lb (4436 kg) 11,606 lb (5265 kg) 13,613 lb (6175 kg) 15,703 lb (7123 kg)

Lift capacity at ground 24,745 lb (11 224 kg) 29,689 lb (13 467 kg) 39,931 lb (18 112 kg) 46,622 lb (21 148 kg)

Breakout force 25,426 lb (11 533 kg) 31,382 lb (14 235 kg) 35,338 lb (16 029 kg) 37,552 lb (17 034 kg)

Hydraulic flow 45.2 gpm (171 L/min) 54.2 gpm (206 L/min) 63.2 gpm (240 L/min) 74.2 gpm (282 L/min)

Hydraulic pressure 3625 psi (25 000 kPa) 3625 psi (25 000 kPa) 3625 psi (25 000 kPa) 3625 psi (25 000 kPa)

Engine model Case / FPT F4HFE613Z Case / FPT F4HFE613Y Case / FPT F4HFE613X Case / FPT F4HFE6131

Engine configuration 6-cylinder, water cooled

Engine displacement 411 in3 (6.7 L)

Max engine horsepower 162 hp (121 kW) 179 hp (133 kW) 211 hp (158 kW) 242 hp (180 kW)

Max engine torque, net 510 lb·ft (692 N·m) 674 lb·ft (914 N·m) 845 lb·ft (1145 N·m) 930 lb·ft (1261 N·m)

Torque rise 33% 37% 47% 49%

Tier 4 Solution SCR exhaust aftertreatment

Operating weight 26,712 lb (12 116 kg) 31,510 lb (14 293 kg) 38,875 lb (17 633 kg) 43,778 lb (19 857 kg)

Width over bucket 102.4 in (2602 mm) 106.3 in (2700 mm) 119.3 in (3030 mm) 119.3 in (3030 mm)

Turning radius – outside 206.5 in (5245 mm) 226.4 in (5750 mm) 237.5 in (6.03 m) 237.5 in (6.03 m)

Length with bucket 288.0 in (7315 mm) 301.1 in (7648 mm) 309.4 in (7859 mm) 314.0 in (7976 mm)

Height to top of cab 133.7 in (3395 mm) 133.3 in (3385 mm) 135.8 in (3450 mm) 135.8 in (3450 mm)

Tire size 20.5 x 25 20.5 x 25 23.5 x 25 23.5 x 25

Travel speed* 24.0 mph (38.6 kph) 25.0 mph (40.0 kph)* 25.0 mph (40.0 kph)* 25.0 mph (40.0 kph)*

Fuel tank capacity 65 gal (246 L) 65 gal (246 L) 76 gal (288 L) 76 gal (288 L)

Fuel requirement Low sulfur diesel (does not require ultra low sulfur diesel fuel)

Biodiesel fuel rating B5 biodiesel approved

Engine oil requirement Does not require low-ash oil

621F

721F

821F

921F

Looking for product specs, customer testimonials,  
competitive comparisons, finance offers and more?  
Visit us at www.casece.com or call 866-54CASE6

NOTE: All engines meet current EPA emission regulations.

NOTE: All specifications are stated in accordance with SAE standards or recommended practices, where 
applicable.

IMPORTANT: Case Construction Equipment Inc. reserves the right to change these specifications without notice 
and without incurring any obligation relating to such change. Availability of some models and equipment builds 
vary according to the country in which the equipment is used. The illustrations and text may include optional 
equipment and accessories and may not include all standard equipment. Your Case dealer/distributor will be 
able to give you details of the products and their specifications available in your area.

©2011 CNH America LLC. All rights reserved. Case is a registered trademark of CNH America 
LLC. Any trademarks referred to herein, in association with goods and/or services of companies 
other than CNH America LLC, are the property of those respective companies. Printed in U.S.A.

Always read the operator’s manual before operating any 
equipment. Inspect equipment before using it and be sure it 
is operating properly. Follow the product safety signs and use 
any safety features provided.

Form No. CCE201112FSeriesWL                       Replaces Form No. CCE10090802

Contains 10%  
post-consumer fiber

Case construction equipment  
is biodiesel friendly.

* When equipped with optional 5-speed transmission with lock-up torque converter
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