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Company Description:
Since opening its first John Deere 
store in Fishers, Indiana, Reynolds 
Farm Equipment, Inc., has 
consistently offered the best John 
Deere products and backed them 
up with quality service. This 
family-owned-and-operated, 
full-service dealership is  
a top provider of John Deere 
equipment and products, and it has 
built an excellent reputation for 
giving thousands of customers in 
central Indiana personal, quality 
service. The popular dealership  
offers John Deere Tractors, John 
Deere Farm Equipment, John Deere 
Agricultural Equipment, John Deere 
Commercial Worksite Equipment, 
John Deere Golf and Turf 
Equipment, John Deere Lawn and 
Garden Equipment, John Deere 
New Parts, John Deere Used Parts, 
and John Deere Tractor Parts.

Objectives: 
Boost sales and improve •	
productivity by providing sales 
team with the ability to create 
sales quotes and orders in real 
time while out in the field.

Increase efficiencies by •	
eliminating wasted time spent 
driving to and from the office 
after a sales call.

Provide anytime, anywhere access •	
to the John Deere online sales 
tools, including email, order and 
inventory systems, GPS mapping 
software, and more.

In central Indiana, the powerful duo of John Deere and Reynolds Farm Equipment is a local 

favorite among commercial farmers, outdoor enthusiasts, and backyard gardeners. An  

authorized John Deere dealership, Reynolds Farm Equipment has been offering John Deere 

equipment since 1955. Personal, high-quality service is a hallmark at this family-owned business. 

The company wanted to continue to polish that image by adopting a mobile environment that 

would allow the sales teams to respond more quickly to its busy, hard-working customers.  

Objective.

The Reynolds commercial and agriculture sales teams travel as many as 50 miles to visit and 

service their customers throughout central Indiana. The teams found that they were  

handicapped while at a customer site because they didn’t have access to the resource-rich  

John Deere intranet. The inability to access critical John Deere information such as prices, 

inventory, parts, and more while on the road was causing the sales reps to make multiple trips 

between customer sites and the home office where they had Internet access. 

The time spent traveling to and from the customer site was eating into the sales reps’ 

productivity—and slowing the sales process. Reynolds realized that if they gave the sales team 

wireless, real-time access to the John Deere online sales tools, the team could respond more 

quickly to their customers.

Solution.

Reynolds equipped its commercial and agriculture reps and the service team with notebooks 

and Verizon Wireless Mobile Broadband PC Cards, which now allows them to connect to the  

Verizon Wireless Mobile Broadband network and download complex files and large email 

attachments at typical speeds of 400 to 700 Kbps, capable of reaching speeds up to 2 Mbps.  

The sales teams rely on Verizon Wireless Mobile Broadband service to connect to the robust John 

Deere sales and service intranet. This dealer resource provides the sales people with pricing, 

product information, inventory, and other critical John Deere information. 

“The John Deere intranet has sales manuals, technical info, and quote features that help me build 

a quote for customers,” says Craig Black, agriculture sales representative for Reynolds.  “I can also 

order parts and check on the status of orders while out in the field.”

Having access to this valuable information is helping the sales team be much more effective and 

respond more quickly to customers. “We are finding that we get less and less time with customers,” 

says Lee Standeford, commercial sales representative at Reynolds. “Being able to provide the 

information customers need and deliver this type of customer service in the field  has been a big 

plus for us.” 
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Results.

With Verizon Wireless Mobile Broadband service and the Mobile Broadband PC Card, the sales 

reps can use their notebooks to research prices, check inventory supplies, and send email in real 

time throughout the work day. Having this information at their fingertips while they are at the 

customer’s site is helping the Reynolds sales teams close sales more quickly, deliver better 

customer service, and potentially increase revenue.

The Reynolds sales team has eliminated a lot of wasted downtime spent traveling to and  from 

the office; they had spent from 20 minutes to as much as two hours driving to the office  

to connect to the John Deere intranet. Now that they can access the John Deere resources  

while they are on the road or at a customer site, the sales calls are much more effective  

and successful.

“Being able to get back to the customers immediately is much better than losing valuable time 

at the office,” says Black. “In the past, sometimes we would make multiple trips back to the office 

to revise quotes and get all the information we needed for the customer. Having the ability to 

download data while on the road is a big advantage for us.”

With more quality time available in the work day, sales reps are making two to three more sales 

calls on average. Black has seen his annual sales increase since receiving the wireless notebooks.  

The increase in sales cannot be completely attributed to having wireless access to the John Deere 

tools, but wireless access has delivered multiple benefits.

The wireless-enabled notebooks and the mobile applications help the sales team decrease the 

sales cycle. The team enters meetings better prepared to meet customers’ needs, and they can 

respond to questions while they are at the customer’s site.

“Before it was harder piecing all the information together,” says Black. “Now when customers 

request changes to quotes, I can respond quickly and give them a more competitive quote.”

This type of customer service is helping Reynolds maintain its competitive edge. “The quicker 

you can respond to customers and get quotes back to them the better,” says Standeford. “If you 

don’t give them the information and service they need quickly, someone else will.”

For the sales team, wireless access has improved their overall productivity. Now they can work  

on other projects when they are not in the office or on a sales call. Black says completing  

sales and marketing tasks from home or while traveling is much easier now that he has  

Mobile Broadband service.

Giving the sales teams wireless access is delivering incredible value to Reynolds Farm Equipment. 

This innovative technology is helping Reynolds increase sales and improve customer service, 

without losing the personal touch that makes the business a local favorite. For the sales team, 

wireless connectivity makes the work day better. Says Black, “Things just fall into place a little 

easier when you have the flexibility to be mobile and wrap up your work while out on the road.”

Speeds require an EV-DO Rev. A-capable device. When using an EV-DO device that is not Rev. A-capable, you can expect download speeds of 400 to 700 Kbps and upload speeds of 60 
to 80 Kbps. Mobile Broadband speed claims based on our network tests with 5 MB FTP data files, without compression. Mobile Broadband is available to more than 240 million people 
in 248 major metropolitan areas and 232 primary airports in the United States. 

Network details & coverage maps at vzw.com. © 2009 Verizon Wireless. All company names, trademarks, logos, and copyrights not property of Verizon Wireless are property of their 
respective owners. All rights reserved.   

Solution:
The Verizon Wireless EV-DO-•	
based CDMA network (Mobile 
Broadband) provides the sales 
team with the fast data 
connection needed to create 
competitive quotes, place sales 
orders, and view inventory in 
real time while at customer sites.

The commercial and agriculture •	
sales teams rely on notebooks  
with wireless PC Cards that 
allow them to connect to the 
Mobile Broadband network.

Results: 
Sales reps eliminated 20 minutes •	
to two hours driving time.

Sales reps can make two to three •	
more sales calls to customers.

Sales reps can provide quotes •	
more quickly to customers, 
potentially increasing sales.

Sales reps have access to prices, •	
inventory, and other 
information that customers 
request out in the field.

Sales reps can provide accurate •	
quotes more quickly, blocking  
out competition.

Sales team can be more •	
productive while away from  
the office.
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