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John Deere is a United States company that deals with farm and construction machinery. The company’s farm equipment and manufacturing department have been performing well for over a century, helping the company to emerge as the leading agricultural equipment and machinery manufacturer. The company sells tens of thousands of various machinery units per year in its ventures that are spread all over the world (Green, 2016). However, most of its operations are centralized in the US and Canada markets that do most of the designing and manufacturing as well as managerial operations. Despite being the leading agricultural equipment and machinery manufacturer and among the leading in construction machinery, the company lacks an elaborate customer support. Although the company manufactures spare parts for its products and distribute them to retailers in regions where its sales are established, the customers have to rely on independent repairers to get their machinery serviced and repaired. In order to solve this challenge, the company needs to establish servicing centers in various markets so as to bring these services closer to the people. The following section illustrates a plan to establish a service division in John Deere’s operations in the markets where its business is flourishing.

Division proposal

John Deere is inarguably the best agricultural equipment and machinery manufacturer in the world. This began close to two centuries ago when the founder, John Deere, introduced innovative equipment that greatly revolutionized the American agricultural industry. In the early 20th century, the expansion of the company operations to machinery sector created a heavy influence that led to a rise in the number of units that the company sold worldwide. Between 1960 and 1963, for example, the company sold more than 58,000 units of the 4010 tractor model alone throughout the world (Leffingwell, 2007). These high sales require services and more so due to the heavy work that these equipment are subjected to. Other than servicing, they also need repairs for the worn out parts. Unlike most standardized machinery, many of John Deere’s machinery do not have much accessibility to support the do-it-yourself repairs and maintenance that a farmer or a customer could conduct. In one scenario, for example, the company has for long been accused of locking the computer-based automation systems and controls in its electric machinery and equipment in what it refers to as a way of instilling safety measures meant to protect the customer (Long, 2009). This means that professionals from the company have to be available near the customers so as to not only improve the experience with the product but also offer assistance which, in return, could help in raising the sales.

This new division should include technicians and customer relations personnel. These people will be responsible for interacting with the customers and recording their needs which will be passed over to the technician department. The technicians, on the other hand, will be responsible for conducting repairs as well as showing the customers the basics of the products as well as the best practices. This division will be guided by a mission that will seek “to improve the customer experience by bringing services closer to the people.” This mission will enable the company to ensure that the services are readily available and are delivered on a timely basis to the customers, who include both the farmers and the different stakeholders in the construction industry. The new division will be guided by values that insist on commitment, diligence, and integrity in the services offered to the customers. As a result, this would lead to a huge rise in the number of customers for the company.

The above values and operation strategies would enable the company to differentiate itself from other competitors in the industry. The division will create multiple centers in every region of operation so as to ensure that its services are essentially available and close to the customers. Although some competitors have service and maintenance centers in their respective markets, none has been in a position to establish their operations close enough to the customers. This selective service availability is a put off to the farmers who struggle in having their machinery in operable conditions throughout the seasons. Additionally, John Deere will also ensure that there are sufficient technicians in these centers. This will ensure that the company can even avail some of its technicians to visit customers with multiple machinery so as to reduce the cost of hauling their machinery to the centers. As a result, the company will succeed in establishing closer ties with the clients as well as boosting the interactions and knowledge about the products.

Business Model

The division adopts a highly engaging and interactive customer-focused approach in its operations. As had been discussed earlier, centers will be established in multiple locations based on the available company products in the respective regions so as to increase accessibility to the services. In this case, this division is expected to start small but grow exponentially with the projected overall business growth that is expected within the company. The major target vision, however, it to increase the sales of John Deere and ensure its present in every household. In return, this will further raise the presence of the company and its performance financial-wise. 

Aligning new vision, mission, and values with the corporate

The new division’s mission statement, “to improve the customer experience by bringing services closer to the people,” aligns well with the corporate mission statement. Notably, the corporate mission seeks to “Double and Double Again the John Deere Experience of Genuine Value for Employees, Customers, and Shareholders” (Deere, Deere & Company.). In this case, the new division’s mission seeks to expand the corporate mission but with a greater emphasis on the customers. On the same note, the new vision statement seeks to increase the command that the company has worldwide in a move to further increase its presence, which is an integral of the corporate vision that seeks to make the product an integral household and industrial product line. On the other hand, the division’s values that include commitment, diligence, and integrity are a subset of the corporate values. Notably, the corporate values seek to ensure “integrity, quality, commitment, and innovation” (Deere, Deere & Company.). Although the new division does not seek to create innovations on the products, it will take part in the implementation of innovations developed at the corporate level.

Strategic Direction

John Deere’s new proposed division’s strategy revolves around gaining customer trust and fulfilling the various needs of the customers. In this case, the new division’s values, mission, and vision statements will enable the employees in the division as well as the whole company to pursue its plan of increasing customer satisfaction and raising the market share for these products. As had been stated earlier, the company’s strategy will involve a lean entry that is subject to expansion based on the company and the division’s growth. Moreover, it will take time before the customers can shift their operations from independent service centers to these new ones by the company. In the same way, it will take time before the company can gain substantial customers seeking home-based services and who have a large number of John Deere’s machinery and equipment. However, this will increase as the number of customers rises, and the services will also be expanded relative to the rising needs.
Guiding principles

The company will operate on high levels of integrity in its delivery of services. In this case, the customers will be attended on first come first served basis in cases where the demand for services overwhelms the centers’ capacity. On the same note, the company will use a well-defined pricing set so as to ensure uniform charges for the customers. These will help in maintaining high ethics within the company operations. John Deere insists on giving back to the society. As such, most of the jobs will be sourced from local industries and with other non-professional jobs being given to the community in the vicinity. The division will also ensure sustainability through adherence to environmental principles and facilitate regular servicing of the machinery so as to ensure proper performance and thus minimize environmental pollution. This will also be facilitated by replacement of filters and other parts of the machinery with advanced parts during their repair and maintenance so as to minimize oil spillage and carbon emission.
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