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Listen to your customers, stick to a

sound business plan and resist the

temptation to take shortcuts are three of the keys to success as Toni Nugent
found out when talking with AGR Science and Technology's Gregg Chapple.

istening to customers’ needs
i and why they were not being
' met by existing products led
AGR Science and Technology to develop
a cost-effective and safe non-protein
nitrogen stock feed supplement.

Ta ensure their product weould have a clear
markset advanlage, the company cemed out

b over 12 months to
Investigate the existing potantially competitive:
products in the stockicod industny.

erlensive res

Grogg Chapple, Genardl Manager of AGR

Sujence antd Technology believes goad

mdtke! resesrch 5 a key component to
establizhing & sound business, "Seizing the
opportunity and baing able to e gapin he

marketplace and meol consumers’ needs 15
vitally important] he says,

Do not start whal you cannol Tinsh The
financial and human resources must be In
place 1o soe the project through, even if it
takess fonger and cosls more than ariginally
budgeled lon Almost over the try line does
nol count”

Capture the necessary skills

Carcagge believes slenng (5 one of the most
imporlanl skills necessary when developing
and implementing any business.,

“We have produced what the customaors
idenlifiad Ihey needed, rather than a product
we [hought they should be buying simply
because we had produced it Gregy says

“Internal soientific
skills were the key
during the tachnology
development phase o lhe

Mew Indusliics
Developmenl Proyrarime
(NIDIT joinit-Tunded
commencialisation phase, it
was a matter of project managing a fimeline
and budget. Good accounting and
administration were mportan] and conlinue
1o be so now’

[he required skills do nol always esist within
a husiness al The oulsel and (o develop and
implemenl a business plan entreprensurs
gy nead o venture oulside Their sasting
resources lo caplure the skills required,

In [he case of AGR, they have drawn on skills



both internally and exlemally, through
existing Industry nelworks, and placed a
greaf deal of imporlance on building a team
ol qualily pgople with the all the necessary
skills,

Raising capital

AGR oblained a Filot Commercdalisahon
Froject (PCE) grant from Ihe NIDP to the
value et $100,000 during 2004705, This
tunding was used in the commercialisation
phase of the project far rescarch and
developmenl, conslruction of a pilot plant,
producl commercialisation, new laclory
facilities and sourcing lhe necessary skills:

With the cxcoption of lhe NIDP fundirig
used, [he two AGR sharcholders have
funded the project from [heir own pockets to
a level .of morg than $400,000,

A bBusiness plan was developed and provided
Iy shareholders and the company’s progress
was tracked agans! [he plan, Confidence in
ther project was bullt on AGIR hitting [hee
milestones identificd in the plan.

Gregy says looking back, [hey would not
have done much differently with the
exceplion of sourcing vital governmenl
funding earicr, which could have helped
them to reach their objeclives mare quickly.

AGR have achirved everything they set oul
(o achieve and more. "W are proud of the
fact the AGR leam has delivered a cost-
ellective product that will significanlly
henefit the stock feed mdustey aod primary
producers from home-grown technology!
Eragn says,

AGR are confident they have salisliad their
customers’ needs and ther mange of
praducts is filling the nesds their market
research initially identificd.

NIDP funding allowed AGR to construct a
pllot plant for product development (left).
After identifying a gap in the market, AGR
relied on skilled scientific resources to
develop a product which meets market
needs (right).

“We have achicved this lirough our team of

good people internally, engaging excellent
professional advisers and good custamer
suppaort for our efforts!

Common challenges

All businesses face challenges during the
initial developmenl stages,

"Knowing whal level of production to gear
up for and deciding on the best moute to

market were [he key challenges AGR taced

when eslablishing market share in the
slockleed industry Gregy says.

AGR have not relied on any one person's
pradictions when trying ko meel these

challenges. 1hey have cross-referenced the

input of customers, distributors, rarketing
lgucar':';a'u'lr‘u.‘l and nutrition|sts.

Nt the cnd of The day we made a judgomenl

call based on collective feedback thal has
provest lo be reasonably aceurale!

fo not stop ance he
sfully established in [he
indrkel place. Gregg
addressing the queslion of ‘where to from
hera’’ Do they licence a 'blg brother' or go
It alone building & strong relationship wilh
their supply chan? Either way Gregg and
his
the options belore reaching a decision. B

Thiez clhialleng
business s s
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www.agrst.com.au

says AGR are currently

wisiness partners will carctully weigh up
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