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Abstract 

This study focuses on the cost analysis of tractor dealerships with special reference to 

Shivaraj Tractor. The research examines various cost components involved in the dealership 

business such as purchasing cost, transportation, employee salaries, maintenance, marketing, 

inventory management, and operational expenses. The study also analyzes sales performance, 

profit margins, customer demand, and financial efficiency of the dealership. The objective of 

the study is to understand the factors affecting dealership profitability and to identify methods 

for improving operational efficiency and reducing unnecessary expenses. The research is 

based on both primary and secondary data collected through interviews, observations, and 

company records. The findings reveal that effective inventory management, customer service, 

and cost control play a significant role in improving dealer profitability and business 

sustainability. 
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I. INTRODUCTION 

Agriculture is considered the backbone of 

the Indian economy, and mechanization has 

become an essential factor in improving 

agricultural productivity. Tractors play a 

vital role in modern farming activities by 

reducing manual labor and increasing 

efficiency. As the demand for agricultural 

machinery increases, tractor dealerships 

have become an important part of the 

agricultural supply chain. Tractor dealers act 

as intermediaries between manufacturers 

and farmers by providing sales, servicing, 

spare parts, and financial assistance. 

However, maintaining a successful 

dealership requires effective cost 

management and financial planning. The 

profitability of a tractor dealership depends 

on several factors such as operating 

expenses, transportation charges, inventory 

costs, employee wages, marketing expenses, 

and customer satisfaction. Shivaraj Tractor 

is one such dealership involved in the sale 

and servicing of tractors and agricultural 

equipment. This study aims to analyze the 

various costs associated with the dealership 

and evaluate the financial performance of 

the organization. The study also helps in 

understanding the challenges faced by 

tractor dealers and identifies strategies to 

improve profitability, operational efficiency, 

and customer relationship management in a 

competitive agricultural machinery market. 

Research Objective: 

➢ To identify the major components of 

operational costs such as employee 

salaries, transportation charges, 

maintenance expenses, electricity, 

marketing, and administrative costs 

involved in the dealership business.  

➢ To analyze the relationship between 

dealership expenses and profitability in 

order to understand how cost 
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management affects overall business 

performance.  

➢ To study the sales performance of 

tractors and agricultural equipment 

during different seasons and examine 

the impact of market demand on 

dealership revenue.  

➢ To evaluate inventory management 

practices followed by Shivaraj Tractor 

and determine their effectiveness in 

reducing stock holding costs and 

improving operational efficiency.  

➢ To examine customer satisfaction 

levels regarding tractor sales, servicing 

facilities, spare parts availability, and 

after-sales support provided by the 

dealership.  

➢ To study the role of marketing 

strategies and promotional activities in 

increasing customer awareness and 

improving sales performance.  

➢ To identify the financial challenges and 

risks faced by the dealership in 

managing operational expenses and 

maintaining profitability.  

➢ To assess the effectiveness of employee 

management and workforce 

productivity in dealership operations.  

➢ To suggest suitable measures and 

strategies for reducing unnecessary 

expenses, improving cost efficiency, 

and increasing profit margins.  

➢ To understand the importance of 

effective financial planning and 

resource utilization in achieving long-

term sustainability and growth of the 

dealership business.  

Research Methodology:  

➢ The study is based on a descriptive 

research design to analyze the cost 

structure and operational performance 

of Shivaraj Tractor dealership.  

➢ The research is analytical and empirical 

in nature as it involves collection and 

interpretation of financial and 

operational data.  

➢ Both primary and secondary data were 

used for conducting the study.  

➢ Primary data was collected through 

personal interviews with employees, 

management staff, and customers of the 

dealership.  

➢ Customer opinions and feedback 

regarding sales and servicing activities 

were also collected during the research.  

➢ Direct observation method was used to 

understand the day-to-day operational 

activities of the dealership.  

➢ Secondary data was collected from 

company records, financial statements, 

books, journals, websites, and industry 

reports.  

➢ Convenience sampling method was 

adopted for selecting respondents for 

the study.  

➢ A total sample size of 50 respondents 

was selected, including customers, 

employees, and management staff.  

➢ The area of study was limited to 

Shivaraj Tractor dealership and its 

business operations.  

➢ The duration of the study was three 

months during which all necessary data 

was collected and analyzed.  

➢ The collected data was organized 

systematically using tables and 

classification methods.  

➢ Statistical tools such as percentage 

analysis, bar graphs, pie charts, and 

comparative analysis were used for 

data interpretation.  

➢ The methodology helped in identifying 

operational costs, profitability, 

customer satisfaction, and sales 

performance of the dealership.  

➢ The study also focused on 

understanding the relationship between 

dealership expenses and financial 

efficiency.  

➢ Certain limitations were faced during 

the study due to limited time, restricted 

financial information, and possible 

respondent bias.  

II. REVIEW OF LITERATURE 

Several researchers and scholars have 

studied the importance of cost management, 

operational efficiency, and customer 

satisfaction in dealership businesses. 

Previous studies indicate that effective cost 

control plays a major role in improving the 
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profitability and long-term sustainability of 

automobile and tractor dealerships. 

Researchers have observed that operational 

expenses such as employee salaries, 

transportation charges, maintenance costs, 

inventory holding costs, and marketing 

expenses significantly influence overall 

financial performance. Studies also 

highlight that proper inventory management 

helps dealerships reduce unnecessary stock 

costs and improve working capital 

utilization. 

Many authors have emphasized that 

customer satisfaction and after-sales service 

are important factors that affect customer 

loyalty and sales growth in tractor 

dealerships. Efficient servicing facilities, 

spare parts availability, and quick customer 

support help dealerships maintain a 

competitive advantage in the market. 

Research studies related to agricultural 

machinery businesses also reveal that 

seasonal demand and agricultural conditions 

directly impact tractor sales and dealership 

revenue. 

According to earlier literature, technological 

advancements, digital marketing, and 

financial planning have helped dealerships 

improve operational efficiency and increase 

profitability. Researchers further state that 

employee productivity and effective 

management practices contribute to better 

business performance. The existing 

literature provides valuable information 

regarding dealership cost analysis and forms 

a strong foundation for studying the 

financial and operational performance of 

Shivaraj Tractor dealership. 

III. DATA ANALYSIS & 

INFERENCES 

 

Interpretation 

The above pie chart represents the 

distribution of operating expenses of 

Shivaraj Tractor dealership. It is observed 

that employee salaries account for the 

highest share of expenses at 30%, followed 

by inventory management costs at 25%. 

Transportation expenses contribute 18% of 

the total operational cost, while marketing 

and maintenance expenses account for 12% 

and 10% respectively. Miscellaneous 

expenses form the smallest portion with 5%. 

The analysis indicates that human resource 

management and inventory handling are the 

major cost-consuming areas of the 

dealership. Therefore, effective cost control 

and efficient inventory management can 

help improve the profitability and 

operational efficiency of the dealership. 

 

Interpretation 

The above bar graph represents the monthly 

tractor sales performance of Shivaraj 

Tractor dealership from January to June. 

The analysis shows that tractor sales 
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gradually increased from 18 units in January 

to 28 units in March. A slight decrease in 

sales was observed in April with 24 tractors 

sold. The highest sales were recorded in 

May with 32 tractors due to increased 

agricultural activities and seasonal farming 

demand. In June, sales slightly decreased to 

26 units. Overall, the graph indicates that 

tractor sales are strongly influenced by 

seasonal agricultural requirements and 

market demand. Effective sales strategies 

during peak seasons can help the dealership 

increase revenue and profitability. 

 

Interpretation 

The above pie chart represents the customer 

satisfaction levels of Shivaraj Tractor 

dealership. The analysis shows that 40% of 

customers are highly satisfied and 35% are 

satisfied with the dealership’s products and 

services. Around 15% of customers 

expressed a neutral opinion, while only 7% 

and 3% of customers were dissatisfied and 

highly dissatisfied respectively. The 

findings indicate that the dealership has 

maintained a good relationship with 

customers through effective sales support, 

servicing facilities, and after-sales service. 

High customer satisfaction reflects the 

dealership’s strong service quality and 

contributes positively to customer loyalty, 

business reputation, and future sales growth. 

 

Interpretation 

The above bar graph represents the 

profitability analysis of Shivaraj Tractor 

dealership. The graph shows that the total 

sales revenue is considered as 100%, out of 

which 70% is spent on operational expenses 

such as employee salaries, inventory 

management, transportation, maintenance, 

and marketing activities. After deducting 

these expenses, the dealership earns a net 

profit of 30%. The analysis indicates that 

operational costs consume a major portion 

of the revenue, affecting overall profitability. 

Proper cost control measures, efficient 

resource utilization, and better financial 

management can help the dealership reduce 

expenses and improve profit margins in the 

future. 

IV. FINDINGS 

➢ Employee salaries constitute the 

highest operational expense of the 

dealership. 

➢ Inventory management costs occupy a 

significant share of total business 

expenditure. 

➢ Transportation and maintenance 

expenses directly affect dealership 

profitability. 

➢ Tractor sales increase during peak 

agricultural seasons due to higher 

farming activities. 

➢ The highest sales performance was 

observed during the month of May. 

➢ Customer satisfaction levels are high 

because of effective after-sales service 

and customer support. 
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➢ Most customers are satisfied with the 

quality of tractors and servicing 

facilities provided by the dealership. 

➢ Marketing and promotional activities 

help in increasing customer awareness 

and sales performance. 

➢ Operational expenses consume a major 

portion of the dealership revenue. 

➢ The dealership maintains a moderate 

net profit margin after meeting 

operational costs. 

➢ Proper inventory control helps in 

reducing unnecessary storage and stock 

maintenance costs. 

➢ Efficient employee management 

contributes to better operational 

performance. 

➢ Seasonal demand has a strong influence 

on tractor sales and dealership income. 

➢ Effective financial planning and cost 

control can improve profitability and 

long-term business sustainability. 

➢ Customer relationship management 

plays an important role in retaining 

existing customers and attracting new 

customers. 

➢ Adoption of better cost management 

strategies can help the dealership 

improve overall efficiency and 

financial performance. 

V. CONCLUSION 

The study on cost analysis of Shivaraj 

Tractor dealership reveals that effective cost 

management plays a significant role in 

improving the profitability and operational 

efficiency of the business. The dealership 

incurs major expenses in areas such as 

employee salaries, inventory management, 

transportation, and maintenance. The 

analysis also indicates that tractor sales are 

highly influenced by seasonal agricultural 

demand. Customer satisfaction levels are 

comparatively high due to quality products, 

efficient servicing, and strong after-sales 

support provided by the dealership. 

Although the dealership maintains a 

reasonable profit margin, operational 

expenses consume a large portion of 

revenue. Therefore, adopting proper 

financial planning, inventory control, and 

cost reduction strategies can help improve 

profitability and ensure long-term business 

sustainability. Overall, the study highlights 

the importance of efficient resource 

utilization and customer relationship 

management in achieving business growth 

and competitive advantage in the tractor 

dealership industry. 

➢ Cost analysis is essential for improving 

dealership profitability and operational 

performance. 

➢ Employee salaries and inventory 

management are the major operational 

expenses. 

➢ Seasonal agricultural demand strongly 

affects tractor sales performance. 

➢ Customer satisfaction is high due to 

effective sales and after-sales services. 

➢ Operational expenses consume a 

significant portion of dealership 

revenue. 

➢ Proper inventory management helps 

reduce unnecessary costs and improve 

efficiency. 

➢ Marketing activities contribute 

positively to customer awareness and 

sales growth. 

➢ Effective financial planning can 

increase profit margins and business 

sustainability. 

➢ Better cost control measures can 

improve the overall financial 

performance of the dealership. 

➢ Customer relationship management is 

important for maintaining customer 

loyalty and business reputation. 

VI.  FUTURE SCOPE 

The future scope of studying cost analysis 

of a tractor dealer with special reference to 

Shivaraj Tractor is significant because 

tractor dealerships operate in a competitive 

market where pricing, operating expenses, 

inventory costs, financing, and after-sales 

services directly influence profitability. 

Future studies can examine the changes in 

fixed costs, variable costs, administrative 

expenses, selling expenses, and service-

related costs to identify areas where better 
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cost control can improve the dealer’s 

financial performance. 

The growing adoption of digital 

technologies and data analytics provides 

opportunities for improving cost 

management in tractor dealerships. Shivaraj 

Tractor can use digital accounting systems, 

inventory management software, and 

analytical tools to monitor expenses, stock 

levels, sales performance, and customer 

service costs in real time. Future research 

can evaluate how technology-based cost 

monitoring can reduce unnecessary 

expenditure and improve operational 

efficiency. 

Another important area for future research is 

inventory and spare-parts cost management. 

Tractor dealerships need to maintain 

adequate stocks of tractors, spare parts, and 

accessories while avoiding excessive 

inventory holding costs. Future studies can 

analyze inventory turnover, storage 

expenses, transportation costs, and demand 

forecasting practices. Improved inventory 

planning can help reduce working capital 

requirements while ensuring timely 

availability of products and spare parts. 

Future studies can also examine the impact 

of changing customer preferences, 

government policies, agricultural conditions, 

financing schemes, and tractor demand on 

dealership costs and profitability. Seasonal 

variations in agricultural activities can 

significantly influence tractor sales. 

Analyzing sales patterns and cost behaviour 

across different seasons can help the 

dealership develop better pricing, 

promotional, and resource-allocation 

strategies. 

Finally, future research can conduct a 

comparative cost and profitability analysis 

of Shivaraj Tractor with other tractor 

dealerships. Factors such as purchase costs, 

dealership margins, operating expenses, 

after-sales service costs, employee expenses, 

financing arrangements, and sales volume 

can be compared to identify areas of 

competitive advantage. Such studies can 

help the dealership improve cost efficiency, 

strengthen profitability, enhance customer 

service, and achieve sustainable growth in 

the agricultural machinery market. 
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