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RBO Cart-Away / Cart-Away Concrete 
Executive Summary 
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 RBO Cart-Away is a potential construction supply business with the opportunity to offer 

Cart-Away® concrete services. They have a location in Belton. 

 RBO Cart-Away plans to sell concrete and construction supplies to a customer base of 

contractors and do-it-yourself homeowners.  

 This analysis and demographic research is not yet a part of RBO Cart-Away’s regular 

business planning process. This special plan is intended to show the effects on the general 
business of the addition of a Cart-Away trailer-based ready mix concrete system.  

 It is the intention of RBO Cart-Away to contemplate this research to potentially begin 

selling Cart-Away concrete. 

 RBO Cart-Away sees the need for small loads of concrete and sees an opening for such a 

market in the Belton area. They feel it can be shown that a Cart-Away concrete system will 
be a profitable business and will benefit the community. 

 Development of a marketing plan to 
include such key factors as: site selection, 

yard arrangement, traffic flow, press 
releases, advertising, sales plans 

 Research and purchase the appropriate 
Cart-Away System to meet the demands 

of our marketplace 

 Development of a training plan for both 
sales and operations personnel. 

 Development of the forms, financial 
controls, purchasing standards, etc. to 

make the business run successfully 

 

Keys to Success and Critical Factors 
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The Concrete Market 

Hanley-Wood, the publisher of several concrete trade journals, uses US census data and surveys to 

create a comprehensive study of the U.S. concrete market.  Their Findings:  Total construction 
spending in the US was over $1.18 Trillion, with concrete construction work comprising 12% or 

$141 Billion.  The National Ready Mix Association report that there is over $35 Billion spent on 
ready mixed concrete and over 325 million yards of ready-mix produced annually. The production 

volume of ready-mix concrete is expected to expand by over 5% in the next four years 
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TOTAL CONSTRUCTION =  $1.18 Trillion 

TOTAL CONCRETE WORK  =  $141 Billion  

In addition to these findings, Ducker Research Institute reported sales of $539 Million in bags of 60 

and 80-pound pre-mixed concrete.  These two figures do not take in to account the millions of 

dollars spent on sand, gravel and 94# bags of Portland cement to make concrete on the job-site in 
a small mixer (estimated at approximately $526 Million). 

Studies by the Ready-mix Concrete Association indicate about 2% of ready-mix orders are for 

“short loads” of 4 yards or less. This equates to 6,500,000 yards per year at a conservative 

average sale of $130.00 per yard, or $845 Million sales per year. These three areas represent the 
ready-mix concrete market in which all of the trailer-based ready-mix companies make their 

sales. 

 
Traditional Short Load Concrete Sales = $845 Million annually 

Bagged Pre-Mix Concrete = $539 Million annually 

Sand, Gravel & Cement Sales = $526 Million annually 

TOTAL SHORT-LOAD CONCRETE SALES = $1.91 Billion 

$1.9 Billion Dollar Trailer-Based Niche 
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The Short Load MARKET 

Market 
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The target Cart-Away customer is completing a small project, which is a part of a $120 Billion-

dollar construction improvement market in the US.  These individuals are usually between 18 
and 64 and will spend over $2,000 each per year on these small projects.  These customers 
include general contractors, concrete contractors, landscapers, municipalities, remodelers, 

fencing contractors, homeowners and many more.  Anyone who needs convenient short loads, 
ready-mix concrete will be a potential customer for your trailer-based concrete.  Experience 

demonstrates that providing dependable service at a fair price is what creates a successful 
business. 

The National Association of Home Builders indicates that the small project market is growing 
rapidly. All of the demographic information points to an ever-increasing demand for 
convenience and value in supplying building materials such as concrete.  

 

Your Opportunity 

The addition of a Cart-Away trailer based 

concrete operation to your business will 
take advantage of these growing trends and 

can only mean great potential profits for 
you. Your existing customers will 

appreciate the addition of ready-mix and 
you will bring in new business from people 
who have never shopped with you before. 

Trailer based ready-mix has a 40 year 
history of high profits, great cash, and quick 

return. 

The short load market is defined as a load of concrete 

that does not meet the minimum delivery size for a 
transit-mix truck. These “short loads” are usually 

deliveries of 4 yards or less and carry high short-load 
penalties from transit-mix companies. These small 
projects are the target market for your trailer-based Cart-

Away Concrete business. Cart-Away Concrete 
customers haul the ready-mix to their job site using a 

trailer that is pulled behind their truck.  

http://concretetrailer.com/trailer-mounted/


 

 

 

The 2010 U.S. Census data can give you a benchmark to measure the customer base for Cart-Away 
Concrete. Most areas have statistical data available to help you understand the key indicators of 

success in Cart-Away Concrete. Our years of experience in this industry have given us a good feel for 
the types of markets that have succeeded in this business. Since convenience is very important to our 

customers, we examine total population within a ten, twenty, and thirty, minute drive from your 
location. We look at the percentage of the population that is within the target age bracket of 18-64. 

We check the median household income (MHI) and the number of owner occupied housing units. 
And since most concrete sales are tied to growing and dynamic communities, we check the growth 
rate for the area. Using the statistical averages from the studies mentioned, it has been determined 

that short-load concrete sales in the United States are $5.97 per capita based on current population 
statistics. 

Using Key Demographic Indicators: 

The following is a summary of 
some of the information we have 

found on your market area.  
(Complete demographic details are 

available at the end of this package.) 

 

Potential in the Belton Area: 

Your sales area population is approximately 

165,956 = $990,757  

in short-load sales a year. 
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Your specific sales area for  

Cart-Away concrete vary with the 

type of trailers that comprise your  

fleet.  The average Cart-Away   

operation services an area within a  

20-minute drive. Using mixing trailers                                              

however, will allow the sales area to  

expand beyond a 30-minute drive.  

For all of our comparisons we use the statistics 
at 20-minute drive time.  

 

The Sales Area 

 

24,939 
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366,282 
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We have included a detailed comparison report that will give you demographic information on your 
location. This is the same report used by national retail chains for their site selections. If a report is not 
available for your location, we will use regular U.S. Census data (if available). This detailed report is the 

basis of the demographic summary you see above.  

Every potential Cart-Away Concrete businessperson should examine the sales potential for their sales 
area to prepare a start up plan. Questioning existing customers will give a good indication of the 

potential acceptance of ready-mix concrete as an additional profit center for your business. The small 
contractor market is a group that is easily defined and surveyed to determine possible Cart-Away 
Concrete sales as well. Meeting with local transit-mix company dispatcher will give you a feel for the 
number of calls that they get for short-load deliveries. These individuals generally have an interest in 

finding a source for their customers who only need 1-4 yards.  

Ready-Mix concrete is produced in raw materials that are some of the most plentiful on earth. The sand, 
rock, and cement, are relatively inexpensive and produce a product that returns higher than average 
margins. Your gross margins should run between 50% and 100% depending on how you buy your raw 

materials and what other providers are retailing it for.   

Belton Market 
 

The following is a limited study of your area using the demographic detail included.  

You can use this information and combine it with your knowledge of the market to develop a start-up plan. In 

addition, included is a worksheet that you can use to prepare your own study and profit potential. 

Belton Area (within 20 min) 
 

Population                               165,956 
Growth Rate                               24.3% 
Median Household income            $56,526 
Owner occupied homes                   36,899 

Target age group                             57.5% 

Comparison 

Report 

 

Profit Margins 

 

The Market Analysis 
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We do confidential research of your local competitive marketplace 
for ready-mixed concrete suppliers. The local transit-mix companies 
will probably be your ally and send all their short-load business to 
you. We have interviewed them to find out what they are charging 
for concrete and short-load fees. We completed a search for any 
trailer-based suppliers in your area and have noted their pricing for 
a 5-sack concrete mix and the style of trailer they use. This 
information will be useful in developing your pricing, profit 
margins, and establishing the return on the investment. 
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Competitive Survey 
 

Raw 

Materials 

Short-Load Concrete in Belton: 
 

Transit-Mix Pricing 

 
 

Martin           $110.00 - 1 yard of concrete 

Marietta        $220.00 – 3 yard minimum 

Ready Mix    $100.00 - <6 yards short-load fee      

            $430.00 for one yard 

  
  

 

Trailer Ready-Mix Pricing 

 
  

            NONE FOUND 

     

Sand & Gravel    $26.75 yard 

Cement   $35.25 per batch of 5-sack (based on $150 per ton) 

Additives     $1.00 per yard 

    $63.00 Total Cost per yard of 5-sack concrete 

  

An internet search for sand and gravel suppliers was conducted to find the approximate cost of these raw 
materials in your area. We then used the national average price of cement to add up your potential cost of 
concrete raw materials. The only way to be completely accurate with these calculations is for you to negotiate 
directly with local suppliers for the best pricing. Nevertheless, these costs will help you to gauge the potential 
profits from Cart-Away Concrete in your area. 



 

 

 

Retail Price for Five-Sack 

Your cost for raw materials and labor 
 

The profit margins you require 
 

Short-load pricing from the transit-mix and site-mix suppliers 

 

Competitive pricing from other trailer-based suppliers 

 
 

 
 

 

Several factors can affect the price that you will charge your customers for the concrete. 
 
 

One of the rules of thumb for establishing the retail price for Cart-Away Concrete is to take the average 
per yard charge of the transit-mix concrete in a full load and increase it by 25 to 35%, in some areas 

even more. If transit-mix providers are charging very high short-load fees then you can charge more. Or 
if there is already some trailer based ready-mix providers in your area then you should adjust your rates 

to reflect local pricing.  
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    Average Transit-Mix Concrete: $110.00 plus 31.8%  
 

Example for Belton Area: 

     $145 per yard 

Sales projections are a part of any planning process and we will 

give you our best estimate based on population. It will be difficult 
to say exactly the amount of the short-load market that you can 

capture over the next five years, due to economic conditions and 
your marketing plans. Other Cart-Away Concrete operators are 

reaping the rewards of an excellent cash flow generator in Cart-

Away Concrete. We can give you an example of the profile 

many other operators have followed, based on similar sales areas 
and demographics. 
 

1000 yards in year 1   $145,000 Sales 

1100 yards in year 2   $159,500 Sales 

1200 yards in year 3   $174,000 Sales 

1300 yards in year 4   $188,500 Sales 

1400 yards in year 5   $203,000 Sales 



 

 

  

 
 
 
 

 

 
 
 
 
 
 
 
 
 

 
 
 
 
 

 

 

 

 

 

 

Does Cart-Away Make Sense? 

 

 

 
Annual Yards    Annual Profits    R.O.I. 
1000 yards in year 1      $82,000 Profit    $82,000 

1100 yards in year 2      $90,200 Profit  $172,200 

1200 yards in year 3      $98,400 Profit $270,600 
1300 yards in year 4    $106,600 Profit $377,200 
1400 yards in year 5    $114,800 Profit            $492,000 
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We have examined the key indicators, reviewed the competitors and demonstrated the profits 

from producing trailer-based ready-mix in your area. It is our suggestion that you seriously 
consider moving forward with your plans to start a Cart-Away Concrete business in your area.  

Return on Investment 

(ROI) 

Based on the surveys, demographics, and estimates, you should be able to establish a feel for 

how the profits from your Cart-Away Concrete business will pay for the equipment. A simple 
demonstration of annual profits, based on projected sales, shows how a Cart-Away Concrete  
system has a quick ROI. 

 
A Cart-Away Concrete start-up system with a small loading system and two rotating drum 

trailers will require an investment of approximately $67,000. A larger, but more efficient  
Cart-Away Belt Loader and rotating drum trailers will require an investment of around 

$198,000. Profits per yard from any system can be used to repay the up-front investment if you 
wish. Most operations see a return on their investment in less than 24-36 months.  

  

Your Retail Price per Yard  $145 

Your Material Cost per Yard         $63 

Your Profit per yard: $82 

 

Your Cart-Away support team will provide you with everything you will need to select the location of 
your equipment in your yard, comply with local permitting, and to prepare for the arrival of your new 

Cart-Away Concrete System. A Marketing Package will be provided, which includes advertising 
suggestions, invoice examples, concrete calculations, etc. It is our goal to see you succeed with every 

yard that you sell.  

ROI In Belton Market 



 

 

Make Money With Cart-Away Concrete? 
 

This simple worksheet will answer this question for you. Details and explanations for the questions and formulas are on the pages 

following this worksheet. 

 

How much will materials cost? 
 

Cement per 94 lb bag: $________ x 5 (average sacks per yard) =     $________(A)  

Price per ton of con-mix: $________ x 1.35 (tons per cubic yard) =  $________(C) 

              Price per cubic yard of con-mix = $ ________(B) 

                  (For price per yard vs. price per ton see “Explanations” page) 

         Average hourly wage per hour: $_______ divided by 4 =  $________(D) 

 

                Total material cost of one yard of 5-sack concrete  =  $________COST 

 

What can I expect to charge for a yard of concrete? 
  

Local transit-mix company price per yard of 5-sack mix concrete without the “short-load” fee:  $_________ (E) 

Local transit-mix company price per yard of 5-sack mix concrete with the “short-load” fee:  $________(F) 

If purchased by the pre-mixed bag of concrete, one yard would cost: 

80lb bag @  $________ per bag x 44 bags =   $________ per yard (G) 

60lb bag @  $________ per bag x 60 bags =  $________ per yard (H) 

Trailered Ready-mix competitor price per yard of 5-sack mix concrete:  $______(I) 

 

      My retail price per yard of 5-sack concrete will be: $_________RETAIL 

 

What’s my Gross Profit? 
 

        My retail price per yard of 5-sack concrete:  $__________(J) 

        Total material cost of one yard of 5-sack concrete:  $__________(K) 

 

          My gross profit per yard of concrete:  $_________ PROFIT 

 

              $________profit divided by $______retail = _______% Profit per yard. (L) 

(Actual profit margins will be higher due to “portions of a yard” that are up to 30% of total sales) 

 

Potential Trailered Ready-mix Profits. 

 
Assume 700 yards a year X $_______retail X ____% profit =  $_____________(M) 

 

Assume 1200 yards a year X $______retail X ____% profit = $_____________(M) 

 

Assume 2000 yards a year X $_______retail X ____% profit = $____________(M 

 

 

 



 

 

Explanations for Worksheet 

 
Only you truly know your marketplace. The “Can I Make Money?” worksheet acts as a “double-check” to the information we 

provide. We ask that you fill it out and see for yourself what you can accomplish in your market. 

 

How much will materials cost? 
 
Call your local suppliers of bagged cement and ask what they charge per sack, but don’t ask for a discount. You’ll receive one later 

as your buying quantity increases, but keep things conservative for your Start-Up planning by figuring high and enter the amount 

on line (A). Eventually you may have the volumes that would warrant a cement silo, which will allow you to by your cement in 

bulk, saving between 5 and 8 dollars per yard of concrete. 

 
Next call your local suppliers of pre-mixed sand and gravel. This is called con-mix or concrete-mix. This is sold in two ways: by the 

cubic yard or by the ton. Be sure to get a delivered price. If your supplier sells by the cubic yard, enter that dollar amount on line 

(B). If it is sold by the ton, which is more common, use the formula provided on line (C). 

 
Labor cost represents dollars spent for employee time that would by taken from other yard duties.  It’s also as constant as raw 

materials. With a Start-Up system figure your labor expense as one quarter of the hourly wage paid because it will take about 15 

min to complete a trailer hook-up and one-yard mixture. Enter this figure on line (D). 

 

What can I expect to charge for a yard of concrete? 
 

The first thing to do is check to see what the local transit-mix company will charge for a single yard of 
concrete. Generally there will be a “short load” fee attached to the price as most ready mix companies favor 

the larger contractors and shy away from smaller loads. But, get the price with the “short-load” fee as well 
since we’ll look at that number later. Enter this information on lines (E) and (F). 
 

If a customer went to a local handyman-store for pre-mix bags of concrete, what would they pay to mix a 
yard of concrete by hand? This is helpful and useful information when explaining why customers should buy 

from you instead of breaking their backs to mix concrete by the bag and then have to “work” it.  Also point 
out that bagged pre-mix concrete is generally post-hole mix or a 4-sack mix, which is not very strong and 

prone to cracking in flat-work.  Enter the pricing and calculations on lines (G) and (H). 
 
Do you have any competition? This is not necessarily a bad thing. Competitors cannot expect to control the entire market. (As an 

example: how many car dealerships are in your area?) Additionally, they help to educate the public to the benefits of trailer-based 

ready mix (TBRM) and this exposure helps everyone who offers this service.  If you have another TBRM location in your area log 

in their price for 5-sack concrete on line (I). 

 
National averages suggest that your price per yard should be 20-40% higher than the local transit-mix company’s price per yard. An 

easy way to look at this will be that you want your price above what they charge per yard, but below what they charge with the 

“short-load” fee.   

 

Next, you must consider your competitor’s pricing. Certainly you have competitors in your market for other goods you provide. 

Use the common sense that sets the prices of these goods to set the price of your concrete, but remember this: You will be 

providing concrete in trailers that will keep the concrete ready-to-use after traveling to the job site! This is worth a few extra 

dollars per yard and the customer will realize this after using the Rotating Drum Trailer only once! (Many operators charge an 

extra $20 per yard or more for the convenience of a rotating drum.)   

 

With the information from these surveys, you can now establish a projected retail price that you will charge for a yard of five-sack 

concrete.  Most operators get nearly double the cost of materials, so you can also use your costs to check your projected retail 

pricing.  Enter your retail price for a yard of 5-sack concrete on line (J). 

 



 

 

What’s my Gross Profit? 
 

It seems easy to figure this, but keep in mind that not only will you sell full yards but you will also sell portions of one yard. Pricing 

of the quarter yard increments is more than just that portion of the full yard price so your profits will increase as you sell portions of 

a yard.  Your Cart-Away sales representative can help you establish the retail sales price for 3/4, 1/2 and 1/4-yard portions.  But, 

for the sake of this worksheet use the formula provided for a conservative estimate. Transfer your total material costs to line (K) 

and subtract it from the retail price per yard on line J, which calculates your profit per yard.  Take your profit per yard and divided 

it by you retail price to find the percentage of profit you will gain on each yard. (see line L.) 

 

How much Profit can I make? 
 

The amount of money you can make is dictated by the total yards of concrete that you sell.  These sales totals 
very based on population in your area along with the type of trailers you use to service that market. With the 

effective range of the Rotating Drum Trailer at approximately 20 miles, you can expect to draw business 

from a wide area.  The average TBRM operation will sell around 1200 yards of concrete every year.  Use the 
following three annual sales assumptions to give you an idea of what profits you could expect from your 

concrete business.  Calculate your yearly profits if your sales are 700, 1200 or 2000 yards per year on line 
(L’s) 
 

 

 
 

 

 
 

 

 
 

Cart-Away Concrete Systems. Inc.  1405 NE Alpha Dr.  McMinnville, OR.  97128 

1-800-909-9809     www.cart-away.com 


