








‘‘lead times”” for parts at intervals
of three months. Today it is
becoming necessary to plan for nine
and 12 months lead times. This is
despite better communications and
better transport systems.

A manufacturer uses sales history of
each item to decide what parts
should be stocked, and this should
be monitored from year to year. The
most difficult task is to anticipate
parts for new models.

Another difficulty for the
manufacturer is that where
manufacturing is on a seasonally-
planned basis, it can be almost
impossible to produce a single item
at short notice. In fact, often the
manufacturer is dependent on an
outside source for the item.

The dealer

The dealer’s responsibility to stock
items can vary greatly depending on
his location and transport services
to his town. He also has to provide
staff who know the machines. A
good parts man is often the greatest
asset to a dealership.

To help overcome problems in the
supply of parts, the farmer should
examine machinery at the end of
each season’s work. Items likely to
be needed often should be kept on
hand, and with a particular
programme such as developing new
country, it may be possible to
anticipate certain breakages.

Buying parts

Dealers find too often that they are
only used by farmers to provide
their needs of ‘‘captive parts”’.
however, farmers should consider
the local dealer for all parts, as
dealers depend on sales of the
‘“‘bread and butter”’ lines. If these
prices are not competitive, naturally
you can’t buy from him, but if
genuine effort is made to be
competitive then you owe it to him
to buy from him.

If the dealer and manufacturer get
their rightful share of bread and
butter lines, eventually captive items
can be supplied at reduced prices. I
don’t think it would be improper to
say you may be surprised what a
dealer will do for you if you promise
your total support.

The figures below illustrate the
importance of bread and butter
lines. They represent three major

Manufacturer A. 80,000 active

items.

3.7% of line items generates
11.3% of line items generates
35.8% of line items generates
49.2% of line items generates

Australian manufacturers in all
facets of their business.

Another interesting figure is that in
any one year with 85 per cent of the
items, less than 20 are sold in
Australia.

These figures show that the
investment manufacturers have to
provide to supply parts is very
considerable. Dealers likewise
would carry many items which cost
money to hold but which they
should have ‘‘just in case’’.
Franchise holders should therefore
be supported so they can continue to
carry parts which are a financial
burden.

*Don Hosken and Co.
International Harvester Dealer
Three Springs

80% of sales value
15% of sales value

5% of sales value
Nil sales value

Manufacturer B. 120,000 items with
an inventory value at dealer price of
$26,000,000. Turnover is 1.5 times
the inventory, or about $40,000,000
a year.

10% of line items generates

10% of line items generates

10% of line items generates

10% of line items generates

10% of line items generates

10% of line items generates

40% of line items generates

Manufacturer C. 87,000 items
20% of line items generates
10% of line items generates
75% of line items generates

119

91.3%0f sales value
6% of sales value
2% of sales value
.5% of sales value
.15% of sales value
.05% of sales value
no movement.

80% of sales value
50% of sales value
7% of sales value
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