
 

OBJECTIVE 
 

1. Increasing the number of C0 (25% out of 41.6%) customers initially. 

3. Increasing the tele-calling efficiency (5%) 

2. Increasing number of actual customers getting service done in dealership (41.6%). 

Please note: This slide talks about the possible solution for the 1st objective. Every point is  

Inter-related, but finding a solution individually is more important. 

Category In Percentage In figure 

Out of warranty customer (C0) 10.4% 263 

In warranty customer (C1,C2,C3) 31.2% 789 

Market Share (in Bharatpur) 41.6% 1052 

2. Converting C0 customers to C1,C2,C3 (75% out of 41.6%) customers. 

The focus point here is to attract the C0 customers to the dealership. Through analysis we can     

see that the number of customers visiting the dealership after the warranty has expired is 10.4%.  



Scheme-1 

While advertising of this scheme, coupons can be given to the farmers. They can bring it while 

coming to the dealership and would get the following benefits. 

If your tractor is within the range of 0 to 12 

months old i.e. the date of installation is upto 

(Max) one year back, then you are given: 

1. Additional 4 months warranty  from 12th 

month onwards. This means that when you 

show the coupon, your warranty issues will 

be claimed by the company. The warranty 

period hence becomes 16 months 

(Excluding electrical parts and non warranty 

parts) 

2. 50% discount on labour for 4 coupons. You 

get only one coupon at a time. Once you 

visit the dealership, you get the next 

coupon. 

3. 3% discount on TGO for 4 months. 

4. 5% discount on TGP for 4 months. 

1. The quality of service given 

by dealership mechanic 

increases.  

2. The number of checks and 

quality procedures the 

mechanic does will be 

completely monitored. 

3. Customer satisfaction will 

be focused on.  

 

Next page will give you insight 

about this coupon.  

Coupon 1 Coupon 2 




