
AGCO Link - Actively 
managing our dealers 
to get closer to our end 
customers
Aftersales & Services



A COMPANY WITH A CLEAR VISION
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High-tech solutions
for farmers  
feeding the world     

Profitable growth through
superior customer service, 
innovation, quality 
and commitment



AGCO
At a Glance

Emerging Markets 
Investing in developing markets.

4,200 Dealers

Global Farming Solutions
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End Customers
What drives their satisfaction

1 (not satisfied) – 10 (very satisfied): = Score 1 to 5 = Score 6 to 7 = Score 8 to 10 = Not Specified

Overall satisfaction dealers’ services

Easiness to reach the right contact

Quality of repair

Mechanics’ skills

Opening hours of the dealership

Adjust opening hours during harvest

Availability to solve problems on phone

Involvement to fulfill customer needs

Responsiveness in case of breakdown

Time needed to get an ordered part

Information on schedule of an order or repair

Promptness of diagnosis in case of breakdown

Time needed to get machine repaired

Follow-up after repair

Parts quantity stocked at dealership

10% 20% 30% 40% 50% 60% 70% 80% 90%0% 100%

6% 25% 67%

7% 15% 75%

6% 15% 71%

5% 15% 74%

8% 18% 71%

10% 17% 66%

8% 19% 67%

8% 23% 66%

9% 18% 66%

9% 23% 63%

8% 27% 59%

10% 21% 61%

13% 27% 50%

18% 22% 48%

19% 26% 49%



Dealers
What drives their satisfaction
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Parts Availability

Pricing Policies

Parts Delivery

Parts Catalogue

Order Processing Support

Parts Product Quality

Parts Return Program

Parts Marketing Support

Condition of Shipments Received

Technical Support

Parts Representative

Parts Bulletins

Support for Business with Reman Parts

Direct Ship Program

2017 Carlisle Dealers Parts Managers Satisfaction Survey – AGCO results

Parts Availability



Happy Dealers = Happy Customers ?
When looking at Parts Availability & Parts Delivery satisfaction show negative correlation
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2017 Carlisle Dealers Parts Managers Satisfaction Survey – AGCO results correlated to 2017 End Customers Satisfaction Survey

Dealers Satisfaction

Dealers Satisfaction
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Fill Measurement
The marginal contribution of additional fill for each additional million $ of Inventory is much greater if that 
inventory is invested in dealer stock
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AGCO W/H
Parts Fill ~ 98%

AGCO Dealers
Parts Fill ~ 65%

Non Moving 24 
Months
40,8%

1 hit in 24 
months
9,9%

2 hits in 24 
months
6,1%

3 hits in 24 
months
4,7%

4 hits in 24 
months
3,7%

> 4 hits in 24 
months
34,9%

Average
 On average 40.8% of the AGCO dealers 

inventory did not move during last 24 months 
 Another 24.4% of dealer inventory moved 

between 1 and 4 times in the past 2 years

Avg. Dealer ᴓ 
Inventory 

Profile 
[24 Month 
Horizon]

EXAMPLE: x dealer Inventory (24 Months)

 For this dealer 
50.9 % of 
inventory was 
not moving 
during last 24 
months



AGCO Link
How to Link End Customers 
Loyalty, Business & Best 
Experience

AGCO Dealer

AGCO Parts

AGCO End 
Customer

Online 
Retailers

Other 
Dealers

Independent 
Workshops

Independent 
Aftermarket Suppliers

98% Fill from AGCO to 
Dealers. There is very little 

marginal contribution to 
each additional M$ of 

investment
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Parts Availability is by far the top 
End Customer Satisfaction Driver 
Negative correlation has been found 
between Dealers & End Customer 
Satisfaction for Parts Availability

1

75% of Parts sold by 
AGCO are competitive, 
i.e. can be found 
elsewhere in the Aftersales 
Market
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65% Fill provided by dealers to End 
Customer. It is estimated that one 
third of unsatisfied demand (11.2% 

overall) is lost, i.e. customers will 
find other supply sources

3
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• Automatic & reliable Data Exchange 
between Dealer Management Systems and 
AGCO, daily monitored

• Fully automated processes avoiding any 
useless manual intervention

• Set with advanced Forecasting, Inventory 
Planning & Replenishment algorithms

• Able to set parametrization to specific 
needs of each individual dealer outlet 

• Translated into 13 languages
• Leveraging on a enormous dealers & 

AGCO data base
• Providing advanced Parts Finder feature
• integrating Machine Parc information into 

Inventory Planning
• Allowing dealers to get access to 

Recommended Stocking Lists
for specific models

• Offering additional functionalities such as 
Warranty Claim Automation

• Expandable to additional features as 
required by dealers

• A truly global tool, adopted by 550 dealers 
in Europe, 1100 world wide

• Fully Integrated with 30 different Dealer 
Management Systems

• Leveraging a knowledge sharing of AGCO 
Master Data, Engineering information, and 
900 dealers data daily interfaced

• Dealers reported on average a 3 hours 
saving for their replenishment process

• Obsolescence reduction by 8% on 
average by participating dealers

• 7% Customer Fill increase
(from 68%to 75%)

• Allowing better & more proactive AGCO 
stocking

• Initially scoped as an Aftersales Inventory 
Planning Solution for Dealers & 
Distributors

• Based on 6 years of development work 
and more than 10M$ investment

• Developed by Barkawi, a top Supply Chain 
Consulting company

• Completely free of charge for AGCO 
dealers & distributors

• Protecting AGCO & Dealers data 
confidentiality through a NDAs

• A team of AGCO planners, who are 
individually dedicated to each dealer outlet 
and apply specific & tailored inventory 
planning strategies 



2012-17 Growth
From a Regional Pilot 
to a Global Implementation

2012

• Warranty Claim Automation; New 
Product Introduction; Prototypes for 
Service Scheduling; End Customer 
Marketing Campaigns

2015/16 2017

2013/14
• Piloted through 65 dealers 

in Germany & France
• Parts Finder; Installed Base 

Planning

• Designed & developed with Barkawi
• Connecting dealers & AGCO systems
• Dealers Inventory Planning automation

• Integrated with AGCO Salesforce 
for  Immobilized Machines 
Resolution & Central Inventory 
Planning System

• Roll Out to 550 dealers, 25 DMS, 
70% EME coverage

Improved Fill (from 68 to 75%), 
Recovery of Lost Sales (+9%), 

Obsolescence Reduction (- 8 %)

Dealers processes are automated & 
integrated with AGCO systems 
(3h/w time saving per dealer)

Dealers
Benefits

Visibility on PoS data to enable 
further improvements on End 

Customer Experience

Additional sales on competitive 
parts (+9.1%); improved dealers 

loyalty
AGCO

Benefits

Added Values for AGCO & Dealers



2012-17 Growth
Core functionalities

Forecasting & Inventory Planning Parts Finder

Machines Stocking Warranty Claim Automation KPI Dashboard

...in progress / under testing:     Installed Base Management       Workshop Scheduling & Technicians Management

End Customer Marketing Campaigns       Rectification Program       Other Suppliers  Integration       DCX DMS Integration



202204 53 50 42 40 22 9 6 2 1

2012-17 Growth
Connecting more than 1000 
dealers to AGCO globally

1 250* 20*180* 3*

EME NA SA APA

Global

≈1.100

*For NA, SA and APA Connection has just started and it is in progress
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AGCO Core Sales (All dealers) Retail Sales (MDI Dealers)
2012-17 Growth
Germany

Notes: Coverage refers to connected DMS (and version) coverage; AGCO Sales only on Core products; Dealers Retail Sales only on Link connected dealers valued  at dealer 
CoS; Inventory values at Dealer Cost; Acceptance calculated at line level

• Live since 2013

• 8 DMS connected

• 161 dealer outlets connected

• Opportunity for further Full Roll Out

Dealers Inventory improvement

AGCO & Dealer Sales

Market 
Coverage

86%

XxxM$

• 75.9% acceptance of Link 
recommedations

• Dealers registered a growth of retail 
sales 3.5% higher than AGCO Core 
Sales in the market (12.6% vs. 9.1%)

• Average Reduction of 4.6% of Non or 
Very Slow Moving Inventory

+13%

+9%

YoY

Main results summary
2016 2018

<2 hits in last 12m ≥2 hits in last 12 months



2012-17 Growth
France

Notes: Coverage refers to connected DMS (and version) coverage; AGCO Sales only on Core products; Dealers Retail Sales only on Link connected dealers valued  at dealer 
CoS; Inventory values at Dealer Cost; Acceptance calculated at line level

• Live since 2013

• 5 DMS connected

• 176 dealer outlets connected

• Warranty Claim Automation Roll Out in 
prgress

• No further connection possible out of 
above connected DMS

Dealers Inventory

AGCO & Dealer Sales

Market 
Coverage

82%

XxxM$

• 74.1% acceptance of Link 
recommedations

• Dealers registered a growth of retail 
sales 19% higher than AGCO Core Sales 
in the market (22% vs. 3%)

• Average Reduction of 5.6% of Non or 
Very Slow Moving Inventory
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Main results
2016 2018

<2 hits in last 12m ≥2 hits in last 12 months
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AGCO Core Sales (All dealers) Retail Sales (MDI Dealers)
2012-17 Growth
UK & Ireland

Notes: Coverage refers to connected DMS (and version) coverage; AGCO Sales only on Core products; Dealers Retail Sales only on Link connected dealers valued  at dealer 
CoS; Inventory values at Dealer Cost; Acceptance calculated at line level

• Live since 2016

• 1 DMS connected

• 37 dealer outlets connected

• Opportunity for additional ≈30 outlets as 
soon as they upgrade their version

• In process of rolling out Warranty Claim 
Automation

• Piloting Other Suppliers Roll Out

Dealers Inventory

AGCO & Dealer Sales

Market 
Coverage

81%

• 84.0% acceptance of Link 
recommedations

• Dealers registered a growth of retail 
sales 17% higher than AGCO Core Sales 
in the market (23% vs. 6%)

• Average Reduction of 7.2% of Non or 
Very Slow Moving Inventory

+23%

+6%

YoY

Main results
2016 2018

<2 hits in last 12m ≥2 hits in last 12 months

XxxM$
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2012-17 Growth
Finland

Notes: Coverage refers to connected DMS (and version) coverage; AGCO Sales only on Core products; Dealers Retail Sales only on Link connected dealers valued  at dealer 
CoS; Inventory values at Dealer Cost; Acceptance calculated at line level

• Live since 2017

• 1 DMS connected

• 22 dealer outlets connected (AGCO 
owned)

• Some opportunities to connect other 
indipendednt dealers

Dealers Inventory

AGCO & Dealer Sales

Market 
Coverage

86%XxM$

• 83.9% acceptance of Link 
recommedations

• Dealers registered a growth of retail 
sales 26% higher than AGCO Core Sales 
in the market (29% vs. 3%)

• Average Reduction of 12.0% of Non or 
Very Slow Moving Inventory

+29%

+3%

YoY

Main results
2017 2018

<2 hits in last 12m ≥2 hits in last 12 months



Outlining dealers, customers and machines
AGCO Link allows to profile detailed and comprehensive Dealer, End Customer & Machine information over time

X DealerAGCO Link Dealers

Y Farming Company bought 13 new 
machines since 2012 and has sold 3 
machines back to X Dealer, spends 
3.900 GBP on parts p.y.

MF 8700 – Serial Number 123456

• Registered for warranty in May 2015
• 12 warranty claims with total cost of 2,031 GBP
• 8 additional repairs with parts value of 967 GBP

Additional Potential by Model Range

976562 1,246

35

8262,038
1,532

Others

7,628

Mod 3Mod 2Mod 1

Actual

Potential

Additional Potential in Part Segments

197

5760

Linkage 
Parts

Fuel 
Systems

Filters

3,950

Engine 
Parts

Potential




