


- Recently we started an UPTIME program in witch maximizing time 

for our customers is the main target.

- We are going to lauch for next semester the complet program were it

contemplates On command program added to our new customers. 



Regional Competitors

• Kenworth Jalisco

• Freightliner Jimenez

• Freightliner Zapata 

• Hino Camiones Selectos

• Isuzu Placencia

• Volvo Comercial Motors

• VW Euro Alemana

• Ipajal (Independent)

• Indiana (Cummins)

• Contacto (Cummins)

FY 2018

MERCADO OBJETIVOS CAJASA VENTAS PARTICIPACIÓN DE MERCADO

JALISCO FYTD CAJASA FY18 MS % CAJASA FYTD CAJASA FYTD

CLASE 6-8 1,512 CLASE 6-8 598 28.5% CLASE 6-8 361 CLASE 6-8 23.9%

TRACTOS 810 TRACTOS 318 28.0% TRACTOS 182 # TRACTOS 22.5%

MEDIANOS 415 MEDIANOS 182 32.0% MEDIANOS 107 # MEDIANOS 25.8%

SERVICIO SEVERO 46 SERVICIO SEVERO 12 20.0% SERVICIO SEVERO 10 # SERVICIO SEVERO 21.7%

AUTOBUSES 241 AUTOBUSES 86 25.2% AUTOBUSES 62 # AUTOBUSES 25.7%

LIGEROS (Clase 4-5) 184 LIGEROS (Clase 4-5) 45 16.0% LIGEROS (Clase 4-5) 13 # LIGEROS (Clase 4-5) 7.1%

Our m share in Heavy Trucks is the highest of  the International 

Dealerships in México. We have been in a struggling with Light duty 

market our prices are too close to the market leaders and that is not 

taking us far. In medium duty freightliner has taken market as the main 

leader getting advantage on the exchange currency pricing. 

International National market share is 18 % and we have a 24% of  

market share.

10 years we can see our position with our after market strategy.



The national market in heavy 

vehicles has contracted 13% against 

2017 nationally. The growth of  our 

organization has been 13% YTD. 

Class

The most affected class is class 6 

(medium) with a 27% decrease at the 

national level





Analyzing data and talking to the Service Managers we realize that we have been 

having a technician rotation and that we have been developing technicians with our 

career plan . 

The thing is that the technicians get to a point in their career plan were they 

chose for faster ways to increase their earnings. Some of  them might be freelance or 

by jumping into other companies for little increase. 

We have enough Stalls and technicians to increase NET PROFIT by getting the 

gross profit to the standard 72%  

LOCATIONS 
HOURLY PAYED 

TECHNICIANS SERVICE BAYS 

5 37 48

FIXED PAYED 

TECHNICIANS 

85

Dedicated maintenance

In this business model we are 

having multi-brand maintenance 

and the technicians payment 

method is fixed this has worked for 

us for about 8 years now. 





POTENTIAL How proficent are your 
technicians?

Our technician proficiency has to improve 

even though we have the tech Carrier program 

we have had a lot of  personnel rotation. Our 

target for December  



Mobile Maintenance: 
We´re trying to produce 
more hours by having a 
service delivery truck in 
our customers location. 
This way we are 
producing more hours 
without the need of stalls.

01
Dedicated Maintenance 
Strategy: We are giving 
dedicated maintenance to 
specific customers with a 
fixed cost in service and 
parts are sold when 
needed.

02
Uptime express service: 
we offer express 
maintenance service with 
specialized bays. If the 
work is not done in the 
same day. The job and 
parts are free of charge.

03
Head workshop repair 
center overhauls in less 
time than our competitor. 
This job is commonly 
done by outsourcing and 
it takes over a week. With 
our own facilities we can 
do it in 4 days.

04
Brake center shop: we 
have our own brake 
center shop this gives our 
customers a complet and 
fast service on their brakes 
job. 

05



POTENTIAL

Category                              Sales               Gross                    Gross as % of Sales       %Sales 
Contribution

The internal and warranty cost 

of  labor are too low. If  we 

increase internal labor we could 

increase additional  4% 

contribution, for total gross. 

Bodyshop labor cannot be 

increased because the insurance 

company have settled a 

máximum wage for labor. 



POTENTIAL

We have to take a special look 

to the personnel expense being 

this one the 40% we might have 

overstaff. 

The total hours available in the 

shop are not being used. 













o Building and facilities

o Certified technicians

o Commitment to our customer 

o Tools and equipment

o Mobile rescue vehicles

o Runners program

o Excellent organizational culture

o Responding always to customers needs

o Qualified technicians and personnel

o Repair experts in Heavy medium and Light Duty

o UPTIME program 

o Humanistic company

o The unique International Dealer in state

o Recognition by our customers and competitors

o Best Highway support in market 

o Dedicated maintenance

o Truck advocate

o Customer focused

o Communication with Parts manager

o Learn from our mistakes

o Not Following the established process

o Disorder in working tables

o 24/7 technician lives far away from store this 

affects uptime

o lack of communication with our customers

o Special tools needed

o Technician needed

o Parts fill rate

o Technician not following formats

o Health report 

o Technician time wasted

o Bad attitude

o System failure 

o Customer care educational program

o Re-Open the engine repair area

o Setting a washing parts area

o Invest in the oil pipes and pump 

o Having complete tools

o Uptime process and checking fleet

o Warranty documentation

o Better customer attention in the reception

o Setting a controller 

o Making express diagnostics to our 

customer at reception

o The heads repair workshop is not giving 

the expected results

o Body shop attention to all our service 

locations

o Better system support (DMS)

o Tools inventory 

o No parts

o Customers payments

o Lack of communication with our customers

o Independent competitors with better equipment

o Marketing budget

o Losing customers because we don’t have enough techs

o Unsecure zone Thieves




