WHITEPAPER

MDD

MARKT?ILOT

CEO'’s Success
Blueprint for
2025: Scaling
the Agricultural
Equipment Parts
Business




We Uncover the
4 Key Trends to
Turn Your Parts
Business into a
Major Revenue
Driver in 2025




CONTENT

Introduction

4 Key Trends Shaping
OEMs in 2025

Turning Trends into Revenue in
Agricultural Equipment Manufacturing

IV.

Digital Transformation:
The Key to Future Growth

V.

The Road to Revenue is
Paved by Market Intelligence

VL

The Potential Goldmine
of Aftermarket Sales

VILI.

Keeping Customers Front and Center

VIIL.

Conclusion



Introduction

The past half-decade has been met with many
large-scale changes that have kept business
leaders on their toes, struggling to keep their
company profitable and remain competitive
in the face of rapidly changing market dyna-
mics. From COVID-19 to escalating wars, we
have seen the effect of these changes rippling
through the business world resulting in unsta-
ble economic environments. It is no surprise
that the current business world requires new
ways for growth that can withstand the un-
controllable external market dynamics. As we
approach the year 2025, we see some trends
that can guide this strategy and allow leaders
in the agricultural equipment manufacturing
market to capitalize on them before the next
unforeseen challenge arrives.

Agricultural equipment manufacturers find
themselves at a pivotal moment as they ope-
rate in a complex and shifting industry. Whi-
le having the potential to shape the rapidly
evolving market environment and profit from
rising global demand for food, manufactu-
rers are also facing significant challenges
that threaten their bottom line and long-
term growth. Companies such as John Deere
are directly experiencing the impact, facing
significant declines in net sales and revenue
compared to 2023, with net income dropping
by approximately 25% during the same timef-
rame. These figures reflect broader trends
across the agricultural industry, driven by high
interest rates, economic uncertainty, and a
lack of predictability in new machinery sales.



In light of these challenges, the aftermarket business offers agricultural equipment manufactu-
rers a high-margin business stream that can not only offset the loss in revenue from the declining
sales of new machinery but also sustain profitability for years to come. In fact, as farmers increa-
singly turn to maintaining and upgrading existing machinery rather than investing in new equip-
ment, manufacturers that focus on scaling their parts business can secure a resilient revenue
stream and long-term customer relationships.

However, agricultural equipment manufacturers face several parts-specific challenges that must
be addressed to fully capitalize on the given opportunities:

Many customers perceive the prices of OEM
parts as high and are tempted to purchase
cheaper, knock-off alternatives. This presents
a major challenge to maintaining the profita-
bility of the parts business while keeping cus-
tomers loyal to the brand.

Growth markets, such as those in Africa and
APAC, present a lack of transparency regar-
ding competitors and their pricing strategies.
This makes it difficult for manufacturers to
grow in these regions by offering competiti-
vely priced parts.

Dealers often set their own prices for parts,
which can result in unreasonably high mar-
kups to maximize their margins. This not only
reduces sales volume but can also damage
trust and drive customers toward cheaper
third-party suppliers.

As agricultural machinery becomes more
technologically advanced, the demand for
specialized spare parts increases. Managing
the pricing and inventory of these highly cus-
tomized parts adds another layer of comple-
xity, particularly for manufacturers trying to
meet diverse global market needs.

These challenges highlight the urgent need for agricultural equipment manufacturers to adopt a
more strategic approach to their parts business. By addressing these issues and using the latest
trends such as digital transformation, market intelligence, and customer-centric strategies, com-
panies can not only overcome current challenges but also unlock significant growth opportunities
in 2025 and beyond.

In this whitepaper, we discuss 4 key trends that are shaping the way OEMs and OPMs in the agri-
cultural manufacturing industry can improve revenue and establish their competitive advantage.
Based on these key findings and market trends, we aim to provide a comprehensive understan-
ding for leadership in the agricultural equipment sector to help carve out the path forward for
sustainably scaling their parts business.



Shaping

OEMs in 2025

The essential trends every top management should track across the OEM industry,

regardless of sector, are:

The OEM industry is rapidly embracing digita-
lization, with a notable shift toward online sa-
les channels, transforming operational and or-
ganizational processes digitally, and building
digital ecosystems to cater to all commercial
areas of the business. This trend is especially
apparent in regions like North America and
Europe. Additionally, the rising popularity of
Artificial Intelligence also opens up interes-
ting use cases for the industry. Digitalization
and Al are reshaping how parts are manufac-
tured, marketed, sold, and distributed. They
also bring high-value drivers like competitive
pricing and enhanced customer engagement
tools.

Aftermarket sales have become a significant
revenue stream for OEMs and OPMs. This
trend is evident across industries as com-
panies recognize the value of maintaining a
strong aftermarket presence. The aftermar-
ket is no longer an afterthought; it is a critical
component of business strategy, often contri-
buting more to revenue than the initial sales
of original equipment. Companies are focu-
sing on building customer loyalty by offering
high-quality spare parts and exceptional af-
ter-sales services.

Pricing is a crucial element in the parts indus-
try. OEMs and OPMs are realizing that the
traditional pricing models are inefficient and
limit their revenue potential. They are now
using market research tools and automated
market intelligence to optimize their pricing
strategies. This allows them to continuously
monitor competitor prices and adjust them-
selves to maximize revenue and profit mar-
gins. The ability to quickly respond to market
fluctuations with dynamic pricing models is
essential for maintaining competitiveness and
digital tools are proving to be instrumental in
enabling this.

A customer-centric approach is vital for OEMs
and OPMs to build and retain a loyal customer
base. This involves offering value for money,
quality assurance, competitive pricing, and
extraordinary after-sales services. Companies
are focusing on providing seamless customer
experience, which includes easy access to the
parts portfolio and extended service warran-
ties. This strategy effectively retains current
customers and attracts new ones, reducing
the risk of losing them to third-party suppliers.

These trends give invaluable insights into the changing behaviors and demands of the market.
Companies must adapt to these to remain competitive and uncover new revenue potential by
capitalizing on these trends. From digitization to being customer-centric to leveraging market
intelligence for pricing, in the next sections we give actionable insights to help you unlock growth
and position your company more competitively in the agricultural machinery market.



in Agricultural
Equipment Manufacturing

Leveraging thesetrends and adapting your strategy to the specific challenges of agricultural
equipment manufacturing can drive significant revenue and growth for your company.

CEOs are increasingly prioritizing the digital
transformation of their organizations, ran-
ging from their sales channels to manufactu-
ring processes to operations. For agricultural
equipment manufacturers, the benefits of
digital transformation are immense. Integra-
ting Internet of Things (IoT) technologies into
equipment allows for predictive maintenance,
helping farmers minimize downtime during
critical planting and harvesting seasons. By
using Al to monitor equipment performance
and predict part failures, manufacturers can
offer smarter, data-driven after-sales services
that keep customers' operations running
all year. Additionally, Al-powered inventory
management systems can forecast demand
for specialized parts, helping manufacturers
maintain optimal stock levels. Predictive ana-
lytics can also help optimize production and
distribution of these customized parts, re-
ducing overhead and meeting customer de-
mand. Digital platforms can streamline the
ordering process for spare parts, giving far-
mers quick access to the components they
need. This reduces equipment downtime and
prevents potential overcharging by part dea-
lers.



OEM CXOs should focus on aftermarket sales
in the current environment due to several
compelling reasons. After-sales services
have become a critical revenue stream, often
contributing to higher margins compared to
new equipment sales. This shift is driven by the
growing demand for maintenance, upgrades,
and personalized support over the extended
life cycles of equipment, resulting in a stable
cash flow, especially in off-seasons when new
machinery sales might slow down.

In agriculture, equipment is often used in
harsh, variable conditions, which increases
the need for regular maintenance and
replacement parts compared to other
industries. By focusing on aftermarket sales,
manufacturers can build a robust system
for managing specialized parts. Offering
tailored service contracts and personalized
part offerings ensures that customers get the
right parts when they need them, increasing
customer loyalty while managing the
complexity of advanced equipment.

Agricultural equipment manufacturers can
capitalize on the increased demand for parts
by offering bundled service packages, which
include regular maintenance and extended
warranties. This not only improves margins
but also builds long-term relationships with
customers, ensuring they return for future
purchases and discouraging the choice of
cheaper third-party vendors.

Pricing is a crucial elementin the parts industry.
Given the competitive nature of the agricultu-
ral equipment market, manufacturers must
adopt dynamic pricing strategies. Agricultural
equipment parts are subject to price fluctua-
tions due to material costs and supply chain
disruptions. Leveraging market intelligence
tools to continuously adjust prices based on
competitor activity and market conditions can
help manufacturers remain competitive while
maximizing profit margins. With a partner like
MARKT-PILOT, manufacturers get highly accu-
rate market intelligence to align their pricing
with current market demands, ensuring that
they aren't overpricing or undervaluing their
parts. Market intelligence tools provide ma-
nufacturers with data on global pricing trends,
including in regions with limited transparency.
By gaining insights into competitor pricing,
manufacturers can develop competitive pri-
cing models in these growth markets.

Farmers depend heavily on reliable machinery
to meet their production goals. By adopting a
customer-centricapproach, agricultural equip-
ment manufacturers can build loyalty and trust.
Offering personalized service contracts, easy
access to parts through online platforms, and
rapid support when equipment breaks down
are essential to keeping customers satisfied.
Additionally, offering flexible payment opti-
ons or financing for expensive parts can help
farmers manage their cash flow, which is often
tied to the seasonal nature of their business.
Operating with market-based pricing grants
more transparency and gives manufacturers a
foundation to justify their prices to customers.
By adopting direct-to-customer sales chan-
nels through online platforms, manufacturers
can bypass inflated dealer markups, ensuring
customers get fair prices.



Overall, these trends will directly impact the growth and profitability drivers for OEMs and OPMs
in the agricultural equipment manufacturing industry. Embracing digitization, focusing on after-
market sales, leveraging market intelligence tools for price optimization, and keeping customers
front and center are key steps to drive growth, enhance customer satisfaction, and maximize
profitability in 2025 and many more years to come.



Digital Transformation:
The

OEMs and OPMs can no longer afford to be left behind in digital transformation due to the
competitive pressures and operational demands of the modern market. Digital transformation
offers companies across all industries the opportunity to enhance productivity, reduce costs, and
improve product quality through the integration of advanced technologies like loT, Al, and data
analytics. These technologies enable real-time data collection and analysis, which are crucial for
making informed decisions and optimizing operations.

Digital  transformation can significantly
reduce production costs by improving overall
equipment effectiveness (OEE) and enhancing
job shop scheduling. This leads to faster issue
detection and resolution, minimizing downtime
and waste.

Advanced analytics and Al improve forecasting
accuracy, enabling better planning and resource
allocation. This leads to more efficient operations
and enhanced decision-making capabilities.

Embracing digital transformation positions
companies to stay ahead of competitors
by rapidly adapting to market changes and
customer demands. This agility is crucial for
maintaining market relevance and capturing
new opportunities.

Digital transformation allows OEMs and OPMs
to offer personalized and data-driven customer
experience, improving customer satisfaction
and loyalty. This is achieved through better
product quality, seamless interactions, and
tailored services.

Start by creating a comprehensive yet
pragmatic digital strategy. This involves
assessing current digital maturity, identifying
key areas for improvement, and then creating
a strategy that directly addresses these areas.

Invest in tools and technologies that enable
your digital strategy and mostimportantly give
you insights into your operations, customers,
competitors, and the market. Invest in data
analytics, Al, and Internet of Things (loT) tools
to have a robust digital ecosystem.

Collaborate  with  technology providers
to access state-of-the-art solutions and
expertise. These partnerships can facilitate the
seamless integration of new technologies into
existing operations.

Shift from product-centric to customer-centric
approaches by creating digital solutions that
address specific customer needs and enhance
engagement.

By implementing these strategies, you can effectively use digital transformation to unlock
significant benefits, ensuring long-term success and competitiveness in the agricultural
machinery industry.



The Road to Revenue is
= Paved by Market Intelligence

Market intelligence is essential in today’s competitive environment because it provides OEMs and
OPMs with greater control over their pricing strategies. By collecting up-to-date pricing data from
all competitors and resellers, companies can adjust prices to reflect current market conditions
rather than using the old “cost plus margin” pricing approach. This approach often leads to
underpricing or overpricing of parts which results in significant losses in uncapitalized revenue.
To maximize revenue potential and stay competitive, aftermarket parts business must reflect the
most competitive price. Agricultural equipment manufacturers now can gather data from various
sources, and, with improved systems and advanced analytics, they can analyze and interpret it to
gain a holistic understanding of their business. This approach is particularly beneficial in sectors
such as the agricultural industry with fluctuating demand and competitive pressures, where static
pricing models may lead to missed opportunities or suboptimal pricing.

With more than 50,000 OEMs
globally, selling over 5 million parts,
and up to 2,000 distributors within

a country, manual approaches to
market intelligence fall short.

But to leverage market intelligence and find optimal pricing, you first need to invest in the right
digital infrastructure that enables it. Manual analysis and comparison are not an efficient way to
analyze a large parts portfolio, especially in the face of ever-increasing competition from new
vendors, suppliers, and resellers in various territories. Therefore, a digital market intelligence tool
specialized in pricing is the right choice. MARKT-PILOT offers solutions that identify and untap
growth opportunities, even in areas with limited market data, by leveraging our Al-driven insights.
The ease of implementation ensures that businesses can adapt to market conditions swiftly and
efficiently, ultimately driving growth and profitability in the parts business. This enables you to
implement accurate and instantaneous price changes across your whole portfolio, ensuring
agility and precision.



Implement dynamic pricing models for
more precise and competitive pricing,
which can maximize your revenue potential.

Real-time intelligence helps you stay
ahead of competitors by adjusting prices
according to market fluctuations.

Using pricing intelligence ensures that your
parts are neither over- nor underpriced,
allowing for optimized margins and better
inventory management.

Access to up-to-date market data enables
more informed decisions, reducing your
risks and missed opportunities.

Use pricing software like MARKT-PILOT's so-
lutions to gather and analyze competitor pri-
cing data, ensuring your prices remain com-
petitive and profitable.

Continuously adjust prices based on market
trends, competitor activity, and market de-
mand to stay competitive and maximize mar-
gins.

Regularly track changes in the global and re-
gional market landscape to anticipate pricing
adjustments.

Ensure that your sales and customer service
teams are well-trained on pricing strategies
to communicate effectively and transparently
with customers.



The

of Aftermarket Sales

The agricultural equipment industry is having
a solid growth forecast, driven primarily by an
increasing global population. However, OEMs
cannot assume they will automatically benefit
from this development, as many established
big players such as John Deere or CNH are
already facing declining sales and employee
layoffs due to decreased market demand
for machinery. As a result, aftermarket sales
and parts business can be regarded as a
potential gold mine. While the initial sales of
machines generate larger instant revenue, the
aftermarket presents a significant opportunity
for sustained profitability and customer
satisfaction, specifically in times with low
demand for new machinery.

Profit margins for aftermarket sales are
generally much higher compared to the
initial sales of machines

Maintenance and repair services create a
recurring revenue stream and generate 40-
50% of the overall revenue, which makes it a
critically important focus area

A great opportunity to strengthen customer
relationships with outstanding customer
experiences

Potential to bundle services with the supply of
parts which can further improve profitability

Focusing on scaling the after sales and parts
aspect of the business offers compelling
benefits for your company. Our data shows
that many manufacturers generate 40-
50% of their overall profits from services,
indicating significant revenue potential in
this area. Additionally, parts sales in OEMs
typically provide gross margins exceeding
30%, emphasizing the profitability of the
parts business. By prioritizing these segments,
you can tap into a lucrative revenue source,
diversify income streams, adjust your
pricing strategy, and strengthen customer
relationships.

Build an extensive network of service centers
or certified third-party repair providers to of-
fer timely and quality after-sales services.

Offer service contracts or subscription pa-
ckages for regular maintenance, ensuring a
steady flow of aftermarket revenue.

Invest in optimizing your spare parts inventory
and distribution, ensuring that customers can
easily access critical parts when needed.

Regularly engage with customers post-sale
through surveys or feedback loops to identify
needs for additional parts or services.

Scaling the aftermarket sales and parts business offers solid opportunities to differentiate
yourself against competitors and consistently grow revenue.



Front and Center

By focusing on customer needs and preferences, OEMs can build stronger and more meaningful
relationships, leading to increased customer loyalty and retention. This involves actively
listening to feedback, adapting products and services to better meet consumer expectations,
and consistently delivering value throughout the customer journey. This approach is particularly
important as acquiring new customers is often more costly and resource-intensive than retaining
existing ones. Moreover, satisfied customers are more likely to become brand advocates, further
enhancing the company'’s reputation and attracting more business.

By focusing on customer needs and

preferences,  agricultural  equipment
manufacturers can  build  stronger
relationships, leading to increased

customer loyalty and retention.

Being customer-centric helps you build
tailored experiences that enhance the
user experience for better customer loyalty
and ultimately a better CLV. Be consistent,
transparent, and valuable in all interactions
to enhance overall customer satisfaction.

By carefully crafting an outstanding
experience for buyers whenever they
interact with your brand, you can be sure to
reap the rewards in a growing brand affinity
and reputation. This would also directly
increase revenue through an increase
in opportunities from word-of-mouth.
A strong brand also helps in entering
new territories for selling agricultural
equipment.

Agricultural equipment manufacturers can
be more customer-centric by leveraging data
insights from their customers to gain a com-
prehensive understanding of customer be-
havior and preferences. This information can
be used to personalize offerings and improve
overall service.

Ensure that all customer interactions, whether
digital or physical, are aligned and consistent.
It can also be used to create a seamless custo-
mer journey across all channels, from pre-sa-
les to post-sales support.

Use customer data to tailor marketing efforts
and product recommendations.

Implement systems that enable real-time
customer interactions and feedback loops.
This will allow you to respond quickly to cus-
tomer needs and continuously improve your
offers to match customer needs.

Implement these customer-centric approaches to further strengthen your brand, improve
customer retention and loyalty, and increase CLV.



VI I I Conclusion
[ |

As we approach 2025, these emerging trends hint at a future filled with both challenges and
opportunities for OEMs and OPMs in the agricultural machinery industry. The C-suite can use these
trends to unlock new opportunities for driving growth and position themselves more competitively
in a volatile market environment. The aftermarket sales segment holds huge potential for driving
revenue and strengthening your market position. It also presents opportunities to improve
customer loyalty, retention, and satisfaction, leading to a stronger and growing brand. However,
it can only be achieved by having the right digital strategy and market intelligence tools that can
provide the critical insights you need to make decisions.

"The competitive landscape has become more intense. Leaders
must make growing their parts business a priority in order to drive

success and achieve their parts revenue goals.”

-Tim Geyer, Managing Director of MARKT-PILOT in North America

Embracing digital transformation, focusing on aftermarket sales, using market intelligence,
and being customer-centric are essential steps toward driving growth, enhancing customer
satisfaction, and maximizing profitability in the agricultural equipment industry.
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LET'S TALK AND LEVEL
UP YOUR PARTS BUSINESS.

More than 140 years of
experience in after sales

of machine manufacturers
combined with innovative

Al: That's MARKT-PILOT. Our
solution enables your parts
business to remain profitable
even in dynamic markets

and reliably makes your price
potential visible — for more
sales and higher customer
satisfaction in after sales. Let's
talk and find the best solution
for you.

David Roller

Account Executive

+1(312) 856-7983
david.rolleremarkt-pilot.com

LET’S TALK

More than 150 machine manufacturers already rely on MARKT-PILOT and actively benefit from

our solution.
KORBER


https://meetings.hubspot.com/david-roller/schedule-a-meeting?uuid=0a6c18a2-1dbe-49f0-aea9-9377937c78a1
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