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General informationGeneral information

Store parts management

The software has been specifically developed for the companies 
that market spare parts

In particular, you can find inside it the interfaces for the exchange 
of data among dealers and the CNH

A particular attention has been given to:

� The simplification of the user interface
� The optimization of the store inventory



General InformationGeneral Information

Principal characteristics:

� Optimisation of stock through an automatic calculation of 
reorder point and statistics on parts turnover 

� Links between equivalent parts of different brands

� Comparison of purchase prices from other suppliers

� Management of substituent /replaced

� Automatic discount grids for groups of clients and discount classes

� External lists for the major suppliers for:

– Automatic updating of the sales prices 

– Automatically displaying of the information when looking for a part 
that is not in the stock

� Turnover per period and customer with comparison among several 
years



General InformationGeneral Information

� Specific for New Holland:
– Order sending directly to the dealer portal
– Prices updating from cd and from PPL list
– Automatic search of an item in PARTS LOCATOR
– Loading of one’s own store inventory on PARTS LOCATOR
– Statistics wanted by inspectors
– Links with PAL and OPC



� A decrease of the inventory stock of about € 100.00 means that you have  €100.00 
more to spare 

� To provide a client with a good service involves the presence of a wide inventory
� On the contrary, to keep a small inventory can reduce the service offered to a client

� A software good at managing the store has to reach a compromise between these 
two exigencies, moving into different sides: 

– To consider the selling statistics to calculate the ideal stock that need to be kept in the store
– To determine the obsolete items so that they can be sold as soon as possible, probably 

with promotional campaigns (see the ABCDE curve further on)
– To use instruments as PARTS LOCATOR and so to carry on an on line loading of one’s 

stock

� An obsolete item becomes more and more obsolete, so it’s very important 
to have a frequent control on the conditions of the store and the analysis 
instrument has to be quite simple and efficient

Optimisation of Inventory StoreOptimisation of Inventory Store



Customers / DealersCustomers / Dealers
We can find a customer in a very simple and successful way, through a part 
of his company title or through his VAT code, through a town or province

For each client one 
can:

� Obtain a turnover, 
compared through 
different years

� Obtain a list of the 
bought 
merchandise

� Obtain its relative 
expiry dates

� Associate images

� Send email

� Visit the web site



Customers / DealersCustomers / Dealers

Information about each client

It’s also possible to associate 
connected images to the 
client and the company

To send email to the client

To open the client web site

Known share of the client 
turnover

Turnover comparison 
through different years



Sold machinesSold machines
� Machines search per model, per power loom, per customer, per date of delivery
� Data of the machine
� Interventions realized on the machine



Store Store -- ItemsItems
Searching field

Dealer Filter



Store Store –– Item informationItem information
� Go to the substituent

� Go to the replaced



Store Store –– Item informationItem information



Items ReportItems Report



Store StatisticsStore Statistics
� Once chosen a dealer, 

one obtain the item list 
the software suggests to 
order

� When promotional 
campaigns occur, one 
can obtain the list of 
certain groups of spare 
parts, even if they are 
not under stock

� Automatic proposal of order to a dealer



Store StatisticsStore Statistics
Merchandise bought / 
merchandise sold per 
dealer

Information about the 
inventory per dealer

Variation of the inventory 
per dealer



Turnover and 
profit per month

Inventory variation 
of the store per 
month

Merchandise bought/ Merchandise sold per month

Store StatisticsStore Statistics



The store inventory is 
divided into categories 
according to the item 
different demand

The item that are not 
easily sold can 
become more  and 
more obsolete

Therefore, it’s 
convenient to know 
them and probably sell 
all them in a 
promotional 
campaigns

Store StatisticsStore Statistics
Curve ABCDE It provides a concise view 

on the store condition



Selling DocumentsSelling Documents
� Statistics

� The printing can be directly 
sent through email

� Search and distribution per 
number, customer, amount

� Contemporaneous menu of 
the current document

� List of the total merchandise 
bought by the customer 
selected

� Associated images to the 
document

� Documents associated to that 
one selected ( estimate, 
order, invoice…) 

� It’s also possible to visualize 
directly the associated 
documents

� Kind of selling document



To manage the purchase documents is quite the same with the selling documents

Purchase documentsPurchase documents



� Kind of document: prompt or deferred payment of invoice

Documents Statistics

� Kind of diagram: month turnover – comparison among different years

� Report



� When an item is sold, the software is able to practise automatically a reduction on the 
base of a predetermined grid, taking in account :

– The item reduction class 
– The category of the customer

Automatic Discounts Grid

� Reduction classes

� Dealer company
� Customers category

� Reduction to be effected according to the J reduction  class 
of the item and to the category no. 2 to which the customer 
belongs



Estimate managementEstimate management
� Particularly important is a right management of estimates 
� The estimate represents, in fact, one’s will of buying goods or services and for 

that one has to pay great attention on it and its all steps 

� It’s fundamental then that the software could make a classification of estimates 
according to their progress and to the importance of the estimate itself

� Distribution also as per importance
� Filter as per progress

� It’s also essential possessing an instrument, an agenda for instance, that 
remind us when a customer needs to be contacted again (see CRM demo)



Flow of DocumentsFlow of Documents
� We often are requested to create several documents to achieve a selling action,     

for example an estimate, a customer order, a shipping specification, a deferred 
invoice, if necessary also a credit slip. 

� The software let you create automatically the documents coming from another selling 
action and you will not be requested to fill in with the same information again 



Bill bookBill book
� Expiration dates are generated from both a purchase or selling document
� Filter
� From the expiry one can visualize the relative document
� A reminder email can easily be sent to the customer by a simple click



Software Assistance and UpdatingSoftware Assistance and Updating
� Both the software and the records are subjects to updating, made through 

internet 

� The software is updated
– Because of the introduction of new functions 
– After some modifications carried out by CNH on OPC,PPL,PARTS LOCATOR

� The price list gets updated 
– From the CD sent by CNH

� The assistance to the software is realised by Terabit via internet



Contact usContact us

Terabit s.a.s.
� Internet: www.terabit-sas.it
� Email: info@terabit-sas.it
� Tel: +39 090 9385126
� Fax: +39 090 9384787 
� Address: Via Nazionale, 168/A      

98040 Giammoro ME - ITALY


