stocking Up
AmONG The mANy COmPONeNTs
of AGCO Parts’ continuous improvement initiative
is the enhancement of its distribution facilities.
Pictured here is the recently renovated Kansas
City parts distribution center (PDC), which will
now accommodate nearly 40% more inventory,
and, with increased staff, deliver many parts to
customers and dealers 2 to 3 days faster than
before. The Kansas City PDC is the third facility to
be upgraded to a full-service distribution center
in the last two years, following the Stockton, Calif.,
and Regina, Sask., expansions.
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helped with the forecasting. The development
of API involved input from parts managers
and customers, and new technologies to create
a system that helps ensure the right parts are
on dealer shelves, or in easy reach at AGCO
distribution centers at all times.
“We have a very large and diverse installed
machine base across North America,” DePietro
explains. “ﬀat means you have tractors, from small
to row-crop, and the newest in combine technology.
You’ve got every kind of baler and planter out there.
“So we have a huge demand proTle, and what
API does is leverage actual consumption paﬁerns in
one part of the country and uses that information to
improve parts availability across the whole customer
base,” DePietro continues. “It takes into consideration
things like weather, unusual crop conditions, and
other factors to predict and beﬁer understand
demand. API is fundamentally changing the support
we can provide the customer.”
“I’m very excited about the new API program
that’s coming out,” says Marshall Kitchen, the general
parts advisor for Lang Diesel’s 10 AGCO equipment
dealerships in Kansas. “Our old system provided a
multistore stock order, but it didn’t look down the
road. ﬀis system will be a lot more intuitive and
allow us to forecast. It, along with things like PM360
and AGCO’s extended hours for its Parts service call
line, help ensure uptime even more.”
“Five years ago this kind of technology didn’t
exist,” DiPietro adds. “Processing power and the
technology is Tnally catching up and allowing us to
do it.” Yet, he continues, there was one other element
critical to designing a system like this. “Sure, you
have to have real data and technology for this type

Dealership co-owner John Bookmiller says of AGCO Parts’ improvements,
“I don’t think we can overplay the critical nature of what they’ve done.”
of system to work, but it’s more than data points. It’s
communication with farmers who help us understand
their needs. ﬀat human factor has to be added to a
system like API for it to truly work and provide for
our customers.”
ﬀat’s true of whatever program AGCO is
developing, says McMahan. “We have to learn as much
as we can about our customers. We must have the right
people in place to support them, and the right process
to get their needs met and respond in a timely manner.
We want our customers to feel like they’re part of our
future as we’re part of theirs, because we’re listening to
their needs and changing with them.”
Adds Jennifer McMahan, director of customer
experience, “It’s about uptime today, as well
as tomorrow.”
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To learn more about AGCO Parts and its
PM360 preventative maintenance plan, visit
go.myFarmLife.com/pm360.

AGCO Parts Book: www.agcopartsbooks.com
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PM360 Preventative Maintenance: www.agcopm360.com
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