Closing the Gap: l
Maximising Sales in the Automotive Aftermarket Xchecker

In the automotive aftermarket industry, parts manufacturers face a persistent challenge: coverage gaps. These gaps
occur when certain parts are not listed or readily available in cataloguing systems like TecDoc and Autocat. While it may
seem like a minor issue, the implications are significant — these gaps directly translate to missed sales opportunities and
revenue loss. Here's why addressing coverage gaps should be a top priority for all parts brands:

Garages, mechanics, and vehicle owners all expect quick
and convenient access to replacement parts. If your
catalogue isn't fully linked to all the right vehicles, potential
customers are forced to look to your competitors. This

not only results in lost sales revenue but also undermines
customer satisfaction and loyalty in your brand.

Meeting Customer Needs:

0

Every time a customer is unable to find a specific part
M from a manufacturer, it represents a lost sales opportunity.
=, Multiply this by the number of potential customers affected
Lost Revenue Potential: by coverage gaps, and the financial impact becomes clear.

Closing these gaps means capturing revenue that would
otherwise slip through the cracks.

In a highly competitive market, any advantage can make a
significant difference. Manufacturers with comprehensive
coverage in cataloguing systems have a clear edge over
those with gaps. They can attract more customers, secure
more sales, and establish themselves as trusted suppliers
within the industry.

Competitive Disadvantage:

Consistently failing to meet customer needs due to
. . coverage gaps can tarnish a manufacturer’s reputation.
D: Brand RePUtatlon' Word spreads quickly in the automotive community, and
negative experiences can deter potential customers from
considering a manufacturer’s products in the future.
Protecting brand reputation requires addressing coverage
gaps and ensuring a seamless customer experience.

So, what can parts manufacturers do to address coverage gaps and maximise sales opportunities?
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Data Analysis: Collaboration: Continuous Improvement:

Manufacturers should regularly analyse their Working in partnership with a company like Closing coverage gaps is not a one-time

parts data to identify gaps and discrepancies Elcome will ensure that your products are task but an ongoing process. Manufacturers

by using a tailored aftermarket system such as accurately represented, leading to more should commit to continuously updating their
Xchecker which already has the right analysis comprehensive coverage and a better overall catalogue to keep pace with evolving customer
tools built-in. end customer experience. needs and new vehicle introductions.

Addressing coverage gaps is essential for parts manufacturers who are looking to thrive in the automotive aftermarket.
By closing gaps, manufacturers can better meet customer needs, capture lost revenue, gain a competitive edge, and
safeguard their brand reputation.
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