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HINO Cares Hand

To deliver spare-parts in a speedy and
punctual manner is my commitment to

satisfy customers.

Herman Suwiryo, HINO Warehouse Manager, Indonesia

PT HINO Motor Sales Indonesia

| feel proudifalot of HINO trucks will mark the

streets. Since | started in HINO s early days and
Improve the market share of HINO in Indonesia,
| dream of lling Indonesia s streets with HINO.

Herman Suwiryo is counting down his days at HINO in Indonesia
as his retirement is approaching him. The 54-year old Suwiryo
has nothing but a life to express gratitude after dedicating his life
for HINO. Suwiryo rst joined PT HINO in Indonesia as the head
of warehouse section in 1981. Those were hard times for him
with annual sales of only 100-200 units of HINO trucks.

He was hoping to improve the number of sales of HINO trucks

in the market at that time. He worked in a very small warehouse
with a few colleagues to assist him. He believed that delivering
the spare-parts in a speedy and punctual manner will ultimately
satisfy the needs of the customers. Additionally, customers will be
more loyal to HINO. But a sole commitment from the warehouse
is not enough. A concerted effort from other divisions such as
dealer, distributor and after-sales service was required to meet
the needs of the valuable customers.

We have to maintain the availability of the spare-parts.
Excellent services and reasonable prices will retain customers.
The success of HINO in leading the Indonesian market is a
success story of many people. It has become our commitment
to satisfy the customers, said the man who also claims to be a
culinary expert.

Suwiryo believes that the key success of HINO in Indonesia is
teamwork and hand-in-hand cooperation among its employees.
Creating a healthy and a family-friendly work environment

helps improve the sales of HINO in Indonesia. A father of one
son, Suwiryo is striving to deliver his utmost from a beautifully-
designed of ce in a 3800 meter square space. His 15 staff
members contribute to this. In the early 1981, he occupied a
120-meter square warehouse with two staffs. As times goes by
and Indonesia s economy gaining foothold, he expanded the

of ce and employed more people.

Being responsible with our job is the most important for our
success. The rest is our utmost commitment to the customers.
A good management of stock of goods is also important.

The level of fault stock system is kept at a very low level,
ranging between 0.02 percent and 0.08 percent per year.
This is something we can be proud of and a team hard work,
of course.

Quiality of products combined with excellent after-sales and
customer services, and maintaining good relationship with dealers
and distributors have been his credo in his 27 years tenure.

For Suwiryo, love your job as you love yourself has made his life
better. Because of this philosophy, | have worked at PT HINO
Motor Sales Indonesia for so many years until | decided to retire.
| feel proud when the company can grow and turn into a

pro table corporation. After spending much of my time here,

| feel proud if there are a lot of HINO trucks on the street.

Green, the very color of HINO in Indonesia, will mark the streets.
Since | have started from HINO s early start and improving the
market share of HINO in Indonesia, | am dreaming of making
Indonesia s streets green with HINO.

Hino is made by people.



HINO s Service

The key success of HINO in Indonesia
rests in the service and after-sales care.
Being honest about its advantages and
disadvantages is very important.

Daryanto Husodo, Service Manager PT Catur Kokoh Mobil Nasional
Surabaya, Indonesia
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HINO trucks are tough, easy to service. This is

the con dence that our customers have in us.

We maintain this con dence by making a regular
visit to our customers, getting to know their needs.

It took four years for the people of East Java to know HINO.
Now, we believe HINO trucks have become the market leader
in the truck category in Indonesia. Of course, this cannot be
achieved without any painstaking work by dealers in providing
excellent after-sales care. Maintaining a good relationship

with customers through heart-to-heart communication would
enhance a corporate value. Listening to their complaints and
providing guidance to cope with their complaints is a must-a-do
job. Being on the customer s side and winning their heart is truly
implemented by Daryanto Husodo, Service Manager of Catur
Kokoh Mobil Nasional, based in Surabaya.

In early 1976, HINO was not much known in Indonesia, so it
was a dif cult time for me to sell HINO because | had to start
from scratch. Things were getting complicated in convincing the
customers to use HINO trucks. So it took time and painstaking
efforts to sell HINO.

Now we believe that people in Indonesia know that HINO is a
tough truck with a strong engine. It is also easy to get after-sales
services. Compared with other brands, we think HINO has those
special characteristics.

Such characteristics have made Yan, Daryanto s nick name,
started his career as a mechanic since 1976. We believe this is
particularly true because of HINO s corporate policy: Dealers of
HINO do not only sell the trucks but also equip their mechanics
with excellent skills and knowledge for repairing the trucks. In the
end, the customers would have a comprehensive knowledge and
technical know-how about HINO trucks. This would be de nitely
accomplished through a hands-on supervision by the dealers.

We always ask our customers what their complaints are and

provide them with guidance needed to resolve their dif culties.

If we know the advantages and disadvantages, the HINO owners
can take care of their trucks and love them more than ever before.
To love itis to know it  this has become a common saying for
the owners. We have built our relationship with our customers

in such a way. Often times, the relationship is like a big family,
which is important to ensure that customers love their HINO

and they can recommend other potential customer to buy the
trucks. We conduct test-drive and compare the advantage and its
disadvantages of HINO trucks with their rivals. They know what
they have. This is the truth, not just empty talking.

| have spent 32 years selling HINO trucks. I m proud that in my
entire adult life | help sell and market HINO in Indonesia. HINO
has become the market leader in the industry and its category,
and the customers con dence in HINO is increasing from time
to time. The key success of HINO rests in the service and after-
sales care. But being honest about its advantages and its special
conditions is the most valuable one. That s why | have never
dreamed of moving to another job, and to stay with this company
until | retire.

| have never dreamed of becoming a mechanic in my entire life or
even worked in the automotive industry in the service division. But
| love this job, | love it very much. There is plenty that | have gained
from HINO. | have a great passion in my job. This job has taught
me a lot: know the engine so well inside out has really gives me a
sense of pride, uttered the 73-year old Yan.

Hino, where services also continue to evolve.






