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HINO Cares Hand

At Jamjoom, we have never shied away
from tackling issues head-on with

the singular goal to resolve issues and
all customer requirements.

Mansoor Ali Khwaja, General Manager of Sales and Marketing,
Jamjoom Vehicles and Equipment Co., Jeddah, the Kingdom of Saudi Arabia
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“There are no bad days working at Jamjoom

because ultimately we are aiming to reach a share
of 30% of the Saudi market in the future; we do not
compromise in that target.”

Heading the sales and marketing, Mansoor Ali Khwaja values his
association with HINO trucks. This is shared by employees of
Jamjoom Vehicles and Equipment Co. where inherent belief in
HINO trucks, its reliability and optimum output for its customers is
retained by their passion to listen to, learn and habitually exceed
customer satisfaction.

The ability to grow the brand s share of HINO in the truck

market of the Kingdom of Saudi Arabia is demonstrated by past
performance. We believe Jamjoom s presence in the Kingdom
has remarkably grown in the recent past and has enhanced HINO
truck s exposure on the road in the Kingdom of Saudi Arabia.
Speci cally, Jamjoom has expanded sales from 140 trucks to
over 1,000 units annually today. The sales target would translate
into selling 5,000 trucks annually during the next 5 years.

There has been a policy in the Kingdom to increase the rate of
expansion of new economic cities and Jamjoom management
believes that the emphasis of the Saudi government to place
the country in better economic competitiveness, will allow the
private and government sector to foster increased willingness
and meticulous planning for heightened return-on-investment
(ROI) strategy. Jamjoom believe HINO trucks will be at the
forefront of customers choices because HINO trucks surpass
the expectations of their drivers and owners. Both local
management and HINO leadership in Japan are carefully planning
for this and both parties continue to work closely both remotely
and on the ground.

Part of that cooperation is to be overseen in the growth of the
current 3S (sales, service and spare parts) branches in the
cities of Jeddah, Riyadh, Dammam and Al Madinah to renew
the key Riyadh branch and to increase the three sales sub-

dealers, the twelve spare parts sub-dealers and one service
sub-dealer, which has doubled their cumulative number. HINO
in the Kingdom of Saudi Arabia is also planning the building of
a modern 3S (sales, service and spare parts) facility outlet at a
prominent location in the commercial city of Jeddah.

The basis of Jamjoom s success and future accomplishments is
inherent in the HINO trucks, itis a driver s car and an owner s
vehicle, commented Mansoor Ali Khwaja, after elaborating

on the feedback he personally receives from truck drivers and
the contractors who purchased HINO trucks. The low cost of
operation and structural stability of HINO trucks and Jamjoom s
unwavering services after sales and effort to bring best-in-
class training to drivers has been the standard against other
companies benchmark in the Kingdom of Saudi Arabia.

New model introductions of the trucks suited for the market of
the light-duty to the medium-duty trucks will close the gap in our
product portfolio, added Mansoor Ali Khwaja. The father of two
sons and proud veteran of the truck business is keen to see HINO
as the premier brand of performance in Saudi Arabia.

HINO is made by people.



HINO’s Service

My philosophy in this business is the
Immediate and on the spot service to
maximize uptime.

Abdul Hameed P.K., Service Manager, Jamjoom Vehicles and Equipment Co.,
Jeddah, Kingdom of Saudi Arabia
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“Our customers expect uninterrupted

operation of their business; our services ensure
the minimum amount of time that HINO trucks

spend off the road.”

With 31 years loyalty to the business of HINO, Abdul Hameed
P.K., has journeyed from technician at Jamjoom Vehicles and
Equipment Co. in October 1977 to head the service department
today. He leads a very special team of technicians and trains new
recruits to continue the value of the business to HINO customers
in the Kingdom.

The importance of after sales service success in this market is
the clear induction and internalization of HINO service policy
across this department. At Jamjoom, one of key components of
the service function is to minimize waste in labor, materials, time
and space; all of which equate to signi cant nancial savings for
customers both in the immediate period and the future. Jamjoom
believes customers also bene t from the service department s
ability to analyze and simplify work issues and processes. Both
HINO Quality Service (HQS) and Kaizen (continuous improvement)
processes are implemented with vigilance and are extremely
effective in the market of the Kingdom of Saudi Arabia, helping to
cope with growth in sales.

Training continues to be a key asset behind the success of service
of HINO Vehicle in Saudi Arabia, | believe proper driving skills
reduce breakdowns and ensure vehicle safety, commented
Abdul Hameed P.K.. Customers of the kingdom of Saudi Arabia
will now make use of a HINO-certi ed and full-time driver trainer
on the premises by the end of 2008. HINO has furthermore
seconded service engineers at eet customers sites to ensure
preventive maintenance and effective training for their technicians
to additionally reduce downtime. The company in Saudi Arabia

is an effective marketer of services with special discounts and
preferential payment terms to encourage greater brand loyalty.

Jamjoom believes, because HINO trucks are of exceptional
quality, they require less dealership visits for repairs and
maintenance and when Abdul Hameed P.K. talks about business,
the key support to closing any deal is how the product thus
minimizes operation costs and how that equates to greater

pro tability for customers.

Saudi Arabia s vast size and traveling distance place immense
reliance on the road freight industry and with an absence

of railroads for the medium-term future, Jamjoom believes
customers choose HINO trucks for their optimal in loading factor;
Jamjoom s commitment to introducing technological innovations
will have profound effects on the increase of sales and service
contracts. Additionally, the process of training technicians to
provide strong brand loyalty and positive market appeal are also
vital to growing into the targeted market share in the years ahead.

I am honored to have been part of Jamjoom s growth in Saudi
Arabia and | am proud when | watch this growth as part of the

HINO family, said Abdul Hameed P.K.

HINO, where services also continue to evolve.







