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Collision Parts Sales vs. Mechanical Parts Sales

Aspect

Business Earmed
or % of Business

Collision

Controlled by large
wholesalers with well
developed logistics plan

Dealers accept being
last call which drives
current price structure

Comparison

Collision- large
wholesaler have
buying power; WSM
earned thru price
competitiveness,
responsiveneass

Opportunity

Dealers must shift to external
focus, conduct high level market
research, price competitively &
inc. responsiveness

Time Sensitivity

Shops accustomed to
waiting for response —
prefer OE paris fit/war-
ranty

IRFs need to turn
bays, will sacrifice
part quality fo

increase margin

Collision customers
-rental cars reducing
urgency — Repair
customers are
inconvenienced

Recognize the need to treat
mechanical & collision as 2
independent BU
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