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CHAPTER 5 - CONCLUSIONS AND RECCOMENDATIONS 

5.1 Conclusions 

1. Periodical Service Reguler (PSR) program is the right answer to help agro 

customers in handling customer heavy equipment maintenance, with the condition 

that customers do not have sufficient and competent manpower resources to handle 

heavy equipment maintenance. And can answer from the pain and gain of XYZ 

customers. 

2. The impact of the implementation of this PSR program for UT is that there is a 

revenue service increase of 240% of the declared target. 

5.2 Recommendations 

From the results of the implementation of the PSR program for XYZ customers, several 

things can be done to improve PSR program services, among others. 

1. The implementation of periodical service carried out by UT mechanics can involve 

XYZ customer mechanics as a form of knowledge transfer process and XYZ 

customer mechanical development. 

2. This PSR program can be implemented for other customers who have character, 

pain and gain such as XYZ customers. 
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APPENDIX 

A. PERIODICAL SERVICE FORM (SAMPLE) 

 
Appendix 1. PERIODICAL SERVICE FORM (SAMPLE) 
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B. OIL ANALYSIS REPORT (SAMPLE) 

 

 
Appendix 2. OIL ANALYSIS REPORT (SAMPLE) 
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C. PERIODICAL INSPECTION (SAMPLE) 

 

 
Appendix 3. PERIODICAL INSPECTION (SAMPLE) 
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D. PERIODICAL INSPECTION/MACHINE CONDITION REPORT 1 OF 3 

(SAMPLE) 

 

 
Appendix 4  PERIODICAL INSPECTION/MACHINE CONDITION REPORT 1 OF 3 (SAMPLE) 
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E. PERIODICAL INSPECTION/MACHINE CONDITION REPORT 2 OF 3 

(SAMPLE)  

 

 
Appendix 5. PERIODICAL INSPECTION/MACHINE CONDITION REPORT 2 OF 3 (SAMPLE) 
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F. PERIODICAL INSPECTION/MACHINE CONDITION REPORT 3 OF 3 

(SAMPLE)  

 
Appendix 6. PERIODICAL INSPECTION/MACHINE CONDITION REPORT 3 OF 3 (SAMPLE) 
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