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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)
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B. OIL ANALYSIS REPORT (SAMPLE)

Customer Name : FT. MUARATONU SUBLR LESTARI Uit Number : WCDE Viscosky L O0VE0C
Aadress : BATU EABNG Compenont : EMGINE ViscosEy@aMBnT
Unit Meded : EWZTLO-EY Cempeneré Matrix : BG.0GER TEN
Serial Nusber : SE15EZIA1142 Ol Matrie : GEN 050 15W-40
Test Detail ‘Overall Aanalysis Result
Lub. Member E215318E BI3097568 BI3LITC4E BTLELET E74008EED
Sampiing Date LT 2023060 02307-22 023003 2024-01-06
Received Date 0231247 2023.06-13 2023.07-27 0231025 20240116
Raprt Dt 021208 20230615 20230729 0231027 20240117
Hours on 0 576 7 439 595 500
Hours n Unit 576 1546 1085 2553 3035
Luibw: O Wairre ELD 15WRD KD LW KGO 15Ws0 ELD 15w KL 15w
il Change Yes s Yes s Yes HORMAL
St CRIICAL SEVERE NOEMAL
Physical Test Uit Methad
Visc o = ASTM D7279-20 90,3 | 12132 |BL65| 13224
Visc§100C o ASTH [7279-20 841 1018 10.18 1533 12.06 125|163 |11.25|17.03
TAN mg KDy | ASTM 097422
TEN mg EDH/g | ASTH D2E#6-21 808 £59 8.7 .54 1111 605 44
Metal Additive
Magnesium (Mgl gem A5TM [5185.18 1 ] 7 8Ez &
Calcium (Ca) pem ASTM D5185-18 2742 25096 3088 3156 430
Tinc {2n) o ASTH D5185.18 83 385 1001 1785 1102
Madybitariam (M) Eam ASTH D5185-18
Bavoes (5] o ASTH D5185.18
Prasphor 7} gom 45T [5185-18
Cantaminant
Natrium (Kal cem ASTM [5185-18 7 2 1 2 [ S 50
Slicon |50 gem A5TM [5185.18 11 7 T 1 £ 45
Fuoed Dilution £ ASTM E2412-23 1 '] [ 2 3
Fame: Cilution % ASTM EM12-73 &5 T " 03 o
Wiater Conterg (T ASTMEM1ZT3 o ] ] ] o 01 (¥
Gyl T ASTM E412-73 o 0 o o o 3
‘Wear Metal
Iron (Fel gem A5TM [5185.18 179 42 T 5 3 75 135
Copper [Cul Eam ASTH D5185-18 105 11 ] 1 = E
Asmurium (A3 o ASTH D5185.18 & 6 " 1 1 1B b
Chrarmium (Cr) gem ASTM [5185-18 3 3 2 [ 1w 15
Nickel [Hi} pem ASTM D5185-18 1 1 o 1 o 5 10
Tin 5nl gem A5TM [5185.18 1 1 ] ] o 0
Leasd [Ph] Eam ASTH D5185-18 4 1 1 253 1 ] =
P 75ch Frrancle 5 10
P Index DA154.18 7 5 ] 2 1 4 ke
Color ASTH DA530-13
FTIR
St Absicm | ASTMEM1ZTE T 10 7 78 1 3l 5
Cwidation Absfcm | ASTMEM12.73 1 1 1 1 18 10 50
Niration Absicm | ASTMIEM12.T3 1 ] ] 4 £ 50
Sufaticn Absicm | ASTMEZ412.73 1 1 1 1 [ £ 50
Other Analysis
150 CODE 150 4405 : 3001
CONTARISANT . FTI HALYSES
'™ - rE & Cu - M B Cr 4 W T L &M Py _,.\,F St 4 ‘Nivewr Cowmer ¥ Fusl Dévdon # Mdsboy - Hersiea b= '-\!E‘of
L “
- = . N L -
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Hasil analizs BORMAL

Resampiing 250 jam beriloutnya.
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C. PERIODICAL INSPECTION (SAMPLE)

G PT UNTED TRACTORS BACKLOG REPORT

[Customer KPT.BBE  |Machine Model GD511A4 i Englne Model {86D05LA

e

Finding Commeont
INSPECTION
Sexigl No Uksit

INSPECTION

LUisit Preview

INSPECTION
Frgine s oy il

DN e e boriosdom e sed
waponad b

INSPECTION Roxenadaion
Control vive lodking Reooding wated vdve
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Appendix 3. PERIODICAL INSPECTION (SAMPLE)
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D. PERIODICAL INSPECTION/MACHINE CONDITION REPORT 1 OF 3

(SAMPLE)

UNIT ENGINE ATTACHMENT . e
Madel [ seilvo | Codelo Moded | senalo. Fromt Rer ‘ Machine Condition Repurt ‘ M C R
GD511A-L | 1270 S6D9SL 17342 SCARIFIER BLADE
Customer Name BRAMA BINABAKTI | SERVICE METER INSPECTOR MOTOR GRADER
Machine Location EM.54 | At Ing i Name FIOI CANDRA
0 Date 140723
- GD511A-1
UNITED TRACTORS Thbk. United Tractros's Branch | JAMBI
ITEM (CONDITION ‘ AT ‘ STANDARD ‘ ACTUAL ‘CORECTION MADE FINAL ANALISYS
Result
|ENGINE
‘ . 5 25} Kondisi engine low pm & bawsh stmdart dan di adjustmen FIP
F- ? e 05 ¥oudict engine high rpm di bows st dim i sjsrmen FIP
Blow-by Press. il Tenp. 60° C mm B0 Kondisi blowby nommal
’ o - Iubricarion oil pressure saat engine high idle nommal
Lib O Prse. Ol Temp. B C e bricarion oil presse st engine low il normal
CompmsmPrs. | |Rpm 3300 il Tep. 47°C Frar compression presire masih ek
TRANSMISSION & TORQUE CONVERTER Sertal N
[Operizz Faz K [ i nching pedel oml
Inchine Dl o -6 Sam inching pedl nomd
mn 0 Imm inching pedal normal
14 4 pilot press. Nomal
TM Valve Press. Egiaw’ 3 pi] hmricating press. Nomal
| % % modlaing prss Yol
|STEERING & BRAKE
Road Flat, Dry, Peved Surface With 11° N
0 Cocton o Mvemant
Parkizg Brke [Operating Force Levr T Ym0 Tz i
[ Travel Levar Motches Mz § 4 adjustment
[Heizht mm 185 130 adjustment
[Play mn 10 16mm adjustment
Erke Pt Tl m ) [r—
Opersing Fore Kz max 4 Alkz adjustment
Bobedefmom:  [Speed 35 Kb Pl I Max 12 2
Steering Wheel Play [Exg. Low mn 0-12 18 need Sbncation
HTDRATLIC
Reelief Press. Ezian® Nl
o
BlaieLifing Spesi [ e = = —
Lower - 135 133
Eng High —
g S Fr CimlaRozion. | OlTep 35-47°C | Dl o ! CONTRIL VALVE LEAKING DISARANEAN UNTUE RESEALING CONTROL VALVE
’ [Raise pil]
Sfelif Spad 2 S o
[Blade 12
= —
Eyd Di# Sippan By Blade 1o /10 min = [
S carifier 13
< ppon By Scmifie Bl
\DIFFERENTLAL / FINAL DRIVE &TANDEM
LSt bl S Visud Chak No ewessive g —
Tandam Drmin Phug - Metalic Powdsr & —
|ELECTRICAL
‘Elz:mu.l Funcrion |anon(he:k ‘ ‘Nmrunmn‘
OPTIONAL
Attachment Frame Crack Detaction Yo Crack Mo Crack
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E. PERIODICAL INSPECTION/MACHINE CONDITION REPORT 2 OF 3
(SAMPLE)
TN ENCINE ATTACHMENT
Mol Said o Cais}o Moidl Said No Frut R Machine Condition Report ‘
G5l 1m S U | SCARFER | BLAE P M C R
Casomer Nane FERSADA BARAPAN KARURIPAN SERVICE METER INSPECTOR NOTORGRADER
Machine Location SEIBENGRAL At spection \ Duly Neme FIQI CANDRA
1 D [mams
TUnited Tractos's Branch

UNITED TRACTORS Thk. TABI

MAINTENANCE RECOMMENDATION / SERVICE PRESCRIPTION

1. SUMMARY
1. CLOSE EXAMINATION OR REPAIR REQUIRED

I:[ 00D KESIMPULAN PEMERIKSAAN ATAUKEBUTUHAN PERBAIKAN

HASIL PEMERIKSAAN DINYATAKAN BAIK

[TEM UNSATISFIED COMMENTS
PARTIAL SUSPECTED, CLOSE EXAM, REQUIRED.
PLEASE NOTE NO: JFOR DETAIL

CONTROL VALVE |1, Contol vaive mengelms ebocorm. Sehinges pein il siben Reselin thadep comtrel valve
HASILPEMERIKSAAN DIDUGA SEBAGIAN

MEMERLUKAN PERBATKAN.

SILAHKAN CATATRINCIANNTA PADANO 2 CYLINDER LEANING 1. Cylinder eming suh tide oy pae, Eoem od cyfindirmya sudeh pench pe dan il kel
D BAD EARLY REPAIR REQUARED CYLINDERLIFT |1 Cylnde i mengalai kebocormn, Selingea et dilskvken Reseling ylinder I

PLEASE NOTE NO FOR DETALL

HASILPEMERIKSAAN DINYATARAN JELEK CYLINDER DRAWBAR |1 Cylinder drswber mengiams ebocorm, Sekingza peh i sk Reselin cylinder b

MEMERLUKAN PERBAIKAN  SEGERA
SILAHKAN CATATRINCIANNYA PADANO 2
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F. PERIODICAL INSPECTION/MACHINE CONDITION REPORT 3 OF 3

(SAMPLE)
ANALISA BIAYA REPAIR

CETONER BRI BN BAKTT 1 Kondid Unit | JOpemsi Unit Mndel
LOKASI TNIT KM H Break Down Uit Serial Number 271
TGL FEAERICSAAN Jitha bfiH | Uit Cade
CERVICE AETER i : Carency Rupich Frsineilodd SHRL
[ U5 Dallar Eagine Number 172061
TOTAL ANATIEA PERBRIKAN TAFBC70) Rp 111680.216
Ep 11168921
[¥0] COMPONENT JENTS PERBAIEAN LTOUSIBIATA 8 LEAD TAE GRAND TOTAL Ep 1858138
LT |IASAYRIMAN| FARTS TOTAL | [NDERCARRIMGE RESIIID
0 ) TRIT FRICE AOTRT ToTL ARG
T | EVORATLIC SYSTEM (OVE HYD CONTROL VALVE G5 11 |Rp G300 [k masion O Tex | R | s | eRm Y
(I LEANING CYLINDER GOl 1 |Rp 5300000 [k sess0in
OV BLADFLIFT CYLINDER GESL1 16 |Rp G600[# 3owan
(OVH DRAWBAR CYLINDER GDI11 18 Rp 7.500.000 | Rp 270143
T -
T TOTAL Hp JE100000 | Ty 3.000.31% | Bp 010116
OTHERS | I T TOTAL 0 0 [] 0
[F[ TIEM AMOTRT
T [Cononmable Good Ty TO0.00 FABRITASI FRAME GRODP & ATT4CHEMEAT)
2 | Tranzportsion 7] 1.500.000 ESTIMASI BIAYA
NO| COMPONENT | NONDISI | JENIS PEERIAAN [~ [MATERIAL 8] CONs. o1l
" [MACHINING|_GooDs i
TOTAL ip 1500.000
TOTAL 0 0] J
IESTMPILAN DAN SARSN ANALISA BIATA PERBAITAN
[T Merchomenduziban
erbaian dilukakan & : - Biapa Seam termasa Bisya tansportas wnitkampanea ke U7 don masih merapaban eximas, uncuk
arkhop P TT Imcnpeiha acual By eeparnys, scelh bemi lakumaken pembongharan don pengubaran.
- Thiuk OV Contral e aras dipaziban spool dan Ronsing dalem Readoan beik (5dsk ada scrac aisu
DFM Jrerusakan ininmya, jiks ads temuan maka disaranban wnsuk gansi azsy comsrol vabve
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