Sales Distribution MTD

Category Sales % Of Total
Repair Order $ 221,186 35.22%
Repair Order B.S. 0.00%
Counter Retalil $ 8,177 1.30%
Warranty $ 107,941 17.19%
Internal $ 42,237 6.73%
Wholesale $ 232,328 37.00%
Accessories $ 9,983 1.59%
Quick Service $ 6,088 0.97%
Total Department (MTD) $ 627,940 100.00%
Category Sales % Of Total
Repair Order $ 2,383,952 31.97%
Repair Order B.S. 0.00%
Counter Retail $ 113,459 1.52%
Warranty $ 1,219,195 16.35%
Internal $ 660,100 8.85%
Wholesale $ 2,877,775 38.59%
Accessories $ 137,876 1.85%
Quick Service $ 64,255 0.86%
Total Department (YTD) $ 7,456,612 100.00%




Inside Vs Outside

Inside Sales 60%

Outside Sales 40%

Total 100%




Gross Profit Contribution MTD

Category Gross % of Total % of Sales| YOUR BOC
Repair Order 64,778 37.20% 29.29% 40.35%
Repair Order B.S. 0.00% #DIV/0!
Counter Retall 3,809 2.19% 46.58% 38.41%
Warranty 52,254 30.01% 48.41% 42.56%
Internal 7,421 4.26% 17.57% 41.89%
Wholesale 43,566 25.02% 18.75% 23.67%
Accessories 392 0.23% 3.93%
Quick Service 1,898 1.09% 31.18%
Total Department (MTD) 174,118 100.00% 27.73%

Gross Profit Contribution YTD

Category Gross % of Total % of Sales| YOUR BOC
Repair Order 750,653 37.05% 31.49% 38.35%
Repair Order B.S. 0.00% #DIV/0!
Counter Retall 44,963 2.22% 39.63% 35.58%
Warranty 547,882 27.04% 44.94% 42.65%
Internal 143,879 7.10% 21.80% 41.59%
Wholesale 506,248 24.99% 17.59% 23.46%
Accessories 12,432 0.61% 9.02%
Quick Service 20,043 0.99% 31.19%
Total Department (YTD) 2,026,100 100.00% 27.17%
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Rﬁgfﬂ;ﬁgﬁr Body Shop Counter Retail ( n'::ﬁ:;ild)

YTD Sales $ 2,383,952 -1 $ 113,459 | $ 660,100

YTD Gross Profit $ 750,653 -1 $ 44963 | $ 143,879

YTD Cost of Sales $1,633,299.00 $0.00 $68,496.00 $516,221.00
NEW Mark-Up Factor 1.69 1.33 1.69 1.69
Desired Gross % 41.00 25.00 41.00 41.00

NEW YTD Sales $2,768,303.39 $0.00 $116,094.92 $874,950.85

OLD YTD Sales $2,383,952.00 $0.00 $113,459.00 $660,100.00

Additional Gross Profit $384,351.39 $0.00 $2,635.92 $214,850.85




Wholesale Warranty TOTAL
$ 2,877,775 | $ 1,219,195 | $7,254,481.00
$ 506,248 | $ 547,882 | $1,993,625.00
$2,371,527.00 $671,313.00 | $5,260,856.00
1.33 1.39 1.52
25.00 28.00 33.50
$3,162,036.00 $932,379.17 | $7,853,764.32
$2,877,775.00 $1,219,195.00 | $7,254,481.00
$284,261.00 $0.00 $886,099.15




Expense Category

Profit Centering

Dollar Amount

% Gross

YTD Parts Department Gross $ 2,259,705
YTD Total Parts Department Expenses $ 1,800,622 79.68%
YTD Net Profit $ 459,083 20.32%




Profile

80%

20%




Break Even Analysis

Category
Total Parts Department YTD Expense $ 1,800,622
Statement Month (example: May= 5) 11
Average Month Parts Dept. Expense $ 163,693
Parts Gross retention percentage (38% = .380) 0.380
Parts Sales Needed per Month to Break Even $ 430,771
Average Working days in Month 25
Parts Sales Needed per Day to Break Even $ 17,231
Number of Counter Personnel 6
Parts Sales per Counter Personnel to Break Even $ 2,872
Category
Total Parts Department YTD Sales $ 7,743,680
Statement Month ( May = 5) 11
Actual Parts Sales (Average Month) $ 703,971
Working Days in Month 25
Parts Sales per Day 28158.84
Number of Counter Personnel 6
Actual Sales per Counter Personnel per Day $ 4,693
Parts Sales per Counter Personnel to Break Even $ 2,872
Over/Under Sales per Person per Day $ 1,821







Parts Employee Productivity MTD

Category Dollar Amount + # Employees

Sales (Total) $ 640,638 + 6.00
Gross Profit $ 183,640 + 6.00
Expenses (Total) $ 164,135 + 6.00
Department Net Profit $ 19,505 + 6.00
Category Dollar Amount + # Employees

Sales (Total) $ 7,743,680 + 6.00
Gross Profit $ 2,259,705 + 6.00
Expenses (Total) $ 1,800,622 + 6.00
Department Net Profit $ 459,083 + 6.00




= Per Employee

= $ 106,773
= $ 30,607
= $ 27,356
= $ 3,251

= Per Employee

= $ 1,290,613
= $ 376,618
= $ 300,104

= $ 76,514




Monthly Cost Of Sales

Year To Date Parts & Accessories Sales 7,743,680

Year To Date Parts & Accessories Gross 2,259,705

Number of Months in Year




Months' Supply Of Inventory

FINANCIAL STATEMENT
Inventory $
Divided by Average Month Cost-of-Sales + $ 498,543
Equals Months' Supply = 0.0
MANAGEMENT REPORT
Inventory
Divided by Average MonthCost-Of Sales + $ 498,543
Equals Months' Supply = 0




Total Sales Demand c

Reflects the dollar value of parts the department would have been able to sell if it had
been able to fill all requests. To arrive at an accurate sales demand figure you need to
have an accurate lost sales amount.

$ 5,483,975 | + $ 5,483,975

Cost of Parts Sold (Sales - Gross) Cost of Lpst Sales Total Sales Demand

LOST SALES CAN BE FOUND ON THE DMS SUMMARY REPORT




Level Of Service

Level of service is an indication of how well the parts inventory is able to meet the
needs of the customers. Think of it as a batting average. If 100 customers request a
part, how many times are you able to fill the request? The following calculation gives
you that answer. Current NADA guide is 82% to 92%. The hardest part of this

Total Demand $ 5,483,975

Emergency Purchases -

Lost Sales -1 $ -
[
Subtotal =i $ 5,483,975
Total Demand +i $ 5,483,975
Level of Service = 100.00%




Gross Turn

Annualized Cost-Of Sales + Inventory

$ 7,743,680 $ 2,259,705 |~ | $ 5,483,975
YTD Sales YTD Gross YTD COS

$ 5483975 N 11 s 498,543
YTD COS # of Months Average Month

Cost-Of-Sales

$ 5,982,518 ' $ -1 0.0
Annualized Cost- Parts Inventory (W/O LIFO Gross Turns
Of-Sales adj.)




True Turn

Annualized Stock Purchases + Inventory

1 ¥ 11 s
YTD Stock Purchases # of Months Average
Month Stc
$ / _ = $ _ =
Annugllized Stock Purchases Parts Inventory (W/O LIFO adj.) True Turns

THE BEST SOURCE FOR THIS VALUE IS FROM YOUR FACTORY F




EPRESENTATIVE




Monthly Reconciliation Of Parts To General Ledger

Dollar value of parts on dealership management report

Minus

Dollar value of packing lists for parts received, but not invoiced

Dollar Value of bulk oil, gear lube, trans fluid in stock

Plus

Credits due for parts returned

Inventory Core Value - clean

Cores to be returned for credit - dirty

Work in Process - Repair Orders & Invoices

Dollar Value of NPN parts

Dollar value of parts with no cost record

Plus / Minus

Other Adjustments (shortage claims, damage, etc.)

Total Inventory

Inventory Per Financial Statement

Difference| $ -




#DIV/0!
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