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Parts Manager Conversation

Collaborate with your Parts Manager to answer the following guestions. Use this opportunity to
share new ideas from the class and to coach your Parts Manager on how they can be
implemented. Be sure to respect their expertise. Provide your answers in a different color
font.
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11.

What formal parts management training does your parts manager have (for example, the

NADA Academy Seminar)? £ FMB (oM Toete b+ S PR RPN
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Does your Dealership/Parts department have a Vision statement that all departmental

employees know and understand? What is it? }f()ws On W[flf’l"'{ ’\Vl FVUWI' 0‘3 \fUL’l .

Have you ever tracked your First Time Fill Rate (FTFR) manually (not using the DMS or your
? i i ?
OEM)? What is your current Repair Order FTFR? A}f)) OTLI 0/0

What percentage of your business comes from inside (RO/Internal/Warranty/Body Shop) vs

Outside (Counter Retail & Wholesale)? bZd/é) w\l\(}(qu{é ¢ GUVL“(/V Ef/""ﬁ\;(—

What policies, controls, and security are in place on your DMS (via Privileges and/or the

Exception or Deviation Reports) to prevent counter people from changing the pr\icing

structure during daily transactions? | ‘\t Y 6‘/([,\%},‘0 ng ff'/(}"l/ 4-/ (JUE/N L( /'ﬁfdy ’}7
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Who can change/override parts pricing? Cashier? Service Director/Manager? Service

Advisors? OM‘*[ PA;»}Q Emp/(/\.{@ff

Are you at Retail pricing for Internal? Who established your Internal parts pricing policies?

Are they current? \fegi LHYV\ ﬁ}ll\(ﬂ"i] \/? S

If you are in a Retail Reimbursement for Warranty state, are you at retail for warranty? If
not, when was the last time you petitioned the OE for retail reimbursement?
Can viok, Pebition Toyota

Do the Parts, Service and Body Shop Managers work with the Office Manager/Controller
monthly to follow up on all Work in Process {WIP) documents. Do they verify that all parts
invoicgs and repair orders are closed out in a timely manner? What does this look like?

\785; Lvery Welll and Moath ERD
Is the financial statement for the Parts department given to the manager and discussed on a
weekly/monthly basis? If not, is a daily operating report of sales, gross profit, etc., provided

N i
to the Parts Manager for review (DOC)? \{pg , We vse Qu |

What is your retail pricing strategy for your Parts department? How often do you check to
see whether your pricing goals are being achieved? m% fL p



12. How often do you audit your dealership’s Parts web page? How often are coupons, hours of
business, etc., reviewed and updated? n\d n % b{

13. Do you have a Parts online eStore? How do you ensure that parts order forms/queries are
responded to in a timely manner? Who gets the email leads/questions? /(D

14. What saies training is available to Parts personnel? If training is avajlable, is it mandatory?
How often are sales skills assessed, tested, alﬁ\refreshed? ‘CWM pw \{ﬂv i v W f Tow/Th,
hvh g with Ashaa, monthly 1onlS

15. Do you have a process to offer accessories to 100% of your New and Used customers? If so,

what does it look like? If not, why not? \/E,S ) IQ‘\M w} 77}\/04—4(
16. What would help you sell more accessories?&éﬂt\% éem-/ Ml\”\& {/i_ fﬁw ﬂ-;\W‘ Fﬂg‘?ﬁm

17. Do you review your wholesale customers to see if their sales, gross, and returns justify the
expense of conducting business with them? How often are they reviewed? \’/Z"’S S ﬁ” ,7/

18. Do you know how much each of your Parts salespeople must sell each day just to

breakeven? \JE)S; A»g VO W\/(t

19. What procedures do you have in place to ensure inventory accuracy and integrity? How are
variances communicated to the accounting office? (}{(,l{ wa‘—g Uy pe- ooy,
IS 15inG for W', Bl Wl
20. Are lost sales being tracked in your DMS? Do you have a common definition that all counter
pepple understand? What is your definition?

e, We lost cale g o et Trawe Qeand -

21. What is the biggest obstacle to getting your Special Order parts off the SOP shelves and
installed/picked up? CbM?‘Wh’itm{ﬂc/m WT‘!/\ W CU%M W,

22 In your store, what do you feel is the biggest cause of frozen capital and/or obsolescence?

What is the current dollar value of your obsolescence? LM
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23. What is your phase in/phase out strategy? How do you balance this strategy with factory

recommended stocking guidelines (RIM, ARQ, Parts Eye, etc.)?

\ \ ()
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24. On a scale of 1-10 (10 = expert level) what is your level of understariding of the information

that is on your DMS'’s monthly summary? /0

25. What is the one thing that your organization can do or provide to help the Parts Manager

do their job more effectively? Cd " y .
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1A

PARTS HOMEWORK — ACTION PLAN

) Specific

-;- Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?
Example: “l will decrease my 5K run time from 30 minutes to 21 minutes by June 15.”
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How daoes this goatl align with or support your dealer’s vision?

What are the BENEFITS of achieving your goal? What are the CONSEQUENCES if you don’t?
Why is this goal important to you? '
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How will you track your progress? Where will you find the information? How often will you check in?
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Potential Obstacles? Potential Solutions?
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BOTTOM LINE! What is the financial impact (expressed in dollars) of achieving your goal?
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CONGRATULATIONS! You've accomplished your goal! You added or adjusted policies, procedures, and
behaviors. Now what? How will you ensure you and your staff do not fall back into the previous habhits
that produced poor results? Be specific.

g D, gwggﬁg e fcgu?w /W 0T Condbant fon m,,?} E—
|

5555 Nt TR o Assog:lantloﬁVAerwlghtsﬁeservedm S S

U b o |



‘panasay sIYErY HY "UORLIF05SY S18|ea(] S|IGOWoIny [BUcHeEN 22070 [4

[

L

LI

WITUTZ | ST SVISH | WL T/ Pigp

I A I Rl P I s

N\
¢31va ¢dlva
440 J133HD NOLLITdINGI NOLLITdINOD é1Ns3ay <ITIVINNODJIY éS32¥N0OS3H dits
vNidv (3123dX3 a31i3dxd SI OHM AdVSS3IDIN /NOILIV 214103dS

"S91Ep pue nsal a|geinsest Y3 ‘9pqeIUNOIIE S1 OYM ‘$321N0SaJ Aiessadau apnjaul 03 ains 3 ‘Yoes Jo4
¢anoldwl Jo AlJUBISHIP Op NOA ||im 1eYA ¢|eoS InoA ysiiduwodoe o 3xey noA [jIm sdais Jo suonae aynads 1eym

| YOWN




