First Time Fill Rate

DEALERSHIP NAME [NADA Motors [rst time fill rate
DATE RO'S 1st Time Same Day Day
7/2/2018 14 12 2 o
7/3/2018 20 18 2 0
7/5/2018 18 12 4 o
7/6/2018 22 19 3 0
7/7/2018 15 15 o o




Rate %
85.71%
90.00%
66.67%
86.36%
100.00%
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
85.39%




REYNOLDS 2213

Stocking Status
INVESTMENT

Inventory
Value

% of Inventory

Normal or Active Stock $143,044 74.08% over 70%
Automatic Phase Out $20,311 10.52% Less than 30%
Dealer Phase Out $0 0% Less than 1%
Manual Order $1,190 1% Less than 3%
Non Stock Part $'s $28,360 15% Less than 5%
Non Stock Part #'s* 2500 MEMO Greater than 70% of PN's
Core Clean $300 0% PART # # PIECES
Core Dirty $5,700 3% PART # # PIECES
Replace by hold RBH $176 0% PART # NA # PIECES
NA
Total Inventory $193,083 103%
REYNOLDS
NADA
Activity Value % of inven Guide Notes
Current $91,474 46.51%| 75% |this is your current a
1-3 Months $62,905 31.98%|included |healthy parts inventc
4-6 Months $20,051 10.19%| 23%
7-9 Months $8,979 4.57% 2% 65% Will likely become
10-12 Months $4,266 2.17%]| included |85% Will likely become
13-24 Months $8,470 4.31% 0% Technically Obsolete
25+ months $535 0.27% 0%
TOTAL $196,680 100.00%




OK....BUT..

YIKES

nd active
ny

OBSO POSITION MATH DONE BELOW
obso .65 TIMES THE 7-9 MONTH VALUE $5,836
obso _____ |.85 TIMES THE 10-12 MONTH VALUE | $3,626
e PLUS THE 13-24 MONTH VALUE $8,470
T |PLUS THE 25+ VALUE EQUALS $535

OBSO AS A % OF TOTAL HHH 9.39%




CDK
Stocking Status

INVESTMENT

Normal or Active Stock

Inventory

Value

% of Inventory

#DIVIO!

over 70%

Automatic Phase Out #DIVIO! Less than 35%
Dealer Phase Out #DIVIO! Less than 1%
Manual Order #DIVIO! Less than 3%

Non Stock Part $'s #DIVIO! Less than 5%

Non Stock Part #'s* MEMO Greater than 70% of PN's
No Phase Out Not on ADP NA

Repace by Hold Not on ADP NA

Clean Corp #DIVIO!|p/n pieces

Dirty Core #DIVIO!

Total Inventory #DIVI0!

Activity

0-3 Months

Value $

% of Invent

%

#DIVI0!

Notes & Guides

ACTIVE INVENTORY at 75%

4-6 Months

#DIVIO!

ACTIVE INVENTORY at 23%

7-12 Months

#DIVIO!

75% will likely become Obso 2%

Over 12 Months

#DIVIO!

Technical Obsolescence 2% is gt

New parts no sales

#DIVIO!

Minimal Amount

Total Inventory

#DIVIO!




WARNING

DJA R

OUCH !

O

is guide .75 TIMES|$

uide PLUS
PLUS

EQUALS #DIVIO!




ACTIVE PARTS: STO

CKED

#DIV/0!

ACTIVE PARTS: EXC

ESS STOC

#DIV/0!

ACTIVE P4

ARTS: UNDERSTOCK

#DIV/0!

ACTIVE PARTS:TO P

HASE OUT]

#DIV/0!

TOTALAC

TIVE PARTS

#DIV/0!

SUPERCEH

DED W/ON

HAND

#DIV/0!

INACTIVE

W/ON HAND

#DIV/O!

TOTAL INV. TO SELL

#DIV/0!

CORES O

N HAND

NEG-ON-HAND

TOTAL OF|INVENTORY

PARTS ON

OPEN R.

D.'S

VALUE OH TOTAL IN

ENTORY

NOT ON F

ACTORY M

ASTER

PARTS WI

TH OUT C(

DST

NEVER S(¢

DLD

ONE YEAH

R AGO PLU

ELEVEN M

ONTHS A¢

#DIV/O!

#DIVIO!

TEN MON]

THS AGO

#DIV/O!

#DIVIO!

THIS IS POTENTIAL OF

NINE MON

THS AGO

#DIV/O!

#DIVIO!

EIGHT MG

NTHS AG(Q

#DIVIO!

#DIVIO!

THESE PARTS WILL BE IN A "AP" STATU:
OUT IS SETAT 0 IN 6



SEVEN MONTHS AG #DIV/O! | #DIVIO!

SIX MONTHS AGO #DIV/O! | #DIVIO!

FIVE MONTHS AGO #DIVIO! | #DIVIO!

FOUR MONTHS AGO #DIVI0! | #DIVIO! THIS IS YOUR ACTIVE HEALT

INVENTORY

THREE MONTHS AG #DIVIO! | #DIVIO!

TWO MONTHS AGO #DIVIO! | #DIVIO!

ONE MON[TH AGO #DIVIO! | #DIVIO!

CURRENT| MONTH #DIVIO! | #DIVIO!

TOTAL INVENTORY #DIV/0!

CORES WITH ON HAND




DANGER

OUCH !'!!

S IF YOUR PHASE



'HY PARTS



UCS SCORECARD

Stocking Status
Observations

Active Stock (0-6 month activity)

Inventory

Value

% of Inventory

over 70%

Zero Guide (Auto Phase out)

Less than 35%

No bin Location Parts

Less than 1%

Manual Order Review

Less than 3%

No Match (Non Stock Part $'s)

Less than 5%

Total Watch #'s (N/ Stock Part #'s)

Greater

than 70% of PN's

Clean Core

Dirty Core

Are contro

Is in place?

Extra Lines

NA

Extra Lines

NA

Total Inventory

Investment

NADA
Activity % of inver Guide Notes

Current TO 3 Months #DIVIO!| 75% |this is your current a
3 to 6 Months #DIVIO!|included [healthy parts inventc
6-9 Months #DIVIO!] 23% |65% Will likely becom:
9-12 Months #DIVIO! 2% 85% Will likely become
12 Months + Over #DIVIO!] included [This is your Technical

#DIVIO!

#DIVIO!
TOTAL $0 #DIVIO!
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haddad toyota

we are currently not selling accessories at all

to establish any kind of presence in accessory sales

3 months

Describe necessary actions to reach desired result: price list for all accesso

Meeting with Dealer: met with owner

Action Proposed:




Meeting with stakeholder(s) (dealership personnel):

2.|Describe what is in place to support desired goal:
Training /| Coaching | *=Consequences related to results / Pain & Gain

Accountability: Monitoring progress:
Who:

What:

3. By When:

How:

Describe checkpoints that have been established to measure progress:
Daily | Weekly | Bi-weekly /| Monthly /

Date(s) for review: was reviewed with parts manager weekly

5. Estimated cost for implementation:

Projected Date of (7-31-18 .
Completion: Sponsor Signhature:

Evaluation of Results: Include measured results. (* Metrics)

Impact Area

Sales | Gross | Expenses | NetProfit | CSI [ since april we have sold 7 toyota trucl
on each vehicle was an average of $2120 per copy. The csi has been 100 percent on these custom
huge interest in these trucks. we are basially letting them make the decisions on what accessories
retail customers out to the showroom to show them their work. its getting them involved which is i
for the parts counter. we have pictures of the customers with their accessorized trucks in the parts



Student Name| joe scibelli

Student Number (336

ries sold at the dealership. Training salespeopl

PLEASE BE ADVISED
THIS ASSIGNMENT BY
IT'S SELF IS WORTH 100
POINTS.TAKE YOUR
TIME AND GET IT
CORRECT




<s with complete lift kits and accessories.the gross profit
ers. more importantly the parts department has taken a

i to use within a certain budget. they have been taking

a great thing. | am in the process of putting a bonus plan
5 department
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