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$192.93

$372.381.85





w/NADA Guides 
Repair Order 

Mechanical
Body Shop Counter Retail

Internal 

(new/used)
Wholesale Warranty TOTAL

YTD Sales 345,555$             289,252$           105,808$           346,007$           356,715$            222,777$               $1,666,114.00

YTD Gross Profit 110,507$             33,801$            30,041$             50,996$             100,001$            51,661$                 $377,007.00

YTD Cost of Sales $235,048.00 $255,451.00 $75,767.00 $295,011.00 $256,714.00 $171,116.00 $1,289,107.00

NEW Mark-Up Factor 1.69 1.43 1.69 1.69 1.39 1.69 1.60

Desired Gross % 41.00 30.00 41.00 41.00 28.00 41.00 37.00

NEW YTD Sales $398,386.44 $364,930.00 $128,418.64 $500,018.64 $356,547.22 $290,027.12 $2,038,328.07

OLD YTD Sales $345,555.00 $289,252.00 $105,808.00 $346,007.00 $356,715.00 $222,777.00 $1,666,114.00

Additional Gross Profit $52,831.44 $75,678.00 $22,610.64 $154,011.64 $0.00 $67,250.12 $372,381.85







Dollar value of parts on dealership management report 584,621$          

Dollar value of packing lists for parts received, but not invoiced (339)$               

Dollar Value of bulk oil, gear lube, trans fluid in stock (6,658)$            

Credits due for parts returned 21,551$            

Inventory Core Value - clean 15,031$            

Cores to be returned for credit - dirty 13,406$            

Work in Process - Repair Orders & Invoices 33,610$            

Dollar Value of NPN parts 4,766$              

Dollar value of parts with no cost record 29,265$            

Other Adjustments (shortage claims, damage, etc.)
5,076$              

700,329$          

627,903$          

72,426$            11.53%

Monthly Reconciliation Of Parts To General Ledger

Total Inventory

Inventory Per Financial Statement

Difference

Minus

Plus

Plus / Minus













Big Service Shop – 27 Tech & 35 Stalls

Retail Grow Potential

Strong Wholesale Business 

Parts Department Actively Working  

STRENGHTS

Monthly Salas of  $61K with no GP

Parts and Service receivables High 
$255,000 – 44% Stock $ Value

43% of  total purchases are emergency 
purchases

Retails sales represent only 6.3% 

WEAKNESSES

Strong Pricing Matrix

Retail Parts Training

Put in Place a Lost Sale Log

Use the accumulated MFG return allowance / 
credits earned to return parts 

Sell online (ebay, Facebook Marketplace, etc)

OPPORTUNITIES

30% of  the Stock is Obsolete

Retail Business almost lost

No measuring of  the Lost Sales

Losing Technicians and Customers

High dependance on Emergency 
Purchases. Increasing of  costs 

THREATS





Parts Manager

Warehouse 
Supervisor 

Warehouse Clerk

Back Counter Back Counter Retail Counter Retail Counter Wholesale Rep. Parts Driver
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