
First Time Fill Rate Austin Foote 338-27

DEALERSHIP NAME Maguire NissaFirst time fill rate
DATE 

9/3/2018 5 1 1 3
9/4/2018 5 2 1 2
9/5/2018 5 1 3 2
9/6/2018 5 3 1 1
9/7/2018 5 2 0 3

9/10/2018 5 0 3 2
9/11/2018 5 1 4 0
9/12/2018 5 3 1 1
9/13/2018 5 5 0 0
9/14/2018 5 3 1 1

Totals 50 21 15 15
21
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CDK
Stocking Status Inventory % of Inventory Guide COLOR

INVESTMENT Value SCORING

Normal or Active Stock $43,949 20.34% over 70% GOOD

Automatic Phase Out $49,679 22.99% Less than 30% WARNING

Dealer Phase Out $7,322 3.39% Less than 1% DANGER

Manual Order $177 0.08% Less than 3% GREAT

Non Stock Part $'s $114,965 53.20% Less than 5% Seldom used

Non Stock Part #'s* 12,285 84.39% Greater than 70% of PN's OK….BUT..
Clean Core $0 0.00%  # PIECES PART # OUCH !!!!!!
Dirty Core $0 0.00%

Total Inventory $216,092 100.00% ouch!!!

Activity Value $ % Notes & Guides

0-3 Months 67,858 31% ACTIVE INVENTORY at 75%

4-6 Months 20,730 10% ACTIVE INVENTORY at 23%

7-12 Months 49,087 23% 75% will likely become Obso 2% is guide

Over 12 Months 53,041 25% Technical Obsolescence 2% is guide

New parts no sales 25,376 12% Minimal Amount

Total Inventory 216,092 100%

CRITICAL OBSERVATIONS:(How do you feel about these observations?) Color Coat Pass or Fail ?

OBSO POSITION (LINES 20-22 FROM ABOVE) FAIL

NEG-ON-HAND (MINUS-ON-HAND)    PASS

CLEAN CORE PASS

DIRTY CORE (RDCI) OR DONE MANUALLY PASS

LOST SALES CALCULATOR VS. ACTUAL PASS

AVERAGE STOCK ORDER (Obtain data from PASS

MONTHS SUPPLY (This calculation from you FAIL

GROSS (TOTAL) TURNS (from your FS Templ FAIL

TRUE (STOCK) TURNS (from your FS Templa FAIL

FTFR (FIRST TIME FILL RATE) FAIL



OBSO POSITION

.75 TIMES $       36815.25

PLUS 53,041

PLUS 25,376

EQUALS 53% 115232.3



Departmental Action Plan

Dealership MAGUIRE NISSAN INC Student Name AUSTIN FOOTE

Academy Week WEEK 2 PARTS      Class & Student Number 338-27

Current Situation

Overall Objective:

Proposed Timeline

Action Plan
The Action plan is as follows: Parts Ordering and Notification Process: All special order parts are pre-paid or on an open re

Requirements

1.

2.

3.

4.

5. There will not be any associated costs to implement the action plan.  We currently have the personnel in place to move the 

10/31/2018
Sponsor Signature: Phil Maguire

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

PLEASE BE ADVISED 
THIS ASSIGNMENT BY 

IT'S SELF IS WORTH 100 
POINTS.TAKE YOUR 

TIME AND GET IT 
CORRECT

Our current situation is that we are lacking a special order process within our parts and service departments that is causing 
a significant contribution to our current obsolescence position.  As a result, our current parts inventory is  in the wrong order 
with over 50% of the inventory in the 7-12 month and 12+ month categories.

The overall objective is to create a special order process to remedy a few situations within our dealership. The first situation 
our new process would help to remediate would be keeping a special order parts inventory to a minimum by ensuring all 
RO's with parts ordered are scheduled effic iently  to be installed on vehicles in a timely manner therefore reducing the time 
the part is in stock and being within the window to send the part back on a monthly return.  The second situation our new 
process would help to remediate would be to increase shop flow and raise customer satisfaction by ensuring all veicles with 
special order parts or carry overs are scheduled timely to reduce the time it takes to repair the vehicle and get it back to the 
customer.

Our proposed timeline to accomplish this objective is  within 1 month.  We will detail the action plan and put it in place and 
also monitor  the result to ensure it is working appropriately to accomplish our objective. 

The Meeting with the Dealer Principal Phil Maguire and Austin Foote (GM) occurred on 10/1/18.  Phil Maguire supports the 
overall objective and offers any additional assistance if necessary.  Second meeting is scheduled 1 month after  
implementation to ensure adhearance and results.

The GM and Parts and Service Director held a Fixed Operations meeting with entire parts and service teams on 10/1/2018 to 
review the action plan implementation, answer questions and kick off.  Key personnel involved are Appointment Coordinator, 
Service Advisor, Shipping Receiving, Shop Counterman, Parts Manager.

The Parts and Service Director will report weekly to the GM the following information: Total Special Order parts inventory, 
Outstanding Orders of customers that are not reachable, total special order parts included in monthly return, Total Special 
order inventory value, shop carry over lists.

The reporting information in the above section 3 will be reviewed weekly with GM, Appointment Coordinator, and Parts and 
Srvice Director.  The weekly schedule will be as follows: 10/5, 10/12, 10/26, 11/1.

Projected Date of 
Completion:

Impact Areas:
Sales    /    Gross    /    Expenses    /    Net Profit    /    CSI    /   
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