Management Action Plan - FO1 PARTS
Student Name: Chris Shaver

Dealership: Shaver Automotive Group

Class & Student Number: NADA 349 #08

Current situation or challenge you want to address (narrow your
focus):

Currently, we are not using the Service Price Guide (SPG) tool from our DMS,
R&R, to its full potential. We only are using this tool on 53% of our repair
orders and parts requisitions. Our service manager and parts manager have
invested a significant amount of time (including one full week in Florida with
R&R SPG set up team) setting up all the labor operations and parts pricing
needed to use SPG effectively, but there is resistance from service writers,
technicians, and parts advisors to use the tool 100% of the time. By not
using this tool effectively, service advisors are quoting job prices
inconsistently, technicians are wasting time by filling out manual parts
requisition forms on half of their jobs, and the parts advisors are not best
utilizing their time when fulfilling the technician's parts needs.

Overall objective (goal) and specific desired results:

The objective is to increase SPG usage to 100% by the service advisors,
technicians and parts advisors, measured by the Reynolds and Reynolds SPG
Utilization Report. By hitting this objective, we will accomplish: 1. service
advisors will provide consistent price quotes to customers, regardless of
which service advisor a customer speaks with. 2. The technician will have the
list of parts needed for each specific job at his/her fingertips, as well as
knowing whether the parts they need are in stock. 3. The parts order form is
automatically sent to the parts department so the parts department can
begin the process of getting the parts needed by the technician without the
technician having to go to the parts department. 4. The parts advisor will
compile the parts necessary for the technician and have them waiting for the
tech in the parts department. Once we accomplish this initial objective, we
will transition to the parts being delivered to the tech in his/her bay,
eliminating the need for the tech to go to the parts department for most of
their jobs. These results will lead to higher technician proficiency, which will
yield more labor hours produced, more labor and parts sales, more
mechanical and parts gross profit, more gross wages for both service and
parts employees (techs, service writers, parts advisors, service manager,
and parts manager) and most importantly, more net profit for the dealership.

Timeline



| believe that this objective can be accomplished in 90 days and be fully
implemented by August 1, 2019.

Action Plan

The service manager, parts manager, and dealer will meet with the service
writers, techs and the parts advisors to explain our objective, our current
level of usage (53%) and what is in it for them (higher paychecks and a more
efficient parts delivery process) to hit this objective. Any existing
issues/objections with SPG will be discussed and overcome. We will have our
R&R representative present at the meeting to deal with any technical issues
as well. Our expectation of 100% usage will be communicated and we will
have them all sign a SPG Commitment Pledge. We will explain that we will be
monitoring our SPG usage daily and having conversations with those that are
not utilizing the SPG tool as directed. We will tell the group that the first
month we hit our goal of 90% SPG usage, we will have a service and parts
BBQ at the store and all team members will receive a $50 bill. Once we hit
100%, the dealership will hire a parts delivery person to deliver parts ordered
thru SPG to the techs in their stalls.

The service manager must be diligent with the writers and techs on 100%
SPG usage on all repair orders while the parts manager must make sure the
parts advisors are receiving the parts requisitions off the printer, pulling the
parts from the bins, and making sure they are organized when the tech
comes to pick up the parts.

Accountability: Monitoring progress:

Who: Mike (service manager), Jim (parts manager), and Andy Shaver (dealer)
What: Have the meeting to implement the action plan.

By When: July 1 ,2019

Describe checkpoints that have been established to measure
progress:

Mike and Jim to monitor SPG usage report daily and take any corrective
action necessary daily. A copy of the daily SPG usage report will be posted in
both the parts department and the service manager’s office. Mike and Jim to
review usage MTD usage report with Andy every Friday at 2 pm. On the 1* of
each following month, Mike, Jim, and Andy to review final SPG usage report
from the preceding month, and share results with the team.

Estimated cost for implementation:



Once the 90% objective is reached, there will be a cost of $300 for the BBQ
and $1000 for the $50 bonuses. The increase in technician proficiency will
more than pay for the $1,300 and we will be on our way to more net profit.
There will be an additional expense for the ultimate goal of a parts delivery
person that will deliver SPG ordered parts to the service bays but again the
increase in proficiency will offset

REYNOLDS 2213

Stocking Status Inventory % of Inventory
INVESTMENT Value

Normal or Active S_tock $324,070 59.85% over 70%
Autom atic Phase Out $57,040 10.53% Less than 30%
Dealer Phase Out $414 0% Less than 1%
Manual Order $0 0% Less than 3%
"
Non Stock Part $'s $51,931 10% Less than 5%
Non Stock Part #'s* 6991 59% Greater than 70% of PN's
Core Clean $14,745 3% 101 110
Core Dirty $92,535 17% 28-Nov 457
ReEIace by hold REH $713 0% 5 NA 33
NA
Total Inventory $541,448 100%
REYNOL DS
NADA
Activity Value % of inventory  Guide Notes
Current $148,181 34.13% 75% this is your current and active
1-3 Months $145,063 33.41% included healthx parts inventory
4-6 Months $62,522 14.40% 23% DS A T DORE BEr o
7-9 Months $44,943 10.35% 2% 65% Will likely become obso .65 TIMES THE 7-9 MONTH VALUE $29,213
10-12 Months $22,521 5.19% included |35% Will Iike: become obso .85 TIMES THE 10-12 MONTH VALUE $19,143
13-24 Months $10,769 2.48% 0% Technicall¥ Obsolete |PLUS THE 13-24 MONTH VALUE $10,769
25+ months $169 0.04% 0% PLUS THE 25+ VALUE EQUALS $169
TOTAL $434,168 100.00% OBSO AS A % OF TOTAL 59,293.80
CRITICAL OBSERVATIONS:(How do you feel about these observations?) Color Coat PASS/ FAIL
OBSO POSITION (LINES 23-26 FROM ABOVE) PASS
NEG-ON-HAND (MINUS-ON-HAND) PASS
CLEAN CORE
IDIRTY CORE
LOST SALES CALCULATORVS. ACTUAL
AV ERAGE STOCK ORDER (NEEDED FOR FS TEMPLATE TRUE TURN CALCULATION)
MONTHS SUPPLY |FS TEM PLATE]
GROSS (TOTAL) TURNS (from your FSTemplate)
TRUE (STOCK) TURNS (from your FS Template)
FTFR(FIRST TIMEFILL RATE) (from your parts class homework assignment)




First TimeFill Rate

DEALERSHP NAME Firsttimefill e i
RO'sFilled | RO'sFilledthe | ROSNot |Adual 1st

IstTime |samedaySame| FlledSame | TimeFill

DATE | #OFRO'S | (Right Anay) Day Dy | Rete%
5/1/2019 8 6 1 1 75.00%
5/2/2019 14 7 3 4 50.00%
5/3/2019 » 9 2 1 75.00%
5/4/2019 3 1 1 1 B33%
5/7/2019 7 a 2 1 57.14%
5/§2019 10 7 1 2 70.00%
#DIV/ O

HDIV/ O

HIV/ O

HDIV/ O

HIV/ 0!

[ Totals 54 % T MRt IRERE . 6295%




