
First Time Fill Rate
DEALERSHIP NAME Moncton HondFirst time fill rate

DATE 
6/25/2019 17 6 4 7
6/26/2019 10 6 2 2
6/27/2019 23 11 9 3

Totals 50 23 15 12
23

# OF 
RO'S

RO's Filled 
1st Time

RO's Filled 
Same Day

RO's Not 
Filled Same 

Day



35.29%
60.00%
47.83%
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
46.00%

Actual 1st 
Time Fill 
Rate %



CDK
Stocking Status Inventory % of Inventory Guide

INVESTMENT Value

Normal or Active Stock #DIV/0! over 70%

Automatic Phase Out #DIV/0! Less than 30%

Dealer Phase Out #DIV/0! Less than 1%

Manual Order #DIV/0! Less than 3%

Non Stock Part $'s #DIV/0! Less than 5%

Non Stock Part #'s* Greater than 70% of PN's
Clean Core #DIV/0!  # PIECES PART #
Dirty Core #DIV/0!

Total Inventory $0 #DIV/0!

Activity Value $ % Notes & Guides

0-3 Months #DIV/0! ACTIVE INVENTORY at 75%

4-6 Months #DIV/0! ACTIVE INVENTORY at 23%

7-12 Months #DIV/0! 75% will likely become Obso 2% is guide

Over 12 Months #DIV/0! Technical Obsolescence 2% is guide

New parts no sales #DIV/0! Minimal Amount

Total Inventory 0 #DIV/0!

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

OBSO POSITION (LINES 20-22 FROM ABOVE) 

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

CLEAN CORE

DIRTY CORE (RDCI) OR DONE MANUALLY

LOST SALES CALCULATOR VS. ACTUAL

AVERAGE STOCK ORDER (Obtain data from 

MONTHS SUPPLY (This calculation from you

GROSS (TOTAL) TURNS (from your FS Templ

TRUE (STOCK) TURNS (from your FS Templa

FTFR (FIRST TIME FILL RATE)



COLOR
SCORING

GOOD

WARNING

DANGER

GREAT

Seldom used

OK….BUT..
OUCH !!!!!!

ouch!!!

OBSO POSITION

75% will likely become Obso 2% is guide .75 TIMES $       0

Technical Obsolescence 2% is guide PLUS 0

PLUS 0

EQUALS #DIV/0! 0

Pass or Fail ?



REYNOLDS 2213
Stocking Status Inventory % of Inventory Guide

INVESTMENT Value

Normal or Active Stock #DIV/0! over 70%

Automatic Phase Out #DIV/0! Less than 30%

Dealer Phase Out #DIV/0! Less than 1%

Manual Order #DIV/0! Less than 3%

Non Stock Part $'s #DIV/0! Less than 5%

Non Stock Part #'s* Greater than 70% of PN's

Core Clean #DIV/0!  pn pieces

Core Dirty #DIV/0!  pn  pieces

Replace by hold RBH #DIV/0!  pn NA pieces

NA

Total Inventory $0 #DIV/0!

REYNOLDS
NADA

Activity Value % of inventor Guide Notes

Current #DIV/0! 75% this is your current and active

1-3 Months #DIV/0! included healthy parts inventory

4-6 Months #DIV/0! 23%

7-9 Months #DIV/0! 2% 65% Will likely become obso

10-12 Months #DIV/0! included 85% Will likely become obso

13-24 Months #DIV/0! 0% Technically Obsolete

25+ months #DIV/0! 0%

TOTAL $0 #DIV/0!
CRITICAL OBSERVATIONS:(How do you feel about these observations?) Color Coat 
OBSO POSITION (LINES 23-26 FROM ABOVE) 
NEG-ON-HAND (MINUS-ON-HAND)    
CLEAN CORE
DIRTY CORE
LOST SALES CALCULATOR VS. ACTUAL
AVERAGE STOCK ORDER (NEEDED FOR FS 
MONTHS SUPPLY (FS TEMPLATE)
GROSS (TOTAL) TURNS (from your FSTemplat
TRUE (STOCK) TURNS (from your  FS Templat
FTFR (FIRST TIME FILL RATE) (from your par





GOOD
WARNING
DANGER

GREAT

Seldom used

OK….BUT..

OUCH !!!!!!!!!!

YIKES

this is your current and active

healthy parts inventory

OBSO POSITION MATH DONE BELOW

65% Will likely become obso .65 TIMES THE 7-9 MONTH VALUE $0 

85% Will likely become obso .85 TIMES THE 10-12 MONTH VALUE $0 

Technically Obsolete PLUS THE 13-24 MONTH VALUE $0 

PLUS THE 25+ VALUE EQUALS $0 

OBSO AS A % OF TOTAL  $                        -   #DIV/0!
PASS/ FAIL





AUTO MATE GOOD
Stocking Status Inventory % of Inventory Guide WARNING

INVESTMENT Value DANGER
Active parts #DIV/0! over 70% GREAT
Auto Phase Out Parts #DIV/0! Less than 30% Seldom used
Dealer Phase Out Parts #DIV/0! Less than 1% OK….BUT..
Manual Order Parts #DIV/0! Less than 3% OUCH !!!!!!!!!!
Non Stock Part $'s #DIV/0! Less than 5% YIKES
Non Stock Part #'s* Greater than 70% of PN's
Core Clean #DIV/0!  pn pieces
Core Dirty #DIV/0!  pn  pieces

#DIV/0!

Total Inventory $0 #DIV/0!

AUTO MATE
AUTO MATE NADA

Activity Value % of inven Guide Notes
#DIV/0! this is your current and active

Current to 3 Months #DIV/0! 75% healthy parts inventory
4-6 Months #DIV/0! 23%
7-9 Months #DIV/0! 2% 65% Will likely become obso

10-12 Months #DIV/0! included 85% Will likely become obso

over 12 Months #DIV/0! 0% Technically Obsolete
#DIV/0!

TOTAL $0 #DIV/0!
CRITICAL OBSERVATIONS:(How do you feel about these observations?) Color Coat PASS/ FAIL
OBSO POSITION (LINES 23-25 FROM ABOVE) 
CLEAN CORE
DIRTY CORE
LOST SALES CALCULATOR VS. ACTUAL
AVERAGE STOCK ORDER (NEEDED FOR FS TEMPLATE TRUE TURN CALCULATION)
MONTHS SUPPLY (FS TEMPLATE)
GROSS (TOTAL) TURNS (from your FSTemplate)
TRUE (STOCK) TURNS (from your  FS Template)
FTFR (FIRST TIME FILL RATE) (from your parts class homework assignment)



WARNING

Seldom used
OK….BUT.. Additional Data Available From Auto Mate
OUCH !!!!!!!!!! $ Value Grade

DP2 Total Idle Capital 0
DP3 Negative On Hand 0
DP4 Parts with no bin 0
DP5 Parts with no cost 0
DP6 Monthly Closing Inv Value 0
DP7 Lost Sales 0
Value of Stocking parts with MNS 6-11 Mo. 0
Value of Stocking parts with MNS  12 Plus  M 0
Value of Non-Stock Parts w MNS 3-5 0
Value of Non-Stock Parts w MNS 6-8 0
Value of Non-Stock Parts w MNS 9-11 0
Value of Non-Stock Parts w MNS 12 Plus 0

0

OBSO POSITION MATH DONE BELOW
.65 TIMES THE 7-9 MONTH VAL $0 
.85 TIMES THE 10-12 MONTH V $0 
PLUS THE 13-24 MONTH VALU $0 
PLUS THE 25+ VALU EQUALS $0 
OBSO AS A % OF TOTAL  $         -   #DIV/0!

PASS/ FAIL



AUTO SOFT
Stocking Status Inventory % of Inventory Guide

INVESTMENT Value
Normal or Active Stock #DIV/0! over 70%
Automatic Phase Out #DIV/0! Less than 30%
Dealer Phase Out #DIV/0! Less than 1%
Manual Order #DIV/0! Less than 3%
Non Stock Part $'s #DIV/0! Less than 5%
Non Stock Part #'s* Greater than 70% of PN's
No Phase Out NA
Repace by Hold NA
Clean Core #DIV/0!  # PIECES PART #
Dirty Core #DIV/0!
Total Inventory $0 #DIV/0!

AUTO SOFT

Activity from Source Value $ % of Inven % Notes & Guides
0-3 Months #DIV/0! ACTIVE INVENTORY at 75%
4-6 Months #DIV/0! ACTIVE INVENTORY at 23%
7-12 Months #DIV/0! 75% will likely become Obso 2% is guide
13-18 Months #DIV/0! Technical Obsolescence 2% is guide
New parts no sales #DIV/0! Minimal Amount
Total Inventory #DIV/0!

CRITICAL OBSERVATIONS:(How do you feel about these observations?) Color Coat 
OBSO POSITION (LINES 20-22 FROM ABOVE) 
NEG-ON-HAND (MINUS-ON-HAND)    
CLEAN CORE
DIRTY CORE (RDCI) OR DONE MANUALLY
LOST SALES CALCULATOR VS. ACTUAL
AVERAGE STOCK ORDER (Obtain data from your OE)
MONTHS SUPPLY (This calculation from your FS Template)
GROSS (TOTAL) TURNS (from your FS Template)
TRUE (STOCK) TURNS (from your FS Template)
FTFR (FIRST TIME FILL RATE)(this is a post class assignment)



COLOR
SCORING

GOOD
WARNING
DANGER
GREAT
Seldom used
OK….BUT..
OUCH !!!

OUCH !!!!!!

ouch!!!

OBSO POSITION
75% will likely become Obso 2% is guide .75 TIMES $       0
Technical Obsolescence 2% is guide PLUS 0

PLUS 0
EQUALS #DIV/0! 0

Pass or Fail ?



  



DEALER TRACK ARKONA MONTH OF:
STATUS PROFILES  GUIDES

% # PIECES VALUE
ACTIVE PARTS: STOCKED #DIV/0! See 9 D
ACTIVE PARTS: EXCESS STOCK #DIV/0! LESS THAN 1 %
ACTIVE PARTS: UNDERSTOCKED #DIV/0! LESS THAN 1 %
ACTIVE PARTS:TO PHASE OUT #DIV/0! LESS THAN 30%
TOTAL ACTIVE PARTS #DIV/0! 70%
SUPERCEDED W/ON HAND #DIV/0! LOW DBL NUMBERS
INACTIVE W/ON HAND #DIV/0! LESS THAN 30% these are Auto Phase Out Parts
INACTIVE PART NUMBER # AND %
TOTAL INV. TO SELL #DIV/0!
CORES ON HAND LOW PIECE COUNTS
NEG-ON-HAND LOW DBL NUMBERS
TOTAL OF INVENTORY
PARTS ON OPEN R. O.'S ONE DAYS AVG SALES
VALUE OF TOTAL INVENTORY
NOT ON FACTORY MASTER MINIMAL
PARTS WITH OUT COST MINIMAL

INVENTORY AGING BY LAST SOLD

INSTRUCTORS NOTESVALUE % ACUM %
NEVER SOLD #DIV/0! #DIV/0!

THIS IS TECHNICAL OBSOONE YEAR AGO PLUS #DIV/0! #DIV/0!
ELEVEN MONTHS AGO #DIV/0! #DIV/0!

THIS IS POTENTIAL OBSOTEN MONTHS AGO #DIV/0! #DIV/0!
NINE MONTHS AGO #DIV/0! #DIV/0!

THESE PARTS WILL BE IN A "AP" STATUS IF YOUR PHASE OUT IS SET AT 0 IN 6EIGHT MONTHS AGO #DIV/0! #DIV/0!
SEVEN MONTHS AGO #DIV/0! #DIV/0!
SIX MONTHS AGO #DIV/0! #DIV/0!

THIS IS YOUR ACTIVE HEALTHY PARTS INVENTORY

FIVE MONTHS AGO #DIV/0! #DIV/0!
FOUR MONTHS AGO #DIV/0! #DIV/0!
THREE MONTHS AGO #DIV/0! #DIV/0!
TWO MONTHS AGO #DIV/0! #DIV/0!
ONE MONTH AGO #DIV/0! #DIV/0!
CURRENT MONTH #DIV/0! #DIV/0!
TOTAL INVENTORY #DIV/0! Guide is 1.5 Months Supply
CORES WITH ON HAND CONFIRM DIRTY & CLEAN STATUS (see below)

CRITICAL OBSERVATIONS:(How do you feel about these observations?) Color Coat 
OBSO POSITION (LINES 25 to 31 FROM ABOVE) (includes potential and technicle OBSO)
NEG-ON-HAND 
CLEAN CORE (Provide the # of part #'s and # of pieces)
DIRTY CORE
LOST SALES CALCULATOR VS. ACTUAL
AVERAGE STOCK ORDER (this will help you calculate your true turnfound in the FS temp)
MONTHS SUPPLY (this calculation is found in the FS template)



GROSS (TOTAL) TURNS (from your FS Template)
TRUE (STOCK) TURNS (from your FS Template)
FTFR (FIRST TIME FILL RATE) (from your parts class homework assignment)



COLOR
PROFILES  GUIDES SCORING

GOOD
WARNING

LESS THAN 1 % DANGER
LESS THAN 1 % GREAT
LESS THAN 30% Seldom used

OK….BUT..   
LOW DBL NUMBERS OUCH !!!
LESS THAN 30% these are Auto Phase Out Parts

LOW PIECE COUNTS
LOW DBL NUMBERS

ONE DAYS AVG SALES

INSTRUCTORS NOTES

THIS IS TECHNICAL OBSO

THIS IS POTENTIAL OBSO

THESE PARTS WILL BE IN A "AP" STATUS IF YOUR PHASE OUT IS SET AT 0 IN 6

THIS IS YOUR ACTIVE HEALTHY PARTS INVENTORY

Guide is 1.5 Months Supply

CONFIRM DIRTY & CLEAN STATUS (see below)

Pass or Fail ?
#DIV/0!





Lightyear
Stocking Status Inventory % of Inventory Guide

INVESTMENT Value
Normal or Active Stock #DIV/0! over 70%
Automatic Phase Out #DIV/0! Less than 30%
Dealer Phase Out #DIV/0! Less than 1%
Manual Order #DIV/0! Less than 3%
Non Stock Part $'s #DIV/0! Less than 5%
Non Stock Part #'s* Greater than 70% of PN's
No Phase Out NA

NA
Clean Core #DIV/0!  # PIECES PART #
Dirty Core #DIV/0!
Total Inventory $0 #DIV/0!

Lightyear

Activity Value $ % of Inven % Notes & Guides
1-2 Months #DIV/0! ACTIVE INVENTORY at 75%
3-5 Months #DIV/0! ACTIVE INVENTORY at 23%
6-11 Months #DIV/0! 75% will likely become Obso 2% is guide
Over 12 Months #DIV/0! Technical Obsolescence 2% is guide
New parts no sales #DIV/0! Minimal Amount
Total Inventory #DIV/0!
CRITICAL OBSERVATIONS:(How do you feel about these observations?) Color Coat 
OBSO POSITION (LINES 20-22 FROM ABOVE) 
NEG-ON-HAND (MINUS-ON-HAND)    
CLEAN CORE
DIRTY CORE (RDCI) OR DONE MANUALLY
LOST SALES CALCULATOR VS. ACTUAL
AVERAGE STOCK ORDER (Obtain data from your OE)
MONTHS SUPPLY (This calculation from your FS Template)
GROSS (TOTAL) TURNS (from your FS Template)
TRUE (STOCK) TURNS (from your FS Template)
FTFR (FIRST TIME FILL RATE)                                            (This is a post class assignment)



COLOR
SCORING

GOOD
WARNING
DANGER
GREAT
Seldom used
OK….BUT..
OUCH !!!

OUCH !!!!!!

ouch!!!

OBSO POSITION
75% will likely become Obso 2% is guide .75 TIMES $       0
Technical Obsolescence 2% is guide PLUS 0

PLUS 0
EQUALS #DIV/0! 0

Pass or Fail ?



PBS SCORECARD GOOD
Stocking Status Inventory % of Inventory Guide WARNING

INVESTMENT Value DANGER
Stock Parts #DIV/0! over 70% GREAT
Automatic Phase Out #DIV/0! Less than 30% Seldom used

#DIV/0! OK….BUT..
Manual Order #DIV/0! Less than 3% OUCH !!!!!!!!!!
Test Part $'s #DIV/0! Less than 5% YIKES
Test Part #'s* Greater than 70% of PN's
Core Parts #DIV/0!  pn pieces
Core Dirty #DIV/0!  pn  pieces
Superseded Parts #DIV/0!  pn NA pieces

NA
Total Inventory $0 #DIV/0!

REYNOLDS
NADA

Activity Value % of inven Guide Notes
Current #DIV/0! 75% this is your current and active
1-3 Months #DIV/0! included healthy parts inventory
4-6 Months #DIV/0! 23%
7-9 Months #DIV/0! 2% 65% Will likely become obso

10-12 Months #DIV/0! included 85% Will likely become obso

13-24 Months #DIV/0! 0% Technically Obsolete
25+ months #DIV/0! 0%
TOTAL $0 #DIV/0!
CRITICAL OBSERVATIONS:(How do you feel about these observations?) Color Coat PASS/ FAIL
OBSO POSITION (LINES 23-26 FROM ABOVE) 
NEG-ON-HAND (MINUS-ON-HAND)    
CLEAN CORE
DIRTY CORE
LOST SALES CALCULATOR VS. ACTUAL
AVERAGE STOCK ORDER (NEEDED FOR FS TEMPLATE TRUE TURN CALCULATION)
MONTHS SUPPLY (FS TEMPLATE)
GROSS (TOTAL) TURNS (from your FSTemplate)
TRUE (STOCK) TURNS (from your  FS Template)
FTFR (FIRST TIME FILL RATE) (from your parts class homework assignment)



WARNING

Seldom used
OK….BUT..
OUCH !!!!!!!!!!

OBSO POSITION MATH DONE BELOW
.65 TIMES THE 7-9 MONTH VAL $0 
.85 TIMES THE 10-12 MONTH V $0 
PLUS THE 13-24 MONTH VALU $0 
PLUS THE 25+ VALU EQUALS $0 
OBSO AS A % OF TOTAL  $         -   #DIV/0!

PASS/ FAIL



UCS SCORECARD GOOD
Stocking Status Inventory % of Inventory Guide WARNING

Observations Value DANGER
Active Stock (0-6 month activity) over 70% GREAT
Zero Guide (Auto Phase out) Less than 30% Seldom used
No bin Location Parts Less than 1% OK….BUT..
Manual Order Review Less than 3% OUCH !!!!!!!!!!
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 controls in place?

NA
NA

Total Inventory $0 
EXTRA LINES
EXTRA LINES

UCS

Investment NADA
Activity Value % of inven Guide Notes

Current TO 3 Months #DIV/0! 75% this is your current and active
3 to 6  Months #DIV/0! included healthy parts inventory
6-9  Months #DIV/0! 23% 65% Will likely become obso $0.00 
9-12  Months #DIV/0! 2% 85% Will likely become obso $0.00 
12 Months + Over #DIV/0! included This is your Technical  OBSO

#DIV/0!
#DIV/0!

TOTAL $0 #DIV/0!
CRITICAL OBSERVATIONS:(How do you feel about these observations?) Color Coat Pass or Fail ?
OBSO POSITION (LINES 23-26 FROM ABOVE) 
NEG-ON-HAND (MINUS-ON-HAND) (minus balance parts)
CLEAN CORE
DIRTY CORE
LOST SALES CALCULATOR VS. ACTUAL
AVERAGE STOCK ORDER
MONTHS SUPPLY
GROSS (TOTAL) TURNS (from your FS templat
TRUE (STOCK) TURNS (from your FS Template
FTFR (FIRST TIME FILL RATE) (from your part



$0.00 
$0.00 

$0 

$0.00 #DIV/0!



Departmental Action Plan

Dealership Moncton Honda Student Name

Academy Week       Class & Student Number

Current Situation

Overall Objective:

Proposed Timeline

Action Plan

Requirements

1.

Week 2 - Fixed Operation - Parts    

Our current OBSO position is quite high at 12% of the current inventory sitting aged over 12 months. With NADA guide being 
 >5% of your total inventory aged over 12 months this is a problem that needs to be addressed ASAP. On top of that we 
currently have another 12% of inventory sitting in the 7-12 month bracket that can quickly turn into obsolescence with the 
chance of selling in <9 mths is only approximately 15%. With a very green Parts Manager I’m optimistic that we can provide 
him the proper tools to learn how to not only address this situation but refrain from it re-occurring. 

Our objective is to lower our obsolescence closer to guide between 5-7%. Currently we have $71,984 in inventory aged 12+ 
months. I would like to work to decrease that number to between $30,000- $35,000 which should bring us much closer to 
guide. Achieving this objective will not only save us the loss of the inventory cost but should also generate us future net 
profit by allowing room for us to stock what we sell. 

Changing the OBSO position can’t be done in overnight, I propose a 6 month timeline. This will allow us to not only address 
the problem but also to implement the correct processes in the department to be sure that we don’t have it re-occur. 

To assess our current OBSO position we will need to look at the 3 biggest causes of Parts Obsolescence and determine if 
other processes are causing to it being higher as well. 
1) Maintain A Special Order Parts Procedure
After investigating into our SPO process I realized we actually have a fairly comprehensive process in place, the problem 
being it just isn’t being followed. After speaking with the then Parts Manager he advised me that he was too busy to follow it 
properly and that the staff was too new and he hadn’t had the chance to train them with a clerk recently quitting. With that in 
mind I told him I would evaluate our Employee Productivity and our Breakeven Analysis to see if we could not only replace 
the one employee who quit but perhaps add another to aid in having more time for proper training and processes. Since he 
quit I will be sure that our new manager hired in the Parts Department once shown our SPO process will up hold it with his 
staff at all times. On top of that I will be making sure they implement having daily and weekly meetings to re-evaluate the 
current SPO position so that if the parts aren’t picked up or installed we don’t miss the return window to the OE or 
restocking them on the shelf for sale.
2) Re-evaluate Our Return Process
We currently do not grade our existing wholesale customers. This was something in class that I felt would be a good 
process to implement considering when I spoke with the Parts Manager he knew quickly who our problem late returns 
accounts were. He explained he had been hesitant to do anything in the past where they are some of our larger accounts. I 
advised him that we are more than likely one of few dealers  not holding them accountable to at the very least advising us 
before the Manufacturer return date that they will be returning parts back to us. Again since that Parts Manager is no longer 
with us I plan to sit down with the new Parts Manager and help him understand the importance of grading these wholesale 
customers and grant him access to the receivables  allowing him to better grade his wholesales accounts as the “Green, 
Yellow, or Red Lights” in the coming months.
As for consumers we do not currently charge any type of restocking fee for returns. I would like to implement a fee moving 
forward at the very minimum what ever our Manufacturer charges us to restock the part but more likely even a bit higher for 
the hassle of the staff to deal with returning it to the manufacturer and for us to store it in the meantime. I will discuss this 
further with the Parts Manager and come to an agreement on what we think is fair to be charging to our customers in this 
scenario
3) Using the Factory Return Process and Return Dollars
Upon further investigation when I got back from Parts week I discovered that we hadn’t made an OBSO return with the 
Manufacturer Return Dollars in 3 months!! Before class I found out that if we don’t use our return dollars they do expire at 
the end of the month, for a store of our volume that is about $6000.00 a month or $18,000 so far this year that we just wasted 
by not doing any OBSO returns. Now with our Parts Manager quitting I wasn’t about to jump on the new Parts Manager 
about this but I will be certain that he completes all his Manufacturer training so that he is aware of their return policies and 
that he uses ALL our of Return Dollars going forward as with $71,984 in inventory 12+ months currently we can use any help 
we can get having some of it returned.
4) Tracking Lost Sales
Once I returned to the store after Parts week and having reviewed the Lost Sale Quizzes our Parts Department employees 
had filled out, I realized there was an easy fix I could implement immediately. I took the NADA Lost Sales Tree and had it 
laminated  and placed under each keyboard in the department  so that anytime they are unsure whether they should be 
considering something a lost sale or not they can all be referencing the same process. We did not have a problem of lost 
sales being tracked before however I would question their accuracy based on the answers to the quizzes they completed. 
With the Lost Sale Tree in place I am confident that the tracked numbers should be much more accurate moving forward
5) Phase-In Phase-Out
We need to implement a proper Phase-In Phase-Out Cycle. When questioned on our current cycle our Parts Manager had 
told me he would Phase-In a part if it had 2 or more requests in a one month period and had the same criteria for Phasing 
Out. I explained to him the effect that would have on the bring in being harder, and our inventory being smaller and how that 
is not our best option moving forward. He did leave before we could establish a new Phase-In Phase-Out Cycle but I will be 
addressing this with our new Parts Manager as soon as he has completed his training. I believe that having a 3/12 cycle is 
best for a store of our volume allowing for a larger Breadth and the bring in to be easier and our inventory to be larger. 
Having the correct mix of parts not only can help lower our OBSO,  emergency purchases and our turnaround time for CPO 
units but also increase gross profit, tech proficiency and employee morale.

How Are We Going To Get Rid of Our Current OBSO?
1) Return to the OE the total amount available to return without regard to penalty
2) Ask for a onetime special return to the manufacturer
3) Sell as many items on Ebay or Kijiji as we can
4) Considering selling them at cost to the Pre-Owned Department
5) Contact our Wholesale Accounts and Junk Yards
6) Auction them off at a weekend one-time garage sale on site
7) Last resort Dumpster/ Write off

Meeting with Dealer:  July 1st, 2019

Action Proposed: Review current department obsolescence and propose Action Plan above



2.

3.

4.

5. Estimated cost for implementation: The only cost to the department will be the parts that we need to write off that we can't se

Dec 1 2019
Sponsor Signature: 

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

Meeting with stakeholder(s) (dealership personnel): Meeting with Parts Manager, Fixed Operations Manager

Describe what is in place to support desired goal: Review current department processes for tracking lost sales, grading 
wholesale customers, SOP process,  return process for parts ordered incorrectly, Proper Phase In Phase Out . We will have 
training set up for the Parts Manager through the manufacturer to have him learn the manufacturer return deadlines and 
review our monthly manufacturer dollars we can use towards lowering our obscolescence. 

Accountability: Monitoring progress:
Who: Andrea Brushett
What:To complete the above objective set forth to lower OBSO position
By When:Dec 1 2019
How:GM to hold monthly meetings to Review Pro Forma and OBSO position with Dealer Principal and all Parts Department 
personnel. Following the action plan described above

Describe checkpoints that have been established to measure progress:

Weekly: 
Be checking for returns that can be sent back to manufacturer within grace period
Parts Manager to hold weekly meetings with departmental staff to review performance

Monthly:
GM to begin having monthly meetings with Fixed Operations staff to review departmental KPI including Obso position 

Date(s) for review: July 31, 2019, August 31, 2019, September 30, 2019, Oct 31, 2019, Nov 30, 2019

Projected Date of 
Completion:

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



Departmental Action Plan

Student Name Andrea Brushett

      Class & Student Number N350

PLEASE BE ADVISED 
THIS ASSIGNMENT BY 

IT'S SELF IS WORTH 100 
POINTS.TAKE YOUR 

TIME AND GET IT 
CORRECT

Our current OBSO position is quite high at 12% of the current inventory sitting aged over 12 months. With NADA guide being 
 >5% of your total inventory aged over 12 months this is a problem that needs to be addressed ASAP. On top of that we 
currently have another 12% of inventory sitting in the 7-12 month bracket that can quickly turn into obsolescence with the 
chance of selling in <9 mths is only approximately 15%. With a very green Parts Manager I’m optimistic that we can provide 
him the proper tools to learn how to not only address this situation but refrain from it re-occurring. 

Our objective is to lower our obsolescence closer to guide between 5-7%. Currently we have $71,984 in inventory aged 12+ 
months. I would like to work to decrease that number to between $30,000- $35,000 which should bring us much closer to 
guide. Achieving this objective will not only save us the loss of the inventory cost but should also generate us future net 

Changing the OBSO position can’t be done in overnight, I propose a 6 month timeline. This will allow us to not only address 
the problem but also to implement the correct processes in the department to be sure that we don’t have it re-occur. 

To assess our current OBSO position we will need to look at the 3 biggest causes of Parts Obsolescence and determine if 

After investigating into our SPO process I realized we actually have a fairly comprehensive process in place, the problem 
being it just isn’t being followed. After speaking with the then Parts Manager he advised me that he was too busy to follow it 
properly and that the staff was too new and he hadn’t had the chance to train them with a clerk recently quitting. With that in 
mind I told him I would evaluate our Employee Productivity and our Breakeven Analysis to see if we could not only replace 
the one employee who quit but perhaps add another to aid in having more time for proper training and processes. Since he 
quit I will be sure that our new manager hired in the Parts Department once shown our SPO process will up hold it with his 
staff at all times. On top of that I will be making sure they implement having daily and weekly meetings to re-evaluate the 
current SPO position so that if the parts aren’t picked up or installed we don’t miss the return window to the OE or 

We currently do not grade our existing wholesale customers. This was something in class that I felt would be a good 
process to implement considering when I spoke with the Parts Manager he knew quickly who our problem late returns 
accounts were. He explained he had been hesitant to do anything in the past where they are some of our larger accounts. I 
advised him that we are more than likely one of few dealers  not holding them accountable to at the very least advising us 
before the Manufacturer return date that they will be returning parts back to us. Again since that Parts Manager is no longer 
with us I plan to sit down with the new Parts Manager and help him understand the importance of grading these wholesale 
customers and grant him access to the receivables  allowing him to better grade his wholesales accounts as the “Green, 

As for consumers we do not currently charge any type of restocking fee for returns. I would like to implement a fee moving 
forward at the very minimum what ever our Manufacturer charges us to restock the part but more likely even a bit higher for 
the hassle of the staff to deal with returning it to the manufacturer and for us to store it in the meantime. I will discuss this 
further with the Parts Manager and come to an agreement on what we think is fair to be charging to our customers in this 

Upon further investigation when I got back from Parts week I discovered that we hadn’t made an OBSO return with the 
Manufacturer Return Dollars in 3 months!! Before class I found out that if we don’t use our return dollars they do expire at 
the end of the month, for a store of our volume that is about $6000.00 a month or $18,000 so far this year that we just wasted 
by not doing any OBSO returns. Now with our Parts Manager quitting I wasn’t about to jump on the new Parts Manager 
about this but I will be certain that he completes all his Manufacturer training so that he is aware of their return policies and 
that he uses ALL our of Return Dollars going forward as with $71,984 in inventory 12+ months currently we can use any help 

Once I returned to the store after Parts week and having reviewed the Lost Sale Quizzes our Parts Department employees 
had filled out, I realized there was an easy fix I could implement immediately. I took the NADA Lost Sales Tree and had it 
laminated  and placed under each keyboard in the department  so that anytime they are unsure whether they should be 
considering something a lost sale or not they can all be referencing the same process. We did not have a problem of lost 
sales being tracked before however I would question their accuracy based on the answers to the quizzes they completed. 
With the Lost Sale Tree in place I am confident that the tracked numbers should be much more accurate moving forward

We need to implement a proper Phase-In Phase-Out Cycle. When questioned on our current cycle our Parts Manager had 
told me he would Phase-In a part if it had 2 or more requests in a one month period and had the same criteria for Phasing 
Out. I explained to him the effect that would have on the bring in being harder, and our inventory being smaller and how that 
is not our best option moving forward. He did leave before we could establish a new Phase-In Phase-Out Cycle but I will be 
addressing this with our new Parts Manager as soon as he has completed his training. I believe that having a 3/12 cycle is 
best for a store of our volume allowing for a larger Breadth and the bring in to be easier and our inventory to be larger. 
Having the correct mix of parts not only can help lower our OBSO,  emergency purchases and our turnaround time for CPO 
units but also increase gross profit, tech proficiency and employee morale.

1) Return to the OE the total amount available to return without regard to penalty

Action Proposed: Review current department obsolescence and propose Action Plan above



Estimated cost for implementation: The only cost to the department will be the parts that we need to write off that we can't se

Meeting with stakeholder(s) (dealership personnel): Meeting with Parts Manager, Fixed Operations Manager

Describe what is in place to support desired goal: Review current department processes for tracking lost sales, grading 
wholesale customers, SOP process,  return process for parts ordered incorrectly, Proper Phase In Phase Out . We will have 
training set up for the Parts Manager through the manufacturer to have him learn the manufacturer return deadlines and 
review our monthly manufacturer dollars we can use towards lowering our obscolescence. 

What:To complete the above objective set forth to lower OBSO position

How:GM to hold monthly meetings to Review Pro Forma and OBSO position with Dealer Principal and all Parts Department 

Describe checkpoints that have been established to measure progress:

Be checking for returns that can be sent back to manufacturer within grace period
Parts Manager to hold weekly meetings with departmental staff to review performance

GM to begin having monthly meetings with Fixed Operations staff to review departmental KPI including Obso position 

Date(s) for review: July 31, 2019, August 31, 2019, September 30, 2019, Oct 31, 2019, Nov 30, 2019
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