First Time Fill Rate

DEALERSHIP NAME |NADA Motors st time fill rate
DATE RO'S 1st Time Same Day Day
Totals 0 0 0 0




Rate %
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!




Stocking Status Inventory % of Inventory
INVESTMENT Value

#DIV/O!
#DIVIO!l

Normal or Active Stock over 70%

Automatic Phase Out Less than 30%

|[Dealer Phase Out #DIVIO!l Less than 1%

|Manua| Order #DIVIO!l Less than 3%

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

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

[Clean Cofe #DIVI0)| # PIECES PART# |  |OuCH i
[Dirty Corg #DIVI0Y]|

Total Inventory #DIV/0!

Activity Value $ Notes & Guides
0-3 Months #DIVIOJACTIVE INVENTORY at 75%
4-6 Months #DIVIO!lACTIVE INVENTORY at 23%
7-12 Months #DIVIO!|75% will likely become Obso 2% is guide
|Over 12 Months #DIVIO!lTechnicaI Obsolescence 2% is guide
New parts no sales #DIVIO!lMinimaI Amount
Total Inventory 0] #DIVIO!l

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

|OBSO POSITION (LINES 20-22 FROM ABOVE)

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

|CLEAN CORE

|DIRTY CORE (RDCI) OR DONE MANUALLY

ILOST SALES CALCULATOR VS. ACTUAL

AVERAGE STOCK ORDER (Obtain data froi

|[MONTHS SUPPLY (This calculation from yc¢

|GROSS (TOTAL) TURNS (from your FS Ten

TRUE (STOCK) TURNS (from your FS Temg

|FTFR (FIRST TIME FILL RATE)




.75 TIMES $

PLUS

PLUS

EQUALS

#DIVIO!

o |0 | |o




REYNOLDS 2213
Stocking Status Inventory % of Inventory
INVESTMENT Value

Normal or Active Stock #DIV/0! over 70%
Automatic Phase Out #DIVIO!I Less than 30%
|[Dealer Phase Out #DIVIO!I Less than 1% OK....BUT..
IManuaI Order #DIVIO!I Lessthan3%  |OUCH !l
|Non Stock Part $'s #DIVIO!I Less than 5%
|Non Stock Part #'s* Greater than 70% of PN's
Core Clean #DIVIO!] pn pieces
Core Dirty #DIVIO!| pn pieces
IRepIace by hold RBH #DIVIO!I pn NA pieces
NA
Total Inventory $0| #DIVIO!
REYNOLDS
NADA
Activity % of inventor Guide
Current #DIVIO!] 75% |this is your current and active
1-3 Months #DIVIO!lincIuded |hea|thy parts inventory
4-6 Months #DIVIO!| 23%
7-9 Months #DIVIO!| 2% |65% Will likely become obso
10-12 Months #DIVIO!| included |85% Will likely become obso
13-24 Months #DIVIO!]] 0% [Technically Obsolete
25+ months #DIVIOY| 0%
TOTAL $0 #DIV/O0!

ICRITICAL 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)

ICLEAN CORE

IDIRTY CORE

|LOST SALES CALCULATOR VS. ACTUAL
AVERAGE STOCK ORDER (NEEDED FOR F
|IMONTHS SUPPLY (FS TEMPLATE)

IGROSS (TOTAL) TURNS (from your FSTemy
TRUE (STOCK) TURNS (from your FS Temg
|[FTFR (FIRST TIME FILL RATE) (from your p







OBSO POSITION MATH DONE BELOW

.65 TIMES THE 7-9 MONTH VALUE

$0

.85 TIMES THE 10-12 MONTH VALUE

$0

PLUS THE 13-24 MONTH VALUE

$0

PLUS THE 25+ VALUEEQUALS

$0

OBSO AS A % OF TOTAL $

#DIV/0!



AUTO MATE

Stocking Status Inventory % of Inventory Guide
INVESTMENT Value

Active parts #DIV/0! over 70%
Auto Phase Out Parts #DIV/0! Less than 30%
|Dealer Phase Out Parts #DIV/0! Less than 1% OK....BU
IManual Order Parts #DIV/O! Less than 3% OUCH !l!!
INon Stock Part $'s #DIV/O! Less than 5%
INon Stock Part #'s* Greater than 70% of PN's
Icore Clean #DIVI0!| pn pieces
[Core Dirty #DIV/0Y] pn pieces

#DIVIO!
Total Inventory $0 #DIVIO!

AUTO MATE
AUTO MATE NADA
Activity Value % of inver Guide

#DIV/0! this is your current and active
[Current to 3 Months #DIVIOY]  75% |healthy parts inventory
4-6 Months #DIVIOY] 23%
7-9 Months #DIVIO!Y] 2%  |65% Will likely become obso
10-12 Months #DIV/0!] included [85% will likely become obso
|over 12 Months #DIVIO!] 0% |Technically Obsolete

#DIVIO!
TOTAL $0 #DIVI0!
|ICRITICAL OBSERVATIONS:(How do you feel about these observations?) Color Coat |PASS/ FA
|oBSO POSITION (LINES 23-25 FROM ABOVE)
ICLEAN CORE
IDIRTY CORE

|LOST SALES CALCULATOR VS. ACTUAL

AVERAGE STOCK ORDER (NEEDED FOR FS TEMPLATE TRUE TURN CALCULATION)
|[MONTHS SUPPLY (FS TEMPLATE)

IcrROSS (TOTAL) TURNS (from your FSTemplate)

TRUE (STOCK) TURNS (from your FS Template)

|IFTER (FIRST TIME FILL RATE) (from your parts class homework assignment)




Additional Data Available From Auto Mate

$ Value

Grade

DP2 Total Idle Capital

DP3 Negative On Hand

DP4 Parts with no bin

DP5 Parts with no cost

DP6 Monthly Closing Inv Value

DP7 Lost Sales

Value of Stocking parts with MNS 6-11 Mo.

Value of Stocking parts with MNS 12 Plus

Value of Non-Stock Parts w MNS 3-5

Value of Non-Stock Parts w MNS 6-8

Value of Non-Stock Parts w MNS 9-11

Value of Non-Stock Parts w MNS 12 Plus

O|O[O]|0|O|O|O|O|0|O|(O|O|O

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

L




AUTO SOFT

Stocking Status Inventory % of Inventory
INVESTMENT Value

Normal or Active Stock #DIV/0! over 70%
Automatic Phase Out #DIVIO0! Less than 30%
|Dealer Phase Out #DIVIO0! Less than 1%
[Manual Order #DIV/0! Less than 3%
INon Stock Part $'s #DIVIO! Less than 5%
INon Stock Part #'s* Greater than 70% of PN's
INo Phase Out NA
Repace by Hold NA
|Clean Cole #DIVIOY # PIECES PART #
[Dirty Corg #DIVIO!
Total Inventory $0 #DIV/0!

AUTO SOFT

Activity from SourcValue $ % of Inve Notes & Guides
0-3 Months #DIVIONJACTIVE INVENTORY at 75%
4-6 Months #DIVIONJACTIVE INVENTORY at 23%
7-12 Months #DIVI0!]75% will likely become Obso 2%
13-18 Months #DIV/0![Technical Obsolescence 2% is g
[New parts no sales #DIVI0![Minimal Amount
[Total Inventory #DIV/0}|

|CRITICAL OBSERVATIONS:(How do you feel about these observations?) Color Coat
|oBSO POSITION (LINES 20-22 FROM ABOVE)

INEG-ON-HAND (MINUS-ON-HAND)

ICLEAN CORE

IDIRTY 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)
IGROSS (TOTAL) TURNS (from your FS Template)

TRUE (STOCK) TURNS (from your FS Template)

|FTER (FIRST TIME FILL RATE)(this is a post class assignment)




is guide 0
uide PLUS 0
PLUS 0
EQUALS #DIVIO! 0

|Pass or Fail ?







ACTIVE P

DEALER TRACK ARKONA MONTH OF:
STATUS

ARTS: ST(

DCKED

%
#DIV/O!

PIECES

VALUE

ACTIVE PARTS: EXCESS STOCK #DIV/0!
ACTIVE PARTS: UNDERSTOCKED #DIV/O!
ACTIVE PARTS:TO PHASE OUT #DIV/0!
TOTAL AQTIVE PAR['S #DIV/0!
SUPERCEDED W/ON HAND #DIV/0!
INACTIVE, W/ON HAND #DIV/0!
INACTIVE PART NUMBER # AND %

TOTAL INY. TO SELL #DIV/0!
CORES ON HAND

NEG-ON-IHAND

TOTAL OF INVENTQRY

PARTS OIN OPEN R

0.'S

VALUE OF TOTAL INVENTORY

NOT ON RACTORY MASTER

PARTS W

TH OUT @

OST

%

ACUM %

NEVER SPLD

ONE YEAR AGO PLYS

ELEVEN JIONTHS AGO #DIV/O! | #DIVIO!

TEN MONTHS AGO #DIV/O! | #DIVIO! THIS
NINE MONTHS AGQ #DIV/0! | #DIV/0!

EIGHT MONTHS AGO #DIVI0! | #DIV/0! |THESE PARTS WILLBEINA™"
SEVEN MPNTHS AGO #DIV/0! | #DIV/0!

SIX MONTHS AGO #DIV/0! | #DIV/0!

FIVE MONTHS AGO #DIV/0! | #DIV/0!

FOUR MONTHS AGp #DIV/O! | #DIVIO! :
THREE MPNTHS AGO #DIV/0! | #DIV/0! THIS IS YOUR AC
TWO MONTHS AGQO #DIV/0! | #DIV/0!

ONE MONTH AGO #DIV/0! | #DIV/0!

CURRENT MONTH #DIV/0! | #DIV/0!

TOTAL INYENTORY #DIVI0! —
CORES WITH ON HAND CONFIRM DIRT

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

|oBSO POSITION (LINES 25 to 31 FROM ABOVE) (includes potential and technicle OBSO)

INEG-ON-HAND

|CLEAN CORE (Provide the # of part #'s and # of pieces)

IDIRTY CORE

|LOST SALES CALCULATOR VS. ACTUAL

IAVERAGE STOCK ORDER (this will help you calculate your true turnfound in the FS temp)

|[MONTHS SUPPLY (this calculation is found in the FS template)




|lcross (TOTAL) TURNS (from your FS Template)

TRUE (STOCK) TURNS (from your FS Template)

|FTER (FIRST TIME FILL RATE) (from your parts class homework assignment)




5 GUIDES

DANGER

OUCH !!!

IS POTENTIAL OBSO

AP" STATUS IF YOUR PHASE OUT IS SETAT 0 IN 6

FNVE HEALTHY PARTS INVENTORY

|Pass or Fail ?

#DIV/O!







Lightyear

Stocking Status Inventory % of Inventory Guide
INVESTMENT Value

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

Automatic Phase Out #DIVIQ! Less than 30% WARNING |

|Dealer Phase Out | #DIVIO! Less than 1% DANGER

[Manual Order #DIV/0! Less than 3%

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

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

[No Phase Out NA OUCH !!!
NA

IClean Coie #DIVI0!| # PIECE] PART # OUCH !

[Dirty Corg #DIVIQ!

Total Inventory #DIV/0!

Lightyear

Activity Value $ % of Inve Notes & Guides
1-2 Months #DIVIOJACTIVE INVENTORY at 75%
3-5 Months #DIVIOIJACTIVE INVENTORY at 23%
|6-11 Months #DIVI0!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 #DIVI0Y]|

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

|Pass or Fail 7

[oBSO POSITION (LINES 20-22 FROM ABOVE)

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

ICLEAN CORE

IDIRTY CORE (RDCI) OR DONE MANUALLY

|LOST SALES CALCULATOR VS. ACTUAL

IAVERAGE STOCK ORDER (Obtain data from your OE)

|[MONTHS SUPPLY (This calculation from your FS Template)

IGROSS (TOTAL) TURNS (from your FS Template)

TRUE (STOCK) TURNS (from your FS Template)

|IFTER (FIRST TIME FILL RATE (This is a post class assighnment)




.75 TIME! $ ‘ -0

PLUS 0
PLUS 0
EQUALS #DIVIO! 0




PBS SCORECARD

Stocking Status Inventory % of Inventory Guide
INVESTMENT Value
Stock Parts #DIV/0! over 70%
Automatic Phase Out #DIV/0! Less than 30%
#DIVI0! OK....BU
|[Manual Order #DIV/0! Less than 3% OUCH !l
Test Part $'s #DIVI0! Less than 5%
Test Part #'s* Greater than 70% of PN's
Core Parts #DIVI0!| pn pieces
Core Dirty #DIVI0!| pn pieces
Superseded Parts #DIVIO0!] pn NA pieces
NA
Total Inventory $0 #DIVIO!
REYNOLDS
NADA
Activity % of inver Guide
Current #DIVIO!Y] 75% |this is your current and activg
1-3 Months #DIVI0l]included |healthy parts inventory
4-6 Months #DIVIO!Y] 23%
7-9 Months #DIVIO!Y] 2%  |65% Will likely become obso
10-12 Months #DIV/0!] included [85% will likely become obso
13-24 Months #DIVIO!] 0% |Technically Obsolete
25+ months #DIVIO!| 0%
TOTAL $0 #DIVI0!
|ICRITICAL OBSERVATIONS:(How do you feel about these observations?) Color Coat |PASS/ FA

|oBSO POSITION (LINES 23-26 FROM ABOVE)

INEG-ON-HAND (MINUS-ON-HAND)

ICLEAN CORE

IDIRTY CORE

|LOST SALES CALCULATOR VS. ACTUAL

AVERAGE STOCK ORDER (NEEDED FOR FS TEMPLATE TRUE TURN CALCULATION)
|[MONTHS SUPPLY (FS TEMPLATE)

IGROSS (TOTAL) TURNS (from your FSTemplate)

TRUE (STOCK) TURNS (from your FS Template)

|FTER (FIRST TIME FILL RATE) (from your parts class homework assignment)




OBSO POSITION MATH DONE BELOW

.65 TIMES THE 7-9 MONTH V $0
.85 TIMES THE 10-12 MONTH $0
PLUS THE 13-24 MONTH VAL $0
PLUS THE 25+ VAL EQUALS $0

OBSO AS A % OF TOTAL

L

#DIVIO!



UCS SCORECARD

Stocking Status Inventory % of Inventory Guide
Observations Value
Active Stock (0-6 month activity) over 70%
Zero Guide (Auto Phase out) Less than 30%
INo bin Location Parts Less than 1% OK....BUT..
[Manual Order Review Less than 3% OUCH !
INo Match (Non Stock Part $'s) Less than 5%
Total Watch #'s (N/ Stock Part #'s) Greater than 70% of PN's
IClean Core
[Dirty Core Are controls in place?
NA
NA
Total Inventory $0
|[EXTRA LINES
[EXTRA LINES
UcCs
Investment NADA
Activity Value % of inver Guide
Current TO 3 Months #DIVIO!Y] 75% |this is your current and active
3 to 6 Months #DIVI0l]included |healthy parts inventory
[6-9 Months #DIVI0!| 23% [65% Will likely become obso
[9-12 Months #DIVIO!] 2%  [85% Wil likely become obso
12 Months + Over #DIV/0!|included |This is your Technical OBSO
#DIVIO!
#DIVIO!
TOTAL $0| #DIVI/O!

|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)
ICLEAN CORE

IDIRTY CORE

|LOST SALES CALCULATOR VS. ACTUAL

AVERAGE STOCK ORDER

|[IMONTHS SUPPLY

IGROSS (TOTAL) TURNS (from your FS templ:

TRUE (STOCK) TURNS (from your FS Templa

|FTER (FIRST TIME FILL RATE) (from your par




$0.00
$0.00
$0

| $0.00 [ NADIIOY



Departmental Action Plan

|ICurrent Situation

|Overall Objective:

|Proposed Timeline

Action Plan

|Requirements

Dealership| GOSCH TOYHOTA

Academy Week|FIXED OPS 1 PARTS

Class &

We do not currently have a process where sales people introduce their custc
department is tucked into the corner of the dealership behind service and av
know it is there and know what all of the great accessories we carry.

To increase awareness of our parts department to all retail sales customers
more gross profit. Also, transfer some sales gross to parts at a much highel

To begin 8/1/2019

1) Set up $25 against every vehicle sold to use as a parts gift certificate at th

Meeting with Dealer: 7/18/19

.|Action Proposed: Implement new process to introduce customers to the par




Meeting with stakeholder(s) (dealership personnel):

Describe what is in place to support desired goal: Will need to train the sales

‘Ipersonell are aware and welcoming to customers with the certificate and are

Accountability: Monitoring progress:
Who: Graham Scott
What: Create web page and certificate

:(By When: 7/29/19

How: Working with Fuzion Zone to create the page and integration.

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

‘IDate(s) for review: The progress will be reviewed monthly to see if the parts

Parts manager will need to create a way to track certificate sales to see if pel

Estimated cost for implementation: Cost to the sales department would be ¢

Projected Date of |7/31/19

Completion: Sponsor Signature:
Evaluation of Results: Include measured results. (* Metrics)
Impact Areas:

Sales | Gross |/

Expenses | NetProfit | CSI |



Student Name| REAGAN BENDECK

Student Number|N350/

>mers to our parts department. Our parts
vay from sales, so some customers may not

in order to generate more parts sales and
* retention level.

e time of sale. 2) Create a page on Gosch

ts department.

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




smen on the process. Ensure that parts
» encouraged/trained to upsell.

departments counter sales have increased.
rsonnel are upselling.

ibout $5,750 per month. Approximately 70% of]



























	First Time Fill Rate (FTFR)
	CDK
	REYNOLDS
	AUTO MATE
	AUTOSOFT
	DEALERTRACK
	LIGHTYEAR
	PBS
	UCS
	PARTS DEPT ACTION PLAN

