First Time Fill Rate

Infiniti Downtown [NADA Motors rst time fill rate
RO'S 1st Time Same Day Day
HHH 15 8 4 3
HH#EH 10 5 2 3
HH#H 15 10 3 2
HH#tH#H 10 7 3 o

Totals




Rate %
53.33%
50.00%
66.67%
70.00%
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
60.00%




CDK

Stocking Status Inventory % of Inventory
INVESTMENT Value

Normal or Active Stock #DIVIO! over 70%
Automatic Phase Out #DIVI/0! Less than 30%
Dealer Phase Out #DIVI/0! Less than 1%
Manual Order #DIVI/0! Less than 3%
Non Stock Part $'s #DIV/0! Less than 5%
Non Stock Part #'s* Greater than 70% of PN's
Clean Corp #DIVIO!| # PIECES PART #
Dirty Core #DIVI0!
Total Inventory $0 | #DIvVio!

Activity Value $ Notes & Guides
0-3 Months #DIVIO!|ACTIVE INVENTORY at 75%
4-6 Months #DIVIO!|ACTIVE INVENTORY at 23%
7-12 Months #DIVI0!|75% will likely become Obso 2% is g
Over 12 Months #DIVI0!|Technical Obsolescence 2% is guide
New parts no sales #DIVIO!|Minimal Amount
Total Inventory 0] #DIv/o0!

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 yot

GROSS (TOTAL) TURNS (from your FS Temg

TRUE (STOCK) TURNS (from your FS Templ:

FTFR (FIRST TIME FILL RATE)




DANGER

ouch!!!

.75 TIMES|$

! PLUS

PLUS
EQUALS #DIVI/O!

oo |©O |O

Pass or Fail ?




REYNOLDS 2213
Stocking Status
INVESTMENT

Normal or Active Stock

Inventory % of Inventory

Value
$56,019
$187,175
$5,086
$725
$12,573

over 70%
Less than 30%

Less than 1%

Automatic Phase Out

Dealer Phase Out

Manual Order Less than 3%

Non Stock Part $'s 5% Less than 5%

Non Stock Part #'s* 655 26%| Greater than 70% of PN's
Core Clean $420 pn pieces
Core Dirty $0 pn pieces
Replace by hold RBH $213 pn NA pieces
NA
Total Inventory $262,211 100%
REYNOLDS

NADA

% of inventor Guide

Activity

Current $71,924 ALY 75% |this is your current a
1-3 Months $44,348 included |healthy parts inventc
4-6 Months $41,007 23%

7-9 Months $25,149 2% 65% Will likely become

10-12 Months

$18,173

(K078 included

85% Will likely become

0%

Technically Obsolete

0%

13-24 Months $36,462 13.93%
25+ months $24,728 9.45%
TOTAL $261,791 100.00%

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 FSTemple

TRUE (STOCK) TURNS (from your FS Templa

FTFR (FIRST TIME FILL RATE) (from your par







ind active
ny
OBSO POSITION MATH DONE BELOW
obso .65 TIMES THE 7-9 MONTH VALUE $16,347
obso .85 TIMES THE 10-12 MONTH VALUE $15,447
] PLUS THE 13-24 MONTH VALUE $36,462
PLUS THE 25+ VALUE EQUALS $24,728
OBSO AS A% OF TOTAL $ 92,983.33

PASS/ FAIL

35.52%






AUTO MATE

Stocking Status
INVESTMENT

Inventory
Value

% of Inventory

AUTO MATE

NADA

Active parts #DIVIO! over 70%
Auto Phase Out Parts #DIVI0! Less than 30%
Dealer Phase Out Parts #DIVI/0! Less than 1% OK....BU
Manual Order Parts #DIVI0! Less than 3% OUCH !
Non Stock Part $'s #DIV/0! Less than 5%
Non Stock Part #'s* Greater than 70% of PN's
Core Clean #DIVIO!| pn pieces
Core Dirty #DIVIO!] pn pieces
#DIV/0!

Total Inventory $0 #DIV/O!

AUTO MATE

Activity Value % of inver Guide
#DIVIO! this is your current and active
Current to 3 Months #DIVIO!] 75% [healthy parts inventory
4-6 Months #DIVIO!] 23%
7-9 Months #DIVIO0! 2% 65% Will likely become obso

10-12 Months

#DIVI0!| included

85% Will likely become obso

over 12 Months #DIVIO! 0% Technically Obsolete
#DIV/O!
TOTAL $0 #DIVIO!

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

PASS/ FAI

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)




sed

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 M

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

(el elieo] o] fol fol o] o] fo) fol o] N o) o

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

$ = #DIVIO!

L




AUTO SOFT

Stocking Status Inventory % of Inventory
INVESTMENT Value

Normal or Active Stock #DIVIO0! over 70%
Automatic Phase Out #DIVI0! Less than 30%
Dealer Phase Out #DIVIO! Less than 1%
Manual Order #DIVIO! Less than 3%
Non Stock Part $'s #DIVIO0! Less than 5%
Non Stock Part #'s* Greater than 70% of PN's
No Phase Out NA
Repace by Hold NA
Clean Corp #DIVIO!| # PIECES PART #
Dirty Core #DIVIO!
Total Inventory $0 #DIVIO!

AUTO SOFT

Activity from Source Value $ % of Inven Notes & Guides

0-3 Months #DIVIO!|ACTIVE INVENTORY at 75%

4-6 Months #DIVIO!|ACTIVE INVENTORY at 23%

7-12 Months #DIVI0!]175% will likely become Obso 2% i
13-18 Months #DIVI0!|Technical Obsolescence 2% is gui
New parts no sales #DIV/0!|Minimal Amount

Total Inventory #DIV/O!

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)




DANGER

.75 TIMES|$
ide PLUS

PLUS
EQUALS #DIV/0!

[=1K=lK=]K=]

Pass or Fail ?







ACTIVE P4

DEALER TRACK ARKONA
STATUS

ARTS: STO

CKED

MONTH OF:

%
#DIV/0!

PIECES

VALUE

ACTIVE PARTS: EXCESS STOCK #DIV/0!
ACTIVE PARTS: UNDERSTOCKED #DIV/0!
ACTIVE PARTS:TO PHASE OUT #DIV/O!
TOTAL AC[TIVE PARTS #DIV/0!
SUPERCEDED W/ON HAND #DIV/O!
INACTIVE (W/ON HAND #DIV/0!
INACTIVE [PART NUMBER # AND %

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

NEG-ON-HAND

TOTAL OF

INVENTORY

PARTS ON

OPENR.

D.'S

VALUE O TOTAL IN

ENTORY

NOT ON F

ACTORY MASTER

PARTS WI

ITH OUT C(

DST

RY AGING BY LAST SOLD

%

ACUM %

NEVER SQLD

ONE YEAR AGO PLUS

ELEVEN MONTHS AGO #DIVIO! | #DIVIO!

TEN MONTHS AGO #DIVIOl | #DIVIO! THIS
NINE MONTHS AGO #DIVIOl | #DIVIO!

EIGHT MOQNTHS AGO #DIV/0! #DIVIO! | THESE PARTSWILLBEINA™,
SEVEN MONTHS AGD #DIVIOl | #DIVIO!

SIX MONTHS AGO #DIVIOl | #DIVIO!

FIVE MONTHS AGO #DIVIOl | #DIVIO!

FOUR MONTHS AGO #DIVIOl | #DIVIO!

THREE MONTHS AGD #DIVIO! | #DIVIO! THIS IS YOUR ACI
TWO MONTHS AGO #DIVIOl | #DIVIO!

ONE MON[TH AGO #DIVIOl | #DIVIO!

CURRENT MONTH #DIVIOl | #DIVIO!

TOTAL INJENTORY #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)

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)




GUIDES

DANGER

IS POTENTIAL OBSO

AP" STATUS IF YOUR PHASE OUT IS SET AT 0 IN 6

MNVE HEALTHY PARTS INVENTORY

Pass or Fail ?

#DIV/0!







Lightyear

Stocking Status Inventory % of Inventory
INVESTMENT Value

Normal or Active Stock #DIVI/0! over 70%
Automatic Phase Out #DIVI/0! Less than 30%
Dealer Phase Out | #DIVIO! Less than 1%
Manual Order #DIVI0! Less than 3%
Non Stock Part $'s #DIVI/0! Less than 5%
Non Stock Part #'s* Greater than 70% of PN's
No Phase Out NA

NA
Clean Corp #DIVIO!| # PIECEY PART #
Dirty Core #DIVIO!
Total Inventory $0 #DIV/0!

Lightyear
Activity Value $ % of Inven % Notes & Guides

1-2 Months #DIVIO!'|ACTIVE INVENTORY at 75%
3-5 Months #DIVIO!'|ACTIVE INVENTORY at 23%
6-11 Months #DIVI0!1175% will likely become Obso 29
Over 12 Months #DIVI0!|Technical Obsolescence 2% is |
New parts no sales #DIV/0!{Minimal Amount
Total Inventory #DIVIO!

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)




DANGER

0 is guide .75 TIMES|$ 0
guide PLUS 0
PLUS 0
EQUALS #DIV/0! 0

Pass or Fail 3




PBS SCORECARD

Stocking Status
INVESTMENT

Inventory
Value

% of Inventory

NADA

Stock Parts #DIVI0! over 70%
Automatic Phase Out #DIVI0! Less than 30%

#DIV/0! OK....BU
Manual Order #DIVI0! Less than 3% OUCH !
Test Part $'s #DIV/0! Less than 5%
Test Part #'s* Greater than 70% of PN's
Core Parts #DIVIO!| pn pieces
Core Dirty #DIVIO!] pn pieces
Superseded Parts #DIVIO!| pn NA pieces

NA
Total Inventory $0 #DIV/O!
REYNOLDS

Activity % of inver Guide
Current #DIVIO!| 75% [this is your current and active
1-3 Months #DIVIO!]included [healthy parts inventory
4-6 Months #DIVIO!] 23%
7-9 Months #DIVIO0! 2% 65% Will likely become obso

10-12 Months

#DIVI0!| included

85% Will likely become obso

13-24 Months #DIVIO! 0% Technically Obsolete
25+ months #DIVIO! 0%
TOTAL $0 #DIVIO!

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

PASS/ FAI

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)




sed

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 $ o

L

#DIV/0!



UCS SCORECARD

Stocking Status Inventory % of Inventory
Observations Value

Active Stock (0-6 month activity) over 70%
Zero Guide (Auto Phase out) Less than 30%
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
EXTRALINES
EXTRA LINES
ucs
Investment NADA
Activity Value % of inven Guide

Current TO 3 Months #DIVIO!| 75% |this is your current and active
3 to 6 Months #DIVI0!|included |healthy parts inventory
6-9 Months #DIVIO!| 23% |65% Will likely become obso
9-12 Months #DIVI0! 2% 85% Will likely become obso
12 Months + Over #DIVI0!| included |This is your Technical OBSO

#DIV/0!

#DIVIO!
TOTAL $0 #DIVI0!
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 -



Departmental Action Plan

Dealership|Infiniti Downtown

Academy Week|Week 2 Class &

Current Situation

Overall Objective:

Proposed Timeline

Action Plan

Requirements

After going over the 78 questions with our parts manager , | realized how muc
place.Our employees are being put to work , with almost minimal to no trainin
learning on clients.

Training employees to be more as sales consultants not only parts advisors. |
sales not only externally but also internally. This will help the parts advisors \
better connection with both departments will definetly increase sales.That is i
this will help increase our CSI.

6 Months

Describe necessary actions to reach desired result: Have the parts manager a

.|Action Proposed: Set training procedures , before having an employee interac

skills,people interaction skills and more training on their DMS/system that the




Meeting with stakeholder(s) (dealership personnel):

2.|Describe what is in place to support desired goal:
Training | Coaching | £Consequences related to results / Pain & Gain

Accountability: Monitoring progress:

Who: Parts Manager

What:

3. By When: May/2020

How: Making sure employees are attending training sessions.

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

‘| Date(s) for review:This should be reviewed on monthly basis. Making sure tha
completed their online training courses/attended training sessions if necessal
as lacked trainina for a while . it will be monitered and heavilv implemented

5. Estimated cost for implementation: $5,000 including the cost of sending the g

Projected Date of |May/2020

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

Sales | Gross | Expenses | NetProfit | CSI |




h we are lacking in terms of training and having set policies in
g. They are learning as they go on the job , which means they are

3eing able to provide good customer service , will help increase
nork better with sales consulants and service advisors. Having a
n addition to increasing external counter sales. In addition to that

ittend fixed operation course, this will help him better manage his in

;t with customers.Having employees train on their phone
y use on daily basis. Send parts manager to training course




it the beginning of every month , all employees have successfully
ry. Training should be an ongoing thing , but since our dealership
‘Q 1€ NEXT O MONiri

yarts managers to attend a parts course at NADA



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