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Obsolescence
● Obso position is not favorable! Potential obso is higher than guide at 4% and 

technical obso is extremely high at 43% where guide is 2% as well

● Total obsolescence is $268,803 (46%) 
● We got in this position because more than half of our business is comprised of emergency 

purchases and wholesale stock
● Parts manager needs to cut ties with aged parts. Garage sales, one-time special returns to 

manufacturer, trading with other dealers, donations, or auctions are all ways to help get rid of 
remaining obsolescence

● To KEEP obso away we need to:
○ Implement a special order system to focus on installing the product
○ Have policy to balance wholesale customer needs and dealership profitability
○ Educate techs on diagnostics and ensure proper parts orders



REASONS TO SELL PARTS AT COST
1.  Selling an obsolescent part to move it out of inventory. (Good)

2.  Discounting the parts to cost to secure a CP job in the lane (Not Good)

3.  Doing good will work that the dealership is absorbing the cost of the parts and labor to policy. (Could go either way)

4.  Sales associates throwing in accessories to make a deal and parts counter bills out at cost. (Not Good)

5.  Sales associate asking to sell a part at cost for a “good customer” (Not Good)

6.  Employees buying parts for their personal vehicle and they are billed out at cost (Not Good)

7.  Internal work on used cars discounted to cost to keep used car GP (Not Good)

8.  Parts wholesaled at cost to develop a relationship with a new account that deals with a different OEM dealer. (Not Good)

9.  Selling a SOP that was never picked up by the customer. (Good)

10.               Selling a part that was ordered and cannot be returned because the box/carton was damaged (Could go either way depending on the part)





MONTHLY RECONCILIATION



SWOT ANALYSIS



8 PART POSITIONS



POSITIONS EXPLAINED

1) We have decided to fire one individual from our parts department. We ended up making the Body Shop 
Manager the Wholesale Parts Manager as well.

2) The Parts Manager will oversee everything, even the body shop due to making sure excessive parts are not 
ordered for vehicles such as sheet metal that is not returnable to the OEM.

3) We will have a individual in charge of Online Parts that will confirm the order and check the VIN#, package 
the part, ship the part and ask the customer several times if they want the dealership to install the part.

4) We will have 3 counter parts people. Two of them will be in charge of ordering parts for mechanics. The third 
will be in charge of ordering specific items for the Body Shop and also where help is needed. (Online Part 
Sales or the parts window).

5) We will have two drivers for parts deliveries, part pick ups and searching for new wholesale accounts. A 
bonus structure will be set in place for these new accounts.



Would you Buy?    YES

● We will do a one time return on obsolescence parts at time of purchasing 
the Dealership with the OEM.

● Return any Parts during the 15 month return window since we are a GM 
store.


