NADA ACADEMY
e

Parts Manager Conversation

Collaborate with your Parts Manager to answer the following questions. Use this opportunity to
share new ideas from the class and to coach your Parts Manager on how they can be
implemented. Be sure to respect their expertise. Provide your answers in a different color

font.

1. What formal parts management training does your parts manager have (for example, the

NADA Academy Seminar)? NADA ACADEMY PARTS - FORD MOTOR COMPANY
" d PARTS | MANALER MASTER CERTIFIED

2. Does your Dealership/Parts department have a Vision statement that all departmental

employees know and understand? What is it? v P \NC PPLTS OF
¢ DRIVEN To INSPIRE. "' (IyiTh £ALH LETTEN IN IN.S.P.IR E Rég%g.sﬁsf;ww(;‘mf EMENT,

3. Have you ever tracked your First Time Fill Rate (FTFR) manually (not using the DMS or your

OEM)? What is your current Repair Order FTFR? <
YES wk HAVE, For yARiovs Excereises.  82. o
4. What percentage of your business comes from Inside (RO/Internal/Warranty/Body Shop) vs

Outside (Counter Retail & Wholesale)? qd/
/O

What policies, controls, and security are in place on your DMS (via Privileges and/or the

Exception or Deviation Reports) to prevent counter people from changing the pricing ,

structure during daily transactions? NO CuraenT CONTROCS | ALL COUNTERPEOPLE ARE
TRYSTEN To MAINTAIR) ANG CONTROL DEPARTMENTAL GROSS

6. Who can change/override parts pricing? Cashier? Service Director/Manager? Service PROFIT .

Advisors? SgeVICE DieEcTOR AND SENIOR. SEQVICE MANAGEMENT .

gl

7. Are you at Retail pricing for Internal? Who established your Internal parts pricing policies?

Are they current? YES ~ RETAIL ON MOST PARTS , BASE MARK-UP oN TIRES ,

ESTABLISHED & REVIEwED By SERVICE Dy fiTor. , PARTS MANAGER Wéﬁ&cﬁg@’

8. Ifyou are in a Retail Reimbursement for Warranty state, are you at retail for warranty? If
not, when was the last time you petitioned the OE for retail reimbursement?
WE ARE k RETAIL WhHZRANTY DEALER IN FLORIDA AND RECENTLY 1100 m‘ /22‘{703 o .
9. Do the Parts, Service and Body Shop Managers work with the Office Manager/Controller
monthly to follow up on all Work in Process (WIP) documents. Do they verify that all parts
invoices and repair orders are closed out in a timely manner? What does this look like?

YES, WE WORK WEEKLY To REVIEW W.I.P. ANO &0 OVER FROZEN ASSETS
10. Is the financial statement for the Parts department given to the manager and discussed on a
weekly/monthly basis? If not, is a daily operating report of sales, gross profit, etc., provided

to the Parts Manager for review (DOC)?
FINANCIAL STAT

11. What is your retail pricing strategy for your Parts department? How often do you check to
see whether your pricing goals are being achieved?

WE MAINTAMN And REVIEW AN MSR. P, Policy For. Aul RETAIL AND
ACCESSOrRIES SALES AND IT WAVE REEN REVIEWED WITH MANACEMENT

Roven ey QUALTERLY -



12. How often do you audit your dealership’s Parts web page? How often are coupons, hours of
business, etc., reviewed and updated?
GENERAUM MONTHLY | UPDATES pé PELFOMED AS NECESSAwry .
13. Do you have a Parts online eStore? How do you ensure that parts order forms/queries are
responded to in a timely manner? Who gets the email leads/questions? ¢
WE Do NOT HAVE A UHRD PARTS Estore As suad. WE Do HAVE ONLINE VW'MCESMWJASLT,
14. What sales training is available to Parts personnel? If training is available, is it mandatory? S
How often are sales skills assessed, tested, and refreshed? VDES SOME
ML PBRTS PlaSONEL-BRE REQ U IRED TO MAINTAIN FORD CoynT. CERT . Ths é%f‘és- oA NINC-
15. Do you have a process to offer accessories to 100% of your New and Used customers? if so,
what does it look like? If not, why not? N ,
WE BO. SALESMAN BEWNE CUSTOMEAS TO %‘Cﬂfgfgb &%Mwa. cgmﬁz’ T?e o&pﬁn p.
16. What would help you sell more accessories? f ™ STHEF Aub DI v GRADES

T FEEL THAT YOU CAN NEVEIL WhVE ENOUGH CURLENT AND WELL MAINTHINED 1501 py 4 g/
17. Do you review your wholesale customers to see if their sales, gross, and returns justify the 4
expense of conducting business with them? How often are they reviewed?
PERI0D) C CONVERSATION frip REVIEW |y sTH WHOLESALE EOUNTERMAN Wit /5 VELY,
18. Do you know how much each of your Parts salespeople must sell each day just to “’%{,Tg—fiﬁﬂfESE

breakeven? ES - MELALED Ovr By conTEEMAN RS

19. What procedures do you have in place to ensure inventory accuracy and integrity? How are b
variances communicated to the accounting office? DAILY JWEEKLY Cyere CounTs | NEL on HANE

2E40 STocie REPORTSJREVIEWS. MEET DAILYY WiTH ACCQUNTS DEPT. PERSONS .
20. Are lost sales being tracked in your DMS? Do you have a common definition that all counter
people understand? What is your definition? YES . NOT AS COMMon AS wouhd LIKE.
WoRKve o™ THIS WiTHnN ACTION PUAN. A PART NOT SOLL THAT wsouﬁt-ﬁﬂvﬁ /%sz p
21. What is the biggest obstacle to getting your Special Order parts off the SOP shelves ang g

installed/picked up? QoMMUN 1EATION AND BISCIPLINE. CLEARER COMMUNICATION WiTHIN
DEALERSHIP STAR= AND CUSTOMIERS , JeSO THE D1 S pLimic 79 WORK THE LROCESSES .

22. In your store, what do you feel is the biggest cause of frozen capital and/or obsolescence?

What is the current dollar value of your obsolescence? SPEC/N OkLEZ PWS/afOEZ EXLORS
DERIVED Feom Cusromee (VO SHows, IMISTRKES 2 ERRORS iTH STAFF

»OK oves
23. What is your phase in/phase out strategy? How do you balance this strategy with factory >13 MOS .

J rel}rjognmendesdo%tgikglg guidelines (RIM, ARO, Parts Eye, etc.)? 12. Mos

24. On a scale of 1-10 (10 = expert level) what is your level of understanding of the information béump
that is on your DMS’s monthly summary? g S -q ﬁ‘&%i}u’r OF Iwé

25. What is the one thing that your organization can do or provide to help the Parts Manager
do their job more effectively?

THS T IMACINE Guoun BE THE MIST Common Answee. . PHYSIchL £, LOL



