First Time Fill Rate

DEALERSHIP NAME |NADA Motors|rst time fill rate
DATE RO'S 1st Time Same Day Day
HHEH 50 49 49 1
Totals 50 49 49 1




Rate %
98.00%
#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!
98.00%




REYNOLDS 2213

Stocking Status
INVESTMENT

Inventory
Value

% of Inventory

Guide

Activity
Current

% of inver

#DIV/0!

NADA

Guide
75%

Normal or Active Stock #DIV/0! over 70%
Automatic Phase Out #DIV/0! Less than 30%
Dealer Phase Out #DIVI0! Less than 1%
Manual Order #DIV/0! Less than 3%
Non Stock Part $'s #DIVIO! Less than 5%
Non Stock Part #'s* MEMO Greater than 70% of PN's
Core Clean #DIVIO! | PART # # PIECES
Core Dirty #DIVIO! | PART # # PIECES
Replace by hold RBH #DIVIO! | PART # NA # PIECES
NA

Total Inventory $0 #DIVIO!

REYNOLDS

this is your current ¢

1-3 Months #DIVI0!]included Jhealthy parts invent
4-6 Months #DIVIO!] 23%

7-9 Months #DIVI0! 2% 65% Will likely become
10-12 Months #DIVI0!| included |85% Will likely become
13-24 Months #DIV/0! 0% Technically Obsolet:
25+ months #DIVI0! 0%

TOTAL $0 #DIVIO!




and active

ory

OBSO POSITION MATH DONE BELOW

» obso
» obso

2

.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+ VALUE EQUALS

$0

OBSO AS A % OF TOTAL

#DIVIO!



CDK

Stocking Status Inventory % of Inventory Guide
INVESTMENT Value

Normal or Active Stock #DIVI/0! over 70%
Automatic Phase Out #DIVI/0! Less than 35%
Dealer Phase Out #DIVI/0! Less than 1%
Manual Order #DIVI/0! Less than 3%
Non Stock Part $'s #DIVI/0! Less than 5%
Non Stock Part #'s* MEMO Greater than 70% of PN's
No Phase Out Not on ADP NA
Repace by Hold Not on ADP NA
Clean Conle #DIVIO!|p/n pieces
Dirty Core #DIVIO!
Total Inventory $0 #DIV/0!

Activity Value $ % of Invent % 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%
Over 12 Months #DIVI0!|Technical Obsolescence 2% is g
New parts no sales #DIV/0!|Minimal Amount
Total Inventory $0 #DIVIO!




WARNING
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ACTIVE P,
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#DIV/0!
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HASE OU

#DIV/0!

TOTAL AC
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S

#DIV/0!

SUPERCH

DED W/ON

N HAND

#DIV/0!

INACTIVE

W/ON HAI

ND

#DIV/0!

TOTAL IN

. TO SELL

#DIV/0!
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N HAND

NEG-ON-k
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TOTAL OH
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TOTAL IN

VENTORY
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DST
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DLD
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R AGO PLU

ELEVEN N

NONTHS A

#DIVIO!
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THS AGO

#DIVIO!

#DIVIO!

THIS IS POTENTIAL Ol
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#DIVIO!
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THESE PARTS WILL BE IN A "AP" STATU

EIGHT MONTHS AGD #DIVIO! | #DIVIO! OUTISSETATOIN 6
SEVEN MPDNTHS AGO #DIVIO! | #DIVIO!

SIX MONTHS AGO #DIVIO! | #DIVIO!

FIVE MONTHS AGO #DIVIO! | #DIVIO!

FOUR MONTHS AGQO #DIVIO! | #DIVIO! THIS IS YOUR ACTIVE HEAL1

INVENTORY

THREE MDNTHS AGO #DIVIO! | #DIV/0!

TWO MONTHS AGO #DIVIO! | #DIV/0!

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

CURRENT MONTH #DIVIO! | #DIV/0!

TOTAL INVENTORY #DIVIO! _

CORES WITH ON HAND

CONFIRM DIRTY & CLEAN




DANGER




'HY PARTS



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 35%
No bin Location Parts Less than 1%
Manual Order Review Less than 3%
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?
Extra Lines NA
Extra Lines NA
Total Inventory $0
ucs
Investment NADA
Activity % of inver Guide
Current TO 3 Months #DIVIO!| 75% |this is your current ¢
3to 6 Months #DIVIO!|included |healthy parts invent
6-9 Months #DIVIO!] 23% |65% Will likely becom
9-12 Months #DIVIO! 2% 85% Will likely become
12 Months + Over #DIVI0!] included | This is your Technical
#DIVIO!
#DIVIO!
TOTAL $0 #DIVIO!
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le obso $0.00
Yobso $0.00
OBSO $0

$0.00



Departmental Action Plan

Current Situation

Overall Objective:

Proposed Timeline

Action Plan

Requirements

Dealership| SCHAUMBURG HONDA AUTOMOBILES

Academy Week|WEEKS 2 Class &

Low accessory sales

To increase gross profit from accessory sales while improving employee satis

Two weeks to implement program, 12 weeks to see results starting January 1:
where changes can be made.

Describe necessary actions to reach desired result: First, the standardization
uniformly throughout the dealership (sales, service, and parts) has to be deve
established, incentives will be determined for sales, service, and parts emplo
accessories per transaction (for example: up to $1000 = $25 bonus, $1,001-$2
each bonus listed is only a rough estimate, as this would be one piece of dats
gross profit for each accessory to ensure bonuses are beneficial for both the




Meeting with Dealer:

1.|Action Proposed: Meet with General Manager, Parts Director, and Service Dire

Meeting with stakeholder(s) (dealership personnel):

2 |Describe what is in place to support desired goal:Training on how to sell acce
and standardized pricing, review incentives associated with accessory sales.
Training /| Coaching /| =Consequences related to results |/ Pain & Gain

Accountability: Monitoring progress:

Who: Sales Manager and Parts Manager

What: Accessory sales per employee

3. By When: Quarterly

How: Data tracking via spreadsheet with employee name, date of sale, access
of transaction

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

Date(s) for review: Quarterly

5 Estimated cost for implementation: Zero Cost

Projected Date of (3-1-2018

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

Sales | Gross | Expenses | NetProfit /| CSI | Increase sales, gross, net profit, and C
standardization of pricing leads to customer satisfaction and a pleasant overall buying experience






Student Name| TERRY KIOUTAS

Student Number|(N329 19

sfaction by offering incentives (for these sales)

st. Data will be collected quarterly to assess

of pricing for each accessory that will be used
loped. After the accessory pricing is

yees based on the dollar amount spent on

,000 = $50 bonus, etc). The dollar amount per

L collected in the quarterly review regarding the
dealership and the employee. After the first

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




ctor

issories, provide employees with expectations

ory (or accessories sold), total dollar amount

>Sl without significant increase in expenses. The
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