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My goal is to bring our True Turns from 2.6 to NADA guideline of 4-6 True Turns. Our parts stocking 

weighs too much importance on last year same month sales figures (shown bellow) & poor process of 

our service BDC not scheduling diagnostic of vehicles immidiatley. We are ordering parts based upon last

years repairs. With the introduction of several new models we have an intire new service and part 

requirements we have never had before.

This can be measured by running and reviewing “Turns” found within the FS parts template monthly. 

We can achieve our goal by having the Parts Manager generate the report every month-end and 

distribute said report to our service manager. The service manager will sit down with parts manager to 

discuss emergency purchases and more importantly what type of service we have scheduled in the next 

45 days. For Example: We are currently having issues with Uconnect radios and are ordering daily once 

the vehicle and customer has waited a minimum of 30 days for a service appointment to be told 15 

minutes latter it will take 4 months to get a part in. We will see the customer and car immediately 

explain they are in for diagnostic only and order the part needed if required by Chrysler or stock 

available units if allowed. This can be performed for a large % of our customers. 

The benefit of achieving our goal Greater customer and associate satisfaction. 

We will implement (time bound) when our service manager and parts manager get back in town from 

Mopar training to discuss with our service BDC manager.  

https://v8.edvance360.com/courses/dropbox/1933/sview/3698

