First Time Fill Rate

DEALERSHIP NAME |NADA Motors|st time fill rate

DATE RO'S 1st Time Same Day Day
2/21/2018 14 11 3 o
2/22/2018 18 14 12 2
2/23/2018 18 13 10 2

Totals




Rate %
78.57%
77.78%
72.22%
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
#DIV/0!
76.00%




$119,028

Normal or Active Stock 59.30% over 70%
Automatic Phase Out Less than 30%
Dealer Phase Out Less than 1%
Manual Order Less than 3%
Non Stock Part $'s Less than 5%
Non Stock Part #'s* Greater than 70% of PN's
Core Clean $3,556 2% PART # 42% # PIECES
Core Dirty $7,143 4% PART # 79% # PIECES
Replace by hold RBH $1,944 1% PART # NA # PIECES
NA
Total Inventory $200,717 100%
REYNOLDS
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Current 75% |this is your current a
1-3 Months included [healthy parts inventc
4-6 Months 23%
7-9 Months 2% 65% Will likely become
10-12 Months included |85% Will likely become
13-24 Months 0% Technically Obsolete
25+ months $0 0.00% 0%
TOTAL $190,019 100.00%
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OBSO POSITION MATH DONE BELOW
obso .65 TIMES THE 7-9 MONTH VALUE $17,675
obso .85 TIMES THE 10-12 MONTH VALUE $12,473
! PLUS THE 13-24 MONTH VALUE $19,833
PLUS THE 25+ VALUE EQUALS $0

OBSO AS A % OF TOTAL

$49,980.22

26.30%



CDK
Stocking Status

INVESTMENT

Normal or Active Stock

Inventory

Value

% of Inventory

#DIVI/O!

over 70%

Activity

0-3 Months

Value $

% of Invent

Automatic Phase Out #DIVI/O! Less than 35%
Dealer Phase Out #DIVI/O! Less than 1%
Manual Order #DIVI/O! Less than 3%

Non Stock Part $'s #DIVI/O! 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 Corp #DIVIO!|p/n pieces

Dirty Core #DIVI/0!

Total Inventory #DIV/0!

%

#DIVI/0!

Notes & Guides

ACTIVE INVENTORY at 75%

4-6 Months

#DIVIO!

ACTIVE INVENTORY at 23%

7-12 Months

#DIVIO!

75% will likely become Obso 2%

Over 12 Months

#DIVIO!

Technical Obsolescence 2% is gt

New parts no sales

#DIVIO!

Minimal Amount

Total Inventory

#DIVIO!
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SEVEN MONTHS AG #DIVIO! | #DIV/O!

SIX MONTHS AGO #DIVIO! | #DIV/O!

FIVE MONTHS AGO #DIVIO! | #DIVIO!

FOUR MONTHS AGO #DIVIO! | #DIV/0! THIS IS YOUR ACTIVE HEALT

INVENTORY

THREE MONTHS AG #DIVIO! | #DIVIO!

TWO MONTHS AGO #DIVIO! | #DIVIO!

ONE MON[TH AGO #DIVIO! | #DIVIO!

CURRENT| MONTH #DIVIO! | #DIVIO!

TOTAL INVENTORY #DIVIO!

CORES WITH ON HAND
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UCS SCORECARD

Stocking Status
Observations

Active Stock (0-6 month activity)

Inventory

Value

% of Inventory

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 contro

Is in place?

Extra Lines

NA

Extra Lines

NA

Total Inventory

Investment

NADA
Activity % of inver Guide Notes

Current TO 3 Months #DIVIO!| 75% |this is your current a
3to 6 Months #DIVIO!]included [healthy parts inventc
6-9 Months #DIVIO!| 23% |65% Will likely becom:
9-12 Months #DIVI0! 2% 85% Will likely become
12 Months + Over #DIVIO!] included [This is your Technical

#DIVI0!

#DIVI0!
TOTAL $0 #DIVI0!
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Departmental Action Plan

Dealership

Academy Week

Gurley Leep GM

Parts

Class &

In a recent review of our special order parts situation(prior to attending week !

Current Situation  |special order parts and 19 were neither paid for or installed we needed to take

Overall Objective: |My overall objective is to improve turn on special order parts, we have too ma

parts on customers vehicles. Thus increasing gross profit and limiting sendir
from using our return reserve on these parts allowing us to use reserve for ot

The timeframe for increasing profit will be April 1st. We will have a process in

Proposed Timeline |and our results will begin to show immediatley following the implementation ¢

Action Plan

Beginning March 1st we will implement a policy of upfront payment on specia

Requirements

Meeting with Dealer:

1.[Action Proposed: Notify ownership/platform manager with new process for sg




Projected Date of
Completion:

Meeting with stakeholder(s) (dealership personnel):

Have meeting with service manager, parts manager, parts counter people, BD!

‘|Address concerns regarding paying upfront and call making with all employec¢

in the benefits of the new process. Show them the increase in profit potential

Accountability: Monitoring progress:
Who: Service manager, parts manager, parts counter, service advisors, and Bl
What: Monitor improvement of both paying upfront for Special order parts anc

:[parts. Monitor the phone calls for both service advisors and BDC reps. Once

the easy part!
By When: First monthly review will be April 2, 2018
. O L 1 cit auish - ; . .

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

Date(s) for review: Daily reviews will occur beginning March 5th, 2018. Meetin
manager, also between service manager and advisors, parts managers and cc
manager and BDC rep. Meetings will include conversation in regards to paym

‘|Service manager will discuss the lists of customers to contact for day 1 calls

verify parts availability and verifying that parts arrived. Service manager will (
to communicate appointments. Weekly meetings will be communicated with ¢
12, 2018. Monthly meetings will be with General Manager, Service Manager, ai
will review all items regarding our new special order parts process.

_|Estimated cost for implementation: Only cost incurred will be $30 per appoint

Active as of March 1st

Sponsor Signhature: Scott Pha

Evaluation of Results: Include measured results. (* Metrics)

Gross will increase due to more special order parts being sold, return reserve will not be wasted ol
expenses will not be influenced very much due to the fact that the only increase will be on BDC pa
not schedule. Overall Net profit will increase due to the new process.






Student Name| Brad Zielinski

Student Number(332/17

2) | determined that based on looking at 20
+ action on this situation.

ny parts that age out due to not installing
1g back aged out SOP's which will save us
her parts that have aged.

nplemented and effectivley running in March
)f this plan.

| order parts other than warranty. This is the fir

)ecial order parts

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




C, and service advisors to discuss new policy.
3s. Continue to coach all employees to believe
thus increasing pay.

DC rep
1 increased installation of all special order
parts are paid for the installation should be

1igs will occur with service manager and parts
)unter. Meeting will also be held with service
ient of special order parts for both managers.
with advisors. Parts manager and counter will
go over day 2 calls and later with the BDC rep
Service and Parts managers begininng March
nd Parts manager beginning on April 2nd. We

tment that BDC sets.

rr

n special order parts so we can use it on OBSO,
y due to scheduling appointments that the advisors do
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