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REYNOLDS 2213

Stocking Status Inventory % of Inventory
INVESTMENT Value
Normal or Active Stock #DIVIO! over 70%
Automatic Phase Out #DIVIO! Less than 30%
Dealer Phase Out #DIVIO! Less than 1%
Manual Order #DIVIO! 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 #DIVI/0!
REYNOLDS
NADA
Activity % of inver Guide
Current #DIVIO!| 75% |this is your current ¢
1-3 Months #DIVI0!|included |healthy parts invent:
4-6 Months #DIVIO!| 23%
7-9 Months #DIVIO! 2% 65% Will likely become
10-12 Months #DIVI0!| included |85% Will likely become
13-24 Months #DIV/0! 0% Technically Obsolete
25+ months #DIV/0! 0%
TOTAL $0 #DIVIO!




ind active
ory
OBSO POSITION MATH DONE BELOW
1 obso .65 TIMES THE 7-9 MONTH VALUE $0
: obso .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
INVESTMENT Value

Normal or Active Stock #DIVIO! over 70%
Automatic Phase Out #DIVIO! Less than 35%
Dealer Phase Out #DIVIO! Less than 1%
Manual Order #DIVI0! Less than 3%
Non Stock Part $'s #DIVIO! 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 COIL #DIVIO!|p/n pieces
Dirty Core #DIVI/0!
Total Inventory #DIVIO!

Activity

0-3 Months

Value $

% of Invent % Notes & Guides

#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

#DIVIO!|Technical Obsolescence 2% is g

New parts no sales

#DIVI0!|Minimal Amount

Total Inventory

#DIV/0!
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SEVEN MODNTHS AGO #DIVIO! | #DIVI/O!

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

FIVE MONTHS AGO #DIV/O! | #DIV/O!

FOUR MONTHS AG( #DIVIO! | #DIVIO! THIS IS YOUR ACTIVE HEALT1

INVENTORY

THREE MONTHS AGO #DIV/O! | #DIV/O!

TWO MONTHS AGO #DIV/O! | #DIV/O!

ONE MONTH AGO #DIV/O! | #DIV/O!

CURRENT MONTH #DIV/O! | #DIV/O!

TOTAL INYENTORY #DIVI/O!

CORES WITH ON HAND
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UCS SCORECARD

Stocking Status
Observations

Inventory

Value

% of Inventory

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

Investment

Activity

% of inver

NADA

Guide

\\[o] (=X

Current TO 3 Months #DIVIO!| 75% |this is your current &
3to 6 Months #DIV/0!|included |healthy parts invent:
6-9 Months #DIVIO!] 23% |65% Will likely becom
9-12 Months #DIV/0! 2% 85% Will likely become
12 Months + Over #DIVIO!] included |This is your Technical
#DIV/0!
#DIV/0!
TOTAL $0 #DIV/0!
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OBSO $0

$0.00



BOULEVARD LEXUS
PARTS

RECEIVING TOO MUCH PHONE CALLS AT THE SAME TIME

BEING ABLE TO AWNSER ALL CALL PROMPTLY

WITHIN NEXT MONTH

Describe necessary actions to reach desired result:BUILT THE PROCEDURE 1

Meeting with Dealer:

Action Proposed: ESTABLISH A NEW EMAIL BOX TO BE FILLED UP WITH UN/




Meeting with stakeholder(s) (dealership personnel):

Describe what is in place to support desired goal:A LITTLE TRAINING FOR TH
Training /| Coaching /| *Consequences related to results / Pain & Gain

Accountability: Monitoring progress:
Who: PARTS MANAGER

What:

By When:EVERYDAY
How:SUPERVISING

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

Date(s) for review:DAILY

Estimated cost for implementation: 0$

JUNE 7TH

Impact Areas:
Sales | Gross | Expenses | NetProfit | CSI | SALESICSIINET PROFIT



STEVE MORIN

"HAT TELLS THE RECEPTIONNIST HOW TO R

AWNSER CALLS




E RECEPTIONNISTE
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