Fixed Operations One Homework Assignment

The following are Excel exercises found in the Post Class Excel Template:

1. Complete two recent months using the FS Parts Excel template found in the Post Class Excel template. Do not use the pre-class version because it is different. (10 points).
2. Complete the Parts Gross Profit Performa and project your lost gross profit. (10 points)
3. Complete the “Lost Sales” calculator again like we did in class. You will need your DMS Summary and average piece value to observe the value of lost opportunity. (10 points)
4. Perform the First Time Fill Rate exercise on 50 repair orders. Do not include “One item oil changes”, Special Ordered Parts repair orders, or factory recalls. Consider standing where the techs collect the parts from the counter. If they ask for 5 parts and they get all 5 then on that repair order the parts inventory would get a 100%. If they did not get all 5 to finish the repairs then the Parts inventory would get a “0” % (10 points).
5. Complete the DMS Scorecard for one month. Be sure to color code the inventory conditions. (10 points)

6. Complete the Post Class Action Plan. The Academy would recommend that you attempt a small problem rather than one that takes many months to complete. It needs to be very detailed and clear as to the necessary steps to correct the deficiency. (100 points)
The following are found in the Post Class Word Document:

1. Research and explain why you have (or have not) a bar coding system in your parts department. Whether you have one or not, provide your opinion how it would help the department. You will be required to contact your DMS provider and at least one other to shop their monthly rates and installation. Provide the non DMS contact information. (10 points)
2. Provide a job description for your parts manager. Ask your manager for their version. Compare and formalize if possible. Otherwise just provide both versions. (10 points)

3. Describe in detail your Parts Managers perspective on tracking “Lost Sales”. What is their understanding of how “Phase-in” is affected by tracking lost sales? (10 points)

4. Provide an organizational chart of your parts department. Provide sales and gross per counterpersons. (10 points)

5. Have your Parts Manager answer the 78 questions provided in the Post Class word Document. This is a learning/understanding exercise. It is recommended that you answer the questions with the manager. Confer and provide suggestive actions. Change the color of the font to distinguish the answers. (10 points)

6. The sponsor action plan verification form is on the word document. Copy and paste that form to be signed by your sponsor. Scan it to a PDF and place it with the Excel and Word documents prior to placing them into its drop box on your class site. 

7. When observed by the instructor in the drop box there should be one Excel Template, One Word Document and one PDF. Remember that this is due the Monday before your service class starts. This allows the instructor to grade it prior to your arrival. Good Luck. Reach out if needed. 
8. There is a Post Parts Class Threaded Discussion that will be activated exactly two (2) weeks after your classroom session ends. It will be open for three weeks only. You will be required to post the one topic that you came away with from the parts class that you have already activated or plan to act upon with the parts department. Once your peers start posting theirs you will be required to respond to at least three with points of clarification and reinforcement. A simple “I agree with JIM BOB will not suffice. This has a point value of 300 points.
9. Finally: Best Parts Idea needs to be posted to your class site Parts Best Idea Threaded Discussion. This should be an idea that helps control expenses or increases sales and gross profit.
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          DROPBOX

No Paper Turn In’s
           No Email’s accepted        ( Post Parts Class Assignment
Post Class Threaded Discussion on “Best Parts Idea” are due in its own Treaded Discussion area the Monday before your Service
The Post Parts Class Threaded Discussion on “Challenges” will start two weeks after your parts class ends and will be open for three weeks only. It is worth 300 points so do not forget.
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Bar-Coding:

1. Research and explain why you have (or have not) a bar-coding system. Whether you have one or not, provide your opinion below on how it would help the department. You are required to contact your DMS provider to obtain costs for this program. Then research a local provider for comparison pricing. I can supply you with a local to the NADA provider if requested. (10 points) 
a. We do have a bar-coding system supplied by our DMS provider (CDK). As discussed with our parts manager, it is and is not helpful. When receipting orders, it makes a big difference in time savings, as long as you are thorough with the quantities. However, the report which can be printed at the end of this process is not 100% accurate as it will tell you the parts you did not scan but will not tell you if you double scanned something. So we still manually match receipts to invoices each day.
b. We do use it to create new bin tags when we are phasing in new stock but have yet to complete the process of converting over the hand written tags (only on CDK for two years).
c. It is not used for our periodic bin counts. We are exploring using it with our outside inventory company for our annual physical.
d. As for my opinion, I think it is useful if you get the right system which matches your internal processes. Also, using it for bin counts would provide for more counts more often – although I do see the manager’s point that touching / feeling the parts is useful, albeit old-school. You can fat-finger a count easily due to the size of the key pads.
e. DMS costs for one scan kit including printer: $7,800 install; $175 monthly. Fixed term the same as the major DMS functions.
f. ABS BarCode for computer, scanning, cart, no printer: $1,900 install including training and $350 monthly. Cancel at any time.
Parts Managers Job Description:

1. Provide a job description for your parts manager. Ask your manager for their version. Compare and formalize. To get full credit I want to see their version and your version posted here. (10 points)
The parts manager’s version:

· Continually training all staff.

· Monitor and address fill rate, negative on hand, cores and returns.

· Manage obsolescence.

· Keep department clean and orderly.

· Perform periodic bin counts.

· Handle all warranty returns.

· File damage claims with the manufacturer.

· Maintain good manufacturer relationships.

· Lead by example such as periodically working the counter.

(deb) I took the opportunity to create a job description within our standard format. We did discuss what he said above and my version and decided they are very similar other than the nomenclature and phraseology used. My personal opinion about job descriptions is they should include expectations and are more of an “expectation” document than a description. Here is mine:

Department: 
Parts

Reports To: 
General Manger

FLSA Status: 
Exempt

Prepared By: 
deb gammon

Prepared Date: 
5.24.2017

Approved By: 

Approved Date: 

Revised Date:
SUMMARY 
The parts manager is responsible for managing the entire department to generate a profit, create a work atmosphere where employees can thrive, and provide excellent customer service to both external and internal customers. 
ESSENTIAL DUTIES include the following. Other duties may be assigned.
· Manage day to day activity in the parts department. 
· Design processes around optimum performance by all members in line with benchmarks to generate approximately $47,000 of gross per month for counter people and parts sales of approximately $64,000 for all parts personnel, included allocated members. Hire/fire and counsel employees as needed to achieve goals.
· Ensure all parts activity recorded timely within the dealership’s accounting system.
· Protect the dealership’s investments in parts by securing access; performing periodic bins counts; investigating variances; reconciling the pad to the general ledger monthly.
· Optimize on-hand inventory within industry days supply guidelines by monitoring lost sales and applicable phase-in opportunities; proactively phase-out parts to avoid obsolescence; monitor emergency purchases to improve fill rate. The side benefit should be happier and more productive technicians when needed parts are readily available.
SUPERVISORY RESPONSIBILITIES 
· Parts counter people

· Shipping and handling people
KEY TALENTS To be successful, an individual must perform each essential duty satisfactorily. A successful individual in this position possesses the majority of these key TALENTS. 
· Analytical—Synthesize complex or diverse information. 

· Problem solving—Identify and resolve problems in a timely manner; gather and analyze information skillfully.

· Oral communication—Speak clearly and persuasively in positive or negative situations; demonstrate group presentation skills; and conduct meetings. 

· Delegation—Delegate work assignments, give authority to work independently, set expectations; and monitor delegated activities. 

· Management skills—Include staff in planning, decision-making, facilitating and process improvement; be available to staff; provide regular performance feedback; develop subordinates’ skills; and encourage growth. 

· Quality management—Look for ways to improve and promote quality; demonstrate accuracy and thoroughness. 

· Judgment—Display willingness to make decisions, exhibit sound and accurate judgment; and make timely decisions. 

· Planning/organizing—Prioritize and plan work activities; use time efficiently; and develop realistic action plans.

· Positive outlook-Portray a positive attitude and outlook in all situations, promoting a healthy workplace.

· Reasoning-Apply common sense understanding to carry out detailed and involved written or oral instructions. Deal with problems involving concrete variables in standardized situations in a constructive manner.
· Goal orientation-Interest in improving self-knowledge as well as overall health of the department.
EDUCATION and/or EXPERIENCE 
· High school diploma or equivalent.

· At least five years working in a dealership parts department; prior parts management experience preferred.

· Number orientation; spreadsheet knowledge useful.

CERTIFICATES, LICENSES, REGISTRATIONS 
None required.
PHYSICAL DEMANDS  
The physical demands described here are representative of those needed by an individual to successfully perform the essential duties. Reasonable accommodations may be made to enable individuals with disabilities to perform the essential duties.

While performing the duties of this job, the associate is regularly required to sit; use hands and fingers, handle, or feel; reach with hands and arms; and talk or hear.  The associate is required to stand; walk; climb or balance; stoop, kneel, or crouch; and taste or smell.  The associate must lift and/or move at least 20 pounds.  Specific vision abilities required by this job include close vision, distance vision, color vision, peripheral vision, depth perception, and ability to adjust focus.
WORK ENVIRONMENT 
The work environment characteristics described here are representative of those an individual encounters while performing the essential duties of this job. Reasonable accommodations may be made to enable individuals with disabilities to perform the essential duties.

The noise level in the work environment is usually loud.

JOB DESCRIPTION RECEIPT
PRINTED NAME:    ____________________
________
I acknowledge receipt of a job description for my position with MOTOR WERKS.  I further understand the existence and receipt of a job description does not constitute a contract of employment.  I understand these duties are not all-inclusive and may be amended from time to time.  In the event there is any confusion regarding the job description, I agree to seek clarification from my supervisor.
Signed _____________________________________________
Dated ______________________________________________
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Parts Managers perspective on Lost Sales

1. Describe in detail your parts managers’ perspective on tracking Lost Sales. What is their understanding of how “phase-in” is affected by tracking lost sales demand? (10 points)
His perspective:

· If we were not on MB’s Stock Pro system – if we do not have the part, it’s a lost sale. Counter people record the lost sale. It is up to the manager to determine whether or not it is worthy of phase-in. He feels if you don’t review the phase-in recommendations closely, you will end up with massive obsolescence. Just because it’s a lost sale, does not mean you should stock it.

· There is a problem with MB’s Stock Pro system. He is finding out Stock Pro requires phase-in at 2 hits in 2 days. It really does not work. We run out of fast moving parts all the time – such as brakes. To offset, we are manipulating the system with lost sales. It will keep your stocking level at 1 – until you have 7 sales or lost sales within a year. Stock Pro was to help reduce depth and increase breadth and it failed. So the lost sales is needed to keep our fast moving parts in stock. Our fill rate has gone backwards on the program.
Verification Form Regarding the Departmental Action Plan 
Fixed Operations 1 Week Post- Class Homework Assignment
Dear Academy sponsor,
One of the post-class homework assignments given to your manager at the conclusion of week two at the Academy is the Departmental Action Plan form.  The student’s assignment is to show you the format of the assignment, explaining to you the purpose of crafting a departmental action plan after week 2 of the Academy.  This assignment will be completed four separate times, (classes 2-5) after the student has attended the fixed operations 1 parts week, the fixed operations 2 service week, the variable operations 1 class week and the variable operations 2 class week.  The progress of the student’s departmental action plans will be assessed by each of the Academy instructors in weeks 2 through 5 of the Academy. Please sign this form below which indicates that the student has reviewed the departmental action with you, and have your student bring the form with them, when they return for their fixed operations 2 parts class.  We will collect these forms at that time from the students.  The student will receive a pass/fail grade, based upon whether they submit this form signed by you. This is being done in order to verify that each student has shared the Departmental Action Plan with their sponsor.

Thank you for your cooperation.
Sponsor’s Printed Name___________ Sponsor’s Signature ___________
          Date____________

Very truly yours,

Copy and paste this to a word document. Print that document. Have it signed by your dealer-sponsor so that they are in sync with what your action plan intent is and scan it to a PDF file and place with the Excel and word documents before placing into the drop box.
Please use the Parts Department Action Plan Excel template supplied to you in the Excel template file for this assignment.
The action plan assignment is worth 100 points out of a total of 200 points for this post class assignment. Please take it seriously and be as focused and thorough as you can. Please assign accountability requirements at each stage of the plan. Look at the (F) and (AAA) rated examples. Start early!
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   ATTENTION-ATTENTION-ATTENTION-ATTENTION
Best Parts Ideas:

1. Please provide and deposited to its designated area on the left side of your class site in a “Threaded Discussion” your winning “Idea” about your parts department. You will ballot on these “Best” Parts Ideas on Monday morning of your Service class week. This is due the Monday before your service class. Please read all of the best parts ideas BEFORE you come to class. The top performers will present their ideas to the class
Organizational Chart Showing Sales and Gross:

1.  You can use this form to provide an organizational chart of the parts department. Provide sales and gross figures per employee per position. (10  points) 
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Parts Manager Questions
Have your parts manager answer the 78 questions found in this zip file. Confer and provide suggestive actions. (10 points) Provide your answers in a different color font. Without the different font color there will be no credit. 
Parts manager


Deb G.
1. How often is your dealerships source pricing levels reviewed for competitive maintenance and heavy repair? Once a year. My suggestion is to do it whenever we feel our heavy repair work is decreasing. He also thought another trigger would be if we get shopped a lot. 
2. Determine the written pricing policies at the parts department and see how competitive your Dealership is within your area. We use a matrix to determine our pricing – really do not have a “written policy”. We shop the market and then, restructure off of that process. As of now, we are not competitive. This was discussed at our last proprietary 20 group meeting and we recognized we are not competitive, especially on tires. Part of our issue is we do not have a standard way of presenting our pricing and value proposition to callers. Parts needs to work with service to be more proactive and competitive on certain items and then, train everyone on how to present our value proposition and MAKE APPOINTMENTS. We also need to train the receptionists on how to transfer calls to the right department.
3. Verify with the use of market surveys on selected parts prices in your area as to whether you are competitive with others. You don’t have to be the lowest to sell more, but too little or too much profit can keep you from being competitive. This was done and we are not competitive and will be addressed in the coming months. I don’t think we need to be the lowest as long as we TRAIN everyone on how to present our value proposition and what we offer our customers.
4. Does the computer system you have follow one or more of the pricing guides for various types of customers? Review the pricing structure with the manager and determine areas of profit potential. Policies in wholesale, retail counter, service department, employees, etc., need to be established. We have matrix system for different types of customers, including those paying cash, wholesale, fleet, etc.; as well as accessories and maintenance items. My suggestion is to review the actual margins realized on each type and see where we can tweak the pricing.
5. Do you have in place policies and DMS controls (via Exception or Deviation Reports) to prevent counter people from changing the pricing structure during daily transactions? No. Every day, parts overrides the sales pricing to match the service menu pricing. The daily exception report is pages long. I will help here by arranging with CDK someone to review the process and figure out how we can avoid this type. It is ridiculous every RO gets changed. There needs to be a better wa.
6. What procedure is followed to prevent the costing of parts at other than the established factory (OE) cost within the dealership when parts are placed into the inventory? (done through the use of +/- inventory adjustment account(s)) The variance report is reviewed. CDK has no controls to prevent them from overriding the cost. Either the manager should be the only one to override the cost and/or the manager should review the adjustment report daily to see how much of this occurs. 
7. Regardless of parts cost (due to various sourcing opportunities (Jobber/Wholesale Distributor), are they all costed at the same factory price to maintain accurate inventory value? Yes. CDK runs the price tape often. Only the manager can hold a part from the update. In addition, we have educated all the managers on the importance of stocking in parts at factory price and how to identify differences to adjustment account in Accounting.
8. How are discount purchases tracked in the system to show additional profit based on the cost of the part from a particular source other than factory price? We buy very little outside the MB system. And if we do, it’s an emergency and there are no discounts. We have talked about accounting for premiums paid.
9. Make certain the selling mark-up to the other dealers of parts and parts you are purchasing from other dealers are not costing you profits. Do you use daily sales programs to encourage parts counter staff to sell more parts and seek additional business opportunities? Their pay plan motivates to sell more parts ethically at a profit as they are paid on departmental gross. Again, we have very little parts purchased from third parties and other dealerships.  Due to our purchasing habits, this is not a huge area of opportunities.
10. What type of merchandising programs do you have in effect? What is the relative cost versus sales generated as a result of the programs?  We have no merchandising programs other than accessory displays at the retail counter or whatever MB is currently advertising. As a company, we do not see accessory sales as a profit generator; more as customer amenity (with some profit).
11. Is an outside salesperson active in your parts department? Are the sales at a level that “pays” for the employee or could the accounts be maintained on a part-time basis by the manager? No. We manage wholesale customers internally with a dedicated wholesale person who also works the counter. At our current levels, we are profitable with our wholesale business and work to keep it that way.
12. Do you have factory merchandising dollars available, and if so, how much of those dollars have been spent year-to-date by the dealership? What must be done to qualify for more expense sharing in merchandising by the factory and the dealership? They co-op wholesale programs such as collision link, repair link, PSX. This actually is working fine.
13. Do you use forecasting? If so what have the past two years of parts department forecasts been, and how do they compare to the performance on the financial statement for the past two years? Yes, last year we were within 5% of what was forecasted. This year, our accuracy is suffering via 10% +/-. Parts is suffering from the ups and downs of the service department due to staffing changes, a significant increase in UIO and as much as we dislike saying it, really funky weather.
14. Are daily, weekly, monthly, and yearly forecasts versus actual sales comparisons made? Who makes them? If not made by the PM, who reviews them with the parts manager? What goals are set to improve the sales, expenses, etc., and how often are they discussed? The PM does them and reviewed with the service managers and the GM. High level forecasting is done at our proprietary 20 group meetings, held quarterly. I suggest committing the goals in writing. 
15. Pay plan reviews should be made at least on a monthly basis. When has a comparison been made between departmental gross profit and the personnel expenses for the department? Is the current sales level providing a sufficient profit for the pay levels established for the parts employees? This in ongoing. Within our organization, we constantly review the pay vs. gross vs. effectiveness and proactively tweak the plans as needed.
16. Does the parts department actually seek additional revenue or “live off” the sales of the service department only? If not why not?  Yes, wholesale. I do think we could more actively recruit wholesale customers since we have proven we can run a profitable operation.
17. Is a program set up to sell accessories to the customer in the sales department as well as the parts area of the dealership? If not, are you leaving potential sales and gross profit on the table? Not really. We used to have a separate accessories department and found it was not cost- effective nor long-term customer friendly. In addition, at some stores, we could not control the inventory due to how the stores are laid out.
18. Do you review wholesale customers weekly to see if parts sales dollars per customer and returns justify the expense of conducting business with them? For example, delivery 30 miles out of town to a customer ordering $300 a month of parts at Cost+20% may not justify the delivery service. Yes, and we have a policy of not outside a certain distance. Controlling your delivery area is key to profitability and we need to stick to this. I strongly urge them to look at expanding our “hot shots” program as you can typically charge more if you are flexible. 
19. Do you study your wholesale market opportunity with the dealership’s area of influence? Who’s the major player and can you unseat them? Can you make a difference against your competition? Can you deliver 2-3 times a day? Within what mileage radius?  We are currently doing a market study now – we are not the biggest and there is one dealership in the area who is undercutting everyone. We will not play that game. I caution against rapid expansion since your costs can run away with any profits. Stay close to home; develop hot shots and focus on our value proposition as well as our knowledge.
20. Who verifies the “wholesale” customer applications to make certain they are really true wholesale customers? Are your state Tax-ID/Wholesale Certificates current (within the last two years?) We require business licenses and a CRT 61 form. Our focus is COD. All new customers also fill out a credit application which is reviewed by the CFO.
21. Discuss monthly expense control with the parts manager and identify specific areas under the manager’s control. If expenses are allocated and not charged on a controlled basis, consider basing pay programs on sales or gross rather than net profit as part of the plan. I can control personnel to an extent (direct employees), policy, small tools, advertising somewhat, and portions of outside services as well as the software the dealership owns for parts use. Pay plans are structured as gross less controllable for the managers; gross less policy for the counter people.
22. Who determines credit approval for parts customers and what screening system is applied? Who follows the receivables list in a timely manner to make certain payment is made by the customer without exceeding the account limits? Accounting. Accounting could do a better job of sharing past due customers with the managers and asking for their assistance. I’ll work on this.
23. Is the financial statement for the parts department given to the manager and discussed on a weekly/monthly basis? I no longer get my page. I can review in Axcessa. And yes, the GM discusses with me. I will fix this.
24. What are the special parts ordering policies for SOPs? Where is it written and posted? When was it reviewed and what level of management approved it? Counter people order the part and tag it “SOP”. No deposit on warranty or shop orders however, any counter order is prepaid.  If the shop is not retaining the car, it is prepaid. When the part arrives, it either goes on a special shelf for the shop or everyone else emailed. SOP parts are kept on a separate shelf in alphabetical order. The policy is written but not posted – it was emailed. My suggestion is to resend it to all parts and service personnel after reviewing it with the service manager and GM.
25. Do you require 100% pre-payment on these parts? Do you differentiate between Counter Retail/Wholesale and Service RO?  See above.
26. What time is set to retain these parts and then initiate a return? Is a return charge made on customer pay parts that are returned because the customer did not return for them within a time limit? 45 days. Stocking fees are case by case. By reviewing the shelf, the parts department manages this well as they understand the impact on obsolescence.
27. Who are the parties that are involved in the SOP process start to finish? Advisor, customer, technician, counter person, manager, shipping and receiving, counter person, BDC, technician.
28. Are special order forms completed in a legible manner so that the customer information can be read? Yes, electronic.
29. Where are special order parts for the service department located? Who notifies the customer the part is in, and who determines when to send the parts back if no response is made by the customer? Is anyone designated to follow up on SOP’s, the lack of return? See above. It is up the BDC to call the customer. It is a group effort to determine the return. After observing this process, they have a great handle on it.
30. See if special order parts are carried in a separate section of the parts inventory to maintain control. Or they inserted into the regular inventory? In the regular inventory – CDK does not have these capabilities. However, the managers keep a listing of SOPs – updated daily.
31. Who administers and controls the Purchase Order system (DMS/book)? What dollar amount of fixed asset purchase can be made without approval above parts management level? Who sets and monitors these $$ levels and total open PO’s and open PO $’s? There are no manual books; parts or service issue PO’s for their operations; very few PO’s issued for other purchases. We have a plan to address a more formal PO system for the entire group by end of year.
32. Does anyone other than the parts manager have direct purchasing authority from outside vendors? Who oversees the Parts Manager? (Double signatures, Perusing the Parts Dept. purchase invoices) the office. Most managers have some level of authority but any major purchases, repairs all must be approved by the CFO or President. We are working towards a centralized purchasing function due to our size.
33. Who established internal parts pricing policies? Are all internal purchases centralized and run through the Parts Department for control purposes? Internal prices set by negotiated among the departments. All internal purchases are not centralized. See above comments.
34. Does the value of the parts inventory on the parts computer exceed, or is it less than, the financial statement dollar amount? (Monthly Reconciliation Exercise) Historically the pad exceeds the GL – we typically run a parts pickup at physical date. See the reconciliation. 
35. If the accounting inventory value is higher than the parts computer, look for the parts inventory missing items (uncontrolled inventory). (Monthly Reconciliation Exercise) See the reconciliation. The difference between March and April actually is the fact I went to school in April. When I returned, we revamped the end of the month report due from the Parts managers which I think gave us a more realistic, and accurate reconciliation.
36. If the accounting inventory value is less than that of the parts inventory value does this indicate an abnormal condition? (If not, why?) (Monthly Reconciliation Exercise) it is abnormal for the GL to be less than the pad. For the last two years, there have been pickups. We worked extensively to identify the causes and correct them.
37. If LIFO is used, when inventory value is used to calculate days’ supply, etc., the actual value should include the LIFO reserve. Thank god, no parts LIFO.
38. Is there an employee responsibility to function chart as was discussed in class? Are there specific inventory transactions (Grading, Ordering, Receipting, Posting, Adjustments, Bin Count Inventory, Returns, Cores/Dirty Cores) assigned to each of the employees in the parts department? (Functions vs Employee Exercise) Yes, everyone knows their role. We are actively working on cross training. We did not discuss function chart in class? However, we have JD for each person and procedural documents for each role.
39. Who controls the training programs for the parts employees? When was it last reviewed? Is it part of a yearly review with the employee and is it part of the employee’s pay plan? Not part of a pay plan, the organization has an annual performance evaluation process (90 days for new people). The manager built many of the training programs himself. I suggest we look at sharing the training programs/processes across all dealerships in the group so all parts people approach their job the same.
40. Are records kept of the training for each person and when did someone last take online DMS refresher training? Parts Catalog training? OE/Manufacturer specific training? No written records kept – MB does keep them from the manufacturer stand point.  Again, I think we share the program across the entire Group and use some type of standardize records to ensure consistency.
41. Has your Parts Manager ever taken a departmental Financial Management class like the NADA Academy?  When was the last time they attended any formal Parts Management training? No, just trial and error. We actually were discussing the “tag along” program for former GM Academy graduates and how we could implement across the Group.
42. A computer system diagram with specific terminal equipment positions should be made and a flowchart of work routine should be made. Determine if the equipment meets daily needs and if the equipment is in the right locations. Is the volume of business at a level that requires more system hardware, or does it require less? Each person has the proper equipment and software. WE actively review equipment/software needs to be sure they are adequate and not excessive. Based on observation, work flow is good. 
43. How much of the replenishment/daily order is manually adjusted? Does it exceed 10%?  Who makes the stock replenishment changes, and what are the reasons for the majority of those adjustments? When was it changed last and by whom? Less than 10%. There is a dedicated ordering function shared by several dealerships. No longer used in CDK – MB took over with Stock Pro. Managers review all daily orders; most of the adjustments are recommended phase-in from lost sales which are not valid as noted above due to Stock Pro. 
44. Is the trend of those changes in question #42 a positive or negative trend? Positive.
45. What is the percentage of stock order from the factory versus outside purchase (emergency purchases)? Emergency purchases are no more than 6% - but not properly recorded in CDK. CDK does not allow coding them separately. NetStar tracks for MB dealers. Seems right as the MGR from CDK shows less than 1% emergency receipts which is not right.
46. Where are the computer-generated management reports printed and stored are they used on a daily? (CDK MGR Report or R&R 2213, etc.) How are the management reports utilized? Reviewed monthly. Mostly used for obsolescence and composition. MGR used in Accounting for our internal obso calculation as well as reconciliation between pad and GL.
47. Is the DMS Summary used to track inventory trends? When will you incorporate the DMS Scorecard that you learned about in class? Are there areas on the DMS scorecard that you couldn’t find and if so who at the DMS is helping you to find those answers? Not used for trends. Not yet implemented – will look at for May EOM. However, netstar has something similar which the managers review.
48. How often is your Parts Inventory adjusted for errors in part value or part quantity? (4 Moments in Time Exercise) Negative on hand – once or twice a week; daily bin counts researched and adjusted.
49. Have the fifty most active parts numbers been checked for parts bin count accuracy? (4 Moments in Time Exercise) Bin counts are random and not for most active. Suggest we look for a report and focus our counts here – these parts have the most opportunity for error.
50. Are the transactions for each day reviewed by the parts manager to make certain that any adjustments made (plus or minus) are accurate? Yes.
51. Have you given the Lost Sale Quiz to the parts Manager and Counter-people? Others in the dealership? Yes. 
52. Are true lost sales being tracked in your DMS? Who can log a Lost Sale? Everyone can log them. We standardized our Group definition of a lost sale and everyone is following. The only exception is the manipulation needed of Stock Pro.
53. Who reviews the Lost Sales? When are they reviewed? Manager. Daily.
54. Are emergency ordered part numbers reviewed to see if they qualify to be phased in? Is the Test/Non Stock/Watch feature of the computer system utilized to test which parts to stock (Phase In)? Yes and yes.
55. What demand history does it take to place a part on the inventory stock order or in inventory? Time limit and quantity are generally managed by Vendor Managed Inventory systems? Two hits in 365 days using Stock Pro. The non MB stores are 3 hits in 12 months – and this is the unofficial standard used even with Stock Pro. 
56. What is your Compliance % level for your inventory with your Vendor Managed Inventory, RIM, ARO, Parts EYE, etc?  Stock Pro monitors and we must be 90% complaint in order to make returns. We meet this target.
57. Are all parts sold by the department placed in the Parts inventory and then sold from the inventory? Do you stock any items that aren’t in your inventory (Shop supplies, get ready, bulk fluids like washer solvent)? Yes, other than non-manufacture parts. No other parts are included in “parts”.
58. Are the procedures for shipping and receiving written or all verbal? Who’s responsible for reviewing and updating these policies and procedures? They are written – broken down into daily/weekly/monthly tasks. Again, I think these should be shared group wide!!
59. Who files damage claims on parts shipments received? Manager. Probably need to cross-train someone else.
60. Who receives parts orders, and how are they received? Is the original stock order transmitted to the factory cross-checked? What do you do about discrepancies? S&H person, yes it’s cross-checked, differences investigated. I witnessed this during our walk-through prior to class. Differences are resolved immediately.
61. At a minimum, is perpetual inventory verification done in conjunction with a physical inventory on a yearly basis? Yes. Verified and adjusted!
62. Who applies and loads the monthly price updates? Automatically done by the DMS provider.
63. Are parts cost adjustments (monthly price updates, bin count irregularities and emergency purchases at more or less than OE cost) tracked by someone in the dealership or is a periodic inventory adjustment method utilized (like once a year)? The pad is adjusted as found; nothing shared with Accounting. I think we need to start using the sharing data and adjusting the GL so we get the most accurate picture.
64. What adjustments were required after the last physical inventory to the dollar value, etc., of the inventory? Big pickup. We investigated and we are still working on identifying what we are doing. The pickup was not shared until the investigating was complete.
65. Are all obsolete parts that are on the inventory physically in the store? Yes. Confirmed visually.
66. Are they separated into a special area to be controlled and tracked for sales history? Separate source? Change bin location by adding a J for easy identification by counter persons?  True obso parts are segregated by bin. We need to work on a process to get rid of obsolete parts. 
67. Who verifies the completion of the repair orders between the first and second month they are reported in the work-in-process status? Service and parts managers. We started requiring the open RO report at the end of the month to accounting with explanations. 
68. Do the Parts, Service and Body Shop Managers along with the Office Manager/Controller together follow up on all Work in Process (WIP) tickets and verify that they are closed out in a timely manner? Yes, we use Axcessa extensively to track with notes, etc. on old ROs. Accounting ensures the vehicles are still here.
69. Is a daily operating report of sales, gross profit etc., being provided to the parts manager for review by him (DOC)? WE don’t use CDK’s DOC. We use Axcessa to track. We have a high level DOC for executives – everyone else uses Axcessa to monitor the month.
70. What is the months’ supply of the inventory? Does this match the students calculations found in their FS Parts Excel template? Are too many parts stocked in the inventory based on this calculation?  About 45 days. Yes, the calculation shows 1.5 months supply.
71. What is the true turn of the inventory? Does that match the students calculations found in their FS Parts Excel template? He did not know. The calculation showed 8 true turns. I explained to him the difference between gross and true and he was appreciative.
72. Is the inventory area large enough for the current level of business? Answers to this question can be obtained when the student does the FTFR (First Time Fill Rate) exercise. Yes. 
73. Where are the Dealership’s policy and procedures manuals located and who handles the review with the manager and his employees? Who has verified that the manual is located in an area that allows for easy access? Our policy and procedures manuals are a work in progress. We need to work on sharing best practices. 
74. Is your Parts Department locked up each night? Who has keys? Yes, only parts personnel – MB has a key since they delivery at night. The GM needs to have a key.
75. Do your Counter-people have a cash drawer?  Who balances the drawer?  No. Not yet.
76. Is there a policy in place for overages for the cash drawer/balancing? N/A
77. Do you have security cameras in the Parts Department? Who has access to the tapes/CD/backup? No, they were taken out. They need to be re-installed.
78. Have you discussed, reviewed and implemented the Student’s MNOP process? In process. Need to focus on AR.
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