N330 , Wed Nov 15th, Take A Ways	
· [bookmark: _GoBack]Look at pay plans for parts and services managers to incent them to RECON. USED cars within a quick time frame
· Bring inventory in at OE cost
· Reconcile monthly your G/L to DMS – with a zero variance (guide is 1%... though 1% compounded could lead to issues)
· Singular vision on lost sales – so everyone in the Parts Dept. is on the same page.
· Stock status ratios – important! 
· Accounting stamp with correct account information  
· Recognise our TOP PARTS PERFORMERS 
· ‘Every life has a story’ video – remember this and treat our clients accordingly 
· DMS Negotiation Consultant – Gillrie
· Rent to own accessories
· Educate staff on floor plan interest principles …so aftersales  staff are motivated to cooperate 
· Train shuttle drivers to speak to brand, vehicles, etc to help business – Gail Brown has a shuttle driver that generates a LOT of goodwill towards the business.
·  Threaded discussion – IMPORTANT TO DO 
