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Week 2 Parts
 Day 1 “Take Aways”
1. Windshield Wiper bucket to increase sales
2. Blame sales and charge service a lot
3. Parts countermen to upsell when answering the phone
a. Amazon marketing method “others also purchased”
b. Be an order maker not an order taker
4. Three types of wholesales
a. Dealers/independents
b. Municipality
c. Body Shops
5. Password protect against all discounting
6. Be competitive with tire sales
a. Higher prices more volume, line up vs. Walmart, Cosco etc
b. Don’t lose a tire sale, it is an avenue to upsell other maintenance items
7. Increase internal rate to door rate (parts & labor)
a. You may also think about increasing it over the door rate
8. Every lost sale must be logged by Parts Manager
a. Make sure the Parts Manager is interactive with incoming calls for parts, track those lost sales
9. Gross parts turn guide is 6 to 8 times per year
10. Some of the benefits of ordering stock orders would be return credits or stock order discounts
a. Return reserve
b. Free freight
11. Connect with an Amazon Prime parts sales
a. Get online and sell your parts
b. Only things to worry about is payment, freight, returns
12. Utilize a program such as Auto Alert or other equity mining tools that are effective, put a process in place and communicate with team your opportunities
13. Wholesale breakeven is about 17%
14. Get an alignment machine to upsell alignments
a. If used properly you should be able to pay for it within 3 months
15. Wholesale clients need to have a tax ID and update them annually.
a. You should be sending a letter to all your businesses to update their tax ID to avoid any issues with the state and also to make sure that you are not giving away money.
16. Company called KPA that will do inspections to lower your exposure on tax issues for your own personal audit 
a. You may be able to look online pending your state to see who is entered as a business and their tax ID


 

