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· CORRECT MIX TO IMPROVE TECH PROFICENCY
· NEED TO DEVELOP LOST SALE DEFINITION FOR THE GROUP
· RECONCILE MONTHLY DMS WITH GL
· COMMUNICATION BETWEEN PARTS AND ACCOUNTING WHEN ADJUSTMENT MADE
· LOST SALE NEVER GO AWAY
· MAKE SURE PHASE-IN IS CORRECT 
· FREON QUANTITY
· 1.5 MONTHS SUPPLY
· MORE BREATH LESS DEPTH – FOCUSING ON MORE SALES
· SAVE THE RO MEETING
· GROSS DEMAND – 1st TIME 35%, 2ND TIME 60%, 3rd TIME 95%
· COUNTER SALES – PHONE TRAINING ( SELLING SKILLS )
· GROSS TURNS AND TRUE TURNS ( TRUE TURN IS PART OF GROSS TURN )
· SOP BIN BY ADVISOR
· EMERGENCY PURCHASES – COST + 10%
· NEVER DELETE PARTS FROM INVENTORY
· TRACKING LOST SALES – BETTER STRONGER MIX
· DON’T STOCK BASED ON FIRST DEMAND
· TAX ID EVERY YEAR – UPDATE CUSTOMERS INFO
· OBSOLESCENCE vs POTENTIAL OBSOLESCENCE
· 2% SALES, 5% GROSS, 10% NET – PARTS PAY PLAN 
· $3.33/min – TECHS LOST PRODUCTIVITY
· 3 TYPES OF DEMAND :
· TRUE LOST SALES
* 	EMERGENCY PURCHASE SALES
* 	FROM YOUR OWN STOCK SALE
	
