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ial Order, —
Special Order P@ﬂ —

Simple Control

Parts and Service Solutions

Are You Getting the Most Out
Ask Yourself... of Your Parts Department?

Share of Total Dealership Sales Dollars

@ How can| easily check on the status of my special order parts?

© How long do special order parts sit on the shelf before my service advisors
know they're available?

© How much money do | have tied up in special order parts that could be
moved to normal inventory?

@ What can | do to make sure my customers are contacted immediately when
their parts have arrived?

n Service and parts

Expect Results

* Track special order parts, from order to final delivery. Bl Used venicies

* Increase efficiency with integration that lets your advisors know when parts are ready for B New venicles

customers.
According to NADA, the average dealership
made $4,129,580 in parts and service sales in

2009." How much extra profit could you make
¢ Eliminate errors by pulling information directly from your parts records. if you reduced obsolescence, inventory turn

* Reduce losses by automatically moving parts from special inventory to regular inventory
if a special order is cancelled.

* Boost customer satisfaction and limit losses by producing reminder cards and e-mails time, and losses for your special order parts?
when parts arrive.

"NADA Data, 2010

800.767.7879 | marketing@reyrey.com | www.reyrey.com



Special Order Parts

About Special Order Parts

Increase profit, improve efficiency, and reduce losses by ordering,
tracking, and managing special order parts with one integrated system.

Q (PTS - PO 10144001) - POWER
Fuections Fis Subseresns Jools [lisply Prd SystemTook GoTo See order information

% H49 E"ﬂ| EH=e |¢ Al for specific customers

at a glance.

W ¥ § Special Order Informatid Wi0 0811710 140204
m_ ¥ Custeinas Information
EE'__& ¥ MaDm IEI AL Cabegony EI Puichane Ondett
[ My Parks Taukr o4 | Mame SRS < INDIVIDUAL (F2)5 <TITLES
" 1 Reynolds Way
mwmw Dayton, OE 45420
[6i0a On arta Hokd £
- =
Eutinaes Sert 10 g & e Soquncel
B I Mar Frone  Cell = | 5555555555 IE‘ & Frone Home IT' DMCTEIL T4 TEAS |;| ok [ itengion
o 171 — == == — el
m_"wh- oriz | Irinnet Emal |John_Salthizayray . oon & Mo Emal
Betaeted SP01 Hot S0 ()
Mloke
P Imiumatoe
[ Frocares in | Desmphon [PSENSOR ASY Quartty | 1] Depost BawwaDus  109.98  FatType | [
(S gt i _ EATNWL Racus DissoureCode [ [=]  TasSisha [ =] Pat Code [ [=]
- sal=] wwehoume 01[Z]  HewPam Dl Pt

2 1! Myt Plecenk bciniies ¥ =
m A0S for thir Howsehold
[ T GEN Farvitas
B Cotmnin Dirve Nawrer Advica Datn et 1 Ve | Prat i s— Slbus

| MASMWARING, GEORGE SN ALE 551, M (EO400__ FMC TWIZ38E SEMROR A5Y of Mot |
F1] Helg
F7| Tesnafes
= PglpTin=Subpcresn

AOY 03013 Emal

02 FORD FOCUS 40K SDH VN IFAFFIMPOINIZ9153  Loewe FHG43D

OrfesOop 1 On 03724500  SP0 Orcbland 1 [ Bgarce Dus 109,90 PO 103144001

Frcened 1 On D110 Hotbed 0BF11/10  Mae Type ST Giougs Mui ey RONDT01301

SPD Hobs

sl i) || asgrors | coe

ajl-f?
/
JJ T\ g

According to Dealership CSI, 75% to 80% of
an average dealership’s parts are lumped into
one inventory category, making it difficult to
manage and order parts. Do you have a system
in place that separates your special order parts,
so they don't get lost in the mix and become
obsolescent, go uninstalled, or get reordered?

Highlights

* Keep your special order and regular
inventory separate for easier tracking.

* Place orders for customer-requested parts.
* Automatically track deposits made on parts.

¢ Generate reminder or cancellation cards for
your customers automatically.

* Assign special order parts to reservations.

It's easy to lose special order parts in the mix.
Accurately track your special orders, increase
efficiency, and improve customer satisfaction
with Special Order Parts for POWER.
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MAKING BUSINESS BETTER.
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