
Parts Development “Best in Class” 
Best Performance by Best Practice. 

 

Organised by FTMTA and delivered by Jim Clohessy 
 

Parts Profit Management 
 

Duration:  3 days, delivered in single days:  

 
 Wednesday, May 6th – 9am to 5.30pm 

 Wednesday, May 13th – 9am to 5.30pm 
 Wednesday, May 20th – 9am to 5.30pm 

 
The objective of this intensive training course is to define and 

explain the role of the Parts Advisor/Parts Manager in line with best 
industry practices.  

 
On completion the participant will have a complete understanding of 

their position within the business and the contribution of the Parts 

Department to the overall business goals of the enterprise. The 
trainee will have the necessary information and skills to enable 

them to work with or implement best practice systems within their 
department to ensure the best possible control systems are in place 

and the best possible customer service is being delivered while 
maintaining or increasing profit margins. 

 
During the timeframe of the course the trainee will undertake a 

specific project within their respective business. The project will be 
an undertaking, however simple, that will make an effective 

contribution to the department and demonstrate the effectiveness 
of the learning experience.  

 
The delivery of this course is based on various modules that address 

the important areas of operation within every parts department. 

While each module is designed to stand on its own, each connects 
with others to build up a complete picture of best practice within the 

industry. The course is based less on standard theoretical models 
and more on real life situations and scenarios which help to 

reinforce the retention of the underlying theories. As well as 
understanding the reasoning and principles behind the course, the 

participant will know the common pitfalls in each area that is 
covered. Again these pitfalls and solutions are not derived from 

theoretical models but are based on day to day practical experience 
within a modern parts department. There is a mix of lecture, 

practical work, discussion & case study designed to make the 
experience interesting and enjoyable so that the learner should 

retain much of the information. People will receive handouts that 



will build into a useful resource that can be referred to again and 
again. 

 
Modules include: 

 
Introduction to the Agri/Motor Industry 
 

The objective of this module is to give the trainee a sense of their 

position within the industry and within their company. This module 
highlights the global nature of business rather than the local and 

the massive technical changes that drive today’s machinery 
business. 

 
 Industry Organisation 

 Industry Size 
 Company Structure 

 Industry trends 
 

The Principles of Profit (Minding the Margin) 
 

Objectives here are largely tangible in nature. On completion of this 

module the participant should be able to complete the presented 

exercises. The exercises are a series of calculations based on every 
day scenarios encountered within the business. The trainee should 

be able to calculate profit margins as well as determining prices that 
have to be obtained if certain minimum margins are to be 

maintained. 
 

This module also details the accounts information flow within the 
company and introduces the Departmental Operating Statement. 

Through handouts and case studies the trainee will know the 
common pitfalls within real companies that have an effect on profit 

margins. 
 

 Understanding profit: gross, net. 
 Margin V’s Mark-up 

 Accounting information flow within the company 

 Factors effecting Profit Margins  
 

Stock Control: The Important Basics 
 

This is another critical module. The objectives are that by 

discussion, case study, handout and presentation the trainee 
understands the importance of an effective stock control system. 

The stock control process is divided into its constituent parts and 

each area is covered in detail. On completion the trainee will be able 
to complete the exercise presented in conjunction with the 

Principles of Profit module. The trainee will understand the common 
errors that occur in stock control systems and will have a useful 

resource to refer to when such errors occur. The common element 



that a procedure driven control system is an ideal tool for the 
effective operation of the department is reinforced through 

examples and development of a sample procedure document. The 
“Key Performance Indicators” of the parts department are 

introduced and explained and the trainee and on completion the 
participants should be able to identify the Indicators and be able to 

complete the exercise presented. 
 

The elements of control: 
 Ordering 

 Inwards 
 Outwards 

 Admin 
 

Stock Control Theory: 
 Economic Order Qty 

 Optimum Reorder Level 
 

The Paper Trail 
 Types 

 Flow 

 Accounting  
 

The Stock take 
 Planning & implementation 

 Pitfalls and common problems 
 

Layout and Housekeeping 
 

Purchasing 
 Small scale purchasing 

 Understanding Costs 
 The effect of smart purchasing 

 Dealing with Sales Representatives 
 

The Agri Shop 

 Retail Ideas in the Parts Department 
 

Customer Care 
 

The objective of this module is to ensure that the trainee is aware 
of, understands the reasoning and is in a position to implement best 

practice standards in customer care. Through presentation, 
discussion and handouts the trainee will understand what good 

standards of customer care are. Trainees will be in a position to 
take their own systems and modify and formalise systems within 

their own business. The trainees are also introduced to the 
“Complete Customer Care” mentality where not only paying 

customers are important but each and every person that deals with 
the department, including other departments, is treated as a 



customer and can expect to be dealt with professionally and 
promptly.  

 
 Meeting customers 

 Dealing with complaints and objections 
 Telephone 

 Email, letter 
 Legal aspects 

 
The Making of a Parts Advisor 

 
In investigating the traits of the best parts advisor the trainee will 

analyse their own performance within the organisation be they parts 

manager or parts advisor. Parts managers will get a clear picture of 
the calibre of person required to fulfil the different function within 

the department. This module is laced with pointers as to 
organisation within the department and tips to improve the 

productivity of each person working within the department. 
 

 Build the profile 
 Equipping the operation 

 Sales ideas 
 Personal  

 
IT within The Department 

 
This module stresses the need for the best possible utilisation of IT 

facilities within the department. Through presentation and 

discussion of the current situation the trainees are given a series of 
easily implemented suggestions based on the instructors experience 

within this area of operation. From the physical attributes of 
systems to suggestion on the usage of the World Wide Web to the 

use of digital camera and mobile phone technology all combining to 
add to the efficiency of the department. 

 
 Computer Terminology 

 Manufacturers Systems  
 Tractor Air brake systems (depending on time & trainee 

profiles) 
 Physical Attributes 

 WWW 
 Information sharing ideas 

 Cameras & Phones 

 
Cost Control Within the Department 

 
On completion the participant will be able to interpret the KPI’s 

within the department as a tool for cost control. Cost control is 
looked at referring previous modules emphasising that 

concentration on one discipline is a recipe for poor performance. 



The participants dissect a common Operating Statement. Each 
costing is examined as to the possibility of cost reduction by 

common experiences and methods covered in other modules. The 
participant is provided with detailed handouts covering the common 

pitfalls best practice recommendations in the area of cost control.   
 

 Examination of typical operating statement 
 Stress testing figures 

 Labour utilisation & costs 
 

The Credit Circle 
 

Credit can be seen as a necessary evil in the current economic 

climate. It is imperative that front line staff are aware of the effect 
of issuing credit to customers has on the business. It is also 

imperative that front line staff are debt collectors as well as issuers. 
Staff must have an awareness of the full effect of credit - credit 

issued by our suppliers and credit issued by us to our customers. 
 

 FTMTA Pro-Dealer Credit policy 
 Credit - Customer 

 Credit - Supplier 
 

Running through all these modules is the core principal that the 
parts department needs to run in an efficient manner and that the 

parts advisor performs a variety of customer services, marketing, 
promoting, advertising and stocking duties related to the receiving, 

sale and delivery of parts and accessories that contribute to the 

efficient, safe, and profitable operation of the parts department. 
While the department is an independent cost centre it is also part of 

a bigger picture: The dealership offering complete service to its 
customers. 

 
This course is run on behalf of FTMTA by Jim Clohessy 

Training, 087 2475023, jim@jclohessy.ie 


