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Dear Dealer Partners & Parts Managers,

We, at MOBIS India, are very thankful to all dealership members and especially Parts Managers for patronizing 

Hyundai MOBIS Parts business for the past many years.

Over the past few years, with increasing competition in the automobile industry, the spare parts business has 

gained more importance in the dealer business portfolio and has started making significant contribution to their 

profitability.

MOBIS India Limited is striving hard to improve their service levels in all respects and enhances the genuine 

spare parts business and operations. MOBIS India Limited aims to become “Best-in-class” through customer 

satisfaction, dealer profitability and strong brand image.

This ‘Dealer Parts Operational Manual’ incorporates information of different spare parts business functions. This 

manual has been developed with the following objectives:

● Constructive guidelines for Parts business

● Provide knowledge on Parts procedures and policies

● Help new Parts Managers to understand MOBIS Parts guidelines

This manual is designed with the sincere desire to help dealers in carrying out the spare parts business 

operation effectively taking into consideration the following contents:

● Order Processing and its flow

● Inventory & Warehouse Management

● Parts Pricing & Claims Procedures

● IT & Parts Technical Information

It is essential that entire spare parts operations are handled in a systematic and professional manner to enhance 

customer satisfaction and vehicle retention. DPOM booklet will help Parts Managers in retaining customers 

through effective inventory stock and therefore minimizing lost sales at the dealerships.

We hope this manual will help you in understanding MOBIS guidelines & improving day to day operations at your 

Dealership. 

Sincerely Yours,

Leem Woosuk

Managing Director 

Parts Division 

MOBIS India Ltd.
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07

1. Introduction

1.1 Introduction of Dealer Parts Operational Manual (DPOM)

The Dealer Parts Operational Manual (DPOM) serves as a useful handbook of principles, tools and best practices 
to guide Dealership Parts Managers towards achieving the goals of their dealership.

The DPOM is intended for Dealership Parts Managers and Business Managers working towards establishing a 
Parts Department. It also provides constructive guidelines for Dealer Principals / Dealership Business Heads 
who are involved in improving Dealership Spare Parts systems & Operations.

Today’s Dealership Parts Managers strive to understand customers’ needs through effective management of 
their marketing and sales, inventory, dealership infrastructure and warehouse operations. The DPOM deals with 
these critical areas of operations by defining parts operation standards at Hyundai Dealerships and equip 
dealers with practical and easy to implement tools to manage operations, improve performance and enrich 
dealer personnel with knowledge and skills relevant to achieve their goals. To attain the above, the DPOM is 
prepared based on the following principles:

 ● Practical and applicable tools for use of Dealership Parts Managers throughout the Hyundai   
 dealer network.

 ● Set challenging yet achievable standards for dealer personnel, designed to improve dealership 
 infrastructure, systems, processes and profitability, as per the global MIN standards.

 ● Theoretical background and guiding principles to enrich Dealership Parts Managers’ knowledge base 
 and skill set.

Objectives of Manual

The objectives of this manual are as below:

 ● To provide constructive guidelines to the Dealerships Parts Managers for various Parts business  
 functions like Parts Ordering, Material Receiving, Inventory Management, Warehousing, Parts Pricing  
 and Parts Claims at the dealership.

 ● To serve as a basis for disseminating knowledge on Genuine Spare parts policies and procedures with 
 the help of illustrations to the Parts Managers.

 ● To give the reference manual about the parts operations to the new Parts Managers to understand 
 MOBIS Spare Parts department working methods and procedures.
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1.2 Roles and Functions of Parts Department at the Dealership

The parts department operations consist of the following functions at Hyundai dealerships globally:

 ● Parts Sales: sales documentation, sales handling, retail parts sales, etc.

 ● Parts Marketing: parts advertisements, market research (to analyze market potential), marketing 
 planning, etc.

 ● Warehouse Operations Policy: warehouse layout & organisation, receiving and stocking of parts, 
 managing warehouse equipments, etc.

 ● Inventory Management: inventory policy, inventory control measures, inventory level management, 
 ABC/FMS analysis, etc.

 ● Wholesale A/c Mgmt: potential customer identification, wholesale account opening, customer 
 performance analysis, etc.

 ● Inbound/Outbound Logistics: incoming order handling and control, supplier handling, picking & 
 packing orders, etc.

 ● Channel Development Training: parts sales training, parts specialist training, customer account 
 management training etc.

In India, Parts Marketing and Channel Development training are in the evolutionary phase presently but will 
gradually become the key functions of Parts & Accessory business in India. These two functions are the catalysts 
in improving operational knowledge of Parts Managers, selling skills and parts sales.

Presently, there are four major key functions of Parts Business in India as given below:

1.3 After-Sales Operation Flow
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Chapter 2
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Management
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2. Warehouse Management

2.1 Introduction
Warehouse Management monitors the progress of products through the warehouse. Warehouse Management 
deals with receipt, storage and movement of goods, to intermediate storage locations or to final customer.

A) Objectives of Warehouse Management:
• Optimal cost of timely order fulfillment by managing the resources judiciously
• Smooth & efficient Parts Operations at the Dealership
• Required Parts warehouse area calculation & proper storage
• Provides optimal inventory control by improving warehouse facility layout
• Streamlines inefficient processes, redundant effort and excess inventory
• Design the parts storage system with location control

B) Basic Principles of Warehouse Management:
• The following factors influence the Parts Warehouse layout & operation
• Movement of Parts with speed within the warehouse
• Flow of storing/loading/unloading of parts & redistribution to branches/supply to HASC
• Varying Parts Volume
• Location control and issue of parts to workshop & sales

2.2 Warehouse Infrastructure:
When designing a parts department facility, it is important to address the five main sections presented in the 
Parts Department layout as shown.

The sections which are covered in this layout are as follows :

1. Retail Parts Counter   2. Service Part Counter

3. Incoming Goods Reception  4. Outgoing Goods Loading

5. Warehouse

1. Office Space: It should include a door that can be closed as well as room for guest chairs. If the building 
 code allows, second floor can be used. A window observing the warehouse from the office is recommended 
 as well. Employee work stations can be arranged in an open space configuration at a location that does not 
 block parts movement.

2. Incoming Goods Reception Area (Inbound Area): This area should be proportional to the z turnover of 
 the dealership and therefore, derived from the parts storage size.

3. Retail Parts Counter (Customer Parts Counter): The Retail Parts Counter serves “End Customers” arriving to 
 purchase Parts. Therefore, it should be presentable while maintaining efficient access to the warehouse. 

4. Technician Parts Pick Up Counter: The counter should be installed facing the service workshop. Be sure to 
 maintain Parts and Service Departments separated to prevent technicians from entering the warehouse.

5. Outgoing Goods Preparation Area (Outbound Area): It is the preparation zone for Outgoing Parts. It mainly  
 varies from dealership to dealership. The minimum area should be 8 sq.m.

6. Parts Storage: This Parts Storage Formula is derived from the experience of dealerships around the globe. 
 The factors affecting the size required for Parts Storage are: 

 • No. of entries or RO (Old Dealers): No. of vehicles repaired in a workshop (based on GDMS report)

 • No. of entries or RO (New Dealers): No. of expected RO which is calculated as below.

2.3 Warehouse Area Calculation

2.3.1 Warehouse Size Calculation is comprised of 6 elements presented in the calculation formula table
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2.3.2 Rack Standard Colour Enhancement

2.3.3 Parts Storage Guidelines

Note: Above area configuration is only for storing Genuine Parts & Accessories (it doesn’t include Oil, Paint, Tyre, Battery).

Parts Storage Calculation

Calculation of Ideal Warehouse Area
• The ideal area for Parts in a Dealership will be based on the average of Monthly Parts & Accessory sale of 
 the Dealership.
• The Ideal warehouse area (X) = {C (1 + G)} / I
• C = Average Closing Stock for last 3 months 
• Growth Factor (G) = 15% 
• I = Inventory per square feet has been considered as Rs. 2500/sq. ft.

Assumptions:
# The logic of Rs. 2500/sq. ft. has been benchmarked with the HQ guidelines.
# The Growth rate has been considered as 15% (5% for each year) so as to accommodate the additional space for 
Parts Business requirement at Dealership for the next 3 years. 

Example: If the average closing stock for a dealership for last 3 months is Rs. 1,07,00,000 then the ideal 
warehouse area for that dealership would be (X) = {1,07,00,000(1+0.15)}/2500 , which is (X) = 4,922 Sq. ft.

For Existing Dealers (Above 2 years)

As Units in Operation increases the dealership business also increases. Hence to sustain the growing business, the 
dealership also has to grow or expand along with it. The following section suggests how to expand the warehouse area.

Area

Parts Storage Area

Inbound Area

Outbound Area

Office Area & others

% of X

75

7.5

7.5

10

Used for

Storage of Parts

Loading/Unloading of Incoming Parts

Loading/Unloading of Outgoing Parts

Office & temporary space for Unpacked Parts

Area

Parts Storage Area

Inbound Area

Outbound Area

Office Area & others

% of X

75

7.5

7.5

10

(x)=4,922 Sq. Ft.

3,690 Sq. Ft.

370 Sq. Ft.

370 Sq. Ft.

490 Sq. Ft.

  

Blue Colour: Pantone 288C  Grey Colour: RAL 7035  
Note: Hyundai Rack should be properly painted/powder coated  

OLD RACK COLOUR NEW  RACK COLOUR
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2.4 Rack, Bin & Tools Specification:

Note 1. The material of the racks as per guideline to be of standard Mild Steel material.

Note 2. Colour of the racks to be Hyundai Grey ( RAL 7035) & of BINS/CRATES to be MUSTARD YELLOW

Note 3. Powder Coating thickness to be maintained at 40 - 60 micron.

Note 4. The cross section of the vertical angle should be 40 x 40 mm as shown above of racks of types HSR ( 1 , 2 & 3 ) 
& HMR ( 1 ).

40 mm 
40 mm 

Rack: HSR - 1 (Small Parts Rack) – For MIN Distributors and Hyundai Dealers  

 

1100 230 

24
40

 

23
62

.5
0

 

168.75 

 

1100 300

24
40

 

22
68

.7
5

206.25

Tips:
Parts like SCREW, BOLT, NUTS, EMBLEMS, OIL SEALS etc. can be stored in this rack.
This rack type can be used both for Dealers and Distributors. 

 Description Dimensions

 Rack Size (DxLxH) 230 x 1100 x 2440

 Bin Size (DxLxH) 230 x 150 x 126

 No. of Panel 15

 No. of Loading Level 14

 Load Capacity/Level 75Kg.

 No. of Bin in a Level 7

 No. of Bin in a Rack 98

All Dimensions are in mm      

(BIN TYPE - 25)  126 

230 
150 

Rack : HSR – 2 (Small Parts Rack) - For MIN Distributors and Hyundai Dealers

Tips:
Parts like V- BELTS, INSULATERS, MOUNTINGS, BRACKETS, INNER DR HANDLES, BALL JOINTS  etc. can be stored in this rack.
This rack type can be used both for Dealers and Distributors.

Rack : HSR – 3 (Small Parts Rack) - For MIN Distributors and Hyundai Dealers

Tips:
Parts like LINK ASSY, VALVE SEALS, BEARINGS, PULLY, FILLER NECK, PACKINGS , Door  HINGS  etc. can be stored in this rack.
This rack type can be used both for Dealers and Distributors.

1100 

24
40

 

23
62

.5
0

 

262.50 

380 

 Description Dimensions

 Rack Size (DxLxH) 300 x 1100 x 2440

 Bin Size(DxLxH) 300 x 210 x 160

 No. of Panel 12

 No. of Loading Level 11

 Load Capacity/Level 75Kg

 No. of Bin in a Level 5

 No. of Bin in a Rack 55

All Dimensions are in mm      

(BIN TYPE - 35)  16
0

300

210

 Description Dimensions

 Rack Size (DxLxH) 380 x 1100 x 2440

 Bin Size(DxLxH) 350 x 211 x 200

 No. of Panel 10

 No. of Loading Level 9

 Load Capacity/Level 75Kg

 No. of Bin in a Level 5

 No. of Bin in a Rack 45

All Dimensions are in mm      

(BIN TYPE - 45)  

20
0

350

211
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Rack : HMR – 1 (Medium Parts Rack) - For MIN Distributors and Hyundai Dealers 

Tips:
Parts like BUMPER BRACKETS, SEAT BELTS, MIRROR HOLDERS, HOSE PIPE, CABELS etc. can be stored in this rack.
This rack type can be used both for Dealers and Distributors.
Hose Pipes and Cables should be kept out of the crate.

 

Racks : HMR - 3 (Medium Parts Rack) - For MIN Distributors and Hyundai Dealers

Tips:
Parts like  Tail Gate, Fenders, Doors &  Wheel Rims etc. can be stored in this rack.
This rack type can be used both for Dealers and Distributors.

2400 1810

Elevation-HMR 3 Side view - HMR 3

20
50

 24
40

18
0

0
 

250 

Rack : HHR - 1   (Heavy Parts Rack) - For MIN Distributors and Hyundai Dealers

Tips:
Parts like Clutch Set , Brake Set , Air Filter , Oil Filter, Disc , Side Body , Quarter Panel &   Hoods etc. can be stored in this rack.
This rack type can be used both for Dealers and Distributors.

Rack : HHR - 2 (Heavy Parts Rack) - For MIN Distributors and Hyundai Dealers

Tips:
Parts like Engine Blocks , Transmission , Engine Heads , Air Filters , Oil Filters , Clutch Set , Brake Set , Disc etc. can be stored in this rack.
This rack type can be used both for Dealers and Distributors.

Elevation-HHR 1 Side view - HHR 1

10
0

0
 

10
0

0
 22

50
 

24
40

250 

1810 1000 

 Description Dimensions

 Rack Size ( D x L x H ) 1500 x 1810 x 2440

 No. of Deck 03 Nos.

 Load Capacity/Level 250 Kg

 Load Capacity/Rack 750 Kg

All Dimensions are in mm      
Elevation-HHR 2 Side view - HHR 2

1810 1500 

10
0

0
 

10
0

0
 22

50
 

24
40

 

250 

24
40

 

Rack : HHR (Heavy Parts Rack) - For MIN Distributors and Hyundai Dealers

Tips:
Parts like Transmission, Front & Rear Glass, Body Panels etc. can be stored in this rack.
This rack type can be used both for Dealers and Distributors.

 Description Dimensions

 Rack Size  (D x L x H)      1500 x 1810 x 2440

 No. of Deck 03 Nos.

 Load Capacity / Level 250 Kg

 Load Capacity / Rack 750 Kg

All Dimensions are in mm      Elevation-HHR Side view - HHR

1810 1500

65
0

 
15

0
0

 24
0

0
 

250 

 Description Dimensions

 Rack Size (DxLxH) 450 x 1100 x 2440

 Crate Size (DxLxH) 400 x 300 x 220

 No. of Panel 9

 No. of Loading Level 8

 Load Capacity/Level 75Kg

 No. of Crate in a Level 3

 No. of Crate in a Rack 24

All Dimensions are in mm      

(CRATE - 20)  

400

30
0

22
0

1100 

24
40

 

22
50

 

281.25 

 Description Dimensions

 Rack Size (DxLxH) 1810 x 2400 x 2440

 No. of Deck 02 Nos.

 Load Capacity/Level 250 Kg.

 Load Capacity /Rack 500 Kg.

All Dimensions are in mm      

 Description Dimensions

 Rack Size(DxLxH) 1000 x 1810 x 2440

 No. of Loading Level 03 Nos.

 Load Capacity/Level 250Kg

 Load Capacity/Rack 750Kg

All Dimensions are in mm      
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2.4.1 Mustard Yellow Plastic Bins:

BINS CRATES
SL No.

1.

2.

3.

BIN 25

BIN 35

BIN 45

Length

230

300

350

Width

150

210

211

Height

126

160

200

Material
Descriptions

SL No.

1.

2.

Crate 20

Crate 70

Length

400

600

Width

300

400

Height

220

320

Material
Descriptions

Note 2: The material for Pallets to be plastic and raw
material (HDPE/PP)
Note 3: All dimensions units mm.

 Rack Type Gauge Gauge Gauge
  (Angle/upright) (Shelf) (Side Cladding)

 HSR1, HSR2, HSR3 14 20 24

 HMR1, HMR2 14 18 24

 HHR1, HHR2, HHR 14 18 N.A.

 HGR, HMR, HTR 14 18 N.A.

 HBR 14 14 N.A.

 Oil Tray N.A. 16 N.A.

 

TYRE RACK – For Hyundai Dealers

Tips:
Car Tyres can be stored in this rack.
This rack type can be used both for Dealers and Distributors.

10
0

0
 

22
50

 24
40

 

250 

10
0

0
 

 Description Dimensions

 Rack Size (DxLxH) 600 X 2440 X 2440

 No. of Loading Level 03 Nos.

 Load Capacity/Level 100Kg

 Load Capacity/Rack 300Kg

All Dimensions are in mm      

Elevation Tyre Rack Side View
Tyre Rack

2440 600

BUMPER RACK – Only for MIN  DISTRIBUTORS

Tips:
Bumpers can be stored in this rack.
This rack type can be used only for Distributors.
2nos. Bumpers can be stored per level.

 Description Dimensions

 Rack Size (DxLxH) 1200 X 2000 X 2200

 No. of Loading Level 03 Nos.

 Load Capacity/Level 02 Nos.

 Load Capacity/Rack 300Kg

All Dimensions are in mm      

2000 1200 

90
0

 

20
0

0
 

22
0

0
 

200 

90
0

 

HBR (Battery/ Lubricant Rack) – For Hyundai Dealers

Rack Material Specifications:

Tips:
Batteries /Lubricant can be stored in this rack.
 This rack type can be used only for Dealers

600 1850

250 Kgs

250 Kgs

250 Kgs

Elevation HBR Side View
HBR

75
0

 80
0

 

55
0

 

Oil Tray

 Description Dimensions

 Rack Size (D x L x H) 600 X 1850 X 1600

 No. of Loading Level 03 Nos.

 Load Capacity / Level 250 Kg

 Load Capacity / Rack 750 Kg

All Dimensions are in mm      



2.4.5 Shop Floor
1) The warehouse area should have Kota Stone on the floor as per below standards.
2) The floor markings should have yellow strip; Width: 4 inches (Jaisalmer Stone/Paint/Tape).
3) Rack placement areas should be demarcated clearly by a border strip. 
 a) Floor Specification: (Kota Stone)
  It is in its rough state to provide stability.
  Color: Grey
  Size: 1ft * 1.5ft (L*W); Thickness: 1.5 inches
 b) Floor Marking: (2 options); Marking Width: 4 inches 
  i) Jaisalmer stone is more durable and long lasting 
   Size: 2ft * 4inc (L*W)
   Thickness: 1.5 inches
  ii) Yellow Tape/Paint

Note: If the floor is already built with any other stone or any other material then the floor must be Epoxy coated 
or polished properly  

2.4.4 Aisle Space Recommended

Length

1200

Width

1000

Height

170

2.4.2 Plastic Pallets:

2.4.3 Trolley/Ladders:
1. Single Stack Picking Trolleys:

22 23

2.5 Location Numbering System
2.5.1  Storage Location Numbering: To describe location controls, methods and requirements in order  
to improve storage efficiency.

1. ZONE: It is a large space where no. of racks are placed in a line and likewise there are no. of racks in the 
 area, to store spare parts.

2. AISLE/ROW: This stands for aisles of bin & rack stacking.

3. SECTION: This is vertically arranged structures (Bin & Rack).

4. LEVEL: This is horizontally arranged structures (Bin & Rack).

5. POSITION: This stands for numbering system indicating the place where the Parts is kept inside the 
 warehouse.



2.5.2 DPOS Storage Location Structure

The Location Numbering System used in DPOS is as below:

2.5.3 How to Register New Location ?

Go to DPOS DP 17 Screen

Location No: 10 Byte

1) Zone: 3 Byte (11A)
 - 1st: Warehouse, Numeric (1) 
 - 2nd: Story, Numeric (1)
 - 3rd: Storing Sequence, Alphabet (A)

2) Aisle/Row: 2 Byte, Numeric (02)

3) Section: 2 Byte, Numeric (03)

4)  Level: 2 Byte, Numeric (04)

5)  Position: 1 Byte, Alphabet (B)

Note:

1. Location code should be of 10 byte.

2. Location code should be unique, location code duplication is not allowed in DPOS.

3. You can store one part in more than one location. In this case one location will be termed as "Primary" and 
 others as “Reserve" .

4. When stock is available in both “Primary” and “Reserve”, during “Receipt” stock will be added to “Primary 
 Location”.

5. When stock is available in both “Primary” and “Reserve”, stock will reduce from “Reserve Location” during 
 issue of parts.

6. Primary & Reserve will be automatically selected by system, so user don’t need to select.

Font – Arial
Font Size – 72
Font Colour – Yellow
Background Colour – Hyundai Blue 
Material - Vinyl

2.5.4 Specification for Location Numbering

2.5.5 Storage Location Control Guidance

24 25
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2.6 Receiving

2.6.1 Process: The process of order receiving at the dealership is as given below:

2.7 Storing
1. Before storing the item, ensure the Location Number and physically store the item in same location.
2. If item is new based on the size and weight of item allot the free location and update in the system.
3. Follow FIFO Procedure (First In First Out) always move the old material to the front for picking.
4. Keep the part in correct position Part No. in easy visible condition for improving the ambience & display.
5. If fast moving parts stock is more and full in the location, give reserve locations & update in the system.
6. Keep the small vinyl packed & small carton box items in the FPO plastic bin area.
7. MIN shipping carton boxes may be reused in location for storing parts.
8. Keep the items in MIN Genuine Parts Packing.
9. Heavy Weight Parts should be placed at Lower Level.

2.8 Picking & Delivery
1. Allocate all the back order after every receipts for better service.
2. Pick the part based on picking document and check the balance stock in location for better stock control.
3.  Follow the FIFO Procedure for good shelf life of parts.
4. If workshop returns unused parts, ensure correct packing, no damage and store it in the correct location.

2.6.2 Receiving Acknowledgement

PDC Seal

Incase of any damage case, Please get the signature
& name of delivery person/driver
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3. Parts Technical Information

3.1 Parts No. Identification (Coding System)

MIN has described the coding system for parts to identify the group, sub group & classification of various parts. 
The Part No coding system is as below:

Part No.

Example : Covering front seat back drive

3.2 Catalog

3.2.1 SNAP ON

A) Introduction:  
SNAP ON is an electronic Parts Catalog. It is an internet based parts catalog containing AS parts information of 
all HMI models. This catalog has replaced Microcat which could only work using a USB/Dongle. The objective 
of introducing SNAP ON is to have a Dongle Free Catalog. Data updation in SNAP ON will be done every two 
weeks. Latest parts information can be obtained with high accuracy.

B) Ordering Procedure:
The SNAP ON subscriptions will be invoiced to Dealers/Distributors/HASC's/HPSC every year. The billing cycle 
will be (1st July ~ 30th June) every year. Dealers will be charged, according to the billing cycle. Upon payment of 
subscription fees, dealers will receive URL, User ID & Password. One license will work on one system only.

Fee for any new subscription request from Dealers will be calculated based on the table given below: 

Order Contact Details:
T. Chenthamarai Kannan
Email ID: tgk@gmobis.com
Phone: 044-67101444
Mobile: +91-9789094977
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B) Access WPC through DPOS
     -By clicking WPC icon in DPOS

*For more details download WPC Manual.

C) System Requirements: 
To ensure proper usage of new EPC the following system requirements are essential at your work place 

Note: The new EPC will not work on Windows XP or Windows 7 Home Edition. Kindly upgrade your system to 
Windows 7 Professional or Windows 7 Ultimate Edition.

D) Parts identification method: 
The parts can be identified by three methods: 
● Using VIN option 
● Using Model option 
● Using known Part names 

E) Features: 
● Advanced Search 
● Deeper VIN filtering 
● Right click part no. copying 
● Local Part prices available 
● Dummy invoice can be created 
● Local Part supersession data available
● User Notes available 

Support Reqd:
All queries regarding SNAP ON (Technical or Commercial) to be forwarded to the following MIN 
personnel only: 
T. Chenthamarai Kannan
Email ID: tgk@gmobis.com
Phone: 044-67101444
Mobile: +91-9789094977

3.2.2 WPC (Web Parts Catalog)

A) Introduction:  
WPC is a comprehensive Web page parts catalog that enables you to quickly find all the components you need 
for any vehicle or application. As an automatically updated, web-driven catalog, WPC gathers component data 
from multiple Model variants, giving you instant access to the most up-to-date component specifications. The 
data is maintained through an automatic verification and standardization process, facilitating easy product 
comparison. Web-based data retrieval also means you don’t have to rely on CD-based updates to access the 
latest product information.

C) The Parts can be identified by two methods:
    1) Using VIN option
    2) Using Model option

D) Icon Descriptions
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4. Ordering Process

4.1 Introduction of Spare Parts Ordering

Spare Parts Ordering is the process of giving the parts requirement to replenish parts at a regular interval or 
manage the stock-out situation. 

A) The commonly used parts order types that a dealer can place to MIN are given below :

1)  For all orders supplied by MIN, payment should be made before cut-off time.
2)  For VOR Orders, if invoicing is done after 48 hrs from the order allocation, then VOR order surcharge will be  
 waived off. Freight is still to be borne by dealer. 

Lead Time
As per Due Out

Schedule
Surcharge

Nil
Frequency

As per Due In
Schedule

Max. 
Orders/Month
As per needs.

Make the
Payment
before cut-off
time

Lead Time
48 hrs.

Surcharge
(10%)

Frequency
Only one order
Advisable day

Max. 
Orders/Month

26 Nos. (Normal) +
10 Nos. (Spl. Case)

Lead Time
No Specified L/T

Surcharge
For Current: 2%

& Outmoded: 3%

Frequency
Only one order
Advisable day

Max. 
Orders/Month

26 Nos. (Normal) +
10 Nos. (Spl. Case)

Lead Time
As per Due Out

Schedule

Surcharge
Nil

Frequency
As per Due In

Schedule

Max. 
Orders/Month
As per needs.

Stock
Order

VOR
Orders

(Vehicle
Off Road)

Emergency
Orders

Abnormal
Stock
Order

DRL needs to 
accumulate BO 
items till end of 
the day and 
place only one 
emergency 
order/day.

No order 
allowed on 
Sundays & 
Holidays.

DRL needs to 
accumulate BO 
items before 
the cut-off time 
and place only 
one VOR 
order/day.

The terms &  
conditions for 
normal stock 
order (Target & 
incentive) will 
apply to ‘B’ type 
order also.

The lead time for 
supply against ‘B’ 
type order will be 
longer than 
regular stock 
orders due to 
limitations in 
MIN stock level.

Parts: S
Accy’: J

V

Monday - Friday:
Before 4:00 PM

Saturday:
Before 11:00 AM

Monday - Friday:
Before 2:00 PM

Saturday:
Before 11:00 AM
Sunday: Holiday

(No Order Allowed)

E

B

No
(Order allocation
only on next day)

Monday - Friday:
Before 4:00 PM

Saturday:
Before 11:00 AM

Stock order will be used when the ordered 
quantity will be less than desired stock level. 

“Ordered quantity < = Desired stock level."

Stock order is for stocking purpose only and 
to give availability of parts to dealer 
workshops, branches & HASCs Stock Order 
should be placed in advance based on 
future demand in order to ensure spare 
parts availability at dealer workshops, 
branches & HASCs

DLR can place VOR orders only against RO & 
with VIN ref. which is automated in the DPOS.

DLR need to check DP 82 (BO Screen) which 
gives consolidated list of RO based BO List 
and DLR need to select items either all or 
choose some items only based on his 
inventory conditions.

DLR to review & select Items in DP82 (BO 
Screen) between 1.00 & 2.00 PM and create 
VOR PO for the day.

DLR to make only one VOR/day just before 
cut-off time.

Note:- 
VIN No.: Required 
Usage Qty.: As applicable for one vehicle.
RO Status: Vehicle pending for delivery.  

This order to be used for "Stock Out 
Situation", " On Site Repairs", "HASC 
Emergency Requirements", "Emergency 
Requirement for Counter Sales" & "Without 
RO Emergency Situations".

Note:- 
VIN No.: Not required 
Usage Qty.: Any

Used when abnormalities in ‘S’ Type Order.

All Stock Orders of both Parts & Accy will be 
checked for abnormal qty. compared 
respective Dealer's Desired Stock Level 
(DSL) which is derived based on AMD3 & 
Suggested Stock Factor.

In case, orders with > DSL, then it will display 
“AQ” Error. Then DLR need to select AQ 
items and place separate “Abnormal Order”, 
if required under ‘B’ Type Order which will be 
supplied as per Parts availability at MIN later.
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4.2 Order Numbering System

Order Numbering System is a method or process defined by MIN for standardising the order processing. Order 
numbering system is a 10 byte code. This system helps MIN and the dealers in monitoring and controlling various 
orders and their frequencies.

4.2.1 Stock Order for All Dealers

MIN Stock Order is a 10 byte code in which first 5 bytes signify “Dealer Code” and the balance 5 bytes have their 
own significance . The 6th byte in stock order is “A” which is always constant. Depending on the dealer code, the 
facing PDC processes the stock order. The 10th byte is always ‘S’ Type Order.

4.2.2 Abnormal Order for All Dealers

MIN Abnormal Order is a 10 byte code in which first 5 bytes signify “Dealer Code” and the balance 5 bytes have 
their own significance . The 6th byte in stock order is “A” which is always constant. Depending on the dealer code, 
the facing PDC processes the Abnormal order. The 10th byte is always “B” type order.

6. Depot Code (A – Facing PDC & is always constant)
7. Year Code (2010, 2011, 2012, 2013 …)
8. Month Code (A ~ L - Jan to Dec)
9. Order S. No. (A ~ Z; 0 ~ 9)
10. Order Type

6. Depot Code (A – Facing PDC & is always constant)
7. Year Code (2010, 2011, 2012, 2013 …)
8. Month Code (A ~ L - Jan to Dec)
9. Order S. No. (A ~ Z; 0 ~ 9)
10. Order Type

B) The various order types that a dealer can place to MIN are given below:

Note:
i) Currently mandatory kit orders entered through 'J' Type order by MIN.

ii) Order types 'C'  & 'I' are being entered by DOP team based on the requirement and situation.

iii) All the above Order types in each category can be placed maximum 36 times in a month.

iv) Before placing PO for 'F' Type Order, First Dealer has to confirm Part No. with technical team on 
mentioned E-mail IDs: mpsc1@gmobis.com & tgk@gmobis.com with the following details: VIN No., 
Car Model, Moving/Non Moving.

 a) After getting the confirmation from Technical Team, Dealer has to forward the mail to DOP team. 
 Order Processing Contact: Mr. Srikanth, E-mail: srikanth@gmobis.com

 b) After sending mail to DOP Team, Dealer can place 'F' Type Order in DPOS DP21 screen only in PD6 
 i.e. Chennai PDC.

A 

B 

C

D 

E 

F 

V 

H

I

J

L

P

Q

R

S

U 

SST Tools

Abnormal

Claim

CAO

Emergency

Body Shell

VOR

VOR Continuation

Initial new model/  
new dealer

Accessory

Express Delivery

Campaign

Quotation

Reserve

Stock

Flood Type

All tools requirement

Used when (Ordered Qty> Desired 
Stock Level) at time of S, J & P Order

If there is any shortage/excess 
through DPOS

Auto PO

Items which are urgent but not VOR 
situation

All models body shell orders to be 
placed at Chennai Depot (PDC 1)

For off-road vehicles. If parts are not 
dispatched within 48 hrs, no 
surcharge is applicable. 
Surcharge Validity: 0% > 30 Days Stk 
BO, 0% > 48 hrs if no stock in MIN’s 
any PDC 

Once the V Type order limitation 
exceeds this will be used. If parts are 
not dispatched within 48 hrs, no 
surcharge is applicable

For any new model introduction OP 
for any new dealer starts

All types of accessory items – 
including Accy IDK, Accy stock & 
Accy emergency

Express Delivery

For scheme order announced by MIN

For getting the PO value any item 
can be placed on this type

For Hyundai MOBIS audio kit – as per 
scheme

General order for stocking

General Order for Flood Affected 
Vhecles

All Depots

Facing Depot

Facing Depot

Facing PDC

All Depots

Chennai Depot

All Depots

All Depots

Facing Depot

Facing Depot

Facing Depot

Facing Depot

-

Facing Depot

Facing Depot

Facing Depot

Not Eligible

Eligible

Not Eligible

Eligible

Eligible

Eligible

Eligible

Eligible

Eligible

Eligible

Eligible

Eligible

Not Eligible

Eligible

Eligible

Eligible

Not Eligible

Eligible

Not Eligible

Eligible

Eligible

Eligible

Eligible

Eligible

Eligible

Eligible

Eligible

Not Eligible

Not Eligible

Not Eligible

Eligible

Eligible

Nil

Nil

Nil

Nil

2%- 3%

Nil

10%

10%

Nil

Nil

15%

Nil

Nil

Nil

Nil

Nil

Code Order Name Order Description PDC Target Ach. Incentive
Calculation Surcharge % 
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4.3 Order Process Job Flow

4.3.1 Order Preparation

4.2.3 VOR Order for MIN Dealers

The differentiating bytes between stock order and VOR orders are 6th byte and 10th byte. For VOR order for MIN 
dealers, the description of each byte is displayed below:

4.2.4 VOR Order for HPSC Dealers

The differentiating byte between VOR order for MIN dealers and HPSC dealers is the 6th byte code. The 
description of each byte is displayed below:

6. Depot Code (A – Facing PDC & is always constant)
7. Year Code (2010, 2011, 2012, 2013 …)
8. Month Code (A ~ L - Jan to Dec)
9. Order S. No. (A ~ Z; 0 ~ 9)
10. Order Type

6.  HPSC Depot Code (L-Lucknow, C-Cochin, B-Bangalore, G-Guwahati)
7.  Year Code (2010,2011, 2012 …)
8.  Month Code (A ~ L - Jan to Dec)
9.  Order S. No. (A ~ Z; 0 ~ 9)
10.  Order Type

Note: “Q” Type Order will be automatically cancelled by the System.
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4.3.2 Abnormal Order for all Dealers “B-Type Order”

A) Abnormal Order Process 

B) What is Desired Stock? 

Collect BO Part List from the 
Screen DP82 (BO 

Information) &  DP53  
(Workshop Sales)

Check the Old pending VOR 
parts list & new VOR parts 

requirement from Service Team

Combine all the requirement 
and generate list of Emergency 

Parts required If parts requirement is 
very urgent then contact 
your PBDM immediately 
after placing VOR order

After placing an order, 
check DPOS DP23 

screen for PO 
processing status  

Make the Payment 
through SCB bank slip 
and enter the detail in 

DP30 (if any)

Send the order 
in DPOS DP21 to 

MIN

Confirm with DOP dept.       
about the receiving of 

VOR order payment and              
PIS fax/scan copy

Scan/Fax the SCB 
Deposit slip copy to 

MIN

For all wrong Part 
Nos check in 

SNAP ON or call 
MPSC and 

change/revise 
the Part Nos

Place the order in 
DPOS in facing 

depot wherever the 
part is available. 

Parts availability can 
be checked in DPOS 

DP16 

Enter both order list in DPOS 
DP21 as ‘Q’ type order and check 

for correct parts 

Check if
any part is
missing /
incorrect
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4.3.3 VOR Order for all Dealers “V-Type Order”

A) Workshop Sales Backorder 

B) VOR Order only for Workshop Sales Backorder

C) DP16 (Purchase Order)

D) DP23 (PO Processing)

Note: Main Dealer can select " Include Branch Dealer" option to see their branch Backorder and can
place "PO ENTRY" against Backorder.

“PO” raised for 4 Quantities

“VOR Order cab be placed only
against Workshop Sale Backorder

STEP 1 : Select “Sales Type”

STEP 2 : Click “Inquiry”

STEP 4 :Click “PO Entry”

STEP 3 :Select “Backorder Line”
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4.4 Amendment / Error codes

Definition: Amendment / Error code is used to classify the supply rule of each Part No. ordered by dealer. List of 
Codes with each code explanation and supply rule and action by MIN and action by dealership are given below:

Supply Rule: ‘Y’ indicates Part will be supplied; ‘N’ indicates Part will not be supplied.

C) VOR Order Creation

4.3.4 Order Process Flow in MIN – PDC

STEP 5 :Click “Save” Button

STEP 1 :Select Order Type “V”
STEP 3 :Select “PDC”

STEP 6 :Click “Send” Button

STEP 2 :Select “Supplier”

STEP 4 :Select “Transportation”
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Notes:
 i) After placing an order, check DPOS DP23 PO processing screen either same day or next day morning  
  for Order Processing status.
 ii) If amendment/error code appears, refer to Amendment codes / SNAP ON V6 for correct Part No. For 
  further assistance, Parts managers can contact MPSC centre in Chennai.
 iii) The value of order will be only for those parts which are allocated by MIN.

4.5 Handling Critical Situations

In critical situations, waiting for a Part through the normal process can really lower customer satisfaction and 
reduce the likelihood that the customer will return in the future. Hence, a Dealer Parts Manager can opt for either 
of these two options:
 a) Place a VOR Order. A VOR order is charged a surcharge of 10% but it is considered as top priority and 

dispatched by the quickest mode of transportation. The freight cost will be borne by the dealers. Order 
can be placed to any available PDC and order cut-off time is 2 pm on weekdays & 10 am on Saturdays. 

OR

 b) Check with the dealer locator page of DPOS DP39 screen to find the part availability at any nearby 
dealership. If a part is available at a nearby dealership, it can be directly purchased from there.

4.6 Do’s of Ordering Process

Do’s:
 a) Follow Stock Order Due In day to get faster delivery at your dealership
 - Remember your Due In day always and prepare your Stock Order in advance
 - Place the order before cut-off time for Stock and VOR orders. 
 - Stock order cut-off time is 4 pm on weekdays and 11 am on Saturdays along with the payment.
 - VOR order cut-off time is 2 pm on weekdays and 10 am on Saturdays along with the payment.
 b)  Check your order before sending to MIN
 - For the correctness and the requirement (as cancellation not allowed)
 c) Ensure Stock Order Payment reaches before cut-off time
 - Enter payment correct details in DPOS DP30 screen
 - Send the Bank slip through fax/scan before cut-off time to your facing PDC
 - After payment slip updation, check the available amount in DPOS DP44 screen
 - Monitor the availability of permit (if applicable) at facing PDC

Notes: 
 i) Payment availability for IDK order can be seen on DPOS DP44 screen to avoid short payment for other 

orders.
 ii) If VOR Order invoicing is done after 48 hours from the Order allocation time by MIN, then VOR Order 

surcharge will be waived off. Freight is still to be borne by the dealer.

The Amendment code can be solved in DPOS as given below:

a) Step 1

b) Step 2

1. While placing Stock Order, Dealer to include these Parts

2. MIN Action & Dealer Action given in the enclosed excel file
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4.7 Order Cancellation Policy

 a)  VOR Orders

 -  After allocation of parts, cancellation is not allowed.

  Check DPOS DP23 (Select Order-wise detail) and DP25 (Select Date-wise detail) screen for parts 

allocation status.

 b) Stock Orders

 -  Based on Ageing Back Order Circular posted on DPOS DP11 (Notice Management) Screen; cancellation 

to be decided.

 - No automatic cancellation possible, it happens only on dealer written request.

 - All cancellation requests should be supported with valid reason.

 - If cancellations of parts take place, then Parts achievement and Incentive Amount will be reduced by 

cancelled parts value.

 - Cancellation of parts is allowed before first allocation.

 - MIN can cancel and supply alternate part numbers, if applicable.

The Parts Distribution Centres details are as below: 4.8 Start-up Sheet (SUS)

New Dealer Start-up and Dealer Master correction
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For New Dealer Activation, the following documents are required:
 1. Start-up Sheet
 2. Copy of LOI
 3. Code screenshot AS 400/SAP (Hyundai Motor India Ltd.)
 4. Copy of GST CERTIFICATE
 5. Copy of PAN Card
 6. Dealer Class
 7. Way bills (if applicable) 
All the above documents should be sent by the Dealer to the Regional PBDM.

 a) Start-Up Sheet (SUS) is used to create new dealer & in case of any change of data in existing dealer 
master sheet.

 b) Dealer has to fill Start-Up Sheet (SUS) with all the required details correctly.
 c) To be signed by the Promoter/Dealer Principal/Company’s authorized signatory along with the

company seal.
 d) If there is any change in GST/PAN No, certificate copy to be sent along with SUS.
 e) If there is any change in location/address, SUS to be sent along with Dealer Principal’s requisition letter.
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5. Payments

For processing the orders, sufficient balance should be available in the dealership MIN Account. Dealer can 
check the available amount in DPOS DP44 screen

5.1 Payment Terms and Schedule
● Order to MIN (Main Depot or Regional Depot)
●  Beneficiary’s Name: MOBIS India Limited. 
●  Beneficiary’s Address: 

 MOBIS INDIA LIMITED
 Arakkonam Nevi Road
 Namasivayapuram
 Thodukadu Village,
 Thiruvallur District
 Tamil Nadu - 602105,
 Phone No: 044–67101410

5.2 Methods of Payment

5.2.1 Methods of Payment to MIN

Change of Collection Bank
SCB Bank Details
Bank Name: Standard Chartered Bank
Address: 4th Floor, 19 Rajaji Salai, Chennai - 600001
IFSC Code: SCBL0036078
A/C No: 9900352    XXXXX Dealer Code
Beneficiary Name: MOBIS India Limited
  
• Individual Virtual Account Number to be created
• RTGS to be done to that number only
• Group dealers also should not use other code among the group
• Dealership Seal & Sign – Collection Agent or Bank Seal & Sign is must
• For any issues with bank/collection agent/payment to be informed to PD6 DOP immediately 
 (srikanth@gmobis.com)
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5.2.2 Payment Method for HPSC dealers

The payment procedure for purchases from HPSC would be the same as between Dealer and MIN.

The Dealer should pay directly into HPSC A/c in the state. Other requirements and methods would remain the 
same. Also, Sales Tax forms and other government regulations must be adhered to, between the parties.

The details of HPSCs bank accounts are given below:

Once MOBIS DOP Team updates the system, a Parts Manager can check available amount in

DPOS DP44 screen.

5.3 Process of entering payment in DPOS DP30 Screen

1.  Go to DPOS DP30 screen.

2.  Select Collection Bank & Collection Date.

3. Enter Description

4. Click at ‘Line(+)’ to insert new line.

5. Select Bank Name, Type, Cheque/DD No & Date, provide Amount in Rs.

6. Save it. Payment detail will show ‘REGISTER’ in the system.

7. Select it and input ‘Currency - INR’ status.

8. Save it. It will show ‘SEND FINISH’ status.
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Please refer the below modifications done in DP30 screen with respect to payment entry against Bank 
Guarantee and other general payment entry. Further, in order to facilitate the reconciliation in a better manner all 
are requested to enter the full UTR number given by the bank without fail.

  UTR number to be entered in the Description column without fail.

FOR BANK GUARANTEE CUSTOMERS

Point 1: For making the payment against Bank Guarantee facility , last 10 digit of the UTR number to be entered 
(Earlier it was  only 6 bytes, now modified to 10 bytes)

Point 2: Irrespective of payment types , all the  payment entry to be filled with the full UTR number ( not any 
reference or cheque or any other number) in the Description field without fail and last 10 bytes of the UTR 
number in the cheque number field

FOR ALL GENERAL PAYMENT TO MIN

Point 3: This description field data will interface with our bank collection report and system reconcile 
automatically for the payment remittance.

Hence this description data filed UTR number to be entered carefully with the total UTR number without any 
mistakes. Wrong entry of any irrelevant number like cheque number, reference number or any other number will 
lead to non realization of payment by system and error message will show for reversing the same from the dealer 
account.

No re-entry or duplicate entry is allowed. Please take due care while making the payment entry in DP30.

1

2

1

2

3
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6. Material Receiving:

The Material receiving function includes unload and unpack incoming materials; identify parts received with 
descriptions on the purchase order; physically inspect boxes/parts quantities received against the shippers 
packing list; and finally receive the parts in the system.

6.1 How to read Invoice

The MIN invoice to the HPSCs/Dealers is given below:

A

B

C

D

F

G

H

I
J

K

L

M

E
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Explanation of various fields In Invoice cover:
A : Shipper address (Depot) from where the part is invoiced.
B : Sales Tax details of Depot.
C : Dealer code and Dealer address.
D : Total number of cases in shipment.
E : Total weight of shipment for evaluation of freight.
F : Invoice Type, Number and Date.
G : Goods Consignment Number (GCN) – this shows the proof of dispatch of Parts across the state.
H : Total Number of items.
I : This is total Material Value.
J : Total Freight Value to be borne by dealer.
K : Total Taxes, Insurance, etc. Item wise details of taxes and surcharge are given in Invoice details.
L : Total Invoice Amount (in figures).
M : Total Invoice Amount (in words).

Modes of Transportation:

 - All consignments would be sent on ‘Door Delivery Basis’ to the dealership location through the 
  approved transporters.

 - VOR Orders by Express Cargo (Road and Air) or Courier whichever is the fastest mode of 
  transportation to the dealer location on ‘Door Delivery Basis’.

Notes:

 i) For stock orders, freight is borne by MIN & for VOR orders, freight is borne by the dealers.

 ii) If VOR order invoicing is done after 48 hours from the order allocation time by MIN, then VOR order 
  surcharge will be waived off. Freight is still to be borne by the Dealers.

6.2 Check points at the time of material receiving

 Here’s a suggested procedure for receiving orders and getting Parts into stock.

 1) Monitor the unloading of boxes and check the condition of each as it is removed from the truck or 
  first brought into the Parts department.

 2) Look for any visible damage. Always open any boxes marked “glass” to make sure that nothing is 
  broken, and carefully examine sheet metal for dents.

 3) Check Goods Consignment Note (GCN) to make sure all boxes have been delivered. Note any 
  discrepancies before signing the GCN.

 4) Check in all items by part number (look at the box, not the picking label). Verify quantities and check 
  for damage.

 5) Receive the parts in DPOS Screen No. DP26 & DP27. Now, the parts are available for sales/issuance.

 6) Take action related to discrepancies or damage by raising claims.

 7) Carefully file packing slips according to your dealership’s procedures.

Material Receiving Registry - A Right Way Method

Material Receiving Entry Procedure in DPOS

DPOS Screen: DP27 – Receiving Entry

Problem faced: Some Dealers do not register exact material receiving date and time in DPOS. This leads to 
difficulty in following up dealer consignments which are actually delayed in transit.

Solution: To follow the correct procedure in DPOS system as per guidelines provided in the following slides.

Dealer Slip-ups are explained below:

• Case 1: Actual Date Update
 Dealer-“A” receives material on 01/12/2016 at 5 PM on the edge of closing time. Then the next day Dealers are 
 requested to update the date (01/12/2016 – actual date of material received) only in DPOS system.

• Case 2: Instant Date Update Request  
 Dealer-“A”  receives material on 01/12/2016. Now some update date in DPOS only on the day of using 
 material in their workshop. Ideally, they should update the date - 01/12/2016 (actual date of material 
 received) only in DPOS system.

• Case 3: Actual Date Update on Multiple Invoices
 Dealer-“A” receives material on 01/12/2016 in a single full truck/courier with multiple invoices. Those  invoices 
 should be provided with same date - 01/12/2016 (actual date of material received) only in DPOS system.

Guidelines for Receiving Entry in DPOS

DPOS Screen: DP27 – Receiving Entry

Step 1: Once material is received at dealership, register the current date and time by simply clicking “ Trans. 
Report” button as shown below:
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Guidelines for Receiving Entry in DPOS

DPOS Screen: DP27 – Receiving Entry

Step 2: If any delay in entering receiving date, follow the below procedure.

Type manually or select actual received date and time in the drop down menu. (                            )

Click “                              ” button  to freeze the date and time,

Click “                      ”  and then “                       ” button.
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7. Claims Procedure

7.1 Definition

While MOBIS India, in accordance with the dealer’s orders strives to make timely shipments, processing and 
logistics mistakes may occasionally occur, resulting in defect or wrong shipments or other discrepancies. MOBIS 
India will compensate the dealer for these errors in fair equitable manner, provided the dealer submits a claim 
according to the claim procedures.

7.2 Types of Claims

There are two types of claims as mentioned below:

1. Parts Claims

2. Transit Claims

7.2.1 Parts Claims

A) Definition

A) Dealers can file a claim for supplied parts & accessories before installation on the vehicle within stipulated 
time period. Parts Claims are classified in the following table:

Following cases are not considered under Parts claims:

a) Warranty Claim: Dealer has to contact HMI CCS Team for Spare Parts Warranty.

b) Transportation Claim: Contact Insurance Company for compensation (details available on Invoice Cover)

c) Damage due to improper handling by dealer or customer.

d) Claim time limit expired.

B) Scope of Parts Claims

B.1 Claim Filing Method: DPOS (Dealer Parts Operation System) – preferred for Dealers 

When the Part has only Manufacturing Defect.
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II) Claim Relation No.
Relation No. is an important key in the claim process. DPOS will create it automatically applying the claim 
numbering system. This relation can be referred for enquiring the claim status to MIN.

 DPOS (Dealer Parts Operation System)

 I) Dealer who has DPOS authority should register their claim only through DPOS.

 -  Log in to DPOS with your ID and password – (New Dealers contact your PBDM)

 -  Go to DP28 screen (Claim Entry) to file a claim

 - Or the claim can be done while receiving the entry at DP27 (To fill Accepted Qty, Claim Qty, 
  Claim Code) & then click on ‘Send’ option in DP28.

7

STEP 1: Enter
Dealer Code

1

STEP 2: Select Line (+) to enter
the data of the claim part

2

STEP 3: Enter all the required fields like part number, Quantity, Invoice Number, Case number, Order number, Line 
number, Stock Dispatch (Y/N), Claim Type {Shortage, Different part, Defective & Others}, Excess(Y/N), 

Compensation (CN/RP), Add photos & remarks along with the contact details

3

STEP 5: After saving, the claim Relation number will
be generated automatically by the system

STEP 4: Click save button. Before saving please cross check all
the data entered by you

4

STEP 8: After the claim is accepted the claim
flag will be changed to

“Accepted from the corporation”

STEP 6: After saving the claim, the
flag will be changed to “Saving”

STEP 7: After saving, Please click send button
to send the request to the corporation
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F) Claim Judgement

With standard guidelines given by MIN, claims are judged and MIN decides whether a claim can be accepted or 
rejected. The various Claim Judgment Codes are as below:

i) Claim Acceptance: For the following cases, a claim may be accepted.

 a) Shortage in quantity supplied

 b) Wrong part supplied

 c) Defective part supplied (Only Manufacturing Defect)

 d) Sub-part missing

Note: If claim evidences are not sufficient, MIN claims department will reject it. Dealer will have to file a new 
claim with the requested evidences.

Important Note:

Please ensure the below mentioned points should be taken care of before raising claims to MIN which helps to 
reduce the lead time.

1. Claims Registration: The parts claim should be described in detail in the remarks column for all the claims. 
 Attachment of relevant proofs (Eg: Photos, POD Copy, etc.) is mandatory.

2. Case Shortage Claims: Scanned copy of the POD/GCN with “Case Shortage Temarks” mentioned at the 
 time of receiving consignment to be submitted while raising claim.

3. Defective, Wrong, Other claims: Clear photos are must which captures the following:

 - Required actual part & received part with better visibility, marking the difference   
  between them.

 - Part number label of the received part.

 - MRP label of the received part.

 - Case number of the received part.

 - Packing box photo from all sides.

 - For Wiring Claims, vendor part number tag stickered with the part.

4. Transit Damage Claim: Claim for the damaged parts during transit should be claimed to Insurance Company 
 (Ref: Transit Claim 7.2.4) but not in MIN DPOS DP28 screen. Dealers may maintain Transit Claim details in 
 DPOS DP98 (New Screen for transit Claim Maintenance) for stock control.

5. Incorrect registration: The claims which are incorrectly registered in system will be rejected once the E-mail 
 sent to the dealer with the noted errors.

C) Claim Filing Deadline

Dealers should submit the claim to MIN as soon as discrepancy is found, but not later than 30 days from the date 
of arrival of material at the dealer’s location. The discrepancies found after 30 days will not be entertained by 
MIN. But if there is any specific reason, MIN may extend its time period.
Kindly contact Ph: 044-67101480/1492/1427 for any claim related query.

D) Minimum Claim Amount

Parts Managers are required to review each Parts claim and adjustment form and submit this form to MIN only 
with aggregate value over `1,000 and waive the claims below that amount, because miscellaneous expenses for 
settlement of the claims may exceed the claim amount.

E) Evidences for Claims 

Dealer has to attach the following material to prove reason for claim.

ii)  Claim Rejection: A claim will be rejected for the following cases.

 a) Insufficient data provided as claim evidences 

 b) Wrong part order by dealer

 c) Improper handling

 d) Incorrect registration

iii) Dealer can raise an objection for the claim result within 15 days after a judgement. In that case, the dealers 
are requested to re-submit the claim with additional data and reasons or use the quality correspondence for an 
objection. If there is no objection within 15 days after a judgement, dealer shall be deemed to have 
acknowledged MIN’s claim judgement in its entirety.

iv) Dealer can view their Claim Judgement remarks in DP29 screen

Note: MIN will take decision on settlement type based on the parts availability
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G) Claim Procedure

The Claim Procedure flow chart is as given below:

7.2.2 For Audio OE Fitted Claim

DPOS Screen (MR 03) used for Warranty In and Warranty Out Audio OE Fitted:  

For issue regarding Audio OE Fitted : 

Steps:
Dealer has to fill details in this screen and then send the Audio Unit to nearest Mobis Repair Centre (either 
Chennai or Delhi).

Two cases: 
Warranty In: FOC
Warranty Out: Chargeable basis
After getting the Audio Unit back he has to do Material Receiving in DP27 screen. 

Chennai

Delhi

Location

Mr. Bhuvanesan. M

Mr. Arbind Shahu

Customer
Representative

044–67101667/
9710930185

011–40568002/03

Contact Details

delhiaudioservice@gmobis.com

chennaiaudioservice@gmobis.com

Mail ID

G1–SIPCOT Industrial Park , 
Irrungattukottai Sriperumbudur 
Taluk Tamilnadu–602 117

A 27 Mathura Road, Mohan 
Cooperative Industrial Area New 
Delhi–110044 

Postal Address

Note: Any reclaim request after 15 days of judgement date will not be entertained.
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7.2.4 Transit Claims

A) Definition: 

 The Parts which get damaged during transit from PDC to dealer warehouse are considered for transit 
 claims. It includes damage of Parts due to:

 Inclusions in the Policy 
 i) Transit from manufacturer’s location to Dealer’s warehouse
 ii) As per Inland Transit Clause – all risk
 iii) Damage to Spare Parts due to accidents or overturning of truck/carrier
 iv) Strike, Riot & Civil Commotion
 v) Jerks & Jolts during transit
 vi) Loading/Unloading covered

 Exclusions in the Policy 
 i)  Willful misconduct ii) Ordinary Wear & Tear
 iii) Insufficient packing iv) War & Allied Perils
 v) Rust, corrosion

B) Guidelines for Transit Claims

 B1) Examine the Consignment
 i) After receiving the consignment, dealer should check all the cases for any damages.
 ii) All cases to be opened and contents to be verified with packing list for any quantity discrepancy.                                               
 iii) Do not forget to note down damages and shortages on the Transport Document & get them 
  countersigned by the transporter.
  No endorsement in Goods Consignment Note (GCN) = No Claim

 B2) Determine the Claim Value
 i) The Claim Amount must be the amount invoiced by MOBIS India.

 ii) It should be calculated based on the invoiced quantity and the respective invoiced amount.
 iii) One claim is permitted per invoice, but the claim may consist one or more claim parts of the same 
  invoice, don’t make separate claim for different parts of the same invoice.

 B3) Claim Procedure Guidelines Claim Intimation
 i) After checking if you find anything untoward, please intimate the Insurance Company through online 
  web portal “https://bpm.cholainsurance.com/cholaconnect/”.
 ii) For accessing this portal only “Internet Explorer 8” should be used.
 iii) Intimation to be sent within 72 hrs of receipt of the consignment/accident. Claims will not be 
  entertained without this intimation at any cost.
 iv) Individual Login ID has been created for all the dealers.
 v) For new login ID creation kindly contact prem@gmobis.com & cc deepak.kaley@gmobis.com 
  & dinesh@gmobis.com. 

 B4) Step Wise Procedure:
 i) Open the web portal “https://bpm.cholainsurance.com/cholaconnect/”. 
 ii) Enter your Login ID and password.
 iii) Click on Claim Intimation icon a new window will be opened. 
 iv) Enter the details as policy number, date of loss, date of notification, cause of loss, nature of loss, 
  consignment details, loss location details & contact person details.
 v) Click ‘Submit’ button to submit the claim.

Special Note:

Any Accessories Claim to be send with this form only.
Claim should be sent to the following Mail ID.
Mail ID: ashwinkumar@gmobis.com, deepak.kaley@gmobis.com.

Do not raise a wrong claim. It can put your reliability in question.

Dealer's Attention : All this area must be completed to receive credit.

Variant:  

Dealer Claimed Date:

Claim Received Date:

Dealer Stamp: Dealer Signature

Date: Name

Damaged or Defective Accessories Photo Remarks

MIN. Invoice No: Car Registration No: VIN no

CUSTOMER COMPLAINT ANALYSIS

Problem Description Photos

Claimed Part Number 

Sales Invoice No:

Dealer Name: 

Sales Invoice Date: 
Dealer Address:

Customer Name

HYUNDAI GENUINE ACCESSORIES CLAIM FORM Claim Date: 

Dealer Code: Part Name:               

Applicable Car  Model Claim No. Dealer 
Code/Year/Acc/Sril. No

Dealer Replace Date: 

Accessories  Manager Name Mobile No:

Mobile No:

Type of Claim!!!

Dealer's Assessment/Judgment Mobis Assessment/Judgment Claimed Parts to be returned after
confirmation form MIN Claim Team. 

Claim Description!!!

7.2.3 Accessory Claim Form

E

W

D

Short Received O

P

MExcess Damage

Wrong Shipment Price Error

Others

Defect
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Receiving Acknowledgement vi) After submission of the claim the dealer will receive a message and also a mail of acknowledgement.
 vii) For any further clarification in online web portal kindly contact:
  Mr. Ramesh B at bramesh@cholamsispl.com (044-30985840) & Mr. Hara Prasad  at   
  patravp@cholamsispl.com (044-30985816)

Enter your Login ID & Password
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C) Notification on Carrier – N.O.C
 i) If the value of the claim is more than `10,000/- dealer to lodge “Monetary Claim” on the transporter
 ii) Dealer should send “Notice On Carrier” & “Monetary Claim Form” to the transporter’s registered office 
  address by “registered post acknowledgement due” within 48 hrs from the date of consignment 
  received. Dealer must submit a copy of NOC and M.C.F. to Insurance Company & original registered 
  post acknowledgement due and post office receipt confirming dispatch of letter.

D) Methods of Investigation

D1) Self Survey – on your own
 i) If your claim value is less than  `10,000/- dealer is eligible for self survey (Insurance Surveyor not 
  required).
 ii) Photographs before scrapping & after scrapping have to be taken compulsorily. 
                            No Photographs = No Claim
  The photographs and self survey form has to be submitted along with other claim documents. If the 
  dealer fails to submit the scrapped part photos/if the part was not completely damaged the claim will 
  not be settled.
 iii) Post receipt of material, Dealer should update remarks on POD/GCN copy if any damages or   
  discrepancies found,
                            No Remarks on POD/GCN = No Claim
 iv) Refer the tabular column for the list of documents to be submitted.

D2) Surveyor Appointed – by Insurance Company
 i) After survey & accepting the claim, salvage will be scrapped by the dealer in front of the surveyor. 
  Surveyor will mention the value of scrap in the survey report.
 ii) Submit photocopies of Invoice, Packing List & Consignment Note/Lorry Bill/GC. Note to the surveyor 
  at the time of survey.
 iii) Refer the tabular column for the list of documents to be submitted to insurance.

E) Documents Submission 

Four Crucial Steps :

F) List of Documents 

Below is the list of documents mentioned to be uploaded in web portal and also to be sent to
insurance company:

72

<10000

Claim Intimation through web 
portal (within 72 hrs)

Claim Bill

Marine Claim Form

Self Survey Report

Salvage Destruction

Photos

Invoice

Packing List

GCN/POD

10001~24999

Claim Intimation through web 
portal (within 72 hrs)

Claim Bill

Marine Claim Form

Surveyor Report

Salvage Destruction

Photos

Invoice

Packing List

GCN/POD

Monetary Claim Notice on Carrier 
(within 48 hrs)

Copy of NOC to Insurance 
Company

Register Post Receipt/ 
Acknowledgement copy

Damage/Shortage

Certificate

>25000

Claim Intimation through web 
portal (within 72 hrs)

Claim Bill

Marine Claim Form

Surveyor Report

Salvage Destruction

Photos

Invoice

Packing List

GCN/POD

Monetary Claim Notice on Carrier 
(within 48 hrs)

Copy of NOC to Insurance 
Company

Register Post Receipt/ 
Acknowledgement copy

Damage/Shortage

Certificate 48 hrs

Letter of Subrogation
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8. Inventory Management

8.1 Introduction of Inventory Management

Inventory:
Inventory is the total amount of materials contained in a store/any stock point at any given point of time. Parts 
Managers need to know the precise number of items on their shelves and storage areas in order to place orders 
or control losses.

Inventory Management:
Inventory Management is practiced so as to keep the right inventory at the right time for fulfilling the customer’s 
parts requirement and to maintain the highest service level.

8.2 Scope of Dealer Inventory Management

The Inventory Management in Dealership is the core business area which in turn establishes the business profile 
of the dealership whether it progresses in right direction or needs any correction. The optimum inventory stock 
level at the dealership warehouse results in dealership profitability.

8.2.1 Why Inventory Management is Needed

In lieu of too many models and their variants, parts and accessories need to be managed in a proper manner at 
the dealership to avoid excess, non moving and obsolete inventory while keeping service level to the top without 
compromising on basic guidelines set for ensuring profitability to the organisation.
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A) The Performance Measures

Each Dealer parts operations need to be measured in terms of control parameters in relevance to its operations. 
There are two kinds of measures deployed in any service industry viz. Quantitative measure and Qualitative 
measure by way of compliance to guidelines set by the principal:

Quantitative Measures:

a) Order & Purchase Management regulations:
 - No. of VOR Orders Vs Stock Orders 
  (VOR order lines should be less than 5% of the total monthly order lines)
 -  Order Cycle/Frequency Adherence (Stock Order Due-in Day Adherence)
 - Maintenance of Inventory Parameters in Supply Rule Table
 - > 90% Adherence to SOQ System in DPOS & Order Placement

b) Compliance to statutory requirement as per Business Practices:
 - Purchase of only Genuine Parts through MIN & Sales to Customers
 - Stock maintenance only through system

c) System based operation for receiving & Issue Management

d) Adherence to repair order based issues to Workshops

e) Retail sales (Counter sales) is to be entered in DPOS DP56, DP57 & DP54 screens

f) Inventory accuracy level check : > 99.95 % is considered to be the best

Qualitative Measures:

It is basically the feedback/audit mechanism set within the framework of Dealer & MIN operation like:

a) No. of occasions where parts availability affected the workshop operation (Dealership Parts Manager keeps 
 the record and MIN sales team has to monitor it)

b) How Parts Managers played a vital role in achieving desired objectives in programmes like,
- Service Campaign Support
- Free Car Care Clinic
- Parts Promotion activites
- Launch of new initiatives from MIN

c) It is important to perform regular stock evaluations to see if the Inventory Policy actually balances between 
 the risks of overstock and understock as initially intended. This balance can be illustrated using the KPIs of 
 Inventory Management

B) The Key Performance Indicators (KPI):

1. Months of Supply (MOS): Months of Stock is the key point showing how many months a dealer can operate 
 without buying more stock. Dealer inventory should be between 2~3 MOS in order to fulfill the parts 
 requirement and not to lose sales. It can be seen in DPOS DP49 screen.

8.2.3 The Control Parameters

Each dealer has to practice and apply different Inventory Management techniques and practical knowledge to 
maintain a healthy inventory. Managing inventory becomes tough due to below reasons:

•  Tremendous increase in UIO* of cars getting added to dealership volumes
• Complexity in the no. of Models and Variants
• Higher Import components ratio in premium cars
• Change in RO levels month on month
• The importance of inventory carrying cost of the part to service level/criticality in servicing the part
• New Model Stocking decision & complexity

*Units in Operation (UIO): Units in Operation means number of vehicles that are running on the road in each 
country or region. It is one of the most important factors to determine the size of aftersales market. A medium or 
long term parts operation can be based on the parts sales per UIO. It is recommended that a dealer should 
consider this parts sales through UIO in future inventory plan or warehouse expansion plan.

8.2.2 The Major Focus Areas

Month End Inventory

Last 3 Months Average Cost of Goods Sold
MOS =



88 89

2. Turn Rate: Turn Rate is the measure which gives an idea about how many times inventory is rotated in an 
 year. Dealer Turn Rate should be between 4~6 which means that inventory is rotated 4~6 times in a year. It 
 can be seen in DPOS DP49 Report no. 20 MOS stock status report.  

3. First Fill Rate: It is the measure which tells the Inventory Quality of Dealership; it is simply the ratio of how 
 many orders are fulfilled to customers from the total orders received per day.
 First Fill Rate is on the basis of Pieces/Lines ordered
 First Fill Rate = 
 a)  No of pieces filled per day/Total no. of pieces ordered per day 
 b)  No of lines filled per day/Total no. of lines ordered per day

 Day wise First fill Rate is explained above in terms of both lines & pieces. For eg, if a workshop has 
 requested 440 lines and 655 pieces and first allocation of parts are 430 lines and 625 pieces, then “Line First 
 Fill Rate” is 97.73% and “Pieces First Fill Rate” is 95.42 %.
 MIN recommends for Line Fill Rate of greater than 96% everyday to be adopted as a measure of FFR and 
 can be seen in DPOS Screen (DP 47).

4. Service Rate: The First Fill Rate determines the efficiency of dealership’s internal Inventory Management and 
 also gives indication of Parts availability across the self.
 As per recent innovations in Supply Chain Management (SCM), FFR does not measure the complete process 
 of Parts Supply to Workshops or Customer and so, Globally Hyundai MOBIS has introduced measurement of 
 Service Rate i.e. Parts physically supplied to Workshop against the Parts Order on MIN within the stipulated 
 Lead Time.
 The Piece & Amount First Fill Rate also can be seen in DPOS DP 47 Screen but it is only for reference purpose 
 and this will give an idea about the Order Performance for the day.

Calculation Method:

The above pattern is only a sample case and the Target Service rate for Category Wise Dealers (as listed 
below) to be achieved by each dealer and this is being included in DPEP as one of the major criterion for 
Dealer Performance Evaluation:

Sample Case: (Refer DP47 Screen in DPOS)
8.3 System Environment for Dealers’ Inventory Management

1/9/2019

1/8/2019

1/7/2019

1/10/2019

7/8/2019
6/8/2019

5/8/2019

4/8/2019
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8.3.3 Understanding of ABC & FMS

1) The Classification:

ABC & FMS analysis is for the range of parts which have different levels of significance & should be handled or 
controlled differently. These analysis will help the Parts Manager to keep the inventory in his store based on the 
parts consumtion pattern/frequency.

ABC Classification:

A)  The idea of classifying inventory into groups for ordering
 purposes is to treat each group based on sales value.
 One such method is ABC Classification.

B)  Proper Parts mix helps to meet the demand on regular
 basis while keeping the inventory at optimum level.

Class “A”: Items which contribute to 70% of Total Sales value
Class “B”: Items which contribute to 20% of Total Sales value
Class “C”: Items which contribute to 10% of Total Sales value

FMS Classification:

A) The FMS (Fast, Medium, Slow) classification is based on the
 sales volume in terms of quantity sold for each item.

B) FMS classification is important for monitoring items to ensure
 the demand fulfilment.

Class “F”: Fast Moving Items which contribute to 70% of Total Sales Quantity
Class “M”: Medium Moving Items which contribute to 20% of Total Sales Quantity
Class “S”: Slow Moving Items which contribute to 10% of Total Sales Quantity

2) Ideal Matrix:
Ideal Ratio of different category of stock is described below:

8.3.1 The Process Cycle

A dealership Parts Manager should analyse the ABC and SOQ reports of his dealership in DPOS DP36 screen 
before placing an order. A good Parts Manager must forsee the parts requirement variation at the dealership 
based on demand forecasting, seasonal factors, etc. The Inventory Process starts with ordering process and it 
includes proper stocking and accurate demand for casting. Keeping parts in right quantity at right time is the key 
responsibility of an efficient Parts Manager.

In today’s context, where competition is increasing day-by-day and margins are dipping, Inventory Management 
is the critical factor to ensure profits for the dealership.

8.3.2 Interpretation of Demand & Its Variation

The above is a graphical explanation of different stock levels & Reorder Point in relation to DMD Trend & Lead 
Time. A Parts Manager needs to foresee DMD requirement from time to time. As it is visible in the above graph 
that DMD trend varies continuously and as a result of DMD variation analysis, stock order has to be placed with 
MIN at right time and in right quantity. The desired stock level is obtained through sum of Safety Stock, Lead 
Time Stock & Order Cycle Stock. It suggests that as soon as inventory stock reaches the working stock level, 
which is a Reorder Point, Parts Manager must place a stock order for parts replenishment and avoid any 
stock-out situation. Average DMD is the average of past 3 months parts sales and due to DMD variation, it keeps 
on changing from time to time. A Parts Manager needs to continuously monitor the demand trend and 
accordingly decide the order cycle time. This is for maintaining proper safety stock at the dealership and to avoid 
any stock-out situation.
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The above chart clearly explains about the stocking pattern in your Dealership.

In case you notice higher ratio or change of ratio (i.e. more than recommended) from AF, AS or any other 
category, then the Dealer Parts Manager needs to check the items which are contributing to higher stocking but 
not contributing to sales, and necessary corrective action to be taken for change of ordering & stocking at their 
end.

3) Parts Classification (Typical Sample):

Extending this definition, an “ABC SALES RANKING REPORT” is a report which ranks all the items which 
contribute to sales volumes arranged in descending order of Sales Value. This report is prepared as follows:

Step 1: Prepare a list of items as follows:

Notes: In DPOS DP42 screen, Part Wise and Customer Wise Sales Report (month wise) can be seen. 

Step 2: Arrange the list in the descending order of “Total Amount”. On analysing the report, a graph as 
shown below will emerge.

Fig: Distribution of inventory for sales

MOBIS Guidelines for MOS and First Fill Rate are given below (New Dealer):

8.3.4 DPOS Screens & Explanations

A) ABC & FMS PROCEDURE:

Step 1: For doing ABC & FMS Analysis

Step 2: Review in Excel Sheet (ABC/FMS Analysis)

1.  Dealer Code
2.  Date Range
3.  OEM Part
4.  ABC/ FMS Percentage

5. Process the schedule
    & Press OK Button

6. After “Inquiry “ will get
fetch the SOQ Analysis for
the required Period

Save the ABC/FMS Excel
analysis sheet
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Step 4: Excel Pivot Table making for SOQ Qty Fixation: B

Step 4: Excel Pivot Table making for SOQ Qty Fixation: C

Step 3: Review

Step 4: Excel Pivot Table making for SOQ Qty Fixation: A

AFS_PNO_TYP: Part Category X 
AFS_PNO: Part Number 
AFS_PNO_DES: Part Description 
AFS_MAV: Moving Average 
AFS_SLE_QTY: Quantity Sold 
AFS_SLE_AMT: MAV x Qty Sold 
AFS_AVE_SLE: Ave Qty for 30 days 
AFS_RAT_SLE: % of Qty Sold 
AFS_ACC_SLE: Cum% of Qty Sold  
AFS_FMS_CLS: FMS 
AFS_ABC_CLS: ABC 
AFS_OHAND_QTY: On Hand Qty 
AFS_OHAND_AMT: MAV x OH Qty 
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Step 4: Excel Pivot Table making for SOQ Qty Fixation: D

Step 4: Excel Pivot Table making for SOQ Qty Fixation: E

Step 5: SRT Table Updation (As per Guidelines from MOBIS)

Step 6: SOQ in Excel file for Review & PO Placement

Open the SOQ Excel file
from this screen for

reviewing and ordering
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B) SOQ Calculation Logic

 The System generates Suggested Order Quantity on the basis of below formula:
 SOQ = EMD ×(LT + T+OL ) + S/S – (OH + DI) + BO
 EMD : Estimated Monthly Demand OH : On Hand
 LT : Lead Time (0.25 Standard) DI : Due In
 T : Pitch (Frequency : As per Part Class BO : Back Order
 OL : Operating Level ( 0.95 ~ 0.85 ) S/S : Safety Stock 

 Sample Case :
 If  EMD = 210, OH= 50 DI= 25, BO=0, 
 LT   = 7 days (0.25 Months), 
 T   = Weekly Order (7days=0.25), 
 OL   = 0.95,
 S/S   = 105,
 SOQ = EMD ×(LT + T+OL ) + S/S – (OH + DI) + BO 
 Then, SOQ = 210 × (0.25+ 0.25+0.95) + 105 – (50 + 25) + 0 = 345 Nos.

8.3.5 Ways to Achieve Greater Heights

The Inventory Management at Dealership is very vital and it is directly linked to the performance of the whole 
Dealership both externally & internally.

The best Parts Operation could be seen in Dealership where the inventory is balanced or operates at Optimum 
Inventory Levels. This is possible with constant and continuous focus on 4 major parameters like: 

1. Skills Upgrade of Inventory Personnel 
2. Effective Order Management  
3. Obsolescence Control 
4. New Model Inventory Planning

The balancing act with due weightage for each element of Inventory Management results in good performance 
and best profitability ratios for the dealership.

As Parts Operation in any Dealership is basically “In & Out” concept with many transactions, the stock accuracy 
level is so important and it really supports for a smoother operation. The healthy practices established by the 
Dealership from the beginning of our operation support the Parts Operation to maintain a good stock.

8.4 Why Inventory Planning Is Required?

8.4.1 Scope of New Model Inventory Planning

• Support customer at the time of new model launch
• Improve Parts availability for newly launched models
• Build overall confidence on supply of Parts

8.4.2 How to Handle New Model Parts ?

The factors to be considered while planning New Model Inventory are given below:
• Usage of item in vehicle
• Base model demand
• Sale forecast
• Segment
• Cost of the item
• Accident prone parts
• Critical items
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8.4.4 Sales Support Planning

In many occasions, the inventory to be planned in advance to take care of abnormal demand, seasonal demand, 
Customer Support Programmes during festive season by Hyundai Motor or MOBIS India sponsored programmes 
and also, dealership’s own Parts or Accessory Sales Promotion Plans.

A) Abnormal Demand:

There are many reasons for abnormal demand and inventory can be planned for occasions like Field Failures & 
Warranty Campaign Parts where with the support of Service Department advance stock planning to be done 
with the mutual agreement with Service Head & with approval of Dealer Principal.

B) Seasonal Demand:

This planning is done at Parts Department level using past data & knowing the function of item wrt. the season 
or environment of the particular region. Items like Wiper Blades, Fog Lamps are classic examples of seasonal 
demand parts where during raining season & winter season these parts will have higher demand pattern and 
hence, inventory has to be planned in advance as per Supply Lead Time.

For example: For Wiper Blades,
• The Rainy season starts during June 1st week for entire Mumbai Region
• The Lead Time for supply from MOBIS (Normal Demand) is 10 Days
• If higher quantity placed (more than normal), then L/Time is 30 Days
• Then Dealer needs to place PO to MOBIS during April or May
• MOBIS information to vendor for arranging Raw Material & Production Planning by February/March
• Thus, MOBIS can arrange parts from vendors & supply within L/Time

Dealer needs to use the past demand data with additional weightage for UIO addition/changes.
Formula: Past Demand during the same season *Avg. Growth Rate of UIO in their region

C) Dealer/Customer Support Programmes by HMIL or MIN:

The programmes like “FCCC” – Free Car Care Clinic is organised by HMIL periodically in certain months as per 
the yearly calendar released by them. On such occasions, the cars reporting at dealership would be very high as 
many customers would avail special discount or other benefits during this period.

In order to meet the higher demand pattern for essential parts, Dealer Parts Manager needs to be vigilant to 
build up his stock in advance to avoid Parts non availability situation atleast for Fast Moving & Critical Parts.

This Inventory Planning needs to be done with the support of Regular Demand Pattern, Fast Moving Parts Cost of 
Part and type of discount or offer planned by HMIL or MIN on the programme.

Example: If HMIL or MIN gives big discount on Parts > 3 %, then consumption of Fast Moving Parts would 
increase substantially some times > 20% compared to the normal demand. 

8.4.3 The Initial Dealer Kit & Purpose

• The Initial Dealer Kit (IDK) offered by MOBIS are basically to support initial requirement expected from 
workshop due to various reasons starting from product performance, failures, running & mechanical 
repairs and accident repairs expected out of launch of any new model. This IDK List is prepared by a team 
of specialists who use past demand data and historical data on performance of various parts in the vehicle.

• The IDK is nothing but a initial stock order generated by MOBIS on behalf of dealers to ensure higher fill 
rate and parts availability at dealership just at the time of launch of car.

• This is one of the very important aspect in keeping up brand image in the field so that existing & new 
customers are assured of desired service level.

• The IDK parts are selected in such a way that this will get consumed quickly in the initial period of vehicle 
launch and for subsequent requirements, dealers need to place a stock order based on their experience on 
consumption pattern with the support of demand & data from Service Department on possible failure 
parts list.

• The IDK List is made in conjunction with Hyundai Motor India’s Vehicle Launch Plan, Dealer Category and 
the potential UIO planned during initial 3 ~ 6 months.

• Since Parts availability at Dealership is mandatory clause in Dealership operation, the IDK parts to be 
accepted by all dealers as per MOBIS recommendation and no exclusions whatsoever be allowed. The 
entire purchase process becomes the responsibility of dealership & hence, the ownership of the Parts is 
with the dealers.
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8.5.2 DPOS DP 34 (Inventory Adjust & Physical Inspection)D) Dealership’s Own Promotion Plans for Parts or Accessories:

For some Dealers, the Parts Team would like to promote Parts & Accessory sales for reasons specific to the 
Dealership. In such cases, detailed plan to be made jointly with Dealer Service Team so that on type of promotion 
plan, period and the offer (the discount %) etc., so that Dealer Parts Team can gear up for build-up stock, if 
required which means the inventory to be planned in advance to meet the higher demand expected during the 
promotion period.

Example:

• During the festive season, Dealers promote more car sales for which special discount on accessories is 
planned which makes automatically more sales of specific accessories required by Sales Team.

• Sometimes, Dealer Sales Team promotes low variant to high variant for which many accessories would be 
offered under special discount. In such occasions, Parts Team needs to plan their inventory for required 
accessories to meet the expected level of conversion to higher variant cars.

8.5 Set up Healthy Stock Practices
As Parts Operation in any Dealership is basically “In & Out” concept with many transactions, the stock accuracy 
level is so important and it really supports for a smoother operation. The Healthy practices established by the 
dealership from the beginning of our operation supports the Parts Operation to maintain a good stock. Some of 
the major practices which are essential are listed below:

8.5.1 Stock Correction Methods

During Parts issue to workshop or local customer, there could be feedback regarding wrong part supply, wrong 
picking, damage of parts during handling etc. All these errors when reported, to be consolidated on a specific 
period and seek management approval.

Note: The Stock to be adjusted immediately as per above guidelines by using either tools in DPOS DP34, Stock 
Adjustment screen.

Example:
1) Abnormal Issue (AI): Mainly for accounting for shortages/removal of item from stock.

2) Abnormal Receive (AR): For Accounting Excess receipt from MIN/other suppliers to stock.

In both cases, the dealership needs to comply with statutory regulations set by the State or Central Government 

Tax Laws before carrying out any stock correction in their books of accounts.

1.  Go to DP34 screen “Inventory Adjust and Physical Inspection”

2.  Click “Line (+)” option

3. Enter Part No, Adjust Code, L/O type and Adjust Quantity

4. Click “Save” button 

5. Click “Finish” button
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8.5.3 Physical Inspection Process

A typical work flow diagram is explained above to carry out Physical Inventory of stocks during annual or 
monthly stock verification process. It is generally declared that the following stock discrepancy levels give 
indication of Dealer Inventory Accuracy levels.

< 0.5% of the Total Inventory Value :  Excellent

0.5% ~ 1.0% of the Total Inventory Value : Good

1.0% ~ 2.0%  of the Total Inventory Value : Must watch

> 2.0% of the Total Inventory Value : Immediate attention required on Operation

8.5.4 Dead/Obsolete Inventory Control Measures

Inventory Management can never be accurate enough. Variability of the demand is high since parts that were 
bestsellers may suddenly stop selling etc. Even the best run Dealership may expect to accumulate between 2% 
and 4% dead/obsolete stock per year. 

The following action lines may be taken when dead/excess stock is identified. The actions are listed in order of 
cost recovery:

Step 1: Marking

a) Identify the dead/obsolete stock in the DPOS to make sure it isn’t ordered again and that Service Advisors 
 and Parts Sales People know that if they have an opportunity to sell it, they should attempt to sell it 
 aggressively.

b) Move dead/obsolete stock items to a separate, harder to reach, location in the warehouse to enable easy 
 identification and make room for moving stock.

Step 2: Aggressive Price Reduction

There are two types of cost prices for a part: “Average Cost” and “Price List Cost”: Average Cost is the cost the 
parts in stock actually cost the Dealership.

For Over-Stocked items that are still selling, consider reducing the price of the part to a price that is more 
competitive but above the “Price List Cost” in order to increase sales volume.

For Dead/Obsolete Stock, i.e. stock that isn’t moving at all, consider reducing the price even below the Price List 
Cost but above the “Average Cost” in order to dispose of it but still make a profit.

These price reductions can take many forms – can be straight reductions or “Special Discounts” as part of an 
advertised sale and/or bundling of the parts with moving parts at a reduced price.

Step 3: Cost Recovery

Reaching this step means the prospect of profiting from these parts should be foregone and the focus should be 
on a more achievable goal – cost recovery. The aim should be to recover as much value as possible from these 
parts before having to throw them away to scrap.

a) Check with MIN, if the parts can be returned at cost price. Sometimes your excess and obsolete parts are 
 still moving in other places in the country or even neighboring countries.

b) Approach your Wholesale Channel customers with these parts and offer them at a large discount. They 
 may serve unauthorized workshops that can use these parts for their customers.

8.5.5 Parts Scrap Policy

Dead/obsolete stock is to be scrapped at the dealership from time to time. Although this step may be difficult to 
accept, it is an important one to take. Dead/obsolete stock that isn’t scrapped is a burden on both warehouse 
storage space and financial balance sheets. Some dealerships find themselves renting additional storage space 
while at the same time holding dead/obsolete parts on the shelves. The bottom line is to get rid of it.

Metal items can usually be scrapped for a price per weight. Other items may require disposal by experts in toxic 
waste disposal. Take care to abide by local law and regulations regarding disposal of obsolete stock.

In most states, reporting stock scrapping is important for tax purposes and failure to do so may cause 
unnecessary tax payments. Consult your accountant for the appropriate measures to be taken regarding 
reporting of scrapped stock.

Reports & Usage
a) Inventory Stock & In Process File........................Daily/Weekly/Monthly 
 Ref: DP16, Inventory Master Information

b)  Ageing Stock Analysis File.......................................Monthly/Quarterly
 Ref: DP20, Ageing Stock Report
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c)  SOQ file for Order Placement ...............................Daily /Weekly
 Ref: DP37,SOQ Process

d) Back Order file.........................................................Daily
  Ref: DP25, Pending Order Status on MOBIS

Key Inventory Terms:

• Lead Time: Interval between ordering and receiving the material.

• AMD (Average Monthly Demand): AMD is the average of the last three months parts sales. This factor is 
 generally used for Order Management & stocking purpose.

• MOQ (Minimum Order Quantity): The Minimum Order Quantity which satisfies both Inventory & 
 Supply Parameters.

8.6 Dealer Support

1. Global Diagnostic System- Mobile
• Any defect or failure in GDS/G-Scan during purchase or usage can be reported to the below   
 mentioned concerned person
• For complaint registration, the following details are required  
 - SI. No. of the unit  
 - Date of purchase with invoice details 
 - Nature of failure with photographs & other details 

• Service Center: (Contact for Spares/Components & Service email to Automax and cc to 
 Regional PBDM): 
 Mr. Aman Singh      
 AUTOMAX TOOLS 
 5C/1, 3rd Floor, New Rohtak Road, Opp - Liberty Cinema, Karol Bagh, New Delhi - 110005
 E-mail ID: info@automaxtools.in 
 Mobile – 09958057547

For your Dealership Stock Health Status, check Dead Stock upto 1 year time period

Ageing Slab: <=90, <= 180, <=270, <=360, >=361 
Ageing Slab wise stock examination can be done.

Step 1: Open DP 20 Non Moving Part (Ageing Report), click Data Request to check Stock Status by Sale Date/Receive Date. 
Step 2: Inquiry to check last Data Request done. Excel file can be used to analyze Stock Quantity & Stock Value. 
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8.7 CAO (Computer Assisted Ordering) Steps

8.7.1 Computer Assisted Ordering: Key Features 

The current MIN A/S Parts Operation is continuously expanding with many new models & new part numbers 
added every year leading to a complex situation at your end. 
Currently, CAO has been introduced for few selected Dealers and it shall be gradually introduced to all dealers 
too.  
In order to ease your workload and at the same time 100% error free ordering/stocking at your end, we have 
formulated a new concept “Computer Assisted Ordering – CAO” especially for Fast Moving Items with the 
following features: 

• Daily order to MIN Based on Daily consumption/DMD 
• Stock Level Optimized (No excess/shortage in Stock) 
• Order will be generated in night batch and sent to MIN for processing 
• Payment to be released as per CAO order everyday (or) as required 
• Item selection based on Dealer Class: 

Computer Assisted Ordering: Main Purpose

CAO selected items can be seen by Dealers in DP97 – Monthly System Parameter screen with desired stock 
quantity. 

Based on the daily consumption, daily orders will be created in DPOS DP78 – part wise CAO order lines screen. 

This results in ideal stock at dealerships to serve customers better. 

This ensures no sale back order for the CAO selected item which results in quick service to customers. 

For example:
Case 1. If a dealer has to place 10 qty. as per required MOS level of that class of the part and if he places order for 
5 qty., then his system will automatically place order for 5 qty.

Case 2. If a dealer has 10 qty. as per required MOS level of that class of the part and if he does ABC & FMS 
analysis and places 8 qty as order qty., then 2 qty. will placed automatically by the system.

S

400

30

A

350

30

B

300

30

C

250

30

Dlr Class

No of items

No of Orders/Month

Desired Stock Level
 (DSL)

MOS will be fixed for each category

Computer Assisted Ordering: DPOS Screen 
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For the below given queries, kindly contact with Mr. T. C. Kannan;
Phone: 044-67101446
E-mail ID: rajiv@gmobis.com
1) SNAP ON usage & error correction
2) WPC & SNAP ON V6 Queries & For User Name/Password
3) Body Shell Part No.

8.8.2 Wrong Parts Identification Format

For all wrong parts related issues, Parts Managers are suggested to use the format and send it to MPSC 
department. This will help MIN for stock correction at all depots as well as ensuring correct parts supply from the 
vendor.

8.8 What to post on DP74 (Technical Query)?

Part No. confirmation.

8.8.1 Hyundai KIA Parts Assistance Cell:

 MIN established Hyundai KIA Parts Assistance Cell (HKPAC) in the year 2019 to provide solution to 
Dealership Parts Managers for their Technical queries related to Parts. HKPAC handles the following types 
of queries:

 1) Part number clarifications
 4) Wrong part supply
 5) Price updation
 6) Wrong Part Identification

The Contact Details are as below:

044-67101446

+91-9940335057Mobile

S.Rajiv

rajiv@gmobis.com

Computer Assisted Ordering: Benefits for Dealerships 
CAO focus on high Fill Rate and good Service Rate at the Dealerships. Benefits of Computer Assisted Order is explained below:

For queries, please contact Mr. Balaji/Mr. Hariprasath at 044-67101405/1451

Poor PO Accuracy

Manual (High Time Consuming)

Order Frequency is Less

Abnormal Order Pattern

Sometimes Stock Out situation

Fill Rate is Below Target

Manual Inventory Mgmt Controls

No error in PO Frequency & Qty

Automated (for Fast Movers)

Daily Order as per DMD

Regular Order Pattern

All Time Uniform Stock

No Drop in FFR possible

Automated Ordering results in Good Inventory Mgmt Practices

Current CAO
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8.8.3 DPOS NON Technical & General Q/A

General enquiries: ETA/Wrong part / Claim/ Part Ordering issues/ Unavailability of price/ Order payment/ Order 
confirmation/ Dlr credit debit detail/ SUC or ITC Errors/ System errors/ Incentives
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In any organization, Marketing plays a vital role in promoting the business and accomplishing mission of the 
organization. It serves as a face of a company and is essential for spreading out the right message in the market 
for the awareness and promotion of the product.

Marketing in Mobis
Mobis marketing team keeps on developing new promotional means/materials & improving 
the existing ones to ensure that brand awareness and visibility keeps growing. 
It is a combination of right place and right time that makes a big difference.   

Why Marketing is important ?
1. Defining & Managing a Brand: Relevant information about Brand is necessary for customers to associate.
2. Product Management: Adequate awareness about the products attracts the potential & interested buyers. 
3. Consumer Management: Awareness about the right approach on the usage , availability, offers keep the 

consumer engaged.
4. Brand Positioning: To position the brand in the mind’s of the customer so that they can relate the brand in 

daily life and hence, the brand becomes the talk of homes.
5. Brand Equity & Goodwill : The value that determines the customer’s perception and experience about brand.

Key Initiatives: 
1.  Marketing Collaterals: Posters, Leaflets, Banners, Standees, Backdrops are shared as physical copies & 

e-copies with the dealers to display at workshop area/ customer lounge/ reception for maximum visibility.
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2.  Website: A well informative website (www.HyundaiMobisIN.com) with detailed product catalogue, dealer / 
distributor locator &  media center  is developed for connecting with direct customers and providing relevant 
information about the company. 

5.  Digital Media: Digitally strong presence gives competitive edge to the company by staying on top of all the 
relevant searches. Through blogs, articles and geo-targeting, Mobis India grabs the attention of all relevant/ 
potential customers. 

3.  Mobile Application: Industry wide first mobile app for Accessories in India has been developed to give the 
users virtual experience of selecting the accessories for Hyundai Car. The user has an option to select & 
inquire about a specific accessory and download the car brochures/ accessory leaflet on email id. This app is 
supportive on Android & iOS platform.

6.  Video Advertisement: Videos related to New Accessories launch, brand awareness help the audience to 
connect in a better way. With better usability about product, the customer can link the importance of brand in 
their life. 

4.  Social Media: Presence on social media platforms to connect with customers directly and engage them with 
good user content, contest alerts and informative posts. 

7.  Events: Every year MOBIS India conducts events and conferences to connect, support and encourage our  
dealers. This helps us to keep a healthy interaction with all the individuals connected to HYUNDAI MOBIS 
though dealers, we get to interact with them, hear them out, resolve their queries and to felicitate them for 
their hard work and achievements. 

Through these platforms, we get a chance to share our business strategies and company directions with dealers. 
We convey our business performances, new business updates and also provide trainings from time to time. We 
felicitate the top performers and hence encourage them to exceed their limits. 

We have designed 2 conferences and 2 incentive trips for dealers :
1. National Parts Conference
2. Parts & Accessory Manager’s Conference 
3. Dealer Incentive Trip
4. Parts & Accessory Manager incentive trip

Home Page Select Type Detail Page Select Accessories Wish List Dealer Locator

SEOGeo targeting
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a) National Parts Conference:
Every alternate year MOBIS India plans and conduct National Parts Conference for Dealer Principal in an 
international exotic location wherein MOBIS India shares the business strategies and company’s Directions to the 
distributors. This conference gives everyone a chance to have a common platform and share the business 
progress and future scopes. 

d) Parts & Accessory Manager Incentive Trip:
In an effort to recognize the top performing Parts & Accessory Managers and motivate them to perform better. 
The purpose of the trip was to build better relationship with Sales Network & hence, mutual growth of business 
relations

e) Incentive Trips : 
Every year, reward trips are organized for all achievers to congratulate and recognize the efforts of the sales 
network, further motivating them to perform better.

8. Sales Promotion
In almost every market around the globe, price still means the point at which buyer and sellers are finally in 
agreement. Automobile dealers believe that sales promotion is one of the most effective promotional tools. 

“Sales promotion activities by MOBIS help dealers in stimulating the demand for the Hyundai genuine products 
in the market. MIN Sales promotion activities are designed to increase demand of the products "

Dealer Incentive Policy
Monthly incentive policy for dealers aims at driving the continuous balance between Parts and Accessory sale by 
dealer; focusing on maximizing the presence of Hyundai genuine parts in market.

For Parts Incentive: 
Only workshop sale from dealers to customers will be considered for incentive calculation and payout.

For Accessory Incentive:
Dealers are required to complete their accessory purchase target as per the incentive policy.

9. Discount Schemes 
 MIN works for the benefit of its channel partners and in achieving common goal of promoting Hyundai genuine 
parts and accessories to Hyundai customers. MIN comes up with various sales promotion discounts schemes 
from time to time based on the business requirement. 

b) Parts & Accessory Manager’s Conference :
Every year MOBIS INDIA conducts Parts and Accessory Manager’s conference, in the month of June-July. The 
main objective of this conference is to share the business updates, achievements, new policies and also to train 
the Parts & Accessory managers for various skills ,DPOM, System ordering, claims etc. Each year P&A Managers 
participate with full enthusiasm.

c) Dealer Incentive Trip:
Each year MOBIS India conducts a dealer incentive trip in the month of November, In an effort to recognize the 
top performing Dealers by taking them to some international exotic location. The main motive behind this trip is 
to build better relationship with the dealer fraternity & hence, mutual growth of business relations.
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a) Free Car Care Clinic (FCCC)
To Support our dealer network during FCCC scheme,  MIN gives 
discount to its channel partners, so that they can utilize the 
discount amount in passing on the amount to customer and 
also maintain their parts inventory before the HMIL FCCC starts.

b) Summer/ Monsoon / Winter Camp 
Various seasonal parts discount schemes are organized by MIN
in which the discount is provided on specific parts with high 
demand during the respective season.

c) Calamity Support Program
MIN has always supported its channel partners in the form of 
discount or credit period if in case any natural calamity affects 
any region or dealership.
MIN believes the loss due to any natural calamity is a loss for the whole company rather than a specific 
dealership and always takes proactive steps in minimizing those losses to dealerships.

Support from Dealers: 
Dealers support is utmost important for any activity conducted by marketing. It is necessary that support shared 
by marketing shall be fully utilized by sales team in order to increase brand awareness and reach maximum 
targeted audience.

1. Social Media: Dealers are requested to follow Mobis official social media channels and ensure that they share 
the updates with friends & family to get more visibility. Active participation on contests/ polls and engaging 
posts shall help in increasing the views of the posts and direct connectivity with online consumers.

2. Website: To ensure that queries received from customers through website be resolved in 48 hours so that the 
customer has better aftersales experience. Queries shall be taken offline by connecting with the customers 
through phone. 

3. Mobile Application: Mobile Application inquiries are accessories specific and hence, dedicated accessory 
manager shall be responsive enough to answer the queries through emails & phone calls. 

4. Events: Dealers are requested to participate in conference and encourage their parts & accessories managers 
to participate as these events are conducted to share business overview and plans for upcoming year. Each 
department shares its vision and objective which are relevant for dealers. 

Chapter 10

Pricing
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10. Pricing

10.1 MIN Pricing Policy (Parts & Accessories)

Hyundai Genuine Parts & Accessories are priced most competitively by MIN for the following distinct advantages

 a) Low cost of ownership

 b) Low dealer inventory

 c) High customer patronage & satisfaction.

Prices of Hyundai Genuine Parts & Accessories are finalized considering the market price of:

 a) Similar parts of other competitive automakers

 b) Typical replacement parts in the after market

• As per Packaging & Commodities Act, it is compulsory to have a “MRP LABEL” on every packed spare part.  As 
soon as parts are received at the dealership, kindly ensure that each part has a "MRP LABEL” and if there is 
any discrepancy related to MRP, kindly contact the concerned PDC Manager immediately. No Genuine Spare 
Part can be sold from the dealership counter without “MRP LABEL” .

• Kindly note, that if any Genuine Spare Part is sold from the dealership counter without “MRP LABEL”, and is 
seized by government authorities, the dealership has to bear the compounding fees and other applicable 
charges for settlement of legal cases.

• The MRP mentioned on the package is the highest MRP and may not be applicable to your state. Kindly note 
that dealership is allowed to charge MRP determined by MIN as mentioned in the dealer circular.

Notes:

i) Dealer to customer billing should not exceed the MRP printed on the ‘MRP LABEL’ pasted on the Genuine 
parts packaging.

ii) MIN reserves the right to change prices, discounts and all other terms of sales without prior notice.

List Price

NDP (Net Dealer Price)

MRP (Maximum
Retail Price)

End Customer Price including ED & excluding taxes per piece

Purchase price for dealer including ED & excluding taxes (List Price – Basic Discount)

End Customer Price inclusive of all taxes
End Customer Price should not exceed MRP

10.2 How to read ‘MRP LABEL’



10.3 New MRP LABEL

A) Why New MRP Label?

During After Market Surveillance activities, MIN conducted raids with the help of Law Enforcement Agencies & 
nabbed printers, who were printing MRP label similar to the MOBIS MRP Label. These labels were so deceptive 
that it was very difficult to figure out which one is Genuine. 

In order to curb the menace of fake MRP label, MIN has introduced New MRP Label with security features for 
various reasons mentioned below:

• To help customers to differentiate between Genuine & Non-Genuine Parts

• To ensure customer will have access to Genuine Parts and will not be deceived

• To increase the sales of Genuine spare Parts with the help of customer education

• To make it difficult and almost impossible for the Non-Genuine parts traders to copy

• To fulfill the legal requirement to easily identify Hyundai Genuine Part in the court of law

10.4 Features of New MRP Label.

Security Features & Dimensions
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10.5 Price Structure

A) How to calculate Dealer Landed Cost for Urgent Orders: 

 VOR Orders

Notes:

i)  For VOR Orders, Freight is borne by the dealers.

ii) If VOR Order invoicing is done after 48 hours from the order confirmation time by MIN, then VOR Order 
surcharge will be waived off. Freight is still to be borne by the dealer.
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Notes:

i) Basic discount depends upon the category of parts and is subject to change without prior notice.

ii)  For General Orders, Freight & Insurance Cost is borne by MIN.

Notes:

i) Customer retail price is always less than or equal to MRP depending upon the Tax Structure applicable to your 
 State.

ii) The List Prices are inclusive of Excise Duty paid by MIN and are not separately recoverable from the 
 customers.

B) How to calculate Dealer Landed Cost for General Orders: 

 Stock Order, Accessory Order etc.

C) How to calculate Customer Price

Chapter 11

IT & Systems
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11. IT & Systems

11.1 Introduction of DPOS (Dealer Parts Operation System)

This is a specialized system designed for Hyundai Dealers and Dealer branches to ensure: 
 • Operation efficiency
 • Real time Inventory Information Sharing among Dealers & Dealer branches
 • Standardized Process Flow

As the amount of Sales, Service & Parts Operations data is huge, it is impossible to manage it manually. DPOS is 
internally connected with GDMS.

Whenever a vehicle will report to dealership for service/repair, dealer will open Repair Order (RO) in GDMS 
(Global Dealer Management System). Parts will be issued through DPOS and will reflect in GDMS as they are 
internally connected.

11.2 How to install DPOS (Dealer Parts Operation System)

To install DPOS in your system, type URL http://dpos.mobisindia.com in Internet Explorer & installation will start 
automatically. Wait for some time until the installation is over. After installation is complete, a login window of 
DPOS will appear on the computer screen.

Master ID & Password for New Dealer is: Dealer Code + 001. Immediately after login with your Master ID, dealer 
has to change password for security purpose. From this Master ID, dealer can create user ID’s for other dealer 
staff and can grant access authorities to relevant screens for users as per requirement.

For detailed understanding of DPOS operation, kindly refer to DPOS training manual. If you are using GDMS 
network then first go to C:\WINDOWS\system32\drivers\etc and then make Host Entry 202.100.100.5 
dpos.mobisindia.com and then type http://dpos.mobisindia.com

11.3 DPOS equipment requirement at the dealership

 • In order to run various system tools (DPOS/GDMS/Microcat/WPC) which are necessary for Dealer Parts 
  operation desired computer hardware & software needs to be installed.

 •  The below mentioned hardware requirements are indicative:
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Q)  What is the difference between “Direct Sending” and “Request” button in DP31 Stock Transfer Screen?

A) If you want to send the stock without any request from facing Dealer (Main/Branch Dealer), you need to use 
 “ST Send”. If you want to request part to facing Dealer (Main/Branch Dealer), you need to use only 
 “Request”.

Q) Where can Spare Parts Prices be seen in DPOS?

A) Spare Parts Prices can be seen in DP16 screen under Inventory Master Information. Spare Parts Price History 
 can be seen in DP55 screen under Price Category.

Q)  How can I reset my Master ID Password?

A) You need to check DPOS DC0403 circular posted on 03/07/2012in DP 11 Notice Management.

Q)  Does Master ID User have the authority to change the Password for Dealer Staff User ID (in case it is 
 forgotten)?

A) Yes, Master ID User has the authority to change the Password for Dealer Staff.

Q) Can I place VOR Order for urgency requirements?

A) VOR Order can be placed only against Workshop Sales Back order Information available in DP 82 Screen. For 
 urgency requirements, “E” Type Order can be placed.

Q) What is the use of Screen DP 76 – DPEP Audit DATA?

A) DP – 76 is used to update following data during Audits:

 1. Warehouse Area in Square Feet

 2. Parts Storage Area in Square Feet

 3. Inbound Area

 4. Outbound Area

 5. Rack Photos (Size: 1 MB )

 6. Dealership Layout (Size: 1 MB)

11.4  Frequently Asked Questions of DPOS are as below:

Q) Information in Dealer Master (DP01) needs to be updated/corrected, so who should I contact?

A) You can send request to srikanth@gmobis.com and mark ‘cc’ to your Regional PBDM so that the same can 
 be updated in system.

Q) If New Supplier is created in DPOS will it be shown in GDMS?

A) No, Supplier created in DPOS will not be shared with GDMS. Only customers created in GDMS will be shared 
 with DPOS and the same information will be shown in DP08 Customer Master Information Screen.

 Note: Customers created in DPOS will also not be shared with GDMS.

Q) Can I purchase HMIL part through Local PO order type?

A) No, HMIL part cannot be placed in Local PO.

Q) Can I store one part in two locations?

A) Yes, for one part you can have Primary and Reserve Location. For details please refer Circular DC 0206 
 Procedure, for creating new location posted in DPOS on 1 5-12-2008 in DP11 Notice management.

Q)  DP16 Inventory Master Information B/O quantity column is PO B/O (MOBIS)?

A) No, B/O qty. shown in DP16 is Sales B/O. For MOBIS, PO B/O Dealer should check in DP25 B/O status screen.

Q) I issued one part in Workshop Sales, it went to B/O so after receipt. Can I issue B/O part for the same issue 
 no.?

A) Yes, if any part goes to B/O quantity in DP53 Workshop Sales, after receipt of the part click on “Confirm” 
 button (DP53) again against the same issue no. After you click “Confirm” again, the part which is in B/O will 
 change to issue quantity.

VSAT Connectivity

No of Network Connection Required

044-67101458

Note: For DPOS related queries you can contact with the Systems Team:



Annexures
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I) DFS Route Supplier Entry Procedure in DPOS

DFS code is generated by MIN and Dealer can select the DFS as per the list provided by MIN. First go  
to Customer Masters Information (DP08 screen) to update the supplier details.
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II) Procedure for creating new location in DPOS

1) How to create new location in DPOS?
New location is required for following reasons:
• To store newly received part
• For newly purchased Racks/Bins
• To move old part to new location

First go to DP17 Location Maintenance Screen, then click 'Line (+)' option.
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2) How to create New Location for Newly Received Part?

Newly received part requires a new location to store.
To create new location for newly received part, first go to DP17 Location Maintenance Screen, 
then click ‘Line (+)’ option.

Then enter Location Code (10 bytes) and then click on “Save” button.
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If existing location is filled up, you can create reserve location to keep the parts. Eg: if part no NPNTYRE01, as per 
above note, the material will be received Primary Location always, so you have to go to Primary Location & move 
it to Reserve Location as given below:

Then go to DP19 Screen and enter Part No (Eg: Part No: NPNTYRE01).

Enter the Location Code to be deleted in “LOC” and then click “Inquiry”.

If existing location is filled up, where to keep the Parts?

3) How to delete Location Code in DPOS?

Note: Also when stock is available in both “Primary” and “Reserve”, during “Receipt” stock will be added to 
“Primary location”

Note: When stock is available in both “Primary” and “Reserve”, stock will reduce from “Reserve” first when 
parts are issued.
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After Registering Part, go to DP19 Screen and enter Part No. (Eg: 2630002750) and “Inquire”.

Now, enter the location to be moved in “To Location” column and click “Save”.First register the part in location code to be moved in DP17,  Eg: if Part No. 2630002750 is to be  
moved to location 14A010101A, register this part no. in this location and click “Save”.

Note: Primary/Reserve will be automatically selected by system so the user doesn’t need to select.

4) How to move part from one location to another location in DPOS?
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Now, old location (13B2402391) for Part No. 2630002750 will become blank.
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