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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:

e Constructive guidelines for Parts business
e Provide knowledge on Parts procedures and policies

e 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:

e Order Processing and its flow
e [nventory & Warehouse Management
e Parts Pricing & Claims Procedures

e |T & 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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1. Introduction
1.1Introduction 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:

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

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

e 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:

e 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.

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

e 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 1.3 After-Sales Operation Flow
The parts department operations consist of the following functions at Hyundai dealerships globally:

e Parts Sales: sales documentation, sales handling, retail parts sales, etc.
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e Parts Marketing: parts advertisements, market research (to analyze market potential), marketing
planning, etc.

C

me)
T O
QD
C .
g(/)
o=
o0
x

Security
Guard fills the
Gate Pass &
gives it to Job
Controller
Service Advisor

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

e |nventory Management: inventory policy, inventory control measures, inventory level management,
ABC/FMS analysis, etc.
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e Wholesale A/c Mgmt: potential customer identification, wholesale account opening, customer -E_g.g
performance analysis, etc. gg'é
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o . . . . . 2z

e Inbound/Outbound Logistics: incoming order handling and control, supplier handling, picking & éﬁe

packing orders, etc.

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

e 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

e 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. OQutgoing Goods Loading

5. Warehouse

Ramp ‘.’ 3 - Incoming Goods Reception
I
aim — — - = Battery

— H
Hulky Parts =
dforage Area s

=1 =1 =1 =1
5 - Warehouse

Lafge Parts 5
Stdrage Area n
H

Small &
Medium Parts
Storage Area

Lounge
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2.3 Warehouse Area Calculation

2.3.1Warehouse Size Calculation is comprised of 6 elements presented in the calculation formula table

S. No. Element Base Unit Calculation Formula
Parts storage (including Claims, Special , . . .
! Detailed explanation given belo
! Order/Back ordered Parts, storage Area) m ( ! 2 e W)
- H 2
5 Office Space m =1 Parts Manager(z)fflce 8 m°+ no. of
employees x 5 m
3 Incoming Goods Reception Area m? = Parts storage x .2
4 Customer Parts Counter m’ =1x4m’
5 Technical Parts Pick-up Counter m? =1x4m’
. . = Minimum (8, Parts Storage x 0.2 x
Outgoing goods Preparation Area a !
g going g P m Planned wholesale rate)

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.

Expected Daily Entry or RO =

Area UIO * Retention Rate in Authorized Network * Entry Rate in Authorized Network
Yearly working days

13
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Parts Storage Calculation

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 % of X | Used for

Parts Storage Area 75 Storage of Parts

Inbound Area 7.5 Loading/Unloading of Incoming Parts
Outbound Area 7.5 Loading/Unloading of Outgoing Parts

Office Area & others 10 Office & temporary space for Unpacked Parts

Calculation of Ideal Warehouse Area

« Theideal area for Parts in a Dealership will be based on the average of Monthly Parts & Accessory sale of
the Dealership.

e Theldeal warehouse area (X) ={C (1+ G)}/ |

e C=Average Closing Stock for last 3 months

e Growth Factor (G) = 15%

e | =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.

Area % of X | (x)=4,922 Sq. Ft.
Parts Storage Area 75 3,690 Sq. Ft.
Inbound Area 7.5 370 Sq. Ft.
Outbound Area 7.5 370 Sq. Ft.
Office Area & others 10 490 Sq. Ft.

14
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OLD RACK COLOUR

NEW RACKCOLOUR

Blue Colour: Pantone 288C

Grey Colour: RAL 7035

Note: Hyundai Rack should be properly painted/powder coated

2.3.3 Parts Storage Guidelines

Area % Used For

Sample

Storage of all small parts like Hardware

il Farss [ Parts, Bulbs, Plugs, Rings, etc
) Storage of Radiators, Grills, Lamps, Filters &
Medium 30 .
Trim Parts etc
Storage of mainly Heavy and Large Parts
Large Parts 33 such as Panels, Bumper Cover, Engine &
T/m
Receiving & : Loading-Unloading/Packing-
Delivery 5 Unpacking

Office and temporary space for

Office & Others 10 Ui Pas

Total 100 Total

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

15
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2.4 Rack, Bin & Tools Specification:

i
()
D/

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).

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

< Description Dimensions
3
o Rack Size (DxLxH) 230 x 1100 x 2440
Bin Size (DxLxH) 230 x 150 x 126
o
g : No. of Panel 15
Q No. of Loading Level 14
i Load Capacity/Level 75Kg.
! No. of Binin a Level 7
Y i No. of Bin in a Rack 98
\ All Dimensions are in mm

(BIN TYPE - 25) Im

TYFE-HIR 1 % 4

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.

16

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

2440

Tips:

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 M

Load Capacity/Level 75Kg

No. of Binin a Level 5

No. of Bin in a Rack 55

All Dimensions are in mm

(BIN TYPE - 35)

|
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160

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

2440

2362.50

NS

Tips:

—N

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 Binin a Level 5

No. of Bin in a Rack 45

All Dimensions are in mm

(BIN TYPE - 45)

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.

17
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Rack : HMR - 1 (Medium Parts Rack) - For MIN Distributors and Hyundai Dealers Rack: HHR -1 (Heavy Parts Rack) - For MIN Distributors and Hyundai Dealers
P 1810 P 1000
) 7 _‘ r_

Description Dimensions
Rack Size (DxLxH) 450 x 1100 x 2440
Crate Size (DxLxH) 400 x 300 x 220

Description Dimensions

\
!
§
/
/
2440

2440
1000

Rack Size(DxLxH) 1000 x 1810 x 2440

2250

No. of Loading Level 03 Nos.

No. of Panel 9

5
L 2 Load Capacity/Level 250Kg
No. of Loading Level 8 / Load Capacity/Rack 750Kg
Load Capacity/Level 75Kg Y Y 250 Il |

41000 >

o \
mn
N
N
\ All Dimensions are in mm
No.of Cratein a Level 3 Elevation-HHR 1 Side view - HHR 1
v X No. of Crate in a Rack 24 400 Tips:
\\T All i . . (\, Parts like Clutch Set, Brake Set, Air Filter, Oil Filter, Disc, Side Body, Quarter Panel & Hoods etc. can be stored in this rack.
\ IMensions are in mm This rack type can be used both for Dealers and Distributors.
h Sl ) i i . .
(CRATE . 20) q ; Rack: HHR - 2 (Heavy Parts Rack) - For MIN Distributors and Hyundai Dealers
i S 1810 1500
S < > |« >
Tips: 0 A !
Parts like BUMPER BRACKETS, SEAT BELTS, MIRROR HOLDERS, HOSE PIPE, CABELS etc. can be stored in this rack. o Description Dimensions
This rack type can be used both for Dealers and Distributors. o 3 -
. - Rack DxLxH 1 181 244
Hose Pipes and Cables should be kept out of the crate. ;r: o ackSize (DxLxH) 500 x 1810 x 2440
2 f No. of Deck 03 Nos.
N
8 Load Capacity/Level 250 Kg
o
Racks : HMR - 3 (Medium Parts Rack) - For MIN Distributors and Hyundai Dealers i Load Capacity/Rack 750 Kg
YV 250K |l All Dimensions are in mm
L, 2400 N 1. 1810 > Elevation-HHR 2 Side view - HHR 2
—_ Y > < > .
A ! I Tips:
Q Parts like Engine Blocks , Transmission, Engine Heads, Air Filters , Oil Filters, Clutch Set, Brake Set, Disc etc. can be stored in this rack.
5, r 1 Description Dimensions This rack type can be used both for Dealers and Distributors.
@ ° Rack Size (DxLxH) 1810 x 2400 x 2440
o 8 No. of Deck 02 Nos.
Load Capacity/Level 250 Kg. Rack : HHR (Heavy Parts Rack) - For MIN Distributors and Hyundai Dealers
Load Capacity /Rack 500 Kg. 1810 1500
Y - - X < > < >
All Dimensions are in mm L
YvY beU | A A | | =
Elevation-HMR 3 Side view - HMR 3 %I /ﬁ”
S [l | —= 1 1T 1 | Description Dimensions
3|3 < .
Tips: S ﬁ"ﬂ-‘__ja_‘:::“ - Rack Size (D x Lx H) 1500 x 1810 x 2440
Parts like Tail Gate, Fenders, Doors & Wheel Rims etc. can be stored in this rack. 8 e = No. of Deck 03 Nos.
This rack type can be used both for Dealers and Distributors. 2 | | Load Capacity / Level 250 Kg
/
v v 2504 |l Load Capacity / Rack 750 Kg
Elevation-HHR Side view - HHR All Dimensions are in mm
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.

18 19
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TYRE RACK - For Hyundai Dealers

2440 600
< > [4—»
A ld -
A L V4
e
S v
Sr) 8 .r'.’-"‘
el © {
o) ",
S i \
W,
3 )
o rd
A
P
V4
i
v vy ZJoso [l
Elevation Tyre Rack Side View
Tyre Rack
Tips:

Car Tyres can be stored in this rack.

This rack type can be used both for Dealers and Distributors.

BUMPER RACK - Only for MIN DISTRIBUTORS

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
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

2000 1200
|« >| <>
A i '|

A A |! 1 /
o (@]
Sle|
3 Y i
o A b I
o
o
0]
Y P
YV #4200 I =
Tips:

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

20

All Dimensions are in mm

HBR (Battery/ Lubricant Rack) - For Hyundai Dealers

1850 600 .
< > <> Oil Tray
] 250 Kgs L
250 Kgs Description Dimensions
A __[ J_ | Rack Size (D x L x H) 600 X 1850 X 1600
S No. of Loading Level 03 Nos.
® =) § Load Capacity / Level 250 Kg
~ Y 4 250 Kgs J Load Capacity / Rack 750 Kg
Y —L = = All Dimensions are in mm
Elevation HBR Side View
HBR
Tips:
Batteries /Lubricant can be stored in this rack.
This rack type can be used only for Dealers
Rack Material Specifications:
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.
2.4.1 Mustard Yellow Plastic Bins:
BINS CRATES i . .
SL No. Del\gg:i%rtliac:ns Length Width Height
1. BIN 25 230 150 126
F ]
2. BIN 35 300 210 160
|
K 3. BIN 45 350 21 200
2 SL No. Dehgg:i?)rtlgns Length Width | Height
Note 2: The material for Pallets to be plastic and raw 1. Crate 20 400 300 220
material (HDPE/PP)
Note 3: All dimensions units mm. 2. Crate 70 600 400 320

21
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2.4.2 Plastic Pallets:
Length Width Height
1200 1000 170
2.5 Location Numbering System
2.4.3 Trolley/Ladders: 2.5_.1 Storage Locatior? Numbering: To describe location controls, methods and requirements in order
) o to improve storage efficiency.
1. Single Stack Picking Trolleys:
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.

AISLE/ROW: This stands for aisles of bin & rack stacking.
SECTION: This is vertically arranged structures (Bin & Rack).
LEVEL: This is horizontally arranged structures (Bin & Rack).

oo w N

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

2.4.4 Aisle Space Recommended

Type Aisle Space (M) Remarks 8 ap -9 b a
A 0.75 Single rack to be used from both the sides N N |1 | ,'=
. . — b 0 S a | |/
Two rows to be installed back-to-back for optimum utilisation ' Dl * RA
8 0.75 of storage area . ] L
: ~>: AISLE/ROW D)
Two rows to be installed back-to-back for optimum utilisation
c =t of storage area : : o : o :
o ao 2 a '
o oo 1 Dusbbrlrsrmmd | 2-AISLE/ROW
2.4.5 Shop Floor o 00 o o i
1) The warehouse area should have Kota Stone on the floor as per below standards. | | 1 | | - ?
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)
Itis in its rough state to provide stability. <9 Aisle/Row <9 Section
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) T -
Thickness: 1.5 inches 1 <2 Level <A Position

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 properl
P property 22 23
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2.5.2 DPOS Storage Location Structure

The Location Numbering System used in DPOS is as below:

11 A Zone
I == N
0102 0304 05 06
0 06/0
5 5A05

Location No: 10 Byte

§o° 04{ 7 1) Zone: 3 Byte (11A)

2 - 1st: Warehouse, Numeric (1)

- 2nd: Story, Numeric (1)

03 - - 3rd: Storing Sequence, Alphabet (A)

2) Aisle/Row: 2 Byte, Numeric (02)
05 05|05 3) Section: 2 Byte, Numeric (03)

04 04o4 4) Level: 2 Byte, Numeric (04)

‘ 5) Position: 1 Byte, Alphabet (B)

(

[}
o
o

—> Location No: 11 A 02 03 04 B

2.5.3 How to Register New Location ?

Go to DPOS DP 17 Screen

DRI - [[EP) 7 )Lacatinn dainlenands)
Do G B)oor
DPOS
Oveter P Comwton Sy i bk Uhir Mamna - K. RAMACHANDRAN Add My Moru
EPiNotee " OPIOGEA 7 P4 Risor DRESIWanaR’ [DPSHWS Sa” PSSR0 En” RSN ROEAT DF16 vent * [ETTILENG mEsE"
© [DP17] Location Maintensnce r31E|:l1 Click "+Lina" butlon ]-Q'rr_ml.} B See (0 Dolen | % Fecet | 58 Excel
1 |
] * DEALER CODE | I55E + STORE Wi STORE! j + TYPE j vpog [ F -1Sle;- 52 Click “Save” bution
| * Ling(=) | * Ling{z} Rocged 00 of OO0
_LOEC CODE a LOHE MAME PART NO PART HAME LOC GTY LOGC MAX ON-PACK PR
¥ | JEDI0101A |Trm 0811162000 | 000 099999900 0.0

~| ISIHF: 4 ; Enler Pan number |

Step 2 : Enter Location coda I |5r.ep 3:Enter Location Mame

Messags Procein i comgteted

24

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.

2.5.4 Specification for Location Numbering

11A010201A [&

30cm
* Minimum Size required, Size may vary depending upon width of rack.

Font - Arial

Font Size - 72

Font Colour - Yellow

Background Colour - Hyundai Blue
Material - Vinyl

2.5.5 Storage Location Control Guidance

Effective Storage and Control for Parts:

1. | Parts should be stored according to the characteristic, the function and the receipt/dispatch
frequency for effective control.

Grouping:
2. | Storage Parts should be classified by the frequency of receipt/dispatch. Low frequency of
receipt/dispatch parts should be compacted and stored forimproving and storage efficiency.

Parts-wise Control:

3. | Parts should be classified by their function and similar Parts should be stacked closely for easy
receipt/dispatch.

Valuable parts:

4 Valuable parts should be stored separately from the Normal Parts for security.
Relocation:

> Relocation should be carried out forlocation inventory integration and better storage efficiency.
Location Markings:

6.

Storage Location number of each part must be indicated for worker to easily identify.
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2.6 Receiving

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

Truck/courier
arrival

Refer to transit
Claimprocedure
as mentioned in
Chapter-7

Remark in GCN/LWB with
Delivery acknowledge

\ 4
( Insurance Claim )

Refer to
MIN claim policy
as mentioned in
Chapter-7

Register claim
in DP28 screen to
send claim to MIN

Not
ok

Not

Gate entry

\4

Unloading

l

Ok

Invoice check

Case
unpack

Parts
checking

y

Check Not
Parts Location found
no.in DP26 & DP27
screen ]
For new

parts, allocate

Location Number in DP17

Store & Update in

A

DP26 & DP27

\4

Stock Update
Ready for sale
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2.6.2 Receiving Acknowledgement

HYUNDAI GLOVIS INDIA PVT LTD.
BLOVIS 7. onpian oo ST e v ramyatar i, spsmcch
o = . . -
Vour Valkia Ches CIN No. U74800THZ00BPTCOSAS7S / GST No. 3AAACCGEASIEIZY

Book No. Aslkhid cu:tsmfnﬂ“m GRNo. D41986

MOBIS INDIA'L D
Address : | DHARUHERA,

REWARI DISTRICT-122106.

From A

mm_ e S IT
Address : j@ucéﬁ Cu=x [role 6(‘}*1’-‘-6’

To NeD el

L
No. of _ﬁlﬂu‘l of goods (Said to Contain)

weight | P9 | PAYMENT CONDITION

PDC Seal

WV /2] ,

'{ﬁc M "’)(Zud f__ﬁé To Be Billed

|~

% 1t - U

‘ .?j To Pay / Paid

: jLHEO'UD ] Rs.______

PR el —o

Incase of any damage case, Please get the signature Consignes [
& name of delivery person/driver Transporter ]

| i L
IfWe do hereby cetify that the above particulars of goods consigned by me/us are
have and have been cormectly enterad into and the consignment is booked with fill Deaclared Vialus ]

knowledge of the terms and condiions of G.C. Note appended on the reverse

and which | AWe accepl.

Delivery

COMNSIGNEE COPY

Signature of Consignor, his agent or Representative.

Signature of Incharge

HYUNDAI
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2.7 Storing

1. Before storing the item, ensure the Location Number and physically store the item in same location.

2. Ifitemis 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 partin 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 itemsin 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. Pickthe 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.
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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

88 4 70 1J 01 O PAP
) 2) 3) 456 7)

® ® ® [
7) Color - code

6) Design Revision code no.

5) Design Serial no.

4) Model no.

3) Basis Detail no.

2) Sub Group no.

1) Main Group no.

3.2 Catalog
3.2.1SNAP 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 (15t July ~ 30" 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:

Any subscription between 1" July ~ 30" June Full yearly subscription fees

Any subscription between 1" Oct ~ 30" June 75% yearly subscription fees
Any subscription between 1% Jan ~ 30" June 50% yearly subscription fees
Any subscription between 1"Mar ~30" June 25% yearly subscription fees

Order Contact Details:
T. Chenthamarai Kannan
Email ID: tgk@gmobis.com
Phone: 044-67101444
Mobile: +91-9789094977
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C) System Requirements:

To ensure proper usage of new EPC the following system requirements are essential at your work place

Window Version

Window 7 * (Professional or Ultimate Only)

Processor Intel Pentium 4.2 GHz

Memory 2 GB RAM

Hard Drive 80 GB free hard disk space

DVD Drive 16x DVD drive

Video 1024 X 768 resolutions, 256 colors

Connection Speed

2 mbps or faster

Flash Player & Java

Latest version/update required

B) Access WPC through DPOS
-By clicking WPC icon in DPOS

P T T —

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:
e  Using VIN option

e  Using Model option

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

D) Icon Descriptions

7] g, e o g
[ o s

vil £ MG TN ERLIMEIS00

Cutwiog Ne IMIAIE

Wilien -1

vikieh ERETA LE{INDLA PLANT D)
DlIVE TYIE RIGHT HAMD DRIVE

WEATWER TP WHATWEE, - TWE TROPICEL, ZONT
BODY TYRE WAGOH - BDR 5P

ERGINE CRRACITY  14BOC - U2

ERGINE TR COME - TCI

st TYRE EIESEL - BUESEL

TRARSLNLE mASEL TV o & SPEED IWD

*For more details download WPC Manual.
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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 :

Category Type Cut-Off Time Description Remarks Order Details
Stock order will be used when the ordered Lead Time
quantity will be less than desired stock level. As per Due Out

Schedule
_ “Ordered quantity < = Desired stock level." Surcharge
Monday - Friday: Stock order is for stocki v and Make the Nil
Sk Parts: S Before 4:00 PM toogciv:;v:irl:bilc;:;o?‘cp;ti ’t):l;ipec:sslgron yer Payment Frequency
Order Accy’: : =
cey’: Bef(s)era:::cligg AM workshops, branches & HASCs Stock Order Ez‘gre Ll As per Due In
' should be placed in advance based on Schedule
future demand in order to ensure spare Max.
parts availability at dealer workshops, Orders/Month
branches & HASCs As per needs.
DLR can place VOR orders only against RO &
with VIN ref. which is automated in the DPOS. Lead Time
DLR need to check DP 82 (BO Screen) which | No order 48 hrs.
gives consolidated list of RO based BO List allowed on Surcharge
and DLR need to select items either all or Sundays & (10%)
Monday - Friday: choose some items only based on his Holidays.
VOR Before 2:00 PM inventory conditions. DRL needs to Frequency
Orders v Saturday: DLR to review & select Items in DP82 (BO accumulate BO Only one order
(}/fehlcle Before 11:00.AM Screen) between 1.00 & 2.00 PM and create items before Advisable day
Off Road) Sunday: Holiday VOR PO for the day. the cut-off time Max.
(No Order Allowed) DLR to make only one VOR/day just before and place only Orders/Month
cut-off time. one VOR 26 Nos. (Normal) +
Note:- order/day. 10 Nos. (Spl. Case)
VIN No.: Required
Usage Qty.: As applicable for one vehicle.
RO Status: Vehicle pending for delivery.
Lead Time
No Specified L/T
This order to be used for "Stock Out
Surcharge
Situation"," On Site Repairs","HASC e For Currengt;' 29,
: accumulate BO e re
Emergency Requirements", "Emergency ) il F & Outmoded: 3%
Emergency No Requirement for Counter Sales" & "Without items till end o F
Orders E (Order allocation RO Emergency Situations". the day and 0 Irequencg
only on next day) place only one nly one order
Note:- emergency Advisable day
VIN No.: Not required
U Qty.: A order/day. Max.
SRS (A (A Orders/Month
26 Nos. (Normal) +
10 Nos. (Spl. Case)
The terms &
h lities in ‘S” conditions for
Used when abnormalities in ‘S’ Type Order. el siaak PN
All Stock Orders of both Parts & Accy will be | order (Target & As per Due Out
checked for abnormal qty. compared incentive) will Schedule
respective Dealer's Desired Stock Level apply to ‘B’ type Surcharge
Monday - Friday: (DSL) which is derived based on AMD3 & order also. Nil 9
Abnormal Before 4:00 PM Suggested Stock Factor.
Stock B Saturday: . o The lead time for Frequency
Order Ve In case, orders with > DSL, then it will display | inst ‘B’ As per Due In
Before 11:00 AM “pQ” SlUpIalhy g P
AQ” Error. Then DLR need to select AQ . Schedule
. " " type order will be
items and place separate “Abnormal Order”, - M
if required under ‘B’ Type Order which will be 9 2
supplied as per Parts availability at MIN later. regular stock Qe A
" | orders due to As per needs.
limitations in
MIN stock level.

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

Code | Order Name Order Description PDC Target Ach. Incentlye Surcharge %
Calculation
A SST Tools All tools requirement All Depots Not Eligible | Not Eligible Nil
Used when (Ordered Qty> Desired . - B .
Ab | . Eligibl Eligibl Nil
2 norma Stock Level) at time of S,J & P Order Facing Depot 'gible 'gible :
C Claim If there is any shortage/excess Facing Depot Not Eligibl Not Eligibl Nil
through DPOS ot Eligible ot Eligible i
D CAO Auto PO Facing PDC Eligible Eligible Nil
Items which are urgent but not VOR . .
E Emergency stuEiien e All Depots Eligible Eligible 2%- 3%
F Body Shell All models body shell orders to be . Eligible Elsilsle .
U placed at Chennai Depot (PDC 1) Gl e Dt 9 o Nil
For off-road vehicles. If parts are not
dispatched within 48 hrs, no
surcharge is applicable. . .
v VOR Surcharge Validity: 0% > 30 Days Stk All Depots Eligible Eligible 10%
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 - L
i i All Depots Eligible Eligible
H VOR Continuation not dispatched within 48 hrs, no o & < 10%
surcharge is applicable
Initial new model/ For any new model introduction OP . . L.
new dealer for any new dealer starts Facing Depot Eligible Eligible Nil
All types of accessory items -
J Accessory including Accy IDK, Accy stock & Facing Depot Eligible Eligible Nil
Accy emergency
L Express Delivery Express Delivery Facing Depot Eligible Eligible 15%
P Campaign For scheme order announced by MIN Facing Depot Eligible Not Eligible Nil
. For getting the PO value any item . -
Q Quotation can be placed on this type - Not Eligible Not Eligible Nil
R RN :;r]:r:/]:ndal MOBIS audio kit - as per Facing Depot Ellgible Not Eligible Nil
S Stock General order for stocking Facing Depot Eligible Eligible Nil
General Order for Flood Affected ; - .
u Flood Type Vhecles Facing Depot Eligible Eligible Nil
Note:
i) Currently mandatory kit orders entered through 'J' Type order by MIN.
i) Order types'C' &'l'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: mpscli@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.
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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 6" byte in stock order is “A” which is always constant. Depending on the dealer code, the
facing PDC processes the stock order. The 10™ byte is always ‘S’ Type Order.

Eg.- SIOOAOGA S
S 1 1 0 0 A0 G A S

N G A A
m 2 3 4 |il
-« _

Dealer Code

o X
~
o X
© —x

e

Depot Code (A - Facing PDC & is always constant)
Year Code (2010, 2011, 2012, 2013 ...)

Month Code (A ~ L - Jan to Dec)
OrderS.No.(A~Z;0~9)

10.  Order Type

© o NO

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 6% byte in stock order is “A” which is always constant. Depending on the dealer code,
the facing PDC processes the Abnormal order. The 10™" byte is always “B” type order.

Eg.- STI00AOGA B

N M A
m 2 3 4 |il
-« _

Dealer Code

o —x |

~ —X

o —xX &

©o —X >
L s¢

Depot Code (A - Facing PDC & is always constant)
Year Code (2010, 2011, 2012, 2013 ...)

Month Code (A ~ L - Jan to Dec)
OrderS.No.(A~Z;0~9)

10.  Order Type

© ®NO
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4.2.3 VOR Order for MIN Dealers

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

Eg. - STI0010GAV
S 11 0 0 1 o G AV

L

Dealer Code

Depot Code (A - Facing PDC & is always constant)
Year Code (2010, 2011, 2012, 2013 ...)

Month Code (A ~ L - Jan to Dec)
OrderS.No.(A~Z7Z;0~9)

10.  Order Type

©®NO

4.2.4VOR Order for HPSC Dealers

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

Eg. - N3202LOGAV
N 3 2 0 2 L 0 G A Vv

L]

Dealer Code

HPSC Depot Code (L-Lucknow, C-Cochin, B-Bangalore, G-Guwahati)
Year Code (2010,2011, 2012....)

Month Code (A ~ L - Jan to Dec)

Order S.No.(A~Z;0~9)

10.  Order Type

©®NO
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4.3 Order Process Job Flow

4.3.10rder Preparation

Before preparing
the order, review Inventory
Stock in DPOS DP16 screen

l

Run SOQ/ABC
analysis in DPOS
DP36 & 37 screens &
Generate list of parts

Review & finalise the
Parts Requirement

Enter the order list in
DPOS DP21 as ‘Q’ type order
for getting a quotation for
Stock order type for parts

l

Check
if any part
is missing/
incorrect

No

A. Stock Orders

Yes Refer to SNAP ON V6

—»  /WPC or call MPSC

& change the parts nos.

\ 4

Send the order in

> _

Note: “Q” Type Order will be automatically cancelled by the System.

DPOS DP21to MIN
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After placing
an order, check
DPOS DP23 screen for
PO processing status

Confirm with DOP dept.

(Facing PDC) about the
receiving of stock order
payment and PIS
fax/scan copy

|

Scan/Fax the SCB
Bank deposit slip copy
to MIN

Make the payment

through SCB Bank

slip and enter the
detail in DP30

Check the PO
value for releasing
payment

HYUNDAI
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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

Enter both order list in DPOS
DP21as ‘Q’type order and check
for correct parts

B.VOR Orders

After placing an order,
check DPOS DP23
screen for PO
processing status

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

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

Check if Nos checkin
any part is » SNAPON orcall
missing / MPSC and
incorrect change/revise Make the Payment
the Part Nos through SCB bank slip
and enter the detail in
DP30 (if any)

Place the orderin
DPOS in facing

depot wherever the Send the order

> partisavailable. ____ § in DPOS DP21to

Parts availability can MIN
be checked in DPOS
DP16
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4.3.2 Abnormal Order for all Dealers “B-Type Order”

A) Abnormal Order Process

= 0ons ([0 8] inventary Master information]

DPE}S FE] Q== Q= oo
D P Cprton femer i vt Y Lbo0 Maaerw - prabha Al My Miny
.

101 | ioscn ™ TR (P91 fack 0 [DP2AIPO B (0PET] vroria! mEam®
@ [DF1E] Mvontory Master isfosmation B insuiry | B Save | 0 Dwlels | 0 Pl il Eece
] * DEALER CODE 51100 * P b _"'I FL o | = OH-HAND OTY 8 0 v AT PRICE Biiy j EORVEMTORY ALL _-'_!
" SUPPLIER BT =] rcammce =l ~ parTaansTER |
fotaL e L Based on your demand. “Desred T o * Krallucty 'l"":' -

3 Recads 2 o 2
Snoek™ will be updaied an 138 of
PART NO PART MAME Ewery Risnth, LOC
£ =5* nd =* Type Ovder wifl be ON-HAND  SAFETY  ALL. OTY  DMSUSE (101
ARMIITED PLTERASEYE o or hhask o [ HMFCARAE L0 M6 260 100 7900
MHWORTEN  FLTERASSTE| gy, 080 000 L] nod o
o Do placat, birpond ~Dedirnd
Q" System will shew D -
“Abnarmnal Order Quantity™ with
] Crasntityin DPIL ¥
4 Aboormal Chasntity should be
O FART WASTER INFORMATION | P0e under87Tipe Guer + Wiy Suppaer | ¢ Pan Hintoy
LD PART _ MESTaXCODE  salEeans = CATALOG PRGE NGO
HEW PART HEW = DT ¥ AR B CRDER GTY 180
START DATE O v T&RC Locs Parta | POC BENTORY Y AR 3800
WD [ATE =201 J PARTTYPE HAEL, Par _} AEC CATEGORY L] MO 19Es
LEAD TE - 0 MCCODE T J Fas CATEGORY ¥ MM 12 L] =]
PACECATE  _0bnoon -] wom - | sEasomAL FLAG AL E- 2T
Sl WOOEL GETE _| (0 ) 050 1.0 BREEAN 00
i - al e Tt
Canired Shogh 1724 |P|:-q1'-r 200 [REMABENG TV 1530 | GROUP DEMAND 27698 ]
5T DUE N 000 5T DU OUT | D00 5T SEMD DATE | - -lsTeEcEvEDATE | .
HET L HODATE | . VEDATE |
FEMARE “Tatal PO Oty® | Remaining Oty = “Demand inchudas
raided for n Month Dedired Stack - PO Oty | o Branches”
it b i i

B) What is Desired Stock?

W ppgrs (0P 6 ]Investary Master Fslerematisn]

DPGS

S P g Byt b v ¥ L N prabia
[CENE| Moce (DRI Nen d -pﬂqmm" DE2LP0 Eny D22 PO Lisl™

@ [DF1E] wventory Master information

T 1
| L Bassd pa yous demand, "Detiing Sieck® lor

et SRIOCOTTE0 A |
. ¥ Daaler placey W0 Ony Only 4 Oty will be
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C) DP16 (Purchase Order)

DPGS 22

"DEALER CODE  [Nd2i3 |

+ REMARE. |

WO W BIZEHE
0ok T W TINOCTRON

D) DP23 (PO Processing)

W np0s . P2 3P archase (eder Processing Status]

DPOS

* DEALER CODE | 58213

CONFIRSA ITEM
RO ITEM
LINE PART HO

mmq—n—hm & Uzer Nama ! DHRLIV RATT)
[OP1E] Watics™ [OP17] Locas™ mu.mgmwm

o [DP21] Purchase Order Entry

POROERND  |NdZiangFs |

+ OFIDER STATUS |Ovdar Finieh

*ORDERFLAG  [SMPPWG FaesHiD |

MerSACE 000 DEPSLY] im
NO | WX PART ND
LATCH ASSY-TRUNK LD
PANEL ASEY-TAIL GATE
B3 H SO0AMONNE COMPLETE-C/PAD LWh SW

P11 Hoiee ™ e Mon Mt mqm'-bm:m&ﬁ DP2 PO List”

E:hau Lrned rI
= Paggenger  Commancal

+ TRANSPORTATION [T Truch |

@ [DF23] Purchase Order Pn-:ll'nu'l Step 1@ Enter “Order No.* |

b ORDER MO | 5421042605

ORDER  CURRENT

o ORDER CURRENT
G0 MRE0003TH0 JES000TTS0

Chucking Doslrad Sioci,
So Confrmed Oty = "4

Snep 3 1 Orde Qudntity = 10, Sysiem

T L

B eon 8 e o comunT [@ee Qe [ee [san

= Ak My M

mEsE
& Inguiry | B Save | 77 Dadete | 9 Fiesst | 58 Encol

» WRL + Check Pariy Avallsbilty |« PO LNTY

s |PozoERL -]
PSUFPLER [Whi/me cdteds -]
PO VAMLUE | L24EHT | -MMVALLE EARE Y
= TAL VALLE| |z I~ HON-BDVING

* SEMND || » Prirt | » Prodoema + Lingde) |« Linp(=} ||« Fise Upload | = Pant seamch | » Copy om Exca = AL |+ 500
VIN NO

AMEND 0/H OTY O/0NDER O°MOO| aTY | DS IN°

0 L 1 ] T
A 1,00 L Loy 200
Al ] a1 o0 oo

“PQO" raised for 4 Quantities

Do Qe B
Altlll;li Step 5 - Click "Excel” |

meam"

[ Stap 2 : Click “Inquiry” l— @, ngquiry 3 Excel

5l

[ ] WALUE 25184
[IFI:W 4 : Abnarmasl CHy. = "8 with ks J
A = Abnorenal Oty Ersor _I P
PART MAME SHIF MODE AMEND CODE ADD FLAG PRICE
400 BLTERASSY-ENGGEMNERAL  AQORDERED OTY »= AMDI x 14 600 v Process B2

O [DP21] Purchase Order Entry

154213

»ORDERSTATUS |

Step 6 ; AQQ Cueantity can be
placed in under "B type order

DEP SIC % |
PART NO

a4

' SEND  » Prnt| * Protema * Lia{y) " Line(; | * FlaUp
PART NAME M VIN NO OHAOTY Oh

¥

4.3.3VOR Order for all Dealers “V-Type Order”

A) Workshop Sales Backorder

DP@S_,, Hoow g oo e Qe o Bue
s Py e e s 0¥ Lt Nwme | DHALV RATTI .. Acic My Mo
LD Hiomcat! LIPS Wodali] (0921 Back & mE e
© (D] Workshop Salos 8 Exesl
‘OEMERCOOE (BB | oOMTE (G o]~ Bei o] + Seweh |- Chackt i
ﬂ e L e y e ;]
Fcord 30 of 269
SEG o mo v IESUE MO IEQUEST DATE FENIZH OATE  ISSUED BY ITEw ary IETUNE OT° IO Gty  STATUS -
s RAsEA W50 1 03000 331 100 Mustusir 57 500 s00 L] 100 Conlirmrd
R RIS WL 90 1A 3=1 =30 Munager 57 1.m L@ (L] Q0 Condrmad
mRT FesiEnd WL 1 AR 11008 Manager 5F o0 Lm i Q0 Confirmad
e B L WL 50 A0 3-11-201 Alpic D 1.0 1.0 i} L00 Conlimd
29 RO0I9158EE WA SN 080017 03-11-a18 Mansger 5P 1.00 200 Lo 00 Canlirrad -
[T
[SSUE NO WI0ISI00000 B0 TYPE Puid Senice | FoNo AZ0FISEN3 WL+ Exced Copy « haum |+ Confiom |+ fsum  + Finish || « Clear
CUSTOMER COO09MIST2 G/ 3SUE To/Mehum By Mansger S ] N NO MALANSICRIMZES0MD | |« Dwiete  + Linels) » Line{=) » Pt » Pant Search
Farsark i
LINE  INDENT WO PART 0O AT MAME MESUE TYPE JARRANTY TYPREE SERVICE TV IEQ GTY B/0 aTY oMM Ty SSui
oo 1 T S CORE-EVAP Bkl I L
et L 1 MOITOM & PLIAP ASSY-W,5 Billable I 1. am
o] ACETIAPIH 5 mi-WNUSHELD WASHER Billable I nm Lo
fone HETILLED WATER Biiable L nm @mim
0s SERIE21100 CONMEC TOR-WNOSHELD Billable L 00 B
“VOR Order cab be placed only
against Workshop Sale Backorder

B) VOR Order only for Workshop Sales Backorder
'\ 0POS - [DP418ack OnterInfesmaticn] T=F

Boecw §owan ot [@ex e Qe 5o

G50
EE@EM 0 User Niema | OHFLY RATT] A My Many
(0P 1T Mot |DPSY] Wodall (09RE Butk ] | sTEP2: Click “Inquiry” mEEm"

© (0P Back Order Information STEP1: Select “Sales Type” | @ Excal

=] +DATE [ Ga-li-aid =] <[ -0 e
=] [+ SAEE TYPE [Workihon Sales | | cpamTND | 1| pomme
R T Inchuda Branch Duabee [ step4:ciick“Po Entry |-z ;
| B PECES 1,00 | B0 AOUNT | LR Aot fin) Pecens 1011

. __SED DEALER CODE DATE _ ISSUE NO _ LINE RO PART NO FART NAME REQ OTY OTY ONHAMD LIST PRICE
i [ = 1=0000 | WROIBI00030 | 000 SESIELi0g ROTOR & PUMP ASEY-W/SE 1,00 1,60 Al axan
|

ISTEP 3 :Select “Backorder Line”

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

Wb DPOS - ([OPZPurchase Crder Entry]

DPOS &,

Timiier it Cyrinhar Eiptien A Ugar Mame | DHALY BATTI

(DR 18] Notlce!! [OPSY] Worksh [DPEZ) Back & [DR21] PO E,-r_u-l"

oo

Borw g owem o cospunt [ee Deon f s facon

Akl My Mam

| STEP 5 :Click “Save” Button I—‘

@ [DP2I] Purchase Order Emry | STEP1:Select Order Type V" |

i
STEP 3 :Select “PDC”

| « WPL | - Ch

ER I::..'.'

Sawn | [ Delete | o Peset | 38 Excel

« DEALER CODE ETm « DATE ——r _] ok Parts Avalability || - PO UNITY
+ OADER HOY +ORDER TVPE | =] +pDC T
+ADER STATUS ___J * VEHICLE TYPE i Pagepnger - Commencial ¢ SUPPLIER =
+ OPCER FLAG =] mmwmmr‘ :Jl ¥ PO VALLIE sl VALLE
« REMARE ¢| STEP2:Select “Supplier” ™ HOM-MOVING
e 5T X DEF 5/C % # Prnt || » Profomma || =|Uine(+) | » Line{~) + Flla Upload » Part search’ » Copy from Exca) » AL« 500
N W& PART NO PART NAME M VIN ND AMEND O/H OTY O/ORDER QMO0 OTY 105 IN'
K M S P 1 00 M 51 CASAZE0 (1= (1] 100 o
I STEP 6 :Click “Send” Button I I STEP 4 :Select “Transportation” I
4.3.4 Order Process Flow in MIN - PDC
[ Order & Payment Receipt in AMOS j v
Auditing by PDA
\ 4
Correct & Allocate (Batch/Manual) v
Casing/Pack finish
Y
Picking instruction v
l Stuffing/Loading
Actual picking by 'PDA' v
Invoicing made, which can be
v checked in DPOS DP23 screen
Case selection for packing
\4
- - - - - - \
v Invoice Finishing/ Receiving can
Actual packing be done in DP26 and DP27
screen by dealer
y

[ ] OrderProcessingTeam [ | WarehousingTeam [ ] Outbound Team
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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:

AMENDMENT CODES EXPLANATION

AMEND CODE EXPLANATION AR || SUAALY MIN PARTS DEPOT ACTION DEALER ACTION
CODE CODE | RULE
AA | SUPPLIED IN ASSEMBLY ER N | NOSsuPPLY REFER TO CALL CENTRE
AC | SUPPLIED AS COMPONENTS ER N | NOSUPPLY REFER TO CALL CENTRE
AK | SUPPLIED IN KIT ER N | NO SUPPLYAS INDIVIDUAL PART REFER TO CALL CENTRE
MIN SYSTEM SUPPLY AFTER
AO | SETSUBSTITUTION ER Y | CORRECTION DEALER TO INCLUDE IN ORDER
AQq | ORDERED QTY > DESIRED oK y | DEALER HASTO PLACE "B" HIGH QUANTITY ORDER INDICATION
STOCK TYPE ORDER
MIN SYSTEM SUPPLY AFTER DPOS PREVENTS IF ORDER IS
CO | LINE DUPLICATED ER Y| correcTiON PLACED USING FILE UPLOAD
SUPPLY AS PER MIN UNIT IN PROCESS STATUS IN DPOS
cQ | Qur/arp OK Y| PACK QUANTITY SYSTEM ON ORDER CONFIRMATION
Os | CORRECTION BY DEALER oK y | AMEND BASED ON DEALER ONLY ABNORMAL ORDER QUANTITY
REQUEST REQUEST BY TYPING MISTAKE
Ox | CANCELBY DEALER R \ | CANCELBASED ON DEALER DEALER CANCEL REQUEST AFTER
REQUEST REQUEST 30 DAYS FROM ALLOCATED DATE
Lp | DEALER CONFIRMATION ok N | MINACTION BASED ON STOCKS DEALER WANTS TO CONFIRM
REQUIRED & TECHNICAL INFORMATION AGAIN OR SELECT REPLACEMENT
INVENTORY / LOGISTICS MIN APPLIED CONTROL DUE TO
I | conTROL ER YN | CERTAIN OPERATION PROBLEM REFERTO CALL CENTRE
MIN SUPPLY AFTER MANUAL DEALER TO INCLUDE IN NEXT
MU | MULTI SUPERSESSION ER YN | CORRECTION ORDER/REFER TO CALL CENTRE
MIN SYSTEM SUPPLY AFTER DEALER SEGREGATE PARTS &
MX | MIXED ORDER CHECK ER N | eORRECTION ACCY ORbER
DEALER TO CHECK PART NUMBER
NA | NOT AVAILABLE ER N sgf‘:ﬁ;ﬁégﬁ%"’m&"éﬁ: PART CORRECTNESS AGAIN IN
MICROCAT
NB | APPLIED IN THE FUTURE ER N | TOBE SUPPLIED LATER BY MIN DIER O NEGIAPIAR AR A

PART NO. APPLY DATE STARTS

FROM DATE >=ORDER
NE RECEIVING DATE + 60 DAYS ER N

ITIS AFUTURE APPLY PART
& NOT VALID NOW

DEALER TO REORDER PART AFTER
CAR LAUNCH

NF NOT FOUND ER N NO SUPPLY. NOT A VALID

DEALER TO CHECK MIN PART

PART NUMBER MASTER FOR VALIDITY OF PART
NL | NO LONGER SERVICED ER N | NOSUPPLY NOTVALID PART -
SAME AS NLS -
NP [ TOBENIL ER N | (NO LONGER IN SERVICE)
QN | ORDERED QTY —> 0O ER N | NOsuPPLY -
RN mgg;m IN'REGION ER N | NOTAPPLIED TO INDIA REGION REFER TO CALL CENTRE
OLD PART SUPPLIED BY SYSTEM
SB | OLD INVENTORY SUPPLIED ER Y| meoiemieverr S DEALER TO INCLUDE IN ORDER
MIN STOPPED SALES FOR
S | SUPERSESSION oK Yo o i MaeE DEALER TO INCLUDE IN ORDER
g | STOPSALES FOR R N | MINSTOPPED SALES FOR i
COMMON ITEM THE PART NUMBER
£ | SuCAF/AI/AYBUT NEW PART R | MIN SYSTEM SUPPLY AFTER REFER TO CALL CENTRE & PLACE
NO DOES NOT EXIST ERROR REMOVAL NEW ORDER
PRICE NOT FINALISED. REFERTO MIN SALES PRICING
UP | PRICE NOT FOUND ER YN oy vl
PART SUPPLIED IN KIT/NOT
MO | SET/KIT PART ER Y| eeoUAL REFER TO CALL CENTRE

Supply Rule: 'Y’ indicates Part will be supplied; ‘N’ indicates Part will not be supplied.
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The Amendment code can be solved in DPOS as given below:

a) Step 1

e Pt i St b TN b v | ML Serweaan A by Rbnoa

o e] heten™ {Dea ) o iedf, frecs | o el |[ERCERIIGEIN mEwmm™

9 T (D] Purchase Order Proseysing Status @ & oy | Bl

= e e

] spOALEMECODE | MEZTO CmDER MO [ ZOaANDG SPLA | e =1 '\;-?v ga

L TR 4 O ES 155 O Lor) &— TP . _.'I k.
T a B - o s S AL DELETED s
mocods Uof
PART M AT Sk ER L] 3
LisE g Pl T FLALL PRIDL
OEOR CURBENT e ] e o) aap, | oafice o
OO14  TUONGTIGAD IONGEIwe L.oo 0,00 GEERAL | TG AR ANAY BT MW i DO Breer 0.0 o a & o
OOl DIAAIII000 14 .00 000 GERaL | AL TE PERESEICH Emoe | 4an.T4 [ ol & a
0017 FIARLNBAOE 314 RO L oo 000 GONERAL, | ML TI PERTESSICN preoe 119219 o o F o
OO0XX  TIIMISI0 FALTTOTAM 1.0 0,00 (itansl, | ML TE SUCURIEERICH | Liie ol o
OOl IESOOERRN SIS 100 o Gl | HOT Fousg ‘k Creie [ of o
oo i oo MERAL, | AL TE SUPEREDRARCH B | 167 o a a
o113 sy | LTI ELETRETENCN e ET T o o o
oL danay | LTI SUPERIESSICN Lreew 7720 [ fa [
I

B T T TP PRI PP L

1. GotoDP23Screen 4. Pressthe“lnquiry” Button

2. EnterOrder Numberfrom DP22 5. CheckforanyErrors

3. Choose“Error”Filter Mode 6. GetExcel File forfurtheranalysis

b) Step 2

£ Microsoft Dxcel - N1 03000 xls
FA) b gt Wew et Fomet Dok Dete Wndow fep detty 00 B i 5 % 3 L WB - B[4

Eciim r SEEE W[ =10 s
n4 -

Ei W
1 |5 MODE AMEND CODE FLAG | PRICE e
_2_ DEALER ACTIOM WL ACTROM
3 GEMERAL S AFMALAY BUT NEW PHO DOES NOT EXIET | Ermar D00) HCLLE I OROER MIL SYSTEM SUPPLY
4 GEMERAL [WULTISUPERSESEION Ermar 440 T4] INCLUGE M ORDER ML SUPPLY AFTER MANUAL CORRECTION
5 GENERAL |WULTI SUPERSESSIDN Emar 1962 19] INCLUMEE M CHRINGR MIL SUPPLY AFTER MANUAL CORRECTION
B GEMNTRAL |[WULTIBLIPERGESSION Efmar 00 54) INCLINEE N OREER MBIl SUPPLY AFTER MAMUAL CORRECTION
; |oEnERAL [HoTFoUND Eror 9.00] WCLUDE MORDER | MIL SUPPLY AFTER MANUAL CORRECTION
B GENERAL |WULTI SUPERSESEIDN Efrar 1679.00) INCLUGE IM ORDER MIL SUPPLY AFTER MANUAL CORRECTION
g GENERAL [WULTI SUPERSESEION Estor 1452 27) NCLUGE 1M ORDER ML SUPFLY AFTER MANUAL CORRECTION
10 GEMERAL |WULTI SUPERSESSION Emar TF.29] WOLUGE M CRDER MIL SUPPLY mﬂ CORRECTION

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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After placing an order, check DPOS DP23 PO processing screen either same day or next day morning
for Order Processing status.

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.

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)

b)

Place a VOR Order. AVOR 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

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)

Notes:

if)

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.
Check your order before sending to MIN

For the correctness and the requirement (as cancellation not allowed)

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

Payment availability for IDK order can be seen on DPOS DP44 screen to avoid short payment for other
orders.

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.
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The Parts Distribution Centres details are as below:

PDC/Depot
Details
Chennai Delhi Mumbai Kolkata
Depot code PDC 6 PDC 2 PDC 3 PDC 4
Name MOBIS India Limited
MOBIS INDIA LIMITED | Regional Parts Depot- Plot No : E-1/1, MIDC Regional Parts Depot-
Arakkonam Nevi Road | North, Near Plot No. 31, | Additional Patalganga, |East, Sankarail Industrial
Namasivayapuram HUDA Industrial Area, Ch.avne V|I.Iag.e, Park, Near Dhulagarh
Thodukadu Village, On Sector approach Raigadh District, Toll Plaza, Sankarail P.O.
Address Thiruvallur District road to NH8, Khatawari IR - 4020 Howrah, Kolkata - 711302
Tamil Nadu - 602105 Village, Dharuhera,
Rewari Dist. - 122106
State Tamil Nadu Haryana Maharashtra West Bengal
Phone No. 044-67101474 01274-277321 +91-9820511068 +91-9836032800
+91-8652831212 +91-9836067800
Fax No. 044-67101472 01274-277307

4.7 Order Cancellation Policy

a) VOROrders
- 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.

50

4.8 Start-up Sheet (SUS)

New Dealer Start-up and Dealer Master correction

New Dealer Spare Parts Start- Up Operations Information Sheet

Dealer Name *

Dealer Code: Dealer Type: |Main Code: IOwnership Code:

Regd. Off. Address *

Warehouse Address *
( Parts Dispatch

Address)

Name of the City * Name of the State *

W/H Tel. No. * PIN Code *

W/H Fax No. Mobile No *

. persommelpetms 00|
Dealer Principal Parts Incharge Accy Incharge

Name *

Designation *

Mobile No *

Email ID *

Bank Name * ‘Branch Code* ‘

Branch Address *

Bank Manager Name Contact No

Account Type * Account No.*

Bank Guarantee Limit Rs. Letter of Credit Limit Rs.

Cash Credit Limit Rs.* Cr.Limit aginst stock / collaterals
GSTIN NO*
PAN NO *

ltems for which Registration Done *

Any Other Comments:

Declaration:l would here by declare that the above given details are true and correct to my knowledge
and in future if any issues arise due to the above data mismatch | will be responsible for the same.

Date: Location : Authorised Signatories *

Name: Designation: Finance / Parts Incharge |GM / MD / DP

Company Seal *

* Marked fields are compulsary

Copies to be enclosed for PAN / GST /Registeration Certificate
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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) Ifthereis any change in GST/PAN No, certificate copy to be sent along with SUS.

e) Ifthereis any change in location/address, SUS to be sent along with Dealer Principal’s requisition letter.

Annexure 2
START UP SHEET - EXISITNG DEALERS | Data Updation)
[ Applicable for all Dealers / DBs [ RS0s / DD / HASCS [/ HPSCs)

Dealer Name
Dealer Code |'I"rp¢ ]

I.Company Detalls Change O

CURRENT DATA AS PER DPO1 MEW REQUEST (| TO BE CHANGED)

FARTS
DELIVERY
|ADDRESS
Location
sate Pin | pin

ILPersonnel Details Change [
Parts Manager
Mame
Designation
Cantact Nurrer
i Id

1L Tax (G5TN / PAN) Details Change []
PAN ND
GSTH NUMBER
Declaration : | would here by declare that the above given detais are true and correct to my knowledge and in
future if ary Bsues arise due o the sbove data mismatch | will be responsisle for the same.
* Regured proof 5o be attached for commercial dats change. Select the Tieldy which are priting changed and leave the cther baue Slank Select | ~ )
the Sppropate BoREL On b eacer wET cespact 10 the dats reeds fo be changed.
Authorised Signatory —
Far Dealer Stamp Desigration :
Date :

For New Dealer Activation, the following documents are required:

Start-up Sheet

Copy of LOI

Code screenshot AS 400/SAP (Hyundai Motor India Ltd.)

Copy of GST CERTIFICATE

Copy of PAN Card

Dealer Class

Way bills (if applicable)

All the above documents should be sent by the Dealer to the Regional PBDM.

Nouswn s
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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

e Orderto MIN (Main Depot or Regional Depot)
e  Beneficiary’s Name: MOBIS India Limited.

e 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: 4" Floor, 19 Rajaji Salai, Chennai - 600001
IFSC Code: SCBLO036078

A/C No0: 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

«  Foranyissues 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:

Principal Name

Mr. Samir Choudhry

Mr. Thomas J. Cherukara

Mr. V.K. Agarwal

PDC/Depot
Details
HPSC Bangalore HPSC Kochi HPSC Lucknow HPSC Guwahati
HPSC Code S$8300 S$7300 N3300 E4300
HPSC Name Uil AU melE s MGF Motors Ltd. Premier Car Sales Ltd. O cuiatineloliz
Pvt. Ltd. Pvt. Ltd.
Dealer

Mr. Rajdeep Oja

Hyundai Parts Supply
Centre, No 138,
Nagarur, Huskur Road,

Hyundai Parts Supply
Centre,

Hyundai Parts Supply
Dharsaniya Safedabad

Hyundai Parts Supply
Centre, Oja Complex,

5.3 Process of entering payment in DPOS DP30 Screen

W nenrs - ([0S 30 Payment |

Qe Qe Buxcon
DPOS
D Parn Doaton Btem e 0 bt N | APUIRY bl My Mari
e oA nesm
[OF30] Paymient O, nquiry 3 Excel
. e
* DEALEF CODE | N1207 * & PO POND *DATE | 01-11-2010 == [o7-122010 =]

Recode T of §
DESCRIFTION

SEQ PIG HO IS5 DATE PO Mo SOLLECTION BANK NAME AMOUMT SEND DATE STATUS
PRMENT FOR PARTS & ACC. TOO000.00 . . 06-12-2010 |SEMD FIh‘l‘SH:

MIZOT11416 D=1 22000 RBS Collecton AIC

1
2 MM 30-11-2000 RES Collactm AL PAYMENT FOR PARTS & ACC F00000.00 30132010 SEND FINES
3 MM ES-g ABS Callection AIC PRYMENT FOR PARTS & ACC 70000000 20-SOL0 SEND Firasi
4 mmTa? | 2w RES Collocton AL PAYMENT FOR PARTS & ACC 30000000 26-11-2010 | SEND FINISH
6 MIZOTINAN 1200 RES Collection A PRYMENT FOR PARTS & ACC TONO00.00 2311-2010 | SEND FINISH
B MIZOTIIAI0 | 18-11-2000 RES Collectn AL PAYMENT FORPARTS AACC. 130000000 18113010  SEND FINISH
T MIZOTIIADG | 18-11-2000 RES Colluction A PRYMENT FOR PARTS & ACC 0000000 18113010 6 H
5
a ‘_,.n-":@\  Lins((: save D+ Sans
T T - =
EANG EMPORARY CREDT = 10 T
2R |
© CURRENCY
PE T r & YE
—
TYPE CHIIDD NO CHIIDD DATE MG_W-I:D
e —

MassagE by s ok

Address Door No. : X11/507-A, Barabanki Highway, Basistha, Charali,
Off Tumkur Rd, Near .
NH-47, Karukutty Post, Safedabad, Barabanki, | NH-37, Beltola,
Golden Palms Hotel, .
Amgamaly - 683576 Lucknow - 225005 Guwahati -781029
Bangalore - 562123
State Karnataka Kerala Uttar Pradesh Assam
Ph. No. 080-23718815 0484-3297502/3126675

1. Go to DPOS DP30 screen.

Contact Person

a) Prakash Srinivasamurthy
& Sanna

a) Mr. B. Kelappan,
b) Mr. Harinkrishna

a) Mr. Shivmurat
Vishwakarma

a) Mr. Pranjal Dutta

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.

harinkrishna@mgfhyundai.in

9794080800
Mobile No. |9844726216 354426031: 9335911258 9864339019
SRl 9335924840
HDFC Bank Ltd. HDFC Bank State Bank of India
! y ICICI Bank, Lucknow . !
BN RmE Bangalore HPSC Kochi Guwahati
Payable
A No 05230330000715 50200018460357 628105015636 30186956209
E-mail parts@tridenthyundai.com kelappan@mgfkerala.com, hpsclko@beeaar.com hpsc@ojaautomobiles.com

7. Selectitand input‘Currency - INR’ status.
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8. Save it. It will show ‘SEND FINISH’ status.

Once MOBIS DOP Team updates the system, a Parts Manager can check available amount in
DPOS DP44 screen.
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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

@ [DPI0] Payment S, inquiry | 8 Excol
*DEMLERCODE [mzzzz | *& PSND C POMD [ | *DATE [31-10-2018 -]~ [20-11:2018 -]
Recode 7 of §
SEQ HC) DATE PO o COLLECTION BANK HAME DESCRIPTION AMCUMT SENDDATE STATUS
1 IZITT18EDA A0-11-2018 BCA Collechion Al T EENTICN FULL UTR HUMBER 100 20-11-2018  SEND FIISH
2 | ZIZIZIBNOT | 28102000 | S4T4T4T4 SC8 Collechen Ak FOR TESTING 200 REGISTER
3 ZTTTZVBKDG 25-11-2018  FOR TEST SCB Collection A FOR TEST 200 25-11-2010  SEND FiINISH
4 2ZZI2V0R0S 23-11-2018  [1238 SCE Collection Az 1238 200 2311-2018  SEMD FMISH
§ | IZZEIEKD4 | TER10m8 133a SCE Collechen AL 1234 7.00 REGISTER
6 | ZITNAKDI | 7310018 EDF S8 Collechon A S04 500 REGHTER
T FETTRBRGY 2018 | AAARAR SCA Collechan Ak FOR TESTING 200 FR11-2018 SEND FRHEH
Mesd
» Clggr | sLing{*} sLing-) »* 3@w  » Send
(L] ZEFTTIEK0E COLLECTION Baha ECB Collegtion A ;I COLLECTION DATE A0-11-2018 ;I
PO MO & CREDIT | & NO ™ YES SUPFLIER HMILAIL atnas =]
DESCRIPTION  TO MENTICH FULL UTR NUMBER \ 2 CURRENCY R B
RES 4LIP HO i Given to BankiCourier o 0 ™ YES
L] BANE HAME TYPE CHKIDD DATE AMOUMNT
1 Andhva Bank [ParuenT cansT o G ERERES ]y 3011018 1%

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

FORALL GENERAL PAYMENT TO MIN

O [DPM] Payment S, Inquiry | 5 Exesd
+DEM ER CODE | IXFFE F FIBNO T POMNO POATE | 31002018 =]~ | 30102018 =
3 Reocode T of §
SEQ NO DATE PO o I:ﬂl.l.m*ﬂ(lﬂlli IO SCRIFTHON SEMD DATE STATUS
[ Zrrniskds  Soa120i8 BB Comucion A (HOPCTANISTINSMSSA0Y | J: RECISTER |
2 LIETIEK b F-11-2016 SCD CaBscson J-11-208 | SEND FiNISH
3 Z2ITTIAHOT | 26-11-2018 S4B45454 SCH Coleciion A FOR TESTING 200 REGISTER
4 ZIFTIVENDE 28-11-2018 FOR TEST SCB Cobecion Ax FOR TEET 2000 M08  EEND FiNEH
-] ZEETZRKDS 2F11-2018 1238 SCH CaBeemon A 1228 BOD° 23-11-20M8 | SEND FINIEH
& ZZZITAEM04 | 23-11-3018 123A ACH CoBecion Al A23A To00 REGISTER
1 IXFFENOD | 23012018 EDF SCH Coecon Al E0W &S00 REGISTER
el
s Chear | = Lng=) || = Unkl) ' = S Send
HO ZITIZVOKDE @::mumu SCH Colleclion Alc =] ‘couEcmonDam 30-11-2018 =
PONO MPORARY CREDIT = MO YES SUPPLIGR HLBL AL, |
DESCRIPTION HOFCRSINR1125423R0051 CLURREMCY INR =l
Giviin B9 BankiCouner & NO © YES
MO HANK NAME TYPE CHILOD 80 CHIDD DATE AT
1 Andhra Bank RTGS 2054238501 @ 500

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.
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6. Material Receiving:

6.1 How to read Invoice

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

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.

ORIGINAL

HC14816

08052019

SL+

RL

G General

CJ KOREA EXPRESS IND
28012

006250 =

MOBIS INDIA LIMITED
TAX INVOICE
{Under Rule 46 of Cantral Goods and Service Tax Ruleg, 2017 ihw Sec: 31 of CGST B Sec. 31 of TNGST Act, 2007}
CONSIGNOR INVOICE NO
A MOBIS INDIA LIMITED DATE
ARAKKOMAM NEVI ROAD, NAMASIVAYAPURAM, TYPE
THODUKADU {VILLAGE), TIRUVALLUR (DIST.) PAYMENT METHOD
TAMIL NADU, INDIA. 602105 Ty — SHIP MODE
+91-44-6710 1482 ShmPLE= CARRIER
Fax +91-44-6710 1702 I GCN NO
B GSTIN:33AAECM3018M1ZK INVOIC &= SEAL NO.

STATE:33 Tamilnadu
CIN : USG300TNZ2005PLCO56533

TRUCK/CONTAINER NO  : TND2ALD470

CONSIGNEE
c MGF MOTORS LIMITED 57300

HYUNDAI PARTS SUPPLY CENTRE
DOCR NO:XIS07-A, NH-47 KARUKUTTY POST,
ANGAMALLY, ERNAKULAM DIST. 683576
Tel.0484-3297502,95440 63111
Fax:0484-2669173
GSTIN:32ZAABCM4247R176
STATE:32 Kerala

DELIVERY TO .

MGF MOTORS LIMITED

HYUNDAI PARTS

SUPPLY CENTRE

DOOR NO:XINS67-A, NH-47 KARUKUTTY POST,
ANGAMALLY, ERNAKULAM DIST. 883576
Tel:0484-3297502, 95440 63111
Fax:0484-2668173

GSTIN:32ZAABCM4247R 178

STATE:32 Kerala

FREIGHT ORIGIN . THODUKADU Whether Tax Payable on Reverse Charge Basis: NO

FREIGHT DESTINATION @ ERNAKULAM B SIE d LSl Ne e et g

PLACE OF SUPPLY . 32 Kerala

MARKS / NUMBERS / WEIGHT / CBM OF PKG(S) TOTAL ITEMSIPIECES 274 ftems [ 1818 pcs H
AMOUNT :

D 199 case(s) Discounted Value . RS 910,778.04
N/Kgs 12755.890 kgs VOR/EMR S/C RS 0.00
GiKgs :3062.100 kgs Depot S/IC . RS, 0.00
CBM :54.721 Other S/IC : RS, 0.00

E C/Weight ;8425 Price Amount . RS 8910,778.04
HSN CODE : As per the Annaxure Freight RS 0.00

DESCRIPTION OF GOODS * Motor Vehicle Parts LTl RS, DALY
Taxable Amount - RS, 910,778.04
) . ) ) CGST : RS 0.00

* Details are as per attched sheest{S} which contains HSN coade, descrni -
ption of goods/service, quantity, UOM, Rate per unit, Discount Rate, SGST . RS 0.00
Ciscount value, total value of supply, rate of tax, amount of tax plac 1GST © RS, 224 257.49
& of supply. Total Invoice Amount - RS 1,135,035.53

MNote: Please rafer Invoice Packing List for Tax wise Summary

Involce Amount (in Words)

OMNE MILLION ONE HUNDRED THIRTY FIVE THOUSAND THIRT
Y FIVE AND PAISE FIFTY THREE ONLY

Declaration: Cerified that the parliculars given are true and he amount indicatad represents tha pnce charged and that thara i no-fiow of

additional cons directly or indinectly from the buyer

U T

HC 14816

MCEIS [INDIA LIMITED

Aulhorised Signatory

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

zZ-rXC—TIOTMMUOO®>

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’.

i)  Forstock 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) Checkin 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.
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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:

@ DPQOS - [[DP2T]Receiving Entry] EI@

= B oroM @ MoBIS [ COMPLAINT @) wec [ rome B ver ) Locour
DECS S
Deealer Parts Operation System for India & ser Name : DHRLY RATTI Add My Menu

[DP11] Notice®® [DP27] Receif] [DP2E] Receiff. nEEE: R

© [DP27] Receiving Entry

»DEALER COD| 51100 rGR NGO 2019110402 FINYOICE MO | HC 43808 v Invoice Cover | » Packing Cover | » Weight

&, Inguiry | B Confirm|| & Finish | @ Reset | & Print | §g Excel

» 3R TYPE Mormal Receipt «|  » INVOICE DATE W‘ » STATUS @_‘ » Invoice Details | » Packing Details | » Barcode
P GC NG AZETAD » TRUCK NO TH19E7414 » TRANSPORTE v| » TRANCE MODE |:|

+ Trans,Report
+ ACCEPT QT 10] +cLam oty 0] v MAT vaLLE 42,762,682 | » OTHER CHARG 943,91 P
»FREIGHT &k 162,45 | * INSURANCE AMT TI1L87 | » TAX AMOUNT 1200928 ¢ INVOICE AMT 55.5980,44 ; 4 /\
»No of Case VNVENTORY TYF[LS | rSupplier  [HMIL/ MIL iM1084 < |onoofune| B
SEQ CASE NO & ORDER NO < LINE NO PART NO © H/K  PART Name  SYRELY ORDER ACCEPT CLAIM - CLAIM

SUPPLY ORDER
0001 SPDE201911W01 S110043KAE 0001 BE3100<790 BE31 00790 H COLUMM &SSY-STEE 1,00 1.00 1,00 0,00
0002 | SPDEZ01I11W0T S 110049 AE oonz 213382700 2133827001 H FITTING-0IL FILTER 1,00 1.00 1.00 0,00
0003 | SPDEZ01AT W01 S 110049 AE 0on3 2824527000 2824527000 H HOSE-OIL 1,00 1.00 1.00 0,00
0004 | SPDE201911W0T ST10049KE oonz 8266103710 8266103710 H |GRIP-FROMT DOOR Ol 1,00 1.00 1.00 0,00
0005 | SPDEZ01911W0T ST10045KE 0003 2102028002 2102028002 H |BEARING P&IR SET-C 5,00 5,00 500 0,00
0006 | SPDE201911W01 S110043JE 0001 2871055400 2871055400 H | MUFFLER ASSY-REAF 1,00 1.00 1.00 0,00
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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. (|| . 1 une. foparn )

30-11-2016 |
Click” [+ Trans Report | " button to freeze the date and time, 17:00

Click“ B Canfirm " and then“ Finish | button.

Chapter 7
Claims

Procedure
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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:

Type Code Description
Shortage A Quantity of Supplied Parts is less than what was invoiced.
Different Part B Supplied Part was different from the Invoiced Part.
Defect C When the Part has only Manufacturing Defect.
Others G Excess Received/Sub Part Missing/Price Error/Parts Information Error.

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
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DPOS (Dealer Parts Operation System)
)  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.

1 “P@s &> G gouem cowuee o D= G B
o et e Sy irta. 0 Lser Blame 3 DHRUV RATTI Ad My Moo
01 1} Bloscel] (0PET] Secei®l [DP] Recald (0] Claim®| mEEE"
O [DPA] Claim Endry & Inquiny | B Seve | f7 Delete | g Besat | 5 Ewesl
+ DEALER I:I:I‘I:I-EII | I 0 SEI.ECT:I_:_Ih'ﬁl ﬂ + Change | » Cancal » Sand | + Parl Seanch
« RELATION MO | | eran | = SUPPLER =] 3] = Unet-)
uy.ga,.;. ONDER roﬁ TYPE
et I oLl i B e LB B el WO AKE u"'t“' | RIOUEST (XSS joueEEATION "
A
STEP 1: Enter STEP 2: Select Line (+) to enter
Dealer Code the data of the claim part
[ \& 005 mezsictem eart =
- 0w 8 scem W o [ e e [usan
2 DPOS % & i
ot P i Bt O s User ama § DHRUV RATT) A My M
[081 1] Metice™) LOFETY Receir. (DFIR) Mecsit, [ORM] Chl'll".::l manE®
o [DPZE] Claim Entry & Inquiry | @ Save | [ Onleta | g5 Fecet |50 Excel
» DEALER CODE | : + SELECT :'I;'Iam" 3 « Change ¢ Cancel = Send |+ Pan Seach
+ RELATION Nib cRAs | =l sueeuen | =] «Ling(+) |« Lina=h
JE——TTTET GRDER  Grocy TYRE
Mo ' meLATiow g AT w0 L sifvriai WO IME BCSPATCD pRaupsT 0XCESS (OMPENSATIO (1]
T |~ 0w
\
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
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[ ov0s- rorascasm ey =)
3 DP(@S ) 0w 8 sl T e [Dew e @usan
e s i B v 0 Ut Name £ DHRUV RATT) Ad My Mo
08 £ oticetl LOPETI Pacaiv. (DFZ61 Meceld? LOR2E] Cinim'S) ; manE®
o [DPZE] Claim Entry anuuny 0 Oniea | % Fesed | 58 Excel

» DEALER CODE | : + SELECT :'I;'Iam" 3 « Chinge ¢ Cancel | = Send |+ Pan Seach
+ RELATION Nib cRAs | =l sueeuen | =] «Ling(+) |« Lina=h

ORDER

NV OICE STOCK
W RELATION RO PANT B3 SUANTITY CAZE NO
R WO JME NCTPATCL proUEsT CXCESS OMPENSATION "

T — um

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

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

[‘ﬁﬂ RS - | [CPR [l Bitry] (== |
- B 8 eoan o CoMeT [ [Jree e B uean
4 DPOS &2
D Pt Cpmmen e ey 0 Uiy Names : DHAL RATT Add My Manu
.
[0R11] Medes) (0P2T) Ascaly, (DPZ) Faces®, (DP2) Clalm® ol 1.1
@ [DP3A] Clalm Entry @, Inquiry | B Save | ) Delets | @ Peest | 59 Evest
- DEALER CODE | : + SELECT [Clalm =] ¢ Change | * Ean:nl@ Par Spaech
+ FRELATION K v FLAG =] - SUPPLER [HMIL / MIL LATEA ~| « Lingi+) |} Linn-}
Aeeods 18 of 517
2 GROER DATE e
L+ ] RELATION N0 PART NG QUANTITY FLAG HEMARE UXER HAME
LIRE WO NEGUEST  CANCEL PEAGT
T CHI 2000 GE30 1200 100 o2 REJECTED FROM COPORATION | Fed Mall / 217 16-03-2017 Panrs)
B CHNGINON  (énERI00 1.60 | 0089
g CRONEM0NE | 19800 TAN 1,0 T%HED EROM CORPORATION |New Part Mis 25--2016 —
\
STEP&: Aftﬁ;thfvﬁllii;“ciﬁ:rfceeg‘tzd the claim STEP 6: After saving the claim, the STEP 7: After saving, Please click send button
“Acceptged from the Cgrporation" flag will be changed to “Saving” to send the request to the corporation

[1) 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.

Claim Numbering System

Relation No.

Claim Year Claim Number

\/
Claim Month

* Note: Code ‘C’ is specified for Claims
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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.

Claim Type
Evidence type
Defect /
Wrong Parts Others

9 Obsolete Parts
Parts & Packed Qty Mandatory Mandatory Recommend
Photo Box Label Mandatory Mandatory Recommend
Packing Box Recommend Mandatory Recommend

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.
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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.

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

Judgement Code Description

MOBIS India will supply an equitable quantity of the

Replacement o
£ R correct parts free of cost through FOC invoice.

Monetary M MOBIS India will provide Credit for the invoiced amount.

Rejection C MOBIS India will Reject the Claim/Cancel the claim.

Note: MIN will take decision on settlement type based on the parts availability

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
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G) Claim Procedure

The Claim Procedure flow chart is as given below:

Dealer

MOBIS India (MIN)

7.2.2 For Audio OE Fitted Claim

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

File Claim-DPOS > Receive Claim-AMOS
A
Re-claim Inspection
o Reject
Objection < Judgement
Accept
Close
\4
Receive Instruction _ Compensation
from MIN Type Decision
\4
Return Part to MIN > Verification
\4
Close < Compensation

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

For issue regarding Audio OE Fitted :

Customer

Location Representative Contact Details Mail ID

Postal Address

Chennai | Mr.Bhuvanesan.M 044-67101667/

) ) ) ) G1-SIPCOT Industrial Park,
chennaiaudioservice@gmobis.com Irrungattukottai Sriperumbudur

9710930185 .
Taluk Tamilnadu-602 117
A 27 Mathura Road, Mohan
Delhi Mr. Arbind Shahu 011-40568002/03 delhiaudioservice@gmobis.com Cooperative Industrial Area New

Delhi-110044
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7.2.3 Accessory Claim Form

HYUNDAI GENUINE ACCESSORIES CLAIM FORM Claim Date:
Dealer's Attention : All this area must be completed to receive credit.
Dealer Name: Applicable Car Model gf(;z/';l:ér?:glc%r”_ No
Dealer Code: Claimed Part Number Part Name:
MIN. Invoice No: Car Registration No: VIN no Variant:

Dealer Address: i
Sales Invoice No:

Sales Invoice Date:

Dealer Replace Date:

Accessories Manager Name

Mobile No:

Customer Name

Mobile No:

CUSTOMER COMPLAINT ANALYSIS

Type of Claim!!! ] ‘ Claim Description!!!
| | | |
E Excess M Damage
[ | | |
w Wrong Shipment P Price Error
[ 1 [ | [ |
Short Received (e] Others
[ [ |
D Defect
[ [

Dealer's Assessment/Judgment

Mobis Assessment/Judgment

Claimed Parts to be returned after
confirmation form MIN Claim Team.

Problem Description

Photos

Damaged or Defective Accessories Photo

Remarks

Dealer Claimed Date:

Claim Received Date:

Dealer Stamp:

Date:

Dealer Signature

Name

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.

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
iii) Insufficient packing
v) Rust, corrosion

ii) Ordinary Wear & Tear
iv) War & Allied Perils

B) Guidelines for Transit Claims

B1) Examine the Consignment
i) After receiving the consignment, dealer should check all the cases for any damages.
i) 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.

e BASIC O/c  Oepal | Prce  Sawes  Froms Toml Yars Materal
omo rEO aTY MRE PCC yaLwE VALUE 7 Amt Tax amt At wrpl e
DROERED  LIST BASK 0D Vo R air Sales SAD 5.
Lo PHAME PART RO PRICE BIC BIC  EMR SiC SIC Tax% Hhn 5 Jource

CASE ND : SPD3201611WOD1GD05561

36FRT CEVEALTIOD 10 #2000 A ET08, 20 708,20 6030  67E3.50 1a8.37 !l.l}ll;l -
k003 FVC CABIN MAT OEVEHLITGD TEEO.OO0 14.00 0. 00% .00 i.00% LP m

.09

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) Foraccessing 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) Fornew 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) Enteryour Login ID and password.
iii) Click on Claim Intimation icon a new window will be opened.
iv) Enterthe 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.
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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

£ Chola®MS )

AERRE AL iAE Ranic

Cange Crmmect

0 Wabiome Toiks QTR Orpanizsbor  CholsManneiluw @
el

Step 2:- Chck on Claim |
Notification FCON,

L'.

\

Chola M5 Warkflow Management System
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Receiving Acknowledgement

Step 3:- Enter the palicy
numbes, Date of knss, Cause af
loss & Nature of boss details,

Step 4:- Enter Part
detadls, and claim smount
detads to be Rlled.
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CholaMarinsiy = L

Claim Matification Detalls

Liss Location Detalls® (Enter detalls of the place of sccidentfinss)

Loas Locabon Type - Admes - Ling 1 Ay « Lins 7
Ll M 1 vy} At il Cpiamticl
Pl o Habe Couniry
Contact Persan Detalls® {Enter detalls of the person to be contacted for fwrther information )
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Step &:- After submitting the claim the
g 2
Adrga - Ling 1 Adcriay - Lna 3 parts manager will gat a message and
; il with the comment “Youwr Claim
Liwel M (1 ) Cagtrace
i £ 2 lodged succesaiully and your claim
Soote Stap 7o Alter antaring sl the reference number is 1-1314-00005317
data please check and

click submmit the claim,

Wit Murmber Ll

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) Referthe 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) Referthe tabular column for the list of documents to be submitted to insurance.
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Steps Dealer’s Work

Document to Submit

Address to Submit

Time duration to submit

1 Claim intimation

Claim intimation - through Portal

https:/bpm.cholainsurance.com/cargoconnect/

Dealer should do within
72 hours from the date of
consignment received

Monetary Claim
Notice on Carrier

N.O.C on the dealer’s letterhead
should be signed by the
parts manager / dealer principal

To the Registered office address of the
Transporter. Through registered post with the
acknowledgement copy (RPAD)

Dealer should do within
48 hours from the date of
consignment received

3 Proof Submssion

Submit photo copies of

1) Invoice Copy,

2) Packing list and

3) Consignment note / GC note /
LR copy to the surveyor at
the time of survey

Copy of documents to the handed over to
Surveyor / Upload in the portal. Original to be
sent to Insurance company Chennai office only.

Surveyor will be appointed
within 3 days after your
intimation

Document
Submssion

Send all the original document
to insurance company. Refer the
tabular column for the list of
documents to be submitted

To

Mr. Elango K, Manager - Claims,
Cholamandalam M/S General Insurance Co. Ltd.
Rashmi Tower, 2nd Floor, 1Village Road,
Nungarmbakkam, Cheenai 600 0034.

Mobile : +91 89399 43723

Tel.: +9144 3098 5846

Email : elangoK@cholams.murugappa.com

Within 10 days after the
date of survey

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:

<10000

Claim Intimation through web

portal (within 72 hrs)

10001~24999

Claim Intimation through web
portal (within 72 hrs)

>25000

Claim Intimation through web
portal (within 72 hrs)

Claim Bill

Claim Bill

Claim Bill

Marine Claim Form

Marine Claim Form

Marine Claim Form

Self Survey Report Surveyor Report Surveyor Report
Salvage Destruction Salvage Destruction Salvage Destruction
Photos Photos Photos

Invoice Invoice Invoice

Packing List Packing List Packing List
GCN/POD GCN/POD GCN/POD

Monetary Claim Notice on Carrier
(within 48 hrs)

Monetary Claim Notice on Carrier
(within 48 hrs)

Copy of NOC to Insurance
Company

Copy of NOC to Insurance
Company

Register Post Receipt/
Acknowledgement copy

Register Post Receipt/
Acknowledgement copy

Damage/Shortage

Damage/Shortage

Certificate

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.

Objectives

Actions Required

Parameters

1. Correct Ordering

What to Buy?
When to Buy?

Profitability v/s Loss Inventory
Stocking policy

2. Optimized Inventory
Levels

How much to Buy?
When not to buy?

Inventory Analysis
Demand Trends

3. Efficient Storing
Increased Productivity

What equipment to use?
Where to store
How much area?

Equipment Selection Criteria
Storing Guidelines

Bin Numbering Guidelines
Warehouse Area Calculation and
Layout Guide

4. Increased Sales

How much to sell?
When to sell?
How to sell?

Principal’s target, UIO, Vehicle Sales,
Market Share

Demand Trends, Stocking Levels
Discounts, Promotions, Campaigns,
Coupons, Melas etc.

5. Effective Demand
Forecasting

How to set demand?
What to stock?
How much to stock?

Sales History

MOS, Turn Rate

Fill Rate, Service Rate
Demand Patterns
Competition, New Models etc.
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8.2.2 The Major Focus Areas

MOBIS India Supply to

Dealership
/ Inventory Management
On Time Parts supply to Sales Support Profitability to
Workshop Functions Dealership

Car Sales Support Parts Administration

Support

Service / Customer }

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

e Complexity in the no. of Models and Variants

« Higher Import components ratio in premium cars

« Changein 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 (UlO): 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.
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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) Itisimportantto 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.

Month End Inventory

MOS =
Last 3 Months Average Cost of Goods Sold
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IDEAL MATRIX - MOS LEVEL FOR DEALERSHIP (M’)

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:

Repair Order Parts Supplied to Workshop as per RO requirements (Days)

o No.ofOrder | No.ofLines(rems) | HIRots | FliRale | EliRele | FilRate) | FlURete) | cnvonaa
1/7/2019 10 40 95.0% 96.0% 97.0% 100.0% 100.0% 100.0%
1/8/2019 20 100 93.0% 94.0% 96.0% 98.0% 99.0% 100.0%
1/9/2019 15 75 98.0% 98.2% 98.5% 100.0% 100.0% 100.0%
1/10/2019 22 50 90.0% 92.0% 95.0% 97.0% 99.0% 100.0%

Average (Fill Rates) 94.0% 95.1% 96.6% 99% 99.6% 100.0%

Dealer Class
Distance From PDC Part Class
S A B (04 D E
A 1.6 1.8 2.0 2.2 2.3 2.5
B 2.0 2.3 2.6 2.8 3.3 3.6
1~50 Kms
C 3.5 3.5 3.7 3.9 3.9 4.0
Total 1.8 2.0 2.2 2.4 2.6 2.8
A 1.8 2.0 2.2 2.4 2.5 2.7
B 2.2 2.5 2.8 3.0 3.5 3.8
50 ~ 150 Kms
© 3.7 3.7 3.9 4.1 4.1 4.2
Total 2.0 2.2 2.4 2.6 2.8 3.0
A 1.9 2.1 2.3 2.5 2.6 2.8
B 2.3 2.6 2.9 3.1 3.6 3.9
150 ~ 200 Kms
© 3.8 3.8 4.0 4.2 4.2 4.3
Total 2.3 2.4 2.6 2.8 3.0 3.2
A 2.0 2.2 2.4 2.6 2.7 2.9
B 2.4 2.7 3.0 3.2 3.7 4.0
200 Kms above
C 3.9 3.9 4.1 4.3 4.3 4.4
Total 2.5 2.6 2.8 3.0 3.2 3.4

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

Sample Case: (Refer DP47 Screen in DPOS)

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:

Stock Order Other Order Types
Dealer Category Target S/Rate
Order Type Dealer Category Target S/Rate
S 98% <10 Days
98% <10 Days \ All Dealers 95% <7 Days
97% <10 Days E All Dealers 94% <10 Days

97% <10 Days

96% <10 Days

m|oOlO|m|>

96% <10 Days

Request First Allocation Fill Rate %

Date Lines Pieces Lines Pieces Lines Pieces
4/8/2019 534 994 534 994 100% 100%
5/8/2019 433 761 433 761 100% 100%
6/8/2019 440 655 430 625 97.73% 95.42%
7/8/2019 454 687 432 654 95% 95%
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8.3 System Environment for Dealers’ Inventory Management

1) Ordering

VIII) Order
Qty. Calculation

11) Expediting

Inventory Control
includes

the complete range
of

operations

VII) Demand
Forecasting

111) Receiving

1V) Stocking |
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8.3.1The 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

Inventory Cycle

Reorder Point DMD Increase

Stock
Level

R DMD Trend

Working during Lead Time
Stock \ | ° /

Average DMD3
Safety
Stock
«—> | «—>
Lead Order
Time Cycle Stock Out
Requirement of _ Safety Stock + Lead Time
Objective Stock Level . Stock + Order Cycle Stock

Safety stock + Lead Time

Reorder Point = Stock

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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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:

70% by
A) The idea of classifying inventory into groups for ordering Sales Value

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 20% by 10% by
Sales Value Sales Value

FMS Classification:

A)  The FMS (Fast, Medium, Slow) classification is based on the 70% by
sales volume in terms of quantity sold for each item. Sales Quantity

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: 20% by 10% by
Ideal Ratio of different category of stock is described below: Sales Quantity Sales Quantity

F M S
AF (2%) AM (4%) AS (2%)
High Value High Value High Value
Fast Moving Medium Moving Slow Moving

BF (2%) BM (8%) BS (10%)
Medium Value Medium Value Medium Value
Fast Moving Medium Moving Slow Moving
CF (3%) CM (15%) CS (54%)
Low Value Low Value Low Value
Fast Moving Medium Moving Slow Moving

ABC : Classification for Amount; FMS : Classification for Quantity

91




HYUNDAI

HYUNDAI

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:

S. No. Part Number Part Name

Qty. Sold

Unit Cost

Total Amount

1. 27482 -05000 SUPPORT

300

125.00

37500.00

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.

Profit
Generation

0 cCc —o <

Items (%)

Fig: Distribution of inventory for sales

Cost
Generation

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

@ DPOS - [[DP36]ABC & FMS Analysis]

L2 )
DEGS
Dealer Parts Operation System for india S User Mame @ DHRUY RATTI

[DP11] Matice™ [DP28] Claim®. [DP57] Counté [DP36] ABC &

© [DP36] ABC & FMS Analysis

[E=5 Bol ==

B oroM @ MOBIS [ coMPLAINT [@wec [ nome [ HER |E) Losour

Add My Menu

nEEEN

Dealer Operational Months 6 mns 12 mns 18 mns 24 mns
MOS 4 2.5 2.0
First Fill Rate 90 95 98~99
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Sl s 2l |10 1. Dealer Code 5. Process the schedule | L-Precess |
» DATE 04-10-2019 =~ [ ma-11-2019 ~ . & Press OK Button
» PART TYPE|OEM Part = 2. Date Range
» #/F CLASS 0] % 3. OEM Part 6. After “Inquiry “ will get
remcLase] w% 4. ABC/ FMS Percentage fetch the SOQ Analysis for
» C/5 CLASS 0% the required Period
DATE - <|~ _-—-—__ ~| PERTTYPE |
DATE PART TYPE FILE NAM STATUS | ~
| 03-11-2013  OEM Part S00Analysis_S1100_ALL_20191004_20191103 xls FIMISHED | |E|
2e-10-2019 S00Analysis_s 110020131001 20191022, =15 FIMISHED o
22-10-2019 | OEM Part S00Analysis_S1100_ALL_20191001_20191022 x5 FIMISHED
31-08-2019 | OEM Part S00Analysis_S1100_ALL 20190801 20190831, xls FINISHED
31-07-2019 | DEM Part S00Analysis_S1100_ALL_20190701_20190731 %l FIMISHED
30-06-2019 S00Analysis_51100_20190501.20190630, %15 FIMISHED
AN-NE-2n19 MFERA Part SANAnalusic STIO0 AT 2N1A0RNT 2M1ANR3N «l= FINISHFER
Step 2: Review in Excel Sheet (ABC/FMS Analysis)
4 DPOS - [[DP36]ABC & FMS Analysis] == ]
A B proM @ moBIS (W COMPLAINT [@wec [ vome [ Her [ rosour
DPGS &2 Bonn s
Dealer Parts Operation System for India i User Name : DHRUY RATTI U
Sove i [ Destae N ~moB-
[DP11] Notice?, [DR26] Claim?, [DPET] Countd] [DP36] ABC & Ey . W i mE=s”
Focort Placen (g 2
@ [DP36] ABC & FMS Analysis | |l '-_k S @ s
. : ) |
»DEALER  [S1100 | N = e Computr- e » Process
» DATE 04-10-2019 =| ~ [ 03-11-2019 Uicrien ’ .
PART TYPE [OEM Part - A
' W CLass — Compte Save the ABC/FMS Excel
3 4 .y o
i analysis sheet
» B/M CLASS 0% e
» C/3 CLASS 0%
fia para == I O T |
DATE -~ =|~| _——~— | P&RTTYPE tevmivr [T =] el @ Inguiry
DATE PART TYPE _FILE NAME STATUS _ -
| 03112019 OEM Pan S0QAnalysis_5 1100_ALL_20191004_20191103,xls FIMISHED | |E|
2e-10-204 SO0ARalYSTs 5 110020191001 20191022, x5 FIMISHED b
22-10-2019  OEM Part 500Analysis_51100_ALL_20191001_20191022 xls FINISHED
31-08-2019 | OEM Part 500Analysis_51100_ALL_20190801_20190831, xls FINISHED
31-07-2019 | OEM Part 500Analysis_51100_ALL_20190701_20190731,xls FINISHED
30-06-2019 5004nalysis _51100__20190601_20190630, xls FINISHED
AN-NR-2119 MFERA Part SOMAnalu=sia SO0 AL 2M1ANRNT 2NTANR3N wl= FIMISHFER
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Step 3: Review Step 4: Excel Pivot Table making for SOQ Qty Fixation: B

E towe | ieamn Buta  Bwm e B-x Eﬂ: meme | e | Pegtlamd  Fommam Wew | Oviem  Deugn - =X
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Tkl - Faal u _.“wvllﬂ‘ = Inpir - hter ] emng Vibies rarrieni Eartu RN T Trsd |
I T Y 77 2 I o - - ¥
i = = 5 : - = - . : - - - - - - . - = - .__l_ e x e = T e 2T T T P P R e e . = —
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il gm0 | D3 |aPs | on |wseewr| me | s | s | ;s | el |oow | o - Chetie Aol ket [
& FLTER r
. ! — ws.re 1 3
ENGR 2 - &5_Phd
21 FEMITEY o nal & A6 4| nmi08| apaaT|  0dpjF 0 24| 1850 5 | Pretlab ] |l imes e 06
] FLUG A a5 par
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il i
I AG5Y. +] g s =13
5 X 1BESTIEORD. | SPRRK Shdd] a0 BOME nHOE ReTY]  mwE i | 40TEEE 13 AF5_OHAD TV 2
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Step 4: Excel Pivot Table making for SOQ Qty Fixation: A Step 4: Excel Pivot Table making for SOQ Qty Fixation: C
'-".I | Home Eviexi Pagt |asad LE T fieta Bruigw  Wiew Dgbiam =5 Lt
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Step 4: Excel Pivot Table making for SOQ Qty Fixation: D Step 5: SRT Table Updation (As per Guidelines from MOBIS)
O [DP33] Supply Rule Table Entry & inguaryl B Zave
| 2% doa - T T = ; AT R~ T sy e —
NGl MM T e & | d gl B # e ) ST B 'DEALER CODE  [31100 [t 3008 |
[ ™ ot vl | MR e IO )| Gl Merpe 2 Comiar ) B e T el TR | B O DG e et —_—
Thptuind . Farl . Angrmist . fsEn - ity iy g
| . A% pl — Amageufﬁfs_h!l&‘-' : i M m A3 B B2 By a1 o2 a3 o oo Bl
[a LA ] Tocey WY A T - 6 l..#n | 4 | 4 K L 'm;lmu  ex e - = = = 9:.‘ . )
; e bk b 0 b reper (d-] CLASE - —
¥ Labels = [ fpruce : :
4 fow Labels A 8 i Grand Total “ﬁﬁm [ PO PITCH (T) 025 025 035 05 05 05 1 1 1 L] e a
: :‘ :-;:j:ﬁ ﬁi:fl: :::::m xyﬁ xx'_.m P.0 OPERATION LEVEL (0L} 055 055 0.5% 0.9% 055 055 045 085 045 o a g
A A IIIDSHAE AIELTTI0N SBLSINN2 1M ASS0ED H_':j_';: [ ot ROP for 800 [ 0 [ [ o o [ o o [ o o
: e Tokal J8SARTNEY FTEAINTHT STES11ANIT LAS2OTEISE "i_l'\'r_ﬂ.l = IDQMFBQ o . o F ry P S i o B o ¢
1 E-{:::c; MOE for EAFETY ETOCK 05 0.5 0.5 0.65 0.65 0435 1 1 1 ] [ 8
n W K - - - - - - -
= Mm“w::;:mmmn*hm J ¥$ﬂ 1 |nmmum*rmmmm ms;] ma;_[mf.é ums;_j maémaé msé maéma__jm&__.j ms‘_j MI:::J
- the datn from smecued fesd e o
E s T *MAMD (MM) : __(Demand excluding Max, Min among 12 month Demand)/10
it ' A e [+AMD3 : 3mo Averaﬁawement Data
= . -AMDG : b months Average Movement Data
2 : [ _ *AMD12 : 12 months Average Movement Data
= Eifovitee T om +MED : 6 month MEDIAN value
H. MERENS = | Aol T
i
2
4
0
Ry
= Mesragn slngueyisckay. "

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

-~ Step 6: S0Q in Excel file for Review & PO Placement
= hemr | et Sgelgwd femsis  Deta beiew s Opiom fein o -2x

[ [ Men - AL T o ) 3 =K e e
i Laibei 1A e eng Test e I | ; i
| S Ly Comy TR i e [t ‘(“ ;. E 'ﬁ ; -‘J - }_'J" ﬁ © [DP37] SOQ Process @, Inguiry
| P rmirane B4 RO e A W W ARER Hwerpeblre (4% ,mq'l:ﬂf:' *ez_ R s e
i L J Mo sl L £ Eanny » DEALER CODE [S1100 | » PART TYPE ~|rclass|  ~|vsALESTYPEALL  ~| [+ 500 Reservation || » PO EMTRY
| A3 » = & Average of AF5_MaAY E
..II.-l A B C | o | E F (r} H ] 1 [ 4 L ‘m“u - Fecode 21 of 344
i e @ SEL DATE PART TYPE FILE NAME STATUS
. i poEERDEERS T | 24-04-2m19 500_S1100_ ALL_20190424_ ALL ALL xls FINISHED
5 [ueiage of 455 Waw Jrobamn Libes = s P T . —_—
T = i = T gt -- [T 2-02-2019  TOEM Pan 500_51100_%_20190222_ ALL ALL xls FINISHED |
$IF o M3 e ) _..ZH.MJE T Zo-01-2019  OEM Part : FIRTSHED
5 an @ W ™ B | 03012019 |OEM Part [WRteeas RS i FINISHED
: s o ":2 ;1: ﬁ x e L [ | 26-12-2018  OEM Part v [ Deiee 7] rmgB FINISHED
3 -ty [ 07-12-20018  |OEM Par . — FINISHED
5 o e [ 06-12-2018  |OEMPart| == | i Dt FINISHED
A _RIT_RE Fiacert Places 1 - il Fabibip
i || #awsrs ais [ OB-12-2018  |OEM Part - FINISHED
u EARS AR5 4 ™ 11-06-2018 |OEM Part Q Hetee FIMISHED
E (TS _oHan_qTy =i Lyetdem | it
ﬁ = ﬂ A =] [ 21-05-2018 | OEM Part FIMISHED
e m T | PeC—— [ 05052018 OEM Part * o _
i  Rpotime 1 Conisbes r 02-05-2018  OEM Part [ B3 byt Open the §OQ Excel file
17 t | s ec s = - 02-05-2018  OEM Acc from this screen for
18 8 Hﬂ r 0E-05-2015 reviewing and ordering
L Iy
% g ] - | [ 20-04-2018 | OEM Part oo
= = | it i [ 19-09-2016 FINISHED
P s | iy ™ 16-08-2016 |OEM Part FIMISHED
]| | 2g9-06-2016 Hlapama: [ 7 [Cam FINISHED
u 13052016 |OEM Part Swmmpoe  [Wonaan e ro0 =] Cncel | FINISHED
= Deber Lt e
WA o 21-mE-ems I FINISHED
Fowdy O i~ it r 25-02-2014  OEM Part S00.51100.%_20140225. ALL ALL xls FIMISHED
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B) SOQ Calculation Logic

The System generates Suggested Order Quantity on the basis of below formula:
SOQ =EMD x(LT+T+OL) + S/S - (OH + DI) + BO

EMD : Estimated Monthly Demand OH : OnHand

LT : LeadTime (0.25 Standard) DI : Dueln

T : Pitch (Frequency : As per Part Class BO : BackOrder
OL : Operating Level (0.95~0.85) S/S : Safety Stock

Sample Case:

If EMD =210, OH= 50 DI= 25, BO=0,

.25 Months),

T =Weekly Order (7days=0.25),

LT =7days (0
OL =0.95,
S/S =105,
SOQ = EMD x(

LT+ T+0OL)+ S/S - (OH + DI) + BO

Then, SOQ = 210 x (0.25+ 0.25+0.95) + 105 - (50 + 25) + O = 345 Nos.

8.3.5 Ways to Achi

eve Greater Heights

Best Parts Operation
Inventory
Skills Upgrade
New Model .
Inventory Plan

Obsolescence
Control

Optimum _—~
Inventory ~o

Order
Management
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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:

Skills Upgrade of Inventory Personnel
Effective Order Management
Obsolescence Control

New Model Inventory Planning

oo

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

. _ Reforms in

Achieve Establish Stocking / Best
es

Inventor [ i

v y —> Consistency in —> Removal of _> Performance

Target Performance

Dead Inventory

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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L. Time/ Type of : .
Stage Activity Frequency Parts Check Points Stocking
N . By Vehicle ACCI-denta| Sy Minimum quantity to
1 Initial Stocking L h & Critical (IDK) meet emergency
aunc Parts Only requirement
* Consider the Identify parts for
; segment/nature of stocking based on the
Review : .
T 4~6 weeks full Parts the vehicle check points
2 olfrlsjartiwew after Vehicle list given e Any Initial quality Decide the stocking
Launch by MIN pr0b|ems reported quantity based on
« Initial workshop/ Yehlcle salgs expected
service feedback In yourregion
Regular Demand for regular
Fortnightly replacement replacement parts like .
. Increase stocking of
Replenishment for the parts & filters, brake pads etc A e
3 " . . . . periodic replacement
Stocking initial 6-8 parts which starts increasing after
S parts
months have started initial 3-4 months of
moving Model Launch
Ordering Afr':er 8 m?nths,
Based on when parts As suggested by system based on SOQ
demand
SOQ only .
trend available

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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8.4.4 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 1t 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.
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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:

8.5.1Stock 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.

Type Approval Stock Correction Purpose Results
Physical Statutory / Correctness of
Inventory Al Al Audit Purpose Financial Accounting
Cycle Count Monthly or
or Perpetual Quarterly or Improve
Inventory Half Yearly Monthly or Quarterly or A SIS / Perfect Inventory
Handling Half Yearly s ccur?;y . Management
As & When upport Farts
orIssue Required availability
related

Note: The Stock to be adjusted immediately as per above guidelines by using either tools in DPOS DP34, Stock
Adjustment screen.
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8.5.2 DPOS DP 34 (Inventory Adjust & Physical Inspection)

e Pt Comr S e vl 8 Lt NGIR | K. RAMACHANDIRAN Ada My Manu

=
] D [DP34] Inventory Adjust & Physical Inspection &, inquiry | B O Ciplots | & Reset | 3 Excol

* DEALER CODE | ZE5il * DATE 23-02-2009 __"'_I- 02-03-2004 _:_! + STATUS ___"‘j * Finigh ' * PatSearch | * File Upload
* FAAT MO * ADJUST GO =] s mosssTEY =] * Lingds) | * Lingi)
O INVENTORY ADJU ﬁﬂ{ Fecon 3
WUSTMENT NO PART MO PARTNAME  ADJUST CO  REF MO LID TYPE ON-HAND WIJUST GT°  MAV REMARK  ADJUST BY STATUS
I00B0ZTE0002 NPMNB Ted Part Hame Abnormisl Rece 05 000 1.00 o LEH FIMISH
0R0ZIE0001 NPNB Teul Par Name | Abnormil Hioe LS 0100 1.00 o LSH DELETE
e ZEID0QZTEE TILTERASSY-EN Stk Retsarch L5 S2.00 1.00
i : -
— kogll & [P 34 Jleventory Adjust B Physical inspe. e
Ll ]
STORE =l PART NG Z
LOCATION = ON-HAND =
O PHYSICAL INSPECTD = PRINT & CEmikation
ITEM PIECES AMCEUINT

MEsage Frocess i Competed

[P Motice ™ OP10jQ&A 7 DPSE WS Sa” JDPT] Deiler”™ P02 Deiter™ 025 o Mas OPE1}Sales ¥ oeanaec & [SRIRGALY nEem"

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

Example:
1) Abnormal Issue (Al): 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.
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8.5.3 Physical Inspection Process

Yearly stock

taking plan
establishment

Identify &
analyze reason
for discrepancy

Monthly D
Settlement > one

Y

Put the results
to ledger file
(System)

v Report Pl (monthly) &
special stock taking

Periodic
Stock taking?

Special stock

taking
Y \4
Y Put the
— | results to ledger
\ file (System)
Item selection
for yearly
stock taking Within Criteria T
(location wise) T : 53
. Confirm 0 S
Recounting? : 23 a
- recounting 525
Periodic results S oo
Stock Taking s 22
......................................................................................... ©
1 2
\4
Item \ 4
selection for Counting Report final
: 5 . p ina
daily stock by planner Recounting |- results
taking
Criteria for » Quantity:+/- 30 pcs; Unit Price - 250 or more; Value: +/- 250 or more
recounting » Any discrepancy above these limits is listed to recounting.

Atypical 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.

104

HYUNDAI

MOBIS

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.....cccoceeveiciunnnns Daily/Weekly/Monthly
Ref: DP16, Inventory Master Information

b) Ageing Stock Analysis File......uucceeirccierinieenirieennas Monthly/Quarterly
Ref: DP20, Ageing Stock Report
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C) S0Q file for Order Placement .....occcevveveeniecenennnns Daily /Weekly
Ref: DP37,S0Q Process

d) Back Order file e 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
AUTOMAXTOOLS
5C/1, 3rd Floor, New Rohtak Road, Opp - Liberty Cinema, Karol Bagh, New Delhi - 110005
E-mail ID: info@automaxtools.in
Mobile - 09958057547
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For your Dealership Stock Health Status, check Dead Stock upto 1year time period
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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.

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

DIr Class S A B ©
No of items 400 350 300 250
No of Orders/Month 30 30 30 30

Desired Stock Level

(DSL) MOS will be fixed for each category

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 gty. 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 gty as order qty., then 2 qty. will placed automatically by the system.
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Computer Assisted Ordering: DPOS Screen

DP 97: Monthly System Parameters
Pmamm&whm:rma @UserNarra:nraEIZEST OPERATION Add My Menu

[DP11] Notice.® |DPOS] Custon. [DP0Z] Dealr® [DP5E] Counte™ [OP16] Iment B [DPT7] Dealer® |ng?]runnth|.ﬂ [OP78] Partw B [DP0S] Rate W2 DEOS| Code b MBS B

& [DPST] Monthly system Parametas. 2 A, Inquiry | 52 Exel
- 1 2 CODE | 62202 | vy 05-2015 —|| » Patt ko | ‘PartERC | | 3
| ={=Td]
e Lﬂ.ﬂ..u.u.\
Fartho ) Penmissiole Range Hems PurchaseRate  Lastmonth Total EMWD CAD MOS
S PartMame LR W Desited Faclor  Purchasecosl  Desied Faclor Facir | SYSTEM S5L
y  |UEMI853100 a1044 el B1 11266 4 1783937 71,332488 2 1 13
SEALAMT KITAMS GLA )
TT 5306203
2 21044 ar 50 1,000 1 1783322 71,33288 2 1 100
BOLTAMNYAS HER)
132106003
3 21044 el 57.23 150 4 173922 71,33200 2 1 100
ML ThANASHE RS
2630007750
4 21044 7 6 TH6G 4,123 5 1783322 53,49966 3 14 278

FILTER ASEY-EMGIME

1: New Screen for CAO (Computer Assisted ordering ) for Dealers to check monthly
selected parts for CAO.

2: Month filter given to check Monthly selected parts

3: System SSL is the Suggested Stock level for the CAO selected part

 Messane : Inculry IS ok~ Debig

LEST OPERATION

Diesier Parts Opavafisn Systam forndis & Lizer Mamz : pra Add My Menu
L]
P11 Motice  [0F78] Panw..ﬂl rEsE"
© [DPTH] Pariwise G- 3 i Lines &, Inquiry | g9 Eieel
: =R CODE | 58202 l 'DATE | 30052015 |~ 30-05-2015 ~| rPartho | Mo |
1 2
p i
SEQ Date Par Ko Par Marme A Cr-hand BJO\On-Ord CAQ Bty PO LnNo | | PO Order Mo
1 20180530 ORMS3RE100  BEALANT KIT-WWS GLAE 1n il ] Il 1017 oom 5320215F 0
2 2DME0530 1125406203 BOLTMNAASHER) an 0 1] i] Goa ponz 5820215FJ0
e} F01E0520 12327106002 | MUTAVAWASHER) q o a a Qoo nonz2 S320715F)D
| 4 20180530 2630002750  FILTER ASSY-ERGIME © B5.5 o a a 1,BEO oon4 5820215FJD
1: Based on the Dealer consumption, CAO order lines will be generated every day.
2: Purchase Order Number and Quantity can be seen here.
3: Purchase Order date filter is given
7 Message : Inquiry is okay~ ]
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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:

Current CAO

Poor PO Accuracy No errorin PO Frequency & Qty

Manual (High Time Consuming) Automated (for Fast Movers)

Order Frequency is Less Daily Order as per DMD

Abnormal Order Pattern Regular Order Pattern

Sometimes Stock Out situation All Time Uniform Stock

Fill Rate is Below Target No Drop in FFR possible

Manual Inventory Mgmt Controls Automated Ordering results in Good Inventory Mgmt Practices

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

8.8 What to post on DP74 (Technical Query)?

Part No. confirmation.

45 O - [ ] NSl & 1 4]

DPos D= @ Qe
T P e Sy s N Lt b | T CHEPTHABMANLAL IANBR el My Miras
S —
O [D974] Dbl 0 &A 0 oy
AR ol :_] T ;] ot
BT e +PRAT MO
CQOATE |20 =] - Emmm | + DEALER gl —

B TECHMICAL CEIES TR

O TECHMICAL QUESTION
ot (2}
* ATTACHFLE (n) €+ FDelote

| woTE
L Mt wrlect the Cas Mame,

t B inchode Parts Wssagsr
Mg R Coatsct detads in

QUESTION agch gopry.

7. Wirite Sisbiect om svery quiry whathar it may ba Part N, cordinmation, Pricing o
Wetng Part, oic.
Aitachmsnt i mand [Mantion clasr B correct Rarmas bnciuding Wiong e
To leeficase B Qo for quick relerence.
V1N K, h et
. PG e b el

S S i et

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:

Person S.Rajiv

E-mail rajiv@gmobis.com
Landline 044-67101446
Mobile +91-9940335057
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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.

HYUNDAI WRONG PART EZ::::EZZ ::\:I(;ODelhi
MOBIS IDENTIFICATION | -
driving science FORMAT g:trzber ¥>/JPuIr<j)1%12/001
Subject

i10 A/C Discharge hose mismatch

Part Number 97762-0X 101
Part Name Hose Discharge
Quantity 1 number

PR viong oot |

Photo
111
Vin No. details MALAMSIC R 9M463572, 110 Kappa [—=_l=a

Batch No., Pkd date 7/7‘ =
! JFAE,06-2009 Any additional
on MRP (Wrong part) information, such as j_
el

. . . Wrong Part Number/Mod
Difference in received
part

1) Dimension Different length & profile in the received part _Z#"
2) Colour Different length & profile in the received part

Parts Manager name
& contact no.

Remark Wrong part is applicable for Verna

Note:-
1) The Wrong Part & Correct Part should be clearly marked in the photo.
2) This format to be used for Wrong Part and Claims related issues.
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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/ DIr credit debit detail/ SUC or ITC Errors/ System errors/ Incentives

Ly DPOS - [[DP10)Q & A]

DPOS

Do o Opeemion Symem i reis. 57 User Mame : DHRUY RATTI
[DPTT) Nosice?: [DPIE) O & A™
o [DPI10] O&A

+ DATE [ 25-04-2019 ~] - [ 28-05-2019 =] « TVPE

SEQ SUBJECT
| REGARDING ETA,. [0
2 rifiiny i -1
3 EARTETA CONFIRMATION (0]
4 ORDR CANCELATION, 0]
g Th: 97 1
B PRICE UPDATION IN DPOS (0]
1 |Besarding Ouotation show dp-16 0]
B8 Eﬂ&ﬁllﬁ’ !
SEG: | DATE | 0523 -| TYPE
QUESTION
FILE ATTACH

=]+ suBJECT

1: ETA - L v| DEALER NAME

(OET) (MO [EOWECANT) W] Dwe @ e

1}
1
2
1
3
B
1
3

Ada My Mnu
4, Inquiry
« DEALER |

JLR, CODE DEALER NAME WRITER DATE
W59 BURIEET AUTO PRIVA FAZAL 28-05-2019
WSS9  SURJEET AUTO PRIVA FAZAL Z8-0E-29
NEZID DEY BHOOMI WHEELS Navjeet Singh 28-05-2019
S121  FPL AUTOMOBRLES PV JEVAEUMAR P 20-05-2019
ETE0  MGFMOTORS LIMITEECOCHIN HRSC M 28-05-2019
Se2 TALWAH MOBILES (P) ANAND JOSHI Z8-05-2019
WEZI9  SURIEET AUTO PRIVA FAZAL Z8-0E=111E9
S1I00  HYUNDAI MOTOR INDLPONRAD M Z8-05=20119
Mt

™ Remove Aftachment ¢ Save |+ Delete
WRITER DHRUY RATTI
o v F-Dlelebs
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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.

&= Geruing Parts

OEQ -~ | O~

‘|L1I
L

HYUINDAI

MOBI

{ mtabpmr s #

15

CRETA

Make perfection look stylish.

1
i_ E_ t==.__




HYUNDAI

MOBIS

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

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.

Choose Genuine, Choose Safety
Enjoy swaat free drives with
Hyundoi Ganuine Tissue box
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Extra savings bring you
happy returns,
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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.

Geo targeting SEO
L .
s N ooale —te !
New: Delhi <" J
iy =14 Rt . "
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Radia Aoz T = ¥
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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.

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
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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.
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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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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.
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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 :
. . . . . . . . Frea Car Care Clinic: 127-21% April, 2010
in which the discount is provided on specific parts with high p =

. . Extra savings bring you
demand during the respective season. happy returns.

c¢) Calamity Support Program
MIN has always supported its channel partners in the form of iy moen,

discount or credit period if in case any natural calamity affects o “Moeis
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.
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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 dealerinventory

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

Terminology Description

List Price End Customer Price including ED & excluding taxes per piece

NDP (Net Dealer Price) | Purchase price for dealer including ED & excluding taxes (List Price - Basic Discount)

MRP (Maximum End Customer Price inclusive of all taxes
Retail Price) End Customer Price should not exceed MRP

10.2 How to read ‘MRP LABEL’

« 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.

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

« Toincrease 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

Security features on MRP label 85MM

Tilt to view ;
@ nvunoa changes‘

to MOBIS T‘I‘-'r;ﬂm& .' T _.i-!f“- r?zwt:h C::
Tilt to view Hyundai - O
Hologram i ;, 166.5 MM

Tilt to view H Logo M) | A=

changes to MOBIS

MOBIS INDIA LIMITED, G1-G4, SIPCOT
A Industrial Park, Imungattukottai,
) Kancheepuram Dist. Tamil Nadu,
: = PIN - 602117
Scratch the Strip to See £ Incase of Consumer Complainks, Contact
“Thank You for using ; Mobis Incia Ltd, Address as mentioned

Hyundai Genuine Parts”™ = above. P 044 67101453 and emal.
i mpscfigmobis.com W

b

Bcounoh FOkDge e s Lo

SECURITY FEATURES
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10.5 Price Structure

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

VOR Orders

List Price (A)

Other Charges (F)
(Depot Surcharge,
VOR Surcharge)

l Plus

Freight/Insurance
Charges at actual

©)

Notes:

Minus - Basic _ Subtotal (C)
” discount (B) " =A-B
Minus
L4
Plus Net Dealer Price (E) |_ Additional discount
=C-D - if any (D)
T h
Plus - £ O . _ | Dealer Landed Cost
»| Government Levies >
: =E+F+G+H
as applicable (H)

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

Stock Order, Accessory Order etc.

Basic
Discount (B)

Government Levies
as applicable (G)

List Price (A) Minus >
Other Charges (F) Plus
(Depot Surcharge)

Plus
\
Tax & Other

Net Dealer Price (E)
=C-D

\ 4

Subtotal (C)
=A-B

Minus

Notes:

Dealer Landed Cost
=E+F+G

A

Additional Discount
if Any (D)

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.

C) How to calculate Customer Price

List Price (A)

Plus

Notes:

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

State.

Handling Charges
if Any (B)

Plus

VAT + Other Taxes
if Any (C)

\4

Customer
Retail Price
=A+B+C

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

customers.
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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

e 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.

e The below mentioned hardware requirements are indicative:

Hardware Configuration Quantity
Computer Intel Pentium P4 and above/Minimum 1 GB RAM/
System HDD 80 GB and above/DVD ROM /15" Color 2
Configuration Monitor/ Windows - XP Pro
U.P.S 500 VA AVR separate for each computer . AHEID RN
with every computer)
Printer Laser jet (> 12 page per minute) 1

129




HYUNDAI

HYUNDAI

VSAT Connectivity
Dealer Category S&A B C,D &E
Number of Users 9 to 12 Users 5to 8 Users 1to 4 Users
Band cl:aoergnde-ctivity 4 18 12

No of Network Connection Required

Dealer Categor Recommended Minimum Network Connection
gory Minimum Quantity (Considering Future requirement)
S&A 4 10
B&C 3 6
D&E 2 4

11.4 Frequently Asked Questions of DPOS are as below:

Q)
A)

Q)
A)

Q)
A)

Q)
A)

Q)
A)

Q

A)

Information in Dealer Master (DPO1) needs to be updated/corrected, so who should | contact?

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

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

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.

Can | purchase HMIL part through Local PO order type?
No, HMIL part cannot be placed in Local PO.

Can | store one part in two locations?

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 15-12-2008 in DP11 Notice management.

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

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

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.

130

Q)
A)

Q)
A)

Q)
A)

Q)

A)

Q)
A)

Q)
A)

What is the difference between “Direct Sending” and “Request” button in DP31 Stock Transfer Screen?

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™.

Where can Spare Parts Prices be seen in DPOS?

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.

How can | reset my Master ID Password?

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

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

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

Can | place VOR Order for urgency requirements?

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.

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

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

Name E-Mail Id Contact No.

Mr. Praveen Kumar SP praveenkumar@gmobis.com 044-67101458
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1) 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 (DPO8 screen) to update the supplier details.

wid Master Informaiien |

DP@S

D P G e o e 1 L7 M Frawhant Bmgh A by Mony

e
O PSS Costemai Baster lnfsimaion
; + DEALER CODE [rnen & Supsher  + CUSTOMERISUPPLIER TYPE (Akuto DFS Suppses =]

+ CUSTOMISUPPLER CO0N |  Cuviomar + CLUSTONTRISUPLEFANE
CODE B HEME R TYPE | A § CUSTOMIRSUSTLIET S ORAA TIN
BoaTipes Ao OFS By GusiSeon. CODE MONEEMDNS ustiunn. e
BONDON Aastho DFS By SRR =l P e P
BOMVDOD Attt OB By _“ 5 i 1
BOMVIOD Auio PGSy s
Astio DFS Bu Fr
T e M “aiwa OV B Phona Mol B Rt Ho
HONCIRD0E o Ao DFS Su e
FICHEERDON Aorila OFE Ou
FIGHEERTO] Aaio DFE By Dealer to update the detail of the Supplier
FIONEERTON A0 DF B Bu
ol R or Distributor from whom the material to be
HIPPORO0 Aatia OF S By sourced.
MIPFONDD) Aistia DFS Bu -
B POHDED NasaTra sl o
P FORE ) At DF 6 S BASIE DuC: Rate -
ST 00% hodio OFS Sy O S ER
NCO04 Aagio DFD Bu
D03 Aatio DFE Bu o Hame Business Tioa =
WEO02 Aatio DFS 8u Bank Hama =] Aroaurt Mo
e Radia OFE Su SwiDae __-_: =] EnabDaw _-_: =

2. DPOS : PO Entry

DP&S

e e - AL LT T T
B4 A Mol mw_

i 3 OP71) Paichess Osdes Driy O moey | B B | T Dose | % Meset | B Dece

DEALEM CODE | MELIDOD * DATE — s + PO LTS

» AR e comDERTYPE | piocaro ] = |

+ DA ETATUS =] *VEMICLE TYPR 3 ? =1

« CITHENE FLAD | TrensrosTanon [ ~ | POVALLE

© AT = il WAL L
= BEMD | - Pl ¢ Profemss )| s Lnei=) || s Unekl - Filg Uissad + P seash | © Copyfmm Bse s RL | - 800

er i | P e |

L] P e WART MALN I ORMOTY  OOMHIEG  GTY LT PR BDOs MATISIAL VLB AMGURNT  CAMCEL O

Dealer to select :
1. Ordertype as “Local PO"

2. Supplier for e.g. WCO01 whom the material to be
sourced.

o e | IOr e Sy laRa
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DPoS

- DEALER COOE |t o6
= G STATLS
= CHRCR FLAD

i o HPET] Persleass Gides Lis

L R e

o Pty gt R e iy 0 LITEE M Frmaman Sangm

v e G i pl-hll-vluﬁ-

il

L CERDEE W CHUALER (DA R e

3. DPOS : PO List

b1
B, ireyry | 58 Bl
~EATH B1odmad =] - | densnme =]
STRANBPORTATIONTYPE | =

Fecoed  Booor 00
BATE P PECES PR T STATING LA

Dealer to select :
1. Order type as "Local PO"

2. Supplier for e.g. JNVCOOL1 whom the material to ba

sourced.

= e - 0P

DP®S

O fPet) ecsbdog Lt
i = DEALER C:O0E | Fil 100
sfonnn =]

& HTATLS A Eraice st

o Rmmnagm [ Pl Eas R L

S Pt e B el T Lo M | Prraaiad Sngs

e e Ll

+ O Coomiem DATR =
+ BUPPLIDA SR
=| soaTeEe
Ll e
AVATEL L] AT

[~ - . T
Acka My Mg |

H1—b-1: b

X, ingury | 3 Eeie)
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5. DPOS : Enter Material Value

= (A [T Plarateing | siiy]

D= = )
DPOS
e e e v s P Libee M Prasnia Bangh Ak by Mpnu
s e RN @' mEwm
& [T Mecslving Lay O ieaiey | EiCeater . B Frish | % Pesst | & Peel | Emel
spmssEn cool |hitol | e | * IwiCE Cover | 8 Packeng Cover |+ Vesight
- TaTY o] emvomnpam TS _| ¥ J + vesive Delalis  » Puckeng Delsdy
o | TG . B =1
» BCCERT QEY  CLABGTY R CHARGE
srmnce ap | * ICELANOE AT * IACRCH ARIT
 bins £F Caam BT TP =
Ll FUPTLY  CRDER
SEO | CASEMGF  CRDERECG S LN G 5 T MR L e e e e o

Dealer to enter the Material (Total Value
Minus Discount & Minus Taxes value) of the
purchase made from the Supplier or
Distributar from whom the material to be
sourced,

&

I M [ F o n on il

I) 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

e For newly purchased Racks/Bins

«  To move old part to new location

First go to DP17 Location Maintenance Screen, then click 'Line (+)' option.

% - ([T FjLecation Mainienance]

[=E T B - E
DP®S
St ot Cimn ot e Y i AT | 0 FAMACHANDIFRAN Al My bboraa
et prigoas RS

e

i D [DFIT] Lecation Maistenanos B vguity | B Sawe | 0 Dwiets | 9 Pesst | B Cucsi

* DEALER CODE | Frnes ] P ETORE Wi STORED ¥|  +TYPE

wLoo |
b Lmgfv) | = Lmsfp Flscand 00 of 00
LOC CODE & LG MAME PART HO PART HAME LoC aTY LOC MAX OH-PACE P
[T o nea
. SRS Tiocann s 1 sigeste
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Then enter Location Code (10 bytes) and then click on “Save” button. 2) How to create New Location for Newly Received Part?

Newly received part requires a new location to store.

DP©S

T S S To create new location for newly received part, first go to DP17 Location Maintenance Screen,
i Pty M N b e O L sl 1 FARBACHA MDA R P - ud I Mhanu . T 1 H
then click ‘Line (+) option.
wriprense © meta s R =0 e Y me "
O DF17] Lecalisn Masinnsace o (-] I 0 Dwiste | B Pased | §8 Eecsl
* DEALERGODE | T5728 + STORE Wi STORE1 =|  +TYPE =l cwoc [raneion DPOS
= Rinesh | ¢ Rt} Pecord 00 of 80 el — TP Lrinr Mafre | WL IRARRAC PRASET AR
LOC CODE = LOC HAME FART NO PART NAME LOO Ty LOC kA’ OM-PACK | PW
000l LaeRETEn0 000 et i meaan © peesves s [ oo et mERE"
O (DFET] Lecstion Malntsssnce A ey | B Bawe | O Cedeis | 9 Passl | 8 Exasl
I (OF T Pt ocalion Mainls % » DEALER CODE | TITTT " STORE o STOREN =]  +TWPE | =l epoc |

* Lirv=) |4 L Fscard 00 of 03
LA MARAE FART RO FRRT R LDE GTY LO0 MAX ON-FACK L LS
- ATAGIG1HIA, BOH 1 DR 00 0.9 BAUR.00 00 (1o

L1 |

Vst
= BP0 (50 P ocalien Wainiznance ] oty =

=] 7] 1= —
——T T
DPGS
e o e e et 0 L e | K RAMMCHARDRAN A My Mo
e, :
ety e ™ e o s~ RN 1010 et ™ A Arcou” T m™
. %
O [Dr1r] Locstion Maintemsncs B ineiry | B Save | T Deiets | @ Pasel | 38 Deos
v 4= (eagrs - [P Tlaca s Maintenance
» DEALER CODE | EETET » STORE w0 STORET =]  +TrPE = o [reanioiea
o AR ) L e Emt—u—s Bemiee b 0 LR T B FUABA Cra DA
LG GODE & LOG NAME FANT HO AR P LoG ary L0e WA [ '
T LTI A [T [T 1T [ 1%}

N

&, inuary | B S | 0 Doietn | % Pewt |5 Eainl

B : * DEALER OODE | Z333T FETOME W ST j + TR d # LD VTADTOEDTA
After “save” check whether the o s TR
location code has been created I.'l}" LOC CODE = LOC MAME PART MO PART HAME L0 Ty J
- . ETAIMEEDTA EeDni | Dl S0 PLATE AS5Y-FiR BRAKE B4
entering newly created location
code in “LOC™ and then click

“Inquiry™

i ptre  ERim G AL " oeaives o RETIIRAN w10 e

(D1 7] Lne#tksn Massienases

After “save” check whether the
location code has been created by
entering newly created location
code in “LOC™ and then click Location created first time for a
“Inquiry” part will be automatically defined
as “Primary™ location

- MMELARGE gy 18 sy -

BB BB it 1 skig e = —
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If existing location is filled up, where to keep the Parts? ":"' LAt D= @= O
: : : wpri R " during - . e Unar K FAMACHANGRAY Ase sty o
Note: Also when stock is available in both “Primary” and “Reserve”, during “Receipt” stock will be added to RS AR S A —— F—
O [DEF 8] Locston Movement B, gy | B Sess | 0 Buow
i & GEALERW CODE | ZErrs i STOME Wi 5TMI'|:F-FF.H'I‘N0 HFHNTYRED] | PaRT nasaE [HenToRE

If existing location is filled up, you can create reserve location to keep the parts. Eg: if part no NPNTYREOT1, as per ¥ s LOCATION LOCATRON pAME : tocary | oWeAcx TR R
¢ 1boa [} [T} FRRAAFY ]
above note, the material will be received Primary Location always, so you have to go to Primary Location & move 18AnIEOIA H (LT 908 PESERVED u

it to Reserve Location as given below:

= D (|9 FRLocatien Matntananie|
[~ Bl - ]
DP®S
e e s Bt e s b PR ® FUAMAC HAMDFAN ; A by Mo
ot ™ Eim e b 7 e ves v [ERETRTEIRENGY vt 8 mewm ') meEmm=

i D F] Leewlion Mainlsmants &, nguiry | B Faws | 17 Dowts | B Reesd | 88 Bacel

* DEALER CODE | EXTrT | + STORE W STonEr =] = TYPE =] +LOE | ATADTOIONA
= Lma{y | ¢ L) FRacom 00 o 00
LOG CODE & L0 MRARME FART W PR MARME LOC aTy LG A CH-PACE Py
- VRAG B IDTA BT RED T weRweNDo | ool

P

Register part
in location

L P ] —

Then go to DP19 Screen and enter Part No (Eg: Part No: NPNTYREO1).

Q== @= o=
DP™S
e ) T Lhusd PRim | B PUARA HAMDPAR - B
mFhoscs ® EErm G kA ¥ peon s s me oo oes e [N \ menm*
b
W [REE] Loosiion Mavemest 0, inguisy | B Baww | 8 Cxcel
+ DEALER CO0E | TI22z * STORE w1 STOREY = | = FART MO | PR REDY * FART HAME | PPN TYRE
----------------- Futars 300
FIOM L OCATION LOCATION MAME LOG aTY Ob-racK - i TO LOGATION ary

* ob

TRsDEda1A

Enter the reserve
location in “To location™
and enter “Quy™
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After “save™ elick on
“Inauirv” to check

Note: When stock is available in both “Primary” and “Reserve”, stock will reduce from “Reserve” first when
parts are issued.

3) How to delete Location Code in DPOS?
Enter the Location Code to be deleted in “LOC"” and then click “Inquiry™.

DP@S

e Cwtn i rakes b G ¥ Linar Marn | K IRARMUC HARIDFARM

1nn'r_|mlu'pll|i|qnl.ﬁ " S v s i accsud” [ress i =

& (01 7] Lucsiien Masinlesanos &, inguiry | B Save | {1 Detete | S Paet | 5 G
1 * DEALER CODE |77 « STORE W ETOREY =|  +TYPE = PLDC | miasanmgs
* L) || * L) Foacord 1 all
LG CODE & LOT MAMIE PART MO PRIT MAME Lo Oy LGS A [0
CIARNI0MD  TEETY 2N TI00 DOLT (TEETH 00 BO0RRROD Q00 PRBARY

Insert the location code to
W) o et e deleted and click on
. “Inquiry” then select the
location and click delete
button.
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4 p0s . [[OP T Lecation Mabnlsnae]

Q= Qo B
[t ona™ paiocaa RN o vt A Abiourdl” e Poce - [Pl | G B i T "
01 F] Lucslion Mainisssnos B, wrgaiey | B Save | 0 Duivte | % P | 8 Caowi
i " DEALER CODE | TTITD | * GTORE WA GTORET d *TYPE __'J b LRG| 1 ARSDGO3E
= Ling{+] | = Lmsil Facord 00 of 0f
LoD CODE & LOC MAKME PART MO PATLT MARIT LOT OTY ILOAE RAANT 0 i L8
After “Delete™ check whether the
location code has been deleted by
entering deleted location code in
“LOC™ and then click “Inguiry”
+ MMRAREEE Thate 4 ho Lidla — W

4) How to move part from one location to another location in DPOS?

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.

[« 0 - L
DPOS 2
B Pty e et iy TP U PTE B PR G DA 4 C Sy Burm
ey o pionce ¥ perepaas © R oo e al- 1.1 bs

D] Lecatins Mainisnanos B mguisy | B Saed | 0 Daebibe | P Paeet | B8 Eooei
* DEALER COGE | FITrr | +STORE o atoRel =] s TYRE =] SLOG | idaonEima
* Lins{=) || * Lineg) Regord § ol 1
LOC QOINE & LOC MAME FART MO FART MAME LOGC OTY LOC MEAX OM-FACK P
=l NAAGHOVIA NGO TAD oog LIWRIFN 00 noa

Register part
in location

P/R will be automatically

taken by system
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After Registering Part, go to DP19 Screen and enter Part No. (Eg: 2630002750) and “Inquire™.

85 Ghpm - 101 ¥ ocation Mevemani

DPE}S Q== W= B

T Pt gt s by 0 Uit Biama 0 FRAMACHANDRAN Al My Bpee
et icice ety s ¥ oFrgoss " T e
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Now, enter the location to be moved in “To Location” column and click “Save™.
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After “Save” Location code
14A010101 A will become
Primary automatically
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Now, old location (13B2402391) for Part No. 2630002750 will become blank.
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