IMS Progression Checklist

Presentation Date: ____________



PART 1   “PRESENTATION PHASE” 

Company: ________________________ Contact: _________________ Ph: ________________

Inside Salesperson: ____________________________Outside Salesperson: ________________


Assessed Program Value: $_________/year


Date of Activity Completed

· Approach & Qualification meeting (first IMS visit)




_________
· Is there a need? 








· Is there an interest with the decision-maker(s)?

(Purchasing, VP Manufacturing, Production Leads, Engineering, Material Mgr., Operations, Accounting)

· Set appointment for presentation. 








· Presentation completed







​_________
(Approximate date to receive list: ______________.)

  
List Received: 
_________



Services Offered at Presentation

· Monthly Consolidated Billing
· Terms: ______ Days
· Consigned Inventory (if over $____k)
· Target Pricing? ________________

· Racks & Bins: ___Free or  ___Charge?
· Service Frequency: ___________
· Rack Locations? ___Multiple ___ Single

People in Attendance
Name






Title 



    
   
__________________________________

______________________________

__________________________________

______________________________
__________________________________

______________________________
__________________________________

______________________________
__________________________________

______________________________
__________________________________

______________________________
Additional Notes:

PART 2  “QUOTATION PHASE” 

Company: ________________________ Contact: _________________ Ph: ________________

Inside Salesperson: ________________ Outside Salesperson: ________________ 

New Assessed Program Value: $_________/year


Date of Activity Completed

· Obtain list to be included in program





_________
· Bill of Material should contain: 


Part description, EAU, Customer Part number & Target price

· Date Inside Sales expected to complete sourcing & pricing list: ______________.
_________

· Run Credit Report on company






_________
- Credit Status? 
· Quote and establish prices







_________
· Quote mailed, faxed or hand-delivered





_________
· Obtain approval on Price List (Attachment "A") in the form of a 

Purchase Order & Contract






_________

· Establish Target install date: ______________.




_________
Notes:

PART 3  “SETUP  PHASE” 

Company: ________________________ Contact: _________________ Ph: ________________

Inside Salesperson: ________________ Outside Salesperson: ________________ PO#________








Date of Activity Completed

· Meet with person(s) in charge of materials to establish store location(s).

_________

· Rack Type, Size and Quantity  __________________________________

_________

· Bin Size(s) 

Enter Qty of each
______ of 30-230; ______ of 30-240; ______ of 30-250  
_________ 

· Bin Color (Circle one)  RED, BLUE, YELLOW




_________
· Create labels with min/max






_________

· Logistics Questionnaire & Open PO form





_________

a) Give Open PO form to Customer with Accutite quote

b) Fill out Logistics Questionnaire sheet with contact person







c) Give contact person “Customer” Sheet to fill out






· Write Progress Report memo to all persons involved at company, AFI and any 

action items needed from company






_________
· Obtain status from inside sales of each item lead time in conjunction with current 

inventory levels at store location(s). I.e., can we still support target install date? 

If not, customer must be notified and given a reason. 



_________

· Min/Max & Bag size







_________
Notes:

PART 4  “INSTALLATION PHASE” 

Company: ________________________ Contact: _________________ Ph: ________________

Inside Salesperson: ________________ Outside Salesperson: ________________ PO#________
· Outside Sales to make sure Installer knows where to meet the first day, who to see and where the racks are to be set up.

· Outside Sales to make sure contact person at Customer location is available to answer questions for installer in event Salesman cannot be present.

· Inside Sales to have list of all items on the Program available to driver and outside sales. The list is to include the following information:

1. Part number

2. Part description (full)

3. EAU

4. Min/Max

5. A blank column for Stock on-hand (at Customer site)

7. A blank column for Notes

Installer to mark all items that are low (at or below the indicated "Min" on the label) and call into Inside Sales ASAP for instruction.

Installer to notify inside sales of overstock to be brought back to Accutite. 

Inside sales to estimate time to sort, count and log onto Excel part quantity for Customer. Date_______ 

All bins low or empty are to draw from customer overstock first.

Installer is to write down all parts NOT on the list and returned to Accutite Inside sales for review.

Installer must have before leaving Accutite in the morning:

· IMS Setup Checklist

· Extra bins of each size

· Poly bags of all sizes, Marx-a-lot, stapler and extra staples.

· Labels

Final Check List for Installers

· Clipboard installed on rack with at least 3 Drivers Log sheets

· Level feet on racks

· Make sure racks are not over-burdened and bending due to weight or defective racks

· Bins are not to be overfilled

Stock Transfer/Transition Option (Haas Floor/Bin Stock to Accutite)
· Current stock to be divided into at least 2 bags, not to exceed bin max and or bin size

· All bags to be stapled or fastened with the Company’s Part number (unless other      arrangements have been made)

· Excess stock (parts that exceed the “max” and or bin size) is to be in a carton and marked with the Company’s or Accutite’s part number. If elected, the parts are verified by an authorized Haas employee before returning to Accutite. Inside and Outside Sales should be notified.

	
	LOGISTICS QUESTIONAIRE  (for the customer)

	1
	List the current Inventory levels: (enter on Part Data Sheet)

	2
	List Min/Max levels on columns "C-D" for each item on Part Data Sheet:

	3
	List outstanding Purchase Orders or commitments on each item? (If more than 3, list items on Part Data Sheet)

	4
	List person(s) authorized to receive material:

	5
	List Key Person(s) on separate sheet. Include full name, title and telephone number & instructions:

	6
	List company Receiving Hours, holiday schedules or special instructions:

	7
	Other information:


	
	LOGISTICS QUESTIONNAIRE  for AFI     

	1
	List address(s) of store location(s) to be delivered:

	2
	List Individual rack locations at each plant:

	3
	Racking configurations and size:

	4
	List the current Inventory levels: (enter on Part Data Sheet)

	5
	List Min/Max levels on columns "C-D" for each item on Part Data Sheet:

	6
	List outstanding Purchase Orders or commitments on each item? (If more than 3, list items on Part Data Sheet)

	7
	List any off-site assembly that can be performed by AFI:

	8
	Appointed IMS contact person :

	9
	List person(s) authorized to receive material:

	10
	List company Receiving Hours, holiday schedules or special instructions:

	11
	List Key Person(s) on separate sheet. Include full name, title and telephone number & extension

	12
	Date of Program commencement:

	13
	Are there any Prints of the items on the Master List? (legible hard copies to be mailed or hand-carried to Accutite)

	14
	Are there any Material Certifications Requirements: (legible hard copies to be mailed or hand-carried to Accutite)
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