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Not enough +WOM on Product
experience 

Customer walk-in & post 
purchase experience
complaints 

Dealer SOP adherence
weak. Non-
standardized After-
market experience. 

Company witnessing
strong competition,
loosing market share 

CLIENT
SITUATION
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 Revenue leakages



Identify service gaps

service bottlenecks and
waiting periods

SOP non-compliance 

Product selling and after
sales issues
 
Physical infra upkeep,
access and customer walk-
in management

User trial experience 

Parts and service billing 

Warranty issues 

Browne & Mohan consultants conducted service walk
through  audit at several dealer locations. 

SERVICES
PROVIDED
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KEY 
DELIVERABLES

  A f t e r - m a r k e t
o r g a n i z a t i o n  s t r u c t u r e ,

c o n t r o l s

M u s t
h a v e  a n d  g o o d  t o  h a v e

p r o d u c t  f e a t u r e s ,
p r o d u c t  b e n c h m a r k
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  S O P
f o r  d e a l e r ,  r e f i n e d

s a l e s ,  p a r t s  a n d
s e r v i c e s  


