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Client Situation

» Theclient, one of India’s largest commercial vehicle dealerships and part of a large automotive group, was facing
flagging revenues in their commercial vehicle service business

» The client identified crash-repair, a high-value high-margin service line, as one with significant potential but currently
having low market share, as an avenue to drive growth

» The segment had various regulatory challenges and the customer perception of the client’s services was that of a high-

cost, high lead-time service provider
Approach @

Objectives

The client wanted Avalon Consulting to define how it Avalon Consulting worked with the central service team, five
should address the crash-repair segment in the future pilot workshops, multiple client support teams and external
by identifying and implementing initiatives to ensure stakeholders with the following approach:

that the client becomes the first port of call for crash-
repair. Tangible outcomes were expected to be
measured by:

* Interactions through field-visits to benchmark with other
organized and unorganized competitors

. . . * Time-and-motion analysis of current processes to identify
« Increase in vehicle inflow into workshops .
improvements
* Incr in revenue per vehicle . . L .
(Tedseinrevenuep * Solution-design of various intervention areas

* Reduction in service turnaround time (TAT) for each
vehicle, while servicing more vehicles and more value

per vehicle with the same capacity

» Translate strategy into implementable solutions by
handholding client teams and honing initiatives on an
iterative basis till results with significant impact were visible



Avalon Consulting Interventions

We focused on 5 key initiatives
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Impact of ourinterventions
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Post-Implementation

Annual Recurring Benefit Delivered = 8X Consulting Fee
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