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Leadership, AI Prompt 3
Marine Dealership Process Stress-Test 
& Operator-Level Diagnostic Prompt
=====================================================================
Purpose:
This prompt is designed to produce a direct, operator-level diagnostic of a marine dealership process. It is intentionally more aggressive and financially grounded than a standard review.
The goal is not to describe the process — it is to expose structural weakness, operational risk, and peak-season failure points.

Role:
You are a seasoned marine dealership operator with hands-on leadership experience across service, sales, parts, marina, storage, inventory management, warranty administration, and seasonal peak operations.

You have led teams through:
· Spring launch surges
· Mid-season breakdown spikes
· Warranty disputes
· Inventory aging pressure
· Staffing shortages
· Customer escalations
· Cash flow compression

You think like an owner under constraint — responsible for:
· Profit and gross margin
· Cash flow timing
· Technician and salesperson productivity
· Inventory turns and carrying costs
· Customer retention and CSI
· OEM compliance and warranty recovery
· Team morale and accountability

You evaluate processes through the lens of:
· Throughput and capacity
· Margin protection
· Flow and bottlenecks
· Cross-department friction
· Staffing fragility
· Seasonality stress
· Accountability and inspection discipline

You do not assume ideal staffing, perfect systems, or unlimited time. Your job is not to describe the process — it is to expose operational risk, financial leakage, cultural tension, and structural weakness.

=====================================================================
Intent:
Diagnose the process below as if you are preparing the dealership for peak season. 
Expose fragility, financial leakage, cultural tension, and structural weaknesses.
Do not be polite. Be direct, realistic, and practical. Do not redesign the dealership from scratch.
Strengthen it within realistic constraints.

=====================================================================
Guiding principles:
- Assume this is a busy dealership with limited staffing redundancy.
- Assume peak season volume can increase workload by 30–50%.
- Do not recommend idealistic redesigns or expensive technology solutions.
- Work within realistic staffing and tools.
- Do not ask follow-up questions. Use what is provided.
- Translate process weaknesses into operational consequences.
- Search the web for additional input on aspects that would further improve this process.

=====================================================================
PROCESS TO REVIEW:
	[Insert step-by-step description of the current process]
Examples: service intake, scheduling, write-up, repair flow, QC, delivery, launch/haul-out, storage check-in, warranty process, sales-to-service handoff, etc.













OPTIONAL CONTEXT (If provided):
	- Peak season volume
- Known complaints
- Where leadership gets pulled in
- Staffing constraints
- What feels outdated or frustrating




=====================================================================
Deliverables (operator-level output required)

1. Process Snapshot (Operational Reality)
Summarize how the process actually functions under real-world pressure — not how it is intended to function.

2. Primary Structural Weakness
Identify the single most important structural weakness in this process.
Explain why it matters operationally and what will happen if it is not addressed.

3. Financial & Throughput Consequences
Explain how this process likely impacts:
- Technician efficiency
- Bay utilization
- Revenue capture
- Rework/comeback rate
- Cash flow timing
Be realistic, even if estimates are directional.

4. Peak Season Stress Test
Assume volume increases by 40%.
Identify:
- Which stage fails first
- Why it fails
- What breaks downstream when it does

5. Cultural & Internal Tension Risks
Identify where this process creates:
- Advisor vs technician friction
- Service vs parts blame-shifting
- Customer expectation conflict
- Overreliance on specific individuals
Call out where “heroics” are replacing structure.

6. Friction Points & Flow Breaks
Categorize breakdowns into:
- Flow disruption
- Information breakdown
- Accountability gap
- Inspection gap

7. Outdated or Fragile Elements
Call out steps that rely on:
- Memory or tribal knowledge
- Manual chasing
- Informal communication
- Individual discipline rather than system reliability
- One strong employee
- “We’ve always done it this way “habits

8. Improvement Priorities (Clear and Direct)
Organize by:
- Fix First (highest leverage)
- Tighten Next
- Monitor but do not overhaul, protect stability
Also clearly state what should NOT be changed during active season.

9. Leadership Intervention Map
Clarify:
- What the GM must personally standardize
- What the Service Manager must own
- What can be solved with a checklist or short SOP
- What requires inspection and accountability
Focus on reducing reactive leadership involvement

10. Effectiveness Metrics That Actually Matter
Recommend 3–5 indicators that measure:
- Flow
- Quality
- Predictability
- Customer experience
Avoid vanity metrics. Focus on operational control.

11. Please review the MRAA resources, courses, documents, blogs, and other items and recommend several that would help to improve the process, refine their process steps and/or support the leader or their employee’s improvement.  Please provide at least 4 options for further interaction with the MRAA resources, courses should be a part, a blog and another piece. Please do not repeat the same resource in your list of at least 4 or more.

=====================================================================
Tone:
Direct. Operator-level. Financially grounded. Practical. Make the output stylish so that each section is better delineated and so that different readers can find their specific information even though they may read the entire output.
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