Considerations when implementing an AMS Consultant:
· Pay structure for AMS Consultant

· Flat salary?
· Flat salary with year end bonus?
· Sales-based commission?
· Revamped salesmen pay structure
· Once AMS Consultant is in place, are salesmen still paid on the same structure for selling AMS?

· How are they rewarded to work with the AMS Consultant? Bring in leads or make sales?
· Are they equipped with all the tools they need to do their job properly?

· Vehicle
· Laptop with Service Advisor
· Tools = wrenches, drills, parts

· Extra inventory for “swapnostics”
· Wireless Internet or Aircard

· See “AMS Consultant Tools” for complete list

· What freedoms are you willing to allow your Consultant to have? Do they have to report into a store daily or can they be on the road all the time?
· Will the consultant drive the AMS marketing plan of the dealership? AMS advertising plan?
· What is the org chart of the dealership? To whom does the Consultant report?
· Who will be in charge of handling AMS training credits for the dealership?

· Who is in charge of ordering AMS whole goods and parts?

· Who settles AMS Inventory at the dealership? What is the process for getting the paperwork, delivery receipts filed?

· What processes are in place for:

· Handling AMS Inventory - tracking Serial Numbers of bundles and components for stock and sales

· Tracking inventory of AMS whole goods, parts, demonstration units

· Customer demos – start, end and follow-up
· Planning customer/dealer training
· Handling customer calls, complaints, issues, etc.

· Will the consultant handle all AMS issues or will they be sent to service dept?
· When a customer calls in with AMS issues, how will their call be directed? 
· How will customers know who your AMS Consultant is? Will the Consultant be announced by an ad or will they meet customers as they demo/sell?
