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A 25,000 sq ft vehicle dealership

with a reputation to maintain

AAAFacilityServices.com



OVERVIEW
Client Description

Location

Project

Value

Duration

Team

Franchise of a Global Vehicle Brand

Orange County, CA

25,000 sq ft vehicle dealership and
retail space

$1.15 M

4 phases across 7.5 months

AAA Facility Services Construction
Division + over 30 subcontractors
& suppliers
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INTRODUCTION
We’re used to working with big corporations. We know
that clients have a certain look and feel that they want
to maintain for brand consistency. Whether it’s sourcing
colors and materials or ensuring the client’s customers
get the experience they expect, we’re well-versed in the
importance of reputation continuity for the client during
construction.

NOTE: Identifying information about the client
in this case study has been removed.

CHALLENGE
Often when you’re doing a construction project in a space
that serves the client’s customers, you can close it down
for brief periods at a time to complete your work. But
that’s not an option when the project takes place over 7.5
months and the client wants to remain open for business
while minimizing the impact on the customer’s experience
with a global brand.
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APPROACH
The project came to us as many of our projects do: one of our team members has a professional
relationship with the client and that earned us a chance to bid on the first phase. From there, we were
invited back to bid on each subsequent phase and were awarded the project each time.

The name of the game was schedule management. We knew the importance that our client placed
on maintaining a consistent brand experience for their customers. To make sure the client could
deliver on that experience, we needed to mitigate the disruptions caused by construction. We
accomplished this through temporary relocations, debris containment, and a rotating schedule or
worksites.

By and large, work that was to be done in customer-used areas was scheduled for outside of normal
business hours. But in a 7.5-month project, there are times that you simply can’t avoid those areas
during business hours. When that happened, we coordinated temporary relocations to other parts
of the facility so the client could continue to serve their customers while we were working.

To contain the debris and keep it out of the customer areas, we had dust barriers in place and
focused on containment. This included nightly cleanup so that the next day started fresh and
clean and the customer experience was never interrupted. We also shut down the HVAC system
temporarily, while monitoring the interior temperature, to ensure it didn’t pull dust from the worksite
and distribute it around the facility.

The most important piece was the rotation of worksites to accommodate the client’s regular work
hours and allow the customers to visit as normal. Any work that was to be done in customer areas
was conducted during off-hours (before opening or after closing) whenever possible. Our teams
parked in the back of the facility, kept trash and debris moving out the back door, and worked
behind dividing barriers to leave the customer parking open and minimize the visual impact
to the building’s brand and the client’s image.

We knew the importance
that our client placed on
maintaining a consistent
brand experience for
their customers.

“
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RESULT
While you can’t hide everything in a construction
project, the client’s customers never felt an
interruption in their dealership and retail experience.
Throughout the 7.5 months, we were continually
invited back to bid on subsequent phases and
were awarded the project each time. The client
was enthusiastic about our ability to meet the
timelines we proposed and appreciated that we
could deliver on what mattered to them the most:
staying open during a major construction project.
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