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Plan-Do-Check-Act (PDCA) Model
In the modern, market competition is increasingly becoming fierce hence creating the need to enhance the business operations and processes (Al-Muharrami, 2009). PDCA model has become one of the most implemented solutions in most organizations to improve their performance. PDCA model is a method of steady advancement of the quality of services, products, application, data or processes through repeated implementation four-step phases (Shmula, 2019). The phases are Plan, Do, Check and Act. The PDCA model has its history back in the 1920s when Walter Shewhart; a prominent statistician produced the model in a three-step phase: specification, production and Inspection, which are considered as the most integral early steps in the improvement of ideas (Budianto, 2017). Edwards Deming significantly improved the process into a four-phase process. This essay describes the basic principle and the operational process of the PDCA model. My organization; Emaar Company, has not been using the model, and as such, I will reflect on Abdul Latif Jameel Motors Company to show the application of PDCA plan in performance management.
Plan
At this phase, an organization determines its goals and the expected results of PDCA implementation both in the short and long term (Shmula, 2019). The expectations should be realistic and clearly established in a manner that concrete steps can be implemented in achieving every objective rather than aiming at unrealistic and conceptually defined objectives. In this planning phase, the managers must ensure they put the prior PDCA iterations into consideration. The importance of reviewing the previous PDCA model is to ensure you improve on the mistakes made previously and developing the whole process. To effectively execute the planning process, the organization must have an active data collection system in place (Budianto, 2017). However, the data collection is dependent on the type of work in the organization.
Do
At this phase, the organization's determined goals are put in to practice (Eun-II, 2013). The do step is relatively clear-cut as it requires the implementation of the set objectives by following the goals list. However, in some instances, during the planning phase, the managers may opt to designs the goals and offering adequate flexibility to provide room for possible change. According to research, when the goals are effectively implemented, there should be no unanticipated complications (Tang, 2009). However, the success of the Do phase is highly dependent on how good the goals are developed in the planning stage.
Check
Once the expected strategies are implemented, checking the outcomes of the PDCA model is done according to the initial short, and long term anticipated expectations in the organizational plan (Eduardo, 2013). Moreover, old data collected from the previous cycle is compared as well. In addition, an organization may opt to compare the outcomes with the third-party data. However, such comparison is not made in all companies as it is considered as an individual factor. The importance of comparison of data sets is that it helps an organization to make an accurate and well-informed decision on the way forward (Arraya, 2015). To ensure the PDCA is more effective, the manager should ensure that all inputs from all levels of the organization are scrutinized. Many organizations make the mistake of checking on high-level executives hence living out significant input from the employees who might have a valuable contribution in relation to the prevailing PDCA cycle. Ignoring any form of information in regard to the operation of the organization is a more natural way to halt the progress of the organization (Shmula, 2019). Therefore, the check phase scrutinizes all levels of the organization and gathers as much input as possible from staff.
Act
After successfully going through the first three stages of determining goals and putting them into action, the Act phase ensures the appropriate changes proposed in the checking phase are endorsed in the entire organization to prepare for the subsequent PDCA cycle (Shmula, 2019). The Act phase is reliant on the Do and Check phase. Collecting all appropriate data in the Do stage and scrutinizing it thoroughly in the Check Stage ensures most of the errors are corrected in the final stage (Budianto, 2017). Failure to effectively work on the second and third phases will leave the organization in a situation where there is very little information to make an accurate or informed decision in the act phase hence making the entire PDCA approach unnecessary. While implementing the final phase, it is essential to note that some of the actions taken may be reverted in the subsequent phase, depending on the impact they have on the operation of the organization (Tang, 2009). In addition, it is worth to note that some of the proposed changes, despite being effective on other levels of local organization or third party organizations compared in the Check phase, might fail to work in the organization.
The Case Study of Abdul Latif Jameel Motors Company
Abdul Latif Company was opened in 1945 in Jeddah, Saudi Arabia as a Toyota car sales outlet (Latif, 2003). Despite starting with only four cars, the Company has transformed into a global competitor in the automotive industry. In the present day, it is the largest independent Company distributor of Toyota cars internationally. Following fierce competition from other distributors, the management of the company decided to implement the PDCA model in 2016. The primary objective was to improve on the prevailing processes which were considered as cumbersome, bureaucratic and confusing (Al-Muharrami, 2009). The following describes the process of the proposed scheme.
The PDCA cycle commenced with rigorous scrutiny of areas of improvement. By adopting the voice of the customer analysis, the management noted the following areas of improvement (Aguwa, 2012). First, there was High silo mentality resulting from misalignment of motivation systems in the Company. Secondly, there were client touch points that included the duplication of process procedures in the new vehicle sales. Also, the Company requested high number of documents from the clients in the car sale process. Fourth, there were only 58% of cars delivered within 10 days of purchase (Eduardo, 2013). Finally, the workshop process was significantly affected by ineffective operational processes. Through a thorough process of cross-divisional and cross-functional workshops, aided by the PDCA strategy, the management defined the objectives that served as the bases of new processes in the Company. First, they planned to evolve the relationship of the clients from a guest to a friend. Second, the company planned to evolve from working as individuals to a team on the assumption that a collective mindset will strive to achieve greater success. Third, they planned to ensure constant communication with clients to recognize the excellent relationship and appreciate customer loyalty. Fourth, they intended to create a recognized brand in the Kingdom of Saudi Arabia. Finally, they planned to ingrain a zero-defect approach for all clients.
Following the planned objectives, in the Do phase, the company implemented the following strategies. First, they implemented the greeter and introduced the concierge principle in the operations of the showroom. This strategy ensures that a single salesman is responsible for helping the client in the entire process of buying a new vehicle. Secondly, the Company digitalized all sales processes (Budianto, 2017). Thirdly, the Company implemented the queuing system which benefited the employees by distributing the workload equally. Fourth, the Company implemented the KPIs which aided in helping to follow the performance of every employee. Finally, the Company reduced the lengthy procedures and touch points by engaging the Saudi Arabian Monetary Authority (Eun-II, 2013).
In the check phase, the Company noted the following progress and areas of improvement. First, 60% of unnecessary visits to the purchase of a vehicle had been reduced (Al-Muharrami, 2009). Secondly, 43% of the required time in vehicle delivery had been reduced. Thirdly, there was 41% increment of the total number of cars delivered within ten days. Finally, the bureaucratic mindset of the employees in the showroom had significantly reduced. However, in this phase, the managers noted that there was a need to speed up the key-to-key car turnaround time (Eduardo, 2013). 
Following the proposed changes, in the Act phase, the Company implemented the following strategies. First, the Company introduced service advisors to help clients in making an informed decision and hence reducing vehicle turnaround time. Secondly, the company implemented daily KPIs which monitored actual performance and the expected performance of employees (Budianto, 2017). The changes led to increased employees' productivity and the improvement of the entire workshop processes with almost the exact resources as before. The PDCA cycle has continued, and the outcomes have been replicated over time and the necessary improvements made by the managers.

Conclusion
Conclusively, it is apparent that the PDCA model is an integral tool for rapid iteration and improvement of an organization. The model is flexible and is applicable in almost all types of businesses. However, it is worth to note that the success of the PDCA is heavily reliant on the right data sets and proposing realistic goals. Moreover, getting inputs from all the stakeholders including the customers will ensure the success of the process. The case study of Abdul Latif Jameel Motors is an excellent example of a successful organization using the PDCA cycle. In the process, the organization collected all inputs from the employees, executives and the customers. All the goals were made on the noted areas of interest and produced the desired results. Therefore, the active application PDCA cycle is dependent on all information of the company and realistic plans.
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