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Hollie’s Driving School

Business Plan

Business Owner: Hollie Willmott

Business Type: Sole Trader

Business Name: Hollie’s Driving School

[bookmark: _Toc1755092099]Executive Summary 
Hollie’s Driving School is a new sole trader business providing manual driving lessons in Llanharan, Pontyclun, Talbot Green, Llantrisant and the surrounding Rhondda Cynon Taf area. The business aims to deliver professional, personalised tuition that helps learners become safe, confident and responsible drivers while offering flexible lesson times and competitive pricing.
The business has been established in response to continued demand for driving lessons, driven by long DVSA practical test waiting times and the importance of holding a driving license for employment and independence. Although national driving schools dominate the market, many learners prefer local instructors who offer consistent tuition, flexible scheduling, and personalised support throughout the learning process.
Hollie’s Driving School will differentiate itself through excellent customer service, flexible appointments, theory test support and progress tracking. Marketing will focus on social media, Google Business Profile, and customer referrals to build brand awareness while reducing reliance on a single promotional method.
Financial forecasts indicate the business should cover its monthly operating costs if projected lesson bookings are achieved. However, profitability will depend on maintaining customer demand and effectively managing rising operating costs such as fuel and insurance. Regular financial reviews and competitive pricing will therefore be essential to support sustainable long-term growth.


[bookmark: _Toc797933976]Introduction and Business Identity
Hollie’s Driving School has been established to provide professional and supportive driving tuition to learners across Llanharan, Pontyclun, Talbot Green, Llantrisant and the surrounding Rhondda Cynon Taf area. The business will initially offer manual driving lessons, refresher lessons, motorway tuition, mock driving tests, and Pass Plus courses.
The business will operate as a sole trader because this structure offers low start-up costs, simple administration, and full control over business decisions. These advantages make it suitable for a new business operated by one instructor. However, unlimited liability is a potential disadvantage, and the business structure may need reviewing if the company expands in the future.
Manual driving tuition has been selected as the initial service because a manual license allows customers to drive both manual and automatic vehicles, providing greater flexibility. As customer demand changes, the business may introduce automatic tuition to remain competitive and widen its customer base.
The long-term objective is to establish a trusted local reputation before expanding through additional instructors and services. Growth will only be considered once the business has achieved consistent profitability to reduce financial risk.
[bookmark: _Toc1496840210]Personal Skills and Suitability

Becoming a driving instructor combines my interest in helping people develop practical skills with my ambition to operate my own business. Building learner confidence requires effective communication, patience, and professionalism, making strong interpersonal skills essential for business success.
Organisation is another important strength because lesson scheduling, customer records, and financial management must be completed efficiently to maintain customer satisfaction. Using digital booking systems and online communication will improve efficiency while reducing missed appointments.
To support continuous improvement, I will complete Approved Driving Instructor (ADI) training, follow DVSA guidance, and participate in professional development activities. Ongoing training will ensure my knowledge remains current while helping the business adapt to changes in legislation and customer expectations.
Before setting prices, I researched both national driving schools and independent instructors operating locally. This showed that charging £40 per hour positions the business competitively while generating sufficient income to cover operating costs. Competing solely on price would reduce profitability and may undermine perceptions of quality. Instead, Hollie’s Driving School will compete by delivering personalised tuition, flexible lesson availability and excellent customer service, encouraging customer loyalty and positive recommendations.

SMART Objectives
To ensure the business develops successfully, four SMART objectives have been created.
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These objectives are specific, measurable, achievable, relevant, and time-bound, while linking directly to the marketing, operations and financial sections of the business plan, as recommended by the workbook.  
[bookmark: _Toc1914226202]Market Analysis 

Industry Overview
The UK driving tuition industry continues to experience strong demand due to increasing numbers of learner drivers and extended practical driving test waiting times. Many learners now require additional lessons while waiting for test dates, creating opportunities for independent driving instructors to attract and retain customers. Demand is further supported by the importance of holding a driving license for employment, education, and personal independence, particularly in areas where public transport is limited.
Hollie’s Driving School will operate within Llanharan, Pontyclun, Talbot Green, Llantrisant and the surrounding Rhondda Cynon Taf area. Focusing on a defined geographical location will reduce travel time between lessons, improve scheduling efficiency, and help develop a strong local reputation. While this limits the initial customer base, it allows resources to be used more effectively during the early stages of the business.

Target Market
The primary target market consists of learner drivers aged 17–30, including college and university students, young professionals, and individuals who require a driving license for employment. These customers often value flexible lesson times, online booking, and competitive pricing.
Secondary customers include adults learning later in life, drivers requiring refresher lessons and motorists wishing to improve motorway driving confidence. Targeting multiple customer groups reduces reliance on first-time learners and provides a more consistent source of income throughout the year.
[bookmark: _Toc74085203]Customer Segmentation
The business has segmented its market using demographic, geographic, behavioral, and psychographic factors to ensure marketing activities are focused effectively.
Demographically, the target market includes both male and female learners aged 17–30. Geographically, the business will primarily operate within the local Rhondda Cynon Taf area to maximise efficiency and reduce unnecessary travel costs.
Behaviorally, customers are likely to compare instructors using online reviews, lesson prices, pass rates, and recommendations from family or friends. This means maintaining excellent customer service and encouraging positive reviews will be equally as important as competitive pricing.
Psychographically, customers are increasingly looking for patient instructors who provide reassurance, flexibility, and clear communication. Therefore, Hollie’s Driving School will focus on delivering personalised tuition rather than competing solely on price, helping to develop customer loyalty and repeat recommendations.
[bookmark: _Toc1082406733]Evidence of Demand
Demand for driving tuition remains strong within Rhondda Cynon Taf due to a steady flow of new learner drivers and continued delays in practical driving tests. Many residents travel to Cardiff, Bridgend and surrounding employment areas where holding a full driving license improves access to work and increases career opportunities.
Population data also suggests a substantial number of residents fall within the business’s target age group, providing a large potential customer base. However, increasing competition from established national and independent driving schools means attracting customers will depend on delivering a high-quality service and building a strong local reputation.

Market Trends
Current trends within the driving tuition industry include:

· Online lesson booking
· Digital payment methods
· Social media advertising
· Progress tracking apps
· Mock driving tests
· Refresher driving lessons
· Eco-driving techniques
· Flexible evening and weekend lessons

Customers increasingly expect businesses to provide convenient online services alongside traditional face-to-face teaching.

Hollie’s Driving School will embrace these trends by offering online bookings, digital payments, progress tracking, and regular communication with learners between lessons (Kotler & Armstrong, 2021).

[bookmark: _Toc525791087]Customer Needs
Customers expect more than simply passing their driving test. They increasingly value reliable communication, flexible lesson availability, professional instruction and personalised learning that builds confidence. While competitive pricing remains important, many learners are willing to pay slightly higher prices for an instructor with positive reviews and a proven reputation.
To meet these expectations, Hollie’s Driving School will provide flexible appointments, personalised lesson plans, and regular progress feedback. This customer-focused approach should improve satisfaction, encourage repeat bookings, and generate referrals, supporting long-term business growth.

[bookmark: _Toc443107005]PESTLE Analysis 

The PESTLE analysis demonstrates that although economic factors such as inflation and rising fuel costs may reduce profitability, social demand for driving lessons and technological developments such as online booking systems create significant opportunities for growth. Regular monitoring of these external factors will allow the business to adapt its pricing and operations to remain competitive.
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[bookmark: _Toc1687257985]SWOT Analysis 

A SWOT analysis evaluates the internal strengths and weaknesses of the business while identifying external opportunities and threats.
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The SWOT analysis shows that while Hollie’s Driving School enters a competitive market, its personalised customer service, flexible availability and competitive pricing create opportunities to establish a strong local reputation. Weaknesses such as limited brand awareness can be overcome through consistent marketing and excellent customer reviews.

Although limited brand awareness is currently a weakness, this is likely to reduce over time through consistent marketing, customer referrals and positive online reviews. However, maintaining a strong reputation will require continuous investment in customer service.








[bookmark: _Toc1658322562]Competitor Analysis 
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Hollie’s Driving School will compete with both national providers, including RED Driving School, AA Driving School and Bill Plant Driving School, and independent instructors operating throughout Rhondda Cynon Taf.
National schools benefit from established brands, large instructor networks, and professional booking systems. However, learners may experience longer waiting times and receive tuition from multiple instructors, which can reduce continuity throughout the learning process.
Independent instructors often provide a more personalised service and stronger local knowledge but may have limited availability because they operate alone.
Hollie’s Driving School will compete by offering consistent tuition from the same instructor, flexible evening and weekend appointments, theory test support and regular progress feedback. Although matching competitors on price is important, competing primarily on service quality should encourage customer loyalty and positive recommendations, creating a sustainable competitive advantage.
Unique Selling Proposition (USP)

The Unique Selling Proposition of Hollie’s Driving School is its commitment to providing personalised, flexible and supportive driving tuition that develops both confidence and practical driving ability.
Unlike many larger providers, every learner will receive tuition from the same instructor throughout their learning journey, allowing lessons to be adapted to individual strengths and areas for improvement. Additional support through theory of guidance, progress tracking, and flexible lesson scheduling further enhances the customer experience.
While competitors may compete primarily on price or brand recognition, Hollie’s Driving School aims to differentiate itself through service quality and customer satisfaction. Although this approach may require more time to establish a reputation, it is more likely to generate repeat business and referrals, supporting sustainable long-term growth.

[bookmark: _Toc1755201034]Marketing Strategy
The marketing strategy aims to build brand awareness, attract new learners, and encourage repeat business within the local area. As a new business, developing a strong reputation will be essential to competing with established driving schools.
Social media platforms, including Facebook, Instagram, and TikTok, will be the primary promotional channels because they allow the business to reach its target market at a relatively low cost. Content such as learner success stories, driving tips and customer testimonials will help increase engagement and build trust. However, relying solely on social media could reduce visibility due to changing platform algorithms. Therefore, marketing activities will also include a Google Business Profile, customer referrals and local advertising to create a more balanced promotional strategy.
A referral scheme will encourage existing learners to recommend the business to family and friends in return for discounted lessons. Word-of-mouth marketing is particularly valuable within the driving tuition industry because customers often choose instructors based on recommendations and online reviews.
Printed business cards and leaflets will also be distributed within local colleges, sixth forms, and community venues to increase awareness among potential learners. Using both digital and traditional marketing methods reduces the risk of depending on a single communication channel while helping the business reach a wider audience.
Rather than competing through low prices alone, Hollie’s Driving School will focus on delivering excellent customer service and a personalised learning experience. This approach is more likely to generate positive reviews, repeat bookings, and sustainable long-term growth than relying on short-term price promotions.
[bookmark: _Toc1575299645]The 7Ps Marketing Mix
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Product
Hollie’s Driving School will provide manual driving lessons, refresher tuition, motorway lessons, mock driving tests and Pass Plus courses. Lessons will be tailored to each learner’s ability to improve confidence and maximise the likelihood of passing the practical driving test.
Price
A competitive pricing strategy has been adopted following research into local competitors. Prices are designed to remain affordable while covering operating costs and supporting profitability. Discounted block bookings will encourage customer loyalty and improve cash flow.
Place
Lessons will be delivered across Llanharan, Pontyclun, Talbot Green, Llantrisant and surrounding areas. Limiting the operating area will reduce travel time and improve scheduling efficiency while maintaining customer convenience.
Promotion
Promotion will include social media marketing, Google Business Profile, customer referrals, and local advertising. Combining multiple promotional methods reduces marketing risk and improves brand visibility.
People
Initially, the business will be operated solely by the owner. Professionalism, patience, and effective communication will be essential because customer satisfaction directly influences recommendations and repeat business.
Process
Customers will be able to enquire online or by telephone before booking lessons. Confirmation, lesson delivery, progress feedback, and digital payment will provide a straightforward customer journey that supports satisfaction and retention.



Physical Evidence
Professional branding, clean tuition vehicles, organised lesson records, and positive customer reviews will reinforce the quality and credibility of the business.

[bookmark: _Toc1864993531]Pricing Strategy 
Pricing has been based on competitor research, customer expectations, and operating costs. Charging £40 per hour positions the business competitively while reflecting the quality of personalised tuition provided.
Although lower prices may initially attract customers, they could reduce profitability and create the perception of lower-quality instruction. Conversely, significantly higher prices may discourage new learners. Therefore, maintaining prices close to the local market average provides the most sustainable balance between competitiveness and financial performance.
Prices will be reviewed regularly to reflect changes in fuel costs, insurance premiums and market conditions, ensuring the business remains profitable without reducing its value proposition.
[bookmark: _Toc301816140]Operations Plan
Hollie’s Driving School will initially operate as a sole trader, with the owner responsible for lesson delivery, administration, marketing, and financial management. This structure provides full control over business decisions while keeping operating costs low during the start-up phase.
Lessons will be available Monday to Saturday, including evening appointments, to meet customer demand and maximise booking opportunities. Customers will be able to book online, by telephone or through social media. A digital booking system will reduce administration time, minimise scheduling errors, and improve the overall customer experience.


[bookmark: _Toc1462990833]Equipment and Resources

The business requires the following equipment before trading begins:

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[bookmark: _Toc203857541]Customer Journey
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This structured process encourages customer satisfaction and repeats bookings while supporting the marketing strategy through positive reviews and referrals.

Health and Safety

Health and safety are essential because driving tuition involves risks for both the instructor and learner. The business will maintain the vehicle to DVSA standards, complete regular safety checks, and ensure appropriate instructor insurance is in place. Safe driving practices will be promoted throughout every lesson to reduce risk and protect both customers and the business.

[bookmark: _Toc1766713889]Legal Requirements

The business must comply with DVSA regulations before providing paid tuition. This includes qualifying as an Approved Driving Instructor, maintaining appropriate insurance, ensuring the tuition vehicle meets legal roadworthiness requirements, and registering with HM Revenue & Customs as a sole trader.
Customer information will be stored securely in accordance with UK data protection legislation. Legal compliance protects both the business and its customers while reducing financial and reputational risk.
[bookmark: _Toc923755256]Suppliers
Reliable suppliers are essential to maintaining service quality. The business will work with vehicle dealers or leasing providers, insurance companies, servicing garages, fuel suppliers, booking software providers and an accountant where required. Building long-term relationships with dependable suppliers should minimise disruption and support efficient business operations.

[bookmark: _Toc434165083]Risk Assessment and Contingency Planning

Like all businesses, Hollie’s Driving School faces several potential risks.

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By planning these risks in advance, the business can reduce disruption and continue operating effectively.

[bookmark: _Toc942764980]Future Growth
The long-term objective is to establish Hollie’s Driving School as a trusted local business before expanding into automatic driving tuition and employing additional Approved Driving Instructors. Expansion will only be considered once customer demand and profitability are consistently achieved, reducing the financial risks associated with rapid growth.
Future investment in online booking technology and partnerships with local schools and colleges may also increase brand awareness and create further opportunities for business development.
[bookmark: _Toc1785698339]Financial Information 

The financial forecasts demonstrate that the business has the potential to become financially sustainable, provided projected lesson bookings are achieved. Funding the business through personal savings reduces borrowing costs and allows profits to be reinvested during the first year.
Regular monitoring of income, expenditure, and cash flow will enable the business to respond to changes in operating costs, helping maintain profitability, and support future expansion.


Monthly Running Costs
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Carefully monitoring these costs will help maintain profitability. The tuition vehicle will initially be purchased using personal savings rather than finance. However, £350 will be allocated each month as a depreciation and replacement reserve to help fund a future vehicle and avoid a large, unexpected cost when the original tuition car needs replacing.
[bookmark: _Toc1816053459]Revenue Forecast

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Income is expected to increase steadily as the business builds its reputation through referrals, positive reviews, and repeat customers. Additional income from motorway tuition, pass plus courses and block bookings is also expected to support growth throughout the first year 
[bookmark: _Toc1862436265]Cashflow Forecast Summary

During the first few months, profits are expected to be lower because marketing costs will be higher and the customer base is still developing. However, as more learners begin block bookings and recommend the business to others, monthly income is forecast to exceed running costs comfortably.
Maintaining a contingency fund will help cover unexpected expenses such as vehicle repairs or temporary reductions in customer demand.

[bookmark: _Toc703009328]Break-even Analysis

The business reaches break-even when total income equals total operating costs.
With monthly operating costs estimated at £1,565, the business would need to deliver approximately 40 one-hour lessons at the standard price of £40 to cover its regular monthly costs. However, because block bookings reduce the hourly price to £38, a more cautious target would be approximately 42 lessons each month.
This is equal to around 10 or 11 paid lesson hours per week. The calculation does not include Hollie’s personal tax, National Insurance, or the recovery of the original £22,000 start-up investment. These will therefore be monitored separately when assessing the overall financial performance of the business.

This analysis shows that Hollie’s Driving School is forecast to cover its regular monthly operating costs from the first month, although recovering the original start up investment will take longer. This suggests the business should become financially sustainable provided a consistent number of learners is maintained.
[bookmark: _Toc446710394]Conclusion
This business plan has demonstrated that Hollie’s Driving School has the potential to become a successful and financially sustainable driving tuition business serving Llanharan, Pontyclun and the surrounding Rhondda Cynon Taf area. Research has identified continued demand for qualified driving instructors, while the competitor analysis has highlighted opportunities to stand out through personalised tuition, flexible lesson times, and excellent customer service.
The marketing, operational, and financial plans show that the business has been carefully planned and has realistic opportunities for growth. By managing costs effectively, providing high-quality tuition and building a strong local reputation through recommendations and positive reviews, I believe the business can continue to grow successfully.
For me, this business is more than starting a company. It is the opportunity to build a rewarding career helping people gain confidence, achieve independence, and reach an important life milestone. My aim is for Hollie’s Driving School to become a trusted and recommended driving school within the local community.
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Appendix B – Business Logo
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Appendix C – Competitor Research
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Appendix D – 12-Month Cashflow Forecast
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Appendix E – Price List
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Appendix F – Marketing Examples
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Appendix G – SWOT Analysis
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Appendix H – PESTLE Analysis
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Radyr Comprehensive School — 9 GCSEs including Maths
and English.

Radyr Sixth Form — AS Levels in IT, Health & Social Care
and BTEC Sport.

Why I'm Suited to Hollie's Driving School

» Calm and approachable

* Professional attitude

« Excellent people skills

* Passionate about helping others achieve their goals

» Committed to providing safe, enjoyable and high-quality
driving tuition
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HOLLIE JADE WILLMOTT
Future Owner & Driving Instructor | Hollie's Driving
School

Email: holliejade.123@jicloud.com
Mobile: 07359901599
Location: Pontyclun, CF72

Professional Profile

Friendly, patient and professional individual with strong
experience in customer service, administration, cash
handling and working independently. I am passionate about
road safety and helping learners become confident,
responsible drivers. I am currently developing Hollie's
Driving School and have excellent communication,
organisation and time-management skills together with a
full UK driving licence.

Core SKkills
¢ Excellent communication and customer service

¢ Patience and confidence building

¢ Organisation and diary management
¢ Cash handling and administration

¢ Problem solving

* Microsoft Word, Excel & PowerPoint
¢ Reliable and professional

¢ Independent and team working

Employment History

Radyr Filling Station (2017-2018)

* Customer service, cash handling, stock control and
independent working.

British Gas — Conduit Global (2016-2017)

* Handled customer enquiries, booked appointments and
resolved complaints.

Hospitality & Retail Roles (2014-2016)

* Developed communication, teamwork, customer care and
attention to detail.
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SMART objective

Objective 1

Build an active customer base of 25 regular
learners within the first 12 months.

Objective 2

Achieve a first-time practical test pass rate
above the most recently published
national average by the end of the first
trading year.

Objective 3

Achieve an operating profit of at least
£2000 per month for three consecutive
months by the end of the first trading year,
before personal tax and after regular
monthly operating costs

Objective 4

Receive at least 30 genuine google reviews
with an average rating of 4.8 stars or higher
within the first 12 months.
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