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1. Overview of the Business Idea
Al-Falah Autos is a modern automobile service and repair start-up designed to provide high-quality, convenient, and affordable vehicle maintenance solutions to private vehicle owners, families, and businesses. The automobile sector continues to expand as cars become essential for transportation, commuting, and small-business operations. However, customers face challenges in finding reliable, transparent, and efficient repair services. Al-Falah Autos aims to solve these issues by offering a combination of traditional workshop services and an innovative mobile mechanic service that sends technicians directly to customers’ homes or workplaces.
Products and Services
The business will provide a wide range of automobile services, ensuring that customers’ vehicles are maintained in safe and optimal condition. Key services offered include:
• Routine vehicle servicing (oil change, filter replacement, inspection)
• Engine diagnostics using advanced OBD scanning tools
• Tyre replacement, wheel balancing, and alignment
• Brake servicing and replacement
• Battery testing and replacement
• Suspension and steering repairs
• Emergency roadside assistance
• Mobile mechanic service (on-site servicing and minor repairs)
• Vehicle maintenance subscription plans for individuals and fleets
The mix of workshop and mobile services differentiates Al-Falah Autos from many traditional mechanics in the market and positions the business as a flexible and customer-centred provider.
Management Structure
Al-Falah Autos will adopt a lean but effective management structure to ensure efficient operations.
Founder / Chief Executive Officer (CEO)
Responsible for strategic planning, partnerships, investor relations, and major operational decisions.
Workshop Manager
Oversees daily workshop activities, manages mechanics, ensures compliance with safety standards, and monitors customer satisfaction.
Senior Mechanic / Technician
Leads the technical team, handles complex repairs, trains junior mechanics, and ensures quality control.

Mobile Mechanic Technician
Provides on-site servicing and urgent repairs at customer locations.
Marketing and Customer Relations Officer
Manages bookings, digital marketing campaigns, and customer service.
Part-Time Accountant
Handles payroll, budgeting, financial reporting, and tax compliance.
This structure provides clear roles and ensures the business can expand operations effectively over time.
Legal Format
The business will operate as a Limited Liability Company (LLC).
This structure is chosen because:
• It protects the owner’s personal assets from business liabilities.
• It improves credibility and trust among customers and investors.
• It makes it easier to attract investment and expand the business.
• It allows clear separation between ownership and management.
2. Environmental Analysis (PESTEL Analysis)
A PESTEL analysis helps understand the external environment that influences the operations of Al-Falah Autos.
Political Factors
Government policies on vehicle safety, roadworthiness testing, and mechanical certification affect how the company operates. Regulations regarding waste disposal—such as used oil, tyres, and batteries—require compliance. Additionally, the government’s support for SMEs, such as tax incentives or start-up grants, may benefit the business. Import tariffs on spare parts also influence pricing strategies.
Economic Factors
Economic conditions play a major role in consumer behaviour. During periods of inflation or economic instability, car owners may delay non-essential repairs, which affects sales. However, the rising number of second-hand vehicles in the market increases demand for affordable maintenance and repair services. As more people rely on personal vehicles for mobility, Al-Falah Autos is positioned to benefit from consistent demand.
Social Factors
Social trends indicate that customers increasingly value convenience and trust in service providers. Busy professionals often prefer mobile servicing options that save time. There is a growing awareness of vehicle safety, especially among families and corporate fleets. Furthermore, social media influences customer decisions, making it essential for the business to maintain an active online presence.

Technological Factors
Advanced vehicle technologies require workshops to use modern diagnostic tools and employ highly trained technicians. Online booking systems, customer tracking tools, and automated reminders improve efficiency. The business will rely heavily on digital marketing through social media, search engines, and online advertisements. The growth of hybrid and electric vehicles also presents opportunities for future expansion.
Environmental Factors
Environmental regulations emphasize the proper disposal of automotive waste. Al-Falah Autos will adopt eco-friendly practices, such as recycling used oil, responsibly disposing of tyres and batteries, and reducing environmental pollution. Customers increasingly prefer businesses that promote sustainability, giving the company an advantage. Additionally, the trend towards electric vehicles encourages the business to prepare for future specialist services.
Legal Factors
There are legal requirements related to health and safety standards in mechanical workshops, insurance obligations, employment regulations, and data protection for customer information. Compliance with these legal factors is essential to avoid penalties and build customer trust. The business must secure vehicle repair licences, insurance coverage, and staff certifications.
3. Marketing Strategies
Effective marketing strategies are vital to ensure Al-Falah Autos attracts and retains customers. The business will use the marketing mix (4Ps) and customer relationship strategies to reach its target market.
Target Market
• The business will primarily target:
• Car owners aged 25–60
• Employed individuals who prefer convenience
• Families with more than one vehicle
• Taxi drivers and ride-hailing service providers
• Corporate fleets and small businesses with company vehicles
Marketing Mix (4Ps)
Product
Al-Falah Autos provides professional, reliable, and high-quality automobile services. The unique selling point is the combination of a modern workshop and mobile mechanic service. Subscription plans offer customers regular maintenance at discounted rates, improving customer loyalty.
Price
The business will use a competitive pricing strategy, ensuring prices are affordable compared to major dealerships. Transparent pricing will be displayed on the website and social media pages. Special offers will attract new customers, such as:
• First-service discount
• Free diagnostic check for first-time clients
• Loyalty rewards for returning customers
Bundle offers (e.g., oil change + brake inspection) will encourage customers to purchase more services.
Place
Al-Falah Autos will operate from a centrally located workshop accessible to most customers. The mobile mechanic unit increases coverage by providing home or office service appointments. Customers will also be able to book appointments through:
• The company’s website
• WhatsApp and phone calls
• Social media messaging
• A future mobile application
This multichannel booking approach ensures convenience and accessibility.
Promotion
Promotional activities will focus on building brand awareness and attracting new customers. Strategies include:
• Social media advertising on Facebook, Instagram, and TikTok
• Google Ads and website search engine optimisation (SEO)
• Flyers and banners near busy roads, petrol stations, and residential areas
• Partnerships with taxi companies, insurance agents, and used-car dealerships
• Customer-referral programmes offering discounts
• Seasonal promotions (e.g., holiday safety checks)
Customer Relationship Strategy
• Al-Falah Autos will use strong relationship-building methods to retain customers:
• Maintaining a digital service history for each customer
• Sending reminders for service dates
• Providing friendly and transparent service
• Conducting follow-up calls after repairs
• Offering loyalty membership discounts
• These strategies build long-term trust and ensure repeat business.



4. Funding Requirement and Start-up Costs
Funding Required
Al-Falah Autos requires $55,000 in start-up capital. This funding will cover workshop setup, equipment, the mobile service van, initial inventory, salaries, and marketing costs.
Funding Sources
To acquire the required capital, the business will use the following funding mix:
Owner Investment – $10,000
This contribution shows commitment to the project and reduces reliance on loans.
Bank Loan – $25,000
A bank loan is suitable because it provides predictable repayment terms and reasonable interest rates for SMEs.
Angel Investor – $20,000
An investor will receive a small equity share. Angel investors often provide business advice and networking opportunities, which benefit growth.
Start-up Expenses for the First Month
A detailed estimate of startup expenses includes:
Workshop Setup
• Workshop rental (first and last month): $3,000
• Renovation, branding, lighting, flooring: $2,500
• Office furniture, computers, and reception desk: $1,200
Tools and Equipment
• Car lift: $5,000
• Diagnostic OBD scanner: $1,000
• Tool kits, air compressor, and machinery: $4,000
• Tyre machine and wheel balancer: $3,500
Mobile Mechanic Unit
•Purchase of service van (used): $8,000
•Branding and installation of equipment: $1,500
Operational Costs
• Staff salaries: $6,500
• Utilities (electricity, water, internet): $500
• Insurance (business, staff, van): $1,800
• Spare parts inventory: $4,000

Marketing Costs
• Website and booking system development: $2,000
• Promotional launch campaign: $1,200
• Total estimated start-up costs: $55,700, matching the funding requirement.
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