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INTRODUCTION
NAME AND ROLE
My name is Beniamin Ramon Borcan and I'm the owner and director of Benny’s Retail, a car dealership, where we buy and sell vehicles through cash or finance, we have a car wash inside the retail where we wash and clean inside and out every week our vehicles and we also have a garage where we inspect and repair our vehicles and that is also inside the retail.
BACKGROUND AND EXPERIENCE
I started by choosing mechanics as a GCSE subject in Harris Academy Peckham, where I would open and put back an engine, after I moved on to being a mechanic for 4 years and being very passionate and loving cars, I have moved on to opening my own car retail
PASSION AND MOTIVATION
I have been inspired by other car dealers and working my way up from the bottom as by just assisting in helping to owning a retail with all makes and models, owning a car wash and own mechanics also in the business
CONNECTION TO THE INDUSTRY
My connection to the industry started in a Secondary School where I choose Mechanics as a GCSE subject, I saw my father driving me to school every morning and with time I started to be very passionate cars.

Business Overview 
My business is called Benny`s Retail, and it is a car dealership that I own and manage. At Benny`s Retail, I buy and sell vehicles, offering customers the choice to pay in cash or through finance plans, depending on what suits them best. What makes my business different is that everything is done in one location. Inside the retail site, I have a car wash where we clean each vehicle inside and out every week to keep them in great condition. I also have an on-site garage where we inspect, service, and repair our vehicles. Overall, Benny`s Retail provides a complete service from purchasing a vehicle to maintaining it giving customers a simple, trustworthy, and convenient service.

Legal Structure of the Business
Benny`s Retail is run as a sole trader business, meaning I am the only owner. I am responsible for everything the business does, including the decision, the profits, and any risks. This type of structure is straightforward and easy to manage, which is why many small businesses choose it. The main downside is that I am personally liable for any debts or issues, but it also gives me full control over how the business operates and grows.

Management structure of my business
Owner/director- oversees strategy, finances, and business development.
General manager- coordinating the below.
Receptionist- help customers with the services needed.
Sales manager- try to convince customers and give them full satisfaction on the Vehicles.
Marketing manager- advertises online vehicle on our website.
Service manager- manages the vehicles which needs to be cleaned and repaired.
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PESTLE Analysis 
Political: 
Government Policies and Regulations: Government policies, especially those related to emissions and clean energy, are critical. Subsidies for electric vehicles (EVs) boost sales in that segment, while the imposition of tariffs on imported vehicles or components (e.g., from China) can increase prices and reduce demand.
Risk
· Higher tariffs increase vehicle prices and reduce sales volume.
Opportunities
· Government support for EV can boost sales in growing segment.
Strategic Response: 
Focus more on EV and hybrid inventory, monitor policy changes closely, and offer attractive financing options to soften the impact of higher import costs.
Economic: 
Consumer Disposable Income: High consumer income generally increases the demand for cars, while economic downturns or a cost-of-living crisis can lead consumers to postpone large purchases.
Risks:
·  Economic uncertainty may reduce vehicle sales.
· Higher interest rates can make financing harder.
Opportunities: 
· Growing disposable income boosts demand for premium vehicles.
· A well-developed used car segment can attract budget conscious buyers,
Strategic response:
Provide flexible financing, expand the used car portfolio, and strengthen after sales services to maintain revenue even when sales slowdown.
Social
Digital Engagement: Over 90% of consumers use social media for vehicle research, making a strong online presence and effective digital marketing strategies crucial for dealerships.
Risks 
· Weak digital visibility reduces trust and customer engagement. Negative reviews can harm the dealership’s reputation quickly.

Opportunities:
· Effective digital marketing can greatly increase leads and conversions.
· Social media allows the dealership to showcase vehicles and connect with customers personally.

Strategic Response:
Invest in online marketing, improve website quality, use social media for promotions, and introduce tools like virtual tours and online appointment booking.
Technological:
Electric and Autonomous Vehicles (AVs): The rapid development of EV technology and the eventual emergence of AVs are transforming the industry. Dealerships must adapt their infrastructure and expertise to sell and service these advanced vehicles.
Risks:
· Falling behind in EV or AV technology can drive customers to competitors.
· Upgrading equipment and training staff can be costly.

Opportunities:
· Becoming an early specialist in EV/AV sales and servicing can create a competitive edge.
· EV servicing introduces new revenue opportunities.

Strategic Response:
Train technicians in EV safety and maintenance, install charging stations on-site, and build partnerships with EV brands to stay ahead of industry trends.

Legal:
Employment and Labor Laws: Dealerships must comply with local labour laws, health and safety regulations, and minimum wage requirements, which can affect operational costs.
Risks:
· Non-compliance can lead to fines or damage to the dealership’s reputation.
· Rising labour costs can reduce profitability.

Opportunities:
· A safe and compliant work environment builds trust and improves employee retention.

Strategic Response:
Conduct routine compliance checks, invest in staff training, and streamline operations to reduce unnecessary labour expenses.

Environmental:
Emissions Regulations: Governments impose strict regulations on vehicle emissions, pushing both manufacturers and dealerships toward selling more environmentally friendly vehicles to meet mandated targets.
Risks:
· Dealerships slow to adopt eco-friendly models risk losing relevance.
· Poor environmental practices could lead to penalties.

Opportunities:
· Growing demand for EVs and hybrids provides new sales opportunities.
· Adopting sustainability practices can enhance the dealership’s brand image.

Strategic Response:
Increase the share of electric and low-emission vehicles in the inventory, promote environmental initiatives, and ensure compliance with waste and emissions regulations.

Target market and Marketing Strategies
Market segmentation 
To break down the market, I looked at different factors that influence how people buy cars. 
· Demographics: My main groups include people aged 25-55, from any gender, with a steady middle to high income. Many of them are either young professionals or families who need a reliable vehicle.
· Psychographic: These customers usually care about things like safety, reliability, and brand reputation. Some are also interested in eco- friendly options like electric cars.
· Geographic: Most of my customers will be from within a 30-50 km radius of the dealership, since people generally prefer buying cars close to home.
· Behavioural: I am also focusing on people who appreciate good after sales support, compare finance options, or want deals like trade-ins.
Targeting 
My primary target audience will be young professionals and families aged 25-45. I chose this group because they usually have a strong need for reliable transportation, they are active on social media, and they tend to respond well to things like financing plans and seasonal offers.
A secondary audience would be small businesses that need vehicles for work purposes, such as delivery cars or company cars.
Positioning 
To stand out from other dealership, i want my business to be seen as trustworthy and customer friendly. Basically, I want people to see the dealership as a place where they can get good value without feeling pressured or confused. 
Reaching the audience 
To reach customers, I will us a mix of channels:
· Social media for promotions and showcasing cars.
· Email marketing for offers, trade-in reminders, and service updates.
· Content marketing, like posting tips on buying used cars or maintaining vehicles.
For promotions, I will use things such as seasonal discounts, online ads, referral rewards, customer reviews, and small events like weekend test-drives days.

Funding Requirements and Allocation
  For my dealership start-up, I am seeking £50,000 in total funding. This amount will cover the essential startup expenses, initial operating costs, and help the business run during the first few months while sales begin to grow.

1. Startup costs
	Startup Item
	Cost (£)

	Initial vehicle stock (3-4 used cars)
	£30,000

	Dealership signage
	£1,000

	Office furniture, laptop, and printer 
	£2,000

	Website setup and professional photos
	£1,200

	Initial insurance setup, licensing 
	£1,500

	Security system (CCTV)
	£1,000

	Forecourt preparation / minor renovation
	£3,000

	Lauch marketing campaign
	£1.000

	Total startup costs
	£39,700



     2.   Operating costs 
           Fixed Monthly Costs 
	Fixed costs
	Monthly (£)

	Rent for office/ forecourt 
	£1,500

	Insurance 
	£300

	Utilities 
	£150

	Staff (part-time)
	£900

	Internet and software
	£50

	Total fixed costs
	£2,900


     
        Variable Monthly Costs
	Variable Cost
	Monthly

	Vehicle valeting 
	£200

	Fuel for test drivers
	£120

	Social media advertising  
	£150

	Minor repairs and parts
	£150

	Total Variable Cost
	£620



       Total Monthly Operating Cost
	Cost type
	Amount (£)

	Fixed costs
	£2,900

	Variable costs
	£620

	Total Monthly Operating Costs
	£3,520









  Six Month Forecast 
	Month
	Jan 
	Feb 
	Mar 
	Apr 
	May 
	Jun

	Income (£)
	£0
	£4,000
	£6,000
	£6,000
	£8,000
	£8,000

	Expenses (£)
	£3,520
	£3,520
	£3,520
	£3,520
	£3,520
	£3,520

	Net (£)
	£3,520
	+£480
	+£2,480
	+£2,480
	+£4,480
	+£4,480
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