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[bookmark: _Toc1419677235]Executive Summary
This venture plan outlines the development and sustainability strategy for Ozzo Taxi, a partnership established in October 2025 through the collaboration of three independent small taxi businesses: Tab2Go, CJM Cars, and Daily Taxi. Each partner contributes unique resources, expertise, and operational capacity, collectively strengthening the venture's competitive position. Ozzo Taxi seeks to establish itself as the leading taxi provider in Carmarthenshire by introducing a comprehensive, accessible booking system that includes traditional phone bookings, app-based reservations, and social media platforms. The company will further distinguish its services by operating an exclusively all-electric vehicle fleet. As a customer-centric company, Ozzo Taxi will expand its fleet and transition to fully electric vehicles in response to evolving transport trends. The adoption of electric taxis enables the company to respond to changing consumer preferences, thereby contributing to customer satisfaction and loyalty, as passengers increasingly value sustainable and eco-friendly transportation options (Zamanov,2024).
Ozzo Taxi creates value by merging traditional taxi services with advanced digital technology. Offering multi-channel customer access streamlines operations and enhances the customer experience. This hybrid approach allows the company to expand its customer base and serve both conventional and tech-savvy users, supporting business growth and increased market share. Furthermore, the geographic location of Carmarthen enables the business to effectively serve the local community, particularly surrounding rural areas where many small villages have limited public transport. As a result, residents in these areas often rely on private transport and taxi options, creating consistent demand for Ozzo Taxi’s services.
[bookmark: _Toc137497390]Project Overview and Context
Ozzo Taxi was developed from hands-on experience in building a local taxi business, providing a strong practical foundation for the venture. In April 2025, my partner launched Tab2Go Taxi Services in Carmarthen, focusing on operating electric vehicles and using digital booking systems to improve customer accessibility. Early involvement in marketing, financial management, and daily operations supported rapid business growth and helped secure contracts with organisations such as Transport for Wales and CMAC Group, demonstrating real market demand and establishing a reliable revenue base (Burns, 2022). As the business grew, it became evident that scaling independently in a fragmented, competitive local market would pose constraints (Bilgin et al., 2023). To address this, a strategic partnership was formed in October 2025 with CJM Cars and Daily Taxi, resulting in the creation of Ozzo Taxi. Each partner contributed distinct strengths: Tab2Go provided contracts for rail replacement services with Transport for Wales and CMAC Group, an organisation specialising in managed ground transport and accommodation solutions for businesses. CJM Cars secured stable school transport agreements, and Daily Taxi contributed an established customer base built over the years through a strong online presence. This collaboration enabled more effective scaling while reducing individual risk, reflecting broader industry shifts driven by digitalisation and changing customer demand (Butler, 2022).
Carmarthenshire offers a favourable market environment for Ozzo Taxi's growth. The region is characterised by a high proportion of rural communities and limited public transport infrastructure, creating consistent demand for reliable private transport services. Tourism also contributes to demand, with destinations such as Skanda Vale, Laugharne and Brechfa forest attracting a significant number of visitors despite limited transport accessibility. In addition, the absence of dominant app-based transport providers, such as Uber, creates an opportunity to establish early market presence and build strong customer loyalty (McKinsey, 2020).
[bookmark: _Int_SypWXzeB]Ozzo Taxi addresses these market gaps by combining local expertise with advanced technology and environmental considerations. Customers have access to multiple booking options, all managed through a centralised integrated booking system (see Appendix 1). This approach aligns with changes in consumer behaviour driven by digital transformation, consequently improving operational efficiency, customer satisfaction, and brand recognition (Verhoef et al., 2021). The electric vehicle fleet further enhances the travel experience by providing a more sustainable, comfortable journey. Although taxi services are not essentially innovative, the venture introduces meaningful improvements in service delivery, coordination, and scalability. As a result, Ozzo Taxi represents the transformation of a traditional service into a more efficient, technology-enabled, and sustainable business model with strong long-term growth potential.
[bookmark: _Toc280249620]Strategy for Longevity
Ozzo Taxi ensures long-term sustainability and success by strategically adapting to changing internal capabilities and external market conditions (Johnson, 2020). Since its formation in October 2025, the venture has already demonstrated early progress, expanding its fleet from three to eight vehicles by April 2026. Notably, all vehicles in the fleet are fully electric, providing a clear point of differentiation in the Carmarthenshire taxi market and aligning it with rising environmental expectations and potential future regulations. Companies adopting a differentiation strategy achieve higher market share and sustain an advantage over competitors (Bambang Baroto et al., 2012).
A key element of the longevity strategy is driving business growth through targeted marketing and brand development. Ozzo Taxi has adopted a multi-channel marketing approach, utilising social media platforms, Google advertising, and traditional methods such as business cards and leaflets (see Appendix 2). These efforts have contributed to a substantial increase in business activity within the first six months, demonstrating both strong market demand and the effectiveness of the chosen strategy. Continued investment in digital marketing, including social media and online advertising, will be crucial for maintaining visibility and attracting new customers in an increasingly competitive market (Chaffey and Ellis-Chadwick, 2022).
Customer retention is a key factor supporting long-term viability (Kotler and Keller, 2021). Ozzo Taxi benefits from a diversified customer base, including individuals and contractual partnerships. These partnerships provide stable and predictable revenue streams, reducing reliance on one-off customer bookings. The company is in ongoing discussions with Transport for Wales and CMAC to secure the current contracts for the next two years, which would significantly strengthen financial stability. In addition, the business continues to pursue the expansion of school transport contracts with the local council, which are particularly valuable due to their consistent, long-term nature. Service quality differentiates the business, attracts customers, increases market share, and supports retention (Venetis & Ghauri, 2004). To ensure customer satisfaction and continuous improvement, Ozzo Taxi has implemented and continues to develop internal procedures, including health and safety standards, drug and alcohol policies, and regular driver training. These measures support both high service standards and regulatory compliance. 
Operational efficiency plays a central role in ensuring scalability and sustainability. Implementing an integrated dispatch system that combines phone bookings, social media communication, and a dedicated mobile application enables efficient job allocation, reduces manual processes, and improves overall service coordination. A key strategic objective for the company is to increase customer bookings through the mobile application, as this enhances booking efficiency, reduces administrative workload, and improves the overall customer experience (Deloitte, 2024). Two key factors support this strategy. Firstly, local market observations and reviews of the competitors' websites show that only one taxi provider in Carmarthen currently offers a mobile app booking system. However, Ozzo Taxi further distinguishes itself from this competitor by operating a fully electric fleet, whereas the other operator continues to rely on older, standard vehicles. All remaining taxi providers use phone-based or basic online booking methods. Secondly, increasing mobile app usage will help Ozzo Taxi strengthen its competitive position and stay ahead of potential ride-hailing companies, such as Uber, which has not yet entered the local market but represents a future competitive threat.
Adaptability is also a core element of the strategy for longevity. The transport industry is undergoing a significant transformation, driven by technological advancements and increasing environmental awareness. By investing in a fully electric fleet from the outset, Ozzo Taxi demonstrates a proactive approach to these changes. Electric vehicles not only reduce environmental impact but also offer long-term cost advantages through lower fuel and maintenance expenses. This strategic decision enhances both the economic and environmental sustainability of the business (IEA, 2023; EEA, 2024). It also aligns with national sustainability targets focused on reducing emissions and promoting cleaner transport solutions (UK Government, 2021).
Risk management is embedded within Ozzo Taxi’s long-term sustainability strategy. Potential risks include increased competition, rising operational costs, and challenges associated with rapid expansion (McKinsey, 2020; Barringer and Ireland, 2022). To mitigate these risks, the business focuses on securing long-term contracts, diversifying its customer base, and maintaining a flexible operational model. The planned expansion of the fleet to at least 12 vehicles within the first year will further strengthen the company’s capacity to meet demand and respond to market fluctuations.
Overall, Ozzo Taxi’s strategy for longevity is built on sustainable growth, strong partnerships, technological integration, and a clear focus on customer needs. By continuously adapting to market conditions, investing in innovation, and leveraging its local strengths, the venture is well-positioned to become the leading taxi provider in Carmarthenshire within the next two years.
To illustrate the company’s longevity strategy, a Business Model Canvas has been developed (see Figure 1):
[bookmark: _Toc1818046162]Business Model Canvas – Ozzo Taxi
[image: ](Fig.1)
The figure provides a clear overview of the business model, highlighting the main strategic elements that support the company’s long-term objectives.
Customer Segments:
Ozzo Taxi serves a diverse range of customers across Carmarthenshire. These include local residents who rely on taxis due to limited public transport, particularly in rural areas. Tourists represent another important segment, as transport access in these areas is restricted. Additionally, the company targets corporate clients through partnerships with CMAC, as well as public-sector organsations such as Transport for Wales and Carmarthenshire County Council.
Value Proposition:
Ozzo Taxi delivers value by combining sustainability, reliability, and technology. Its fully electric fleet reduces environmental impact and lowers operating costs. The multi-channel booking system, available via app, phone, and social media, enhances accessibility and convenience. A strong local presence supports personalised service and efficient route planning, while contract-based services provide consistent reliability for clients.
Channels:
Customers access Ozzo Taxi through a mobile app, phone bookings, and social media platforms. Google Ads and search engine optimisation enhance online visibility. Word of mouth is another powerful marketing tool in service-based industries, as customers are more likely to trust personal recommendations than formal advertising (Kotler and Keller, 2021).
Customer Relationships:
The business builds strong customer relationships through reliability, direct communication, and long-term contracts, with a clear focus on delivering a consistent and positive customer experience throughout the service journey (Lemon & Verhoef, 2016, Becker & Jaakkola, 2020).
Revenue Streams:
Revenue is generated through driver commission, contract work, and regular bookings.
Key Resources:
Electric vehicles, drivers, a centralised dispatch system, contracts, and strategic partnerships are key resources supporting Ozzo Taxi’s operations. The prior experience of the company’s main partners in the taxi and transport industry is also a key resource, providing valuable operational knowledge and supporting effective business decisions.
Key Activities:
Core activities include transport delivery, dispatch management, marketing, and customer service.
Key Partnerships:
Partnerships with CMAC Group, Transport for Wales, and local council support growth and stability.
Cost Structure:
Major costs include vehicle finance, insurance, maintenance, marketing, and technology development. This overall structure reflects how the business integrates value creation, delivery, and capture within a coherent model (Taran et al., 2021).
[bookmark: _Toc189429597][bookmark: _Int_sfoMGhFF]Viability, Finance and Resources
Ozzo Taxi operates in a market characterised by consistent, reliable demand, primarily due to the limited availability of public transport in rural areas of Carmarthenshire. This creates a strong foundation for financial viability, as both residents and visitors depend on private transport services for daily travel, work, and tourism-related journeys. The presence of underserved routes and locations further strengthens long-term demand for taxi services, positioning the business in a stable, essential market. This is supported by national transport data highlighting continued reliance on private transport in areas with limited public infrastructure (GOV.UK, 2023).
Contractual work provides another revenue source. This includes rail replacement for Transport for Wales, partnerships with CMAC Group, and school transport contracts with local authorities. These agreements provide regular, predictable income, ensuring stable operations. Securing these contracts for an additional two years would further strengthen financial security and support long-term planning.
The company operates a cost-efficient model, enhancing its financial sustainability. By relying predominantly on digital platforms, including social media, phone systems, and a mobile application, Ozzo Taxi minimises the need for a physical office. This significantly reduces overhead costs, including rent, utilities, and administrative expenses. As a start-up, the partners are focused on maintaining low running costs, with additional support from family members and friends, where appropriate, to assist with day-to-day operations. Although early support from family and friends may limit long-term development by restricting diversity (Jack et al., 2008), research confirms that such support plays a positive role in the early stages of a business by expanding the scope of start-up activities (Manolova et al., 2015). As a family member, I contribute by managing social media, customer bookings, calls, partner communications, and basic financial tasks. As a result, a greater proportion of revenue can be reinvested into business growth, particularly fleet expansion and technology development (British Business Bank, 2024).
A key element of the financial model is commission-based revenue from new drivers who join the company. Drivers retain the full fare from each journey, while the company deducts a 10% commission for each job provided. This approach creates strong incentives for drivers to maximise productivity and earnings, while generating a consistent income stream for the business. The scalability of this model is particularly advantageous, as revenue increases in line with the number of drivers and completed journeys without significantly increasing fixed costs. For example, a driver averaging 10 journeys per day at £10 per fare generates £10 in daily revenue, assuming a 10% commission. With 10 drivers, daily revenue totals £100, showing how the model scales with business growth.
The Key Performance Indicator (KPI) report for the company’s performance over the past few months demonstrates financial stability and consistent growth toward the strategic goal of increasing app-based bookings (see Appendix3).
Overall, Ozzo Taxi demonstrates strong financial viability, supported by stable demand, a scalable revenue model, low operating costs, and the ability to reinvest in future growth. An illustration of the projected growth of the company is shown in Figure 2 below:
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(Fig.2)
October 2025: 
Ozzo Taxi launches through a visionary partnership between Tab2Go, CJM Cars, and Daily Taxi. The business begins operations with a small fleet, but strong initial contracts and customer base, setting the stage for future growth. 
Early 2026: 
The company expands to eight electric vehicles, demonstrating a commitment to sustainability. Marketing activities, including social media and Google Ads, increase brand awareness and establish a solid foundation for growth.
Mid 2026: 
The focus shifts to increasing the adoption of the mobile booking application. Additional contracts are pursued with CMAC Group and Transport for Wales. Operational efficiency improves through better dispatch coordination. 
Late 2026: 
By late 2026, the fleet is expected to grow to at least 12 vehicles. The company strengthens its market position by securing long-term contracts, particularly in school transport and corporate services.
Year 2027: 
Looking ahead to 2027, Ozzo Taxi aims to become the leading taxi provider in Carmarthenshire. Expansion opportunities include introducing structured transport routes to tourist destinations and increasing contractual work. The business continues to scale sustainably through reinvestment and innovation.
This roadmap showcases an inspiring journey from ambitious start-up to market leadership, driven by resolute strategic growth, technology adoption, and unwavering contract stability.
[bookmark: _Toc1282036317]Implementation and Learning Loop
The implementation of Ozzo Taxi follows a phased and practical approach, supported by real-world experience and a strong focus on continuous improvement. Since its establishment in October 2025, the business has progressed beyond the initial start-up phase and is currently operating with an expanding fleet and an active customer base. The next stage of implementation focuses on structured growth, operational refinement, and increased adoption of digital systems.
A key priority within the implementation phase is the further development and promotion of the mobile booking application. While customers can currently access services through phone, social media, and the app, increasing the proportion of app-based bookings is a strategic objective. The app improves efficiency by automating booking processes, reducing manual input, and enabling faster job allocation to drivers. Marketing activities, including social media campaigns and targeted digital advertising, will be used to encourage customer adoption of this platform.
The venture applies a structured learning loop based on a build, test, learn, improve cycle (Ries, 2017). This approach enables the business to continuously refine its operations in response to both customer and driver feedback. Customer insights are gathered through direct communication, service reviews, and app usage data (Mele et al., 2025). For example, if recurring issues such as delays or booking difficulties are identified, adjustments can be made to improve system functionality and overall service quality.
In addition, operational data, such as booking volume, peak usage hours, and customer retention metrics, is analysed to enable evidence-based decisions. This lets the business allocate resources efficiently, streamline operations, and respond promptly to changes in demand. Driver feedback is also incorporated to ensure fair job distribution and sustain workforce morale. 
As shown in Figure 3, the customer journey is consistently monitored and fine-tuned to enrich the overall service experience. By implementing this structured learning method, Ozzo Taxi ensures it remains agile, competitive, and responsive to market conditions, supporting its sustained success and growth.
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(Fig.3)
Stage 1 - Need Recognition:
The customer identifies a need for transport, often due to limited public transport availability or convenience.
Stage 2 - Booking:
The customer books a taxi using one of three channels: mobile app, phone, or social media. The app provides the fastest and most efficient option.
Stage 3 - Confirmation:
The system confirms the booking and assigns a driver. Customers receive updates, improving transparency and trust.
Stage 4 - Service Delivery:
The driver completes the journey. Electric vehicles are expected to deliver a quiet, smooth, and environmentally friendly travel experience.
Stage 5 - Payment and Completion:
The journey is completed, and payment is processed. The experience is designed to be seamless and efficient.
Stage 6 - Feedback and Retention:
Customers provide feedback through direct communication or app reviews. Positive experiences encourage repeat usage and customer loyalty.
Improvements:
The integrated dispatch system reduces waiting times, while the app enhances convenience. Continuous feedback allows the company to refine the service, ensuring long-term customer satisfaction.
[bookmark: _Toc341980122]Conclusion and Recommendations
Ozzo Taxi demonstrates strong potential for sustainable growth through its scalable model, strategic partnerships, and focus on technology and efficiency. It is recommended that the business continue to invest in app development, secure long-term contracts, and expand its electric fleet to strengthen its competitive position and ensure long-term viability. To improve efficiency and organisation,  responsibilities should be clearly defined among partners. Designated drivers should focus on transportation, while one person manages bookings and administrative tasks. This structure avoids confusion, reduces overlap, and ensures essential tasks are completed effectively. As the company grows, additional employees should be hired with the relevant skills to manage workflow, finance, and marketing.
[bookmark: _Toc1564174516]Appendix 1:
The company uses iCabbi Dispatch System, a centralised cloud-based taxi dispatch platform, to manage its daily operations. This platform allows bookings, driver allocation, and administrative tasks to be handled in one place. It also provides reporting tools that enable management to monitor performance, track revenue, and make informed business decisions (iCabbi, 2026).
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[bookmark: _Toc1733813156]Appendix 2:
The company uses a range of channels to advertise its services, including social media, its website, Google Ads, business cards, and leaflets:
[image: ]
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Website:
Ozzo Taxis Carmarthen, Reliable Local and Long Distance Private Hire
[bookmark: _Toc18369880]Appendix 3:
The KPI reports pulled from the iCabby dispatch system for January, February, and March 2023 show clear growth in the company’s performance and financial viability. The figures indicate that the total number of bookings increased each month, along with overall turnover. As the company’s objective is to increase app usage and bookings, it is evident that the business is actively working towards this goal. There is a steady increase in app bookings each month, though March's number is slightly lower. However, the total turnover from app bookings continues to rise.
January 2026 Performance:
[image: ]February 2026 Performance:
[image: ]March 2026 Performance:
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20260226 23 4 0 0 0 01 16 2 5 61445 2150 000  0.00 000 000 000 57820 1475 2150
20260227 14 4 0 0 0 00 8 2 4 51150 23025 000  0.00 000 000 000 27675 450 23025
20260228 1200 0 0 0 0 111 0 530.55 000 000  0.00 000 000 000 52055 10.00 0.00
Total B8 73 o ) 0 0 & 26929 81 10,308:85 1,349.05 0.00  0.00 000 000 141.00 B831:45 187.35 1,490.05
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BOOKING TOTALS 22ND APR 2026 19:21PM

Date Tot Cash Desk Debitc Creditc Amex Inv App Web Dis Tot Cash  Desk Debitic Credivc Amex Inv  App Web Dis
2026.01-02 6 1 0 0 0 00 5 o0 1 2375 525 000  0.00 000 000 000 1850 0.00 525
2026.01-03 9 5 0 0 0 00 4 o0 5 15775 1175 000  0.00 000 000 000 14600 0.00 1.75
2026.01-04 1 10 0 0 00 0o o 1 000 000 000 000 000 000 000 0.00 000 0.00
2026.01-05 2 3 0 0 0 00 9 o0 3 51567 1225 000  0.00 000 000 000 50342 0.00 12.25
2026.01-06 o0 o0 0 0 00 14 0 o0 40015 000 000  0.00 000 000 000 40015 0.00 0.00
2026.01-07 010 0 0 00 9 o0 1 28375 875 000  0.00 000 000 000 27500 0.00 875
2026.01-08 8 0 0 0 0 00 8 0 0 56621 000 000 000 000 000 000 56621 0.00 0.00
2026.01-09 1 10 0 0 0 0 10 o 1 22200 000 000 000 000 000 000 22200 0.00 0.00
2026.01-10 6 3 0 0 0 00 3 o0 3 1930 19.30 000 000 000 000 000 0.00 000 19.30
2026.01-11 2 0 o 0 0 00 2 0 0 11000 000 000 000 000 000 000 11000 0.00 0.00
2026.01-12 040 0 0 00 6 0 4 37600 1100 000  0.00 000 000 000 36500 0.00 11.00
2026.01-13 5 0 o0 0 0 00 5 0 0 3325 000 000  0.00 000 000 000 33625 0.00 0.00
2026.01-14 00 o0 0 0 00 10 0 o0 48550 000 000  0.00 000 000 000 48550 0.00 0.00
2026.01-15 210 0 0 00 9 2 1 37985 000 000  0.00 000 000 000 37985 0.00 0.00
2026.01-16 6 1 0 0 0 00 5 0 1 27600 1950 0.00  0.00 000 000 000 25650 0.00 19.50
2026.01-17 8 3 0 0 0 00 5 o0 3 28502 1980 000  0.00 000 000 000 26522 0.00 19.80
2026.01-18 3 10 0 0 00 2 o 1 20450 9450 000  0.00 000 000 000 11000 0.00 94.50
2026.01-19 6 1 0 0 0 01 4 0 2 15600 0.00 000  0.00 000 000 000 15600 0.00 0.00
2026.01-20 8 0 0 0 0 06 2 0 6 28365 000 000 000 000 000 14500 13865 0.00 14500
2026.01-21 B0 o0 0 0 0 1 12 0 1 62825 000 000 000 000 000 000 62825 0.00 0.00
2026.01-22 210 0 0 0 0 10 1 1 35095 10000 000  0.00 000 000 000 24445 650  100.00
2026.01-23 1 2 o0 0 0 00 9 o0 2 54755 1000 0.00  0.00 000 000 000 53755 0.00 10.00
2026.01-24 77 0 0 0 00 10 o 7 65415 4365 0.00  0.00 000 000 000 61050 0.00 43.65
2026.01-25 6 1 0 0 0 00 5 0 1 13190 480 000 000 000 000 000 12710 0.00 4.80
2026.01-26 9 0 o 0 0 02 7 o0 2 247.90 000 000 000 000 000 6400 18390 0.00 64.00
2026.01-27 53 0 0 0 02 10 0 5 66375 3605 000  0.00 000 000 7000 55770 0.00  106.05
2026.01-28 2 2 0 0 0 002 8 0 4 50045 1045 0.00  0.00 000 000 13250 44750 0.00 14295
2026.01-29 w10 0 0 02 11 0 3 46275 700 000  0.00 000 000 6400 39175 0.00 71.00
2026.01-30 02 0 0 0 03 5 0 5 42405 600 000 000 000 000 12800 29005 0.00 13400
2026.01-31 5 2 o0 [ 0 0 1 2 o 3 27705 12310 0.00  0.00 000 000 000 15395 0.00 12340
Total 27 a7 0 0 0 0 20 P01 3 67 1006010 543.15 0.00 0.00 0.00 0.00 60350 B906.95 650 1,146.65
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