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[bookmark: _Toc225704187]Executive Summary

The business plan offers SmartRide Private Hire Services, which is a professional private transport service with safe, comfortable, and reliable rides to the customers in London. The company aims at offering customers a superior customer experience than ordinary taxi services and achieve this through clean cars, professional drivers, and convenient booking.
It is premised on the rise of demand in the sphere of the private hire services because of the hectic schedule and the growth in the usage of ride-hailing apps (Koivusalo et al., 2024). A lot of customers desire more secure and customised transportation particularly to airport and business travel as well as long distance journeys.
SmartRide will also provide prebooked journey, airport transfer and executive transportation. Business will begin with a single car and eventually increase to a small fleet.
Starting with a legal structure of a sole trader is simpler, as it is simple to establish and coordinate (GOV.UK, 2025). It will take approximately £8,000 to start up the business in the form of licenses, insurances, marketing, and start up costs.

[bookmark: _Toc225704188]Business Concept

SmartRide Private Hire Services is a transport company providing pre-booked private hire services to individuals and businesses. The business aims to offer a reliable and premium alternative to traditional taxis and ride-hailing platforms.


[bookmark: _Toc225704189]Business Description 

SmartRide Private Hire Services is a transport company offering private hire services to individuals and companies. The primary aim is to provide a high-quality and trusted alternative of conventional taxi.
The services available are:
· Airport transportation (collection and delivery) 
· Local and long-distance rides. 
· Corporate and business travel. 
· Premeditated trips to occasions or events. 
The company will primarily sell online, make phone calls, and potentially a generic site or an application that will provide more certainty than the usual ride-hailing platforms.
The management hierarchy will be basic. Initially, the owner will act as a driver and manager. This is because additional drivers can be employed later on as the business expands.



[bookmark: _Toc225704190]Product Description 
SmartRide Private Hire Services is mainly aimed at delivering high quality, dependable, and professional transport services that are responsive to the needs of the customers. The company wants to establish a good image of a business that is founded on trust, safety, and high standards of customer service. The first year is aimed at acquisition of regular customers and monthly stable profit.
Short term, the business will target at customer base and positive reviews. This is significant as customer feedback is significant in drawing new customers in the transport sector (Faizi and El Fkihi, 2019). The business intends to increase its scale by including one or two more vehicles and employing more drivers in the medium term.
The long-term vision is the expansion of SmartRide to a recognised brand of private hire with quality service. The company can also create its booking software to be able to compete with such large apps as Uber and Bolt (Hasselwander, 2024).
SmartRide will offer the following services:

Airport transfers (pick-up and drop-off)
Local and long-distance journeys
Corporate and executive travel
Pre-booked trips for events

Customers will be able to book through phone, website, or future mobile app development.


[bookmark: _Toc225704191]Business Objectives (SMART Objectives)

Achieve monthly profit within the first 6 months
Build a loyal customer base through high-quality service
Maintain customer satisfaction ratings above 90%
Expand fleet size within 2 years

[bookmark: _Toc225704192]Short-Term Objectives (less than a year)

Launch business and obtain all licenses
Gain regular customers and positive reviews
Reach break-even within 4–6 months
Establish online presence (website & social media)


[bookmark: _Toc225704193]Long-Term Objectives (More than a year)

Expand fleet to 2–3 vehicles
Employ additional drivers
Develop a mobile booking application
Build a recognised brand in London

[bookmark: _Toc225704194]Market Analysis and Marketing Plan

[bookmark: _Toc225704195]Market Analysis (Competitors, Customers, Target Groups)

Target Customers:
· Professionals needing daily transport 
· Business clients 
· Tourists requiring airport transfers 
· Families seeking safe and comfortable travel 
Competitors:
· Uber and Bolt 
· Local taxi companies 
· Independent private hire drivers 
SmartRide has a different target market that consists of various customer groups. 
These clients consider comfort, safety, and reliability to be important in addition to low prices. Several of the customers do not mind paying a bit extra to receive a better service and be calm (Yum and Kim, 2024).





[bookmark: _Toc225704196]PESTEL Analysis 

Political:
Local authorities like Transport for London (TfL) regulate the industry of private hire. Drivers should be properly licensed and possess strict rules (GOV.UK, 2026). This may be a burden but also makes it safe and relied upon.
Economic:
The living standard is increasing, and individuals are spending wiserly. Nevertheless, the transport services are still required, particularly to work and travel (Fountas, Fonzone and Olowosegun, 2025) 
Social:
The population is gradually turning to services of the private hire rather than owning cars. Convenience and busy schedules are very crucial considerations (Bilgin et al., 2023).
Technological:
Technology plays a big role. Customers can find it easier to book rides and drivers to navigate with the help of apps, GPS, and online booking systems (Metz, 2022). 
Environmental:
The pressure to minimize pollution is increasing. Improving the business image can be achieved by using fuel-efficient or electric vehicles (Trim, 2026). 
Legal:
The drivers should abide by the laws including insurance, licensing, and safety inspection. Violation might attract fines or revocation of the license (Gov.uk, 2011).
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SWOT analysis is used to realize the business strength, weaknesses, opportunities and threats.
Strengths:
· Quality customer service. 
· Comfortable and clean cars. 
· Flexible working hours 
· Personalised service 
Weaknesses:
· Initial shortage of resources. 
· Only one vehicle at start 
· Dependence on one driver 
Opportunities:
· Rising need of personal transport. 
· Diversification into executive travel. 
· Collaborations with local companies. 
· Bookings by means of technology. 
Threats:
· High level of competition (Uber, Bolt). 
· Fuel price increases 
· Stringent government policies. 
· Economic dynamics on customer expenditure. 
This discussion demonstrates that despite the difficulties, the opportunities to expand the business are rather high in case it is managed properly (Gupta, 2024).







[bookmark: _Toc225704198]Marketing Mix (4Ps)

Product:
Premium private hire transport services
Price:
Competitive pricing, slightly higher than average taxis due to quality
Place:
London and surrounding areas
Promotion:
· Social media (Facebook, Instagram) 
· Website booking 
· Word-of-mouth 
· Flyers and partnerships with hotels/businesses 
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To start with, the owner will be both the owner and operations manager of the business.
All key business operations will be under the ownership of the owner, who will be involved in the delivery of transport services, booking management, customer enquiry handling, and high-quality customer service. 

Administrative activities will be controlled by the owner as well financial planning, budgeting, marketing activities, and legal and licensing requirements forced by Transport for London (GOV.UK, 2026). This practical model enables the business to reduce expenses in the initial phases with maximum control on the quality of the services.

[bookmark: _Toc225704200]Management Team and Their Background


The owner has experience in driving and customer service, ensuring professional and reliable transport services.
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	Time Period
	Milestone

	Month 1
	Business setup and licensing

	Month 2–3
	Launch and acquisition of first customers

	Month 4–6
	Break-even achieved

	Year 1
	Achieve stable profit

	Year 2
	Business expansion (additional vehicles)
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Start-Up Costs 
	Item
	Cost (£)

	Vehicle preparation / deposit
	3,000

	Licensing and permits
	500

	Insurance
	2,000

	Marketing
	500

	Equipment (phone, apps)
	500

	Miscellaneous costs
	500

	Total Estimated Cost
	7,000 – 8,000
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	Category
	Amount (£)

	Income (Minimum)
	2,500

	Income (Maximum)
	3,750

	Expenses
	1,300

	Net Cash Flow (Min)
	1,200

	Net Cash Flow (Max)
	2,450
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Sales Forecast (Monthly)
	Description
	Value (£)

	Daily Earnings (Minimum)
	100

	Daily Earnings (Maximum)
	150

	Working Days per Month
	25

	Monthly Revenue (Minimum)
	2,500

	Monthly Revenue (Maximum)
	3,750




[bookmark: _Toc225704207]Cost of Production Forecast
	Item
	Cost (£)

	Vehicle Preparation / Deposit
	3,000

	Licensing and Permits
	500

	Insurance
	2,000

	Marketing
	500

	Equipment (Phone, Apps)
	500

	Miscellaneous Costs
	500

	Total Estimated Cost
	7,000 – 8,000
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This is feasible since the need of transport services remains consistent (Department for Transport, 2025). 

	Description
	Value

	Start-up cost
	7,000 – 8,000

	Monthly profit
	1,200 – 2,450

	Estimated break-even point
	4 – 6 months
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[bookmark: _Toc225704210]Production of Good and Service

The service will be offered using the services of private hire vehicles to provide the consumer with comfort, punctuality, and professionalism. The company will run under the premise of accepting pre-booked rides either via phone, web or future mobile application, and this will ensure that the customers can book their ride ahead of time.
All trips will be strategically calculated with the help of GPS navigation so that they have efficient routes and reduce the delays. The vehicle will be well serviced and cleaned in order to offer secure and comfortable atmosphere to the passengers. The customer service will be an important priority, as the driver will be polite and professional in all the journeys.

[bookmark: _Toc225704211]Technology Plan

· GPS navigation systems 
· Online booking platform 
· Future mobile app development 
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The business will initially be run by the entrepreneur who, besides being the driver, will serve as the manager. In this strategy, the business will be able to reduce labour expenses at the inception of the business, yet keeping complete control of the service quality and customer experience.
All the main activities will be left to the owner such as driving, customer services, booking management, marketing, and financial administration. This will guarantee effective working and provision of services.
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SmartRide Private Hire Services will be developed gradually with high customer demand and more established business. The company intends to invest in more vehicles in the short to medium run to expand the capacity of service provision and decrease the time that customers have to wait. This will enable the business to make more bookings and make more revenue.











[bookmark: _Toc225704214]Reference List

1. ‌Bilgin, P., Mattioli, G., Morgan, M. and Wadud, Z. (2023). The effects of ridesourcing services on vehicle ownership: The case of Great Britain. Transportation Research Part D: Transport and Environment, 117, p.103674. doi:https://doi.org/10.1016/j.trd.2023.103674.
2. Department for Transport (2025). Demand responsive transport. [online] GOV.UK. Available at: https://www.gov.uk/government/publications/demand-responsive-transport/demand-responsive-transport.
3. Faizi, R. and El Fkihi, S. (2019). EXPLORING THE ROLE OF CUSTOMER REVIEWS IN DRIVING BUSINESS GROWTH. Proceedings of the International Conferences ICT, Society, and Human Beings 2019; Connected Smart Cities 2019; and Web Based Communities and Social Media 2019. doi:https://doi.org/10.33965/wbc2019_201908c053.
4. ‌Fountas, G., Fonzone, A. and Olowosegun, A. (2025). The impact of the cost-of-living crisis on travel choices: The case of Scotland. Research in Transportation Economics, [online] 110, p.101537. doi:https://doi.org/10.1016/j.retrec.2025.101537.
5. Gov.uk (2011). Legal obligations of drivers and riders. [online] GOV.UK. Available at: https://www.gov.uk/legal-obligations-drivers-riders.
6. GOV.UK (2025). Become a sole trader. [online] GOV.UK. Available at: https://www.gov.uk/become-sole-trader.
7. GOV.UK. (2026). Taxi and private hire vehicle licensing best practice guidance for licensing authorities in England. [online] Available at: https://www.gov.uk/government/publications/taxi-and-private-hire-vehicle-licensing-best-practice-guidance/taxi-and-private-hire-vehicle-licensing-best-practice-guidance-for-licensing-authorities-in-england.
8. Gupta, K. (2024). Strategies for Business Growth and Strength in Future-From Good to Great. ResearchGate. [online] doi:https://doi.org/10.13140/RG.2.2.18475.25121/2.
9. Hasselwander, M. (2024). Digital Platforms’ Growth Strategies and the Rise of Super Apps. Heliyon, 10(5). doi:https://doi.org/10.1016/j.heliyon.2024.e25856.
10. ‌Koivusalo, M., Arseniy Svynarenko, Benta Mbare and Mikko Perkiö (2024). Globalization, platform work, and wellbeing—a comparative study of Uber drivers in three cities: London, Helsinki, and St Petersburg. Globalization and Health, 20(1). doi:https://doi.org/10.1186/s12992-024-01021-3.
11. Metz, D. (2022). The impact of digital navigation on travel behaviour. UCL Open Environment, 4. doi:https://doi.org/10.14324/111.444/ucloe.000034.
12. Yum, K. and Kim, J. (2024). The Influence of Perceived Value, Customer Satisfaction, and Trust on Loyalty in Entertainment Platforms. Applied Sciences, [online] 14(13), pp.5763–5763. doi:https://doi.org/10.3390/app14135763.




[bookmark: _Toc225704215]Appendices:


	


Owner & Operations Manager


Drivers 


Admin / Support Staff


2 | Page

image1.png
Prifysgol Cymru
% Y Drindod Dewi Sant

. University of Wales
Trinity Saint David

»




