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1. Product/Service Proposition

Company Name: Dela Santo Car Sales

Dela Santo Car Sales is a used-car dealership specialising in affordable, reliable, and fully inspected pre-owned vehicles. The business will buy vehicles from auctions, private sellers, and trade-ins, then professionally inspect, service, and resell them at competitive prices.

Our service proposition is built on trust, transparency, and quality assurance. Every vehicle will:
• Undergo a multi-point mechanical inspection
• Receive necessary servicing and safety checks
• Be sold with a verified vehicle history report
• Include optional warranty packages
• Offer finance options through third-party providers

Unlike many informal car sellers, Dela Santo Car Sales will provide full documentation, clear pricing, and after-sales support. Customers will experience a professional, pressure-free buying environment.

Our Unique Selling Proposition (USP) is:

“Reliable cars. Honest prices. Complete peace of mind.”

⸻

2. The Story Behind the Idea

The idea for Dela Santo Car Sales developed from personal experience. When helping family members purchase used cars, I saw how stressful the process could be. Sellers often lacked transparency, and buyers were unsure whether they were getting a fair deal.

I noticed a gap in the market: customers want affordable vehicles but also want reassurance and professionalism. Many dealerships focus purely on sales volume rather than long-term customer relationships.

I am passionate about cars and enjoy researching vehicle values, market trends, and mechanical performance. However, my deeper motivation is creating a business that builds trust. Buying a car is one of the biggest financial decisions many people make. I want customers to feel confident and informed rather than pressured.

The used car industry has constant demand. People frequently upgrade vehicles, relocate, or require transport for work and family life. By combining passion for vehicles with strong customer service, I believe Dela Santo Car Sales can build a respected local brand.

⸻

3. Type of Business Ownership

Dela Santo Car Sales will operate as a Private Limited Company (Ltd).

Rationale

Car sales involve high-value stock and financial risk. Limited liability protects personal assets if the business faces legal or financial issues.

Advantages:
• Limited liability protection
• Professional reputation
• Easier to secure bank loans
• Business continuity
• Potential tax efficiency

Disadvantages:
• More paperwork and regulations
• Annual accounts must be filed
• Higher setup and accounting costs
• Public financial records

Although sole trader status is simpler, unlimited liability would be too risky given the value of vehicle inventory.

⸻

4. Mission Statement, Aim & SMART Objectives

Mission Statement

“To provide affordable, high-quality used vehicles with honesty, transparency, and outstanding customer service.”

Overall Aim

To become a trusted local used-car dealership generating sustainable profit within two years.

SMART Objectives
1. Sales Target: Sell 8-10 vehicles per month within the first 6 months of operation.
2. Revenue Goal: Achieve £400,000 in annual revenue within Year 1.
3. Customer Satisfaction: Maintain 90% positive customer reviews within the first year.
4. Inventory Turnover: Ensure vehicles are sold within 45 days of purchase to maintain cash flow.

⸻

5. Physical Location

Dela Santo Car Sales will be located in cardiff south wales near a main road with high traffic flow and accessible public transport.

Rationale:
• Large population and strong demand for used vehicles
• Good road connections
• Affordable commercial rental spaces compared to central London
• High visibility for walk-in customers

The premises will include:
• Outdoor forecourt display (15–20 cars)
• Small office for administration and sales
• Customer parking

⸻

6. Human Resources

Initially, the business will employ 4 staff members:
1. Managing Director (Owner) – Oversees sourcing, pricing, strategy
2. Sales Executive – Handles customer sales and finance applications
3. Mechanic/Vehicle Technician – Inspections and minor repairs
4. Admin/Marketing Assistant – Paperwork, social media, advertising

Recruitment Sources:
• Online job platforms
• Local recruitment agencies
• Automotive trade networks

Organisation Structure:

Managing Director
→ Sales Executive
→ Mechanic
→ Admin/Marketing Assistant

This lean structure keeps costs manageable in Year 1.

⸻

7. Marketing Activities

Dela Santo Car Sales will use both traditional and digital marketing.

Promotional Activities:
• Professional logo and branding
• Business cards and flyers distributed locally
• Branded dealership signage
• Social media launch campaign (Facebook & Instagram)
• Listings on AutoTrader and Motors.co.uk
• Referral discount scheme
• Grand opening event with promotional offers

Example PR Initiatives:
• Facebook launch post introducing the brand story
• Customer testimonial videos
• “Car of the Week” promotion
• Local radio advertisement
• Partnership with local driving schools

Digital marketing will be essential, as most customers search online before visiting dealerships.

⸻

8. Market Research

Primary Research Conducted:
• Survey of 50 local residents
• 68% preferred buying from a dealership over private sellers
• 74% valued warranty options
• 60% said transparency was their top priority

Secondary Research:
• UK used car market demand remains strong due to rising new car prices
• Average used car price: £8,000–£12,000
• SUVs and small hatchbacks are most in demand

Application of Findings:
• Focus on affordable vehicles under £12,000
• Offer warranty packages
• Emphasise transparency in marketing

Research confirmed strong demand for trustworthy used dealerships.

⸻

9. Financial Resources

Start-Up Costs:
• Premises deposit & rent: £15,000
• Initial vehicle stock (10 cars): £80,000
• Insurance & licensing: £5,000
• Marketing: £3,000
• Equipment & office setup: £7,000

Total Start-Up Cost: £110,000

Sources of Finance:
• £40,000 personal savings
• £50,000 bank loan
• £20,000 family investment

These sources are realistic and achievable.

12-Month Cash Flow Forecast (Summary)

Average:
• Monthly sales: 8 cars
• Average profit per car: £1,200
• Monthly gross profit: £9,600

Annual Gross Profit: £115,200

Estimated annual expenses (rent, wages, utilities, loan repayment): £95,000

Projected Net Profit (Year 1): £20,000

The business is financially feasible with careful stock management.

⸻

10. Competitor Analysis

Competitors:
• Independent local dealerships
• Large national dealerships
• Private sellers

Competitor Model:
• Higher pricing at large dealerships
• Limited warranty at small garages
• No protection from private sellers

Learning:
• Competitive pricing is essential
• Warranty options increase trust
• Strong online presence drives sales

⸻

SWOT Analysis

Strengths:
• Clear USP (trust and transparency)
• Strong market demand
• Focused inventory strategy

Weaknesses:
• High start-up costs
• Dependence on consistent stock supply

Opportunities:
• Growing used car demand
• Expansion into online sales
• Fleet partnerships

Threats:
• Economic downturn
• Fuel price increases
• Strong competition

⸻

Conclusion

Dela Santo Car Sales is a viable and realistic business opportunity. The demand for used vehicles remains strong, and market research supports the need for trustworthy dealerships. Although the business requires significant start-up capital, projected revenue and profit margins indicate sustainability.

With careful financial management, strong marketing, and excellent customer service, Dela Santo Car Sales has strong potential for long-term success. 
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