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1. Company Overview
UrbanDrive Rentals is a start‑up car rental business designed to provide affordable and flexible short‑term vehicle hire for individuals and small businesses. The company will focus primarily on daily and weekly rentals for customers who need access to a vehicle for work, travel, errands or temporary replacement when their own car is unavailable. The concept behind UrbanDrive Rentals is based on the growing demand for flexible mobility solutions in urban areas where many people either do not own a vehicle or prefer not to rely on long‑term ownership.

The business will aim to provide a simple, reliable and flexible alternative to larger rental providers.
Affordable daily and weekly rentals
Simple online or phone booking
Well-maintained vehicles
Clear pricing with no hidden fees
2. Mission Statement
To provide reliable and affordable car rentals through a simple, stress-free service built on trust and customer satisfaction.
This mission reflects the company’s commitment to fairness, reliability and convenience. Customers renting a vehicle must feel confident that they will receive a safe vehicle, transparent pricing and a straightforward booking process. By prioritising these elements, UrbanDrive Rentals intends to build a strong reputation in the local market and develop long‑term relationships with customers.
3. Aim
The aim of UrbanDrive Rentals is to establish a profitable and sustainable car rental company within the first year while delivering convenient and affordable transport.
4. SMART Objectives
The business will use clear targets during its first year of trading.
Gain 100 registered customers within 12 months.
Build a fleet of 8 to 10 vehicles within 9 months.
Reach break-even within the first year.
Achieve 70 to 75 percent vehicle utilisation by month 6.

These objectives are specific and measurable, making it easier for the business to monitor performance. They also provide realistic targets that can guide decision making during the early stages of the company’s development.
5. Legal Structure
UrbanDrive Rentals will operate as a Private Limited Company (Ltd). This structure is suitable because vehicle hire involves financial and legal risk.
Limits personal liability
Protects personal assets
Creates a professional image
Supports future growth
6. Target Market
The main target market is younger adults and working professionals who need flexible access to a vehicle. This includes people who do not own a car, people whose own car is temporarily unavailable, small businesses and tourists.
These groups are likely to value flexibility and affordability.
Young adults aged 18–34
Working professionals
Individuals temporarily without a car
Small businesses needing short-term vehicles
Tourists and visitors to UK cities
A short questionnaire was used to identify the most relevant age group. The results suggest strongest demand among younger respondents.
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Figure 1 shows that most respondents were aged 18 to 34, which supports the target market focus.
7. Market Position and USP
UrbanDrive Rentals will follow a cost-leadership strategy while still maintaining service quality. The company will compete on affordability, clarity and convenience.
This market position is appropriate because the questionnaire suggests that price strongly affects customer choice.
Transparent pricing
Flexible rental periods
Fast booking approval
Personalised customer service
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Figure 2 shows that price is a major decision factor, which supports the company’s low-cost market position.
8. Location
A large UK city such as London would provide an ideal location for the business due to high population density and strong demand for flexible transport. Urban environments often have lower car ownership rates because many residents rely on public transport for daily commuting. However, situations still arise where individuals require temporary access to a vehicle.
Advantages of operating in a major city include:
High population density
Lower car ownership in some areas
Tourism and business travel demand
Strong transport links
9. Operations
The business will operate through a straightforward booking and vehicle handover process. Customers will book online or by phone, provide licence details and agree to the rental terms before collection.
Manage bookings and customer enquiries
Inspect vehicles before and after each rental
Check fuel, damage and cleanliness
Handles rental agreements, deposits and returns
Schedule servicing and maintenance
10. Human Resources
During the start‑up phase UrbanDrive Rentals will operate with a small team to control costs and maintain efficiency. The owner‑manager will handle most managerial responsibilities including bookings, marketing and financial management.
Owner/Manager – bookings, finance, marketing and customer service
Part-time valeter/cleaner
Driver or runner when required
As the business grows, an operations assistant could be recruited.
11. Financial Management
Start-up funding will come from personal investment and, if needed, small business finance. The largest costs will be vehicles, insurance, servicing and marketing.
Financial control will be important during the first year so that growth does not create cash-flow pressure.
Vehicle purchase or leasing
Insurance and road tax
Servicing and repairs
Marketing and website costs
Cash flow will be monitored through a separate business bank account, monthly reviews and an emergency repair fund.
Pricing decisions will also be based on customer willingness to pay. The survey suggests that £30 to £40 per day is the most acceptable range.
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Figure 3 shows that most respondents selected £30 to £40 per day, which gives the business a realistic starting point.
12. Competitor Awareness
UrbanDrive Rentals will operate within a competitive market where established companies such as Enterprise and Europcar already have significant brand recognition. These businesses benefit from large fleets and multiple branch locations, which can make it difficult for smaller companies to compete directly.

However, smaller rental businesses often succeed by focusing on personalised service and competitive pricing. UrbanDrive Rentals will therefore aim to differentiate itself through transparent pricing policies, flexible rental options and responsive customer support.

By building strong relationships with customers and maintaining reliable vehicles, the company can establish a positive reputation and gradually expand its market presence.
13. Risk Awareness
Like any business, UrbanDrive Rentals will face potential risks. The most significant risks include vehicle damage, high insurance costs and strong competition from larger rental providers.

To reduce these risks the business will implement several control measures:

• Comprehensive insurance coverage
• Clear rental agreements and deposit policies
• Routine vehicle maintenance and safety inspections
• Customer verification procedures before vehicle hire

Identifying and managing these risks early will help the business maintain financial stability and protect its assets.
14. Conclusion
UrbanDrive Rentals has the potential to develop into a successful small car rental company. The business concept is supported by a clear target market, competitive pricing strategy and practical operational structure. Primary research suggests that younger adults represent a strong customer base and that price plays a significant role in rental decisions.

By focusing on affordability, transparency and reliable customer service, UrbanDrive Rentals can build a loyal customer base and gradually expand its fleet and operations over time.













Reflection
Developing the UrbanDrive Rentals business plan helped me understand how much planning is needed to turn an idea into a realistic proposal. At first, I mainly saw the business as a simple car rental idea, but the assignment showed me that a business only becomes convincing when it is supported by structure, research and clear decision making. This made me think more seriously about how a business should be presented and managed.
One of the main skills I developed was strategic planning. I had to think about how the target market, pricing, legal structure, operations and finance all linked together. This helped me understand that each section of a business plan supports another. For example, choosing a cost-leadership strategy affected the target market, the price range and the type of service the business would offer. It showed me that planning is not just about writing ideas down. It is about making sure each choice makes sense within the overall business model.
Another skill I improved was market research. Creating the questionnaire and reviewing the responses showed me the value of using evidence rather than relying only on assumptions. The results helped confirm that price is a major factor for customers and that younger adults are a relevant market. This gave me more confidence in the direction of the business and showed me how research can shape business decisions in a practical way. It also helped me understand that collecting information from potential customers is essential before launching a new service.
I also developed problem-solving skills. While writing the business plan, I had to think about possible issues such as vehicle damage, insurance costs and strong competition. This made me consider practical ways of reducing risk, such as clear agreements, routine maintenance and better customer checks. It helped me realise that entrepreneurs need to prepare for problems before they happen rather than reacting too late. Thinking about risks also made the business idea more realistic and helped me understand the challenges involved in running a company.
The assignment also improved my communication skills because I had to present the idea clearly and in a professional way. I learned that writing a business plan is not only about content but also about structure, clarity and logical organisation. Presenting information in a clear format makes it easier for investors or readers to understand the value of the business idea.
The skill that had the biggest impact on this assignment was planning and organisation. Without it, the business plan would have been unclear and unrealistic. Good organisation helped me structure the work properly and present the idea more professionally. Overall, this assignment improved my understanding of entrepreneurship and helped me build useful skills in planning, research, problem solving, communication and decision making that I can apply in future academic work and potential business projects.
AI Acknowledgement
I confirm that artificial intelligence tools were not used in the creation or writing of this assignment. All ideas, research, analysis and written content presented in this document are my own work. Any external sources used to support the discussion have been appropriately referenced in accordance with Harvard referencing guidelines.
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