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[bookmark: _Toc8911]Executive Summary
Since 2020, all service industries around the world have been severely hit, including the automotive service industry in Australia. Although the epidemic has passed, the global economy has not recovered as expected. In order to further increase market share, MyCar has made changes in its marketing model, not only increasing the number of users, but also bringing new development channels. In addition to adding electronic marketing channels to the sales model, MyCar has also done a lot of upgrading work in the supply chain and store services in the face of issues such as delayed supplier supply, inability of employees to properly communicate with customers, and market downturn. Based on Porter's Five Forces Model, this article analyzes the company's competitive advantages from the perspectives of supplier bargaining power, customer bargaining power, and peer practitioners. In addition, this article also uses SWOT and PESTLE strategic management tools to conduct a detailed analysis of Mycar's current strategic plan. I hope that people can not only understand MyCar and support its progress and development, but also deeply understand the new concepts and experiences of current strategic thinking through these analyses, which will help make innovative decisions at various business levels to achieve sustainable competitive advantage.




1. [bookmark: _Toc28034]Introduction
The predecessor of MyCar Tire and Vehicle Repair Company is Australian Kmart Tire and Vehicle Service Company. The company has 258 stores and 1200 employees in Australia, providing discounted car repairs, new tires, and repair services[footnoteRef:1]. Wesfarmers, the headquarters of MyCar Tire and Car Repair, has always hoped that the employees of Kmart Tire and Car Service can grow together with a large company with a rich history in the automotive industry[footnoteRef:2]. [1: https://baike.baidu.com/item/%E8%A5%BF%E5%86%9C%E9%9B%86%E5%9B%A2/3356169?fr=aladdin]  [2:  Personal Library, German Horse tire won the car chain with 258 stores, 2020-11-20.
http://www.360doc.com/content/20/1120/07/72465772_946828335.shtml] 

[bookmark: OLE_LINK9]In 2019, Kmart Automotive Tyre Service Company was renamed MyCar Tyre and Automobile Repair Company[footnoteRef:3]. [3:  SongBaiLaoshi,, https://www.jianshu.com/p/67161cf0aaa3] 

Although MyCar Tire and Vehicle Repair Company is a new name, it has actually developed over 40 years. In 2006, the Shell oil change service station also became the company's store, with the number of stores increasing to 246. Since the epidemic in 2020, the company's marketing situation and development have faced unprecedented challenges. Australia has many tire sales companies and car repair service companies of all sizes. Despite significant differences in regional markets, MyCar, like them, faces challenges such as technological progress, raw material integration, Customers preferring to choose online services and changes in customer numbers. This report analyzes MyCar's strategies and company development in recent years. The report analyzes MyCar's internal factors, external factors, macro environment, competition and challenges through SWOT analysis, PESTLE analysis, Porter five forces analysis.
2. [bookmark: _Toc10546]The Analysis of This Company Strategy
[bookmark: _Toc15098]2.1 General Situation and Strategies of MyCar
Since 2020, the epidemic has severely affected all service industries worldwide, including the automotive repair industry in Australia. Even though the epidemic has passed, the global economy has not expected a recovery. MyCar does not intend to wait, but to expand its business and strive to further increase its market share. MyCar uses a differentiation strategy to maximize market success by using better service methods, environments, and media than its competitors. The change in MyCar's marketing model not only increases the number of users, but also brings new development channels. In addition to adding electronic marketing channels to the sales model, MyCar has also done a lot of upgrading work in the supply chain and store services in the face of issues such as delayed supplier supply, inability of employees to properly communicate with customers, and market downturn.[footnoteRef:4] [4:  Lynch, R., (2015), Strategic Management 7th edition, Pearson: Harlow
] 

[image: [{(K5DW7IT0B%MX}V%}A[NN]
                      Table 1: Differentiated Strategy
    As for the economic logic, MyCar always puts service and quality first. Through online publicity, the company's popularity has been further improved, and the rest is the integration of logistics and staff training. Whether people choose the company's products and services on the Internet or directly go to the store for help, they can meet customer needs through a complete logistics system and service system. Countless times of product provision and customer service have accumulated countless times of customer experience and satisfaction. It seems trivial, but if it happens repeatedly, it is equivalent to repeatedly advertising with your own brand, so that your products and services can establish a good image in the eyes of customers. Finally, the company gets a sustainable economic growth mechanism.[footnoteRef:5] [5: Johnson, G., Whittington, R., Scholes, K., Angwin, D., Regner, P., (2017), Exploring Strategy Text and Cases 11th edition Harlow: Pearson
] 

	Summary of Mycar's Differentiation Advantages

	1. Store space that is simpler, cleaner, and of higher quality than competitors

	2. Adding electronic marketing channels to the sales model, and upgrade it.

	3. The workshop is adjacent to the supermarket, and the membership points are connected to the supermarket. The points are universal, which is very valuable.

	4. Provide on-site installation services.

	5. It also collaborated with Lego to create a puzzle toy that showcases Kmart's maintenance, checkout, or store image.



[bookmark: _Toc11916]2.2 The analysis of SWOT and PESTLE
[bookmark: _Toc12997]2.2.1 SWOT Analysis
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Table 2: SWOT diagram
Strength
MyCar has always had a strong financial support. At present, its backing is Continental Germany, the world famous tire production kingdom, which can not only provide My Car with endless raw materials, but also provide world leading technical support. MyCar itself is a chain company with a complete management system. Therefore, MyCar has incomparable advantages in e-commerce development and store technology upgrading. 
Weakness
As for the shortcomings of the company, they are mainly reflected in the specific implementation. Due to the outbreak of the epidemic, the company has shifted many offline services to online services, and some employees had to switch from on-site services to online services. Many people have not fully adapted to the changes in their work methods. However, with the increase of the company's business and the follow-up of employee training, these obstacles in work are rapidly being eliminated.[footnoteRef:6]  [6:  Yorn  Stead, (2020).On the impact of covid-19 on e-commerce and countermeasures, in the journal of Enterprise Technology and Development, 2020-04.] 

Many consumers are not interested in machinery, and they do not know much about cars. When faced with the dazzling array of automotive products and services on the Internet, they become confused and helpless. These consumers need more professional services, but the company's professional and technical personnel are often concentrated in the store and on the job site, and most technical personnel need to master online communication and guidance for customers. Therefore, both online and offline, the professional level and ability of MyCar sales personnel to handle customer professional issues need to be further improved.
In order to improve the professional level and ability of sales personnel to handle professional issues, and to enable more professionals to adapt to the online service work environment, it is best for the company to first provide systematic training to relevant employees. After mastering sufficient professional knowledge and service strategies, then, they can practice and gain experience in specific work.
Opportunities	
The Australian automotive repair market is changing at an unprecedented pace. Insurance companies are very responsible in the market, constantly improving their certified maintenance network, and they tend to have fixed maintenance prices. The efficiency and purchasing power of large maintenance entities make it difficult to operate small, single, independent maintenance shops, which are almost closed. This is very advantageous for MyCar, a group company with strong strength. The increasingly complex technology applications in automobiles are both opportunities and challenges for repair shops. Those maintenance plants that do not invest in technical training will gradually be eliminated from the market.
MyCar is located in Australia, the world's largest exporter of rubber products, the second largest consumer of steel products, and the third largest consumer of paint products. MyCar is located in such a large automotive country with a localization rate of more than 80%. After decades of efforts and market competition, it has obtained absolute technical and product advantages in this field. With the rapid development of the Internet and e-commerce, it has also brought opportunities to such a company.
For example, the company is currently using the Internet platform to win customer attention and consumption through incentive marketing methods. The reward amount may not be large, but it can effectively guide consumers to consume on MyCar. Consumption incentives reduce people's self-protection awareness during the consumption process by providing small discounts to people. Even if they purchase many services, they feel that they are worth the money. Of course, car service is a necessary consumption. The company uses consumer incentive marketing methods only to obtain more traffic. Based on observations in recent years, many of MyCar's customers have been obtained through this consumption incentive and convenient payment method. Customers consume through online booking and purchasing, which also reduces the waiting time of customers in the store, thereby improving the company's service efficiency.
Internet transactions are generally more transparent and intuitive than offline transactions. If your product and service delivery level is higher than that of industry competitors, your reputation and industry reputation will grow and spread exponentially. Therefore, this is undoubtedly a huge opportunity for enterprises.
Threats
As mentioned above, although some small repair shops cannot compete with MyCar, there are still some other well-known automotive service chains in Australia. MyCar has been facing competition from its peers.
The core values of the company remain service technology and quality. After the implementation of a series of marketing plans, if there is no high standard service technology and quality, then everything can only be empty talk. The most basic operation structure of a standard single store in MyCar must include four workstations and three technicians. However, the commissions of senior automotive technicians in Australia are known to be very expensive, and these high costs pose a certain threat to the operation of various stores. In addition, MyCar should always give top priority to improving service technology and standards. The increasingly complex application of technology in automobiles is both an opportunity and a challenge for repair shops. MyCar needs to constantly ensure the improvement of personnel service and repair technology, and these training costs are not small expenditures. The entire marketing strategy of MyCar includes settings and overall arrangements for online layout, product warehousing, parts logistics, vehicle pickup, personnel specific services, and employee scheduling in emergency situations. Companies need a dedicated team to measure relevant risks and have a complete cost control system. Under the general trend of slowing economic growth, this huge investment and project setup often buries huge risks for companies. Because with the end of the epidemic, inflation has occurred in Europe, the United States, and China, and labor costs have also increased. Both training, equipment, and team building require higher cost inputs than usual.[footnoteRef:7] This is a huge investment.  [7:  Dess, G. G., Eisner, A., McNamara, G., (2016), Strategic Management: Texts and Cases, McGraw-Hill.] 

[bookmark: _Toc15420][bookmark: OLE_LINK1][bookmark: OLE_LINK2][bookmark: OLE_LINK3][bookmark: OLE_LINK4]2.2.2 PESTLE[footnoteRef:8] Analysis [8:  Wiki MBA LIB, https://wiki.mbalib.com/wiki/PESTEL%E5%88%86%E6%9E%90%E6%A8%A1%E5%9E%8B] 
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Table 3: PESTLE diagram
Political factors
Under the epidemic situation, the Australian government is doing its best to support businesses in all walks of life.
They also encourage enterprises to find and develop different strategic models.
Economic factors
Insurance companies have always tended to support their own certified maintenance networks and push maintenance vehicles to their certification systems as much as possible. In September 2017, IAG, one of the two largest insurance companies, caused a sensation in the industry. Before that, consumers had the right to choose a repair shop, but the company listed the "repair shop selection" clause on the claim form. When consumers proposed "choosing a repair shop", IAG required consumers to pay additional fees, about 10% to 15% of the additional fees. Even if the consumer does choose a repair shop outside the certification system of the insurance company, the insurance company also warns the consumer that if you choose a repair shop outside the certification system after paying cash according to the loss assessment results, you will not be able to claim compensation within the warranty period specified by us. This directly led to a large number of maintenance plants losing orders which should belong to them.[footnoteRef:9] Therefore, as an automobile service industry, we must establish a close relationship with insurance companies. [9:  Dess, G. G., Eisner, A., McNamara, G., (2016), Strategic Management: Texts and Cases, McGraw-Hill.] 

Social factors 
In the past three years, the suspension of offline activities caused by the epidemic has promoted the rapid development of e-commerce. European consumers have become accustomed to using online shopping to obtain various necessities and consumer goods. 
Many consumers like the convenience of online shopping very much and became loyal consumers.[footnoteRef:10] According to the data in the White Paper, 38% of consumers around the world are no longer willing to shop in stores due to their good online shopping experience, compared with 32% in Europe. Even after the stable epidemic in Europe, offline consumption has returned, consumers have formed the habit of online shopping, and they will more choose the mixed online + offline shopping mode.[footnoteRef:11] [10:  Garner, J., Stead, W., Stead, E., (2014), Sustainable Strategic Management 2nd edition, London: England: Greenleaf Pub.]  [11:  China Family News, Why Mobile Payment Makes People More Like to Spend Money, 2022-2-17.] 

Technological factors
Fortunately, the automobile service industry does not need to conduct in-depth investigation and research, and often carries out technological innovation and equipment introduction consciously. Because this industry itself is a high-tech service industry. The company attaches great importance to the education of technology of employees, and pays more attention to the continuous training and investment of employees.
Legal factors
For the majority of consumers, online booking does bring great convenience to consumers, but there are also many problems. Therefore, when conducting online sales and services, MyCar should comprehensively consider the nature, source, quantity, price, frequency, etc. of the goods sold. [footnoteRef:12] In case of any problem in the process of customer purchase and reservation, the Company shall pay attention to the collection of evidence and safeguard the legitimate rights and interests of itself and consumers according to law.[footnoteRef:13] [12:  Grant, R.M., (2015), Contemporary Strategy Analysis: Texts and Cases 9th edition.]  [13:  DaiYingxia, Computer Network Security, China Science and Technology Information,2005.] 

Environment
Like most service industries, the automotive service industry has no impact on MyCar's strategic development as long as there is no major climate change or geological disaster.
Opportunity and challenge
The Australian automotive repair market is changing at an unprecedented pace. When MyCar, a chain service company, began to integrate with the network economy, online transactions, offline transactions, and offline services were jointly carried out, which required good coordination among enterprises[footnoteRef:14]. Through practice, this sales model is also very effective. This has brought greater development space and opportunities to the enterprise. [14:  Hayes, J., (2014), The Theory and Practice of Change Management 4th edition, Palgrave.] 

However, many customers directly book or conduct transactions online, resulting in an abnormal number of customers who require both products and services. This will inevitably have a significant impact on the supply chain.
As mentioned above, although MyCar has a strong technical and service team, when the company shifts its service front to online services, facing invisible users, it becomes even more difficult for a service team lacking professional knowledge to cope with various customer requirements and realities. MyCar needs a more professional service team with both rich professional knowledge and strong service awareness.
[bookmark: _Toc1189]2.3 Porter five forces analysis[footnoteRef:15] [15:  Yang Qingsong, Li Mingsheng. On Porter's Five Forces Model and Its Supplement [J] Journal of Changsha Railway University (Social Science Edition), 2005 (4): 95-96] 

[image: ]
Table 4: the diagram of Porter five force
[bookmark: _Toc18284]2.3.1 Bargaining ability of suppliers
Australia is not only a rubber consumer country, but also a major tire production country. This provides MyCar, which is engaged in tire trade, with strong bargaining power with corresponding suppliers. Mycar has production bases or branches in 60 countries specializing in the production of various tires. This means that MyCar will not have problems with the supply of goods. Consumers can continuously obtain high-quality and low-cost tire products through it.
For the supply of other automotive components, suppliers mainly influence the profitability and product competitiveness of existing enterprises in the industry by increasing the price of input factors and reducing product quality. The strength of suppliers mainly depends on the importance of the input factors they provide to buyers. The upstream of the industry is mainly the automotive maintenance equipment and tool industry and automotive parts suppliers. As a large automotive maintenance enterprise, MyCar has a large demand for equipment and parts.
From the perspective of vehicle maintenance costs, vehicle maintenance costs mainly include personnel, machinery, and materials. The cost expenditure of the automotive maintenance industry mainly consists of raw material costs, labor costs, energy costs, and other costs, with raw material costs and labor costs accounting for the majority, accounting for about 90% of the total. The cost of raw materials accounts for more than half of the cost of the entire maintenance process.[footnoteRef:16] [16: TanYunmei, WuTongfeng, WangLingling,2010,Research on the construction of supply chain performance evaluation index system in auto parts industry, in the Journal of Logistics Engineering and Management,2010-07.] 

[bookmark: _Toc3012]2.3.2 Buyer's bargaining power
Buyers mainly influence the profitability of existing enterprises in the industry through their ability to lower prices and demand higher product or service quality. The downstream of automotive maintenance enterprises is terminal customers. Currently, Australian automotive maintenance enterprises are located in every corner of this country, and compared to other countries, they are gradually becoming saturated. Owners have a wide range of options, and terminal customers have relatively strong bargaining power. This is also the reason why MyCar has attracted customers through multiple channels and multiple marketing methods in recent years. After the outbreak of the epidemic, MyCar launched a new promotional method. When customers purchase two or more tires online, MyCar provides a full range of free tire maintenance, installation, setup, and rescue services...... These are all at the expense of abundant funds. Repeated promotions and profit concessions can only indicate that consumers are increasingly occupying the market discourse. Customer bargaining power is increasing year by year, which is the most difficult issue in the automotive service industry.    
[bookmark: _Toc13984]2.3.3 Threats from new entrants
It has been observed that in an environment with good market development, the registration volume of automobile maintenance enterprises is increasing year by year. Although the automotive service industry is a low threshold industry, MyCar has its unique product differentiation strategy. Although many people can open a repair shop, there are few companies with considerable scale such as MyCar. It has sufficient strength and sufficient funds to widely promote and seize market share. It has enough funds to sit opposite the boss of the insurance company and reach a cooperation agreement with the insurance company. More importantly, the company has always been willing to invest a lot of money on employee training, marketing, and technology upgrades. Let people feel that they choose this company is a correct choice. Customer loyalty and stickiness are also far higher than in small repair shops. Therefore, it is difficult for a small repair shop without strong capital to compete with MyCar. Even if a well-capitalized chain store wants to compete with MyCar, it needs to establish its own perfect management system, team setup, and store promotion. On the basis of all this, it is difficult for latecomers to achieve sales results like MyCar. Therefore, MyCar's market strategy, including product and service differentiation strategies, has been relatively successful, and other companies or individuals are difficult to meet their standards. For example, the following is one of the marketing tools from MyCar, which is not available for general car repair shops:
Before the COVID-19 pandemic, Micah launched a free tire maintenance program. Customers can obtain various car services for free as long as they purchase tires on MyCar. Goods purchased on Taobao in China can be returned without reason within seven days after receipt, while MyCar tires can be returned within 30 days if they are not satisfied. Within one year after purchasing a tire, if the tire is damaged due to traffic accidents, road hazards, and other reasons, the company also provides free maintenance. This service has brought a lot of customers and revenue to MyCar.[footnoteRef:17] [17:  Liuwei, 2012 Challenges and Countermeasures of Online Shopping to Traditional Retail Industry, in the journal of Commercial Times 2012-03.] 

[bookmark: _Toc13458]2.3.4 Threat of alternatives
[bookmark: OLE_LINK5][bookmark: OLE_LINK6]Currently, there is no external threat of substitutes for the products in the automotive maintenance industry. The industry is mainly characterized by the threat of substitutes between different materials and processes for various devices, components, and other products.
[bookmark: _Toc19612]2.3.5 Competition of existing competitors in the industry
MyCar has many competitors in the automotive repair business. In the past two years, AMA and Capital Smart through merger and integration, the number of maintenance shops in the two groups has increased to 120, with an annual turnover of AUD 450 million. The total repair volume of AMA and Capital Smart repair groups accounts for approximately one-third of the total repair volume of accident vehicles in Australia. At the same time, they are actively seeking recognition from automotive manufacturers, especially in the field of rapid maintenance. In addition, the famous CarCraft Group also covers Western Australia, Queensland, the capital Canberra, and South Australia, with over 100 stores. Since operating in Australia for two years, Fix Automotive Maintenance Chain Group has established 11 chain companies in three states. These companies are a real threat and challenge to MyCar, which together with MyCar have contributed to fierce competition in the automotive maintenance industry.
3. [bookmark: _Toc26249]Evaluation
3.1 [bookmark: _Toc27542]Strategy Construction
MyCar's strategy is based on its goals. MyCar's target consumers are very clear, that is, the general public, even male consumer groups will be more. This means that its price is very low, and in fact, MyCar has won a large market share with its low price. The original intention of MyCar is to find MayCar wherever it is needed. MyCar hopes to provide people with the most convenient and efficient car service. 
In addition to widely increasing the number of stores and improving various services, MyCar actively expands its business using Internet technology and platforms. For example, FlyBuys is a shopping incentive plan implemented by an Australian supermarket for consumers. FlyBuys can be used in both Australian stores and personal service stores. It is completely free for consumers. Who would refuse free rewards? As a result, FlyBuys has 5 million members and exchanged over 2 million bonuses. However, only well-known Australian brands have the strength and qualifications to participate in FlyBuys. With its extensive business outlets and technical support, MyCar has become one of the designated merchants of FlyBuys. When people use FlyBuys points in MyCar to maintain their car, they often earn some points. These points can be exchanged for cash through the APP, let people obtain some unexpected small gains.
3.2 [bookmark: _Toc14627]Development of Strategy
To face different social environments, the company has made different service adjustments. As mentioned above, with the occurrence of the COVID-19, the company has not only sold its own products on various online platforms, but also established its own independent sales website.[footnoteRef:18] And Mycar's customer service feedback is very fast and timely. Once customers ask questions, the company will contact them through the platform or website to provide suggestions in a very professional manner. For ordinary companies, this requires a process, but MyCar has made a rapid transition. Theoretically, if the products provided by the company are comprehensive, the service attitude is good, the price is reasonable, it can win the satisfaction of consumers. However, there are always many unexpected events and bad comments, even bad public opinions, on the network platform. MyCar can still make steady progress in such environment, which shows the company has made lots of efforts behind the scenes. [18:  XieXimei, The influence of e-commerce on enterprise management and Its Countermeasures, in the Journal of Sci-Tech & Development of Enterprise, 2020-06.] 

After 2020, considering the pandemic issues, MyCar adjust service methods as follows:
First of all, change the offline service oriented business model to online oriented business model. In today's rapidly developing network economy, when companies operate in this way, they will gain a large number of online customers. Mycar, which has a large number of stores, can not only attract online customers to the store, but also attract customers from the store online. Customers can receive more comprehensive product and service information from the company. This is a strategy that adapts to the development of technology and the times, and is in line with the basic points of the external market macro environment foundation.
Second, company’s teams always maintain social distance with customers. This is the most basic requirement of people's awareness of prevention and control and the government during the COVID-19 epidemic, which can bring customers a safe and stable service experience. That is to say, some factors of the macro environment, the prevention and control factors of COVID-19, will have an impact on the company's marketing strategy.
Third, according to the government's requirements, comply with the epidemic prevention and control requirements, and do a good job in disinfection and control of stores, staff and working tools. Consistent with the above reasons, the macro environment of the government and market has an impact on the company's marketing strategy and also brings some opportunities to the company.
Fourth, ensure the quality and supply of online products, so that people can search the company's products and services at any time. This can fully leverage the role of online marketing, allowing people to immerse themselves in the company's services both online and offline. This is a product development strategy and also belongs to the expansion and development of services.
Fifth, online payment is always supported. Online payment is the expansion and development of company services. By opening online payment, customers can more conveniently obtain product and service commitments, increase their purchasing channels, and provide convenience for customer & merchants' transactions.
Sixth, reduce unnecessary negotiations and contacts. Through this measure, many unnecessary procedures and contacts were reduced, which not only met the requirements of the market macro environment (COVID-19 prevention and control), but also improved the company's service efficiency, which also belongs to the development of products and services in the market strategy.
Organization’s goal is not only to improve the quality of their service, but also to let all the people know Mycar, love Mycar and approach Mycar. When providing offline specific store services, the company will use its own supply chain, price advantages, professional and technical advantages to serve consumers. Through observation, we can find that the company has not only opened online services, but also carried out advertising for its brand through web pages and online services, which can be said to kill two birds with one stone.[footnoteRef:19] Although competitors have also entered the online sales model and online market, it seems that MyCar is more prepared. With its rich operation and good reputation, it has won the market faster than its competitors.[footnoteRef:20] [19:  YangYuefeng,Analysis on the Current Situation and Countermeasures of E-commerce Development under the Background of Epidemic Situation in 2020,China Market, 2020-34.]  [20:  ZhuLinhui, 2020, Analysis on the Scientific and Technological Environment of E-commerce Industry after the Epidemic，the Journal of Forward looking economist, 2020-05.] 

3.3 [bookmark: _Toc31437]Evaluation of Strategy
Through the above example analysis, it can be seen that MyCar uses a differentiation strategy. Firstly, through differentiation strategies, companies can form a relatively high barrier to entry when facing potential entrants. Because existing enterprises in the industry implement differentiation strategies, and their products, services, and brands have distinctive characteristics. When potential entrants come in, if they want to snatch customers from existing enterprises, they must pay a higher price, either strive to reduce prices and attract customers at a very low price, or provide more distinctive features than existing enterprises to attract customers, However, whichever of these two approaches is chosen, it is a very high requirement for potential entrants, which means that the differentiation strategy establishes a very high entry barrier, so the threat of potential entrants will naturally be reduced. Secondly, it is well known that when car owners are bargaining with vehicle repairers, they definitely want to keep pushing down prices, and the lower the price, the better. However, due to MyCar's differentiated feature services, such as the use of FlyBuys points, and comprehensive online and offline services during the epidemic, customers who want to enjoy the benefits of these enterprise features can only cooperate with MyCar, which often effectively reduces customer sensitivity to prices, It reduces the bargaining power of customers. Third, suppliers must hope to continuously increase the prices of raw materials and spare parts to obtain more profits. If MyCar implements a differentiation strategy, even in the face of the threat and pressure from upstream suppliers to raise prices, MyCar can also digest the pressure itself, thereby enhancing its bargaining power when facing upstream suppliers.
It can be seen that, as Donald mentioned in his article, corporate brand promotion needs to be integrated in multiple aspects. MyCar is building a comprehensive development strategy, not only for short-term brand development, but also for long-term brand effect. As mentioned in Mackinsey's "One Person's Care - Hyperpersonalization of Customer Care", if you want to better establish your brand, you must first provide customers with hyper personalized care. Mackinsey said: "Knowing your customers-truly knowing your customers." The information collected and integrated by Mycar through its website and various platforms is precisely the way to understand customer behavior; Mackinsey also said: "Reacting to customers before they even know they need you." The vehicle log service provided by Mycar to customers is to respond or provide services when the customer is not aware of the need for you; Mackinsey also emphasized: "Integrating technologies and contacts across all channels." MyCar's integration and digital upgrade of logistics systems is a solid foundation for providing customers with high-quality products and services.
4. [bookmark: _Toc13711]Conclusion
Through the above strategic analysis of MyCar, we can find that MyCar is an overseas enterprise with remarkable characteristics. It has developed from a limited scale to more than 200 stores by virtue of wisdom and integrity. From point to point, we seem to feel that this enterprise has made every effort to survive and cope with every crisis. The executives of MyCar have been exploring various new business models in modern times, and they are willing to use different thinking methods and innovative solutions.[footnoteRef:21] In terms of sales strategy, MyCar is the best car service company in Australia. Where there is a supermarket, there is MyCar In terms of market development, it has successfully introduced e-commerce, such as eBay, independent stations, Facebook or other social networking sites, into its own strategies as marketing elements, leading the e-commerce trend of automobile service companies.  [21:  Research group of world economic model, Institute of world economy and politics, Chinese Academy of Social Sciences, 1995, Theory, method and application of world economic model, page 28-35. ] 

5. [bookmark: _Toc18936]Recommendations
[bookmark: OLE_LINK7][bookmark: OLE_LINK8]Due to the lack of in-depth understanding and experience in this industry, the analysis in this article is not complete and comprehensive. However, this report still finds some necessary improvements.
First, the company has stores all over the country. Currently, automotive brands are complex, involving too many component suppliers and automotive original equipment manufacturers. MyCar needs to design a more scientific supply chain management system that connects components in the supply chain with mainframe suppliers to coordinate ordering information, logistics information, and service information. This will ensure that vehicle parts and services are delivered on time in accordance with the process. Please note that in the process of each business, from products to logistics, from logistics to services, all information is synchronized. Although various systems have formed an organic whole, they should be able to coordinate and cooperate with each other. This requires the company to have strong background technical support, otherwise, as long as an error occurs in one link, it may lead to the failure of the entire business process.
Secondly, due to the special commodity properties of automobiles, people have high requirements for their safety. This adds another difficulty to logistics, namely "traceability". At present, the biggest advantage of online logistics is the accuracy and completeness of logistics information. It helps to save a lot of labor and receiving costs, and solves the long-term problem of "traceability" of goods.[footnoteRef:22] [22:  YanZongxin, 2008, The Function of economic model and economic policy, in the Jounal of Teahouse For Economists, page 65-69.] 

Third, maintain information exchange with upstream suppliers on inventory products at any time, so that suppliers can understand your sales situation and inventory quantity. Suppliers can arrange production plans based on the information you provide. It can effectively save various costs and prevent inventory backlog. In this almost transparent ordering process and price publicity, from supplier to buyer, from buyer to consumer, effectively reduces the buyer's desire to negotiate.
Fourth, the company has taken a significant advantage in technology and products, but as shown by the SWOT analysis results, MyCar should strive to use scientific methods to move strong technical support to Internet services. When customers choose products, even those who are not interested in automotive machinery can choose products and services suitable for them with the help of online consultants.
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