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[bookmark: _Toc109767476]Executive Summary 


[bookmark: _Toc109767477]Our Company

Who is Selling Online Vehicles (SOV)?
SOV is a partnership structure company created by Bogdan, Jade, and Samuel with profits and costs shared by 30/30/30 and 10% invested back into the business in the event of profits.


[bookmark: _Toc109767478]What is SOV?

SOV is a company with a vision to become the main online site to sell costume requirement vehicles in the UK mainland. 


[bookmark: _Toc109767479]Where SOV will be?

SOV’s vision as a company is to become one of the best online vehicles selling sites tailored to any customers/business needs or requirements.


[bookmark: _Toc109767480]Why SOV?

SOV’s business idea comes out of the necessity of many customers or businesses that need an external service to provide the best vehicles to each customer’s needs.


1. [bookmark: _Toc109767481]SOV Company Overview

SOV is a company managed by one single place that delivers a service that listens to each customer’s vehicle need and specifications to all of the UK using the effectiveness of external distribution service to deliver the customer’s products prospecting our services company using a positioning mindset towards success.
“Positioning is not what you do to a product. Positioning is what you do to the mind of the prospect.” Trout, and Ries, (1986).




2. [bookmark: _Toc109767482]SOV Product and Services 

SOV product targets to provide a service of search, customization needs, and the most economic prices, based on customers/business demands.
This way SOV finds a way to deliver a service that is not communally used by the main car manufacturers and offers a service that takes advantage of the fact that our competitors became the providers of the product of our service and this way widely reach any kind of vehicle brand that our customers are searching for, 
as stated by Laurence J. Peter “Anything that works will be used in progressively more challenging applications until it fails.” Peter, and Hull, (1969)






3. [bookmark: _Toc109767483]SOV Market Audit  

	Factors 
	Our company 
SOV
	Competitor A
GMC
	Competitor B 
Ford
	Competitor C
VW

	Industry
	Automotive
	Automotive
	Automotive
	Automotive

	Products or services
	Car selling
	Car selling
	Car selling
	Car selling

	Key success factors
	Flexibility, customization, search experience, and a wide range of products of which our competitors become the source of our products.
	A well-established brand with decades of selling experience market.
	A well-established brand with decades of selling experience market.
	A well-established brand with decades of selling experience market.

	Market share
	 All UK
	 Mainly the USA
	 Worldwide
	 Worldwide

	Past strategies and current strategies
	CS:  Costume multi-brand online car selling
	PS: standard car selling methods.
CS: still standard car selling methods.
	PS: standard car selling methods.
CS: still standard car selling methods.
	PS: standard car selling methods.
CS: standard and online car selling methods.

	Advertising front
	Online for now.
	Online, tv, radio, etc…
	Online, tv, radio, etc…
	Online, tv, radio, etc…

	Strengths 
	Flexibility to adapt to customer needs and deliver to the customer’s address.
	Well established brand
	Well established brand
	Well established brand

	Weaknesses
	New small company with a small team.
	Standard selling methods and works only with their own brand.
	Standard selling methods and works only with their own brand.
	Standard selling methods and works only with their own brand.

	Distribution
	By customer delivery.
	In-store collection.
	In-store collection.
	In-store collection.

	How big of a threat are competitors to you?
	Small threat competition
	Medium threat competition
	Medium threat competition
	High threat competition

	How do their strategies affect your business?
	Better well establish selling infrastructures.
	Better well establish selling infrastructures and online selling flexibility.
	Better well establish selling infrastructures and online selling flexibility.
	Better well establish selling infrastructures and online selling flexibility.


								
							Numan, and Willekens, (2012)
4. [bookmark: _Toc109767484]SOV S.W.O.T Analysis 

	            Strengths 
	            Opportunities 

	· Flexibility to customer’s needs.
· Committed team.
· Low consumption expenses.
· The customer satisfaction provided by the company is its biggest strength.
· Providing tailor-made experiences to the customer helps to increase the customer base.
· Industry expertise.
· Content that drives traffic.
· Domestic market.


	· Product arrangement that other competitors do not offer.
· Ability to work with multi-vehicle manufacturers.
· Ability to work with different logistic services.
· A big source of old cars.
· Providing services to the customers using different marketing strategies that can lead to the company increasing the sales of its services.
· Enhancing the existing services provided by the company.
· Creating and publishing new content.
· Electric and hybrid cars commercialization.
· Improving user experiences like: AI and VR (Artificial Intelligence and Virtual Reality).

	            Weaknesses 
	                      Threats

	· Stress workload is shared only between three people.
· Small business.
· Growing prices of fuel and other raw materials.
· No market recognition yet.
· Presence of high competition in the market.
· Website is not well optimized.
· Low domain authority.
· Inventory management.
	· The presence of high competition in the industry acts as a risk for the company.
· The product needs to be stocked before it is paid. (Customers cancelations)
· Stock availability for big orders.
· The condition of the cars and parts.
· Environmental policies. 





We use SWOT analysis as a self-reflection exercise that has the purpose of helping improve one’s business. ‘SWOT Analysis is an analysis method used to evaluate the ‘strengths’, ‘weaknesses’, ‘opportunities’ and ‘threats’ involved in an organization, a plan, a project, a person or a business activity.’ Gurl, (2017) 
When using SWOT analysis, we can look at our site as a whole or by individual departments. The SWOT analysis is introspective. We are basically looking at our site to see what we are doing right and what we could improve later on in order to create a plan of action for anything that might affect our business. 
Strengths and Weaknesses are key elements that can be controlled by us internally, Opportunities and Threats are external keys that can affect our company. By doing a SWOT analysis periodically, we can give ourselves a competitive advantage over the people that operate similar businesses as ours. 

















5. [bookmark: _Toc109767485]SOV PESTLE Analysis 
The PESTLE analysis. (Perera, 2017).
[bookmark: _Toc109767486]Political:
· Governmental promotion of public transport such as buses, trains, and shared vehicles.  
· Unlikely economic political instability.
· Mandatory political chain supplies interruptions.
· High tax policies on combustion-type automobiles

[bookmark: _Toc109767487]Economical: 
· Economic market fluctuations.
· Possible global financial crisis.
· Growing competitors in developing markets.

[bookmark: _Toc109767488]Social:
· Changing trends can affect the business like the increase in demand for electrical vehicles and self-driving vehicles. 
· The popularity of driving. 

[bookmark: _Toc109767489]Technological: 
· High reliance on technology advancements.
· The necessity to adapt to the technological trends of the market.
· Rising fuel efficiency in automobiles.

[bookmark: _Toc109767490]Environmental: 
· Environmental responsibility commitments.
· Increased interest in business sustainability.
· Environment friendliness is becoming a very important test for vehicle makers in the 21st century as governments have started paying attention heavily to pollution control.
[bookmark: _Toc109767491]Legal: 
· Legal Compliance is mandatory to avoid costly affairs with the law.
· Extra costs to operate legal demands.
· Extending regulations on automobile safety.
· Laws that concern product safety has an important impact on the sales of vehicles.
6. [bookmark: _Toc109767492]SOV Target Market

A target market is having the knowledge to know who, as an organization is aiming for with regards to their product or service. Knowing your target market when starting a business is essential to a successful profitable transition into the business world. If your target market is limited to a small number of individuals, you may decide not to go ahead with the original product/service and alter it to fit the needs of a wider range of people. As told by Curtis and Allen (2018) ‘A target market is comprised of customers that have a need for a specific product or service and are willing to pay a profitable price for it. Every target market has unique characteristics that influence their choices as consumers.’

 As a team, we worked together and brainstormed our findings these were our results:
· Age range between 18-70 
· People who hold a valid driving license
· Businesses and individuals
· Businesses and individuals who have an interest in buying a vehicle


Due to the nature of our business, we have a very wide range target market, as a start-up business, this goes in our favour considerably. The custom is there, our main issue would be making sure we are visible using our marketing tools for our target market to choose us over our competitors. 








7. [bookmark: _Toc109767493]SOV Marketing Plan
Being an online brand, we are aware marketing our business is of high importance to be noticed for overall success. ‘Marketing is one business function that must be used appropriately by the entrepreneur to launch and develop the new venture successfully.’ Hisrich, (1992)
i. Below shows the three-month marketing plan to suit our business. 

	Month

	Task required
	Date to be completed

	June

	Create and design suitable logos and advertisements using marketing software

	31/06/22

	July
	Find numerous online spaces to promote using the adverts 

Online networking with numerous car dealerships and companies

	31/07/22 then advertising will be present for the foreseeable

	August

	Continue networking online and also attend any networking seminars in the field of work we do 
	31/08/22



The marketing plan is simple, promote our services online and network to gain good relationships with other service providers in the motor industry.



8. [bookmark: _Toc109767494]SOV Management Team
Our team consists of three partners, at the start we discussed our roles within the business ensuring all roles were allocated based on our own individual skill sets. By choosing the right role in the business for each of us, all departments should be able to work effectively as described by Adair, (2009) ‘a team is a group in which the individuals share a common aim and in which the jobs and skills of each member fit in with those of the others’

· Samuel: Head of IT 
· Bogdan: Head of marketing
· Jade: Head of finance and administration

‘The people in key positions are crucial in determining the health and viability of your business.’ Abrams and Kleiner, (2003) 
In the day-to-day running of the business, we all, however, have additional roles, Jade will be the first port of call for customers and will deal with all aspects of customer service from start to finish. When a customer specifies to Jade what vehicle they are looking for either by phone/ email or through the website, Jade will then allocate the vehicles to be sourced by Samuel and Bogdan. 










9. [bookmark: _Toc109767495]SOV Financial Plan

Firstly, using the £50,000 provided to start up the business, we worked out the total startup costs, including every internal and external outgoing for the first year. A plan is important to show the health and value on the paper of the business especially if an investor is interested in investing their money. In the words of Alhabeeb, (2014) ‘financial management would represent the firm’s responsibility to plan, acquire to manage capital to efficiently run the business as well as grow it and further invest in its capital’.

ii. The table below shows the breakdown of the first-year start-up costs.

	SOV’S FIRST-YEAR START-UP COSTS
	£50,000 Available
	 

	 
	 
	 

	 
	ONE-OFF COST?
	AMOUNT

	Advertising
	No
	£5,000

	Wages
	 
	£15,000

	Business Line/Broadband
	No
	£400

	Additional home security
	 
	£500

	Company insurance
	No
	£1,000

	Office supplies and furniture
	No
	£500

	Trademarking and registering the business
	 
	£250

	Utility Bills
	 
	No
	£500

	Computer supplies, software including servers
	 
	£7,000



It is vital to understand the company’s outgoings when it comes to start-up costs. Abrams and Kleiner, (2003) ‘Not fully anticipating your startup costs can immediately place impossible pressures on a new business. Poor cash flow can bring down even a seemingly thriving business.’ After all, costs were considered there was a remaining balance of £19,850. Starting the company as a home office-based business was beneficial in keeping costs down. The remaining money would be invested back into the business moving forward into year two however is available if needed for any unexpected financial issue.
Our aim is to sell a minimum of 10 vehicles per month with an average of £10,000 per vehicle that we source. For each vehicle, we receive 10% of the price of the car for our services.


Annual breakdown

£10,000 x 10 vehicles – 10% (our services) = £10,000 x 12 months
= £120,000 total annual profit before deductions.
· £120,000 – 19% (annual tax deduction) = - £22,800
· £97,200 – 10% (invest back into business) = - £9720
· £87,480 – 30% (each partner receives) = £29,160












iii. The financial plan

	First Year Financial plan

	Total Income Inc £50,000
	£170,000

	Total Expenses
	£30,150

	Gross Profit
	£139,850

	Net Profit
	£117,050




In conclusion, as shown in the first-year financial plan, overall, the business is in a thriving position due to the first year’s low expenses the company can make a substantial amount of profit. Moving forward into year two, the business has an investment total of £29,570 which will continue to rise annually, and potentially may be used for expansion (further staff or premises) in the distant future. 
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