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Executive Summary
ElijahMotors aims to deliver reliable and affordable transportation solutions through a customer-centric approach in the used car market. Founded in 2022 by Gheorghe Robu, leveraging his 7 years of automotive industry experience, the business focuses on sourcing quality used vehicles and offering them at competitive prices. The company seeks £35,000 in funding to scale inventory and marketing efforts, projecting profitability within the first year.
The used car market is experiencing steady growth, with a market size of approximately £136.7 billion in 2023 and is expected to reach £164.9 billion by 2028. ElijahMotors will target budget-conscious buyers, first-time car buyers, and practical consumers within a 50-mile radius of the dealership. Competitive advantages include superior customer service, competitive pricing, and a focus on quality-certified vehicles.
ElijahMotors plans to offer sedans, SUVs, and vans priced between £500 and £10,000, sourced from auctions, private sellers, and trade-ins. Additional services include financing options and a 30-day limited warranty. The marketing strategy will leverage online and offline channels, including a user-friendly website, social media presence, local advertising, and community events.
The management team includes Gheorghe Robu as General Manager, Maria Robu as Sales Manager, and Gheorghe Robu as Service Manager, supported by an advisory board. Financial projections indicate revenues of £50,000 in the first year, with net profits of £10,000. The business plans to sell 20 cars per month within the first year to achieve its sales goals.
ElijahMotors is located in Birmingham B6 7ED, offering office space, a showroom, and a small repair shop. The company will use CRM software and an inventory management system to streamline operations. A PESTEL analysis identifies key political, economic, social, technological, environmental, and legal factors that could impact the business. 
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 ElijahMotors Business Plan
1. Executive Summary
ElijahMotors is dedicated to providing reliable and affordable transportation solutions within the community through a transparent, customer-focused experience in buying and selling used cars. Our business model focuses on sourcing quality used vehicles and offering them at competitive prices. We project profitability within the first year, seeking [Specific Funding Amount] to scale our inventory and marketing efforts.
2. Company Description
· Mission Statement: To provide reliable and affordable transportation solutions to the community through a transparent and customer-focused used car buying and selling experience.
· Vision Statement: To become the most trusted and respected used car dealership in the region, known for integrity and quality.
· Values: Honesty, Transparency, Customer Satisfaction, Quality.
· Legal Structure: sole trader.
· Ownership: Gheorghe Robu
· History: ElijahMotors was founded in 2022 by Gheorghe Robu who has 7 years of experience in the automotive industry. Starting as a small venture , it has quickly grown due to a commitment to customer satisfaction and quality vehicles.
3. Market Analysis
· Industry Overview:
· The used car market is experiencing steady growth, with a size of approximately £136.7 billion in 2023 and is expected to reach £164.9 billion by 2028 [1].
· Trends include increased online car buying and a rising demand for fuel-efficient and electric vehicles.
· Economic factors such as inflation and interest rates can impact consumer purchasing power and the demand for used cars.
· Target Market:
· Demographics: Primarily individuals aged 25-54 with an annual income of £15,000 - 30,000, located within a 50-mile radius of [Dealership Location].
· Needs and Preferences: Reliable transportation, affordability, and a trustworthy dealership experience.
· Market Segmentation:
· Budget-conscious buyers: Seeking affordable and reliable vehicles.
· First-time car buyers: Looking for guidance and support in their purchase.
· Practical consumers: Prioritizing fuel efficiency and low maintenance costs.
· Competitive Analysis:
· Key Competitors: Local dealerships like MOTORPOINT BIRMINGHAM and online platforms such as AHM CARS BHAM LTD
· Strengths and Weaknesses:
· Motorpoint Birmingham is a well-established used and nearly new car dealership located on Lichfield Road, serving the West Midlands area. It offers a wide selection of vehicles from major manufacturers like Audi, BMW, Mini, and Volkswagen, catering to a broad range of customer preferences. The dealership is known for its large inventory, competitive pricing, and convenient location with easy access from key routes around Birmingham.
· The business emphasizes customer service, providing a friendly and knowledgeable sales team that supports buyers through the entire process, including vehicle checks and fast sales completion. Motorpoint Birmingham also offers flexible services such as live video viewing, click-and-collect, part exchange, and extended warranties, enhancing customer convenience and trust.
· Overall, Motorpoint Birmingham positions itself as a reliable and customer-focused car supermarket, combining a wide vehicle choice with efficient, transparent service to meet the needs of used car buyers in the region
· Motorpoint utilizes a mix of digital and traditional marketing channels to reach its customer base. These channels aim to increase brand exposure, communicate consistently, and attract customers.
· Main Marketing Channels:
· Digital Channels:
· Website: A user-friendly website showcasing vehicle listings and services is essential.
· Social Media: Maintaining an active presence on platforms like LinkedIn enhances brand visibility and engagement.
· Online Advertising: Employing targeted ads on platforms like Google helps reach potential customers actively searching for vehicles.
· Traditional Channels:
· Physical Locations: Dealerships like Motorpoint Birmingham serve as key marketing assets, offering services such as live video viewing and click-and-collect.
· By integrating these marketing channels, Motorpoint aims to effectively engage with its target audience and drive sales.
· AHM Cars BMH LTD: Wide selection but lacks personalized service Overview of AMH Cars BHM LTD Birmingham
· AMH Cars BHM LTD is a relatively new private limited company, incorporated in January 2025, and based at 257 Kingstanding Road. Birmingham, West Midlands. The company operates as a used car dealership, focusing on providing quality pre-owned vehicles to customers in Birmingham and the surrounding areas.
· Business Model and Customer Approach
· The dealership emphasizes a family-run, customer-friendly approach, offering a relaxed, pressure-free environment for car buyers. They prioritize customer satisfaction by maintaining a hassle-free purchasing experience. The company also highlights high standards of vehicle hygiene, thoroughly sanitizing and cleaning car interiors to ensure safety and comfort for buyers.
· Services and Operations
· AMH Cars BHM LTD offers additional conveniences such as home delivery and click-and-collect services, catering to modern customer preferences. Their operational hours are Monday to Saturday, 10:00 to 17:00, making them accessible throughout the week.
· Reputation and Market Position
· Though newly established, AMH Cars BHM LTD positions itself as a trustworthy dealership with a focus on quality and service rather than agressive sales tactics. Their approach and services sugest a commitment to building a positive reputation in the competitive Birmingham used car market.
· In summary, AMH Cars BHM LTD is a promising, customer-oriented used car dealership in Birmingham, combining convenience, quality, and a friendly buying experience.
· Competitive Advantages: ElijahMotors offers superior customer service, competitive pricing, and a focus on quality certified vehicles.
· Market Opportunity:
· Unmet Needs: Demand for transparent and trustworthy used car dealerships.
· Potential for Growth: Expanding service offerings and online presence.
4. Products and Services
· Description of Vehicles:
· Types: Sedans, SUVs, and Vans
· Price Range: £500 - £10,000.
· Sourcing: Auctions, private sellers, and trade-ins.
· Value Proposition:
· Attractive Vehicles: Quality-checked, reliable used cars at competitive prices.
· Focus: Providing peace of mind through vehicle inspections and transparent sales practices.
· Additional Services:
· Financing: Partnerships with local credit unions to offer financing options.
· Warranty: 30-day limited warranty on all vehicles.
· Maintenance: Basic maintenance and repair services through a partnership with a local mechanic shop.
5. Marketing and Sales Strategy
· Marketing Plan:
· Branding: Develop a brand focused on trust, reliability, and community.
· Online Marketing:
· Website: User-friendly website with vehicle listings and customer testimonials to present the product and te services offered by Elijahmotors 
· Social Media: Active presence on Facebook, Instagram, and Twitter as is the most heavily used social media platforms acording to 
· Online Advertising: Targeted ads on Google and social media platforms.
· Offline Marketing:
· Local Advertising: Ads in local newspapers and community newsletters.
· Community Events: Sponsorship of local events and participation in community fairs.
· CRM: Implement a CRM system to manage customer interactions and track leads.
· Sales Strategy:
· Sales Process:
· Initial Contact: Friendly and informative phone or in-person interaction.
· Vehicle Presentation: Detailed vehicle walk-around and test drive.
· Closing the Deal: Transparent negotiation and financing options.
· Sales Team: Hire experienced sales professionals with a focus on customer service.
· Pricing: Competitive pricing based on market analysis and vehicle condition.
· Sales Goals: Sell 20 cars per month within the first year.
6. Management Team
· Organizational Structure:
· General Manager: Gheorghe Robu
· Sales Manager: Maria Robu
· Service Manager: Gheorghe robu
· Management Team Biographies:
· Gheorghe robu: Founder and General Manager with seven years of experience in the automotive industry.
· Maria robu: Sales Manager with 5 years of experience in sales and customer service.
· Gheorghe robu Service Manager with 20 years of experience in vehicle maintenance and repair.
· Advisory Board:
· Klaus michaelson: Local business owner with expertise in finance and operations.
7. Financial Plan
· Start-up Costs:
· Inventory: £10,000.
· Equipment: £10,000 (office equipment, diagnostic tools).
· Marketing: £5,000.
· Legal Fees: £2,000.
· Total: £27,000.
· Funding Request:
· Amount: £35,000.
· Use of Funds: Inventory, marketing, and operational expenses.
· Funding Sources: Small business loan and personal savings.
· Financial Projections:
· Income Statement: Projected revenues of £50,000 in the first year, with net profits of £10,000.
· Balance Sheet: Assets of £75,000 and liabilities of £30,000 by the end of the first year.
· Cash Flow Statement: Positive cash flow within the first six months.
· Key Financial Ratios: Profitability ratio of 10% and a liquidity ratio of 1.5.
· Break-Even Analysis: Break-even point 10 cars sold per month.
· Assumptions:
· Sales Growth: 10% per year.
· Cost of Goods Sold: 70% of revenue.
· Operating Expenses: £10,000 per year.
8. Operations Plan
· Location:
· Description: Dealership located in Birmingham B6 7ED with high traffic and visibility.
· Factors: Accessibility, demographics, and proximity to major roads.
· Facilities and Equipment:
· Facilities: Office space, showroom, and a small repair shop.
· Equipment: Diagnostic tools, vehicle lifts, and office equipment.
· Inventory Management:
· Procedures: Regular inventory audits and tracking using inventory management software.
· Storage: Secure storage for vehicles on the dealership lot.
· Suppliers:
· Auction Houses: Copart  and Bga
· Parts Suppliers: eurocar parts
· Technology:
· CRM Software
· Inventory Management System
· Website
PESTEL Analysis of ElijahMotors
Political Factors
· Government Regulations: Policies on vehicle sales, emissions, and consumer protection laws can significantly impact operations.
· Trade Policies: Changes in trade agreements could affect the cost of importing vehicles or parts.
· Local Ordinances: Local regulations on business operations, zoning, and environmental standards need to be considered.
Economic Factors
· Economic Growth: Overall economic growth influences consumer spending and the demand for used cars.
· Inflation and Interest Rates: These affect consumer purchasing power and the affordability of financing options.
· Unemployment Rates: Higher unemployment can reduce the number of people able to afford a car, impacting sales.
· Exchange Rates: Fluctuations can affect the cost of imported vehicles and parts.
Social Factors
· Consumer Preferences: Trends in car preferences (e.g., fuel efficiency, electric vehicles) influence the types of vehicles in demand.
· Demographics: The age, income, and location of the target market affect sales strategies and inventory choices.
· Lifestyle Trends: Increasing urbanization and changing commuting habits can impact car ownership.
· Online Shopping Trends: The growing preference for online car buying affects marketing and sales strategies.
Technological Factors
· Online Platforms: The rise of online car marketplaces changes how consumers shop for used cars.
· CRM and Inventory Management Software: These technologies improve efficiency in managing customer interactions and inventory.
· Diagnostic Tools: Advanced diagnostic tools enhance the ability to assess and repair vehicles.
· Electric and Hybrid Vehicle Technology: Growing demand for these technologies impacts sourcing and maintenance capabilities.
Environmental Factors
· Emissions Standards: Regulations on vehicle emissions affect the types of cars that can be sold and the need for eco-friendly options.
· Recycling and Waste Disposal: Proper disposal of used parts and waste materials is essential for environmental compliance.
· Climate Change: Extreme weather events can impact vehicle conditions and consumer preferences for certain types of vehicles.
Legal Factors
· Consumer Protection Laws: Laws protecting consumers in vehicle sales, warranties, and advertising.
· Employment Laws: Regulations on hiring, wages, and workplace safety.
· Data Protection Laws: Compliance with data protection laws when handling customer information.
· Contract Law: Ensuring all sales contracts are legally sound and transparent.
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