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1. Executive Summary & Business Objectives

Autostream logistics is a leading provider of concierge automobile transportation services addressing a void in the marketplace between motorist and service providers. As time becomes increasingly valuable in today’s urban environment, autostream fills the “friction” area of vehicle maintenance by providing professional transportation services. Through his experience as a professional Mercedes-Benz logistics specialist, Arif can offer more than simply a delivery service he can provide a white glove asset management experience. His expertise as a logistics specialist insures high-value automobiles are treated with both technical competence and care; establishing a specific service category.
As a Sole Proprietorship, autostream will be able to operate in an agile manner at a very low cost. a Sole Proprietorship allows Arif to establish personal contact with the first few consumers of his product thereby enabling him to establish the reputation for reliability required to establish his new company. However, there exists a “trigger point” in autostream’s business model. Once the fleet size reaches three vehicles, autostream will convert to a private limited company. At this time, autostream will have sufficient liability protection to allow for future investment and Expansion. 
SMART strategic objectives
In order to facilitate disciplined growth, autostream will utilize the SMART strategy [Doran, 1981]
Specific: develop a superior automobile collection and delivery service in the [metropolitan area], in high density areas.
Measurable: obtain 60 different, repeat private customers and secure 3 contractual service level agreements with local garages in year one.
Achievable: leverage Arif’s professional driving qualifications and limited start up budget of £50,000 to obtain maximum efficiency.
Relevant: take advantage of the "convenience economy," whereby 70% of urban professionals favor time saving services above those offering lowest prices.
Time-bound: achieve operational breakeven point by month nine in the first year of operation.

Relevant: Take advantage of the increasing "on demand" economy where the convenience of a product or service drives consumer behavior.
Time-bound: Reach break even point by month nine of year one [Doran, 1981].

2. Market Analysis and Marketing Plan
Market analysis and marketing Plan
The automotive aftermarket industry is changing. 
According to IBISWorld (2024) the premium convenience segment is significantly underserved. While main dealerships offer concierge services to their own customers, the independent market—where most motorists take their cars for better pricing—does not currently have a dedicated logistics solution. 
Market segmentation & target profiles
The time poor professional: those with higher incomes whose hourly wage is worth more than the service fee. They see autostream as a productivity tool versus a luxury item.
Affluent multi vehicle households: family members managing multiple maintenance schedules (MOTs, services, tire changes) seeking a set and forget solution.
Independent garage b2b service providers: small garage operators wishing to compete with larger dealership networks by offering pick-up and drop-off services however they do not possess the insurance nor staff costs associated with such services. 
Competitive Positioning
Unlike typical recovery services which are reactionary (distress based) and rely upon tow trucks, autostream operates proactively utilizing mercedes class handling standards. Tow trucks collect damaged vehicles, we deliver/collect functional ones. By limiting our focus to routine logistics we incur lower equipment costs and achieve greater margin percentages than standard towing companies [Porter, 1980].
Swot analysis
Strengths: low start up costs; technical expertise (mercedes standards); deep local geographic understanding.
Weaknesses: current single operator dependency which restricts capacity during peak demand periods.
Opportunities: expand mobile valet (detailing) services; offer fleet management solutions for local sme's.
Threats: Fuel price volatility; potential entry of ride hailing apps into logistics space [Barney, 1991].


3. Operations Plan
digital first strategy
Reliability is key to successful operations for autostream. Therefore, in order to avoid problems associated with lack of attendance or conflict with client appointments all workflow is automated [Heizer et al., 2017].
Client booking and dispatch: client bookings are made through a mobile responsive portal. Route optimization using artificial intelligence (AI) is used to minimize Fuel consumption while maintaining timely arrival times.
The pre flight Inspection: upon every pickup, the driver completes a 360 degree digital Inspection of the vehicle via tablet. The Inspection captures images of the vehicles’ condition, Fuel levels, mileage etc. Resulting in an instant ‘digital twin’ report being sent electronically to the client providing transparency and liability protection.
Preventive maintenance: to insure no service down time occurs due to mechanical failure from autostreams support vehicles, the support vehicles strictly adhere to preventive maintenance schedules so that autostream never fails to meet one of its clients scheduled appointment times.

 
4. Financial Plan and Growth
	Category
	Allocation
	Description
	
	
	

	Asset Acquisition
	£25,000
	Acquisition of a professional, late-model support vehicle.
	
	
	

	Specialist Insurance
	£8,000
	Comprehensive Motor Trade (All Risks) & Public Liability.
	
	
	

	Marketing & Tech
	£7,000
	Website development, CRM, and localized SEO targeting.
	
	
	

	Working Capital
	£10,000
	Operational buffer for fuel, maintenance, and 3-month runway.
	
	
	



Growth Strategy:
It includes 25 percent increase in revenue each year. In addition to this we are going to develop a subscription model that is going to enable our customers to have access to our services at a fixed price per month with an option of annual contract and having their vehicle's MOT/Servicing booked first.

5. Risk Management 
to establish 100% reliability & professional trust for rebuilding, AutoStream is utilizing a cloud-based log system. The log system captures all milestones of a jobs, from start-to-finish, including: En Route, Vehicle Collected, Arrived at Garage, Returned to Owner.
Liability Mitigation:
Transferring high value assets can be extremely risky; therefore we have taken all necessary steps to protect ourselves legally. AutoStream has a Motor Trade Insurance policy in place. Our coverage includes: Hire and Reward and vehicles under our care, custody or control. Therefore, if an accident occurs while transferring either the clients vehicle (asset) or the business' own capital will be fully protected. Additionally, the Digital Inspection Protocol provides legal defense against possible existing damages on the vehicle prior to transfer.
6.Conclusions
The scalable technology-based model that has been developed by AutoStream Logistics provides an innovative response to a rapidly emerging urban issue. In addition, as Arif brings his years of experience in high-performance driving to this business while working from a streamlined digital-only operational structure, he will be able to effectively meet the demand for the urban premium convenience delivery service. AutoStream Logistics is expected to achieve its break-even point within approximately nine months and the company also has a clearly defined road map for corporate formation. Therefore, AutoStream Logistics will have all of the characteristics necessary for sustainable performance and professional success.
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