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INFORMATION ABOUT THE APPLICANT


APPLICANT

Name of organization: iDRIVE

Adress: Freeway 1702, SA00 0TA 

E-mail address: iDRIVE@yahoo.com, iDRIVE@gmail.co.uk
 
Website: www.iDRIVE.co.uk





TYPE OF APPLICANT:

At the point of legal residence, the iDRIVE organization is a legal person of legal right.


OBJECTIVE OF ESTABLISHING THE ORGANIZATION: 


	The company was established in order to carry out a project on incorporation of a driving school, having as objective the development of courses for the inhabitants of Llanelli. Our course includes private classes both on weekdays and on weekends, together with professional instructors and excellent pedagogues. The work system will be organized according to the student schedule, the registration being made online with the registration ID or by telephone appointment.



SHAREHOLDER STRUCTURE:

Associates:

Associate 1: Armin Polyak
Romanian nationality
Number of shares held: 50 (50%)

Associate 2: Bianca Polyak
Romanian nationality
Number of shares held: 50
GENERAL ELEMENTS OF THE PROPOSED PROJECT


 Project need analysis


	The need to carry out this project from a collective perspective is determined by the number of persons from the total population of Llanelli, 30 000 inhabitants (1), 70%, 21 000 persons. The need to set up this driving school was determined about a year ago, when through a market research, the interest of people, more precisely of young people over 18, was found years for obtaining a driver's license, but the fact that the nearest driving school  in Swansea or Carmarthen that wasn’t so busy, was a disadvantage in following the courses by people concerned. The need is personal, because individuals are interested, who want to attend driving school to obtain a driver's license. The need to make this driving school it manifested itself both in young people over 18 years of age, as well as in adults who work in different activities areas.


 Defining the purpose of the project


For the establishment of a driving school we have in mind the following steps:

1. renting a space

2. space arrangement (purchase of equipment and furniture)

3. purchasing cars and insuring them

4. hiring staff

5. promotion through announcements, posters, business cards, web page, etc.

6. maintaining and developing the actual activity


If these objectives are not completed, the following will be used alternative:

- financing through a bank loan

- finding a third shareholder

- buying a similar business and developing it




 



Establishing project objectives

	This project is necessary, to achieve the main goal, to sett, up a driving school for the Llanelli population, and not only. For shareholders, the realization of this project will means the success of a business idea and can be the starting point for a bigger, bigger project exactly the development of the driving school in a driving school. For the company, the realization of the project will be beneficial, offering for the interested persons the access to a professional training. In order to consider the project fully realized, we must achieve the main objectives, these being:


	- the establishment of the driving school within the allocated budget: this objective has in view costs related to the works of equipping the room both with the strictly necessary (special floor, windows sound insulators) as well as special equipment, such as licensed hardware and software, air conditioning etc.

	- at the same time, the activities that will be the basis of the project will have to be in one order that allows the logical sequence of events, and that streamlines the activity in as a whole, therefore it will be considered the establishment of a well-defined program for the development of  the activities.


- the efficient development of activities is largely influenced by relationships interpersonal that will be established between instructors and students. Thus, the instructors will try to be close to the students, avoiding to inspire fear or the feeling of superiority and addressing to those who want to learn from them as peers. At the same time, they will take care of the preparation
their theory, by taking a number of tests during the courses. Synthesized, this goal can be formulated as follows: ensuring a good relationship between customers and employees of the organization, in order, to have a high pass rate for students.

- the same measure as the previously mentioned criteria, the quality and price of the services provided influences the efficiency of this project and the good development of the activities. Lower the price, the more numerous customers there will be. If the prices are lower than the Driving Schools from Swansea or Carmarthen, the transport will compensate. But defining in this case it is the quality of the services provided, which will positively influence the potential student. In conclusion, ensuring price / quality ratio is a very important goal.











Potential actions to be taken


For the successful establishment of this driving school we will go through the following stages:

- conducting research on the spaces for renting the room where the registration will take place and potential theoretical training of students.

-obtaining the necessary authorizations to carry out the activity, according to the British laws for the approval of the Norms regarding the establishment of the conditions for carrying out the driving evaluation of a persons, in order to obtain the driving license The norms for authorizing the function of the qualified instructors in the public roads.

-purchase of special cars with dual control (Renault Clio cars,) from authorized dealers, and their insurance

 - arranging the purchased space according to the needs that are requested in the project, as well as equipping it with the necessary equipment

 -recruitment of driving school staff

 - promoting the driving school through various means

MARKET ENVIRONMENT


 Customers:

The direct clients of the project are represented by individuals.
Individuals are represented by peoples of different ages, predominant being those young.

The criteria regarding the client:

Level 

Criterion

Age Mostly 18-45 years

Male Predominant Sex (60%)

 Current and forecasted distribution system:

	The driving school is a company whose main object of activity is the provision of services, respectively theoretical and practical training of students, for this reason, the time of production is identical to that of consumption and because of this the idea of ​​a distribution system cannot be questioned.


 Competitor

	Competition at the local level is non-existent, in the idea that there is no company in this citythat offers similar services to the interested persons. At the county level, most nearby cities are Swansea, and Carmarthen. GIGALO driving school, founded in 1994 on Strand Road no. 36, Swansea, offers its customers the best quality services, based on the experience gained, goodwill and unquestionable professionalism of the staff. All these qualities crowned by very high pass percentage of the driving license exam places the company between the first companies with this profile in the country. 
	The Reconstaff Driving School prepares candidates for a driver's license for categories A and B. The school was founded in 2002 at: Vault Road Nr.1 ​​from Carmarthen. The Reconstaff School also has a headquarters in Cardiff, on Kings Road number 170.


Positioning your company's products compared to your competition's:

	iDRIVE’s services are superior to those offered by the competition due to the instructors young and professional, the relaxed atmosphere during the courses as well as the offer of services free theoretical training through access to the computer room of the driving school, equipped with software specific to the hall exam. For the inhabitants of Llanelli, the driving school has an competitive advantage, being the only one in the city and within a radius of about 10 square miles outside the city. The location is accessible, being on the main street of the city, representing a significant landmark in the opinion of the interested persons. Also, iDRIVE company will keep a good relationship with its clients, offering price reductions in case of providing new services for them. Prices are accessible and the amounts can be paid in installments as well, for the entire period related to the courses or through the Driving instructors.


Market description for the products / services resulting from the project implementation

	Within a month we will estimate, based on studies on the number of clients for schools competing a number of about 100 students per month. This value is not constant, given that their number is in a continuous evolution, based on the number of inhabitants of Llanelli, which also has a considerable rise. Customers are not exclusively local they can also come from Swansea, Carmarthen, Bridgent and Cross-Hands or from the related localities of Llanelli. For customers from outside the city of Llanelli, on request, trips can be made to the locality at home, to support practical courses as some of the customers prefer to learn in their exam area, which can be different the of their actual location. Booking the practical test can take longer in some cities.







 The main advantages of your company's products.


	The iDRIVE company has a competitive advantage compared to the competitors from theregion, due to the following factors: The price-quality ratio is very good, the price being £800 for 40 hours related to the courses in order to obtain the permit for category B, compared to £ 900 for 40 hourss of driving lessons in Swansea and Carmarthen. Although the price is lower, the quality is at least equal to that of the competitor. Another advantage is the arrangement of the computer room so that the students can get used to the new procedures for conducting the theoretical exam. To ensure appropriation knowledge but also the full satisfaction of the clients, the instructors will deal step by step with so much practical and theoretical training, as well as providing assistance in view preparation of the file for taking the exam.




OFFERS & LESSONS PACKAGES

Learning to drive can be a daunting experience but with iDrive we will be with you every step of the way. To get started, simply pick an introductory offer, choose a lesson package and book online. All our cars are of the highest quality and standard and the majority are no more than 3 years old to provide you an excellent first driving experience. We are a registered and accredited driving school that will be located in Llanelli, we are well equipped, train aspiring drivers and re – training of professional drivers to meet with international best practices as it relates to driving.
If you are new to iDrive, you can benefit from one of our fantastic introductory offers. You can select your offer when you book online, or simply give us a call and our friendly advisors will set you up with an offer, lesson package and first lesson right then and there on the phone.

2 for 1 Save 50% on your first 2 hrs lesson
25% 4 hrs for the price of 3
6 for 4 - 2 free hrs when you book 4
iDrive has a number of discounted packages available to reward commitment. Don’t forget, if you are new to iDrive, these packages can be booked in addition to one of our fantastic introductory offers. It is always worth getting in touch to see what other offers are available in your area. Book online today or give us a call.
If you have been recently let down by another driving school for your driving test, we have a specialist 5 hour package that can help you out. If your practical test is 2 weeks or less from the date of when you need a driving lesson, give us a call immediately to see how we can help!

10 hrs package save 9% on 10 hrs of lessons with iDrive
20 hrs package save 11% on 20 hrs of lessons with iDrive
30 hrs package save 13% on 30 hrs of lessons with iDrive
40 hrs package save 15% on 40 hrs of lessons with iDrive 

We are selling a service to customers who want to learn and become successful in passing their driving test. We provide hourly sessions for a fee in return we teach the customer the rules of road, techniques and how to drive.The products and services listed below are provided on the website to ensure that the customer has all the information and is attracted to our company by first impressions and professionalism.

Half of iDRIVE's sales promotions are through information-related media such as the Web, Yellow Pages, TV, etc. The other half is done through creating a network of referrals and other relations to provide information to prospective students. It is with this latter method that the company uses it own printed literature. Often our strategic partners are passing out our literature or providing discounts on our services. The company collects testimonials from as many students as possible to use in its campaign. Every three to six months, depending on the type of media used, or relationship sought, the company reviews the effectiveness of the promotion tool and determines its viability.



The target market must be large enough to enable iDrive to succeed. By having an online presence to attract this market, it is entirely dependent on the web site design. The size of the market is determined by how many potential customers and also the number of competitors within our market. 
To segment our markets we will look at the following factor.
The geographical location that our target market is in Llanelli. The population of this town is around 35 000, based on the last census.
The demographics of our market are the younger generation, aged between 17-26 years old and also the mature generation, aged between 27-40 years old.
Our target market is aimed at ambitious people of all ages who need or want to pass their driving test, whether it is for a job or for independence. 


















Promotion actions              Promotion Budget                     Environment




1.Creating a web page is easy 
accessible in both                                              £600                                   Internet
HTML and FLASH                                                          



2. Distribution of posters with
in common from the city of Llanelli          £ 300                              High schools and transport                                           
                                                                                                  station


3 Create and distribute flyers                            £300
                                                                                                                     High schools, supermarkets                                                                                                                                       cinemas, public places


4 Brief presentation of the driving school in     £ 250                           Motor and Sports Car Magazine
monthly information magazine from field


5 Offering discounts to people who                  £0                                 The company's service offer
helps to complete the customer portfolio,
 on the driving school, recommendation




Other elements related to the marketing strategy


The marketing strategy that the company will adopt in the first years of life will be that of
market penetration (2020), followed by development (2021-2022).


PLANNED INVESTMENT AND IMPLEMENTATION PLAN

 Value of the investment (total): £120,000 of which: - contribution from public funds: £0


- the applicant's contribution: £65,000 

- cash contribution £ 45000 

- contribution in kind: £22000 
 Purpose of the investment:


The purpose of the investment is the project itself, the establishment of a driving school in the city of Llanelli and acquisition of equipment which represents a new investment with the possibility of development in the following years.


 Type of investment

- construction (new, extension, modernization) £1500

- equipment / facilities / others: new £6115

- working capital £5500




 Description of the planned investment
	

	
	The planned investment targets an existing field on the market, which is in a continuum change and evolution due to local legislation, for this reason the competition is also variable. Other aspects that have determined the start of the investment are the location of the company, the favorable prices for obtaining a profit in the conditions of a increased number of potential customers.




Foundation of new jobs (average annual number):

First year 1.: 5 - 7 employees

 Second year: 7 - 10 employees

 Third year: 10 - 13 employees

 Fourth year: 13 - 15 employees

 Fifth year: 15 - 20 employees





Country / region of origin of the purchased goods / services



Means of transport + car parts – United Kingdom (Dacia-Renault, Peugeot)

Window, flooring, furniture - Swansea (IKEA)

Security system - Scotland

Painting products - Wales (Screwfix)

Sanitary utilities - Wales (Screwfix)

10 desks, sofa + 2 armchairs - Romania (IKEA)

Office supplies - Llanelli, (Tesco)

Computers - Llanelli (Argos, Currys PC)

Alarm system - Scotlant (E-Alarms)

Air conditioning - Wales (IKEA)



D.7 Timely scheduling of the investment / operation implementation:



Scheduling for completion of construction, import and commissioning of equipment:

Start date of investment works: July 03, 2020

Estimated date of entry into service: 14 July 2020

Estimated date for entry into production at a full capacity: July 20, 2020


Monthly planning for the implementation of the activity:

April10 - 15: Documentation regarding the purchase of a 100 sq/m apartment

April 15 - 20: Acquisition of the building + formalities

April 20 - 30: Procurement of materials needed for renovation works

April 30 - April 30: Carrying out the renovation works of the building

May 20 - 30: Acquisition of means of transport, registration and insurance

May 30 - May 3: Acquisition of hardware and software

June 3 - 5: Arranging the space

June 5 - 10: Obtaining operating permits

June 10 - 30: Publication of employment announcements and recruitment of driving school 
staff

June 30 - 31: Hiring an advertising company in order to promote the school through flyers 
and leaflets, publication of the announcement in the specialized magazine

July1 - 5: Organizing staff and working hours

July 5 - 10: Last checks before starting the actual activity

Necessary changes to be operated in the structure and number of staff employee


The 3 employees will hold positions of:

- information provision staff

- driving instructor

- maintenance and cleaning staff,

Their employment is conditioned by the existence of specific profile studies for each one
specialty in part or of an experience of at least 6 months in the field of company-specific activity. To interview will test both the theoretical and practical knowledge of the candidates through specific tests. The initial employment contracts will be concluded for a period of 3 months, following that after this period to be extended for an indefinite period. Mrs. Smith thinks it is It is important to create a long-term relationship with your employees because a satisfied employee will get involved in the activity carried out and thus the objectives that the company aims to achieve will materialize. Employees will benefit from a fixed salary, rest leave or other forms of leave regulated by the Labor Code, days off on holidays and bonuses according to the results obtained by the company.

The employees of the company will be trained on the norms of safety and health at work, those of fire prevention and extinguishing and environmental protection.










Responsibilities of staff providing information:

-provides information to clients who want to attend driving school courses or those for certificates vis-à-vis of the documents they have to bring in order to be enrolled in the courses, the conditions they have to have fulfill, the schedule of theoretical and practical classes, the cost to be paid, 
 -receives, registers, distributes and teaches internal and external correspondence
-to inform the clients with whom he comes in contact on the essential aspects of the company's activity, so as to gain their trust
- to inoculate the clients with the conviction that the company is able to satisfy in the best conditions their needs regarding the company's services
- follows the maintenance in operation of the technical security and alarm installations, notifying immediately the work team and the management of the company in case of defects
-drafts the documents related to the field, and sends them to the recipients by fax, mail, e-mail

Responsibilities of the driving instructor:

- to teach courses on the rules and regulations governing road traffic (trams or trams)
other means of transport)

- to teach courses on the construction and operation of vehicles and their component parts

- to teach management methods

- to give driving lessons on driving simulators, in the case of cars, sometimes even on the polygon


- to give driving lessons in different traffic conditions (suburbs, big cities, winding roads,
traffic lights, entry and exit from traffic lanes, level crossings, etc.)

- preparation for special situations: starting from the slope, parking the car, etc. to ensure safety
students during the learning races

- to teach and make practical demonstrations of basic maintenance with the student

- to enroll students in exams

- to participate with them during the driving tests

- to carry out training races for those who already have a driving license but have not driven by for a long time and they want to regain their dexterity in driving.

-the car that is used for driving hours to be permanently clean and maintenance.






Personal maintenance and cleaning responsibilities:


- permanent maintenance of cleanliness in the rooms where the courses are held, their ventilation, maintaining an optimal temperature in the office

-checking the condition of the furniture in the rooms, notifying the administrator regarding the aspects signaled and their remedy

-checking the sanitary and thermal installations, registering the necessary repairs and their remediation

-checking the lighting lamps in the classrooms and replacing the damaged or not ones
it works

-preparation of necessity reports - repair materials

-supervision of repairs performed in the office

-performing additional tasks assigned by internal decision.



The main strengths of the business are:

-providing complete car training services, both for those who want to obtain a license management, as well as for those who seek to obtain a professional driver's certificate, as well as for those who want to become driving instructors or teachers of legislation;
-ensuring all the services necessary to follow the courses offered by the company: medical file, expertise psychological
-varied car park, consisting of vehicles that have a low degree of wear
-the promotion of the company is also done in the online environment through the presentation site
-accessible prices, the quality-price ratio being very good
-brand recognized in the market
-professional management and involved in the permanent development of the business
-specialized personnel, oriented towards the client and his needs.

Weaknesses:

- lack of modern equipment for teaching law courses and updated software
- low business promotion budget.
- low business budget

The main opportunities are:

- obtaining financing through this program, financing through which the company will be able to improve the quality of services provided and the quality of the training environment
- creating 3 new jobs and maintaining them, which would mean increasing the number of jobs
students.


    Threats:
 - increasing competition
 - legislative changes that would imply significant changes in the company's activity or its limitations
 -increasing the excise duty on fuel.
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