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Slide 1: Cover Page
[image: ] My name is Zlatoslava Hristova, student number 2437124 and I am presenting my business plan SmartRide Private Hire Services as part of LCLM4006, Enterprise and Entrepreneurship with Tola Odugbesan as my supervisor. SmartRide is a professional PHTC operating in London. This presentation discusses each critical area of the business, including the initial idea and business structure and marketing and one-year financial projection to demonstrate that SmartRide is a viable start-up with a solid business concept.



Slide 2: Table of Contents.
[image: ]This slide summarizes the eight parts of the presentation. I begin with the introduction of the business idea, then proceed to services, legal structure, management, PESTEL analysis, marketing plan, financing needs, and a six-month financial projection. The structure is written in a direct order of the assessment brief which makes all the necessary areas covered in a clear and logical sequence.



Slide 3: Introduction
[image: ]I am presenting myself as the founder and future owner manager of SmartRide Private Hire Services. My interest in this business comes from the growing demand for comfortable and dependable transport, especially for airport transfers, business travel, and pre booked journeys. This presentation aims to present a full business plan of SmartRide, to illustrate the actual size of the market, to ensure financial feasibility with a break-even in four to six months, and to provide a realistic expansion strategy of a one-man operation of SmartRide to an established and growing London transport brand.



Slide 4: Business Idea and Services.
[image: ]SmartRide will offer professional pre-booked transport to people and businesses throughout London. The company has four main services: airport transfers, local and long-distance services, corporate and executive services and pre-booked event services. The bookings are going to be made via phone, the Web, and a mobile application in the future. Some SMART goals involve breaking even in four to six months, customer satisfaction at more than ninety percent and growing the fleet to two or three vehicles in two years.



Slide 5: Legal Form and Management Structure.
[image: ]Since the business is a start-up that has to satisfy Transport for London licensing requirements, SmartRide will be a Sole Trader since this type of business structure is easy to start, inexpensive, and provides the owner with complete control, which is suitable. At first, the owner will perform all the functions such as driving, bookings, customer service, and financial administration. Other drivers will be hired as the business expands. The milestone plan proceeds through the setup in Month 1, customer acquisition in Months 2 to 3, break-even in Month 6, and expansion of fleet in Year 2.



Slide 6: PESTEL Analysis
[image: ]This slide defines the external forces which can affect SmartRide Private Hire services and how the business can react to them in a strategic way. Politically and legally, the private hire business is very regulated particularly in London, where licensing, insurance and safety standards have to be adhered to closely. In the case of SmartRide, compliance is not just a legal requirement but also a means of gaining customer trust and credibility. On the economic front, the cost of living has seen most consumers become more careful in their expenditure but transport is a necessary commodity in work, travel, and convenience. This implies that the business should be able to provide value without compromising on service quality. In terms of social aspect, a majority of customers are shifting to the use of private hire services rather than owning a car, due to convenience, flexibility, and busy life among others. Technological aspects also play a significant role, as booking systems, GPS navigation and digital communications make the service more efficient and customer friendly. The pressure on the environment is rising, customers and regulators are more conscious of sustainability, and in the future SmartRide can enhance the image and employ fuel efficient cars or electric cars. All in all, this discussion indicates that the business should be kept in line, flexible, customer oriented and receptive to technology driven change to be successful.



Slide 7: Marketing Strategies
[image: ]This slide is about the target market, unique selling points and promotional techniques of SmartRide. The business will be aimed at those professionals that need to be able to get to their daily destinations quickly and easily, business clients that demand to be able to arrive on time and to a comfortable location, tourists that require airport transfers, and families that demand a safe and reliable service. These are not the only customer groups which are in search of low prices, but also they are in search of trust, cleanliness, comfort, and convenience. The key distinctive selling points of SmartRide include the personalised customer service, comfortable and clean cars, punctuality and a more professional experience than regular taxis or standard ride hailing services. Regarding positioning, SmartRide will be promoted as a quality and yet affordable service. The marketing plan will consist of a booking site, word of mouth promotion via social media (Facebook and Instagram), social media marketing, and collaborating with hotels and local companies. The strategies are feasible to a startup since they are relatively cheap and yet they provide good visibility. The overall objective is to develop a strong customer base, create positive feedback, and create a good reputation within the market of London.

Slide 8: Funding Requirements
[image: ]The amount of start-up capital needed is seven thousand to eight thousand pounds, which will be provided by personal savings and possibly a small business loan. Some of the major costs are vehicle preparation at three thousand pounds, insurance at two thousand pounds, licensing at five hundred pounds, marketing at five hundred pounds, equipment at five hundred pounds, and miscellaneous costs at five hundred pounds. As observed in the break-even analysis, the business is expected to be profitable after monthly revenues surpass total costs after the first month in Month 2 when the total cost is one thousand four hundred pounds.



Slide 9: Break-even and Financial Forecast.
[image: ]The 6 month projection indicates variable costs between five hundred and one thousand pounds and fixed costs of eight hundred pounds per month depending on the increase of trips. The total expenditure rises as we go through January (one thousand three hundred pounds) to June (one thousand eight hundred pounds). The increase in revenue is a thousand five hundred to three thousand seven hundred and fifty pounds in the same period. The break-even point is achieved in Month 2 as the revenue of two thousand pounds exceeds the costs of one thousand four00 pounds and is projected to be at one thousand nine hundred and fifty pounds in June.



Slide 10: Conclusion and Questions.
[image: ]SmartRide is a feasible and expandable company with a strong legal background of Sole Trader, and a niche in a high-end market in the London market of private hire. The financial roadmap also ensures that the break-even point is reached in the 2nd month and the start-up capital of seven to eight thousand pounds is low compared to the returns expected. There is a great potential of growth by expansion of the fleet and a special booking application. I am grateful to your attention, and any questions will be welcome.
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SmartRide Private Hire Services

A London-based pre-booked private hire company offering premium, reliable transport to individuals and businesses — a

trusted alternative to Uber and traditional taxis.

=

Airport Transfers Local & Long-Distance Corporate Travel

Pick-up & drop-off to all major City rides and inter-city Executive travel for
London airports journeys on demand professionals and businesses

SMART Obijectives: Break-even in 4—6 months - Customer satisfaction >90% - Expand fleet within 2 years -

Event Journeys

Pre-booked trips for occasions
and special events

Build London brand





image6.png
Legal Format & Management Structure
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Target Market & Marketing Strategy
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Funding Requirements & Allocation
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6-Month Financial Forecast & Break-Even
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