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1.0 Executive Summary

[Client's Dealership Name] is a start-up used car dealership that aims to provide high-quality used vehicles to customers in Florida and perhaps other areas as well. With the expert guidance and support from GF Auto Consulting LLC aka “The Project Manager”,  the dealership will obtain the necessary Florida Dealer License by, finding a suitable location, handling all paperwork, zoning, and business licensing requirements. This comprehensive support will enable [Client's Dealership Name] to focus on establishing a strong presence in the market and deliver exceptional customer service, ultimately becoming a trusted name in the used car industry.

1.1 Objectives

Successfully establish [Client's Dealership Name] as a reputable used car dealership in Florida.

-Obtain the Florida Dealer License with the assistance of The Project Manager 
-Acquire a suitable location for the dealership that meets all state requirements.
-Achieve a positive cash flow within the first 12 months of operation.
-Secure a loan or line of credit to finance the initial inventory and/or future Dealership growth (buy more inventory, spend on increased marketing, etc).

1.2 Mission

The mission of [Client's Dealership Name] is to provide customers with a diverse selection of high-quality used vehicles at competitive prices, while ensuring a seamless and enjoyable purchasing experience. By partnering with GF Auto Consulting LLC, [Client's Dealership Name] will navigate the complexities of the dealership setup process, allowing the focus to be on delivering exceptional service and building lasting relationships with customers.

1.3 Keys to Success

~[Client's Dealership Name] will secure a strategic location that maximizes visibility and customer traffic. For the sake of this business plan, the assumption is a small office based Dealership.

~Developing strong marketing and sales strategies to create brand awareness and drive sales.

~Establishing a reputation for exceptional customer service and support.

~Maintaining a diverse and high-quality inventory to cater to a wide range of customer preferences and budgets (or very specific high valued niche).


2.0 Company Summary

2.1 Company Ownership

[Client's Dealership Name] is a privately-owned used car dealership, owned and operated by [Client's Full Name]. The company will be registered as an LLC or corporation in the state of Florida.

2.1.1 Start-up Summary

[Client's Dealership Name] will require an initial investment to cover the cost of securing a location, setting up the office and display area, purchasing the initial inventory, and funding the working capital needs. The start-up costs will be financed through a combination of owner's equity and a loan or line of credit from a financial institution.

2.2 GF Auto Consulting LLC's Role

As a trusted partner and consultant, The Project Manager (aka GF Auto Consulting LLC) will support [Client's Dealership Name] throughout the dealership setup process by:

*Assisting in obtaining the Florida Dealer License
*Helping to identify and secure a suitable location that meets state requirements
*Completing all necessary paperwork, zoning, and business licensing on behalf of the client
*Providing guidance on marketing and sales strategies for the new dealership
*Offering financing assistance through brokering business loans, lines of credit, and personal loans as needed


3.0 Services

3.1 Florida Dealer License Assistance

The Project Manager will guide [Client's Dealership Name] through the process of obtaining a Florida Dealer License. This involves assistance with completing the necessary applications, gathering required documentation, and ensuring all regulatory requirements are met.

3.2 Location Assistance

The Project Manager will help [Client's Dealership Name] find an affordable and strategic location within any preferred location in Florida. They will ensure that the chosen location meets state requirements for a dealer license and has the necessary facilities for an efficient dealership operation. As of this writing (4-20-2023) The Project Manager generally has access (thru property managers) to several locations at any given time in the Orlando area ($750-$950). Locations will base line at $650 in the northern and rural areas of Florida. As you swing down into Palm Springs and the Miami area, now you are paying $1,500-$2,200 for a similarly sized location. For the sake of the financial analysis in this Business Plan, we will assume your rental locational to be $950 per month.

3.3 Paperwork and Zoning Assistance

The Project Manager will handle all necessary paperwork on behalf of [Client's Dealership Name], including zoning and business licensing. Their expertise will ensure a seamless process, minimizing potential delays and allowing the dealership to commence operations as soon as possible.

3.4 Sales and Marketing Support

The Project Manager will provide [Client's Dealership Name] with guidance on sales and marketing strategies to create brand awareness and drive sales. This support includes assistance with digital marketing, social media management, and the development of a comprehensive sales plan to achieve revenue targets.

3.5 Financing Assistance

GF Auto Consulting LLC will help [Client's Dealership Name] secure financing through brokering business loans, lines of credit, and personal loans as needed and if qualified for. This assistance will enable the dealership to fund initial inventory purchases, working capital requirements, and any necessary expansion plans.

4.0 Market Analysis Summary

4.1 Market Segmentation

The used car market can be segmented based on various factors, including geographical location, buyer preferences, and price range. [Client's Dealership Name] has performed relevant market research, and as a result of the research, will initially focus on customers desiring these types of vehicles:


___________________________

____________________________

____________________________

_____________________________

______________________________

The Client has determined that these vehicle types are obtainable and in demand for the customer the Client is marketing to. Based on current research and current start up budget, these vehicles can realistically support a profit margin of $1500-$2500 per vehicle as demonstrated in the financial projections in this Business Plan.

4.2 Service Business Analysis

4.2.1 Competition and Buying Patterns

The used car dealership industry is highly competitive, with numerous dealerships operating in any given area. To differentiate itself and attract customers, [Client's Dealership Name] will focus on providing exceptional customer service, maintaining a diverse and high-quality inventory, and leveraging effective marketing strategies.

Buying patterns in the used car market are influenced by factors such as customer preferences, vehicle condition, pricing, and available financing options. [Client's Dealership Name] will closely monitor market trends and customer feedback to adapt its inventory and marketing strategies accordingly.



3.0 Marketing and Sales Plan Summary

[Client's Dealership Name] will implement a comprehensive marketing and sales plan to generate brand awareness, attract customers, and drive sales. The plan will focus on both online and offline marketing channels to maximize reach and engagement.

3.1 Marketing Strategy

Develop a strong brand identity to differentiate [Client's Dealership Name] from competitors.
Utilize online advertising platforms such as Google Ads, Tik Tok, Instagram, and other social media advertising to target potential customers in the local area and surrounding regions. For individual vehicle sales, the Client will proficiently utilize Facebook MarketPlace, OfferUP, Cars.com, CarGurus.com and other similar vehicle marketplace platforms. Client will utilize other alternative marketing platforms as it becomes financially able to do so. The Client will spend at least $500 a month in sales and marketing activities as allocated in the Financial Projections. However, the Client is encouraged to dedicate upwards of 20% of all profits in continuously  expanding the marketing and sales activities. This will in turn, increasingly drive demand and vehicles sales. 

Collaborate with local businesses and community organizations to promote the dealership and generate word-of-mouth referrals.
Attend local events, trade shows, and automotive industry gatherings to network and showcase the dealership's offerings.

3.2 Sales Strategy

*Maintain a diverse and high-quality inventory that caters to various customer preferences and  budgets
*Offer flexible financing options to make purchasing a vehicle accessible to a wider range of customers
*Implement a customer-centric sales approach, prioritizing transparency and open communication
*Provide ongoing support and follow-up to build lasting relationships and encourage repeat business

3.3 Digital Presence and Social Media

*Create a user-friendly, responsive website to showcase the dealership's inventory and services.
*Develop a strong social media presence on platforms such as Facebook, Instagram, and Twitter to engage with potential customers and share updates on new inventory and promotions.
*Utilize email marketing to communicate with subscribers about sales events, new arrivals, and dealership news.
*Encourage customer reviews and testimonials on platforms such as Google My Business and Yelp to boost online reputation.

3.4 Partnerships and Referrals

—> Establish relationships with local mechanics, body shops, and car rental agencies for cross-promotion and referrals.
—> Collaborate with local financial institutions to offer a variety of financing options to customers.
—> Launch a referral program that incentivizes existing customers to refer friends and family to the dealership.

4.0 Strategy and Implementation Summary

4.1 Competitive Edge

[Client's Dealership Name] will differentiate itself from competitors by focusing on exceptional customer service, maintaining a high-quality inventory, and implementing effective marketing strategies. The partnership with GF Auto Consulting LLC will provide additional support and expertise throughout the dealership's setup and growth.


4.2 Sales and Marketing Support

GF Auto Consulting LLC will provide ongoing guidance on sales and marketing strategies, helping [Client's Dealership Name] to optimize its efforts and achieve revenue targets.

4.3 Expansion Strategy

As the dealership grows, [Client's Dealership Name] will explore opportunities for expansion, such as increasing the inventory size, adding new (bigger) locations, or expanding into adjacent markets. GF Auto Consulting LLC will provide support and consultation during this process.

5.0 Milestones

*Secure a suitable location and obtain the Florida Dealer License with The Project Manager assistance.
*Launch the dealership's website and social media presence.
*Generate positive cash flow within the first 12 months of operation.
*Establish a strong reputation and customer base within the local community.
*Evaluate opportunities for expansion after 24 months of operation.


7.0 Management Summary

[Client's Dealership Name] will be led by a management team with experience in the automotive industry and a strong commitment to customer service. With the support of The Project Manager, the team will ensure the dealership's success and growth.

7.1 Personnel Plan

The initial staffing plan for [Client's Dealership Name] includes:

Owner/General Manager: Responsible for overseeing all aspects of the dealership, including sales, inventory management, and customer service.
Sales Manager: In charge of managing sales operations, training sales staff, and developing sales strategies.
Sales Representatives: Responsible for assisting customers with vehicle selection, explaining financing options, and closing sales.
Office Administrator: Handles administrative tasks such as answering phones, managing paperwork, and maintaining customer records.

7.2 Training and Support

GF Auto Consulting LLC will provide ongoing training and support to the management team and staff, ensuring they have the knowledge and resources necessary to excel in their roles. This includes guidance on sales techniques, marketing strategies, and regulatory compliance.

8.0 Financial Plan

8.1 Start-up Funding

[Client's Dealership Name] will require initial funding to cover expenses such as location setup, inventory acquisition, marketing, and working capital. GF Auto Consulting LLC will assist in securing the necessary funds through loan brokering and financial assistance.

Start-up Funding, Break-even Analysis, and Projected Profit and Loss

The assumption is the Client will start up with a small warehouse or office based Car Dealership with 2 car parking lot (minimum) attachment. These locations range in price, but we will use $950 in these examples. [Client's Dealership Name] will require initial funding to cover expenses such as location setup, inventory acquisition, and working capital. The following assumptions will be used to generate the start-up funding cost, break-even analysis, and projected profit and loss:

Initial inventory: 3 cars with a retail value of $8,000 each
Monthly inventory turnover: 10 cars per month
Retail value of cars: $6,000 - $10,000
Purchase cost: 25-40% below retail value

Start-up Funding Cost:

Item								Cost
Location setup (rent, utilities, Insurance, etc)		  $4,100
Initial inventory (3 cars)					$15,000
Marketing (website, social media, ads)			  $2,000
Working capital (operating expenses for 3 months)		  $3,375
Total Start-up Funding Cost					$24,475



8.2 Break-even Analysis

A break-even analysis will be conducted to determine the level of sales required to cover all fixed and variable costs. This will help [Client's Dealership Name] set realistic revenue targets and monitor progress towards profitability.

Break-even Analysis:

The break-even point is the level of sales at which total revenues equal total expenses. To calculate the break-even point, we need to determine the fixed and variable costs.

Fixed costs (monthly):

Rent: $950
Utilities: $150
Insurance: $195
Salaries:    $0
Marketing: $500
Total monthly fixed costs: $1,795

Variable costs per car:
Purchase cost: 62.5% of retail value (average of 25-40% discount)
Commission (profit per car: $1,500 -$2,800 each


Total Fixed costs are $1,795 per month. 

Break-even sales = selling 10 cars, generating approximately $24,000 in profit. Total start up estimated at $24,475. The break even point can be met or exceeded with the sale of 10 cars generating approximately $24,000 in one month and each subsequent month if we keep the same revenue projections (cars sold).


8.3 Projected Profit and Loss

The financial plan will include a projected profit and loss statement, outlining anticipated revenues, expenses, and net income for the first three years of operation. This will enable [Client's Dealership Name] to assess financial performance and make informed decisions regarding growth and expansion.


Based on these assumptions, [Client's Dealership Name] would need to sell approximately 12-14 cars in its first two months to break even ($24,475 start up costs). With a target of selling 10 cars per month, the dealership is projected to generate a cumulative cash flow of $66,615 in the first three months of operation. This analysis assumes all cars are purchased at the average 62.5% of retail value and are sold without any discounts. Actual results may vary depending on market conditions and the dealership's ability to maintain a consistent inventory and sales volume.

8.4 Projected Cash Flow

A cash flow projection can be developed to ensure [Client's Dealership Name] has sufficient liquidity to meet ongoing operational expenses and support growth initiatives.

8.5 Projected Balance Sheet

The financial plan can also include a projected balance sheet, providing a snapshot of [Client's Dealership Name]'s financial position at specific points in time.

Assuming full start -up costs are absorbed in the first month, here's a full-year profit and loss table, assuming that [Client's Dealership Name] will sell 10 cars per month for the first six months and 12 cars per month for the remaining six months. The table also includes the projected monthly cash flow for one year.

	
	
	Cars Sold
	Revenue
	Variable
Costs
	Fixed
Costs
	Monthly
Profit
	Cumulative
Cash

	Month 
	1
	10
	$80,000
	$50,000
	$1,795
	$28,205
	$10,205

	Month 
	2
	10
	80,000
	50,000
	1,795
	28,205
	38,410

	Month 
	3
	10
	80,000
	50,000
	1,795
	28,205
	66,615

	Month 
	4
	10
	80,000
	50,000
	1,795
	28,205
	94,820

	Month 
	5
	10
	80,000
	50,000
	1,795
	28,205
	123,025

	Month 
	6
	12
	96,000
	60,000
	$1,795
	34,205
	151,230

	Month 
	7
	12
	96,000
	60,000
	1,795
	34,205
	185,435

	Month 
	8
	12
	96,000
	60,000
	1,795
	34,205
	219,640

	Month 
	9
	12
	96,000
	60,000
	1,795
	34,205
	253,845

	Month 
	10
	12
	96,000
	60,000
	1,795
	34,205
	288,050

	Month 
	11
	12
	96,000
	60,000
	1,795
	34,205
	322,255

	Month 
	12
	12
	$96,000
	$60,000
	$1,795
	$34,205
	$356,460


		


This table assumes that [Client's Dealership Name] will maintain consistent inventory and sales volume throughout the year. Actual results may vary depending on market conditions and the dealership's ability to source and sell cars at the specified cost and retail price.


8.6 Financial Assistance and Loan Brokering

The Project Manager will assist [Client's Dealership Name] in securing financing through brokering business loans, lines of credit, and personal loans as needed.

9.0 Regulatory Compliance and Licensing

9.1 Florida Dealer License Requirements

GF Auto Consulting LLC will guide [Client's Dealership Name] through the process of obtaining a Florida Dealer License, ensuring all requirements are met and necessary documentation is submitted in a timely manner.

9.2 Local and State Regulations

[Client's Dealership Name] will comply with all applicable local and state regulations, including zoning, business licensing, and sales tax collection. The Project Manager will provide assistance in navigating these requirements.

9.3 Ongoing Compliance and Renewals

For an additional fee, The Project Manager will support [Client's Dealership Name] in maintaining ongoing regulatory compliance, including license renewals, required reporting, and any necessary updates to business operations. This will ensure the dealership remains in good standing with all relevant regulatory bodies.
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