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Objectives - December 1997
• Expand the business
• Minimum of investment

Options
• Increase number of cars in workshop
• Mail order parts and accessories

Experience
• Obtaining parts abroad is expensive and slow



• Benefits of Internet
• Global
• Direct - no middle man
• Quality parts at a sensible price
• Maintain friendly atmosphere



Web site requirements:-
• Professional
• Personal touch
• Interactive
• Easy to find information
• Fast and secure
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• 9,000 parts - updated regularly 
• Shopping basket + secure credit card facilities 
• Search by description or part number 
• Acrobat version in downloadable form







• Encourage people to enter into a conversation with us.
• The site has

- Feedback
- Classified Ads
- Discussion Board
- Auto-response 
-24 hour follow up

- NEW e-Mail Newsletter



BENEFITS
Over 170,000 Visitors - 172 Countries

7,000+ Registered Customers

Dec 97 - 0% turnover
Dec 98 - 5%   turnover
Dec 99 - 30% turnover
Dec 00 – 50% target

300% Larger Order

75% Parts Sold On-Line



• Unexpected benefits

– Local reputation enhanced

– Servicing and maintenance from overseas

– Free publicity

– Winning four major awards

• Winner – East Anglian Small Business 2000

• To summarise
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