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Section One 

Market Overview

1.1 What is the Aftermarket

It is the industry which maintains, repairs and accessorizes vehicles after they are sold to their owners by a car or truck dealer
The aftermarket for cars is based on the replacement of components and accessories such as tyres, exhausts, various mechanical and electrical autoparts, lubricant and filters, etc.

The automotive services market is dominated by car servicing and mechanical repair, followed by car body repairs and car breakdown and recovery services.

There are a number of different providers of motoring services within the industry. Franchised car dealers and independent garages compete with each other in the aftercare market, although in general, the franchised dealers’ garages obtain the bulk of the warranty work. This normally lasts for around 3 years — the length of the warranty period — after which the independent garages begin to take over, and servicing intervals become more irregular.

1.2 Product Profile and Position 

We currently are the only distributor of the ‘Teledyne Analytical Instruments’ Automotive O2 Sensor, the ‘R’ series; the R17A, R17AH, R21A, R221, R22AH.

The sensor is used for testing levels of Oxygen emitted in exhausts as part of a car’s MOT testing.  They normally last about 12 months.
Viamed and Teledyne have enjoyed a successful partnership over the past 25 years in the manufacture and supply of oxygen sensors for the medical industry, which has now expanded into the automotive industry, for which Teledyne has a long and successful history in developing and manufacturing.  

Teledyne Analytical Instruments is a world leader in the design and manufacture of high quality gas and liquid analysers for industrial, OEM and medical applications.  Teledyne Analytical Instruments is part of Teledyne Technologies, an American company, which designs and manufactures electronics, instrumentation, communication and propulsion products, and provides advanced engineering services to a variety of customers around the world. 
1.3
What are we trying to Communicate?
That the Teledyne Automotive Oxygen Sensor is better quality and more reliable than others in the market.  

The response of the sensor meets or exceeds the required time response, and the quality and reliability of the sensor are beyond standard requirements.

Viamed are a high quality, reliable distributor and the customer’s needs are the company’s priority. 

1.4 Unique Selling Proposition – Benefits of the Teledyne Sensors

THIS NEEDS TO BE COMMUNICATED IN ALL THE PROMOTIONAL ACTIVITY
The Teledyne sensor has special plating on the cathode resulting in greater resistance to the effects of CO2.  This increases the useful life of the sensor when used in exhaust emission testing.

Section Two

Situation Analysis

2.1 Current Position and Market Share

It is estimated that there is 18,500 test sites in the UK, requiring around 12,000 sensors per year.  In 2004 we sold 1838 sensors in total i.e. we occupy 15% of the market share 
Existing customers and lost customers for 2004
	
	R17A
	R17AH
	R21A
	R22A
	R22AH

	Sales UK
	25
	310
	25
	1306
	172

	Sales Export
	357
	0
	94
	2601
	1

	Total Sales
	383
	310
	119
	3907
	173

	Existing Customers
	Prosol,
Independent Tuning Supplies,
Maverick Technology,
	Independent Tuning Supplies,
Prosol,
Celtech Engineering Services,
	Gikas M Bros,
Abacexi,
Pro-Custom Elettronica,
	Pro-Customer Elettronica,
Cranlea,
University of Leicester,
	Pro-Custom Elettronica,
Calibration & Repair Services,
Ariazone International,

	Lost Customers (sales less in 2004 than in 2003)
	Celtech Engineering Services,
Industrial Analysis Ltd,
Ariazone International,
	Independent Tuning Supplies,
Celtech Engineering Services,
Ariazone International,
	Beaver Commercials,
Abacexi,
Pro-Custom Elettronica,
	Medivent Limited,
Martin Bruusgaard,
University of Leicester,
	Calibration & Repair Services,
Ariazone International,


It may be worth targeting lost customers – find out why they ordered less (or none at al) in 2004 and target them again

Could also look at the customers who only buy one type of sensor and see if we could supply them with any of the others we supply

2.2 Current Customer Profile

The main focus of the marketing at the moment has been on distributors with current customers including:
· Prosol

· Gemco

· Independent Tuning Supplier

· Maverock Technology

· Celtech Engineering

Customer Profile:
Prosol
Provide tools, equipment and supplies for MOT and service garages.

Formed in 1991, Prosol U.K. was conceived as a specialist mail order supplier of equipment spares to the Motor Trade. 

In the subsequent years the product range has expanded dramatically to provide a 'One Stop Shop' solution for many M.o.T. and Service Garages.

Their Mission Statement 
Prosol U.K. are dedicated to providing all sectors of the Motor Trade with high quality equipment, tools and supplies at the best possible prices. Quality, speed of service and fairer prices are paramount in the company's objectives and an emphasis is placed on honouring agreements with both Clients and Suppliers. 

Their Clients
The company has an active customer base of around 10,000 clients within the U.K. Motor Trade, ranging from small owner operators to major groups and national distributors. 

2.3 Competitor Profile

The following two companies both manufacture Automotive Oxygen Sensors and are therefore direct competition for Viamed distributing the Teledyne Sensors. 

Both Envitec and CityTech are owned by the First Technology Group and their aim is to become a truly world-class supplier of gas sensors able to provide their customers with the best possible sensor solutions whatever their application.

· EnviteC
Their strap line is ‘way ahead in technology’

EnviteC sets its focus on the research, development and production of sensors and high-quality monitoring devices. 

The spectrum includes sensors and instruments used in medical, industrial and environmental technology, such as breathalysers for police traffic controls and medical applications. 

EnviteC is the only manufacturer worldwide to offer a breath-alcohol-measuring device, which even permits precise analysis of the alcohol concentration in the breath of unconscious persons. 
EnviteC was founded in 1992 and now employs approx. 100 people, a large proportion of them in research and development. 

In order to ensure the company's middle and long-term growth, EnviteC invests a large part of its profits in the research and development of new products and technology. Right from the start the emphasis has been on the development and production of sensors and high-quality monitoring devices. 
The palette also includes oxygen sensors for the measurement of automotive emission gases and for use in the widest variety of respiratory devices.  New product lines such as oxygen saturation sensors and monitoring devices became established within a very short time and today also contribute to the company's success. 

From their website you cannot get prices for their products – you can request an offer and then they send you one via fax/phone

Information from Mr John Lamb:

EnviteC use Don Brooks to distribute their sensors

Sell to the dealers at $23 -$35 and to end users at $37 (inc VAT)

EnviteC will re-label for no minimum number of sensors

Using their packaging very effectively to promote sales

· City Technology 
Their strap line is ‘The Power Behind Gas Detection’
From its small beginnings on London's City University campus in 1977, City Technology Limited has grown into an international business employing almost three hundred staff and operating from purpose-built production and research facilities in Portsmouth, Hampshire.

They currently supply their range of gas detection sensors worldwide. These sensors are used in a broad range of installations to protect people and property, preserve the environment and improve safety.
City Technology was founded in 1977 and by 1990 City Technology had outgrown its original premises in central London and relocated to a purpose built facility in Portsmouth on the south coast of England. 
In April 2000 City Technology was purchased by First Technology plc, a UK based international group who manufacture products that play important roles in improving safety and protection of people and their environment. 
Shortly after acquiring City Technology, First Technology purchased Capteur Sensors and Analysers Ltd. Capteur, who were founded in 1990, have developed novel advanced technology mixed metal oxide sensors that complement City's technologies and applications. 
City Technology manufactures in excess of 1.5 million sensors annually and provides the widest range of gas sensors available, manufacturing over 200 different sensors detecting 20 gases. The sensors are sold to customers in 48 countries around the world and 80% of their annual production is exported.  
First Technology is an international group whose strategy is to harness the best of today's technologies in the creation of high quality products which play important roles in improving the safety, comfort and protection of people and their environment.
Information from Mr John Lamb:
Will sell to anybody

They are out to achieve maximum production

Price to distributors at $12 - $20 and to end users at $19 - $32

From their website you cannot get prices for their products

Section Three
Market Opportunities
3.1 SWOT Analysis

Strengths 

· Professional servicing is essential because of the complex equipment in cars and the need for special garage equipment in cars and the need for special garage equipment to identify the source of faults and for their repair

· All cars need the replacement of consumable items of equipment, e.g. tyres, exhausts, brake pads, suspension units, etc during their lifetime

· Compulsory annual tests for cars over 3 years old generates large and regular volumes of business for testers and repairers

· New car warranties stipulate that regular servicing by franchised dealers is essential to ensure that cars remain covered by their warranty

· In general, the automotive industry is well organized to give an immediate and positive response to any motoring problem

Weaknesses

· Car servicing intervals are increasing because of the better quality of components used in car manufacture and the higher quality of lubricants and fuels

· Many car owners rely on the annual MOT to identify faults and are not interested in regular, routine maintenance

· Franchised dealers might lose some of their servicing and repair markets to the independents now that block exemption has been removed.  It is expected that manufacturers will, by law, be forced to supply technical information to all parties that require it and the franchisees will no longer have monopoly on providing services for car warranties (this could be an opportunity for Viamed as the market opens up)
· The number of franchised and independent garages is declining because of the strength of competition , the high cost of equipment and the growing shortage of skilled personnel, who can cope with the increasing complexity of on-board computerized equipment

· Car manufacturers may set up their own fully-owned subsidiaries in order to protect their interests before the competition rules are changed (this could be an opportunity for Viamed as they become potential customers)
Opportunities

· Car owners will need to comply with new environmental legislation, which promises to enforce controls over exhaust emissions.  This can only be achieved through regular servicing (this is a big opportunity for Viamed)
· Independent garages are likely to benefit from the proposed relaxation of the virtual monopoly by the franchised dealer

· More mobile service units are likely to be established by garages as a result of the high cost of operating from fixed outlets

· Dealer networks will have greater flexibility to offer different levels of aftercare warranty and non-warranty work so they can be more competitive in the marketplace for lower-cost non-warranty business

· Car dealers are likely to consolidate their service facilities on a single site to serve multifranchises which will cut their costs and improve the productivity of their workforces

Threats

· Many small and medium sized dealers will be squeezed by changes to block exemption as on the best located and most profitable will be retained by car manufacturers

· Consolidation in the car retail industry will result in fewer dealerships

· Some manufacturers might bypass the existing dealer network and open their own fully-owned and operated outlets in selected areas (this could be an opportunity for Viamed as it will produce new potential customers)

· Longer servicing intervals have become standard for most built cars, so fewer visits to the garages will be required

3.2 Market Potential 
There are a number of different providers of motoring services within the industry. Franchised car dealers and independent garages compete with each other in the aftercare market, although in general, the franchised dealers’ garages obtain the bulk of the warranty work. This normally lasts for around 3 years — the length of the warranty period — after which the independent garages begin to take over, and servicing intervals become more irregular.

The automotive services industry will be transformed by recent developments in its structure and organisation. As the car manufacturers will have less control over their dealerships, new companies will be attracted into this market because of the removal of restrictions on sales of new vehicles. The larger dealerships will seek to expand into a few mega dealerships and some manufacturers will try to protect their prestige brands by buying and operating their own exclusive sites.

The rate of increase will, however, be slow, as recommended servicing intervals are extended by the manufacturers, automotive components and oils and lubricants are made more durable and reliable, on-board computers give early warning of potential faults and cars are likely to be scrapped earlier despite their longer life, as new ones become cheaper to buy. The automotive services market is therefore expected to grow by 10.7% from 2002 to 2006, which approximately continues the same trend rate of growth in value terms as in the previous 5 years.

Table 1 gives an indication of the range of services offered by the various

suppliers.

Table 1: UK Automotive Services and Suppliers, 2002

The suppliers in this table could be seen as an overview of the target segments of the market for the Automotive Oxygen Sensor
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3.2.1 Target Segments of the Automotive Aftercare Market
At the moment Viamed have only been distributing to other Distributors, who place larger orders, of perhaps 25 sensors each order, and it is apparent that there are other target markets available.
· END USERS
It is important to recognize that the End User may only place an order for one or two at a time, and will require next day delivery as they lose money everyday they cannot carry out MOT testing.
The Franchised Car Dealer

The franchised dealer has many positive advantages in the automotive aftercare market that are not necessarily replicated among the alternative sources and this guarantees loyalty and repeat business from many customers.  
Please see Appendix A for a table of the leading franchised dealer groups
Independent Garages

The level of investment in equipment and expertise in independent garages varies considerably, depending on the size of business, on a scale ranging from a small one-man operator, to an organisation with several outlets. The smaller independent garages are being threatened with extinction, although they usually offer a cheaper alternative to the franchised dealers’.

Many are excluded from the lucrative MOT repair market because they need official authorisation to issue certificates and to obtain this authorisation, which requires the installation of expensive equipment, frequent calibration to check its accuracy and qualified personnel who are capable of performing the various vehicle tests demanded by law. The cost for a small operator is too high unless a high volume of business can be guaranteed and this is not usually feasible in most areas.

The larger independent garages have better prospects as they have the necessary equipment, a variety of staff with a wide range of skills and MOT facilities that can cope with the latest upgrades in standards. Customers are more likely to take cars that are out of warranty to these operators. However, to some extent, they are handicapped by being denied access by car manufacturers to information on the technical details of the wide range of electronic equipment that is now standard in all cars and which is supplied only to the franchised dealers. This practice is regarded as restraint of trade by the EU, and consequently, a Directive is now being prepared to make this illegal.

Garage Chains and Autocentres

Car manufacturers, tyre manufacturers, franchised dealers and independents such as Halfords PLC (which is currently owned by Boots Company PLC), own and operate garage chains and autocentres. They offer a drive-in service that is similar to that of the fast-fit chains, but also undertake MOT tests and will service virtually any make of car. In general, they overlap with small independent garages, fast-fit outlets and franchised dealers. Paradoxically, the owners of many of these chains compete with their other service subsidiaries, but they operate in a repair market where cost is very important to the second-hand tier of car owner, who is the second or third buyer of a relatively low-age car.

Fast-Fit Centres

Fast-fit centres are very popular with car owners because they offer quick remedies for relatively simple problems. Most give a range of options and prices so customers can generally choose what to pay from a selection of items, but many specialise only in the retail of tyres. Virtually any garage can claim to be a fast-fit centre, as the work they carry out is not precisely defined. Competition in the fast-fit sector is intense, as the centres deal primarily in consumable items that need fairly frequent replacement during the lifetime of a vehicle.

Kwik-Fit used to be owned by Ford Motor Company but they sold it in 2002 as it competed directly with Rapid Fit, which is an equivalent service set up for its franchised dealers.

Mobile Service Units
Independent operators offering this service for general repairs or tyre

replacement are comparatively rare.

Tyre & Exhaust Centres 

These are specialists in the fitting of tyres and exhausts and would need the sensor to test the emissions once they have fitted a new exhaust etc.  Companies such as ATS, KwikFit, National Tyres Autocare, Britannia Tyres Masterfit are potential targets here.

Service Engineers

The service Engineers go round and calibrate the sensors and replace them if necessary, therefore they will need a regular stock of sensors and are another potential target for Viamed.

Partco 

This company is part of the Unipart Group – The Group’s areas of expertise include the provision of logistics services to the automotive, industrial, aerospace, retail IT, mobile communications, defence and healthcare sectors.

From its 200 plus branches in the UK, Partco distributes in excess of 350,000 components, consumables and garage equipment products. Its portfolio includes leading brands and its customer-focused business approach ensures the local, flexible delivery service it offers is backed up by technical know-how and problem-solving expertise. 

In September 2002 Mike (Viamed sales rep at the time) met with someone from Partco and tried to get them on board with the Sensors, an account was set up with them for orders; however no orders or enquiries were received.

An investigation into why they never placed an order with Viamed needs to be carried out and attempts to capture them be executed once again.
Universities
Leicester University purchase Automotive Oxygen Sensors from which implies that other Universities may also need these sensors

Liquid Petroleum Gas (LPG) Car Converters & LPG Car Manufacturers 
There is a growing market, that is very popular in U.S.A, Italy, and France that Viamed need to be aware of and try to enter.  However, it would be useful to speak to an LPG Car Converter to identify the equipment compatibility and how the sensor would be used.

Liquid petroleum gas or 'LPG' is now a common sight on the Country's petrol forecourts as it becomes a cheaper alternative to petrol and diesel as an automotive fuel.

On a worldwide scale millions of people have been benefiting from converting their car to run on LPG and now most major car companies offering duel fuel versions of most models, which has proved very popular with fleet buyers looking to save on running costs.
Mainland Europe, with countries like Italy having nearly 1.5m but also countries like Japan, where 90% of taxis use LPG and Australia where on bigger vehicles it is extremely popular and even in America, where petrol is currently 25% of the cost in the UK, in certain clean states such as California. 
In the UK high profile users including Royal household, ministerial cars, local authorities, police forces and the support service industry such as UPS and Securicor. Also at the last budget the government allocated a further £30m towards London black cab users and fixed the price of LPG until 2004, but the main private users of LPG are people who appreciate smoother, quieter running, longer engine life, cheaper car insurance and half price fuel as well as knowing that you are doing your bit for the environment. (http://www.lpg-autoconversions.co.uk).
Government Issues

The government has fully endorsed LPG converted vehicles by, not only running a number themselves, but also price fixing LPG taxation until 2004. Various grants are available to London black cab drivers and certain other users. This is due to the fact that LPG is so much better for the environment which is becoming a major issue worldwide. 

Environmental Issues

Worldwide the number of cars is expanding at an alarming rate. In the UK alone we have 24 million. With LP gas being up to 75% cleaner on petrol and up to 90% cleaner on diesel everyone will benefit from the number that convert. 

LPG Vehicles
Most petrol vehicles can be converted to run LPG as well as petrol; even boats are now regularly modified. Many major vehicle manufactures offer ‘factory fit’ LPG systems with their vehicles, to meet with increasing demand.

In order to be able to convert standard petrol cars into LPG you have to be an approved conversion company.
There are currently around 1260 public access LPG filling stations providing effective coverage throughout the country and stations continue to be opened, ensuring that the autogas user will be able to fill their vehicle anywhere in the country. This represents an enormous investment by the industry which further boosts confidence in LPG in both the consumer and fleet markets

There are over 9 million drivers worldwide using LP Gas and in the UK numbers are increasing as more motorists learn of the benefits. From a small start of 3,500 at the end of 1998 some 117,000 vehicles were on our roads by the end of 2004. 

LPG vehicles – both cars and vans - can be purchased direct from vehicle manufacturers such as Ford, LDV, Mercedes, MG-Rover, Mitsubishi, Nissan, Proton, Vauxhall and Volvo. Details of the models, together with links to the manufacturers can be found on www.lpga.co.UK.

If an LPG option is not available on your chosen vehicle or you wish to convert an existing vehicle then this is where the LPGA Approved Installer Scheme comes in with around 200 participating companies around the UK.  Databases are available of all LPG car converter companies online at www.lpga.co.uk.  This could be a new market for Viamed not only in the UK but also abroad.
This Scheme, set up in conjunction with the DfT as the standard for the industry, is the only scheme to receive official government recognition.

Participants in the Scheme demonstrate that they have the necessary skills and knowledge in order to carry out this work in a safe and satisfactory manner.  
There is a Government scheme/initiative taking place; Boost LPG is a campaign to boost the number of LPG drivers in the UK by increasing the availability of information and promoting the benefits and opportunities associated with using LPG-fuelled vehicles. Boost LPG is funded by the Department of Trade and Industry Automotive Unit and is run by Momenta.
The British Standards Institution (BSI) has published a new European standard, BS EN 12979:2002 Automotive LPG systems Installation Requirements, aimed at giving potential LPG users assurance that the conversion from unleaded petrol or diesel to LPG has been carried out on a vehicle in a technically safe and sound manner.

Meanwhile, the LPG Association is predicting that the converters share of the alternative fuel market may decline due to an increased rate of take-up by manufacturers: by 2004, the association forecasts that 30-40 per cent of the anticipated 250,000 LPG cars will have been supplied by manufacturers as opposed to the current 90 per cent that are aftermarket conversions (this could be seen as a potential market for Viamed).
Nitrogen Filled Tyres
Nitrogen has been used for many years in Formula 1 cars, the aircraft industry and road haulage, where consistent performance is paramount. Nitrogen makes up about 80 per cent of the air in tyres anyway, but getting rid of the other 20 per cent – oxygen, moisture and other contaminants – makes a tyre’s performance more consistent and predictable. For motor racing and the aircraft industry, knowing exactly how much the gas in the tyre will expand as it heats up helps ensure maximum efficiency when everything else is driven to its limits.  Hauliers caught on to the fuel efficiency benefits of running with consistent pressures. Removing the oxygen also reduces oxidisation of the rubber, which can lead to premature ageing and blowouts. Many of these benefits apply to your car, too. And there’s an extra one. Air-filled tyres gradually lose pressure – not because the tyre has a puncture, or because the valve is faulty, but because the oxygen leaks through pores in the rubber. Nitrogen’s molecular structure means it’s less prone to permeate rubber, so pressure is maintained for longer. A number of tyre outlets sell nitrogen (see www.uniflate.com), charging around £1.50 to fill each tyre.

Compressed air – the traditional medium for inflating car tyres – contains both oxygen (21%) and nitrogen (78%). A rubber tyre is like a membrane, through which oxygen permeates three times faster than nitrogen.
As a result, the oxygen slowly leaks out through the rubber walls, which leads to under-inflation. This then leads to higher tyre wear, decreased safety and comfort, and higher fuel costs. In addition, compressed air contains high levels of moisture, which can accelerate the corrosion of the tyre rim.
Nitrogen is used in tyres to avoid air leaking through the tyre wall, which results in under-inflation. The reason why nitrogen is used is because it is easy to produce, does not support combustion, has no smell and is also a component of atmospheric air.

The difference between the pressure in a tyre and the pressure outside, causes oxygen to permeate through the tyre. If the same concentration of oxygen inside and outside a tyre (equal partial pressure) is created then oxygen is not forced to leak through the tyre wall.  Using nitrogen in tyres maintains the correct pressure, and reduces all the problems associated with under-inflation.  The oxygen sensor could be used to measure the levels of Oxygen in the tyres and so the Suppliers of Nitrogen filled tyres should be targeted, however, more research into how this works maybe needed as a specific Nitrogen Sensor may be the preferred product
Advantages of nitrogen in tyres
1. Longer term stability of the tyre pressure

2. Better grip and handling

3. Reduced fuel consumption

4. Longer tyre life

5. Enhanced safety

6. No oxidation within the tyre (http://www.parker.com) 

ATS starts nitrogen-filled tyre tests

31st January 2005

ATS Euromaster has begun a phase of trialing nitrogen filled tyres at 25 of its UK outlets through three companies, Pneu-Air, Parkers and Tyresafety, reports Fleet Week.  These could be potential customers for Viamed.
Nitrogen does not gradually leak through vehicle tyre materials as does oxygen, so that nitrogen-filled tyres can maintain pressure indefinitely.

The Global Market

· The U.S Market
Between 2000 and 2002, automotive service and repair sales volume in the US increased. The percentage of shops with annual sales volumes of over $250,000 has increased to 61.9% in 2002, compared with 50.9% in 2000. Brake work continues to be the most common work carried out.

· Europe and the Netherlands
The average ownership of a car has increased from 4 and a half years to 6 and a half years and this could potentially lead to market growth for accessories, as consumers demand additional items for their cars. The promotion of environmentally friendly products and recyclable packagingare increasingly being used as a marketing tool. Kwik-Fit dominates the fast-fit sector, with 130 outlets in the Netherlands. It is the market leader for fixed-price, drive-in repairs, primarily for consumables, such as tires, exhausts, brakes and clutches. The Euromast chain is Kwik-Fit’s leading competitor, with 1,200 outlets in Europe and 75 in the Netherlands. Together, they have a market share of 53%.

· New Product Development
On 3rd June 2002, in Washington DC automakers announced that from November 2003, they would begin installing tyre pressure monitors in new motor vehicles to alert drivers when a tyre is under-inflated.

· Legislation 
A US senator has introduced the senate version of The Motor Vehicle Owners Rights to Repair Act. The legislation requires original equipment manufacturers to provide access to service information — both emissions and non-emissions — to the independent repairer. The reason for this ruling is to stop the large manufacturing companies becoming as cartels and thus having a detrimental effect on the independent automechanics and car owners.

Section Four

Marketing Communications 

Aim: 
To increase awareness of Viamed and the automotive sensor

To increase sales of the automotive sensor with both existing and potential/lost customers both in the UK and through exports

Recommended Communications tools to be used include:
Leaflet of the sensors

E-Commerce website for the sensor

Website flyers – to promote the use of the website to buy the sensors

Mailshots to lost customers – find out why they are ordering less

Target existing customers that are only purchasing one specific sensor

Mailshots to End Users – Service Engineers, MOT testing stations and Car garages

Adverts/Product Profiles in Industry Trade magazine – See Appendix B for list of Periodicals

Presence at Auto exhibitions – to raise awareness of Viamed or just go to get more industry information

Membership to Automotive Aftercare Market please see Appendix C
Free Gifts – such as tyre pressure analyser key rings to give away at trade fairs
The Automotive Aftercare market is complex – the distributors order larger quanitites of sensors whereas the End User may only order one or two at any one time, but require next day delivery, as they lose roughly about £600 a day if they cannot carry out MOTs. Therefore Viamed need to make sure:

· The pricing is right – both for the distributors and the end user

· There is a strong distribution network in place
· There is enough stock for larger quantities purchased (by distributors) and a reserve stock for the End User single purchase (the MOT stations and garages)

· If the export market expands it may be an idea to ideally hold small stocks in each major country so that Viamed can react quicker to customer demands
Conclusion

There is a mass market opportunity for Viamed within the Automotive Oxygen Sensor Market to increase sales and customer base with precise targeting to the various different customers.
Although research has been conducted into this market, its potential and structure it is worthwhile remembering that the Associate had to scope the research completed due to time restraints – therefore it may be worthwhile that more research be carried out before executing the above marketing communications techniques.

Appendix A

Leading Franchised Car Dealers by the Number of Outlets, 2002
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Appendix B 

List of Periodicals

Aftermarket

AM Magazine

Fleet News

Autocar

Car & Accessory Trader

What Car?

Auto Express

Automotive Digest

Automotive Marketing Review

Car Digest

The Castrol Car Service Trend Tracker

Dealer Partnership 

Fleet Dealer

International Automotive Review

Who owns who in the Retail Motor Industry

Garage Trader – Ireland’s Automotive Magazine

Monthly Statistical Review – Society of Motor Manufacturers and Traders

Directories available

Automotive Aftermarket Association (Yearbook and list of members)

Buyers Guide to the Motor Industry of GB

Motor Industry GB

Appendix C
Key Trade Associations (UK)
Automotive Aftermarket Association

The Automotive Aftermarket Association provides members with information on their industry from its own surveys of the aftermarket. These include sales figures, costings, business ratios and profit trends, against which, members can measure their own performance. The Association also provides helplines for commercial and legal purposes.

Automotive Distribution Federation

The Automotive Distribution Federation is the UK trade association for manufacturers, suppliers and distributors of motor components, lubricants and garage equipment. It was formed in 1990 as an extension of the Motor Factors Association, which was founded in 1930.

National Tyre Distributors Association

The National Tyre Distributors Association was established in 1930 to actively promote all aspects of the tyre industry and to raise its profile among the public, in Parliament and in the EU. It operates an approved tyre repairers scheme, with all members conforming to British Standard (BS) requirements for tyre repairs. There are approximately 400 members.
Key Trade Associations (Europe)
CLEPA is the umbrella membership organisation for the global automotive supply industry based in Europe. Website Email 
FIGIEFA represents the interest of 29 national trade associations of automotive aftermarket distributors from 22 countries world-wide. Founded in 1955, FIGIEFA's interest is to safeguard the free and fair competition in the aftermarket on European and international level. Website Email 

EGEA - The European Garage Equipment Association was founded in 1980, with the objective of representing the interests of garage equipment manufacturers and suppliers with the European authorities, harmonising where possible the widely differing national garage equipment standards across Europe and seeking harmonisation of trade exhibition dates. Website Email (the above can be found at http://www.autoindustry.co.uk) 
