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Used Car Company
Executive Summary
The automotive market is of major importance in the economy, therefore, suitable segmentation is essential for the market players, the prospective competitors, and the customers. Moreover, the automotive industry is huge and diverse and requires high labor and capital to set up. Therefore, many entrepreneurs venture in used car market which requires less capital and fewer procedures of starting the business. One of the companies that have majored in second-hand cars is Used Car Company in Fareham that mainly specializes in offering a wide range of used vehicles for the customers in Hampshire. The company was established to ensure that they get the best quality used cars for the customers who are looking for quality and trying to save some money. The company has an extensive selection of cars and finance packages that suit every budget ("Used Cars Fareham, Used Car Dealer In Hampshire | Used Car Company", 2017). Moreover, Used Car Company in Fareham provides the highest level of expertise and advice to the customers. The company has been operating in the motor vehicle trade for over thirty years and has employed the best in the industry to ensure they meet the needs of the customers. 
Analysis of the Used Car Market
The automotive industry and market are considered highly capital and labor intensive due to the existence of manufacturing car companies and the used car companies. The used car companies spend a lot of capital on advertising both on print and broadcast media. The companies also spent on market research understanding the tastes and preferences of the customers ("Market Research Analysis Industry Used Car Market In India Latest Reports Company India" 2017). The used car market has a significant potential in many countries and the market has grown over the years with a growth rate of around twenty-two percent on a yearly basis since 2011 up to 2015. The size of the market of used cars is increasing because the sector has been offering certified used cars that are at competitive rates and cater for all income groups, unlike the manufacturing car companies that offer vehicles at high prices (Nairn, Partner, & Generals, 2017). Moreover, the vehicles have warranties and service guarantees.
 The market size has developed leading to new entrants in the industry, therefore, increasing the level of competition. The demand for pre-owned vehicles has continuously exceeded the supply the market has diversified from the sale of new vehicles only to include the used cars ("2016 Auto Industry Trends" 2017). The market for used cars has increased due to online portals that increase awareness among the consumers; availability of loans that enable the customer acquires finances to purchase the cars. Moreover, the change in consumer behaviors has significantly increased the size of the market since there has been a boom in demand for used luxury vehicles by consumers (Reutterer, Mild, Natter, Taudes, 2006). The regulatory environment for the used car industry has also improved with the government reducing the taxes and no franchise agreement is required to have a used car company. Furthermore, the financial institutions have availed easy loans to investors planning to start companies, therefore, it becomes easy for new companies to join the industry. Therefore, the number of suppliers of used cars has grown thereby leading to the reduction in prices of the used vehicles.
Moreover, the used car market and automotive industry are increasing due to globalization which has improved the sales levels for these companies. The global sales for small and passenger cars have increased to around 74 million vehicles in the year 2015. See figure 1("International Car Sales 1990-2017 | Forecast", 2017). The customers from different parts of the world are able to purchase the vehicles due to the improvement of technology and liberalization of markets which removes trade barriers, therefore, enabling the clients affords imported cars. The market for used cars is developing significantly as the technology changes and the cultures and preferences of customers change. Moreover, availability of income has enabled many clients to afford a vehicle.
Market Segmentation for Used Car Market
In the current era, customers do not only want a car but have their own tastes and preferences, budgets to work on and various reasons for owning a vehicle. Therefore, the automotive industry especially the used car market has to provide vehicles that fit the different purposes, personalities and pursue of the customers. The used car market has segmented its various target consumers using different methods such as demographic segmentation, geographic, psychographic and behavioral segmentation (Wind & Bell, 2007). The company segments its markets to ensure it's able to meet its target sales. Customers purchase used vehicles for various reasons that include the value they receive from the car, the susceptibility to change, the purpose for owning the vehicle, aesthetic component the customer gets from owning the car and the attitude and price of the car. In markets where the consumers are the high-income earners, used car company will charge a higher price for the vehicles on sale. Moreover, some vehicles are more valuable compared to others due to their difference in features such as engine power, speed etc. therefore the prices differ.
Used car companies can also segment their market geographically especially in large sized countries where the conditions are different for each region. For example, in areas where agriculture is the main business for the community, used car companies will increase their stock of tractors and heavy duty vehicles compared to luxury cars. In regions where industrial concentration is high, used car companies will focus mainly on commercial vehicles while the metropolitan regions will have more luxury cars. Moreover, used car companies can segment their market demographically. Demographic segmentation will include consideration of income, status, age and gender of the consumers (Boote, Alfred, 1981). The used car companies will provide more small cars for a market that has many middle-income earners while for a market that has high-income earners, the company will focus on luxury cars. 
In the process of segmenting the market, the firm identifies the diversified low-end producers such as the Nissan Fiat and Ford. It also identifies the high-end producers such as the BMW, Toyota and Volkswagen, the medium producers such as Honda and the specialized high-end producers such as the Mercedes and Volvo (Nimineț, Liviana Andreea, 2013). This information helps the company to determine the cost benefit of obtaining second-hand vehicles from the various brands and reselling them to the various groups and classes of consumers. A market where there are many colleges and students, the company will provide small cars that are classy and eye captivating to capture the attention of the young students. Moreover, car companies are also selling vehicles that suit different genders whereby small cars are suitable for women while heavy duty vehicles are suited for males. The vehicles come in different colors to capture the attention of different customers. For example, women would prefer bright colors while men prefer duller shades such as black. Moreover, students and younger people prefer bright and flashy colors while the working class prefers calm colors. Therefore, it is important to consider color while segmenting the market.
Used Car Company also uses psychographic segmentation which allows the company to be more niches in advertising. The company segments the market depending on the personal features and traits of the different vehicles which enable a customer to relate to the characteristics of a certain brand making it easier to convince the consumer to purchase (Nimineț, Liviana Andreea, 2013). Additionally, the company focuses on the lifestyle of the consumers in the market. Therefore, the marketers of the company promote certain brands as a resolution to the needs and want of the targeted consumers. When segmenting the market according to the lifestyle the main consideration is what is important to the consumer at that exact time. It is also important to consider the opinions, attitudes, and interests of the customers when segmenting the market psychographic. For example, consider the view and attitude of the consumer towards environmental pollution to avoid selling cars that produce a lot of carbon into the atmosphere.
Used Car Company also segments its market according to the behavior of the customers. The main focus is on the benefits that the customer sought loyalty and status of the consumer. For a market made of wealthy and sophisticated consumers, the car company sells highly priced and custom made vehicles that will meet the needs of the customers. Moreover, the company segments the market depending on the brands available. For example, the prices for Dacia, Fiat, Ford, Mercedes, and Skoda are all totally different (Nimineț, Liviana Andreea, 2013). 
The Marketing Mix for Used Car Company
The company's marketing mix provides a connection with the customers. The company uses the 4Ps marketing mix that enables the business to implement its marketing plan. For Used Car Company, the target market is highly varied from young buyers from the age of thirteen years to thirty-five, high school students, commercial buyers and luxury consumers. Used Car Company has a considerable variety of products that range from second-hand automobiles, trucks, buses, tractors, financial services, automobile spare parts and leasing of vehicles. The different products have different features to suit the needs of the customers. The product strategy used by the company ensures it caters for the pricing segment (Nairn, Andy, 2017) whereby the company considers luxury versus economy vehicles, the size of the model, the degree of the new or sophisticated technology that is incorporated into the various components of the vehicle. Moreover, the company considers the performance objective of the automobile and the engineering resources used to make the car.
Moreover, used car company uses various typical places for the strategy of distribution of its products. The venues where the company uses are convenient to reach and sell to the customers. The company uses dealerships, various auto parts stores, and the company's website. The company currently focuses on online sales as the most convenient distribution channel for the products. Moreover, the company uses other third party auto spare parts stores to diversify its marketing of the products (Clark, Kim, and Takahiro, 1991). Furthermore, the company promotes its products through the use of convenient tactics. The promotional strategies used by the company to reach out to the customers include advertising through print media and television, online marketing from the social media sites and the company’s website. The company also uses personal selling and direct selling whereby the sales team and management meet directly with the clients in showrooms and provide information about the products available. Another promotional strategy used by the company is sales promotion whereby the management uses strategies of providing discounts on car products, special offers or trade-ins on the automobile parts to increase its sales. Direct selling mainly focuses on the corporate clients who mainly lease several vehicles from the company.
The company also uses pricing strategies that help in acquiring new customers and maintaining the previous consumers who have purchased products before. The company sets prices that appropriate to all market conditions taking into consideration the level of competition in the market, the demand for used cars, and the perception of the consumer and meeting the set profit margins. The company has two main pricing strategies that include the market oriented strategy that involves all variables that are in the market such as the prices of competitors, availability of substitute vehicles and the forces of demand and supply (Clark, Kim, and Takahiro, 1991). The other pricing strategy used by the company is the premium pricing technique whereby its sets high prices for its certain automobiles that are in the luxury line of vehicles. The strategy helps in enabling the company to segment its market. Since the company exists in a monopolistic competition market when the competitors in the industry reduce prices the company has to follow suit to remain competitive.
Conclusion
The used car market has grown tremendously over the years with many consumers changing the trend of purchasing any car to a trend of purchasing a vehicle that is tailor-made and customized to suit the needs and wants of the customer. Therefore, used car companies need to provide vehicles that are of high quality and meet the various distinct needs of the clients. Many customers currently prefer used cars compared to new vehicles from the manufacturing companies since they are cheaper and still maintain the required quality. The used car companies mainly focus on market segmentation to meet the diverse needs of the customers. The markets are segmented according to demographics, the geography of a country, psychographic characteristics and behavioral characteristics. The companies that use geographical segmentation mainly focus on countries that are large, therefore, set different prices for the various regions they venture in. on the other hand demographic segmentation involves age of the customers, the different income groups, occupation such as employed and unemployed or students. For used car companies, the marketing strategies used are important to increase growth and stability of the business. Many automobile companies use the product mix strategies to increase sales for the company. The companies need to integrate the product, the place, promotion and the price to convince the clients to purchase used cars instead of buying new ones.



Appendix 
Figure 1
Global Car Sales between 1990 and 2016 ("International Car Sales 1990-2017 | Forecast". Statista, 2017)
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