

Auto Repair Shop Business Plan
Sample plan for Precision Auto Care (fictional example)

Prepared by: [Owner name]
[Business address]
[Phone]  |  [Email]  |  [Website]
Date: [Month, Year]

How to use this sample: the business name, figures and descriptions are a fictional example to show what a finished plan looks like. Replace everything in [brackets] and every example number with your own research before you share it. Cost ranges are rough planning figures and vary widely by location.


1. Executive Summary
Precision Auto Care is a new auto repair shop business based in [City, State]. We will serve local drivers needing maintenance and fleet vehicles for small businesses, offering oil changes and routine maintenance, brakes, suspension and tires and diagnostics and engine repair. Our goal is to become the go-to choice for [your target customer] in [your area] by [your key difference, such as quality, speed, price or specialty].
We project first-year revenue of about $500,000, growing to $719,000 by year three. Startup costs are estimated between $65,000 and $263,000. We are seeking $164,000 in [loan / investment / owner funds] to cover startup costs and working capital. [Add one or two sentences on the owner's experience and any early traction such as signed customers, pre-orders or a secured location.]
2. Company Description
Auto repair shops earn on labor hours and parts margin. Your plan should show bay count, technician productivity, labor rate, parts markup and how you will build trust with customers who are wary of repair shops.
	Item
	Details

	Legal name
	[Precision Auto Care LLC]

	Legal structure
	[LLC / sole proprietorship / corporation / partnership]

	Location
	[Address or service area]

	Owners
	[Names and ownership %]

	Stage
	[Idea / pre-launch / operating since 20XX]



Mission statement
	




3. Products and Services
	Offering
	Description
	Price
	Cost to deliver

	Oil changes and routine maintenance
	[Describe]
	[$]
	[$]

	Brakes, suspension and tires
	[Describe]
	[$]
	[$]

	Diagnostics and engine repair
	[Describe]
	[$]
	[$]

	State inspections
	[Describe]
	[$]
	[$]

	Fleet service contracts
	[Describe]
	[$]
	[$]



Revenue streams:
Labor
Parts sales
Fleet contracts
4. Market Analysis
Target customers:
Local drivers needing maintenance
Fleet vehicles for small businesses
Used car buyers needing inspections
Insurance repair referrals
	Market
	Estimate
	Source

	Potential customers in our area
	[#]
	[Census data, local reports]

	Customers we can realistically reach
	[#]
	 

	Target share in year one
	[%]
	 



Industry trends affecting our business
	





5. Competition
	Competitor
	Strengths
	Weaknesses
	Price range

	[Competitor 1]
	 
	 
	 

	[Competitor 2]
	 
	 
	 

	[Competitor 3]
	 
	 
	 



Why customers will choose us
	





6. Marketing and Sales
Planned marketing activities:
Google reviews and local search
Fleet outreach
Digital inspections with photos
Maintenance reminders
	Channel
	Monthly budget
	Goal

	Google ...
	[$]
	[#]

	Fleet ...
	[$]
	[#]

	Digital ...
	[$]
	[#]



7. Operations
Location, facilities and equipment
	





Suppliers and day-to-day operations
	





Licenses, permits and insurance to obtain:
Business license and auto repair registration where required  [ ] obtained
Garage liability insurance  [ ] obtained
Hazardous waste disposal compliance  [ ] obtained
State inspection station license if offered  [ ] obtained
Requirements vary by state and city. Confirm with your local licensing office.
8. Management and Staffing
	Name
	Role
	Experience

	[Owner name]
	Owner / manager
	[Relevant experience]

	 
	 
	 

	 
	 
	 



Hiring plan for the first three years
	





9. Key Performance Indicators
	Metric
	Why it matters
	Our target

	Car count
	Vehicles serviced per day.
	[Target]

	Average repair order
	Revenue per vehicle.
	[Target]

	Technician efficiency
	Hours billed versus hours worked.
	[Target]

	Parts gross margin
	Markup kept on parts.
	[Target]



10. Risks and How We Will Manage Them
	Risk
	How we will reduce it

	Hiring skilled technicians
	[Your plan]

	Comebacks and warranty work
	[Your plan]

	Electric vehicles needing new skills
	[Your plan]

	Environmental compliance
	[Your plan]



11. Financial Plan
Estimated startup costs
	Startup cost
	Typical low
	Typical high
	Our estimate

	Lease deposit and shop setup
	$15,000
	$80,000
	[$]

	Lifts and major equipment
	$20,000
	$80,000
	[$]

	Diagnostic tools and software
	$5,000
	$25,000
	[$]

	Hand tools
	$5,000
	$20,000
	[$]

	Licenses, insurance and environmental compliance
	$3,000
	$10,000
	[$]

	Marketing
	$2,000
	$8,000
	[$]

	Working capital reserve
	$15,000
	$40,000
	[$]

	Total
	$65,000
	$263,000
	[$]



Three-year projection (illustrative)
	
	Year 1
	Year 2
	Year 3

	Revenue
	$500,000
	$625,000
	$719,000

	Cost of sales
	$225,000
	$281,250
	$323,550

	Gross profit
	$275,000
	$343,750
	$395,450

	Operating expenses
	$261,250
	$287,375
	$310,365

	Net income before tax
	$13,750
	$56,375
	$85,085



Example assumptions: 55% gross margin, revenue growth of 25% in year two and 15% in year three. Replace these with your own numbers. Our free Excel financial projections template at BusinessPlanDownload.net builds this table from your assumptions.
12. Funding Request
We are requesting $164,000 to fund startup costs and working capital. [Explain loan term or investor terms, how much the owners are investing, and how the funds will be repaid.]
	Use of funds
	Amount

	Lease deposit and shop setup
	[$]

	Lifts and major equipment
	[$]

	Diagnostic tools and software
	[$]

	Hand tools
	[$]

	Licenses, insurance and environmental compliance
	[$]

	Marketing
	[$]

	Working capital reserve
	[$]



Appendix
Writing tips for a auto repair shop plan:
Show bays, technicians and billable hours.
Explain your labor rate and parts markup.
Describe how you will build trust, such as digital inspections.
Attach: owner resumes, lease or letter of intent, equipment quotes, permits, market research, photos and detailed financial statements.
Free template from BusinessPlanDownload.net  |  Replace all text in [brackets] with your own information.




