and save considerable amounts
of money at the same time.

However, it is widely acknowl-
edged that what will give smaller
businesses an advantage over
their larger rivals is personal
service. Which is where Ashley
Winston comes in.

Internet-based search services
for cars are all well and good, but
they typically still leave the indi-
vidual customer having to make
the decision on which car to’
select - and, unless they have
some professional expertise,
that can be daunting. Moreover,
chances are that the perfect car
is parked at the other end of the
country, so viewing and collect-
ing it can become a hassle.

Winston promotes his business,
‘Palmdale,asafullservlceoffer-
ing. As his message
puts it: “You tell us exactly what
car you want. We search for every
available car in the UK that meets
your description. We negotiate
with the seller. We make sure the

car is perfect. We collect the car

and bring it to your door. You

enjoy your new wheels for many
to come.”

This sounds ideal for the
person who knows exactly what
they want. But Winston - a self-
confessed fanatic who, while
only in his early thirties, has
“owned well over 100 cars” - will
also help customers who are less
set on what they want. “Clients
range from City professionals
to young mums,” he says.

Winston and his team of
drivers travel up and down the
countryseekingoutﬂlebest
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Palmdale’s charging structure
plays an important part. Fees are
based on the car’s value,
starting at £395, plus VAT, for a
car valued at less than £10,000

to target small businesses with
fleets and is looking at setting up
satellite operations around the
country because having two
drivers based in the south of Eng-
land is not always efficient.
Winston sees business increas-
ing despite the recession. When
people are more cost-conscious,
they are “no longer prepared to
lose money [through instant
depreciation] by buying a new
car” and so are more willing to
buy a second-hand model. With
demand for second-hand cars ris-
ing and dealers seeking to stimu-
late interest in new models with
price cuts, prices for good second-
hand cars are becoming increas-
ingly close to those of new cars.
But there could still be good busi-
ness for Winston. With new cars
being stockpiled in open yards
and, in some cases, close to ports,
customers should be keen to find
out how “new” a new car is. And,
as he stresses, he is acting solely
for the customer. This puts him
in a completely different position
to the dealer who is keen to sell
what he or she has in stock.
Winston’s decision to market
himself through the downturn will
be music to the ears of Jonathan

andsoldabldnsssellma
vitamin-enhanced flavoured
water, sees the book as “a bit like
amentor youi can call on when-
ever you need to”. It sounds an
appealing service - not unlike
Winston'soffering.



