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Mini-Investment Memo Assignment
Introduction
The selected company for the mini-investment memo assignment is Vroom Crew. Vroom Crew is a business venture that was established to provide car retailing and e-commerce services for used cars to its customers. Some of the car services provided by the company include car hand wash, cleaning and conditioning, the treatment of clay bars, interior and exterior execution, protection of rims, removal of dust from tires and brakes, and orbital polishing. The company was incepted in August of 2013 by 3 partners; Scott Chesrown, Kevin Westfall, and Marshall Chesrown (Cuofano, 2020). The company's head office is located in Halifax, Nova Scotia. The kind of assessment is to ascertain the viability of the venture to determine whether or not one should invest in the start-up. The framework for the assessment is based on the description of the business model of the company, favourableness of the industry, market size, and entrepreneurial team and management.
Business Model of the Company
The business model of Vroom Crew is centered on the provision of e-commerce services for used cars. Vroom Crew's main sources of income are the selling of second-hand vehicles of high-quality standards, the wholesale auctioning of low-quality standards that cannot be sold on the e-commerce platform of the company, and the provision of value-added services like financing and insurance (Cuofano, 2020). The working model of the company is centered on e-commerce, vehicle operations, and data science. The e-commerce platform offers buyers a personalized experience to conduct re-search an array of completely conditioned vehicles before selecting the one that meets their tastes and preference. In addition, Vroom Crew offers sellers real-time services, market-centered pricing, and purchase offers (Smith, 2020). The business model of Vroom Crew is integrated vertically since the company does inventory sourcing from auctioneers, customers, companies that rent care services, and dealers. Once the vehicles have been sources, they are reconditioned to meet the set quality standards and then placed on the platform as ready for sale. Data science leveraging in the company is core for process optimization.
The company's competitive advantage is centered value proposition to both buyers and sellers. The value proposition for the buyers is that the buying experience is differentiated from the physical markets. The entire buying process is streamlined with an array of services such as support for their customers, real-time delivery, competitive and market-centered pricing, a considerate return policy that runs for 7 days, customer-tailored vehicle search, open and comprehensive information for vehicles (Mahaney, 2020). The value proposition for sellers includes real-time and assured prices, hassle-free loans, and home-based and no charged pick-ups for vehicles. The competitive advantage for the company is unique and thus sustainable. The value proposition for buyers and sellers is better than the physical market experience and the traditional dealing with auto dealers. Dealing with auto dealers requires physical appearance, and this may be expensive for the customers. 
Favourableness of the Industry
The review of the favourableness of the industry involves a closer look at Porter's Five Sources Model. Michael Porter developed 5 forces than can be evaluated to ascertain the competitive advantage of a company (Varelas & Georgopoulos, 2017). The 5 forces are the threat of new entrants, the bargaining power of suppliers, the bargaining power of buyers, product or service substitution threat, and competitive rivalry. The car industry is a profitable venture, and therefore Vroom Crew is bound to expect new entrants. However, the investment requires vast capital investment, meeting government requirements that may also be expensive, and meeting the huge economies of scale to initiate and run (Topaloglu&Gokalp, 2018). As a result, Vroom Crew does not expect major new entrants. The product that the company deals with is used cars. 
The substitutes for cars are airplanes, cycling, and working. The majority of the customers may not afford to purchase airplanes because they are expensive to purchase and maintain. Similarly, cycling may not be the best option for the majority of the people due to its inconvenience. In addition, people with a lot of money may not consider walking to cut on transport costs and instances of lateness. Therefore, substitutes do not pose a significant threat to the company. Some of the possible competitors for Vroom Crew are Hertz Car Sales, AutoNation, and Carvana (Jones& Allen, 2019). Vroom Crew is better placed to win more clients than Hertz because Hertz does not provide e-commerce services. E-commerce is timely, considering the greater revolution of technology. Carvana practices e-commerce, but it does not provide services such as data science integration and uncharged vehicle pick-ups for their clients. Innovation and integrating technology in operations are some of the ways through which competitors can retaliate. 
Market Size
Research shows that the global market size for second-hand cars was valued at 1,332.2 billion US dollars in the year 2019, and it is projected to increase by a 5.5 percent growth rate between 2020 and 2027 (Grand View Research, 2020). In addition, in 2019, the number of shipped used cars was 102.8 million (Grand View Research, 2020). The industry has been experiencing exponential growth in the previous years and is anticipated to grow as a result of price competitiveness. The primary contributing factor to the significant growth of the industry is the higher prices of new cars, which makes them unaffordable by the majority of the customers. Vroom Crew can win a significant share of the market if it makes huge investments to create networks with buyers and sellers. Such networks would help them to create effective brands that would help them win the trust of many clients. The company should also integrate innovation and creativity in its online market place since e-commerce is becoming largely reliable (Chaffey et al., 2019).
Entrepreneurial Team and Management
The entrepreneurial and management team of Vroom Crew consists of 9 members and is composed of the chief executive officer, chief conversation officer, chief financial officer, chief supply chain officer, chief legal officer, chief revenue officer, chief marketing officer, chief experience officer, and chief people and cultural officer (Sluis, 2020). In addition, the entrepreneurial and management team is inclusive since it comprises of a member from each department. The experience and knowledge from these departments are crucial to create a balanced organization that can be used to grow a company of international reputation. However, the company needs to include an information technology expert. The company is hugely relying on technology, and therefore they should hire an individual who has astute information technology skills (Luftman et al., 2017).  
Conclusion
From the above evaluation of Vroom Crew Company, I can state that the venture is a viable one and thus fit to invest in. The company is hugely dependent on technology, and this is in line with the current technological advancement and the increasing drive for e-commerce. Many business ventures are incorporating e-commerce in their operations to reduce operating costs. In addition, e-commerce is convenient and efficient for the majority of the customers since they do not have to travel to order and pick their ordered goods. Vroom Crew Company is a viable venture because it offers delivery and pick-up services to their clients. E-commerce has also coincided with the current emergence of the COVID-19 pandemic that has limited the movement of people. Governments from different countries have limited the movement and interaction of people as some of the measures to combat the virus. Therefore, e-commerce companies have become hugely reliable by the majority of customers. Moreover, the car industry is not a venture for everyone because of the huge investment required. Therefore, Vroom Crew does not anticipate major competitive new entrants. However, the company is facing competition from market players like Hertz Car Sales, AutoNation, and Carvana. As a result, the company needs to up its efforts in innovation and creativity to outshine their competitors. Furthermore, the car industry is growing immensely, and therefore it is prudent to invest in the company. The entrepreneurial and management team is also competent enough to grow the company into a dominant player in the car industry, supposing they include the services of information technology experts.  
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