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C O N F I D E N T I A L

B U S I N E S S  P L A N

Shop “4” Cars, Inc.
*****

Certain statements in this memorandum are subject to risk and uncertainties, inluding unforeseen design problem with the Company’s systems and services, delays or risks associated with the development of this new delivery system, general economic conditions and consumer acceptance of automated automobile shopping services through Kiosk channels. These and other factors could impede or prevent the use of the Company’s services and could cause 

actual results to differ materially from those expressed or implied.

John C. Fullem

President
Shop“4”Cars,Inc.
Pound Ridge, NY

Tel. (914) 764-4185
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Shop “4” Cars, Inc.
INTRODUCTION

As Chrysler Corporation's Chairman Eaton said, “Customers would rather have a root canal than go to a showroom to buy a new car.”

Shop “4” Cars, Inc. (S4C), a company in the process of formation, has the goal of providing a computer assisted, car shopping alternative to potential purchasers of new cars, vans, sport utility vehicles and pickup trucks, hereinafter referred to as cars. This truly revolutionary service will forever change the car shopping habits of the American public and relieve them from this most unpleasant activity. Past techniques of obfuscating the price and confusing the customer will no longer work as consumers know more about the product and are aware of key figures such as dealer costs and wholesale prices. In addition to selling a car shopping service, S4C intends to form subsidiaries to provide auto financing, leasing, insurance, car buying and data marketing services.

The prospect of an alternative, pressure-free source of shopping for a new car is attractive because it simply removes the threat of the aggressive salesman influencing the shopper into a purchase decision mode when the initial intention is information gathering.

Shoppers will now be able to efficiently and extensively comparison shop for all makes and models of new cars (about 800) at their leisure and without any sales pressure at Kiosks conveniently located in malls and major chains throughout the United States. Shopping will be conducted via a user-friendly computer by answering yes or no to prompted questions. This service will save car shoppers hundreds, even thousands of dollars on the purchase of a new car.

S4C will offer shopping programs specifically designed for male and female shoppers as each group has a different set of criteria for their shopping goals. These menu driven programs will be priced at $6.00 for 30 minutes of shopping time with an option to purchase an additional 10 minutes for $3.00. The average shopping time at an auto dealer is 15 to 30 minutes.

S4C is located at 314 Stone Hill Road, Pound Ridge, NY 10576, about 55 miles northeast of New York City and 10 miles inland from Stamford, CT. Its telephone number is (914) 764-4185.

DESCRIPTION OF INTERACTIVE KIOSK
Each computer terminal, adult model, is housed in a desk-top Kiosk which contains a computer, 14" color monitor, membrane keyboard, credit card reader, modem, CD-ROM and printer. More than one stand-alone Kiosk may be at a single location. A family model may be offered in the third year which would offer TV games for children to play while their parents shop for cars.

DESCRIPTION OF SHOPPING TRANSACTION

Each Kiosk will continuously offer a visual advertising presentation of the car shopping service which will also explain the use of the computer program. The presentation will include advertising for auto financing, insurance, leasing, a car buying service and landlord's products. Most of these advertised services will be provided in the second year by S4C's vendors calling the shopper.

S4C's Kiosks will, in effect, be automated car salesmen for the franchised auto dealers in the area. S4C is not selling cars but is offering choices of vehicles to shopping customers and, therefore, the Company is not in violation of any dealer franchise agreements.

A S4C customer will swipe a credit card through a card reader to initiate the program selection process and then enter his/her zip code and telephone number. In a later year, the customer will have the option to shop in other languages.

The shopper simply tells the computer which style, price, equipment, safety features, etc. that he/she is looking for and the program generates a list of choices and reports on each model. Also, a realistic picture, in color, of the exterior of the selected auto will be shown on the screen and the program allows the customer to select colors (i.e. paint the car) from those available from the manufacturer.

A completed specification sheet will be shown on the screen showing the results of the shopper's selections along with financial data such as manufacturer's suggested retail prices, dealer invoice costs, usual dealer fees, state sales taxes, rebates, projected residual values, etc. The specification sheet will also include standard equipment, recommended equipment, car reviews, repair ratings, warranties, etc.

The program will also instruct the shopper on how to purchase a car through S4C and, in the alternative, suggest prices for negotiations and tips on how to negotiate with the auto salesman if the shopper chooses to purchase the car. The shopper will also indicate if he wishes to purchase a mail order product or is interested in having S4C's representative call them for auto financing, insurance or leasing services. 

Upon completion of the selection process, the specification sheet will be printed out for the shopper showing the details of his/her selections and the name and address of the nearest auto dealer by zip code. Additional printouts for other cars will be available for $3 each. Prepared and armed with this information, the customer is now ready to visit the auto dealer to negotiate the final price of the vehicle or S4C's agent will conduct the negotiations.

BENEFITS OF SHOPPING PROGRAM

Desirable benefits accrue to the shopper using the S4C shopping service as he or she can now conveniently, easily and efficiently shop without any selling pressure for all the cars being sold in the United States, compare prices, see a picture of the vehicle of choice on the screen in various colors, review opinions, select options, receive a printout, etc. and all without visiting the auto dealers who are usually located at sites often many miles apart.

COMPANY OPERATIONS

Initially, S4C will not verify credit cards at the time of the shopping transaction. Therefore, the Company WILL suffer the loss of shopping revenues from fraudulent cards. Such losses are estimated to average 3% of car shopping revenues only.

S4C's main office computer will poll each Kiosk every week to collect shopping results. These results will then be aggregated and transmitted to the card companies who will then verify the cards, debit the account of the S4C customer and credit, less a transaction fee, S4C’s account. Cash balances will be automatically transferred to S4C's bank under a cash management agreement. S4C will not accept cash.

S4C's dedicated interrogation computer will also weekly interrogate the computer at its car data vendor to retrieve updates of car data. This information will be integrated into a transmission program and sent to each Kiosk weekly. As a result, S4C’s car shoppers will have access to information far more timely and comprehensive than printed car buyers guides, floppy discs and CD-ROM products. The computer will also run diagnostic tests and, if necessary, reload an updated computer program.

This is a very important aspect of the Company's operations as it guarantees that the data is current in each Kiosk and detects computer problems so that a repairman can be dispatched. Except for physical problems, S4C's shopping program can be telephonically loaded, modified, interrogated and tested and the data files can be updated without the presence of an S4C employee at the Kiosk.

CONTRACTORS / VENDORS

Computer Services

Dubner International, Inc., Ridgewood, NJ (Dubner) has been retained as the contractor to S4C for the writing, testing, integration and development of all computer programs and as manager of S4C's home office computers. Dubner will also act as agent buyer of all computers and related equipment.

Dubner has extensive experience providing these services and has completed complex and major projects such as The Triborough Bridge & Tunnel Authority of New York, Ticketron and the Maryland and New Jersey state lotteries. Winner of two Emmy awards for Engineering Excellence, Dubner also wrote and developed the first election night coverage, software program for the ABC Television network.

Automobile Statistics

IntelliChoice, Inc., Campbell, CA, one of a number of automobile data vendors that publish new vehicle product information on all cars, vans, and light trucks sold in the United States, has been selected as S4C’s vendor. S4C will license their car shopping program under a multi-year contract. The program will be supplied to S4C electronically in computer readable format.

Kiosk Manufacture 

O'Sullivan Industries, Inc., Lamar, MO, a nationally recognized name in the furniture industry, will design and manufacture the enclosure to house the computer. The unassembled Kiosk unit will be shipped to the store site for assembly. 

Computers 

The computer vendor will be selected at the time of ordering the computers as S4C will conduct an annual bidding process. Related equipment will be purchased by S4C and the complete unit shipped to the store site for installation.

Assembly, Installation, Repair and Service 

National Marketing Services, Inc., Edison, NJ has agreed to be responsible for these activities. National will assemble the Kiosk, install the computer and notify S4C that the unit is operational. Service of the unit will be made on a monthly basis. National is a recognized name in this industry and performs similar services for TOYS “R” US.

Charge Cards

Agreements will be executed with four card issuing companies; MasterCard, Discover Card, Visa Card and American Express, plus the cards issued by the chains in which the Kiosks are located. Debit cards and other credit cards will be added at a later date. 

Market Research

Psychological Motivations Inc., Dobbs Ferry, NY (PMI), a marketing and industrial psychology consulting firm, will provide both male and female industrial psychologists to design a very user-friendly dialogue between the shopper and the computer for the menu driven programs shown at the Kiosk and to conduct ongoing market research. PMI counts among its clients 43 of the top Fortune 100 companies.

Graphic Arts

Atlantic Images, Inc., New York, NY, a graphics arts, animation and CD-ROM production company, has agreed to provide these services to S4C.

Advertising / Promotion

Marquardt & Roche, Inc., Stamford, CT has agreed to be responsible for all advertising and promotional matters and their production and implementation throughout the United States.

Space Leasing Services

Trammell Crow Company, Dallas, TX, a nationally recognized name in the real estate business, has agreed to negotiate the Kiosk space leasing contracts. Trammell Crow currently manages a number of real estate departments of national chains such as Greyhound, Mobil Oil and Exxon.

Auto Financing, Insurance, Leasing and Car Buying Services

Auto-By-Tel, Inc, Corona Del Mar, CA has agreed to provide these services to S4C’s customers.

MARKETS

Customers

More than 15 million new cars and light trucks were sold in the United States in 1997 by about 21,000 new-car dealers. Using the industry's shoppers/buyers ratio of 5 to 1, this ratio indicates that 75 million people shopped for cars last year.

S4C's customers are divided into 4 categories;

1.
goal oriented
-
all women (50% of new-car buyers are women and women do far more shopping and research than men) and a portion of men fall into this group as they are seeking information;

2.
free time
-
those with 30 minutes of free time on their hands composed this group;

3.
carbuffs
-
this group is made up of the subscription lists of all the car magazines as these people are merely shopping, will shop multiple times during the year and have little or no intention of buying a car; and

4.
teenagers
-
this large group will shop just for the fun of it.

Kiosks

With 10,000 Kiosks installed by the end of the fifth year, S4C expects to realize a 6% market share of  car shoppers. The estimated total market in the U.S. is about 150,000 Kiosks. The selected market sites for S4C's Kiosks are shopping malls and large chains including department stores, auto parts stores, hardware stores, supermarkets, gas stations, sporting goods stores, cafes, restaurants, airport lounges and departure gates, campgrounds, computer stores, military PXs, variety stores, etc.

Specialty locations which include railroad stations, barber shops, casinos, auto racetracks, bars, bowling lanes, video arcades, laundromats, ski lodges, cruise ships, truck stops, etc. are not included because of the difficulty of signing a master lease for many locations. These sites will be added at a later date.

Hotel Rooms

On Command Corporation, San Jose, CA, the largest pay-per-view video company with 900,000 hotel rooms wired, is presently negotiating with S4C for its car shopping program. These rooms represent a market of 118 million guests per year. In addition to offering movies to hotel guests, On Command is adding electronic shopping to its menu of services.

In-Flight Shopping

Interactive Flight Technologies, Inc, Phoenix, AR (IFT), is presently negotiating with S4C for its car shopping program. IFT, the leader in its field, provides aircraft passengers the opportunity to view mov-ies on TV, shop, purchase goods and services, play computer games, etc., while seated, in flight on a commercial airline.

Alternative Delivery Systems

Interactive television via cable does not appear to be a potential market for Shop “4” Cars at this time because the cost of rewiring America in fiber-optic cable is projected to exceed $400 billion which will push completion of this project well into the next century. 

Bypassing the wired world with wireless technology is also not an attractive alternative at this time because there are less than 4 million satellite dishes installed and, amid financial and management discord, Sprint, TCI, Comcast and Cox have sharply altered their plans to build a national wireless market. Also, PacTel, Bell Atlantic, Ameritech, Nynex and U.S. West have all significantly scaled back their interactive video networks due to technical snags, cash flow problems, uncertainty over demand and regulatory hurdles.

The clash of alternative delivery systems, phone lines, cable, satellite and cellular, is prompting major strategic rethinking within these industries with few of the multi-media network trials such as those initiated by AT&T and Time Warner making any significant progress. Wired or wireless, these delivery systems require the shopper to be computer literate and have a computer, modem and  printer which restricts this market. S4C will continue to monitor these delivery systems but they are not expected to be a viable consideration for decades.

Alternative delivery systems for shopping does not mean that the Kiosk concept will become obsolete any more than telephone on-line banking has made obsolete the teller window at the bank. S4C’s goal is to be the premier provider for car shopping services in all markets.

COMPETITION

New technology combined with new information delivery avenues are changing the way cars and other products and services are purchased in today’s information rich society. S4C is offering a new and unique concept for shopping for new cars. The sale of new cars is a $300 billion-a-year business.

There is no known present competition to the contemplated services of S4C. However, 


A)
Circuit City Stores, Inc., a chain of 300 electronic stores in the U.S., has targeted the used car business as its next major diversification. In a Company-owned used car facility, “CarMax, the Auto Superstore,” which opened in Atlanta in the Fall of 1993, Circuit City is testing a selling concept for used cars (as opposed to the S4C shopping concept for new cars) from its Company-owned inventory. Circuit City has similar sales Kiosks, as that contemplated, in three area malls and plans to add 80 stores nationwide in the next five years.



CarMax is selling 440 used cars per month or 147 per Kiosk. New car dealers, who sell the bulk of used cars in the U.S., sell, on average, only 60 used cars per month. Circuit City's Kiosk selling CONCEPT IS 7.3 TIMES AS SUCCESSFUL as that historically experienced by new car dealers. These risk clarifying results show that the Kiosk concept is very acceptable to the car shopping public. Used cars will not be included in S4C's activities.



S4C estimates that 2,200 car shoppers visit Circuit City's CarMax per month. If only 1/2 of these shoppers use the 3 computer Kiosks, this is an average of 366 shoppers per Kiosk, per month or 14 per day for a 26-day month of business. S4C is conservatively projecting just 2 shoppers per Kiosk, per day, ONLY 14 PERCENT of the estimated rate being experienced by CarMax.



In 1995, CarMax signed a franchise agreement with Chrysler Corp. which allowed it to sell new Chrysler, Plymouth, Jeep and Eagle vehicles. This agreement represents a change in the auto industry's much-maligned, dominant practice of retailing new cars only through traditional dealers.


B)
The Big Three auto companies have now all abandoned their opposition to public ownership of their dealerships. As a result, a trend is developing among new-car dealers to consolidate and to form publicly owned, national chains such as Republic Industries, United Auto Group, Cross Continent Auto Retailers and Lithia Motors.


C)
Alliances of some of the largest U.S. new-car dealers have joined the rush to set up national chains of used-car superstores such as CarMax. AutoNation USA, CarChoice and Driver's Mart Worldwide recently announced that they intend to establish superstores and to significantly change the way Americans buy used cars. Superstores are reported to occupy over 10 acres of land and to cost $20 million dollars each. Also, there are more than 10 Internet services offering used car listings. 


D)
Auto brokers, acting as agent for the shopper, such as Auto-by-Tel, Auto Vantage and Auto Search, will purchase a new car for a customer by telephone. This is not comparison shopping.


E)
It is possible to purchase a computer floppy disc for $39.95 or a CD-ROM disc for $26.95 which allows customers, having a computer, to shop for cars. These alternatives are not price competitive, are limited in the number of cars and provide current information only as of a production date. These delivery systems are likely to be priced out of business by the introduction of S4C's service. In addition, several auto companies already introduce new cars throughout the year and others have announced that they expect to offer new cars on a monthly basis. These changes will render these retail shopping choices obsolete.


F)
Various magazines publish an annual Car Buyers Issue priced from $4.95 to $8.95. However, these are very time consuming and difficult to use in comparing prices and equipment and do not offer all of the services of S4C. This retail outlet is also likely to become obsolete.


G)
General Motors installed interactive Kiosk terminals in their California showrooms in 1996. However, the price comparisons are restricted to packaged deals, use manufacturer's suggested retail prices, cover only a selected set of models, omit dealer invoice costs and provide significantly less service than that contemplated by S4C. Not surprisingly, GM always wins the price comparisons. This is not credible comparison shopping.


H)
A number of other car manufacturers are using interactive Kiosks in their dealer's showrooms to advertise their line of cars, however, the software does not include prices, equipment, opinions, etc. This is not comparison shopping and customers in the U.S. marketplace do not expect to receive true competitive sales information at the auto dealership or from the car salesman.


I)
While automobile dealers are perceived to be the chief competition to S4C, General Motors announced that they will reduce the number of GM dealers some 20% while Chrysler announced a 25% reduction. As the scene for automobile retailing changes, other manufacturers will be forced to follow suit.


J)
Three new-car shopping services are being offered on the angst provoking, information super highway known as the Internet; an international, master network made up of colleges and universities, commercial and specialty forums and perhaps 100,000 other networks. The largest content supplier on the Internet is America OnLine. Content suppliers usually charge monthly and/or per hour fees.



Using the Internet requires that shoppers have a computer (38% of the U.S. population) and a modem (11% of the U.S. population) which restricts this market. In addition, 26% of the U.S Internet population is below the age of 18 years. Also, the transmission of pictures on the Internet is not entirely practical because of intractable delays, economic and bandwidth problems. S4C considers car pictures to be an indispensable consideration when shopping for a new car. 



Even though the Internet is growing rapidly, defections are also impressive. For every three new subscribers, America OnLine with 11 million subscribers is experiencing two defections. At that rate of defections, it is mathematically impossible for the Internet to achieve a market penetration of more than 40% of the U.S. population.



These are some of the ominous signs that the cyberspace business is treacherously unsettled. For all the hype about the on-line world, profitability is illusive while forecasting the direction of the Internet remains uncomfortably inexact. S4C will continue to monitor this market, but does not see the Internet as competition or as an attractive marketing alternative at this time.

PRICING


1.
Consumers Reports will fax to a customer detailed statistics on a single car for $12 while a second car report costs $10. This is not comparison shopping for all cars. To hear a CR audio quote of the value of your used car costs $10 per vehicle.


2.
AutoExperts, Inc. provides extremely limited car data via a touch tone 1-900 telephone service. The charge is $1.95 per minute with an average call lasting 5 minutes.


3.
S4C's initial rate of 20 cents per minute is considerably less then the usual $1 per minute charge of the 1-900 telephone number services which have experienced astonishing revenue growth.


4.
S4C's $6.00 contemplated price for Mom, Dad and Aunt Mary to obtain detailed and timely pricing and option information for a car is less than the price of a movie ticket or a haircut. If a shopper allocates a dollar figure to the hours needed to comparison shop by visiting various dealers then S4C's price is very inexpensive. Other shopping services are either more expensive, significantly more time consuming, provide inferior data and less service or are difficult to use.

KIOSK LEASES

S4C will attempt to sign Kiosk space leases with malls and large chains that value the additional traffic to be generated by S4C. These chains have a combined total of branches far in excess of the expansion requirements of S4C.

Kiosk space leases include a table and chair, a 110 volt electric line, proper lighting, umbrella liability insurance and a telephone extension for the necessary incoming only computer communication links. Store personnel will be responsible only for usual area cleanliness. Monthly Kiosk lease payments will be made to the chain's home office for credit to each branch. Alternatively, some chains may choose to advertise on the Kiosks in their stores or nationally in lieu of lease revenue or to have their credit card in S4C's system, nationwide. An unsolicited offer was received by S4C from People’s Bank of Bridgeport, CT. (a $7 billion in assets bank), that they would welcome S4C to use its 120 bank branches for the trial period in the first year.

ADVERTISING / PROMOTION

The major advertising thrust of S4C will be joint advertising campaigns with the chains with the majority of advertising placed in the local radio/television market. Advertising is budgeted at an unusually high 12% of car shopping revenues. A significant promotional campaign will be conducted in the first year.

MARKET RESEARCH

Market research indicated that small auto dealerships averaged 10 shoppers per day and had a minimum of 3 shoppers per day. At the other extreme are the mega-dealers, usually located on major highways outside of town, where shoppers average more than 400 per day. S4C is projecting just 2 shoppers per day, less than the minimum of small auto dealerships and only 20% of their average experience

S4C’s management knows of no sure way to determine customer usage of its services except through “trial and error” and is relying upon the auto dealers average of 10 shoppers per day and the estimated experience of CarMax of 14 shoppers per day to conservatively project just 2 car shoppers per day.

FINANCING

Detailed pro-forma financial results for the first five years are available. A first year equity investment of $1 million is AT RISK as it will take up to 12 months to establish the parameters of this new business. An additional equity investment for expansion in the second year will be needed to exceed S4C's break-even point of approximately 300 company owned and installed Kiosks. Depending upon referral fees to be negotiated, S4C’s break-even point in terms of gross revenues is about $2.0 million annually. S4C's break-even point in terms of shoppers is about 130,000 per year, less than a one half of 1% market share of car shoppers in the United States. S4C is expected to become profitable in the second quarter of the second year. No additional equity financing is projected. 

ANALYSIS / RISK

The business of S4C is essentially that of a marketing and sales company, with deliberately high advertising expenses, delivering a much needed and desirable service to a proven market of car shoppers and buyers. Public acceptance of the Kiosk delivery system is the critical factor in determining the success of S4C and the GM decision and the CarMax experience gives comfort to that concept.

S4C’s business does not have accounts receivable or inventory which substantially reduces capital requirements and produces very high, pro-forma returns on invested capital.

This business is expected to record net profit margins, after full taxes, in excess of 40%. More attractive dollar results can be achieved by installing Kiosks at a faster rate as there is no additional product cost and the cost of the Kiosk plus the cost of installation are not dissuasive. Economies of scale quickly become very evident at increased rates of installations. The Kiosk installation rate is a function of available capital, the signing of Kiosk space leases and vendor cooperation only.

PROFESSIONAL RELATIONSHIPS

Arthur Andersen LLP, New York, NY has agreed to audit the Company's financial statements and to prepare federal and state tax returns.

Winthrop, Stimson, Putnam & Roberts, New York, NY (Stamford, CT office) has agreed to represent the Company in general legal matters.

BOARD OF DIRECTORS
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COMPANY OFFICERS

John C. Fullem, founder of S4C, will serve as President of the Company. He holds a Master's Degree in Finance from the Graduate Business School, Columbia University and is formerly a Vice President of Halsey, Stuart & Co., a major Wall Street investment banking firm that specialized in financing the public utility industry.

Phyllis E. Ward is the Financial Vice President and Treasurer of the Company. A graduate of the University of California at Berkeley, she is the former Chief Financial Officer, North American Operations, of United Biscuits plc., London, England and Vice President - Acquisitions at Marsh & McLennan Companies, Inc. 

Francis W. Hogan III, a Partner in the law firm of Wintrop, Stimson, Putnam & Roberts, will serve as Secretary of the Company.

It is the intention of S4C to outsource as many activities as possible to tap technical abilities and specific industry experience in order to lower capital costs and to achieve operational efficiencies. Outsourcing obviates the need to develop in house capabilities and will keep the total number of employees to a mini-mum. This policy will be implemented by contracting, whenever possible, with consultants and independent companies for executive engagements and other work assignments.

FUTURE - Strategic Implications
The history of the auto industry is written in three epochs; (1) invention, (2) mass production and (3) inventory/ quality control. It is about to enter the next era which is control of sales.

What does the future hold for this Company? If ever there was a case to be made of the “tail wagging the dog,” S4C may very well turn out to be that story. A sea change is coming and, in the near future, the computer screen will be the modality of communications in the fiercely competitive U.S. economy of auto sales, financing, leasing and insurance. The proposed services of Shop “4” Cars, Inc. will fundamentally and forever change the way people shop for new cars, finance their purchase and buy auto insurance. This will result in lower prices for the consumer.

According to MIT's Martin Anderson, a member of the International Motor Vehicles Program, “The money spent by manufacturers and dealers to market, distribute and sell a car accounts for up to one third of its retail price ... about $6,700 for a typical $20,000 car. That compares to a labor cost of $1,175 to assemble the same vehicle.”

Gone will be the dealer system of auto sales as we know it as people will purchase, eventually directly from S4C, their choice of vehicle only after car shopping at Shop “4” Cars, Inc. Within the next two decades, cars will be manufactured like computers are today, i.e. they will be made-to-order or, to coin a phrase, it will be “product-on-demand.” Show me the person who will not wait six weeks to save $4,000 on the price of a new car. Product-on-demand will, in the coming decades, radically change and challenge the existence of the local auto dealer. The local dealership will become just a shadow of its prominence today as it risks becoming a mere repair shop, warranty office and drop-off / pick-up center for the car buyer.

Virtual reality systems, i.e. reality created by the computer, will place the prospective car buyer figuratively in the driver's seat, the passenger's seat or the back seat and it will obviate the need for dealer showrooms. Anyone wanting to “kick tires” or wanting a car on immediate delivery terms will pay a “stiff premium” which will include manufacturer’s advertising and marketing costs, salesman commissions, dealer overhead and dealer profit.

It is entirely within reason to envision a shopping charge of $20 and equally reasonable to foresee a free shopping service. With 50,000 Kiosks installed, shopping fees will depend upon the following.

Car Financing 

If only 2% of car buyers choose to finance their purchase through S4C and the average price per car is $20,000, then S4C will generate over $1 billion of auto financing that year, making it one of the largest supplier of auto financing in the country. At that level of annual financing, S4C would be secure in buying or merging with an established auto finance company.

Car Insurance 

If only 2% of car buyers choose to purchase auto insurance through S4C and the average premium nationwide is $800, then S4C will generate over $2 billion of auto insurance premiums that year making it the largest referral agent of auto insurance in the country. At that level of annual premiums, S4C would be secure in buying or merging with an established insurance company licensed to underwrite nationally.

Car Buying 

Over the long term, 25 million shoppers are projected (about 1/3 of the total market) which translates into 5 million car buyers. At any reasonable level of car buying, S4C will be able to negotiate prices for cars which are far more attractive than those experienced by fleet buyers. A few huge car buyers like S4C could come to dominate auto retailing, wielding far more clout with manufacturers than thousands of independent dealers do now. S4C has the potential to become the largest agent car buying service in the United States.

Data Marketing

S4C will be able to supply any car shopping statistic that advertising agencies, auto manufacturers and suppliers or publishers may value. Whereas marketing surveys, costing in the hundreds of thousands of dollars, usually take six to nine months to compile, S4C could supply statistically significant car shopping data on a weekly basis.

Foreign Expansion 

S4C expects to expand to English speaking and later to Spanish speaking countries where auto data is available and credit cards are prevalent.

CONCLUSION

S4C's business plan calls for a very basic shift in the way people shop for new cars and related products which will be far more seismic than the benefits achieved with just-in-time inventory and all of it caused by a commodity PC and S4C's ubiquitous Kiosk. Shop “4” Cars, Inc. intends to be in the leadership position in the car shopping business and to be in the forefront of these coming changes.

As Chrysler President Robert Lutz stated, “We are convinced that automobile retailing is going to change radically.” For those willing to recognize the coming changes, S4C portends a new world shopping order and vast new opportunities.

Clearly, the future looks bright.

***
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