
Case Study: "Vintage Velocity Restorations" - A Business Overhaul for a Passionate Mechanic 

1. The Client: 

A talented young mechanic and body man with a passion for restoring 1970s classic and muscle 

cars. He has built a significant following on Instagram, which has generated a steady stream of 

interest from potential clients. While his technical skills are exceptional, he lacks a formal 

business structure, leading to inconsistent revenue and significant financial losses due to unpaid 

invoices. He currently averages approximately $10,000 per month in income when he is able to 

collect. He is highly motivated to professionalize his business and is seeking monthly business 

coaching for the next five years to ensure he stays on track. 

2. The Challenge: 

The client needs a comprehensive business strategy to professionalize his operation, protect his 

financial interests, and scale his passion into a sustainable and profitable enterprise. The key 

challenges are: 

 * Financial Vulnerability: Significant financial losses from clients failing to pay for completed 

work. 

 * Lack of Structure: No formal business processes for project management, invoicing, or client 

agreements. 

 * Limited Capacity: Operating as a one-man show, he struggles to manage the growing demand 

and the entire restoration process from start to finish. 

 * Branding & Marketing: An informal brand presence that doesn't fully reflect his professional 

skills or attract serious, high-paying clientele. 

 * Business Growth: A need for a clear five-year plan to stabilize his business and achieve a 15% 

annual increase in profitability. 

He has engaged General Media Consulting to provide a strategic blueprint for his business 

transformation, including ongoing support. 

3. Proposed Solution & Recommendations: 

a. Branding & Digital Ecosystem 

 * Business Name: "Vintage Velocity Restorations" 

   * Rationale: This name is professional, memorable, and directly communicates his niche. 

"Vintage" establishes the era of cars he works on, while "Velocity" speaks to the performance 

and passion associated with muscle cars. "Restorations" clearly defines his core service. 



 * Logo & Visual Identity: A vintage-inspired logo with a modern twist. The logo could feature a 

classic car silhouette or a stylized gear emblem. The color palette should be classic car colors like 

deep reds, cobalt blues, or chrome silvers, combined with a clean, professional font. 

 * Website: 

   * Purpose: The website will be a digital showroom for his work and a professional front for his 

business. 

   * Content: High-quality photo and video galleries of his past restorations, a detailed list of 

services, a professional bio, and clear calls-to-action for project inquiries. 

   * Lead Capture: An online form for potential clients to submit project details and budget 

expectations. This pre-qualifies leads before a lengthy conversation begins. 

 * Social Media (Instagram Focus): 

   * Content Strategy: Continue to leverage his "behind the scenes" and before-and-after 

content. Use high-quality photos and video reels to showcase his craftsmanship and progress on 

projects. 

   * Professionalization: Use a consistent brand aesthetic and include a link to his new website in 

his bio. Use Instagram to drive traffic to his site for project inquiries. 

b. Business & Financial Process Overhaul 

 * Client Contracts & Payments: 

   * Formal Contract: Implement a legally binding contract for every project. The contract will 

detail the scope of work, project timeline, and a clear payment schedule. 

   * Phased Payments: Adopt a phased payment structure: 

     * Initial Deposit (25-30%): Required to secure a spot in his queue and cover initial parts and 

materials. This protects him from no-shows and ensures a financial commitment. 

     * Milestone Payments: Payments tied to specific project milestones (e.g., bodywork 

completed, engine installed). This ensures a steady cash flow and aligns payment with progress. 

     * Final Payment: The remaining balance must be paid in full before the vehicle is released to 

the client. 

 * Lease Negotiation: 

   * Space Needs: Evaluate his current space for efficiency. As he scales, he may need a larger or 

more organized space with designated areas for bodywork, mechanics, and parts storage. 



   * Professional Assistance: General Media Consulting will provide guidance on negotiating a 

new lease or a renewal, focusing on favorable terms, a reasonable rental rate, and a long 

enough term to support his growth plan. 

c. Operational Efficiency & Team Building 

 * Standardized Workflow: Create a standardized checklist for the restoration process, from 

intake to final delivery. This ensures consistency and helps him track progress more efficiently. 

 * Hiring Plan: 

   * Phase 1 (Part-Time Help): Hire a part-time apprentice or detailer to assist with non-

specialized tasks like sanding, cleaning, and parts organization. This frees up the owner's time 

for high-skill work. 

   * Phase 2 (Full-Time Specialist): As demand increases, hire a full-time specialist (e.g., a painter 

or engine builder) to take on a specific part of the restoration process, allowing for parallel work 

streams and increased capacity. 

 * Parts Management: Implement an inventory system (even a simple spreadsheet) to track all 

parts and materials for each project, reducing errors and ensuring costs are properly passed on 

to the client. 

d. The Four P's of Marketing & Five-Year Plan 

1. Product: 

 * Refinement: The "product" is a professionally restored 1970s classic car. Emphasize his 

specialized expertise, attention to detail, and a focus on authenticity. 

 * Specialization: Focus exclusively on 1970s muscle cars and classic vehicles. This deep 

specialization builds his reputation as the go-to expert in this niche. 

2. Price: 

 * Value-Based Pricing: Price his services to reflect his specialized skills and the high-quality, 

professional process. His prices should reflect the true value of his work, not just his time. 

 * Costing System: Develop a robust system to accurately estimate project costs, including labor, 

materials, and a built-in profit margin. 

3. Place: 

 * Physical Shop: The shop itself will be a key part of the "Place." It should be clean, organized, 

and reflect the professional brand. 



 * Digital Presence: The website and Instagram are the primary "digital places" where clients 

find and engage with his business. 

4. Promotion: 

 * Online Showcasing: Use Instagram and his website to showcase his work. Partner with car 

shows and local classic car clubs to build a strong community presence. 

 * Targeted Ads: Run targeted ads on social media to a demographic interested in classic cars 

and high-end automotive work. 

 * Referral Program: Implement a referral program that offers a small discount to clients who 

refer new business. 

Five-Year Growth Plan to Achieve 15% Annual Profitability Increase: 

 * Year 1-2: Implement all new branding and business processes. Stabilize cash flow with a 

robust payment system. Hire part-time help. Goal: 15% increase in profitability. 

 * Year 3-4: Hire a full-time specialist. Optimize workflow to reduce project turnaround time. 

Increase marketing efforts to attract higher-value clients. Goal: 15% increase in profitability. 

 * Year 5: Consider expanding to a larger facility. Establish "Vintage Velocity Restorations" as a 

premier, high-end restoration shop in the region. Goal: 15% increase in profitability. 

4. Conclusion & Ongoing Support: 

By partnering with General Media Consulting, the client will successfully professionalize his 

passion. The new brand, "Vintage Velocity Restorations," combined with a structured approach 

to contracts, payments, and workflow, will protect his financial interests and allow him to focus 

on what he does best: restoring classic cars. The clear five-year plan and the Four P's of 

marketing will provide the roadmap for sustainable growth. 

The inclusion of monthly business coaching sessions will be a critical component of this success. 

These sessions will provide the owner with the ongoing accountability and strategic guidance 

needed to navigate the challenges of scaling a business. General Media Consulting will serve as 

a trusted advisor, helping him to review progress, make informed decisions about hiring and 

finances, and ensure that his business remains on a path toward becoming a consistently 

profitable and respected enterprise. 


