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Ackles — to get the car up front in
hopes of locking down her first
top-five point finish. 

“Top-five is a hard goal with the
competition in the region, so I will
have to be on my game each and
every week,” said Ackles. 

“If the weather plays nice and
we get some sunny days, we’ll
have plenty of races and plenty of
laps to achieve that goal.”

While the competition in the
class is tough, the top-five goal for
Ackles is attainable. 

In her rookie season in 2012,
Ackles outdueled 61-year-old
Richard Ramsay to take the Rook-
ie-of-the-Year Award, along with
seventh place in the standings.

This past season was plagued
with mechanical issues as the
team built a new car, but still
overcame those problems to finish
10th in the standings at Scotia
Speedworld. 

This is the 14th year of Thunder
car racing at the 3⁄10-mile oval
adjacent to the Robert L. Stanfield
International Airport and the
drivers within the class are billed
as “the best four-cylinder drivers
in Atlantic Canada” due to the
show that is put on weekly and
their track record across the re-
gion.

TEAM EXPANSION
Ackles won’t be flying solo in the
upcoming season.

The former one-car team has
expanded to three at her home
track and has since got a new
moniker — Shotgun Racing. 

“My old man [Thomas Ackles]
will be joining the Lightning divi-
sion while my boyfriend [Nick
Baker] will be running a Thunder
car this year,” said Ackles.

With the #30 car almost race-
ready, the focus will now shift to
her father’s Neon and Baker’s
Civic to get them race ready for
the Scotia Speedworld season
opener Sunday, May 25th.

The team could not do it
without marketing partners as
well. 

“MacLeod’s Service Center has
been with me for the past two

years and is returning on the hood
for a third season,” she says. 

“They give me a place to work
on and maintain my car
throughout the racing season.
Dulux Paints Bayers Lake mixed a
vibrant pink for the car which you
will not be able to miss at the
track and Finish Line Vinyl
Designs lettered the car this year.”

The team is always looking for
more partners to join their advert-
ising team for 2014. 

For more information, you can
contact Ackles at streekey@hot-
mail.com.

Author’s note: I even got my

hands dirty on this project, step-
ping out of the office after arriv-
ing home from Florida Speed-
weeks to help paint, sand and
decal the car in advance of the
show.

You really get to appreciate the
work that goes into a race car
when you see those teams in the
shop making the prep necessary
to get a car race ready or, in this
case, show ready. 

Good luck to Chantel and her
whole team in 2014, which starts
May 17 at 4 p.m. at Petty Interna-
tional Raceway with a 25-lap
feature on LaFarge Aggregates
and Concrete Opening Day. 

Lawren Baker (left), Nick Baker and Chantel Ackles paint the
outside of Ackles' Civic while Phil Crisp touches up the roll cage. 
TIM TERRY

The new-look #30 Thunder car. TIM TERRY
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In Nova Scotia, Louise Mullen is
definitely an anomaly — she’s the
only female owner of a new-car
dealership. 

Mullen is the dealer principal at
Clare Dodge Chrysler Limited in
Saint Bernard, a small Acadian
community on the southwest
shore. It’s a position she’s held for
31 years.

Dealerships have traditionally
been viewed as a boys’ club.
While that is certainly true for
who owns them, sadly, it’s also
true for who works there.

“I would like to think the pres-
ence of females is a must,” says
Mullen.

Statistics are hard to come by,
but according to American data
from CNW Marketing Research in
2002 – the percentage of the
dealership workforce made up of
women was only seven per cent. 

Of the women working at deal-
erships, the majority (60 per cent)
were working as office staff, while
small numbers were working in
new and used-car sales, four and
two per cent, respectively.

At Mullen’s dealership, the staff
of 20 includes six females (includ-
ing herself ), meaning 30 per cent
of the dealership’s employees are
women. When Mullen first started
working in the industry, women
worked in positions as secretaries,
bookkeepers and receptionists. 

That has changed significantly
as women are working at posi-
tions throughout dealerships
today.

“And why shouldn’t they be?”
says Mullen.

Within a dealership, there are
many possible positions to work
in. Besides the obvious sales and
service ones, other positions in-
clude working in the accounting
and administration departments,
plus greeting positions in the
showrooms and service centres.

Given the variety of positions, it

also means there is lots of room to
move into more senior positions.

Some of the reasons why a
dealership is an appealing place to
work are it is a growing industry
and there is great earning poten-
tial. The reality is dealerships
would be served well by having
more women as a part of its work-
force. For starters, there is a de-
mand for female salespeople.

“We’ve had calls, ‘Do you have
a female salesperson there?’” says
Mullen.

This comment is backed up
from data by CNW Marketing
Research which found that 39 per
cent of women would rather deal
with women in the showroom, as
compared to the 10 per cent of
men who would prefer to buy cars
from other men. From the cus-
tomer side, women are a very
important demographic. Accord-
ing to Road & Travel Magazine,
women purchase 65 per cent of all
new cars and 53 per cent of used
cars. As well, they influence 95 
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Wanted: more women to work at dealerships
RICHARD WOODBURY

richard@richardwoodbury.ca
@RichardWoodbury

There is a demand for female automobile sales associates. 123RF CONTINUED ON F3

Since the automobile business
began, manufacturers have relied
on their franchised dealers in
local communities to sell and
service their respective brands of
automobiles. 

Some manufacturers have toyed
with owning dealerships them-
selves and therefore undertaking
the dual challenge of maintaining
an acceptable sales penetration of
the local market and servicing the

customer’s needs on an ongoing
basis. 

In most of these attempts, the
manufacturer has found that the
dealer who has his own personal
investment in the dealership
achieves better sales penetration
and customer satisfaction than
corporately-owned stores staffed
by the manufacturer’s employees.

Tesla, a relatively new addition
to the ranks of automobile manu-
facturers, opted from the start to
avoid setting up a franchised
dealer system and to rely, where
possible, on stores owned by Tesla
itself. 

American state jurisdictions
have the regulatory responsibility
of licensing automobile dealers,

just as Canadian provinces do. 
In the U.S., there has been a

concerted effort on the part of
dealer associations to counteract
Tesla’s attempts to establish cor-
porately-owned stores in U.S.
states.

Some hold the view that a fran-
chised dealer, functioning as a
middleman between the customer
and the manufacturer, increases
the cost of the vehicle.

What is not well understood is
the high degree of competition
that exists between dealers of the
same franchise who are essen-
tially selling the same product to
the same consumer.

Independently, each of these

dealers is held by the manufac-
turer to a rigorous standard of
market penetration and customer
satisfaction. 

Failure to achieve an acceptable
level of either can result in the
dealer's franchise being cancelled. 

Dealers therefore have a vested
interest in successfully selling to a
consumer in a very competitive
market, and maintaining a cus-
tomer’s level of satisfaction not
only with the product itself, but
the dealership which is servicing
the product.

In the case of a problem
vehicle, the dealership often be-
comes an advocate on behalf of
the consumer with the manufac-

turer’s warranty policies. 
In certain cases, I’ve seen a

dealer work proactively with the
consumer through the Canadian
Motor Vehicle Arbitration Plan to
address a consumer’s concern
with respect to a particular
vehicle.

In the absence of a dealer, the
consumer would be left to deal
with the manufacturer directly
and I suspect that obtaining a
successful outcome to the con-
sumer’s complaint would be con-
siderably more challenging than
addressing the complaint with the
dealership that has a vested in-
terest in maintaining the con-
sumer as a future customer.

Independently-owned vs. manufacturer-owned 
auto dealerships; Is there a difference? You bet!
JOHN SUTHERLAND

jsutherland@pathfindergroup.com

John K. Sutherland is Executive
Vice President of the Nova Scotia
Automobile Dealers Association.
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322 Cars for Sale317 SUV’s for Sale
$82 wkly
$0 Down*
Good Credit or Bad
2009 FORD
EDGE SEL

AWD, auto, 139,000 km. grey
$14,995

dalechaissonauto.com
Call for details*

1-877-835-3990 toll free
30 Trider Cres., Dartmouth

$74 wkly
$0 Down*

Good Credit or Bad
2011 Dodge Journey SE
FWD, auto. Silver. 96,000 km.

$12,995 
dalechaissonauto.com

Call for details*
1-877-835-3990 toll free

30 Trider Cres., Dartmouth

’11 JEEP Wrangler,
unlimited

4-door, 6-speed, 2 tops.

Call Tom Hartigan
877 2211

322 Cars for Sale

2000 Toyota Echo
4 door Sedan

107,000 km, 5 speed
$3,995 

www.autolocatorsns.ca

2003 TOYOTA COROLLA LE
4dr Sedan, Auto 

116,000 miles. Loaded
$5,995 

www.autolocatorsns.ca

2004 Honda Civic LX
2 Door Coupe, Automatic,

114,000 km. Loaded
$6,995 

www.autolocatorsns.ca

04 PONTIAC GRAND AM GT
Ram, air, 4 dr., 125,000 km, V6
Auto, black/charcoal, loaded

$3500
www.autolocatorsns.ca

2006 Chrysler Sebring
Touring Sedan, Black/Black, 

Alloys, Low kms. Loaded
$5,500

www.autolocatorsns.ca

2006 MAZDA 3 SPORT
5 door, H/B Auto, Loaded,
Blue/Charcoal, Low kms.

$7,995 
www.autolocatorsns.ca

2006 NISSAN SENTRA 
1.8L Special Edition

Loaded Sedan, 
$5,995 

www.autolocatorsns.ca

2006 Toyota Camry SE
Automatic sedan, loaded

Black/black, low kms.
$8,995

www.autolocatorsns.ca

2009 CHEV COBALT LT
Coupe, Auto

Loaded
$8,995...or...$46 wkly

www.autolocatorsns.ca

2007 CHEV COBALT LT
2 door Coupe, 5 spd, 

Sunroof, Loaded
$6,995 or $36 wkly

www.autolocatorsns.ca

2007 Chev Cobalt LT Sedan
4 dr., auto., 4 cyl., loaded,

black/grey. New MVI & tires. 
$5,995

www.autolocatorsns.ca

2007 FOCUS SE 4 dr Sedan
5 spd., pw, pl, a/c, burg./blk,

heated seats, warranty. 
Only $5,500 or $32. wkly. 
www.autolocatorsns.ca

2007 Honda Civic EX
Automatic, 4 door, 

sunroof, loaded
$9,995

www.autolocatorsns.ca

2007 MAZDA 3 SPORT GT
5 dr, H/B, 5sp, Loaded

White/Black, Fast.
$8,995

www.autolocatorsns.ca

2007 Saturn Ion Quad Coupe
4dr, Auto, Red line trim.

2.4L, Loaded, Spoiler
$7,995. or $41 wkly. 

www.autolocatorsns.ca

$77 wkly
$0 Down*

Good Credit or Bad
2008 CHEV
MALIBU LT

FWD, auto., 68,000 km. Brown
$8,995 

dalechaissonauto.com
Call for details*

1-877-835-3990 toll free
30 Trider Cres., Dartmouth

2008 HONDA CIVIC LX
4 dr, auto, loaded

71,000 kms, Black/Grey
$10,995 or $57 wkly.

www.autolocatorsns.ca

2008 HYUNDAI ELANTRA
4 dr. Sedan, Auto, Loaded.

Red/Charcoal. 
$6,995 or $37 wkly.

www.autolocatorsns.ca

2008 KIA RIO 5 EX
5 sp. manual, loaded.

Conv. Pkg. Red/Grey cloth
$6,995 or $41 wkly 

www.autolocatorsns.ca

2008 KIA RIO5 EX-SPORT
5 sp. manual, Spt. seats.

Sunroof, 5 dr. HB, loaded. 
$6,995 or $41 wkly 

www.autolocatorsns.ca

2008 KIA SPECTRA LX
4 dr. auto, loaded.

Light blue/grey cloth.
$7,995 or $41. wkly. 

www.autolocatorsns.ca

2008 MAZDA 3 SPORT GT
5 dr, H/B, Sun roof, Loaded

89,000 kms, Black/Black
$9,995 or $52 wkly.

www.autolocatorsns.ca

2008 Pontiac Grand Prix
4 dr., V6, loaded, 

red/dark charcoal, spoiler
$8,995 or $46 wkly 

www.autolocatorsns.ca

2009 CHEV AVEO LT 
Automatic, sun roof, 5 dr.

H/B, Loaded, Black /Black
$6,995 

www.autolocatorsns.ca

2009 CHEV MALIBU LS
4 dr. Sedan, auto, FWD, 

Loaded, Charcoal/Charcoal
$9,995. or $52 wkly. 

www.autolocatorsns.ca

2009 MALIBU LS
1 owner, like new cond. Must
be seen. $6500. 902-717-4676

2009 FORD FOCUS
4 dr. Auto, Sedan, air/cond.

Blue/Charcoal
$8,995. or $41 wkly. 

www.autolocatorsns.ca

2010 HYUNDAI ELANTRA GLS
Auto, Loaded. H/seats

Red/Charcoal. 
$10,995 or $48. wkly.

www.autolocatorsns.ca

2009 HYUNDAI SONATA
Sport, sunroof, spoiler, 4 dr.

auto., black/dark grey, loaded
$10,995 or $56. wkly.

www.autolocatorsns.ca

2009 MAZDA 3 
5 dr.H/B Sport, Auto, Loaded

Black/Black
$9,995 or $52 wkly. 

www.autolocatorsns.ca

$47 wkly
$0 Down*
Good Credit or Bad

2009 NISSAN
VERSA 1.85L
FWD, auto., 98,948 km. Red

$6,995 
dalechaissonauto.com

Call for details*
1-877-834-5589 toll free

30 Trider Cres., Dartmouth

2009 Toyota Yaris
4dr, 5 spd. Manual, A/C

Loaded, White/Charcoal
$8,995. or $46 wkly. 

www.autolocatorsns.ca

$74 wkly
$0 Down*
Good Credit or Bad

2009 Volkswagen
Jetta 2.5L
Manual, 51,294 km. Burgundy

$10,995
dalechaissonauto.com

Call for details*
1-877-835-3990 toll free

30 Trider Cres. Dartmouth

2010 Chrysler Sebring Touring
Sedan 2.7L, Automatic, 

Loaded, 
$10,995 or $48 wkly

www.autolocatorsns.ca

2010 FORD FOCUS SE
Automatic, 2dr Coupe

Loaded.
$9,995 or $52 wkly.

www.autolocatorsns.ca

2010 Hyundai Elantra GLS
4 dr., auto., loaded, h/seats, 

Charcoal/Charcoal
$10,995. or $48 wkly. 

www.autolocatorsns.ca

2010 MAZDA 3 SEDAN
Automatic, sunroof,

Alloys, Loaded
$10,995 or $48 wkly. 

www.autolocatorsns.ca

$62 wkly
$0 Down*
Good Credit or Bad

2011 Chevrolet
Cruze LS

FWD, auto, 79,000 km. Silver
$10,995

dalechaissonauto.com
Call for details*

1-877-835-3990 toll free
30 Trider Cres. Dartmouth

316 Trucks for Sale

2003 FORD RANGER 
Ext. Cab, Automatic, 3.0L

2 WD, 40,000 km. 
$6,995 

www.autolocatorsns.ca

2003 GMC Sonoma SLS
Ext. cab, 2 WD, Automatic

Pickup, loaded, low km
$5,995 

www.autolocatorsns.ca

2006 Dodge Grand Caravan
SXT, 3.8L, Sto N Go, 

p/sliders, p/tailgate, loaded
$5995

www.autolocatorsns.ca

2007 Dodge Grand Caravan
Sto N Go, Loaded, 

Low KMS
$7,995 

www.autolocatorsns.ca

DIESEL
2009 Chevrolet 2500
Regular cab, 2 wheel
drive. $15,900 

Call Tom Hartigan 
877 2211

LONG BOX
2010 Chevrolet 

Silverado
1500 extended cab, 
2 wheel drive, 5.3 with
A/C. $16,900.
Tom Hartigan: 877-2211

2012 Dodge Grand Caravan
3.6L Sto-N-Go Seating

$13,995 or $61 wkly. oac
www.autolocatorsns.ca

317 SUV’s for Sale

2006 Buick Rendezvous
5 dr. Sport Utility, Red/Grey

Automatic, 110,000 km.
$6,995 

www.autolocatorsns.ca

2006 Honda CR-V 4 WD
Sport Utility, automatic

black/black, loaded.
$8,995

www.autolocatorsns.ca

ALL-WHEEL DRIVE
2007 Santa Fe, 6
cylinder, 7 passenger,

Loaded. $10,995 
Call Tom Hartigan

877-2211

07 Jeep Compass 4x4
Sport Utility, auto., loaded

Charcoal/grey
$8,995. or $46 wkly. 

www.autolocatorsns.ca

08 HYUNDAI SANTA FE GL
FWD, loaded, V6, 

Silver/grey, heated seats.
$10,990. or $55 wkly. 

www.autolocatorsns.ca

08 HYUNDAI SANTA FE GLS
AWD, loaded, Sport Utility V6

Heated seats
$12,995. or $133 bi-wkly. 
www.autolocatorsns.ca

2009 HYUNDAI SANTA FE GL
FWD, V6, 

Loaded, automatic
$11,995 or $123 bi-wkly

www.autolocatorsns.ca

2009 HYUNDAI TUCSON
5 dr, 5 sp., Loaded.

Sport Utility. Black/black 
$9,990 or $52 wkly. 

www.autolocatorsns.ca

$62 wkly
$0 Down*
Good Credit or Bad

2010 DODGE NITRO
SXT 4x4

Auto., 137,000 km. Grey
$10,995

dalechaissonauto.com
Call for details*

1-877-835-3990 toll free
30 Trider Cres. Dartmouth

Where would you find thou-
sands of homes, jobs, apart-
ments, pets, articles for sale,
antiques, boats, bikes, auto-
mobiles . . . all in one place?
The Classifieds!

No wonder we’re
Atlantic Canada’s

Largest
Classified Section

Employment is booming in
Nova Scotia. Check out the
employment section.

BBQ’s are better in your own
yard. Check out the real
estate section now!

APARTMENTS, condos, flats,
houses. The classifieds
have them all.

Helpful Tip
When away from your
home, have your lights turn
on automatically at varying
times. When a light turns on
at the exact time each night,
it signals to a burglar that no
one is home.

per cent of all vehicle purchases.
Besides having more women

work at dealerships just because
it’s the right thing to do, there are
certain qualities women possess
which makes them great employ-
ees. Women are generally re-
garded as being more collaborat-
ive and empathetic. 

According to an article on for-
bes.com: “Women are specialists
at cultivating relationships that
are purposeful, genuine and
meaningful. They focus on grow-

ing healthy, long-lasting relation-
ships.” All of these traits would be
put to great use in a dealership.

Auto tech from the not-so-
distant future

Much of the technology in
today’s vehicles must have
seemed far fetched not that long
ago. For example, who would
have thought you’d be able to tell
your vehicle what song you
wanted to listen to on your iPod? 

Who would have believed a
vehicle would be able to automat-
ically park itself? With those
things in mind, here are a few
emerging technologies.

The driverless car is no longer

some sci-fi idea from the future. 
While Google is well known for

its fleet of driverless cars, within a
few years, everyday consumers
will be able to purchase self-
driving vehicles from dealerships. 

Nissan has announced plans to
have a self-driving vehicle for sale
in 2020. Not being able to find
your car in a huge parking lot
could become a thing of the past. 

For owners of Google Glass, the
2015 Hyundai Genesis will con-
nect the wearable computer
device to the vehicle’s infotain-
ment system by way of an app.

According to citeworld.com, the
technology could be used to find

your vehicle and more import-
antly, it will also allow for
“vehicle health reports, diagnostic
and maintenance alerts, temper-
ature and HVAC controls.”

Late last year, Mercedes-Benz
announced a partnership with a
company called Pebble Techno-
logy involving the latter com-
pany’s smart watch. When not in
the vehicle, drivers will be able to
see things such as if the car is
locked and how much it fuel it
has. 

While inside of it, drivers will
be able to notified of real-time
hazards, including road construc-
tion and accidents.
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some sci-fi idea
from the future. 


