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Franchise businesses have a lot in common with contemporary, passenger 

airplanes. It used to be that flying a commercial passenger plane took a 
small, highly-skilled team of people – a pilot, a copilot and an engineer. The 

engineer was responsible for running all systems on the plane – the fuel, 

electrical, pressurization, heating and air-conditioning and hydraulics 
systems. Nowadays, of course, aviation has matured and airplanes are far 

more sophisticated, the crew is leaner and the aircraft so intuitive that its 
systems are practically turnkey efficient.  

 
I know these things firsthand because I was a flight engineer and then a 

pilot for Piedmont Airlines before becoming an Express Oil Change & Service 

Center franchisee nearly four years ago. I opened a location in Kernersville, 
N.C., in 2008, introducing the franchise to the area. 

 
I decided to ground my aviation career in favor of business ownership after 

22 years of life up in the air. After considering my entrepreneurial options, I 

chose franchising because of possessed its own maturity, sophistication and 
turnkey efficiencies. 

 
Matching the Franchise with the Lifestyle 

Though I had dreams of owning a business, I had zero experience in such 
matters. Not having previous business experience and being in my early 40s, 

I knew I needed somebody who had the expertise to transform a veteran 

airline pilot into a business owner. I arrived at the decision to pursue 
Express Oil Change through a complex process factoring in a number of key 

considerations. Lifestyle was one. 
  

In looking at franchise possibilities, I didn’t research just automotive. I 

considered the entire scope of possibilities. I looked at retail, restaurants, even hotels. The reason I 
ultimately settled on automotive came back to lifestyle considerations. I wanted my time to be different 

than what it traditionally had been the last two decades. I wanted holidays off. I wanted weekends off. I 
wanted nights at home. So that helped to narrow my search to automotive.  

  

Choosing the Automotive Industry and Express Oil 
There were a few other reasons that I zeroed in on automotive and particularly Express Oil Change. The 

first is that you don’t have to manage perishable inventory. I also wanted to interact with people and get 
to know my customers. Finally, I wanted to go with a company that I felt had more than just business 

acumen. I felt that Express Oil Change gave me what I sought in terms of the way they ran their 
business. One of their core values is integrity and that made a big difference with me. 

  

Another reason, still, that I landed on automotive franchise opportunities was insulation against 
recession. I asked myself: ‘What industry is going to do better in recessionary times as opposed to when 

times are booming?’ Automotive is not recession-proof by any means, but it does tend to hold up a little 
bit better, just due to the fact that people must travel. They have to maintain their cars, and if their cars 

break down, they have to fix them. This was a comforting aspect of the automotive industry because, 

while I had done my Discovery Day in 2006, I didn’t actually sign on until 2008, just as a recession was 
being declared in the nation. It never occurred to me to not go through with my plans to buy into 

Express Oil Change because of how thoroughly I vetted out my choice. 
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Performing Due Diligence 
Once I decided that I had the right franchisor, I still spent a great deal of time researching. This time 

wasn't just about picking up the phone and calling other franchisees and asking them to relate their 
experiences. It was full immersion—at least as full as possible—in the corporate culture of the potential 

franchise. Express Oil Change was very open to my process. I went to the corporate offices in 

Birmingham several times — at least three — before I ever signed. I visited their stores, spending several 
days in them simply observing. So I understood exactly what was involved when I finally decided to 

become a franchisee. 
  

When it comes to discovery, it’s critical that you take your time and carry out full due diligence. Don't get 
it done in a hurry. Really ask yourself what is it that you're looking for in terms of lifestyle and time 

commitment. Then find the right franchisor that can meet your needs, not just short term but long term. 

  
For example, despite extensive training, including an eight-week course in Birmingham, I personally 

wasn't comfortable after my first year at the helm of my franchise business. So I continued weekly 
training calls with the corporate team for a second year. It made a huge difference. For whatever reason, 

it took me two hard years of people really working with me on a weekly basis for me to feel acclimated 

and on top of it. At the same time, we frequently had Express Oil Change experts reviewing the store. 
They helped to ensure that we were executing the model to its full potential.  

  
Today, over three years into it, I'm fairly comfortable as a businessman. I understand what needs to be 

done, and how to execute to drive success.  
  

In fact, I have plans to extend the Express Oil Change brand by opening a second store in the Triad area 

of North Carolina encompassing Greensboro, Winston-Salem and High Point. Franchise ownership has 
been a wonderful experience for me, and I see a continuation of what was started back in 2008, 

expanding my operation and relying on the franchisor to help me ramp up to the next level. Even as I 
gain experience, there's no question that they continue to bring a lot of value to the table for me. 

  

Following the Franchise Model 
My final thought on franchising is this: When you are choosing a potential franchise, you must be of like 

mind with the system that you select. You need to agree with the model that you're signing on to follow.  
For me, the model was 10-minute oil changes and full-service car repairs. It’s all about getting motorists 

and their vehicles in to be serviced in an orderly fashion while focusing on excellence in customer service. 

But integrity also is a capstone of the model. With Express Oil Change, that means that you never 
recommend or suggest anything to a customer that isn't due or required for the benefit of the car.  

  
You get to put your personal stamp on it only to the extent of how well you execute the model through 

your employees--your team members. They must buy into the model, and you must ensure that no one 
on your team tolerates anything less than the fullest realization of it. It’s the only way to take flight and 

soar toward franchising success. 

 
 

Call 1-800-377-8722 to Learn More about Express Oil Franchise Opportunities Near You! 
 

 


