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PROFILES OF SUCCESS

A new network has been launched in 
Canada with one vision: Make car 
care simple and affordable for every 
vehicle owner in the world.

“Our plan is pretty simple,” says Domenic 
Ieraci, President of Simplicity Car Care. “Vehicle 
management is getting more complex, and con-
sumers have to go to various service providers 
to take care of their car’s variety of needs.”

The team heading Simplicity Car Care 
hopes to change this, moulding car care—what 
they consider to be an overly-complicated 
and inconsistent service—into something 
predictable, seamless and affordable. 

Simplicity Car Care will service the entire 
life cycle of the vehicle, while providing con-
venience for Canadian motorists. “Collision 
is a core competency of what we do, but we 
also provide complementary services, such 
as mechanical, glass, detailing and tires,” 
Ieraci says. “We service the entire life cycle. 

Quite simply, we wanted to make it more 
convenient for Canadians to go to one place, 
as opposed to going to three or four different 
service providers.”

Aside from convenience, there are sub-
stantial economical benefits to supplying 
all vehicle needs in a single location. “We 
intend to integrate complementary services 
in our business and leverage economies of 
scale,” says Ieraci. The business model also 
helps to hedge risks against the possibility of 
reduced demand for collision repair as cars 
become increasingly advanced.  

Domenic Prochilo, one of the co-founders 
of the new network, notes, “We provide our 
clients with one central location where multi-
ple needs can be addressed. We’re looking to 
reinvent the customer experience and create 
a place where customers feel confident by 
improving both the ease of using our services 
and accessibility to our services.”

Simplicity Car Care aims to provide it for 
customers and franchisees  BY ERIN MCLAUGHLIN

The
Simple Life

[TOP]
The founders of 

Simplicity Car Care: 
Paul Prochilo, 

Domenic Prochilo 
and Domenic Ieraci. 

The new network 
was founded on the 
principle of making 

service and repair as 
simple as possible for 

customers. 
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“We were inspired 
by Amazon, in 

that they’re able 
to eliminate any 
barriers for their 

consumers.” 

- Paul Prochilo

The co-founders have developed and 
implemented systems and technology to 
achieve these customer-centric goals. First, 
they aim to service each customer in a way 
that suits their unique lifestyle and availability 
in an effort to create a more seamless and 
customised experience. 

“We were inspired by Amazon, in that 
they’re able to eliminate any barriers for 
their consumers,” says Paul Prochilo, Chief 
Executive Officer of Simplicity Car Care.

In an effort to eliminate barriers, custom-
ers can use an online booking tool to set up 
appointments, and receive automatic status 
updates on their phone or email throughout 
the repair. Customers coming into a Sim-
plicity Car Care facility will also be asked a 
series of questions to help staff systematically 
tailor their services in a way that is specific 
to their needs. 

“In this world of instant gratification, 
we’ve adapted,” says Ieraci. “We’re in the 
customer service business. Car maintenance 
is just the function. No matter what service 
we’re providing, customer service is our 
main goal. The key thing we’ve learned is 
to always deliver value to the customer first 
and success will follow.”  

As the company grows, the founders are 
taking steps to ensure that their high-stan-
dards for quality are maintained and rep-
licated in every single shop that calls itself 
Simplicity Car Care. To do this, they follow 
careful procedures with selection and training 
processes that mirror the automated and 
systematic techniques surrounding their 
customer service practices. 

“When we’re in the selection process, we 
check for two main factors. We look for 
a proven track record demonstrating the 
facility’s social and ethical commitment to 
their community. Second, we look for shops 
that are motivated to improve the business, 
and are passionate about the industry,“ says 
Domenic Prochilo. Paul Prochilo adds, “We’re 
very passionate about the business we’re in, 
and we need our franchisees to share this.” 

After selection comes extensive training. 
“We’re looking for a full franchise effect, a 
full immersion into our system,” says Paul 
Prochilo. “We want to be the Tim Horton’s of 
car care. When you go to a Tim Horton’s and 
you ask for a double double, you know exactly 
what you’re going to get, at any location you 
go to, anywhere in the world. We want to 
offer that same consistency and reliability.” 

To achieve this, every new franchise un-
dergoes a comprehensive six-week training 
program. “We intend to duplicate our corporate 
culture, and we strive to positively influence 
the values and beliefs of our franchisees,” says 
Domenic Prochilo.  As well, they are currently 
recruiting a Regional Performance Manager 
(RPM), whose sole responsibility will be mon-
itoring, mentoring, and training franchisees. 

Domenic Ieraci and Paul and Domenic 
Prochilo in a strategic planning session. 
The network was only launched recently 
but has already signed up several shops. 
This is due in part to the network’s ability to 
offer franchisees systematic and efficient 
processes that were crafted over years. 



OCTOBER 2017  COLLISION REPAIR  27

PROFILES OF SUCCESS

What the co-founders understand through 
and through is that to have a happy customer, 
you need to first cultivate happy staff and fran-
chisees. “We have to be happy ourselves before 
we can satisfy anyone else,” says Paul Prochilo. 

Given this philosophy, the three put an 
immense amount of work into improving the 
lives of their franchisees and are committed to 
helping each facility achieve personal as well 
as business success. In fact, Domenic Prochilo 
comments, “What makes me most excited 
about the future of this business is enhancing 
the quality of life for all those in our network.” 

To do this, Ieraci says, “We’ve implemented 
technology that allows the collision operator 
to manage the business, instead of the business 

managing them. We use systems to infuse a 
degree of predictability. If you set sail with 
no destination in mind, you’ll drift aimlessly 
and never get anywhere worthwhile. If you 
have a target destination, with a sound plan 
and execution, you will arrive.” 

Simplicity Markham, the second franchisee 
to have joined Simplicity Car Care, is owned 
and operated by Joe Di Paolo. 

“We’re very excited to be working with such 
an innovative company like Simplicity,” says 
Di Paolo. “There were several other banner 
opportunities that were presented to me, but 
this was the right fit as we share a similar 
vision for the future.”

Simplicity Car Care’s goal to provide all 
vehicle services is attractive to some shops 
looking to grow. Mario Ramos is the owner 
of Simplicity Car Care Brampton, one of the 
company’s most recent franchisees. Part of the 
reason he joined the network was to increase 
his company’s service offering. 

“We’re already set up to do mechanical 
work related to the collision, but it makes 
sense to increase it and offer more. The plan 
they have will help us build that part of the 
business,” says Ramos.

Setting sail with a destination, a plan and 
a great team behind you will take you as 
far as the oceans go. The team at Simplicity 
Car Care and their franchisees have already 
shown that they’ve got a destination firmly 
in mind, and the determination to get there.  

For more information, please visit their 
website at simplicitycarcare.ca. 

[TOP]
The first Simplicity 
Car Care location 
in Scarborough. At 
time of publication, 
the network also 
has another Toronto 
location and stores 
in Brampton, 
Burlington, Thornhill 
and Markham. 

“We’re in the 
customer service 

business. Car 
maintenance is 

just the function.”

– Domenic Ieraci


