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PRACTICE EXAM 4: ASE C1 

SIMULATION (50 QUESTIONS) 
 

 

Recommended time: 75 minutes. Domain distribution: 23 Communications / 18 Product Knowledge 

/ 9 Shop Operations. Content angles distinctly different from Exams 1, 2, and 3. 

 

 

1. A new customer is filling out the customer information form for the first time. The most useful field for 

the consultant to ensure is captured accurately is: 

 

A. The customer's date of birth, for demographic tracking purposes 

B. The customer's place of employment, for credit verification later 

C. The customer's preferred vehicle make for future vehicle purchases 

D. The customer's mobile phone number for updates during the visit 

 

2. The most commonly published manufacturer interval for tire rotation on a passenger vehicle is: 

 

A. Every oil change, regardless of mileage or driving condition variations 

B. Every 5,000 to 7,500 miles, depending on the vehicle and tire type 

C. Every 25,000 miles, once tread wear becomes visually noticeable 

D. Only when uneven wear has already become visible during inspection 

 

3. An insurance-pay collision repair typically requires which document before work begins? 

 

A. A written claim authorization from the customer's insurance adjuster 

B. The customer's signed waiver releasing the shop from all liability claims 
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C. A second estimate from an independent shop in the surrounding area 

D. The customer's full payment in advance, to be refunded after the claim 

 

4. A customer leaves a voicemail asking for a callback about their vehicle's status. Industry best practice 

is to return the call within: 

 

A. The same business day, regardless of the hour the message was received 

B. Approximately one to two hours during normal business operating hours 

C. The next business day, to allow time to gather complete information first 

D. The next available time when the consultant has uninterrupted free time 

 

5. A customer arrives without an appointment requesting a same-day repair. The consultant should: 

 

A. Refuse the work and reschedule the customer for the earliest available opening 

B. Assess the concern and check actual capacity before committing to any timeline 

C. Accept the work immediately to demonstrate the shop's customer-first focused service 

D. Send the customer to a competitor to maintain the day's scheduled commitments 

 

6. A drum brake system uses which component to press the friction surface against the rotating drum? 

 

A. A wheel cylinder that uses hydraulic pressure to push the brake shoes outward 

B. A caliper that uses hydraulic pressure to squeeze the brake pads inward 

C. A vacuum diaphragm that uses engine vacuum to deflect the friction surface 

D. A magnetic actuator that draws the friction material toward the rotating drum 

 

7. A negative online review appears about a recent visit. The consultant or shop management should 

respond by: 

 

A. Acknowledging the customer's concern publicly and offering to discuss it offline 



3 

 

B. Demanding the customer remove the review before any response is provided 

C. Posting a detailed defense of the shop's actions on the review platform 

D. Ignoring the review entirely so it does not gain additional online visibility 

 

8. A customer's body language during an estimate review — crossed arms, slow nodding, no questions — 

most likely indicates: 

 

A. The customer has fully understood and accepted the estimate as presented 

B. The customer is ready to authorize the work without further discussion needed 

C. The customer may be hesitating or has concerns they have not yet voiced 

D. The customer is simply tired from the day and uninterested in further talk 

 

9. The antilock brake system (ABS) prevents wheel lockup during heavy braking by: 

 

A. Increasing brake fluid pressure uniformly to all four wheels simultaneously 

B. Rapidly modulating brake pressure at individual wheels based on speed sensor data 

C. Mechanically disconnecting the brake hydraulics from the master cylinder unit 

D. Engaging an emergency parking brake when wheel speed approaches a stop 

 

10. A customer says their vehicle is "making a weird noise" but cannot describe it further. The consultant 

should: 

 

A. Ask targeted questions about when, where, and under what conditions it occurs 

B. Ask the customer to imitate the noise verbally to capture an accurate description 

C. Schedule a long road test with the technician to discover the noise on roads 

D. Document the concern as "noise" and let the technician decide on next steps 

 

11. The primary function of the exhaust manifold on a gasoline engine is to: 
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A. Reduce exhaust emissions by treating gases chemically before release 

B. Provide an acoustic chamber that muffles engine combustion noise levels 

C. Collect exhaust gases from each cylinder and channel them into the exhaust pipe 

D. Cool exhaust gases before they reach the catalytic converter assembly 

 

12. A customer authorized only the oil change but the multi-point inspection found brake pads at three 

millimeters. The consultant should: 

 

A. Replace the pads at no charge to ensure the customer's safety on the road 

B. Inform the customer of the finding, explain the severity, and offer a quote 

C. Recommend the customer take the vehicle to another shop for confirmation 

D. Note the finding internally and avoid discussing it to prevent appearing pushy 

 

13. Before ordering a part for a customer's repair, the consultant should verify: 

 

A. The vehicle's exact year, make, model, engine, and applicable VIN details 

B. The customer's preferred parts brand based on prior visits to the shop 

C. The current weather forecast to predict when shipping may be delayed 

D. The technician's preference for which supplier the part should come from 

 

14. A vehicle component that combines the function of a shock absorber with a structural suspension 

component is called a: 

 

A. Coil-over damper, used primarily on commercial heavy-duty vehicle applications 

B. Leaf spring, found on pickup trucks and other body-on-frame vehicle designs 

C. Strut, found on the front (and sometimes rear) of most passenger vehicles today 

D. Sway bar, mounted laterally to control body roll in cornering at highway speed 

 

15. A vehicle equipped with a turbocharger uses what mechanism to spin the compressor wheel? 
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A. Engine crankshaft rotation transferred through a dedicated belt drive system 

B. Exhaust gas flow spinning a turbine wheel that shares a shaft with the compressor 

C. Electric motor drive controlled by the engine management module via a relay 

D. Engine vacuum pulse applied to a vacuum-driven impeller assembly inside the engine 

 

16. At the close of a successful visit, the consultant's expression of thanks should be: 

 

A. Genuine, specific, and matched to the customer's evident relationship with the shop 

B. Identical for every customer to ensure consistency across all service visits today 

C. Limited to handing the customer the invoice and the keys without comment 

D. Delivered as a printed card included with the invoice rather than spoken aloud 

 

17. Most modern passenger vehicles use which type of steering system? 

 

A. Recirculating ball, the system commonly found on heavy-duty work trucks 

B. Worm and roller, the older steering system found on classic passenger cars 

C. Rack and pinion, where a pinion gear engages a horizontal toothed rack 

D. Hydro-mechanical linkage, used on some early all-wheel-drive systems 

 

18. A shop's diagnostic scan tool requires periodic software updates to: 

 

A. Reduce the labor time required for routine maintenance tasks across services 

B. Match the seasonal changes in shop temperature affecting tool calibration 

C. Comply with state-level licensing requirements for automotive shop equipment 

D. Maintain coverage of newer vehicle models and updated diagnostic protocols 

 

19. A repair is going to take longer than initially estimated. The consultant should: 
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A. Wait until the customer calls to ask about the vehicle status before saying 

B. Document the delay internally so it can be explained at the time of delivery 

C. Contact the customer proactively, explain the reason, and provide a new revised timeline 

D. Tell the customer the original time was always tentative and not a firm commitment 

 

20. Industry guidance for answering a ringing service department phone is: 

 

A. Within three rings, using a complete and consistent shop greeting protocol 

B. Within ten rings, allowing the consultant to finish any task in hand 

C. Whenever the consultant is at a natural break point in current work 

D. Only after a voicemail message has captured the caller's first request 

 

21. Modern vehicles using electronic throttle control (drive-by-wire) replace the mechanical cable from 

the pedal with: 

 

A. A vacuum-modulated diaphragm that opens the throttle plate during acceleration 

B. An electrical signal from the pedal position sensor to the throttle actuator 

C. A hydraulic line that pressurizes the throttle body during driver acceleration 

D. A magnetic connection that responds to the proximity of the pedal assembly 

 

22. A customer who is more comfortable speaking a language other than English asks to be helped. The 

consultant should: 

 

A. Insist on English-only communication to ensure complete shop documentation accuracy in records 

B. Use translation gestures and limited vocabulary to manage the conversation alone 

C. Tell the customer to bring a family translator for any future shop visits 

D. Use available shop resources — bilingual staff, translation apps, written materials 

 

23. A vehicle's wheel bearing is operating correctly when: 
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A. The bearing has been replaced at every brake service for safety reasons 

B. The bearing produces a slight humming noise during low-speed maneuvers 

C. The bearing spins freely with no roughness, noise, or excessive lateral play 

D. The bearing has been packed with grease during every oil change interval 

 

24. The engine air filter's primary function is to: 

 

A. Trap dust and airborne contaminants before they enter the engine intake 

B. Cool incoming air for improved combustion efficiency in the combustion chamber 

C. Increase intake air velocity to boost engine power across the operating range 

D. Filter exhaust gases before they exit through the tailpipe to atmosphere 

 

25. A customer demands a full refund for work performed two weeks ago, claiming the original problem 

has returned. The consultant should: 

 

A. Issue the refund immediately to prevent the situation from escalating in public 

B. Refuse the refund on the grounds that the work was completed and signed off 

C. Inspect the vehicle to determine whether the issue is the same and proceed 

D. Refer the customer directly to the shop owner for any refund-related discussion 

 

26. A timing chain on its way to failure typically presents with which symptom? 

 

A. A pronounced burning smell from beneath the hood during long highway drives 

B. A loss of power steering assist at low engine speeds during parking maneuvers 

C. An immediate stop of engine operation with no warning indicators preceding it 

D. A rattle from the front of the engine on startup, with potential timing codes 

 

27. The phrase that best conveys empathy when a customer is frustrated is: 
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A. "Calm down, sir — there's no need to be upset about this situation today" 

B. "It happens to everyone — try not to take it personally and we'll work it out" 

C. "I understand this is frustrating — let me see what we can do to address this" 

D. "I'd be upset too if I were in your shoes — what would you like me to do now" 

 

28. When a remanufactured part with a core charge is installed, the shop should: 

 

A. Bill only the parts cost to the customer and absorb the core fee internally 

B. Track the failed core for return to the supplier to recover the core deposit 

C. Discard the failed part in the dumpster once the remanufactured part is installed 

D. Offer the failed part to other customers for any potential parts they may need 

 

29. Which statement correctly distinguishes the alternator from the starter motor? 

 

A. The alternator cranks the engine; the starter charges the battery while driving 

B. The alternator and the starter perform the same function at different speeds 

C. The alternator is found only on hybrid vehicles; the starter is on gas vehicles 

D. The starter cranks the engine to start it; the alternator charges the battery 

 

30. When writing a text message update to a customer, the consultant should: 

 

A. Use abbreviations and informal language to mirror typical text messaging norms 

B. Use clear, professional language while keeping the message appropriately concise 

C. Send a separate text for each piece of information to avoid overwhelming reading 

D. Wait until the customer texts first before any updates are sent from the shop 

 

31. The throttle position sensor (TPS) reports to the engine control module: 
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A. The angular position of the throttle plate, used to calculate engine load 

B. The pressure inside the throttle body intake manifold during engine operation 

C. The temperature of incoming air at the throttle body during engine operation 

D. The voltage output of the alternator measured at the throttle body harness 

 

32. A customer firmly believes the diagnosis is wrong and the technician misdiagnosed the problem. The 

consultant should: 

 

A. Side with the customer to maintain the relationship and absorb the loss 

B. Side with the technician to maintain shop morale and customer accountability 

C. Refuse to discuss the diagnosis further and direct the customer to the manager 

D. Listen, gather facts from both the customer and the technician, and verify openly 

 

33. A customer returns within the parts-and-labor warranty period reporting the same problem the shop 

just repaired. The shop's first step should be: 

 

A. Inform the customer that comeback diagnostic time will be billed at full rate 

B. Inspect the vehicle without charge to determine whether the issue is warranty-related 

C. Schedule the inspection at the customer's convenience over the next two weeks 

D. Direct the customer to the parts supplier to file the warranty claim themselves 

 

34. The mass airflow (MAF) sensor measures: 

 

A. The pressure of air entering the engine through the intake manifold passage 

B. The mass of air entering the engine, used by the ECM for fuel quantity calculation 

C. The temperature of the air-fuel mixture inside the combustion chamber on combustion 

D. The volume of exhaust gas exiting the engine through the exhaust manifold to pipe 
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35. A handwritten thank-you note sent to a customer after a significant repair achieves what primary 

purpose? 

 

A. It strengthens the personal relationship beyond the transactional service visit 

B. It satisfies a federal customer-communication requirement for service shops 

C. It substitutes for the standard follow-up phone call required for major repairs 

D. It documents the visit for the customer's own personal records on the vehicle 

 

36. A customer asks why there is a diagnostic charge when "you just told me what was wrong." The 

consultant should: 

 

A. Explain the time, training, and equipment required to determine the cause accurately 

B. Waive the charge to demonstrate the shop's commitment to customer satisfaction 

C. Tell the customer the charge is standard policy and cannot be further explained 

D. Refer the customer to the shop manager for any further discussion of the charge 

 

37. The engine thermostat is closed during a cold engine startup and opens at operating temperature to: 

 

A. Reduce engine pressure during the engine's initial warm-up cycle 

B. Allow coolant to circulate between the engine and the radiator for heat removal 

C. Prevent any coolant from reaching the engine until full warm-up is complete 

D. Mix the air-fuel charge with the engine coolant for combustion efficiency 

 

38. At delivery, a customer mentions a new concern unrelated to the work performed. The consultant 

should: 

 

A. Note the concern, offer to schedule diagnostic time, and provide a quote if requested 

B. Direct the technician to address the new concern immediately at no charge 

C. Tell the customer the new concern is unrelated and the shop cannot help today 
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D. Have the customer leave the vehicle until the new concern has been diagnosed 

 

39. At the end of the consultant's shift, work in progress that will continue the next day should be handed 

off via: 

 

A. A verbal summary spoken to the next consultant arriving for the next shift 

B. The customer's repair order, which contains all status notes for any consultant 

C. A documented handoff including status, customer expectations, and pending actions 

D. The technician on the job, who knows the status better than the consultant does 

 

40. A vehicle equipped with hydraulic power steering will typically use which fluid? 

 

A. Engine oil of the same viscosity grade specified for the engine's lubrication 

B. Brake fluid meeting DOT 3 or DOT 4 specifications, the same as the brake system 

C. Engine coolant routed through the steering circuit for combined cooling functions 

D. A dedicated power steering fluid or ATF, depending on manufacturer specification 

 

41. The most important element of closing a phone conversation with a customer is: 

 

A. Mentioning the shop's website and social media accounts before disconnecting 

B. Confirming the next step, who will act on it, and when the customer will hear back 

C. Apologizing one final time for any inconvenience the visit may have caused them 

D. Asking the customer to leave a positive online review about the conversation 

 

42. The term "powertrain" refers to the vehicle's: 

 

A. Battery, alternator, starter, and other electrical generation and starting components 

B. Suspension, steering, and braking systems that govern handling and vehicle control 

C. Engine, transmission, driveshaft, differential, and axles that produce and deliver power 
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D. Body panels, frame, and structural members that form the vehicle's outer construction 

 

43. At delivery, walking the customer through the completed work and the receipt achieves what primary 

purpose? 

 

A. It confirms the customer understands what was done and reinforces the value delivered 

B. It satisfies a federal automotive consumer protection requirement for service shops 

C. It establishes the shop's terms and conditions for any future warranty claims 

D. It allows the customer to negotiate any specific line items they may disagree with 

 

44. Records of employee participation in continuing education and manufacturer training should be: 

 

A. Discarded annually to reduce administrative storage burden on the shop's records 

B. Posted publicly in the customer waiting area for transparency with customers 

C. Stored only in the individual employee's personal possession outside the shop 

D. Maintained by the shop, since they support both compliance and customer confidence 

 

45. A wideband oxygen sensor (air-fuel ratio sensor) differs from a conventional oxygen sensor by: 

 

A. Being located only downstream of the catalytic converter on modern vehicles 

B. Generating its own voltage signal without any external power supply needed 

C. Operating only during open-loop engine operation at cold startup conditions 

D. Reporting a continuous air-fuel ratio rather than a switching rich-lean signal 

 

46. When apologizing to a customer for an inconvenience the shop did not cause (such as a parts supplier 

shipping delay), the consultant should: 

 

A. Refuse to apologize so the customer correctly identifies the responsible party 

B. Apologize and explicitly blame the supplier so the customer knows the source 
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C. Express regret for the inconvenience and explain the cause without assigning blame 

D. Promise compensation for the inconvenience to ensure the customer remains satisfied 

 

47. A consultant who recommends every possible service on every visit, regardless of the customer's stated 

budget or vehicle condition, is most accurately described as: 

 

A. Demonstrating thorough professional service and protecting the customer's safety at all times 

B. Following the shop's standard recommendation protocol consistently across every customer visit 

C. Maximizing the customer's safety by ensuring no service item is ever missed 

D. Damaging long-term trust and likely producing reduced overall customer retention 

 

48. In the event of a fuel spill in the shop, the consultant's first action should be to: 

 

A. Continue regular service operations to avoid alarming nearby waiting customers 

B. Clean up the spill personally with shop towels and dispose of them in the trash 

C. Take photos of the spill for documentation of the event before any cleanup begins 

D. Stop ignition sources nearby, alert personnel, and follow the shop's spill response 

 

49. A long-time customer asks why the shop now recommends an additional service that was never 

recommended before. The consultant should: 

 

A. Apologize for the previous recommendations and waive the new service charge 

B. Explain that the previous recommendations were incomplete and update the records 

C. Explain the manufacturer's guidance change or the new finding driving the recommendation 

D. Acknowledge that recommendations vary by consultant and offer the customer's choice 

 

50. A shop's procedure for vehicles dropped off after business hours typically includes: 

 

A. Holding the keys at the consultant's home until the next business morning shift 
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B. Returning the vehicle to the customer's driveway with a note on the windshield 

C. Allowing technicians to begin work immediately based on the customer's after-hours note 

D. A secured key drop, written intake form, and confirmation contact the following morning 

 

Practice Exam 4 — Answer Explanations 

1. D — Mobile phone capture at intake enables real-time updates during the visit — authorization requests, 

status changes, completion notice — through the channel customers monitor most reliably. Date of birth, 

employer, and future-vehicle preference are not relevant to service delivery and may raise privacy 

concerns. The mobile number is the single most operationally valuable data point on the intake form for 

service execution. 

2. B — Manufacturers commonly publish tire rotation intervals in the 5,000 to 7,500 mile range to promote 

even tread wear across all four positions, with the specific interval driven by drive configuration and tire 

type. Tying rotation to every oil change is convenient for some shops but not the manufacturer's 

specification. Waiting for visible uneven wear is too late — the wear pattern is already established at that 

point. 

3. A — Insurance-pay collision repairs require a written claim authorization from the customer's insurance 

adjuster establishing what is approved, what coverage limits apply, and what claim number the work is 

billed against. Performing work without the authorization commonly results in denied claims that the shop 

must absorb. A signed liability waiver, second estimate, or advance customer payment is not the standard 

insurance-claim prerequisite. 

4. B — Industry guidance for returning customer voicemails during business hours is approximately one 

to two hours, balancing responsiveness with the consultant's ability to gather useful status information 

before calling back. Waiting until the next business day signals indifference; "next available uninterrupted 

time" is too vague and commonly results in late returns. The one-to-two-hour window is the shop-

customer-service standard. 

5. B — Same-day walk-in requests should be assessed against actual technician capacity before any 

commitment is made — the concern's complexity, the available bay and technician time, and the impact 

on already-scheduled work all factor in. Reflexive refusal or reflexive acceptance both fail; capacity-aware 

judgment serves the shop and the customer. Sending the customer to a competitor is a last resort, not a 

first response. 

6. A — A drum brake uses a wheel cylinder containing hydraulic pistons that, when pressurized by the 

master cylinder, push the brake shoes outward against the inside surface of the rotating drum. Calipers 

and pads are disc-brake components; vacuum and magnetic actuation are not used in passenger-vehicle 

brake systems. The wheel cylinder is the actuation component that distinguishes drum-brake hydraulics 

from disc-brake hydraulics. 
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7. A — A public response to a negative online review that acknowledges the concern professionally and 

offers to discuss it offline demonstrates accountability to all readers and protects customer privacy by 

moving specifics out of public view. Demanding removal, posting public defenses, or ignoring the review 

all damage the shop's online reputation. Other prospective customers read the response as much as they 

read the original complaint. 

8. C — Crossed arms, slow nodding, and the absence of questions are common non-verbal signals of 

hesitation or unspoken concern — the customer is processing reservations rather than agreeing. 

Recognizing these cues and gently inviting the customer to voice concerns surfaces objections that would 

otherwise become lost authorizations or post-service dissatisfaction. The consultant who reads only verbal 

cues misses much of what the customer is communicating. 

9. B — ABS uses wheel-speed sensor data at each wheel to detect impending lockup and rapidly cycles 

brake pressure at the affected wheel — releasing and re-applying many times per second — to maintain 

rolling traction while braking. Uniform pressure increases, mechanical disconnection, or parking-brake 

intervention are not how ABS functions. The system preserves the driver's ability to steer during 

emergency braking, which is the safety benefit. 

10. A — Vague symptom descriptions require structured follow-up questions — when does it happen, 

where do you feel or hear it, what conditions trigger it, what makes it stop — to convert the customer's 

general impression into actionable diagnostic information. Verbal imitations are unreliable; long road tests 

waste technician time; documenting "noise" without elaboration sends the technician on a blind search. 

Targeted questions are the consultant's primary diagnostic-intake tool. 

11. C — The exhaust manifold's primary function is mechanical — collecting the exhaust pulses from 

each cylinder and channeling them into a single exhaust pipe leading to the rest of the exhaust system. 

Emissions treatment is performed by the catalytic converter; noise reduction by the muffler; cooling is 

incidental rather than primary. Each component in the exhaust system has a discrete role, and the 

manifold's role is collection. 

12. B — A multi-point inspection finding worth communicating must be communicated, with severity 

context and a quoted price the customer can evaluate against their own budget and timing. Performing 

unauthorized work, recommending the customer leave to verify elsewhere, or suppressing the finding all 

fail the customer. Transparent presentation lets the customer make an informed decision — whether to 

authorize now, defer, or seek a second opinion. 

13. A — Parts identification requires the vehicle's year, make, model, engine, and often the specific VIN-

driven configuration to ensure the correct fitment — incorrect parts orders waste time and money for the 

shop and delay the customer. Brand preference, shipping forecast, and supplier choice are secondary to 

fitment accuracy. The consultant's verification at order placement prevents the common shop frustration 

of arriving wrong parts. 

14. C — A strut is a structural suspension component that combines the damping function of a shock 

absorber with the load-bearing function of an upper suspension link, often supporting the coil spring as 

well. The combined function reduces parts count and packaging on the front (and sometimes rear) of most 
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modern passenger vehicles. Coil-over dampers, leaf springs, and sway bars have different specific 

functions. 

15. B — A turbocharger uses exhaust gas energy to spin a turbine wheel, which is connected by a common 

shaft to a compressor wheel on the intake side; the compressor pressurizes intake air to increase engine 

power output. Belt-drive, electric-drive, and vacuum-drive are not turbocharger architectures 

(superchargers are belt-driven). Recognizing the exhaust-driven nature of the turbocharger explains its lag 

characteristic at low engine speeds. 

16. A — A genuine, specific expression of thanks — referencing something unique to the visit or the 

customer's history — registers as authentic recognition rather than canned closing language. Identical 

scripted thanks for every customer feels mechanical; silent transactions miss the relational moment 

entirely; a printed card has no place in real-time visit closure. The brief personalized thank-you reinforces 

customer retention at the moment it matters most. 

17. C — Rack and pinion steering uses a pinion gear on the lower steering column that engages a 

horizontal toothed rack; rotating the steering wheel moves the rack laterally, which moves the tie rods and 

steers the front wheels. The compactness, light weight, and direct feel of rack and pinion have made it 

standard on nearly all modern passenger vehicles. Recirculating ball remains common on heavy-duty 

trucks but not on passenger cars. 

18. D — Scan tool manufacturers release periodic software updates to add coverage for newer vehicle 

model years, integrate new diagnostic protocols, and refresh the tool's database of trouble codes and 

known good values. A scan tool that is not kept current loses coverage on newer vehicles, eroding the 

shop's diagnostic capability. The updates have no relationship to labor times, shop temperature, or state 

licensing. 

19. C — Proactive contact when an estimate slips — explaining the cause and providing a revised 

completion time — preserves trust by giving the customer the information they need to plan their day. 

Waiting for the customer to call signals indifference; documenting silently without contact creates an 

unpleasant surprise at pickup; retroactive framing of the original time as "tentative" reads as evasion. 

Proactive transparency is the standard. 

20. A — Industry guidance for answering a service-department phone is within three rings, paired with a 

consistent greeting that identifies the shop, the consultant, and an offer of assistance. Longer ring counts 

signal an understaffed or inattentive department; deferring to voicemail by default loses calls. The three-

ring standard is one of the most measurable service-quality indicators for a shop. 

21. B — Drive-by-wire systems replace the mechanical throttle cable with a pedal position sensor that 

sends an electrical signal to the engine control module, which in turn commands an electric actuator on 

the throttle body to open the throttle plate. The architecture enables features such as stability-control 

intervention and adaptive cruise control. Vacuum, hydraulic, and magnetic alternatives are not used on 

production drive-by-wire vehicles. 

22. D — Effective service for a customer more comfortable in another language uses the shop's available 

resources — bilingual staff when present, translation applications, and pre-translated written materials — 
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to ensure accurate communication of concerns, authorizations, and recommendations. English-only 

insistence, gesture-only management, and requiring family translators all fail to serve the customer 

professionally. Communication accuracy is essential when authorizations and safety matters are involved. 

23. C — A healthy wheel bearing spins freely on its rolling elements with no detectable roughness, no 

audible noise during rotation, and no lateral play when tested by rocking the wheel at the 12 and 6 o'clock 

positions. Roughness, humming under load, or play are all indicators of bearing degradation that warrants 

replacement. Replacement at every brake service is unnecessary; greasing at oil changes is inappropriate 

for sealed modern bearings. 

24. A — The engine air filter traps dust, pollen, debris, and other airborne contaminants from intake air 

before it reaches the throttle body and combustion chambers, protecting the engine from accelerated wear 

and the mass airflow sensor from contamination. The filter does not cool, accelerate, or filter exhaust. 

Replacement at the manufacturer's interval (or earlier in dusty environments) preserves engine longevity 

and combustion efficiency. 

25. C — A refund demand based on a recurring symptom warrants a vehicle inspection first — to 

determine whether the original repair has failed, whether a different problem now presents with similar 

symptoms, or whether the work was never the cause. Reflexive refunds, reflexive refusals, and immediate 

escalation to the owner all skip the fact-finding step that determines the appropriate response. The 

inspection-first discipline protects both customer and shop. 

26. D — A stretched or loose timing chain typically produces a rattle from the front of the engine at 

startup, when the chain has not yet been fully tensioned by oil pressure, and may set timing-correlation 

diagnostic codes as the relationship between camshaft and crankshaft drifts. Burning smell, power-

steering loss, and instantaneous engine stop are unrelated symptoms. Recognizing the startup rattle is one 

of the most valuable early-detection signs for timing chain service. 

27. C — "I understand this is frustrating — let me see what we can do to address this" acknowledges the 

customer's emotion, validates the experience, and immediately pivots to action. "Calm down" is 

dismissive; "it happens to everyone" minimizes; "what would you like me to do" passes responsibility 

back to the upset customer. The acknowledge-and-pivot pattern is the de-escalation language consultants 

are trained to use. 

28. B — Cores on remanufactured parts have a recoverable deposit value, and the shop must track the 

failed part from removal to return-to-supplier to recover that deposit on behalf of the customer (or the 

shop, depending on how the core was billed). Discarding the core forfeits the deposit and may violate the 

supplier agreement. Tracking discipline at the dispatch and parts-counter level prevents recurring revenue 

leaks. 

29. D — The starter motor is an electric motor that mechanically engages the engine's flywheel or flexplate 

to crank the engine for startup; the alternator is a generator that produces electrical current to charge the 

battery and power the vehicle's electrical loads while the engine runs. The two components have different 

functions, different operating cycles, and different failure modes. Distinguishing them is foundational 

electrical-system knowledge. 
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30. B — Customer-facing text messages should be clear, professional, and concise — providing the 

information the customer needs without abbreviations or chat-style informality that may read as careless 

from a service business. The text should be readable in one screen, with the key information front-loaded. 

Multiple separate texts, informal language, and reactive-only messaging all fail the channel's basic 

professional standard. 

31. A — The throttle position sensor produces a voltage signal proportional to the angular position of the 

throttle plate, which the engine control module uses (together with other sensor data) to calculate engine 

load and adjust fuel delivery and ignition timing accordingly. Intake pressure is measured by the MAP 

sensor, intake air temperature by the IAT sensor, and alternator output is independent of the throttle body. 

The TPS is one of the foundational inputs to engine management. 

32. D — A customer-versus-technician disagreement requires the consultant to listen openly to the 

customer's specific concerns, gather the technician's diagnostic basis, and verify the finding — sometimes 

by inviting the customer to observe the technician's verification or by performing a fresh diagnostic. 

Taking sides without facts damages either the relationship or the team; deflecting to the manager skips the 

consultant's role. Calm investigation is the appropriate response. 

33. B — A genuine comeback within the warranty period warrants inspection without charge to determine 

whether the issue is warranty-covered, a different problem, or a related issue that surfaced after the original 

repair. Billing diagnostic time on a comeback, deferring the inspection, or directing the customer to the 

parts supplier all violate the comeback service standard. The discipline reinforces the shop's accountability 

for its work. 

34. B — The mass airflow sensor measures the actual mass of air entering the engine per unit time, which 

the engine control module uses to calculate the precise quantity of fuel required to maintain the target air-

fuel ratio. Intake pressure is the MAP sensor's role; combustion temperature is not directly measured; 

exhaust volume is unrelated. Mass-flow measurement supports more accurate fueling than volumetric 

estimation alone. 

35. A — A handwritten thank-you note for a significant repair — first-time customer, major job, complex 

problem solved — strengthens the personal relationship and signals genuine appreciation in a way that a 

transactional invoice cannot. The note has no regulatory requirement, does not replace operational follow-

up, and is not the customer's record-keeping document. Personal-touch communication is a high-retention 

practice that costs little to execute. 

36. A — The diagnostic charge funds the technician's time, training, and specialized equipment required 

to determine the root cause of a problem — work that is professional service, not just an observation. 

Waiving the charge sets a precedent that diagnostic time has no value; flat refusal to explain frustrates the 

customer; deferring to a manager skips the consultant's role. A clear value-based explanation is the 

professional response. 

37. B — The thermostat remains closed during engine warm-up to keep coolant in the engine block and 

accelerate the rise to operating temperature, then opens at the rated temperature to allow coolant to 

circulate to the radiator for heat removal. The thermostat does not reduce pressure, prevent all coolant 
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flow at startup, or mix coolant with the air-fuel charge. Proper thermostat function is essential to both 

warm-up performance and operating-temperature stability. 

38. A — A new concern raised at delivery should be noted accurately, offered a diagnostic appointment 

with a time and quote estimate if requested, and respected as a separate service event from the visit being 

completed. Performing unauthorized work, refusing the concern outright, or extending the current visit 

indefinitely all fail the customer. The acknowledge-document-quote pattern preserves both the current 

visit and the future opportunity. 

39. C — End-of-shift handoffs require documented status, customer expectations, and pending actions in 

a form the next consultant can read and act on — verbal summaries get lost, the repair order alone often 

lacks workflow context, and the technician's knowledge is not the consultant's knowledge of the customer 

relationship. Written handoff discipline is what allows continuous customer service across shift 

boundaries. Without it, customers experience inconsistent treatment. 

40. D — Hydraulic power steering systems use either a dedicated power steering fluid or an automatic 

transmission fluid (ATF), depending on what the vehicle manufacturer specifies — substitution between 

the two can damage seals and degrade pump operation. Engine oil and brake fluid are never appropriate; 

engine coolant is not used in power steering circuits. The owner's manual or under-hood placard specifies 

the required fluid. 

41. B — A phone call closes effectively when the consultant confirms the next step, identifies who will 

take the next action, and tells the customer when to expect follow-up — leaving no ambiguity about what 

happens after the call ends. Marketing mentions, repeat apologies, and review requests at close all feel 

transactional and miss the operational purpose of the closing moment. Clarity of next step is the closing's 

primary deliverable. 

42. C — The powertrain comprises the components that produce engine power and deliver it to the drive 

wheels — the engine, transmission, driveshaft (on rear-wheel and four-wheel drive vehicles), differential, 

and axles. Electrical components, suspension/steering/braking, and body/frame structures are separate 

systems. The powertrain is the focus of powertrain-specific warranties, which are a frequent customer-

conversation topic for service consultants. 

43. A — Walking the customer through the completed work at delivery — pointing to what was done, 

explaining what was found, showing parts where relevant — confirms understanding and reinforces the 

value the customer is paying for. The walk-through has no federal regulatory basis; warranty terms are 

documented separately; the moment is not a negotiation. The walk-through is the consultant's key value-

delivery moment of the visit. 

44. D — Training and continuing-education records support compliance verification, manufacturer dealer-

network requirements, and customer-confidence demonstrations when needed (such as for hybrid/EV or 

ADAS work). The shop maintains these records as part of professional documentation. Discarding them, 

posting them in waiting areas, or leaving them with the employee personally all fail the records-

management standard. 
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45. D — A wideband (air-fuel ratio) oxygen sensor reports a continuous voltage or current value 

proportional to the actual air-fuel ratio, allowing the engine control module to make finer fuel-trim 

adjustments than a conventional narrowband sensor's binary rich-lean switching signal permits. Wideband 

sensors are typically located upstream of the catalytic converter and require external power for the sensor 

heater. They have become standard on modern vehicles for both performance and emissions reasons. 

46. C — When the inconvenience is not the shop's fault, the appropriate response expresses regret for the 

customer's situation and explains the cause without throwing the supplier (or other party) under the bus, 

which can read as deflection and lacks professionalism. Refusing to apologize, blaming explicitly, or 

promising unwarranted compensation all damage the relationship. Empathetic acknowledgment plus 

factual context is the right balance. 

47. D — Recommending every possible service on every visit — without regard to vehicle condition, 

customer budget, or relevance — erodes the customer's trust in the consultant's judgment and signals that 

recommendations are pitches rather than professional advice. Reduced retention follows. The discipline 

is to recommend what the diagnostic findings and inspection actually support, calibrated to the customer's 

stated priorities. 

48. D — A fuel spill is a fire hazard, and the first action is to stop nearby ignition sources (open flames, 

sparking tools, smoking, hot work), alert personnel in the area, and follow the shop's written spill response 

procedure — which typically includes containment, absorbent materials, and disposal protocols. 

Continuing operations, casual cleanup, or photo documentation first all expose people to fire risk. Safety 

response precedes documentation. 

49. C — A new recommendation for a long-time customer typically reflects a manufacturer's published 

interval change, a finding from this visit's inspection, or a vehicle-age or condition factor that has crossed 

a threshold. Explaining the specific driver of the recommendation reassures the customer that the 

recommendation is grounded in something concrete. Apology, retroactive blame on prior 

recommendations, or framing as consultant-preference all undermine the recommendation's credibility. 

50. D — After-hours dropoff procedures combine a secured key drop (locked box on the building exterior), 

a written intake form the customer completes describing the concern and authorization limits, and a 

confirmation contact the following morning to verify and clarify before work begins. Holding keys 

personally, returning unattended vehicles, or proceeding without explicit authorization all violate basic 

shop-control standards. The procedure protects the vehicle, the shop, and the customer. 

 


