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PRACTICE EXAM 5: 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, 3, and 4. 

 

 

1. A customer asks a technical question to which the consultant does not know the answer. The 

professional response is to: 

 

A. Provide a confident best guess to maintain credibility with the customer 

B. Acknowledge the gap, find the answer from the technician, and follow up 

C. Tell the customer that the question is outside the scope of customer service 

D. Refer the customer to the manufacturer's website to research the answer 

 

2. Brief, professional small talk during the write-up serves what primary communication purpose? 

 

A. It builds rapport that supports the customer's trust throughout the visit 

B. It fills time so the consultant can avoid difficult service questions 

C. It satisfies a manufacturer's customer-engagement requirement for shops 

D. It allows the consultant to identify any high-value sales opportunities 

 

3. The positive crankcase ventilation (PCV) valve on a gasoline engine functions to: 

 

A. Increase intake manifold vacuum during periods of high engine load conditions 

B. Filter incoming air before it reaches the throttle body intake passageway 
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C. Route crankcase blow-by gases to the intake for combustion rather than venting 

D. Pressurize the crankcase to prevent oil seal leakage during normal engine operation 

 

4. A customer repeatedly declines a safety-related recommendation (such as brake service when pads are 

below specification) over multiple visits. The consultant should: 

 

A. Refuse further service until the customer accepts the recommendation in writing 

B. Document each declined recommendation and inform the customer of the safety risk 

C. Stop recommending the service because the customer has clearly chosen to decline 

D. Charge a higher labor rate to incentivize the customer to authorize the service 

 

5. Modern iridium or platinum spark plugs are typically published with a replacement interval of: 

 

A. Every 15,000 miles, the standard interval for older copper-electrode plugs 

B. Every 30,000 miles, regardless of plug material or engine specification 

C. Every 60,000 to 100,000 miles, depending on the manufacturer and plug specification 

D. Every 250,000 miles, since modern plugs are designed for engine lifetime use 

 

6. A fleet customer's vehicle has been in the shop for three days awaiting parts. The consultant should: 

 

A. Wait for the parts to arrive before making any contact with the fleet manager 

B. Contact the fleet manager only if the delay exceeds five business days total 

C. Send a single email to the fleet's general inbox describing the parts delay status 

D. Maintain regular contact with the fleet's authorized representative on the delay 

 

7. A customer arrives with a written diagnosis from another shop and asks this shop to perform the repair. 

The consultant should: 

 

A. Refuse to perform the repair because the diagnosis came from another shop 
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B. Verify the diagnosis through the shop's own inspection before authorizing work 

C. Perform the repair exactly as described in the other shop's written diagnosis 

D. Tell the customer to return to the original shop for the repair work to be done 

 

8. A disc brake caliper functions to: 

 

A. Provide an electrical signal of wheel speed to the ABS control module 

B. Cool the brake rotor by directing airflow between brake applications 

C. Filter brake dust before it can contaminate the wheel bearing seal 

D. Press the brake pads against the brake rotor using hydraulic pressure 

 

9. A shop that requires consultants to use word-for-word scripts for every customer interaction will most 

likely experience: 

 

A. Reduced customer engagement because the language feels rehearsed and impersonal 

B. Improved customer engagement because every customer receives consistent treatment 

C. No measurable change in customer satisfaction over the shop's standard delivery 

D. Higher customer authorization rates due to the polished and consistent delivery 

 

10. A new customer mentions a negative experience at another shop. The consultant should: 

 

A. Listen, acknowledge the experience, and explain how this shop operates differently 

B. Reassure the customer by criticizing the other shop's likely practices in detail 

C. Avoid the topic entirely and focus on the current visit's service needs 

D. Ask the customer to provide the other shop's name for industry-watch awareness 

 

11. On most modern fuel-injected vehicles, the electric fuel pump is located: 

 

A. In the engine compartment, mounted on the firewall near the fuel injector rail 
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B. Beneath the vehicle's frame between the gas tank and the engine intake area 

C. Inside the engine, mounted on the camshaft as a mechanical drive component 

D. Inside the fuel tank, submerged in fuel to support cooling and quiet operation 

 

12. A consultant who consistently sells extended service plans regardless of vehicle suitability is best 

described as: 

 

A. Maximizing the shop's revenue per customer visit, the goal of any business 

B. Damaging customer trust by recommending plans that do not match actual needs 

C. Following the manufacturer's standard plan-promotion guidance for franchise shops 

D. Demonstrating thorough customer-service attention to long-term ownership planning 

 

13. A repair sublet to another facility (such as a machine shop for cylinder head work) typically: 

 

A. Is performed without the customer's knowledge to avoid complicating the repair 

B. Is billed at half the labor rate since the work is performed by an outside shop 

C. Should be disclosed to the customer with the sublet facility and additional time noted 

D. Requires the customer to transport the part to the sublet shop personally for service 

 

14. In an engine oil designation such as 5W-30, the "W" represents: 

 

A. The oil's weight in grams per liter at the rated operating temperature 

B. The oil's viscosity rating at cold temperatures (winter operating conditions) 

C. The number of years of service life the oil maintains under normal operation 

D. The manufacturer's specification code identifying the oil's intended engine type 

 

15. A customer is in front of the consultant at the counter and the phone rings. The consultant should: 

 

A. Answer the phone immediately so the caller does not reach voicemail today 
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B. Excuse themselves briefly to acknowledge the caller and offer to call back 

C. Let the call go to voicemail without comment and continue with the customer 

D. Ignore the ringing phone since the in-person customer takes complete priority 

 

16. Worn control arm bushings on a passenger vehicle typically present as: 

 

A. A persistent loss of engine power during acceleration at highway speeds 

B. A grinding noise from the differential under load and during sharp turns 

C. A loss of air conditioning cooling capacity during the hot summer months 

D. Clunking noises over bumps and changes in alignment angles over time 

 

17. The consultant should involve the shop manager in a customer interaction when: 

 

A. The situation exceeds the consultant's authority or the customer specifically requests it 

B. The customer has been a difficult customer in any prior visit to the shop 

C. The customer asks any question that the consultant has not been asked before 

D. The customer requests a specific service that is on the shop's standard menu 

 

18. The load index number printed on a tire sidewall indicates: 

 

A. The maximum speed the tire is rated to sustain at full load operation 

B. The recommended inflation pressure during summer driving in hot weather 

C. The expected tread life of the tire under normal passenger vehicle use 

D. The maximum load weight the tire is rated to carry at full pressure 

 

19. A customer objects to a recommended service by saying "I don't have time for that today." The 

consultant should: 

 

A. Insist that the service must be done today to prevent further damage 
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B. Acknowledge the time constraint and offer to schedule the service for a future visit 

C. Reduce the price by ten percent to encourage the customer to make time today 

D. Tell the customer that the shop will be unable to perform the service if deferred 

 

20. The fuel filter on a fuel-injected vehicle functions to: 

 

A. Cool the fuel before it enters the high-pressure injection rail 

B. Pressurize the fuel before it reaches the injection components 

C. Remove particulate contaminants from the fuel before it reaches injection 

D. Adjust the fuel-air mixture ratio in response to engine load demand 

 

21. The vacuum brake booster on most passenger vehicles uses what source of vacuum? 

 

A. The vehicle's air conditioning compressor during normal AC system operation 

B. A dedicated electric vacuum pump installed solely for the brake booster system 

C. The fuel evaporative emission system, which produces continuous vacuum 

D. The engine's intake manifold, which produces vacuum during normal engine operation 

 

22. Many jurisdictions require shops to provide customers with a written estimate before work begins, 

primarily to: 

 

A. Comply with manufacturer-imposed pricing controls on independent service shops 

B. Establish the technician's compensation structure for the work to be performed 

C. Document the shop's liability waiver in case of accidental damage during service 

D. Protect the consumer by disclosing the expected cost of repair before authorization 

 

23. A customer requests permission to watch the technician perform the repair from inside the shop. The 

consultant should: 

A. Allow the customer to stand in the shop bay during the entire repair process 
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B. Refuse the request because it violates federal automotive customer-safety regulations 

C. Explain the shop's safety policy on customers in the work area and offer alternatives 

D. Charge the customer an additional fee for the inconvenience of being observed 

 

24. A brief pause in conversation after the consultant explains a recommendation should be interpreted 

as: 

 

A. The customer's refusal to authorize the recommendation as presented today 

B. A signal that the consultant should immediately offer a price discount 

C. The customer thinking through the recommendation, requiring patience to respond 

D. The customer's disinterest in the recommendation and need for a different topic 

 

25. The most important reason to confirm a customer's text-message authorization with a follow-up phone 

call is: 

 

A. Text messages are not legally admissible in any state for service authorizations 

B. Phone confirmation creates clearer mutual understanding of the scope and cost involved 

C. Phone confirmation is required by the federal automotive consumer protection statute 

D. Text messages are not accessible to the technicians who will perform the work 

 

26. A vehicle's battery is fully discharged after sitting parked for one week. The most likely cause is: 

 

A. A failing alternator that cannot maintain the battery's state of charge while driving 

B. A worn serpentine belt slipping under load on the alternator pulley assembly 

C. A defective starter motor that draws excessive current during engine startup 

D. A parasitic draw from a circuit that remains active while the vehicle is off 

 

27. A customer email asking detailed questions about an upcoming repair is best responded to by: 

A. Phone call alone, since voice communication is always more effective than email 
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B. Email reply addressing each question, with phone follow-up offered for further discussion 

C. In-person meeting only, scheduled when the customer next visits the shop in person 

D. A brief text message acknowledging the email and stating that a call will follow soon 

 

28. Wheel lug nuts on a passenger vehicle should be tightened to the manufacturer's specified torque value 

primarily to: 

 

A. Reduce the time required to change tires during roadside emergency situations 

B. Allow the wheels to be rotated easily without requiring specialized shop tools 

C. Prevent both under-torque (loose wheel) and over-torque (damage to studs or rotors) 

D. Match the appearance specification published by the wheel's original manufacturer 

 

29. A customer asks about the difference between the bumper-to-bumper warranty and the powertrain 

warranty. The consultant should: 

 

A. Refer the customer directly to the manufacturer's dealership for warranty discussions 

B. Explain that bumper-to-bumper covers most components, while powertrain covers major drivetrain 

parts 

C. Tell the customer the difference is irrelevant since the shop performs all warranty work 

D. Provide a printed copy of the warranty document and ask the customer to read it themselves 

 

30. A customer requests an additional printed copy of the invoice at delivery. The consultant should: 

 

A. Provide the additional copy without question, as customers may need it for records 

B. Refuse the request and direct the customer to make a copy themselves at home 

C. Charge a small fee for the additional printing to discourage repeated requests 

D. Ask the customer to explain the specific reason before printing the second copy 

 

31. The exhaust gas recirculation (EGR) valve functions to: 
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A. Route a metered amount of exhaust gas back into the intake to reduce NOx emissions 

B. Block exhaust gas flow during cold engine starts to allow faster catalyst light-off 

C. Cool exhaust gases before they reach the catalytic converter for better function 

D. Recirculate exhaust gases into the fuel tank for combustion in the cylinders 

 

32. After explaining a recommendation, the consultant's best next step is to: 

 

A. Wait silently for the customer to either authorize or decline the recommendation 

B. Ask a clear question such as "Would you like me to get this scheduled for today?" 

C. Begin the work and contact the customer for authorization once the technician starts 

D. Refer the customer to the shop manager for a final decision on the recommendation 

 

33. The proper procedure for checking engine oil level on a vehicle equipped with a traditional dipstick is 

to: 

 

A. Park on level ground, wait minutes after shutdown, then withdraw and read the dipstick 

B. Check the level immediately after engine startup to see the level under system pressure 

C. Read the dipstick while the engine is running at idle to observe normal operating level 

D. Add oil first, then check the dipstick to confirm the level after the addition was made 

 

34. A mechanic's lien on a customer's vehicle for unpaid service is typically governed by: 

 

A. Federal law administered uniformly by the Department of Transportation across states 

B. The vehicle's manufacturer warranty terms, which override any state-level provisions 

C. The customer's insurance policy, which determines whether liens may be filed 

D. State law, which sets the procedures, notice requirements, and timelines for liens 

 

35. A diagnostic technique called "smoke testing" is most commonly used to locate: 
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A. Leaks in the intake, EVAP, or vacuum systems hard to find by other means 

B. Leaks in the engine oil system where pressure-tested seals are leaking minimally 

C. Wear in the rotating components of the engine that produce abnormal noise 

D. Failures in the electronic systems that cannot be diagnosed by scan tool alone 

 

36. A customer requests their vehicle by a specific deadline (e.g., a 3 PM business meeting). The 

consultant should: 

 

A. Verify shop capacity, confirm the timeline if achievable, and call out any uncertainty 

B. Promise the timeline and have the technician work overtime to meet the deadline today 

C. Refuse the timeline because no specific deadline can be guaranteed in a service shop 

D. Suggest the customer reschedule the meeting to accommodate the shop's workflow today 

 

37. A run-flat tire differs from a conventional tire by: 

 

A. Being made of harder rubber compound that resists punctures more effectively 

B. Containing a self-sealing gel inside the tire that automatically seals punctures 

C. Being inflated with nitrogen instead of standard atmospheric air for extended life 

D. Having reinforced sidewalls that support the vehicle weight after pressure loss 

 

38. The primary distinction between all-season and summer (performance) tires is: 

 

A. All-season tires are smaller in diameter than summer tires at comparable load rating 

B. Summer tires last longer than all-season tires under all weather operating conditions 

C. All-season tires use a tread compound and pattern designed to perform in cold and wet 

D. Summer tires can be used in winter conditions without any safety concern at all 

 

39. The customer's stated description of a vehicle concern should be documented on the repair order: 
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A. In paraphrased form using the consultant's preferred technical terminology 

B. As a summary describing the technician's likely diagnostic direction 

C. In the customer's own words, capturing the symptom as the customer described it 

D. With any subjective language removed to leave only objective observations 

 

40. The "what" of a service recommendation should be communicated: 

 

A. Together with the "why" — connecting the recommended service to the customer's situation 

B. Without the "why" so the customer doesn't feel that the consultant is being preachy 

C. After the customer has authorized the work to avoid distracting from the decision 

D. By the technician directly to the customer to ensure technical accuracy in language 

 

41. The parts warranty and the labor warranty on a typical repair: 

 

A. Are always identical in duration and coverage scope across the auto-repair industry 

B. Apply only to the original purchaser and cannot be transferred to a buyer 

C. Cover all parts and labor for the vehicle's entire ownership period 

D. May have different durations and terms, with parts often covered by the manufacturer 

 

42. A shop providing a courtesy vehicle to a customer during a multi-day repair should: 

 

A. Allow the customer to drive the vehicle without any documentation required at all 

B. Provide the vehicle on the condition that no fuel is added during the loan period 

C. Bill the customer the standard rental rate for the duration of the loan period 

D. Document the loan with a signed agreement and verify license and insurance 

 

43. A shop's policy on customer authorization signature should require: 
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A. Verbal authorization documented by the consultant in the customer's file 

B. Written authorization — signature, text confirmation, or recorded verbal — for work scope 

C. Family member authorization when the registered owner is unavailable for signature 

D. No formal authorization for repairs estimated under five hundred dollars total 

 

44. The master cylinder in a hydraulic brake system functions to: 

 

A. Convert mechanical force from the brake pedal into hydraulic pressure for the circuits 

B. Store reserve brake fluid in case the brake hydraulic system develops a slow leak 

C. Filter brake fluid as it circulates between the reservoir and the wheel cylinders 

D. Adjust brake pedal travel automatically as the brake pad friction material wears 

 

45. A universal joint (U-joint) in a vehicle's driveline is designed to: 

 

A. Lubricate the rear differential during operation under heavy towing loads 

B. Connect the transmission to the engine block at the bell housing assembly 

C. Transmit rotational power through an angle, accommodating driveshaft alignment changes 

D. Provide a sealing surface for the transmission output shaft seal during operation 

 

46. A consultant presenting multi-point inspection findings to a customer increases authorization rates by: 

 

A. Reading the entire inspection list to the customer item by item without prioritizing 

B. Focusing only on the items that exceed a high dollar-value price threshold today 

C. Showing the customer the actual condition — photos, the part, or the vehicle on the lift 

D. Sending the inspection report by email and waiting for the customer to call back later 

 

47. A shop's appointment scheduling system functions best when: 
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A. Every appointment is scheduled with a one-hour buffer to absorb any unexpected delays 

B. Appointments are scheduled to match actual technician hour capacity for the workday 

C. Appointments are accepted with no time limit since technicians can adjust workflow 

D. All appointments are scheduled in the morning to leave the afternoon for walk-ins 

 

48. Greeting an existing customer by name as they arrive achieves what primary purpose? 

 

A. It signals recognition and reinforces the relationship the customer has with the shop 

B. It satisfies a federal customer-service requirement for repeat business handling 

C. It allows the consultant to verify the customer's identity before any service decisions 

D. It establishes the shop's claim to customer loyalty for any future legal disputes 

 

49. A shop performing work on a vehicle equipped with airbags should: 

 

A. Follow the manufacturer's published service procedures for safe airbag system handling 

B. Disconnect the vehicle's battery as a precaution regardless of the type of repair 

C. Refer all work involving the airbag system to a dealership facility for safety reasons 

D. Have the customer sign a separate liability waiver specifically for any airbag-related work 

 

50. When a sublet repair is billed to the customer, the appropriate practice is to: 

 

A. Pass the sublet shop's exact charge to the customer without any markup or fee 

B. Discount the sublet charge by ten percent for the customer's inconvenience 

C. Charge the sublet cost plus a reasonable handling and management fee disclosed 

D. Absorb the entire sublet cost into the shop's overhead without billing the customer 
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Practice Exam 5 — Answer Explanations 

1. B — A consultant who acknowledges the limits of their immediate knowledge, finds the correct answer 

from the technician or another source, and follows up with the customer demonstrates honesty and 

competence. Confident guessing risks giving the customer wrong information that may lead to bad 

decisions or eroded trust when discovered. The acknowledge-find-followup pattern preserves credibility 

better than appearing to know everything. 

2. A — Brief, professional small talk during the write-up builds rapport — the human connection that 

supports trust, smooths difficult conversations later in the visit, and increases the customer's openness to 

recommendations. It is neither filler nor a manipulation tactic. The discipline is to keep it brief, relevant, 

and respectful of the customer's time, returning quickly to the service business at hand. 

3. C — The PCV valve routes combustion blow-by gases (mostly hydrocarbons and water vapor) from 

the engine crankcase into the intake manifold for re-combustion, preventing crankcase pressure buildup, 

reducing oil contamination, and lowering hydrocarbon emissions that would otherwise vent to 

atmosphere. PCV is a closed-system replacement for the open road-draft tubes of older vehicles. A failed 

PCV valve can cause oil leaks, oil consumption, and rough idle. 

4. B — Repeated decline of a safety-related recommendation requires documentation at each visit — the 

recommendation made, the customer's decision to decline, and explicit communication of the safety risk 

— so the customer's choice is informed and the shop has a record of having warned the customer. Refusing 

further service, abandoning the recommendation, or punishing the decline with higher rates are not 

appropriate responses. The discipline is honest, documented persistence. 

5. C — Modern iridium and platinum spark plugs are published with replacement intervals typically 

between 60,000 and 100,000 miles, with the exact number set by the manufacturer based on the specific 

plug, engine, and operating conditions. The 15,000-mile interval reflects older copper-electrode plug life; 

250,000 miles overstates plug longevity. Recognizing the modern interval range allows accurate 

maintenance-recommendation conversations. 

6. D — A fleet customer's authorized representative requires regular contact during multi-day delays — 

status updates on the parts ETA, any change in completion estimates, and any decisions that need 

authorization. Waiting silently, deferring contact to a threshold, or routing communication through a 

general inbox all fail the fleet relationship that depends on transparency. Fleet accounts have higher 

communication-frequency expectations than individual retail customers. 

7. B — A diagnosis from another shop is information, not authorization — and verifying through the 

current shop's own inspection ensures the diagnosis is correct, that the proposed repair will resolve the 

customer's actual problem, and that the current shop is willing to stand behind the repair. Performing the 

repair on someone else's diagnosis exposes the current shop to liability for an incorrect diagnosis. The 

verification step protects both shop and customer. 

8. D — The disc brake caliper houses one or more pistons that, when pressurized by brake fluid from the 

master cylinder, press the brake pads inward against the rotating brake rotor to create friction and slow 

the wheel. Wheel-speed sensing, rotor cooling, and dust filtering are not caliper functions. Recognizing 
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the caliper's role as the actuation component distinguishes disc-brake hydraulics from drum-brake 

hydraulics, which use wheel cylinders. 

9. A — Word-for-word scripting strips the consultant's voice and natural responsiveness from customer 

interactions, producing the rehearsed, impersonal feel customers report as disengagement. Scripted 

language is also rigid in handling unexpected questions or emotional content. The discipline is to teach 

principles, key phrases, and outcomes — not verbatim scripts — so that consultants speak professionally 

in their own voice. 

10. A — A new customer's negative experience at another shop is an emotional data point the consultant 

should acknowledge briefly, then redirect toward how this shop's practices differ — transparency, 

communication, documentation, warranty terms. Criticizing the other shop in detail is unprofessional; 

avoiding the topic misses the customer's signal; collecting other-shop names serves no useful purpose. 

Acknowledge-and-pivot is the appropriate pattern. 

11. D — Modern fuel-injected vehicles place the electric fuel pump inside the fuel tank, submerged in 

fuel, which keeps the pump cool and quiet during operation and supports the high pressures required for 

fuel injection (40 to 80+ psi on most port-injected systems, much higher on direct-injected systems). 

Externally mounted, mechanical, or in-line fuel pumps are not the standard configuration on current 

vehicles. Replacement typically requires tank dropping or access through a service panel. 

12. B — Selling extended service plans without regard to vehicle suitability — for a vehicle near the end 

of its service life, for example, or for a customer who already has overlapping coverage — damages trust 

as the customer realizes the plan does not match their situation. Recommendations are most valuable when 

they fit the customer's actual context. Plan sales that match the customer's situation strengthen the 

relationship; plan sales that don't damage it. 

13. C — Sublet repairs — work performed by an outside facility such as a machine shop, alignment 

specialist, or transmission rebuilder — should be disclosed to the customer with the sublet shop identified 

and the additional time accounted for in the overall completion estimate. Hidden sublets damage trust if 

the customer discovers the work was outsourced; half-rate billing has no relationship to sublet practice. 

Transparency on sublets is the professional standard. 

14. B — The "W" in oil viscosity designations such as 5W-30 stands for "Winter" — the rating before the 

W is the oil's cold-temperature (low-temperature) viscosity performance, and the number after the W is 

the operating-temperature viscosity. Lower W numbers indicate better cold-flow performance. The 

convention is set by SAE J300 and is one of the most commonly misunderstood markings on the bottle. 

15. B — A ringing phone with a customer at the counter requires brief acknowledgment to the caller — 

picking up, identifying the shop, and offering to take the caller's number for a callback in a few minutes 

— without abandoning the in-person customer mid-conversation. Letting the call go without comment 

loses the call; answering fully ignores the in-person customer; complete ignoring loses both. The brief-

acknowledge pattern serves both. 

16. D — Worn control arm bushings produce clunking or thumping noises over bumps as the control arm 

shifts within the deteriorated bushing, and the bushing's compliance change can move alignment angles 
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(especially camber and caster) out of spec over time. Engine power loss, differential noise, and AC failure 

are unrelated to bushing wear. Recognizing the symptom set helps the consultant communicate accurately 

during the write-up. 

17. A — Manager involvement is appropriate when the situation exceeds the consultant's defined authority 

— refund amounts above a threshold, policy exceptions, repeat-comeback resolutions — or when the 

customer specifically requests escalation. Routine prior-difficulty, new questions, or standard service 

requests do not require manager involvement and can be handled by the consultant within normal 

authority. 

18. D — The load index is a numerical code that specifies the maximum load (in pounds or kilograms) 

the tire is rated to carry at its maximum cold inflation pressure. Speed rating is a separate alphabetical 

code (such as H, V, or Z); inflation pressure and tread life are not encoded by the load index. Matching 

the load index to the vehicle manufacturer's specification is essential to safe tire selection. 

19. B — A time-based objection is honored by acknowledging the customer's constraint and offering a 

future scheduled visit, allowing the customer to plan the service without pressure. Insistence on today's 

authorization, discounting to overcome the objection, or removing the future option all damage trust. 

Recognizing time as a legitimate constraint (separate from price) is part of professional objection handling. 

20. C — The fuel filter's function is to remove particulate contaminants — rust, sediment, debris, paint 

flakes from older tank linings — from the fuel before it reaches the injectors, which have tiny precision 

orifices that clog readily. The filter does not cool, pressurize, or adjust fuel mixture. Replacement at the 

manufacturer's interval prevents accumulated debris from restricting fuel flow and starving the engine. 

21. D — Most ICE passenger vehicles draw vacuum for the brake booster from the engine's intake 

manifold, which produces strong vacuum during normal engine operation. Electric vacuum pumps are 

increasingly common on stop-start and hybrid vehicles where engine-off operation makes manifold 

vacuum unreliable, but they are not the dominant source on conventional ICE platforms. The AC 

compressor and EVAP system are unrelated to brake vacuum supply. 

22. D — Written estimate requirements in most jurisdictions exist for consumer protection — to ensure 

the customer knows the expected cost of a repair before authorizing it and to prevent unauthorized charges 

from appearing on a final invoice. The requirement is not for manufacturer pricing control, technician 

compensation, or shop liability waiver. Compliance with the written-estimate rule is one of the most 

common shop-process audits in regulated states. 

23. C — Most shops have a safety policy that prohibits customers from entering work bays during repair 

operations due to lift loads, moving equipment, fluid hazards, and liability exposure. The professional 

response is to explain the policy and offer alternatives — observation through a window, periodic updates, 

digital inspection photos. Federal regulations on this point do not exist; charging fees for observation is 

inappropriate. 

24. C — A pause after a recommendation typically reflects the customer's thinking — weighing the 

recommendation against their budget, timing, and prior experience. Patience during the pause invites the 
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customer to ask questions or authorize on their own terms. Interpreting the silence as refusal, as a discount 

cue, or as disinterest leads to premature reactions that may pressure or alienate the customer. 

25. B — Phone confirmation following a text authorization creates clearer mutual understanding of the 

scope and cost — the customer hears the work described in conversational form, can ask immediate 

questions, and confirms verbally what they agreed to in text. The legal admissibility of text varies but is 

not the primary issue; the federal-statute claim is incorrect; technicians read text-confirmed work just as 

they would phone-confirmed work. Clarity of mutual understanding is the practical reason. 

26. D — A battery fully discharged after one week of parked rest indicates current is being drawn from 

the battery while the vehicle is off — a parasitic draw from a stuck relay, an active aftermarket accessory, 

a failing module, or an interior light circuit. Alternator and belt failures discharge during driving rather 

than during rest; starter draw is brief and only during cranking. Parasitic-draw diagnosis is a standard 

electrical-system follow-up. 

27. B — Detailed customer email questions warrant a detailed email reply addressing each question, with 

an offer of a phone follow-up for any topic that benefits from conversation. Customers who emailed 

signaled their preferred channel; phone-only or in-person-only responses ignore that signal. A text 

acknowledgment without substance delays the customer's actual need for information. 

28. C — Wheel lug torque to the manufacturer's specification balances two failure modes — under-torque 

allows the wheel to loosen and potentially separate from the vehicle, and over-torque damages the wheel 

studs, stretches threads, warps brake rotors, and can break studs entirely. A torque wrench is the only 

reliable tool for hitting spec; impact-gun-only tightening commonly over-torques. Spec adherence is a 

basic shop discipline. 

29. B — Bumper-to-bumper warranty (sometimes called "comprehensive") covers most components of 

the vehicle for a shorter mileage/time window; powertrain warranty covers specifically engine, 

transmission, and drivetrain components for a longer window. Knowing the distinction helps customers 

understand what is and is not covered when they ask about warranty repairs. The consultant should be 

able to explain the difference rather than deferring entirely. 

30. A — Additional invoice copies cost the shop almost nothing to provide and meet a legitimate customer 

need — tax records, insurance documentation, future reference, or simply preferring a paper backup. 

Refusing, charging, or interrogating the customer all damage the relationship over a trivial cost. Easy yes-

responses on small requests build the goodwill that supports harder conversations later. 

31. A — The EGR valve routes a metered portion of exhaust gas back into the intake to dilute the incoming 

air-fuel charge, which lowers peak combustion temperatures and reduces the formation of oxides of 

nitrogen (NOx) — temperature-dependent emissions formed in high-heat combustion conditions. EGR 

does not block exhaust, cool gases for the catalytic converter, or recirculate to the fuel tank. EGR system 

faults set their own diagnostic trouble codes. 

32. B — Closing a recommendation with a clear authorization question — "Would you like me to get this 

scheduled?" — invites a decision while making the next step explicit. Silent waiting can read as awkward 

or pressuring; unauthorized work starts is a regulatory violation; deferring to the manager is unnecessary 
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for routine recommendations. The discipline of asking for the authorization is a learned skill of 

professional service sales. 

33. A — The accurate dipstick procedure requires the vehicle on level ground (for accurate fluid 

distribution in the pan), engine off for several minutes (so oil drains back from the upper engine to the 

pan), then withdraw, wipe, reinsert fully, and withdraw again to read the level. Checking immediately 

after startup, while running, or after adding oil all produce incorrect readings. The procedure is a basic 

technician and consumer skill worth getting right. 

34. D — Mechanic's lien law is state law in the US, with each state setting its own procedures for posting 

notice, holding the vehicle, conducting any sale, and applying proceeds. The Department of Transportation 

does not administer mechanic's liens; manufacturer warranty terms and customer insurance policies do 

not override state lien law. Familiarity with the local state's lien procedure is part of the shop's collection 

toolkit. 

35. A — A smoke-testing tool injects a non-toxic vapor into a sealed system (intake, EVAP, vacuum, 

exhaust) under low pressure, and any leak shows as visible smoke escaping from the leak point — making 

it useful for hard-to-find small leaks that would not be detectable by listening, soap-test, or pressure-decay 

alone. The technique is not used for oil leaks (where dye is preferred), rotating-component wear, or 

electronic failures. Recognizing smoke testing helps the consultant explain diagnostic charges to 

customers. 

36. A — A specific customer deadline requires verifying current shop capacity, confirming the timeline 

if the technician and dispatch agree it's realistic, and calling out any uncertainty so the customer can plan 

accordingly. Promising without verification sets up missed commitments; refusing without considering 

the schedule loses the customer; suggesting the customer change their plans inverts the service 

relationship. Verification-first is the discipline. 

37. D — Run-flat tires use specially reinforced sidewalls (or in some designs, a supporting insert) that can 

carry the vehicle's weight even at zero pressure for a manufacturer-specified limited distance and speed 

— typically 50 miles at 50 mph. Harder compound, self-sealing gel, and nitrogen fill are different 

technologies that do not define run-flat construction. Customers should understand the limited-distance 

rule before relying on the run-flat capability. 

38. C — All-season tires use a tread compound that remains pliable at lower temperatures and a tread 

pattern with sipes that channel water and provide grip on light snow, allowing acceptable year-round 

performance in moderate climates. Summer tires use a harder compound optimized for warm-dry grip that 

becomes unsafe below approximately 45°F. Diameter and tread life are not the defining differences; 

summer tires should not be used in winter conditions. 

39. C — The customer's stated description belongs on the repair order in the customer's own words — 

capturing the symptom as the customer expressed it preserves the original signal for the technician and 

protects the shop in any later dispute about what was reported. Paraphrasing risks losing diagnostic 

content; summarizing the likely diagnosis prejudices the technician; stripping subjective language loses 

information about what the customer perceived. Verbatim capture is the discipline. 
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40. A — Recommendations are most credible and most likely to be authorized when the "what" (the 

service being recommended) is presented together with the "why" (the diagnostic finding, the 

manufacturer's interval, the safety implication) that justifies it. Without the why, the recommendation 

reads as a sales pitch; deferring the why or routing it through the technician misses the consultant's role. 

The combined what-and-why is the standard recommendation form. 

41. D — Parts warranty and labor warranty can have different durations and terms — the parts warranty 

is often set by the parts manufacturer and may extend longer than the labor warranty offered by the shop. 

Customers benefit from understanding the distinction when comparing repair options. Identical-coverage 

claims, original-purchaser limitations, and lifetime-of-vehicle promises are all incorrect generalizations. 

42. D — Courtesy vehicle provision should be documented with a signed loan agreement that captures 

the dates, condition, mileage, and customer authorization, and verifies a valid driver's license and current 

insurance coverage. Undocumented loans expose the shop to substantial liability if the vehicle is damaged, 

the customer is uninsured, or a third-party claim arises. Documentation discipline protects both shop and 

customer. 

43. B — Written authorization — whether a physical signature, a confirmed text-message authorization, 

or a recorded verbal authorization — establishes the customer's documented agreement to the scope and 

cost of the work being performed. Undocumented verbal authorization is the most common source of post-

repair disputes; family-member authorization on behalf of the owner is generally invalid; no-authorization 

thresholds are not appropriate for any dollar amount. Documented authorization is the universal standard. 

44. A — The master cylinder converts the mechanical force the driver applies to the brake pedal 

(multiplied by the brake booster) into hydraulic pressure that is then distributed through the brake lines to 

the wheel cylinders (drum) or calipers (disc) at each corner. The reservoir holds reserve fluid; it does not 

filter the fluid; pedal travel adjustment is not its function. The master cylinder is the heart of the hydraulic 

system, and its failure causes complete or partial brake loss. 

45. C — A universal joint allows rotational power to be transmitted through an angle — and to continue 

transmitting power as that angle changes during normal driveline operation, such as suspension travel that 

changes the angle between the transmission output and the rear axle. The joint does not lubricate the 

differential, connect the transmission to the engine, or seal the output shaft. U-joint failure causes vibration 

and ultimately driveshaft separation. 

46. C — Inspection findings authorize at substantially higher rates when the customer can see the actual 

condition rather than hearing only a verbal description — photos showing the worn part, the part itself 

laid on the counter, or the vehicle on the lift with the consultant pointing to the issue. Reading the list item 

by item without context, focusing only on high-price items, or sending email-and-wait all produce lower 

authorization rates. Visual evidence is the conversion lever. 

47. B — Effective appointment scheduling matches the booked work to the actual technician hour capacity 

available for the workday — the sum of available hours across all working technicians, less reasonable 

buffer for diagnostic surprises and walk-ins. Universal hour-buffer overhead wastes capacity; unlimited 

booking creates the cascade-delay problem; morning-only scheduling underutilizes afternoon hours. 

Capacity-aware booking is the operational discipline that sets up reliable completion times. 
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48. A — Greeting an existing customer by name signals recognition — that the customer is known to the 

shop, that the relationship is real, and that the customer is more than a transaction. Recognition is one of 

the most powerful drivers of customer retention. Federal customer-service requirements, identity 

verification by name alone, and loyalty-claim legal disputes are not the purposes of using a returning 

customer's name. 

49. A — Airbag systems involve stored pyrotechnic energy that can deploy unexpectedly if mishandled, 

and the manufacturer's published service procedures specify the precautions — disconnecting battery and 

waiting for capacitor discharge, avoiding direct impact to sensors and modules, using approved tools and 

torque values. Battery disconnect alone is not the universal precaution; dealership-only routing is not 

necessary for qualified independent shops; a customer waiver does not change the safety procedure. 

Following published procedures is the standard. 

50. C — Sublet billing typically combines the sublet shop's actual charge with a reasonable handling and 

management fee covering the shop's coordination, transportation if applicable, warranty pass-through 

administration, and supervision — disclosed to the customer on the invoice or estimate. Exact pass-

through pricing absorbs the shop's coordination cost; discounting penalizes the shop for sourcing the work 

appropriately; absorbing the sublet entirely is unsustainable. Markup with disclosure is the industry 

standard. 

 

 


