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Why Choose UCC?
Because We Think Like Agents.

         

    Dealer Participation Program

                Custom Product Design

               Efficient Claims Process

                   Competitive Products

                      Marketing Materials

                               Reporting Tools              

                                       Prospecting
               
                                              Training
         

United Car Care
The Service Contract
Provider started by Agents

www.unitedcarcare.com         1-800-571-6412

Who has been your greatest mentor and why?
I’m fortunate to have had many amazing mentors in my life, but two 
really stand out: The first is my father, Philip Timperley. He taught 
me to always work incredibly hard and yet make sure to balance 
your career with your family life. He also taught me to treat ev-
erybody with respect and be prepared to dive in and do any job 
within whatever organization you work for. If you expect your em-
ployees to do something, you should be prepared to do that same 
thing too. Still to this day, he is the most incredible businessperson 
I have ever been around. The second is the founder and President 
of ADG, Joel Kansanback. He trained me in as an F&I manager 13 
years ago and has taught me so much about the agency side of our 
industry. Joel has taught me to always do business the right way, 
even if it means saying “No” to certain dealerships. He gave me an 
opportunity to get out of the retail side of the auto industry and into 
the agency side, and for that opportunity, I will forever be grateful.

What advice would you give young people entering the industry? 
The automotive industry is a vibrant and very exciting industry to 
enter into. It can be extremely challenging and rewarding at the 

same time. The best ad-
vice I can give is to work 
harder than anyone else 
around you, never give up 
and concede early on that 
you will never know it all. 

What do you like to do in 
your time off?
I love spending time with 
my amazing family. I have 
an angel of a wife, Angie, 
to whom I have been 
married for 15 years. 
We have two incredible 
daughters, Bronwyn, 13, 
and Teagan, 10. Both girls are very serious about volleyball and, 
from August to June , we literally spend every weekend watching 
them play in tournaments all around the country. We love every 
minute of it!

Mark Timperley 
Regional Training Director 
Automotive Development Group

What drew you to the automotive industry?
The first word I ever spoke was “car.” My interest in the automotive 
industry goes back so far that it feels innate, though my father’s career 
surely played a key role along the way. When I was very young, my 
dad had left the retail side of the business and was managing F&I for 
Mid-Atlantic Toyota Distributors. I was thrilled whenever Dad arrived 
home driving a new demo I could play in, or days I could join him for a 
sales meeting or Saturday visit to a dealership. I paid close attention to 
the business as I grew up. I learned a lot and became excited to enter 
the industry and gain my own professional experiences.

Where do you see the industry going and how do you believe 
your generation will drive any changes?
Even speaking as a software provider, I’m excited to watch our in-
dustry find a healthy balance between innovative, new technologies 
and personal interactions. My generation has grown up with tech-
nology, social media and information at our disposal. We observe 
social interactions constantly and differently than generations be-
fore us and have a keen perception of what is genuine and hon-
est versus what’s disingenuous or fake. We love the convenience 
technology creates but recognize and appreciate skilled, capable, 
trained professionals who educate and assist us in making impor-
tant decisions. I think my generation will strike that balance and 
enhance the experience for today’s automotive consumer. 

What advice would you give to young people entering the industry?
Apply the same degree of professionalism every day that you 

would expect from any 
professionally degreed in-
dividual or trusted adviser. 
Our focus needs to be 
on changing the negative 
perception of our industry 
that still exists for so 
many — and enhancing 
customers’ experiences 
with us is where that 
begins. Listen and learn 
more than you speak, 
seek advice from experts 
and make it your primary 
goal to help others solve 
their problems.

If you are part of a family 
business, what are the 
key elements of making it 
successful?
Phenomenal people, tight 
processes and a team approach. Everyone has a voice and a valued 
role in steering our company’s direction. We work very hard for our 
partners and clients but value flexibility and balance between work 
and personal life. Ultimately, the goal is to build the company that we 
ourselves would want to work for.

Garrett Thorpe
Vice President
The Impact Group


