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on the strengths and weaknesses of each 
employee. This approach appears to give our 
technicians more confidence. By allowing 
the dealership to focus on quality versus 
quantity gives Schmelz a distinct difference, 
and that’s why I think we’ve been so  
successful.”
From the technician side, this approach 
seems to be working.   
Jose Giron was the first UTI hire for Schmelz 
in early 2002. He reached his seven-year  
anniversary last month and says the reason 

he’s been happy 
there for so many 
years is how he’s 
been treated. 
“The biggest factor 
in a job is how you’re 
treated and it’s such 
a big family and team 
here at Schmelz. Our 
Service Manger al-
ways wants to be in-
volved in fixing the 
problem cars and he 
works with all the 
technicians rather 
than against them. 
We’re also one of the 
biggest volume deal-
ers in the country and 
there’s always lots of 

work. I know that I’ve found a good place to 
call home.” 

Speaking of home, Jose now lives over five 
hours from where he grew up. And he ad-
justed to being in a new city quite well.  
“I made friends, got married and made a life 

Schmelz Countryside Volkswagen in St. 
Paul, Minnesota, has had a lot of luck hiring 
graduates from UTI’s Volkswagen Academy 
Technician Recruitment Program (VATRP). 
As a third generation family-owned dealer-
ship, they began hiring from VATRP in 2002 
seeking graduates with the right technical 
skills to fit into their family culture. Since 
the partnership with UTI began, they have 
hired 13 technicians from the program –  
averaging nearly two a year – and their re-
tention of these technicians is exceptional 
as well.

Chris Wilke is the  
Service Manager who 
has hired many of 
these technicians af-
ter graduation and has 
played a big role in 
why they have 
stayed. 

“We’ve never actually 
had a retention issue 
here,” he comment-
ed. “I hear other deal-
erships have that 
problem, but we have 
been very fortunate.  
I think one of the rea-
sons for our success 
is the way our shop is 
structured. Obviously, 
we want all of our technicians to advance to 
the Journeyman level because those tech-
nicians are the most respected and well 
paid, but we don’t put a specific timeframe 
on their advancement. With no set timeline, 
we operate with more flexibility and focus 

here. Sure, it takes time to adjust, but you’re 
never alone and my dealership really  
supported me.” 

Lance Seibert graduated from the Volkswa-
gen Academy in May 2007, and is one of the 
technicians who has been making an impact 
at Schmelz since he was hired there two 
years ago.  

“Seeing the other UTI and Volkswagen 
Academy graduates move up in the  
organization is a big part of keeping me 
here,” said Lance. “Plus, the atmosphere 
here is to work hard and have fun too. We 
socialize outside of the shop and there’s a lot 
to do in the Twin Cities area.”

By the sound of it, these technicians are in 
for the long haul at Schmelz and that’s good 
news considering the number of Volkswa-
gen dealerships and the number of vehicles 
on the road far exceeds other popular  
European brands. It’s also good news for 
Chris who sees first hand the contributions  
Academy graduates make at the dealership.

“Beyond great technical service and great 
customer service, these technicians have an 
impact on all areas of the dealership,” said 
Chris. “They have the right quality and  
education skills to fix things right the first 
time. That helps keep our dealership in  
the top 25% of CSI scores nationally.  
Plus, the industry is changing so much that 
the knowledge these young technicians have 
rival technicians with more years of  
experience.” 
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"Graduates have the right 
quality and education skills 
to fix things right the first 
time. That helps keep our 
dealership in the top 25% of 
CSI scores nationally. Plus, 
the industry is changing so 
much that the knowledge 
these young technicians 
have rival technicians with 
more years of experience.”
		  	 Chris Wilke 

Service Manager 
Schmelz Countryside Volkswagen


