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High School Drop out Creates Canada’s Largest Mobile Oil Change Franchise

This is the story of how Jonathan Sparrow, Founder, Owner and CEO of Go Oil Canada created a
company that would become Canada’s largest mobile oil change franchise.
Go Oil Canada got started at North Forge’s Ramp Up Weekend in June 2017. The weekend team
included 10 people, three people came out of the Ramp Up Weekend as owners and Jon bought them
both out. After 55 hours of time invested into Ramp Up Weekend, Jon had the foundations of a new
business, which was to change the way people see the oil change business, which has not changed
much in decades. The concept was simple, provide mobile oil change services anywhere at anytime.
The next milestone was to obtain the first service van and shortly after that, Jon applied to the Red
River College ACE Project Space. ACE Project Space gave Jon four co-op students, which helped him
to build an on demand, online booking system.
Next, Jon started working with his mentors, Kelly and Cathy from Tan FX on developing a franchise
system. Then in April 2018, Jon met Danielle Grzybowski from TDS. Jon said, “Over the summer of
2018, Danielle and TDS helped me to incorporate and worked on my franchise agreements.” Jon says,
“I recall telling Danielle, we want to grow and become your biggest client”. Over the next 6 months,
Jon and his legal team finalized Go Oil Canada’s disclosure agreements.
Go Oil Canada’s ideal client are those who need to save time. Jon says, “Your vehicle is sitting while
you’re at home, it’s sitting while you are at work, or at play. Our service is easy and quick through our
online booking system and our services are available at anytime.” Jon adds, “We work around our
customer’s busy schedules, so we go 24-7.” It is important to note that Go Oil Canada only offers
services to customers where the services are warranty approved with the car manufacturer.
Go Oil Canada is growing and expanding rapidly. In the past 6 months, they have sold 12 franchises
across Canada and 279 people have applied to buy franchises. The company of 13 employees, most
of which are developers, is currently operating in Manitoba (with their head office in Winnipeg), Ontario,
Saskatchewan, Alberta and British Columbia. Next, they have their sights on Atlantic Canada.
The company, which Jon describes as ‘a tech company’, is now on track to have over 25 franchises
before the fall of 2019 and they are now Canada’s largest mobile oil change franchise company.
When asked about what the future brings, Jon says, “In late 2019 we are looking at the US. We now
have supply chain relationships across Canada. In the years to come we will be looking to scale
internationally, beyond Canada and the U.S.”
While it is critical to be forward looking, it is also important to look back. When Jon is asked, “What
advice would you give to 16 year old Jon Sparrow?” Jon replies “Well I dropped out of high school at
age 16 to start my own company. I have been an entrepreneur for over 7 years and I am now on
company number five. With that in mind, I would offer my 16-year-old self the following four pieces of
advice:
1. It is okay to fail, but fail fast;
2. High quality at a competitive price is better than being the cheapest price;
3. Get good advice and use it; and
4. It’s okay to ask for help.”
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Jon ends with commenting on what he loves the most about building and running Go Oil Canada, which
is working with the team. Jon says, “The team is more than just the Go Oil Canada employees, it is a
whole community. It is our law firm TDS, our accountants, North Forge and others. Everyone on the
team is pulling together to move the business forward to achieve our goals.”

DISCLAIMER
This article is presented for informational purposes only. The content does not constitute legal advice or
solicitation and does not create a solicitor client relationship. The views expressed are solely the authors’
and should not be attributed to any other party, including Thompson Dorfman Sweatman LLP (TDS), its
affiliate companies or its clients. The authors make no guarantees regarding the accuracy or adequacy
of the information contained herein or linked to via this article. The authors are not able to provide free
legal advice. If you are seeking advice on specific matters, please contact Keith LaBossiere, CEO &
Managing Partner at kdl@tdslaw.com, or 204.934.2587. Please be aware that any unsolicited information
sent to the author(s) cannot be considered to be solicitor-client privileged.
While care is taken to ensure the accuracy for the purposes stated, before relying upon these articles,
you should seek and be guided by legal advice based on your specific circumstances. We would be
pleased to provide you with our assistance on any of the issues raised in these articles.
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