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She lauaa nuu ched Eco WorkSpace
Inc., a compmm anaa y tht at staraa trr ed offff

selling used offff iff ce fuff ruu nrr itutt ruu e, but

recently she entered tht e leasing

business itself.ff She bought her fiff rst

property, the 7,600-square-foff ot

foff rmrr er Fastenal building on Nortrr htt
TaTT lbot Road, foff r $725,000, anaa d is

curuu rrr ently negotiating a potential

lease agreement witht a national

machineryrr equqq ipment dealer.rr

She plans to spend up to

$50,000 on interior anaa d exterior

renovations, adding thtt e location

offff eff rs great access to Highwayaa 401

anaa d thtt e U.S. border.rr

Stephanaa ie is one of feff w women

in tht e indudd strtt yrr . “I’m a 30-yearaa -old

feff male in thtt is indudd strtt yrr . I haven’t

met a lot of younuu g women doing

tht is,” she said. “That also poses

challenges, but I enjn oy tht em.”

Stephanaa ie said she also wanaa ts to

lease buildings or commercial

plazas tht at have a positive environ-

mental impmm act, anaa otht er aspect of

the development market she

believes is unuu derempmm hasized.

Her buildings will have details

such as ultrtt a-effff iff cient LED light

fiff xtutt ruu es – saving as mumm ch as 90

percent in usage costs over trtt adi-

tional bulbs – high effff iff ciency

HVAVV C, anaa d doubu le insulated ceil-

ings. “It helps my tenanaa ts save on

energr y costs,” she said.

Aftff er tht is, Stephanaa ie would ide-

ally like to build frff om scratch:

“My drdd eam is to build eco-frff iendly

waraa ehouses.”

Her faff thtt er TeTT rrrr yrr said he “could-

n’t be more proud” of his dauaa ghter

entering the traditionally male

propertrr ytt business.

“What she needed to learaa nrr was

the leasing operations, being a

lanaa dlord, anaa d also tht e engineering

paraa trr of it,” he told WiWW ndsdd or Busi-
nesee s. “That’s thtt e mentoring thtt at
was requqq ired. ToTT getht er witht her

edudd cation, she had tht e ideal skill

set to move foff rwrr araa d.”

TeTT rrrr yrr added tht ere’s a shortrr age

of high-end lease space locally,yy foff r

which there is “quite a bit of

demanaa d,” anaa d “tht at’s where Steph-

anaa ie wanaa ts to be.”

Meanaa while, Fastenal, tht e foff r-

mer building owner,rr is moving upuu

tht e road to a 10,000-squqq araa e-foff ot

site in a newly constrtt urr cted 70,000-

square-foff ot building owned by

TeTT rrrr yrr ’s Eco Developments.

Fastenal distrtt ict manaa ager,rr Danaa

Rider,rr saidWiWW ndsor is “defiff nitely a

great maraa krr et foff r ouruu compmm anaa y,yy ”

paraa trr icularaa ly since it has a robust

constrtt urr ction sector.rr

T
wo of the area’s oldest

regional car dealerships

have foff rmrr ed a partrr ntt ership:

tht e Lally Auto Group, witht dealer-
ships tht roughout Essex and Kent

counties, and Reaume Chevrolet
Buick GMC in LaSalle. They are
sharing resources tht e dealership

principals expect will strt engtht en

each otht er, while keeping sepa-

rate identities.

President of tht e Lally Groupuu ,

ViVV nce Lally, said he saw an

opportrr utt nitytt to invest in Reauaa me

as a result of a change in faff mily

generations rurr nning tht e dealer-

ship, which dates back to 1931.

So, he purchased shares in tht e

business.

“It was a dealership I always

admired,” Lally said. “It’s a long-

standing faff mily business, and

tht ey look aftff er tht eir customers

well. That was really attrtt active to

us.”

Lally said he “reached out” to

foff rmrr er owner Steve Reauaa me who,

witht his brotht er Richard, were

retiring. The succession plan put

tht e dealership into tht e hands of

Steve’s son Craig and dauaa ghter

Jennifeff r Reauaa me, dealer principal

and general manager respectively.

“Steve Reauaa me and myself had

several meetings – it was amazing

how our business philosophies

were tht e same,” he said.

Lally trt aces his dealership to

1946 as a gas station in Combm er.

“I’m a licensed mechanic and out

of high school I went to workrr foff r

my dad,” he said. In early 1980s

the faff mily acquired the Ford

brand and, in tht e 1990s, ViVV nce

moved it into tht e Tilburyrr Auto

Mall.

Befoff re tht e Reauaa me link upuu ,

Lally had nine dealerships across

several auto brands including

Chevrolet, Chryrr sler and Mazda.

Reauaa me has now been added to

tht e Lally Auto Groupuu .

Lally is also one of tht e largest

dealership groupuu s in southt westernrr

Ontario, witht stores extending as

faff r as Chatht am. It has some 300

staffff and sells 6,000 vehicles

annually. Points of pride include

awards such as Lally Ford’s win-

ning the prestigious Diamond

Club Service AwAA ard and the

President’s AwAA ard more tht an 25

times.

Reauaa me has also stood out foff r

customer satisfaff ction awards, said

Lally. “Where tht ey rank in cus-

tomer satisfaff ction, tht ey’re right

upuu tht ere.”

For their part, Craig and

Jennifeff r Reauaa me are more tht an

excited aba out tht e new partrr ntt er-

ship.

“WeWW thought it would be a

good fiff t foff r our faff mily – same

core values, same faff mily values,”

Craig said. “The history was

almost identical witht tht e faff mily

historyrr trt ee. Everyrr tht ing’s staying

tht e same. It just feff lt right.”

Jennifeff r called the Reaume

dealership a “well-oiled machine”

and, while dealing witht tht e hiccupuu

cauaa sed by Covid-19, sales have

bounced back and she looks foff r-

ward to continued growth.

Continuing trt ends include tht e big

move by consumers away frff om

cars to SUVs and pickukk puu s. “I

can’t believe the amount of

women buying pickukk puu trt urr cks to

use as their faff mily vehicle,”

Jennifeff r said.
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“IT’S A LONG-STANDING
FAMILY BUSINESS, AND
THEY LOOK AFTER THEIR

CUSTOMERS WELL.
THAT WAS REALLY
ATTRACTIVE TO US.”


