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Many vehicles are older. 
How their oil needs are different

Brakes have less copper now. 
What you need to know

Electric vehicle popularity is growing. More are coming to our roads.  
And shops will have plenty of maintenance opportunities

EV MaintenanceEV Maintenance



BRAKE PADS
FOR EVs

Or call us today at 1-877-677-2725 and we’ll 
find the right brake pad for your needs.

Only NRS-EV 
brake PADS are specifically 
engineered for EVs

Galvanized Brake Pads

Visit: nrsbrakes.com/ev

The EV market is exploding and aftermarket manufacturers – and even 

some OEMs – are pushing outdated brake pads that weren’t designed for EVs.  

Only NRS-EV brake pads are specifically engineered for EV / Hybrid vehicles.  

Make the right choice for your EV.
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MANY HANDS 
MAKE LIGHT WORK

SERVICE NOTES

About six weeks will have gone by between the passing of one of the most 
important people in the automotive aftermarket and this magazine reaching you.

The death of Bob Greenwood has been nothing short of a shock to the 
industry. And it hasn’t worn off. Everyone has been stunned by the news.  
To say he had universal respect among his peers would be an understatement. 

It’s worthwhile to point out that he wasn’t an automotive guy. He wasn’t a technician, 
a counterperson, a shop owner or a jobber. He didn’t sell aftermarket parts either. He 
was a guy who fell in love with this industry and saw an opportunity to help it improve, 
whether that was financially or in the eyes of the customer.

He lamented a term like “installer” — anything that made a technician’s job seem 
simplistic or less worthy. In reality, a successful technician has undeniable passion for 
the job, a unique set of skills and a high degree of responsibility. It’s a profession that 
should command great respect. Greenwood wanted everyone to realize that.

He demanded shop owners see themselves as businesspeople. You're running a 
company with staff. You need to dress appropriately. You can’t be focused on working 
in your business; you need to be working on your business.

Greenwood would share his frustrations with those who chose to not “get it” — those 
who didn’t want to move their business into the future, make necessary investments or 
understand that change was necessary. Because those who fell behind were holding the 
whole industry behind. He would constantly talk about finding the path forward.

Successful shop owners are ones who followed his advice. They’re looking at their 
shop, counting their bays, staff and dollars thanks to his invaluable advice and the 
steady, calming influence he provided.

But now, he’s gone. Yes, his messages have been written in countless magazines of 
CARS. Dozens of episodes of Greenwood’s Garage live on our website. His wise words 
are still there for you to take in. 

But when a shop owner is in a bind, who are they to call? This can be a flustering 
moment when a mentor is suddenly no longer there.

This is where the industry needs to come closer together. Share advice. Offer expertise 
to peers. Lean on one another. 

That’s likely what Greenwood would have wanted. He didn’t help build  
your business so that you could take out the other shop down the street.  
He wanted all shops to see success. That’s how the industry really grows.

As Greenwood always pointed out, things don’t stay the same. The 
aftermarket is under constant change. So while the germ of his ideas 
may still apply, its application may differ in the future.

There are plenty of challenges and changes afoot for our industry. 
This is a time where everyone will need each other’s help to navigate. 
There’s no sense in taking on such challenges alone. Remember the 
saying: Many hands make light work. 

Speaking of sayings, “Embrace the new aftermarket,” was one of 
his. And the new aftermarket just may mean helping each other out 
more than you used to. 

Adam Malik
Managing Editor, CARS

Let me know what you think.  
You can reach me at  

adam@turnkey.media

Bob Greenwood’s passing means the industry needs 
to work together more pick up where he left off
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LETTERS What’s on your mind?
We want to hear from you about anything you read in 

CARS magazine. Send your email to adam@turnkey.media

RE: B.C. IS BRINING BACK MANDATORY 
TRADES CERTIFICATION
With our trade being degraded, thrown into an 
untrustworthy relationship with customers, this has damaged 
our reputation and dedication to doing the job the proper 
way. We go/went to trade school to learn the proper methods 
of completing a specific task, invest countless dollars into 
tools and equipment, just to be shunned for Uncle Jim’s 
neighbor down the street with an 18-tooth ratchet, hammer 
and a pail of grease. What a joke! The government needs 
to seriously assess this trade and support it just the same. 
Restrict safety-related components to those who are trained 
to properly complete the task (and safely). Stop selling Uncle 
Jim’s neighbour brake pads and ball joints, which he’ll take 
payment with a case of beer (while he’s working), which in 
turn will keep our roadways much safer from the sad state 
they are in now. 
Dragan Tomic 
Licensed automotive technician, Damage Inc.

RE: TECH SHORTAGE CONTINUES  
TO WORSEN: NEW STUDY
The technicians picked this career: whether its due to 
their inability to get a degree, not being able to get a 
job due to a criminal record or they enjoy working on 
vehicles. There really is no other option, however based 
on your complaint, there must be another ridiculous 
option: People who want handouts.
Joshua John, Reader

Over 500,000 vehicle parts and products in inventory, all ready
for delivery: that’s over 500,000 good reasons to make us your
number one partner.  napacanada.com

“You need it, we’ve got it”.
That’s NAPA know-how

Over 500,000 vehicle parts and products in inventory, all ready
for delivery: that’s over 500,000 good reasons to make us your
number one partner.  napacanada.com

“You need it, we’ve got it”.
That’s NAPA know-how

Your attitude is the reason why their is a tech shortage. 
”Criminal record,” really? I was an aviation tech in the U.S. 
Army for 14 years, busted my [behind] to gain knowledge 
that none of you job-holding middle management would 
never have the intelligence to have. Skilled trades like us 
keep the lights on in this country. Maybe we should walk 
away for a couple of weeks, lets see how long you last.
Douglas Hamner, Reader



NEWS

PANDEMIC TAKES CHUNK OUT 
OF AFTERMARKET FINANCES

THE CANADIAN AUTOMOTIVE 
AFTERMARKET service and repair sector 
saw business drop by more than a quarter 
in 2021 in the wake of the COVID-19 
pandemic, says a new report.

But despite the reduction, the 
independent aftermarket saw some gains 
when compared to dealerships.

Aftermarket business fell 28 per cent from 
$9.2 billion last year down to $6.6 billion this 
year for vehicles between four and 12 years of 
age. The J.D. Power 2021 Canada Customer 
Service Index—Long-Term (CSI-LT) Study 
attributed this to shifting driving and vehicle 
ownership habits.

Drivers are putting fewer kilometres 
on their odometers nowadays and there’s 
also a shortage of service availability in 
some major markets, J.D. Power said in an 
announcement about its findings. 

Overall, there was a 20 per cent drop in 
total service occasions. But, aftermarket 
locations captured 54 per cent of those 
service occasions, compared with 46 per 
cent for new-vehicle dealers. 

In turn, the aftermarket increased 
its share of overall industry revenue 
in 2021 to 44 per cent, up four 
percentage points from 2020. That 
represents a swing of more than  
$200 million in relative revenue 
share, J.D. Power said.

Furthermore, these numbers  
were a reversal of a multi-year  
trend of new-vehicle dealerships 
steadily taking a greater share  
of revenue.

The average spend at non-
dealerships went from $241 in 2020 
to $226 in 2021. That’s a drop of 
6 per cent. J.D. Power’s study also 
found that dealers saw more than  
3.5 million fewer service visits this 
year compared to last. The average 
cost per service at those dealerships 
also fell to $332 from $375, a drop  
of 11 per cent.

In total, dealer revenues fell about 
$1.83 billion while non-dealer service 
facilities dropped $725 million overall.

Get this
complete Shop
Management

Software
• User friendly invoicing 

• Full accounting module  

•  Free updates & support

• Customer Retention Module (CRM) 

• Much, much more!

Call us for a  

FREE  
tryout at  

1-800-268-4044
www.vlcom.com

Boost
Your Shop 
Profits

VL Comm 19 Cars Eng Ad.indd   1 2019-10-01   2:18 PM



NEWS

Are you a general 
repair shop but not a 

transmission specialist?

VISIT

WE CAN BE 
YOUR 

TRANSMISSION 
EXPERTS

We specialize in 
transmissions for all 

makes & models:
Manual, Automatic, 

CVT’s, Hybrids,
Import & Domestic

You still get to be the 
expert at keeping your

customers happy 

FOUNTAIN TIRE 
LAUNCHES MOBILE 
SERVICE

FOUNTAIN TIRE will bring tire sales and 
installation to a customer’s doorstep

The new service is called TireMobile. It 
can provide onsite installation, seasonal 
tire changeovers and tire storage services 
at the customer’s home, workplace or 
other location convenient to them.

The service is being launched only in 
Lower Mainland, British Columbia for 
now. The company went ahead with 
the program in response to changing 
consumer desires for convenience and to 
take advantage of significant growth in 
e-commerce since the pandemic began.

In this new era of consumer demand 
and online transactions, it made sense 
for the company to adapt to the changing 
landscape, said Nason Higinbotham, 
director of Fountain Tire’s southern  
B.C. stores.

B.C. BUILDER GOING 
TO SEMA
COLE MARTEN of Penticton, B.C. and 
his 1991 Skyline R32 GTR will be heading 
to Las Vegas to take part in the Young 
Guns portion of the SEMA Battle of the 
Builders competition in November.

The aspiring Canadian vehicle builder 
will be taking part in the competition 
during the the SEMA Show from Nov. 
2-5 at the Las Vegas Convention Center. 
The Battle of the Builders competition 
is only open to builders with vehicles. 
It will feature three 2021 Young Guns 
regional winners.

Joined Marten will be Thomas 
Dickerson from Athens, Georgia, 
representing the Eastern region, with 

his 1967 Ford Shelby Mustang GT350 
and Dayton Jacobsen from Burnsville, 
Minnesota, representing the Midwest 
region, with his 2000 Chevrolet S10.

Three virtual regional qualifiers  
events were held for builders under 
the age of 27 as part of an initiative to 
support and encourage young builders 
to engage with the automotive industry. 
Builders from across North America 
competed for a Golden Ticket, which 
included a trip for two to the SEMA 
Show, an entry to the competition and 
transportation for their vehicle. 

CALM DOWN ON EV 
EXCITEMENT: EXPERT
ONE INDUSTRY EXPERT is lowering 
expectations around how hard new 
vehicle technology will impact the 
aftermarket, despite all the fanfare.

That’s because it will be some time 
before the aftermarket will need to 
about too many electric vehicle parts, 
said Brian Daugherty, chief technology 
officer at the Motor & Equipment 
Manufacturers Association. 

Replacing millions of internal 
combustion engine vehicles on roads 
with electric vehicles will take many 
years, he said during the recent  
Mobility Innovation Conference, 
hosted by the Automotive Aftermarket 
Suppliers Association.

On top of that, issues like lifestyle, 
shopper mentality, and battery anxiety 
will also be hurdles to overcome.

“So you’re going to see a very 
slow entry into the aftermarket from 
this technology. But it’s going to be 
continual,” Daugherty said. “So it’s going 
to start with stop-start in hybrids, and 
then move into more battery electrics."

Europe may be a different story, 
he observed. For example, they don’t 
generally trend towards sport utility 
vehicles like North American buyers do.

European consumers are also  
facing strong regulations as the fallout 
from ‘Dieselgate’ has forced a push 
towards electrification.



SHOPS GET HIGH MARKS  
IN CUSTOMER SATISFACTION

Are you aware that 
Mister Transmission has
a proven track record 
helping independent 
transmission shop owners 
transition into retirement?

Are the challenges of
business ownership 
wearing you down?

Have you thought about
selling your business?

Have you wondered 
what your business is 
worth?

ATTENTION:
INDEPENDENT

TRANSMISSION SHOP
OWNER

WE WANT TO HEAR 
FROM YOU!

Are you thinking about 
stepping back from 
business ownership?

AFTERMARKET SERVICE AND REPAIR SHOPS had a strong showing around 
customer satisfaction in a recent study.

Non-dealer averaged a satisfaction score of 796 out of 1,000 on the J.D. Power 2021 
Canada Customer Service Index—Long-Term (CSI-LT) Study. Dealerships were not far 
behind, coming in at 786. Overall, satisfaction with automotive service departments 
came in at 791, a number that went unchanged from last year. 

A dealership did come in at the top overall spot. Audi dealers ranked No. 1 with a 
score of 825. Great Canadian Oil Change (823) came in second. Volkswagen (817) and 
NAPA Autopro (815) rounded out the top four.

However, independent garages and repair shops did record a score of 821. But 
because it is made up of a sector as opposed to a specific brand, it does not qualify in 
the rankings. Its score would have placed it third overall.

Effective communication is essential to increasing satisfaction, J.D. Power observed.
“The age-old advice of effective communication being key to a successful 

relationship also applies to relationships between automotive service facilities and 
customers,” the company said in a statement. “Tracking the effect of dozens of 
diagnostic factors or key performance indicators (KPIs) across multiple study years 
reveals that actions such as keeping customers informed of the status of their repair 
have become much more effective over time.” 

The study measured satisfaction and intended loyalty among owners of vehicles 
that are four to 12 years old and analyzes the customer experience in both warranty 
and non-warranty service visits. Overall satisfaction is based on five factors (in order 
of importance): service initiation (24%); service quality (23%); service advisor (20%); 
service facility (17%); and vehicle pick-up (16%).
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On theRoad

Wurth Canada celebrated the opening of its first retail location in Canada — 
and North America — with a celebration that included music, food – including 
handmade pretzels – and special guests. Customers with an account in good 
standing have 24/7 access to the store. Ali Moghaddam, chief executive officer 
of Wurth Canada, welcomed attendees to the opening. Member of Provincial 
Parliament for King-Vaughan Stephen Lecce attended the ribbon cutting and 
congratulated Wurth on the opening.

Wurth Canada Store  
Grand Opening
Sept. 17, 2021
Vaughan, Ont.
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2030

BytheNumbers Stats that put the North American 
automotive aftermarket into perspective.

Average unit sales of used cars in the first half of 2021. 

That essentially matches pre-pandemic levels of 2019 

after used vehicle dealers reported a drop to 86.5 

during the same time in 2020. 

Hyundai Motor Group

Hyundai plans 

to have the price 

point for a fuel 

cell electric vehicle 

be comparable to 

battery electric vehicles by the start of the 

next decade. The plan is part of its Hydrogen 

Vision 2040 plan.

The fall in new vehicle sales in September 
compared to the same month one year ago. 
Compared to September 2019, the drop is 21.5%. 
Chip shortages continue to stall new vehicle sales.

DesRosiers Automotive Consultants

111
per cent

How much more Canadians drove on 

the Friday of the Labour Day weekend 

compared to the baseline set in January 

2020, prior to the COVID-19 pandemic 

being declared. That’s the highest mark 

of the last 18 months.

Apple Mobility Trends

$6.6 billion
Aftermarket business fell from $9.2 billion last year, 
representing a 28 per cent drop. The loss is attributed to 
shifting driving and vehicle ownership habits  
as a result of the COVID-19 pandemic. J.D. Power 2021 Canada Customer Service Index—Long-Term Study

DesRosiers Automotive Consultants

$5,000
The Ed Coates Memorial Foundation. 

donated equipment, including race 

helmets and tools, to a B.C. high 

school’s drag racing program after 

those items were stolen and putting 

the program in jeopardy.

Lordco Auto Parts10-15%

The percentage of times issues with infotainment was 
cited as an issue in new vehicles by drivers. Smartphone 
connectivity with the vehicle was the top culprit, taking 
over from voice recognition issues.

19.6%How much electric vehicles are estimated to 

make up about of the total overall passenger car 

segment by 2025 as governments around the 

world set new targets for vehicle electrification.
Frost & Sullivan

General Motors recalled all Chevrolet Bolts from the 2017-2022 model 

years. The causes of the recall are two “rare manufacturing defects” it 

found in the same battery cell. It will replace the battery modules in all 

the vehicles at an expected cost of about US$1 billion. General Motors

25%
J.D. Power’s 2021 U.S. Initial Quality Study
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Bob helped me understand how valuable my own sanity, stability, 
and health are above all else and truly cared for me as a person, then 
helped coach me as a professional.  The automotive aftermarket would 
never be what it is today without Bob and his involvement, nor would 
we be able to be expanding our business for the future in a brand new 
facility this year.  Success creates success and I couldn’t be more proud 
to call Bob Greenwood my mentor and coach in this endeavor of 
running a professional Automotive Service Center.  He will be greatly 
missed and many of us will only break the surface of being able to pay 
homage to a man who cared so deeply about the success of an industry 
and everyone that is part of it.
Tara Topel, owner, Topel's Service Center, Inc.

Bob was a champion of the aftermarket and was committed to 
Georgian College's ABSC aftermarket courses and events. Bob 
participated in all our AIA student aftermarket conferences and 
was a guest speaker in many of our aftermarket courses. He was 
a formidable speaker and was truly devoted to encouraging and 
inspiring students to pursue careers in the aftermarket. Bob will be 
greatly missed by all who knew and worked with him. 
Dr. Danica Vukmirovic, professor, Automotive Business School of 
Canada, Georgian College

The entire industry has suffered a loss with Bob’s passing, his 
relentless pursuit of training has made our industry a better place 
and leaves a tremendous void. His passion for the industry cannot be 
replaced and we offer our thoughts and prayers to his family.
Bill Hanvey, president and CEO, Auto Care Association

Bob was a long time AARO member, executive board member and 
friend. I met Bob in 1984 when he lived in Nepean, Ont. Bob moved 
out to B.C. later on and we continued to work with him. Getting to 
know Bob was easy as he had the personality where he always had a 
smile on his face with a glass of red wine in his hand mingling at many 
of our events that we held over the years. “Bob was a special man who 
always remembered everything you ever told him — your grandchild’s 
name, your family. And the first thing he always asked “How are you?  
Is there anything I can help with?’” Bob will be missed by all who had 
the privilege of meeting him and knowing him.
Diane Freeman, executive director,  
Automotive Aftermarket Retailers of Ontario

While the numbers are an obvious key to driving profitability of 
a business, Bob has us focusing on the culture in our business; 
communication among the team throughout the day, everyone 
working to a common goal, and the focus on our client. We provide 
them with safety, efficiency, and reliability on their vehicles in the 
professional services we offer. We build value in every service we offer. 
With Bob’s help, we have been able to implement an attractive bonus 
structure for our team as well as a pension plan.
Gord and Tracy Carnahan, owners, OK Tire Park Street

Bob was a mentor and friend, and was always available to discuss 
industry issues. As you know, he did not sugar coat any messages the 
industry needed to hear. His passing will leave a void in the Canadian 
aftermarket. In my opinion, Bob had “softened” his approach in the 
last few years and was really enjoying being a grandparent,” he said. 
“I am glad that he was able to spend time with his kids and grandkids 
that were clearly important to him but send condolences to his family 
as that time was cut short.”
Zara Wishloff, president and CEO, Automotive Parts Distributors

We have had the privilege of knowing Bob for the past 15+ years and 
during that time we have seen a man devote his life to making the 
automotive aftermarket industry be seen as a profession and not just 
a trade. He created measurable mathematical equations required to 
be profitable, providing information on the ever-changing technical 
advancements and ongoing trends, and business development.  
Bob wanted to see shop owners succeed and become successful by 
working smarter and not harder. Bob saw things in us that we did 
not see in ourselves or ever thought we were capable of.  We are as 
successful as we are today because of his support, knowledge, passion, 
professionalism, respect, and mentorship. We will be forever grateful 
for all that he contributed to our industry. His love, knowledge, 
dedication, and passion to the success of the automotive aftermarket 
is a tremendous loss. Our industry has truly lost a great man, 
educator and friend and we will remember him and miss him dearly.
Kevin and Stacey Gustafson, owners, Gustafson’s Auto Clinic Inc.

Bob was a class act in everything that he did. He was passionate about 
everything that he did and dedicated his profession to helping shop 
owners, associations and the industry as a whole. Bob has left a lasting 
impact, both personally and professional, on many in this industry 
and his absence will certainly be felt.
Sheri Hamilton, executive director, Midwest Auto Care Alliance

Whatever conference I went to, I could always count on bumping 
into Bob there. He always want to be where the industry was 
gathering, to find out what people were talking about, and what issues 
they were facing. If he was speaking, I would be sure to slip into his 
class to see how it was going. He always gave 100% to his audience. 
He was always prepared, always started on time, always dressed in a 
sharp suit. His entire demeanour communicated the importance of 
professionalism, which was his enduring message to the industry.
Allan Janssen, former editor, CARS magazine

Bob was a man who garnered respect wherever he went. He was a 
visionary in the automotive sector. Many people who took his courses 
improved their operations to a point where they started enjoying 
coming to work. He will be missed by many people he has helped in 
his career. I am glad to have met Bob and will always remember him 
and value his friendship over the years.
Bob Ward, owner, St. Thomas Auto Guys

In place of his column, we share many of the tributes, letters and memories of Bob Greenwood we received upon the news of his death on 
Sept. 9. He always liked to say, “The math does not lie,” as it applies to your business. Well, the math also does not lie about his affect on the 
aftermarket based on the messages we received.
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GREENWOOD'S GARAGE

He raised a bar that needed to be raised. I took my first course with Bob 
in 1992. When I took that course, I had two bays. Today, our shop now 
is working out of nine. It’s no coincidence. If there were any curves in 
the road, I straightened a lot of them out with just what I learned from 
Bob. Bob really made you realize that you are a businessman, you're not 
a grease monkey and you are entitled to make a good living — and you 
should make a good living. I'm going to really miss him. The industry is 
going to miss them. It's a huge void that I'm not sure anyone can fill. He 
had a lot of good qualities. He had a really good sense of humour, which 
helps us an instructor.

Bruce Eccles, semi-retired owner, Eccles Auto Service

Bob was a mentor. I still remember the first time I took his three-day 
management course, thinking he doesn’t know what he’s talking about. 
After the third time of taking his course, I got it and understood it. He’s 
been a mentor and a friend ever since. I will miss him and our industry 
has lost a true visionary and great man. Thanks Bob, for all you’ve done 
for not only myself, but the industry as well.
Glynn Jones, Western Canadian sales manager, Prestone Canada

Listened to and read everything I could find that he had produced. His 
mentor ship from afar has helped form my business and I certainly will 
miss him. Respect and condolences.
Rick McMullon, owner, Rickey Ratchets

I flew to Calgary in 1998, four years before I purchased my shop in 
Saskatoon. That was my first of many Bob Greenwood three-day  
business management courses. I learned something new every time and 
continued to change my business for the better. I was in a focus group 
with Bob for approximately 10 years. When I purchased my shop in 
2002, our ARO was $155, and our average hours billed per invoice was 
0.8. Today our ARO is just over $1200, and our average hours billed per 
invoice is 3.9 hours. 
Robert Scott, owner, Glenwood Auto

I am very saddened by this news. I never had the chance to attend 
courses. I can tell you that I was looking forward to read all articles 
published in Canadian Technician and CARS. That is how I was able 
to educate myself with the rudiments of managing my business. My 
condolences to all family members and friends.

Stephane Belisle, Owner, B2C Auto Inc. 

The news of Bob’s passing was very hard. We had worked together 
for years creating podcast episodes that featured Bob’s passion for the 
industry. He was very forward-thinking and spoke to the essential 
changes needed to sustain our service aftermarket. He never gave up on 
his message. He was a friend and fellow wine drinker, and I’ll miss the 
great conversations we had for the betterment of our beloved industry. 
Bob, rest in peace, and I hope his memories will sustain the family 
through these difficult times.
Carm Capriotto, founder and host, Remarkable Results Radio

Editor’s Note: Some comments may have been edited for clarity and length



EV FIXES

MAINTAINING
electric vehicles

Electric vehicles are an increasingly common sight on our roadways — and in our auto shops.       
When it comes to servicing these vehicles, here are some key maintenance issues to consider

By Graham Heeps 
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accelerator. The car slows, but the regular friction brakes — 
which typically slow the car via brake pads and discs — don’t 
come into play unless there is hard braking.

This means the friction braking system should last much 
longer than in an ICE-powered vehicle, right? Sure, in theory. 
But proper annual servicing is vital to keep those brakes at their 
optimum. Otherwise, they may start to stick, leading to an 
undesirable early replacement and an unhappy customer.

A technician’s visual inspection isn’t enough. Since the EV 
driver uses their friction brakes less often compared to ICE 
drivers, chances are there will be plenty of pad material left when 
you look. But freeing up and cleaning the pins and calipers on an 
annual basis will reduce the risk of those brakes sticking when 
they are in use. It’ll also help keep rotor corrosion under control.

And keep in mind, automakers like Nissan and Tesla 
recommend a brake fluid check and/or change every two years 
or 24,000km.

Alignment and suspension
There’s just no getting around the fact that an EV owner faces 
inherently higher tire costs compared to the owner of an ICE-
powered car. But an alignment check every six months to a year 
can help to reduce those costs. Poor alignment will result in the 
car wearing the tires even faster.

If you’ve got an EV customer with two sets of tires, consider 
doing the alignment check in the fall when the winter tires go 
on. The other major annual item, the brake service, can then be 
done after the winter — leaving you with a happy customer who 
appreciates having those maintenance costs spread out a bit.  

In the longer term, EVs that reach 100,000 kilometres or 
more will encounter the same suspension issues as any other 
vehicle. Shocks and struts wear out, with the owner potentially 
facing a hefty bill to remedy the situation. 

According to Croft, the difference here is that the EV owner 
might be more willing to pay that bill than other drivers. 

“Aftermarket advisors sometimes shy away from bringing 
up shocks and struts,” he explains. “It’s traditionally been 
a very difficult item for the ICE vehicle owner to commit to 
because their car has needed other maintenance or repair 
services during its life. But in the EV scenario, the owner 
hasn’t had those [major] problems up to that point and may be 
more likely to want to maintain a smooth, comfortable ride by 
refreshing the suspension.”

Cabin air filter
The cabin air filter is something that often needs attention in an 
EV. Tucked away out of sight, it’s not an obvious maintenance item 
to the EV owner, who may not even be aware of its existence.

lectric vehicles are poised to become more common in Canada 
and around the world.

As global temperatures continue to rise, and the effects of 
climate change grow increasingly more dramatic, EVs will take 
centre stage thanks to their relatively low emissions.

Indeed, EV ownership is already on the upswing, with the 
world’s major auto makers joining trailblazers like Nissan, 
Chevrolet and Tesla to launch battery-electric or plug-in hybrid 
vehicles — everything from luxury sport coupes to 4x4 work 
trucks — into the marketplace.

As part of efforts to reduce Canada’s greenhouse gas (GHG) 
emissions, the federal government recently mandated zero 
tailpipe emissions from all cars, SUVs and light trucks sold from 
2035. This measure will drive further growth in EV sales.

An increased in EV sales means that maintenance of 
such vehicles will take an increasing share of the workload in 
automotive repair and service shops.

It’s true that removing a vehicle’s internal combustion engine 
(ICE) simplifies its service needs. However, there are still plenty 
of EV maintenance and repair tasks for auto technicians to sink 
their teeth into.

 Replacement tires
Worn tires are likely the first thing that’ll bring an EV to the 
shop for the first time — but they’re not as straightforward a fix 
as the tires on an ICE-powered vehicle. 

Even though the tire sizing may be similar, EV tires are typically 
heavier. For example, a Hyundai Kona electric weighs about 300 
kilograms (or 21 percent) more than its gas-powered equivalent.

Translation: EVs demand a tire with a higher load index.
New EVs are also fitted with low-rolling resistance tires. This 

means they may wear faster than tires on other vehicles due to a 
combination of the special rubber compounds used and the extra 
load placed on them by a heavier vehicle that has a lot of torque.

Keep in mind as well that tire-road noise is more noticeable 
when you remove a car’s engine from the equation. EV tires often 
feature a tread pattern that’s designed for low noise.

Paying attention to all these factors when selecting a 
replacement set of tires is key, says Darryl Croft, co-owner of OK 
Tire & Auto in Etobicoke, Ontario.

“It’s important to educate the vehicle owner because 
otherwise they can make the mistake of going purely by tire size 
and having to live with the repercussions of poor handling and 
high noise,” says Croft, who actively markets to local EV owners. 
“There’s quite a range of durability among the brands, so you 
could do the client a disservice if you fit a faster-wearing tire. 
They’ll be back in a hurry—and they’ll be upset.”

Annual tire rotation and balancing checks are also important 
to maintain that smooth, quiet ride that EV-owners adore.

Watch those brakes
EVs rely on regenerative braking. This uses the electric motor 
to recharge the battery when the driver lists their foot from the 

electric vehicles

It’s important to educate the vehicle owner because 
otherwise they can make the mistake of going purely 
by tire size and having to live with the repercussions 
of poor handling and high noise.”
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Failing to replace it at the right interval 
(both Nissan and Tesla recommend a swap 
every two years or 24,000km) may lead 
to a musty smell in the interior, with the 
customer none the wiser as to why. If it’s the 
first time the vehicle has been into your shop, 
check the history and replace as required.

Pay attention to the 12V
When it comes to battery power, both  
EV owners and auto technicians tend to 
focus their attention on the long-term 
health of the car’s high-voltage drive 
battery. But in the short term, at least, it’s 
the humble 12V battery that’s far more 
likely to cause problems.

Checking the health of the 12V 
battery in a regular, ICE-powered vehicle 
is a typical item on just about every 
maintenance shop’s seasonal checklist. But 
the 12V can fall through the cracks during 
EV inspections. 

In an EV, the 12V is essential to the 
control system of the high-voltage battery. 
If it fails to take or hold sufficient charge, 
the result can be unusual error messages 
and erratic operation of the vehicle that 
could potentially leave the owner stranded 
at the roadside. 

EV drivers won’t be coming in for regular 
oil changes. That places the obligation on 
the shop to make sure the battery is checked 
annually. Consider making it part of a 
dedicated inspection sheet for EVs — and 
remind your EV customers to keep their 
12Vs topped up, either through regular 
driving or by using a battery tender.  

Like with most other vehicles, the 12V 
battery in an EV should be replaced every 
three years or so. 

As EV ownership becomes increasingly 
prevalent, it’s more crucial than ever to 
be able to adapt to the changing needs 
of Canadian drivers. Luckily, the EV 
maintenance process starts with many of 
the same tasks that apply to gas or diesel-
powered vehicles. And getting those basics 
right will undoubtedly help to build EV 
customer loyalty — while also helping 
to make a difference in the fight against 
climate change. 

Graham Heeps 
Based in Calgary, Alberta, Graham Heeps wrote this piece 
on behalf of Goodside, a carbon calculator app that helps 
individuals lower their carbon footprint. He’s a member of 
the Automobile Journalists Association of Canada (AJAC) 
and a judge for AJAC Canadian Car of the Year.
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HIGH-MILEAGE OIL

Changing times
By Adam Malik

The types of vehicles on roads these 
days are different.  The way people drive 
is different. What these differences mean 
for technicians servicing vehicles

for oil
Consumers today are faced with tough decisions: 

Fork over more money than planned for a new 
vehicle, wait until who-knows-when for the new 
vehicle they want to be delivered, buy a used one or 

hang on to their current vehicle.
The first two options are seemingly less and less 

enticing. New vehicle sales in Canada have been at 
concerningly low levels for much of the year. 

In September, estimates from DesRosiers Automotive 
Consultants showed sales of just 136,584 units, down 
19.6 per cent from September 2020. When comparing 
numbers to August 2019, sales are down 21.5 per cent. 
No doubt, these numbers are concerning. Supply 
shortages play a primary role in these weak numbers.

U.S.-based Kelley Blue Book issued a report that 
found almost half of car shoppers are leaving the 
market, at least temporarily. They’re delaying their 
purchase for the next several months.
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This is all thanks to semi-conductor-related shortages. And with no relief in 
sight, solutions are few and far between for potential purchasers.

So that leaves the remaining two options for consumers: Buy used or hang 
on to what they have.

Whatever way they go, it generally means the same thing for automotive 
repair and service shops — get ready to see a larger share of older vehicles 
coming in for service.

The change in vehicle demographics has been noticeable, according to Sean 
Nguyen, Houston-based scientist and technology specialist for Pennzoil. 

“The age of vehicles that are above eight years old has grown significantly 
within the last couple of years,” he told CARS. “People have to keep their 
cars longer now. New vehicles aren't available. So people are conserving and 
keeping their vehicles longer.”

But having more older vehicles means technicians need to pay greater 
attention to oil requirements.

“These high-mileage vehicles — vehicles more than eight years old and above 
120,000 kilometres — they’re saturating the market,” Nguyen observed. “They're 
almost 50 per cent [of all vehicles], while only about 20 per cent of those vehicles 
are using high-mileage oils to protect those seals and older engines. So those are 

opportunities where technicians can offer a 
high-mileage product.”

Such products offer better protection 
in cold and hot weather and have unique 
formulas to better protect those older 
engines, he explained in an interview.

“So the trend going forward, I think, 
for a shop or a technician is that zero 
weight synthetics are the new future 
where they should focus on to help the 
consumer,” Nguyen said.

Especially as we head into cold-weather 
months, special attention should be given 
to ensuring the right oil is being used  
by technicians.

“In cold climate, shops tend to use lower 
viscosity oil to ensure a quick lubrication 
once the engine is started up,” said 
Sebastian Zelger, director at Liqui Moly 
USA. “Technically, this is perfectly OK, as 
long as that lower viscosity is covered by the 
oil specification for this specific vehicle. 

“At every oil change you should change 
the oil filter, too, regardless of the time of 
year,” he added.

Older vehicles, naturally, have their 
own sets of challenges. So ensuring 
customers are getting high-mileage oils is 
a must, in Nguyen’s view.

“They want something where they can 
extend the life of that engine and having a 
synthetic oil will help to do that,” he said.

Moving again
After fits and spurts, people are moving 
again. As vaccination rates increase and 
re-openings take place across parts of 
the country, people are hopping back in 
their cars and travelling again. Granted, 
kilometres on the odometer may not move 
as quickly as they used to as, for example, 
corporate work-from-home policies come 
into effect.

Taking all that into consideration, 
people may not be thinking about getting 
their vehicles serviced before heading 
back on the road again. That would be a 
mistake, experts warn.

Even if drivers aren’t hitting their 
mileage intervals, there are time intervals 
that call for an oil change.

“The general rule says: Always follow 
the oil change instructions issued by the car 
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manufacturer. The oil change intervals are 
usually defined both by mileage and by time, 
whichever comes first,” Zelger explained.

Nguyen echoed those comments. 
As people start driving again as they 
emerge from pandemic lockdowns and 
restrictions, they need to be made aware 
of certain things. One, the way they drove 
affected their oil. 

“Those irregular uses or the once-a-
week drive to the grocery store may lead 
to higher fuel and water dilution within 
the motor oil. And that dilution, and other 
contaminants, builds up because irregular 
driving can degrade the protective 
additives within the oil,” Nguyen 
explained. “That leads to sludge formation, 
corrosion and increase wear.”

The oil oxidizes and ages in the engine 
even if the car is not moved, Zelger noted. 

That’s another reason why paying 
attention to time intervals for oil changes 
is critical, Nguyen added. 

Analyzing oil requires some 
specialization. “When looking at the oil, 
there is little more to do than to check the 
oil level and if the oil change is due,” Zelger 
said. “In order to analyze the current 
status of the oil, you need a lab. You cannot 
evaluate the status of the oil by looking at it 
or by touching it.”

Indeed, you can’t just look at the 
dipstick, Nguyen agreed.

“Look at the milkiness of the oil, look 
for water contamination, smell the oil to 
see if there's the smell of fuel in it. Those 
are the things that are dead giveaways,”  
he said.

Even if the oil appears lumpy or dark, 
that should be a red flag for signs of 
degradation of the oil, Nguyen added. 

So as drivers get behind the wheel on  
a regular basis again, shops need to be  
pro-active in getting customers to see  
them first. 

“We recommend that people have their 
oil serviced before they put their vehicle 
back in to use, especially with the fall 
coming around and winter around the 
bend,” Nguyen said. “Because of winter 
approaching, we recommend that they 
service [the vehicle] with a full-synthetic 
motor oil.”

Don’t save a buck
Both Nguyen and Zelger 
stressed the importance of 
ensuring customers think 
properly with their wallets. On 
one hand, they may think they’re saving a buck by delaying their oil change 
past both intervals. However, they’ll pay more down the road.

“Exceeding oil change intervals or using a wrong low-quality oil saves just 
a few dollars in the short run but costs a lot of money in the long run,” Zelger 
said. “Exceeding the oil change interval means that the additives included 
in the motor are used up. But it is mostly these additives which deliver the 
performance of the oil. Without them, wear and tear greatly increases, 
contaminants quickly agglomerate in the oil circuit [and] engine power and 
its lifetime are reduced. 

“Using a wrong or cheap oil has a similar effect and may damage the 
exhaust gas treatment, too. Trying to save some money for the oil change may 
turn out to be a very bad deal.”

Bring these issues right up to the front of the discussion with your 
customer if they seem to be hesitating, Nguyen said.

“We want the customer to realize that they want to get in the car and 
know that it will start,” he said. “And they want to trust that their motor 
oil will perform and protect [their] vehicles in severe operations as they are 
getting back to normal again.” 
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This is the year when brake manufacturers were to reach certain goals to reduce 
copper in brake pads. How have things worked out?

For brake manufacturers, reaching the legislated goals was part of an 
exciting challenge to meet new rules, protect the environment and continue 

their efforts to keep drivers safe.
The U.S.-based Environmental Protection Agency (EPA) signed an agreement 

in 2015 with key players in the automotive industry to reduce certain materials, 
particularly copper from motor vehicle brake pads. 

One of the timelines outlined in the agreement was 2021, by which time the amount 
of copper in brake pads would be less than 5 per cent. The next milestone is 2025 where 
pads would be 0.5 per cent copper, essentially copper-free.

Copper is a preferred option for brake pads because it dissipates heat quickly and 
improves braking performance. But it’s also harmful. Copper is toxic to fish and 
other aquatic life. Copper from brake dust was getting washed into rivers, lakes and 
streams, endangering wildlife. 

After U.S. states California and Washington enacted regulations around limiting 
copper, the EPA signed an agreement with a number of key aftermarket players and 
those related to it, like the Auto Care Association, Automotive Aftermarket Suppliers 
Association, the Motor and Equipment Manufacturers Association and the Brake 
Manufacturers Council. This allowed for one set of rules rather than a patchwork of laws. 

So now that we’re at the end of 2021, how are brake manufacturers doing, and what 
do these changes mean for service and repair shop owners and their technicians? 
CARS spoke with industry experts to gather their thoughts.

Environmental concerns
Going copper-free was a part of Bosch’s plan to be a more environmentally friendly 
company and go carbon neutral, explained Mark Phipps, director of engineering at 
Bosch Brake Components.

“It’s just natural for us to lead those 
changes, which have proven to have 
a positive impact on people’s lives,” 
he told CARS. “Bosch has completely 
reformulated our products to meet the 
new standards. Investment in R&D 
(research and development) is a key 
element to drive those changes for all 
players in the market.”

NRS Brakes launched in 2019. 
Knowing the new standards were just  
a couple of years away, the company 
went copper-free from the start. In fact, 
their brakes are already compliant with 
2025 requirements.

“So we didn't have to face the 
challenges other manufacturers have 
to face by updating or changing their 
non-compliant formulations,” explained 
Montu Khokhar, chief executive officer of 
NRS Brakes.

For Bosch, making such a move meant 
investing in research and dedicated teams 
that could replicate the performance 
of copper in new copper-free products. 
“However, those challenges enabled 
Bosch to bring innovation to the table 
and use the resulting technological shift 

COPPER-FREE BRAKE INITIATIVE

REDUCING CONTAMINANTS
By Adam Malik

New standards are here for the use of copper in brake pads. What has the change 
meant for brake manufacturers? And what’s the impact on repair shops?

REDUCING CONTAMINANTS
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as an opportunity to exceed previous product performance,” 
Phipps said.

Indeed, opportunities were created to create a better 
product that was environmentally friendly. “We believe that 
environmental protection needs to be at the center of any 
manufacturer’s R&D efforts,” Phipps said.

Providing a product that was above and beyond current 
offerings was top of mind for NRS as well. In fact, going 
copper-free was the easy part for them, Khokhar told CARS. 
The company looked at what other features it could include in a 
brake pad to make it a better product for consumers.

For one, the company offers galvanized products, rather 
than painted options. Considering the environmental concerns 
around the impact of copper, paint chipping off brake pads 
should also be a concern. Brake pads coming of a vehicle are 
generally fairly rusted — there is virtually no paint left on the 
product. So where is it going? 
Likely joining the copper residue 
in our waterways.

“Remember, the Copper-Free 
Brake Initiative was centred on the 
concern of copper ending up in our 
waterways. Latest tests show that 
some paint also has copper and 
lead just like the friction,” Khokhar 
said. “A presentation at the 2018 
SAE Brake Colloquium showed 
that almost all of the painted brake 
pads that were imported into the U.S. and Canada had various 
levels of lead, copper and antimony.”

To put it in perspective, he pointed to the fact that there are 
about 150 million brake jobs a year in North America. Multiply 
that by the four brake pads done per job, that’s 600 million 
brake pads coming and going every year.

“It's huge. The amount of contaminants being put into the 
environment is unbelievable,” Khokhar said. “Going with 
galvanized brake pads, we can greatly lessen that number.”

Education
Granted, the average consumer has no idea about the move to go 
copper-free. But the next time they come into a service and repair 
shop to get their brakes done, experts believe it would be wise for 
service advisors to talk to their customers about the changes.

“Consumers should make sure they are buying compliant 
products, for their own benefit and for society at large,” 
according to Phipps. “Technicians can certainly help make 
consumers more aware of the issue by explaining the benefits 
of copper-free brake products to their customers at the point of 
purchase. We believe consumers will appreciate having all the 
performance benefits they have come to rely on from Bosch, 

while also enjoying the environmental benefits of copper-free 
brake products.”

That said, copper is not completely prohibited at this point. 
If a customer really wanted to, they could find brake products 
with copper available for purchase. 

“That’s why it’s as important as ever to talk to your 
jobbers and suppliers about copper-free and make sure they 
are providing the latest and best technology available for 
customer vehicles," he added. "Safety always comes first, but 
customers will appreciate the added environmental benefits of 
copper-free brake products."

In all likelihood, technicians won’t even realize they’re 
installing a copper-free product on customer vehicles. 

“If we have done our jobs properly, the changes should be 
invisible to the technicians and consumers,” Phipps noted.

To be sure, technicians can ask their supplier for compliant 
pads to ensure they’re getting the right product. 
“Bosch has made it easy for technicians in the 
U.S. and Canada to comply with new copper-free 
regulations by offering only copper-free brake 
products in our catalogue,” Phipps noted.

Furthermore, recommending a galvanized option 
would be optimal for consumers on a number of 
fronts, Khokhar explained in an interview. 

For one, they’re further helping the environment 
by reducing the risk of putting more contaminants 
into the environment. Secondly, they’re getting a 
better quality product and a better bang for their 

buck. Instead of having to get their brake pad replaced sooner 
than they need to because the pads have rusted, they’re visiting 
their local repair shop less often thanks to the longer lifespan of 
the galvanized product.

“Once you don't galvanize the steel of a brake pad,  
you're endangering the steel to rust which will cause the 
friction to chunk off and flake off,” Khokhar said. “So,  
what we are all trying to avoid here is to ensure less of it gets 
onto our roads and into the waterways. And importantly we 
are not consistently filling up our landfills with rusted  
brake pads.”

And that’s where the technician’s expertise comes into play. 
“The technician is who's really the main person who's selling 

this brake pad because a lot of times consumers don't make the 
decision on their brake pad brand,” Khokhar said. “A trusted 
technician will do that for them.”

Ensuring the customer spends a few extra bucks on a  
quality product means fewer comebacks and a happier 
customer, he added.

“Consumers will probably talk about what hits their wallet 
the most,” Khokhar said. “The longer they can ride on a set of 
brake pads, the better it is.” 

It’s just natural for us to lead 
those changes, which have 
proven to have a positive 
impact on people’s lives.”
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Wheel bearings
GMB North American released 32 parts in August, 28 of which were 
new wheel bearing part numbers. The announcement covers the 2015 
and newer Ford Escape, Edge, Expedition, F-450, Focus, as well as 2016 
and newer Chevrolet Camaro, Cruze and Spark among others. The new 
wheel bearings cover 40 million vehicles in operation (VIO). The August 
announcement brings the total number of new GMB auto parts released this 
year to 238. Its new releases include water pumps, fuel pumps, timing belt tensioners and more. 
GMB highlighted the high-pressure gasoline direct injection (GDI) fuel pump as a noteworthy 
category. Released in May of this year, it is becoming more prevalent in newer vehicles with 
drivers more interested in fuel efficiency and meeting stricter emission standards.
www.gmb.net  

Cut level work gloves
A full range of 1 through 5 American National Standards Institute Cut 
Level Rated gloves are now available from Milwaukee Tool. The offerings 
are available in their winter dipped, polyurethane and nitrile styles, the 
company announced. Winter dipped gloves now see cut levels from 
1-5. Milwaukee said they are designed to provide ultimate warmth, 
all-day comfort and dexterity for handling small objects. Similarly, the 
polyurethane dipped gloves have been expanded to cut levels 1-5. They 
are designed to provide comfort all day and allow for touchscreen use through the fingertips. 
Nitrile dipped gloves also offer full cut levels of 1-5. It has a reinforced nitrile coating between 
the thumb and index finger for enhanced durability in high wear points. It also comes with 
touchscreen capabilities through the fingertips. The gloves provide all-day comfort and wick 
away moisture.
www.milwaukeetool.ca

Wrangler brake pads
NRS Brakes is now offering new brake pads engineered for 2018-
2021 Jeep Wranglers. Designed to match the adventure and 
durability of the sport utility vehicle, the new galvanized brake 
pads from deliver the safety and performance that Wranglers 
require. The pads come with advanced noise-cancelling piston 
cushions and shims, best-in-class friction and fully galvanized steel 
backing plates. The NRS brake pads are the most affordable option 

based on the total cost of ownership over the life of the vehicle. The galvanized steel withstands rust 
and corrosion, meaning that the brake pads require significantly fewer replacements than other 
aftermarket pads. It also comes with a cushion insert for a quiet ride.
www.nrsbrakes.com

Active grille shutter
Dorman Products announced the release of a radiator shutter 
assembly, also known as an active grille shutter. These are fitted for 
more than 1.5 million Ford trucks. Active grille shutters close to 
restrict airflow through the grille when the engine doesn’t need to 
be cooled, routing it around the vehicle, increasing aerodynamics 
and fuel efficiency. Dorman now has 40 replacements in this 
category. The need for these items is expected to increase in the coming years as more vehicles are 
released with this new technology to meet increasingly stringent fuel efficiency standards.
www.dormanproducts.com
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OE hybrid parts  
Continental is offering a range 
of OE-quality electric motor 
parts for Asian, domestic 
and European hybrid vehicle 
service. These components 
were previously only available 
from the OE dealer. But 
the its new offerings are 

exact replacements for the original part, providing vehicle specific 
fit, form, and function. They are designed to restore and maintain 
optimal hybrid vehicle performance and reliability. Continental’s 
hybrid replacement parts line includes hybrid battery cooling fans, 
inverter coolant pumps, hvac blower motors, and engine cooling fan 
assemblies. Continental is offering 16 hybrid battery cooling fan part 
numbers for direct replacement on Ford, GM, Honda, Hyundai, KIA, 
and Toyota hybrids from 2003-2020. Its newest addition of hybrid 
inverter coolant pumps are available in five part numbers for popular 
models of Ford Escape, Toyota Prius, and Lexus CT200h. With an 
expanded line of more than 40 HVAC blower motors and more than 
55 cooling fan assemblies, the company offers coverage for Acura, 
Audi, Buick, Cadillac, Ford, Honda, Hyundai, Infiniti, Lexus, Nissan, 
Porsche, and Toyota models from 2000-2021. 
www.continentalaftermarket.com

Brake components 
Raybestos has added to its line of 
premium quality brake components. Its 
parent company First Brands Group announced new part numbers for 
late model passenger vehicles and last mile delivery vehicles in categories 
such as brake pads, rotors, cables, master cylinders and wheel cylinders. 
More than 100 new Raybestos part numbers are available for vehicle 
applications ranging from economy to luxury, including Audi, BMW, 
Cadillac, Chevrolet, Ford, GMC, Honda, Hyundai, Infiniti, Mercedes-
Benz, Nissan, Subaru, Toyota and Volkswagen. 
www.raybestos.com
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Jeff AustinYPA SPOTLIGHT
Young Professionals in the Aftermarket (YPA) is an organization with a mission to act as the 
voice and the resource for the young professionals in the automotive industry. To further its 
mandate of ensuring the future growth and prosperity of the industry, the YPA is pleased to 
introduce it’s YPA Spotlight Series where current members share their experiences, insights  
and industry outlooks.

Name: Jeff Austin
Company: Uni-Select
Title: Regional Sales Director for Atlantic Canada
Number of years in the aftermarket: 4

Did you know you wanted to work in the automotive aftermarket?
When I was younger, I wanted to be an automotive technician. However, I 
started my career at Costco where I held multiple management positions in 
their stores. When the opportunity arose to join the automotive industry, 
I jumped on it as cars and technology are certainly a passion of mine. In 
the four years of being in the industry I have had the chance to meet some 
highly talented individuals and learning experiences that have strengthened 
my career exponentially, and for that I am grateful.

How long have you been part of the YPA  
(formerly known as the yes committee)?
This is my first year with the organization and look forward to many more.

What does your participation in the YPA mean to you?  
What would like to see us as a committee achieve in years to come?
To be a part of the YPA is a certainly a great opportunity to help develop 
and grow the automotive aftermarket employee pool. The ability to talk 
to students and show them the vast opportunities in the aftermarket 
is certainly rewarding. Over the next few years, we hope to grow the 
automotive aftermarket industry as whole and introduce the up and coming 
stars to amazing career opportunities.

Have you had an industry mentor? If so, who and why?
To be able to identify just one mentor in the aftermarket is pretty difficult as 
there have been many over the past four years. Our membership in Atlantic 
Canada has some very strong entrepreneurs that have exponentially helped 
my career growth, learning curve and it has helped position myself to better 
understand their business needs and demands. Within Uni-Select I have 
also met some great mentors across the nation that have helped build a solid 
foundation to focus on growth and member service.

What advice would you give someone either starting in the industry  
or looking to transition into the industry?
The industry is full of opportunities for those who seek it. No matter where 
you end up in the aftermarket you will be surrounded by a strong support 
group of people that want to see you succeed and grow.
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