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If you haven’t been able to find a full-function diagnostic tool without 
laying out more cash than you can afford, your search is over. The new 
ETHOS® Tech packs more punch than any other entry-level platform — 
and it even comes backed by a rock-solid three-year support program, 
including extended warranty and all software upgrades, automatically 
available online, at no extra charge. For one low price, you get it all, with 
no surprises and no added costs. Talk to your Snap-on Representative or 
visit diagnostics.snapon.com/ETHOStech.

Snap-on ETHOS Tech Print Ad •  Trim: 8.125" x 10.75" (0.125" bleed) •  1 Page  •  May 8, 2015 12:41 PM  •  DC
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AN ALL-INCLUSIVE PACKAGE FOR

ENDLESS PEACE OF MIND.
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360°

So You Can Benefi t From
the 360˚ World of Delphi
Products and Services.

We Partner With the Top 
25 Vehicle Manufacturers…

From innovative OE technologies to the leading vehicle manufacturers 
globally. To a world of diagnostics, training and technical support. 
Our aftermarket engineers work hand-in-hand with OE, to give you access 
to the very latest vehicle technologies. We have the aftermarket covered. 
Discover the full 360˚ value of Delphi quality at delphiautoparts.com.
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Do you get a sick feeling in the pit of 
your stomach when a repair bill 
escalates beyond what you think your 
customer is willing to pay?

Automotive service tends to be a 
grudge purchase at the best of times. 
When the cost of a repair enters four-
digit territory, that grudge can turn into 
outright resentment. And while big jobs 
may be good for your bottom line, they 
can be torture on your nerves and psyche.
Take a deep breath. There are a few 
things you should keep in mind when 
you make that difficult phone call, or 
call your customer to the counter to 
present your findings.
Don’t apologize. Remember, they 
came to you in the first place. Obviously 
their problem was bad enough that 
they were willing to ask for help. You’ve 
now diagnosed the vehicle and are 
ready to offer a solution. A solution is 
in sight. If nothing else, at least now 
they know what they’re dealing with.
Don’t anticipate a problem. You may 
not get any push back. Not everyone is 
a price shopper. Your customer may have 
anticipated this and may already have 
rationalized the expense. Go into this 
with unbridled optimism that there 
won’t be any problem.
Say it like it is. It’s better to be frank 
and nonchalant about a big estimate 
than to act as though it’s a wild aber-
ration from the norm. People don’t like 
to think that they’ve been hit with 
extraordinary bad luck. Don’t waffle 
around. Just present the facts.
Show documentation. A broken part 
on the counter or a computer printout 
will go a long way to explaining the 
scope of a problem, especially to 

customers who have little knowledge 
of their cars’ inner workings. It’s like 
third-party verification of what you’ve 
found. Tell them about the test 
equipment you used, and the repair 
information you had to access, and the 
training your technicians had to take 
to find the problem. All of this builds 
your credibility as a problem solver.
Accentuate the positive. If their 
vehicle has a lot of intrinsic value left, 
and has a potentially long life ahead of 
it, tell them so. Keeping a vehicle on 
the road is almost always cheaper than 
scrapping it and buying another one. 
A big repair bill may seem like a 
set-back but it’s often better than the 
alternative.
Leave it up to them. This sounds 
like an obvious point, but it’s actually 
one of the hardest things to do. There’s 
a temptation to keep on talking until 
you get approval. But this smacks of 
the hard sell. It’s better to make your 
case, and then be quiet. Give them a 
chance to ponder the situation, or ask 
a few questions.

Never be embarrassed about what 
you do. You’re not the bad guy here. 
Cars are expensive machines with 
sophisticated engineering that 
sometimes goes wrong. Sometimes it 
goes painfully, and expensively wrong. 
You’re the hero that can fix the problem, 
providing a very important service 
along the way. You give your customers 
peace of mind while saving them 
money in the long run.

SERVICE NOTES

You can reach me at 416-614-5814 or 
allan@carsmagazine.ca

Selling big-ticket repairs
No one likes to be the bearer of bad news,  
but it’s part of the job if you’re going to look  
after your customers properly.   

By Allan Janssen
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Choose Ford Parts. They fi t Ford vehicles better than the 

others, allowing you and your team to work more 

efficiently. Plus, we stand behind every single part with 

a 2-year, unlimited-kilometre warranty* that includes up to 

$150 in labour. Not only are Ford Parts a great investment 

for you, your customers will benefit from long-term 

performance. And that’s what we call a delicious combo.

*24-month/unlimited km limited warranty on most Genuine Ford/Motorcraft® Parts and Ford Genuine Accessories (purchased from Ford or Ford Lincoln dealers or Ford dealer wholesale customers) for cars and light trucks that are 
found to be defective in material or workmanship. Parts, labour, and towing covered for ‘dealer-installed’ parts/accessories; parts only are covered for ‘over-the-counter’ retail parts/accessories; parts and labour (up to a maximum 
of $150) covered for wholesale and fleet parts/accessories. Part and/or accessory failure due to: abuse, misuse, neglect, alteration, accident, racing; improper lubrication, repair, or installation; use in applications for which they were 
either not designed, or functionally intended, or not approved by Ford Motor Company of Canada, Limited; cleaning, adjustment or replacement as a part of normal maintenance; or failures caused by non-Ford parts, are not covered 
under this warranty. Coverage varies between over-the-counter and dealer-installed parts. See your local Ford Store for complete coverage details and limitations. ©2015 Ford Motor Company of Canada, Limited. All rights reserved.
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In today’s need-it-now marketplace, it’s 
not enough for a wiper manufacturer 
to produce technologically advanced 
products that keep pace with 
improvements made in vehicle design 
and driver preferences. To stand above 
the rest, a wiper manufacturer must 
also develop effective ways to guide 
consumers through the purchase process 
and ultimately help automotive service 
professionals close the sale. 
Trico Products has embraced this 
expanded role by continuously 
engineering new wiper products that aid 
in safer driving. 

Original Look, Superior 
Performance

Many consumers simply want to restore 
their vehicles back to original factory 
performance, fit and look. That’s why 
Trico Products has developed the TRICO 
Factory Replacement Center®, a program 
that makes it easy to find and install the 
TRICO Exact Fit® blade specifically 
designed for each driver’s vehicle.

The TRICO Factory Replacement 
Center features a newly expanded line of 
TRICO Exact Fit blades including beam, 
hybrid, conventional and rear blades 
that provide unmatched coverage for 
nearly 98 percent of consumer vehicles 
on the road today.  Leveraging close 
relationships with OEMs, TRICO Exact 
Fit blades are designed to provide the fit, 
form and function of original equipment 
right out of the package.

In fact, the TRICO Factory Replacement 
Center now includes a 29-inch beam 
blade to suit BMW and Ford models, 
and blade lengths from 19 to 26 inches 
that fit the new narrow Push Button arms 
found on Audi, Porsche and Volkswagen 
models. Additionally, three new rear 
integral blades have been added to fit 3.9 
million vehicles including leading Ford, 
Honda, Infiniti, Lincoln, Mercedes-Benz 
and Nissan models.

Trico Products offers five TRICO Exact 
Fit rear windshield beam blades to fit 
2004 through 2014 models of Audi, 
BMW, Ford, Volkswagen and Volvo 
vehicles. The line features five arm 
designs including V-Notch, Cross Pin, 

Push Button, Pinch Tab and Trunnion. To 
make installation a snap, TRICO Exact 
Fit wiper blades are pre-assembled with 
the specific adaptor for the consumer’s 
vehicle, eliminating the fuss of multiple 
adaptors and complicated instructions.

A Winter Weather Fighter

Although beam blades are considered an 
all-season wiper, TRICO invented the 
winter blade in 1953 and has recently 
perfected it with TRICO Ice®. 

Providing maximum performance in the 
most unrelentingly harsh conditions, 
TRICO Ice features a wedge-shaped 
spoiler that clears away snow and ice 
buildup. This new design conforms to 
windshield shapes to distribute even 
pressure for a clear wipe, while the low-

profile contour complements new vehicle 
models and maximizes line of sight. 

A form-fitted boot guards critical wiper 
components, yet allows complete flexibility. 
The wiper element infused with Teflon® 
surface protector helps resist tearing and 
ripping in sub-zero temperatures to battle 
the elements and eliminate chatter for a 
smoother, quieter wipe. 

Many Options, One Single 
Resource for Wiper Products

As consumer demands and automobile 
technology constantly evolve, Trico 
Products offers a full selection of advanced 
products and high-impact merchandising 
programs to support service technicians 
and counter professionals. 

ADVERTISMENT

TRICO: The Leader in Wiper Innovation

Trico Products 
3255 W. Hamlin Road, Rochester Hills, MI 48309
Phone: 1-800-388-7426
Web: tricoproducts.com
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Organizers of the debut edition of 
Automechanika Chicago say the event 
“fulfilled a dream” of bringing after-
market suppliers and service providers 
together.

Nearly 6,000 automotive profes-
sionals attended the trade show and 
training event, where more than 450 
exhibitors from 23 countries 
displayed their wares at the end of 
April.

International pavilions at 
McCormick Place included those from 
Turkey, Italy, China, Taiwan, India, 
Pakistan, and Malaysia.

The event was produced by global 
trade show giant Messe Frankfurt, in 
partnership with UBM Advanstar 
Communications, publishers of Auto 
Body Repair News, Aftermarket 
Business World, Motor Age, and the 
web portal SearchAutoparts.com.

It was the 14th Automechanika event 
around the globe, and the first-ever in 
the United States.

“Our passion for the industry and 
the opportunity to bring the after-
market manufacturers and suppliers 
together with the shop owners and 
technicians has fulfilled a dream,” said 
Dennis Smith, president of Messe 
Frankfurt North America.

The event will be held every second 
year, seeking a foothold in what may 
already be a crowded marketplace. 
Automechanika Chicago competes 
most directly with CARS/NACE, a 
collision and service repair expo in July, 
and the annual AAPEX/SEMA industry 

showcase in November.
 “As a global brand, we’re happy to 

introduce Automechanika to the 

United States,” said Michael Johannes, 
brand manager for Automechanika. 
“We found the right focus for the show 
and partnered with the right organi-
zation to bring a unique platform that 
includes high-level training to shop 
owners and technicians.”

Educating the market is an important 
focus of Automechanika Chicago,” said 
Dennis Smith, president of Messe 
Frankfurt, Inc. He said organizers 
wanted to provide an exceptional 
educational experience.

More than 100 training classes 
covered a wide variety of management, 
service and collision repair, and general 
repair topics, presented by more than 
50 instructors.

Among them was Canadian auto-
motive consultant Bob Greenwood, 
who spoke about measuring and 
managing a service shop in the new 
“Service-on-Need” business model.

In addition to new products and 
advanced technologies being presented, 
show floor demonstrations and 
training seminars allowed shop owners 
and technicians to meet a wide array 
of suppliers and vendors from around 
the world and to learn about the latest 
trends and techniques.

The event was also meant to promote 
the automotive aftermarket as a viable 
career option for young people.

“In the U.S., there is a sincere need 
for certified technicians because a lot 
of our emphasis in education is being 
rerouted to science and technology 
fields,” Smith said.  

NEWS

More than 100 training classes covered a wide 
variety of management, service and collision  
repair, and general repair topics, presented by  
more than 50 instructors.

Automechanika opens first U.S. show
Inaugural event in Chicago 
draws more than 6,000 
attendees at the end of April.

The Automechanika trade show was focused on three main areas: innovation, 
education and inspiration.

Automechanika Chicago is the 
latest in a network of 14 different 
Automechanika-branded shows in 
13 countries.
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Andrew Ranger, 
2-Time NCATS Champion

Andrew rAnger And the  
All-new MopAr ® dodge ChAllenger!

CHALLENGER MEETS CHAMPION

Mopar #27  
2015 Dodge Challenger R/T

19788  ©2015 FCA Canada Inc. All Rights Reserved. Chrysler, Dodge, Jeep, Ram and Mopar are registered trademarks of FCA US LLC. 
FIAT is a registered trademark of Fiat Group Marketing & Corporate Communication S.p.A., used under license by FCA US LLC.

When you put 2-time NCATS Champion Andrew Ranger together with the all-new #27 Mopar®  
Challenger, you’ve got a winning team. When you put Authentic Mopar® Parts and Accessories on 

your Chrysler, Dodge, FIAT
®

, Jeep® , or Ram vehicle, you’re a winner too. Insist on Mopar quality. 
Demand nothing less!

For more information on Ranger’s #27 Dodge Challenger R/T,  
visit the MotorSports section at Mopar.ca.

Service & Repair Remanufactured Collision Accessories & 
Performance

CARS-May2015.indd   16 5/12/15   7:42 AM
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I understand how stressful it is to lose 
a key employee in a small business.

Actually, what you’re going through 
is fairly common in our industry.

We meet all kinds of technicians who 

get fed up with working for someone 
else. They think that because they 
know how to fix cars, they can run an 
automotive repair facility. They see 
what their bosses are charging and 
assume they must be rolling in money. 
These techs figure they can do the same 
thing for themselves, so they hang out 
a shingle.

As owners, we know that business 
success is not that simple! Running a 
business takes training and a very 
specific set of skills – ones that aren’t 
learned in a repair bay.

The reality is that John is going to 
need some guidance to help him 
structure his new business correctly. 
He may be a good technician, but his 
skills as a manager are still untested, 
and without some focused business 
training, he might find he’s biting off 
more than he can chew!

Business consultant Michael Gerber 
describes the transition from employee 
to entrepreneur as being a very tricky 
one, fraught with risk and danger. He 
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COLLECTIVE WISDOM

Dear Alan
Last week my lead technician John gave his notice. He’s been with me for 
over 10 years and is now leaving to start his own shop in another town.

As his end-date approaches, I find myself stressing out about finding a 
suitable replacement. It’s tough to find technicians. The few that I’ve spoken 
with aren’t a great fit for my business, but I may be forced to hire one of them 
to make sure there’s no interruption in my business.

Any advice?
—Seymour 

Hiring  time

The job of automotive service technician has changed  
a lot over the last 10 years. Make sure your new hire  
knows what you’re expecting.

By Alan Beech

Dear Seymour
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talks about it in his book, “The E-Myth 
Revisited – Why Most Small Businesses 
Don’t Work and What to Do About It.” 
I highly recommend it to you as a 
resource on the fundamentals of 
running a small business.

If you keep in touch with John, you 
may even be able to play a mentor role 
for him. That will improve his chances 
of success.

For right now, though, I understand 
that you’re worried about your own 
business. You’re soon to be short-
staffed in an industry where finding 
talented technicians can be challenging 
to say the least.

The natural reaction is to find a 
replacement with the right qualifica-
tions on paper and hire them as quickly 
as possible. The driving concern is to 
get a warm body back into that bay – 
fast – regardless if they’re the right fit 
for the company.

When you look at businesses that 
hire quickly, without proper planning 
and due diligence, however, you’ll find 
that they consistently fail to achieve 
the results of the top-performing shops.

What do I mean by due diligence and 
planning? Firstly, you have to thor-
oughly understand the responsibilities 
that go with the position. I suggest you 
write them down in the form of a job 
description. The job of automotive 
service technician has changed a lot 
over the last 10 years and it’s imperative 
to be very clear with your new hire 
about their duties. A job description 
will be invaluable in the future when it 
comes to your performance appraisals.

How about the pay? What did you 
pay John? Is this pay sufficient to reflect 
the updated responsibilities of the 
position? Are you going to give this pay 
as straight salary or are you going to 
pay a portion as an incentive? On this 
note, I’m a strong proponent of incen-
tive-based pay. Make sure your 
incentive is rewarding the behavior and 
duties that are key to driving your 
business. Be sure that when you’re 
rewarding the employee, it’s for 
something they have control over. For 
example, reward your tech for labor 

productivity, not part sales. A tech 
cannot be held responsible for the 
break down of your customers’ vehicles 
but he or she can be responsible for 
how they manage their time.

Now that you understand the 
position, it’s time to interview the 
potential candidates. You were given 
two ears and one mouth for a reason: 
listen carefully and analyze what the 
candidates are saying. Don’t do all the 
talking! I often see the interviewer 
trying to sell the position at the first 
interview. This objective of the first 
meeting is simply to understand the 
candidate.

A word of advice about your 
questions to the candidates: the best 
questions revolve around their past 
success and failures. The best predictor 
of future success is past success. A 
typical question may sound like this: 
“Tell me about your best and worst 
bosses.” As you listen to the reply, 
realize it will be an indicator of how 
they like and don’t like to be managed 
as an employee. With this information, 
you’ll be able to see if they’re a good fit 
with you as their manager. 

After the interview, make some notes 
as to the suitability of each candidate. 
Narrow your choices down to two or 
three applicants. Depending on the 
skill set of your team, you may want to 
involve them in a second round of 
interviews.

When the interviews are done, it’s 
time to test the potential candidates. 
Personality profiling can reveal a 

tremendous amount of valuable infor-
mation. People are like icebergs. You 
can see only a very small amount above 
the surface of the water. You need to 
get a glimpse of what lies below the 
waterline. Personality profiling will give 
you that glimpse. In addition, you’ll 
want to do some competency testing 
– especially for technicians. The 
Canadian Automotive Repair and 
Service (CARS) council’s “CARSability 
program” is a good example.

At this point, you’ve gathered all the 
information that you can. It’s time to 
call the candidate’s references, partic-
ularly the former employers. When 
calling these previous employers, listen 
to what they say and what they don’t 
say. They may be reluctant to tell you 
the full story for legal reasons. This 
should be a red flag for your hiring of 
this candidate.

When you’ve decided whom to hire, 
I strongly suggest your offer be in 
writing in the form of an employment 
contract. There are a number of online 
services that draft contracts very 
economically. Trade organizations and 
associations can also be of assistance.

Some of the important items to 
covered in the contract are:
• Job description and duties;
• Remuneration and benefits;
• Location of work and hours required;
• Holiday allowance;
• Probationary period; and
• Final pay in the event of dismissal.

I understand that the process of 
replacing your key employee may seem 
daunting. Hiring staff is always a bit of 
a crapshoot. But when you follow a 
plan, your chances are better to get a 
quality hire.

The better your staff is, the happier 
you clientele will be. That’s the recipe 
for a thriving business.   

COLLECTIVE WISDOM

Alan Beech is a manage-
ment consultant and 
the owner of Beech 
Motorworks in Hamilton, 
Ont. You can reach Alan at 
alan@beechconsulting.ca

When you look 
at businesses 
that hire quickly, 
you’ll find that 
they consistently 
fail to achieve the 
results of the top-
performing shops.

CARS-May2015.indd   18 5/12/15   7:42 AM

mailto:alan@beechconsulting.ca


                   For more information contact: 

 Automobile Solutions Americas Inc.     
 800-975-2935 | info@asaveedol.com  
 www.asaveedol.com

ELITE®  

Mineral Oil 

Virgin base oils are 
processed to have high 
thermal and oxidation 
stability, as well as 
outstanding protection. 

SYNTRON®  

100% Fully Synthetic 

A fully synthetic oil that 
offers the highest level 
of engine cleanliness, 
reduced wear, and 
fuel efficiency.

THE PROFESSIONAL’S CHOICE

Veedol. The First Choice. Then & Now.
Veedol’s journey began over a hundred years ago and has been  
part of history ever since. Starting in Pennsylvania, our legacy  
includes being the first oil used in the Ford Model T, flying the first 
non-stop flight over the Pacific in the Miss Veedol, speeding around 
racetracks all over the world and giving consumers a quality product 
that they can rely on throughout. Whether it’s for your business 
needs or for your personal needs, Veedol will deliver a high 
quality product every time, all the time.

INNOVATION • TECHNOLOGY • PERFORMANCE

Ford Model T – 1914

First flight across the Pacific – 1931

At the French Grand Prix – 1954

ELITE® SYNTRON®

MMMMMMAAAAAAAAADDDDDDDDDEEEEEE IIINNN

CARS-May2015.indd   19 5/12/15   7:42 AM

mailto:info@asaveedol.com
http://www.asaveedol.com


PROGRAM
DOCKET

REVISION

ELEMENT

CLIENT

SAFETY BLEEDTRIM

ACCOUNT SERVICE ART DIRECTOR

VEY.VEYGEN.15002
Continental

Elite FP Ad 8.125”W x 10.75” H 7”W x 10”H 0.125” around

March 10, 2015FINAL ART

VEY.VEYGEN.15002 - Elite FP AD EN.indd 1A
John Hymers Leanne Shupe Jonathan Li

CMYK

Philip LuisiPROJECT MANAGER

The content of this publication is not legally binding and is provided as information only. The trademarks displayed in this publication are the property of 
Continental AG and/or its a� iliates. Copyright © 2015 ContiTech AG. All rights reserved. For complete information go to: www.contitech.de/discl_en 

Contact us at 1-888-275-4397   www.contitech.ca

An aftermarket line so premium, 
you can only call it Elite®.  

For aftermarket parts that live up to a higher standard, depend on 

Continental Elite. Our full line of automotive and heavy-duty products 

delivers proven results every time, without exception. 

Elite Engineering

Driven by more than a century of groundbreaking 

research and proven track-to-street technology.

Elite Fit

Products meet or exceed OE standards, with 

expanded coverage for all makes and models. 

Elite Performance 

Best-in-class 

reliability and 

durability for 100% 

customer satisfaction. 

CARS-May2015.indd   20 5/12/15   7:42 AM

http://www.contitech.de/discl_en
http://www.contitech.ca


PROGRAM
DOCKET

REVISION

ELEMENT

CLIENT

SAFETY BLEEDTRIM

ACCOUNT SERVICE ART DIRECTOR

VEY.VEYGEN.15002
Continental

Elite FP Ad 8.125”W x 10.75” H 7”W x 10”H 0.125” around

March 10, 2015FINAL ART

VEY.VEYGEN.15002 - Elite FP AD EN.indd 1A
John Hymers Leanne Shupe Jonathan Li

CMYK

Philip LuisiPROJECT MANAGER

The content of this publication is not legally binding and is provided as information only. The trademarks displayed in this publication are the property of 
Continental AG and/or its a� iliates. Copyright © 2015 ContiTech AG. All rights reserved. For complete information go to: www.contitech.de/discl_en 

Contact us at 1-888-275-4397   www.contitech.ca

An aftermarket line so premium, 
you can only call it Elite®.  

For aftermarket parts that live up to a higher standard, depend on 

Continental Elite. Our full line of automotive and heavy-duty products 

delivers proven results every time, without exception. 

Elite Engineering

Driven by more than a century of groundbreaking 

research and proven track-to-street technology.

Elite Fit

Products meet or exceed OE standards, with 

expanded coverage for all makes and models. 

Elite Performance 

Best-in-class 

reliability and 

durability for 100% 

customer satisfaction. 

May 2015   21

Late in the game, when techni-
cian Rae McLennan was 57 
years of age and already starting 
to think about retirement, the 

shop where he worked was sold.
Rae told the new owner of Allenford 

Automotive in Allenford, Ont., just west 
of Owen Sound, that he’d give him three 
years of service, and then he was calling 
it a career.

He ended up giving him a full decade. 
And when he finally hung up his tool 
belt at the end of April, Rae had 
completed his 50th year as an automo-
tive technician.

“Actually the last 10 years have 
probably been the best of my career,” 
he says. “In terms of training, working 
environment, equipment… it’s been a 
really good experience.”

In fact, he says he’d like to continue 
working. The mind is willing, but the 
body is weak.

“It’s all the aches and pains,” he says. 
“You get to a point and the body just 
starts to fall apart. It’s the cement 
underfoot. I’m sure that’s what it is. 
And slugging 20-inch tires. That will 
kill you!”

Rae’s boss, Randy VanDoornik, was 
happy to get the bonus seven years.

“It’s going to be a challenge to replace 
him, that’s for sure,” says Randy. “Rae’s 
a good tech and he knows a lot. It will 
be tough to find someone with a wide 
variety of experience like he has.”

What surprised Randy was that not 
only did Rae stay seven additional 
years, but he put a lot of effort into 
those years.

“He kept buying tools, he invested 
in a new tool box, and he took training 
right to the end. A lot of other guys 
would have seen the light at the end of 
the tunnel and stopped learning, but 
not Rae.”

So, what has a 50-year career taught 

WHAT I’VE LEARNED

Rae McLennan of Allenford Automotive is calling it  
a career after 50 years.

By Allan Janssen50years a tech
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Anyone will tell you there’s no such 
thing as a repair in a can.

Chemicals and additives can’t repair 
a broken O-ring or rebuild corroded 
metal. They can’t straighten a bent 
valve or fix a broken piston head.

But when contamination or extreme 
carbon build-up causes chronic 
problems in today’s sensitive, technol-
ogy-driven engines, chemistry can 
definitely come to the rescue.

Some technicians who are suspicious 
of aftermarket additives might 
remember the days when chemicals 
would cause deposits of their own – 
gum or varnish that would coat sensors, 
and render switches inoperable. But 
the research and development that 
goes into today’s products has made 
them so effective that carmakers them-
selves are turning to aftermarket 
chemical engineers to find solutions 
to a steady stream of new challenges.

It’s not repair in a can… it’s science 
in a can.

“The industry did have a pretty bad 
reputation at one point,” admits Steve 
Snowden of Shrader Canada. “The late-
night infomercials and everything 

else… unfortunately it tarnished the 
reputation of the entire industry.”

But things have changed, he says. 
The OEMs not only commission 
chemical maintenance products, they 
endorse them – provided they pass a 
rigorous approval process.

“They don’t just look at a chemical 
and say, ‘Ugh, yeah, that should work 
all right.’ If they’re going to recommend 
it for their engines, they want to be sure 
it will work,” says Snowden.

An example is what has happened in 
response to a serious new issue with 
direct-injection engines. When OEMS 
took the fuel flow out of the air intake 
system and moved it directly into the 
cylinder, they sought to maximize engine 
performance with reduced fuel consump-
tion and a reduction in exhaust 
emissions. And it worked. What they 
sacrificed, however, was the cleaning and 

cooling affect of fuel flowing on the back 
of the intake valves. Without it, excessive 
heat and contaminants entering through 
the air intake caused tremendous build 
up on the back of the valves, leading to 
improper seating of the valves, and signif-
icant challenge to performance and fuel 
economy.

“The regular layman is not aware of 
what’s going on inside the engine,” says 
Ted Saelzer automotive account 
manager at CRC Canada. “They’re 
relying on the service provider to explain 
the situation and solve the problem. 
They can’t see the carbon deposits on 
the valves, but they can sure feel the 
effect of it. And solving that problem 
gives the consumer confidence in the 
shop. Solving that problem is a service 
that keeps customers coming back.”

Saelzer says it would be a shame if 
shops failed to take advantage of 
solutions that are out there just 
because they ’re suspicious of 
chemicals and additives.

“It’s a small percentage of techni-
cians who really understand that there’s 
tremendous new technology available 
to them,” he says. “The fact is there are 
a lot of new chemicals that can help 
them do their jobs.”

Another example: take a look at the 
new products designed to address the 
unique problems caused by ethanol-en-
hanced fuel – a dry fuel without the 
same shelf-life that other fuels have.

Or consider the challenge of cleaning 
combustion chambers – something the 
OEMs acknowledge is a necessity on 
modern vehicles.

Or the problem of clogged diesel 
fuel injectors.

Scientists at Liqui-Moly were chal-
lenged by Mercedes-Benz to come up 
with an injector cleaner to break contam-
inants down, dissolve them, and restore 
a nice spray mist from the pintle valve.

Without a chemical solution, says 
Chris Luessen of Liqui-Moly, techs 
would face a labor-intensive mechan-
ical solution.

“The alternative is to pull the 
injectors, soak them for hours, have 
them cleaned out professionally, or 

The OEMs not only 
commission chemical 

maintenance products, 
they endorse them – 
provided they pass a 

rigorous approval process.

Today’s sensitive engines need 
a little help from science.

By Allan Janssen

CHEMICAL
SOLUTIONS
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replace them,” he explains. “This is a 
much simpler fix, obviously.”

Similarly, the alternative to applying 
a chemical cleaner for diesel particulate 
filters would be to remove the DPF, 
send it out, and ‘super bake’ it to remove 
the soot and ash before it could be 
reinstalled on the vehicle.

“Our scientists found a way to break 
down the soot and ash on the vehicle 
without removing the DPF filter,” says 
Luessen “What you have is a relatively 
inexpensive solution.”

Gork Ma, sales manager for 
Specchem, the Canadian distributor 
of Blue Chem products, says after-
market chemicals and additives should 
be considered part of a vehicle’s regular 
preventive maintenance program.

“These days, vehicles really do have 
to be maintained with proper cleaning 
systems,” says Ma. “In fact, in Europe, 
most vehicle manufacturers state in 
the owner’s manual – and some in 
North America as well – that you 

should be periodically cleaning the fuel 
system and oil system to deal with 
operationally-caused contamination.”

He points out that it is particularly 
important in Canada, which is consid-
ered to be an extreme environment for 
vehicle operation.

“In less-than-ideal conditions, as we 
have in Canada, with hot summers and 
extremely cold winters, the oxidation of 
fuel causes gum and varnish, which along 
with carbon, can build up in key engine 
components, restricting fuel flow and 
impeding performance,” he says. “We go 
from 30-degrees in the summer – fingers 
crossed – to minus 30 in the winter. That’s 
extreme-duty. Owning a car pretty much 
anywhere in Canada is classified by the 
OEMs as extreme-duty.”

And the added value of many of the 
chemicals that help keep a vehicle 
running properly, is that their effect is 
often noticeable to customers… and 
that leads to repeat sales.

“When people see what it can do, they 

are usually pretty impressed,” he says.
Luessen believes chemicals can 

become a profit center for forward-
thinking repair shops.

“We’ve seen many shops that display 
the products out front,” he says. “They 
tell the customer that their vehicle has 
been treated with a particular product 
and they often see the customer return 
to get a can or two because they’ve 
noticed such an improvement in 
performance.”

“If you throw in a bottle of a good 
fuel treatment with an oil change, 
your customer will notice a difference 
in the way the car drives,” says 
Snowden. “They’ll say, ‘I don’t know 
what you did to my car, but I came in 
for an oil change and it is driving like 
a dream now.’ Or they’ll notice an 
improvement in their fuel mileage. 
That will build loyalty. And you don’t 
even have to charge for it. Just throw 
it in, because they’ll come back for 
that feeling.”  

The Market’s Most Comprehensive 
OE Mechanical Parts Fulfillment Solution

• Provided at No Cost to Repair Shops!
• Best in Class Part Illustrations and Technical Diagrams
• 24/7 Online Ordering with Preferred Dealerships
• VIN-based Parts Look-up
• Tablet, Mobile, and Multi-Browser Friendly 

Go to www.RepairLinkShop.ca to learn about 
this FREE solution today!
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When vehicle service was in its infancy, pits and jacks were 
about all that was available to gain access to the under-side 
of a vehicle.

In most cases, what little clearance you could create still 
required you to lay flat on your back on a sliding creeper 
or, worse, on a piece of cardboard.

That certainly isn’t how most technicians want to earn 
a living these days!

Never mind the danger of a falling car, or the awkward 
way you had to use your tools, it was physically tough on 
your back, your legs, your shoulders…

Thankfully, back in 1924, the vehicle lift was developed, 
modeled after a barber’s chair.

It’s probably one of the most-used pieces of equipment in 
any modern repair shop. Our job frequently requires us to 
elevate a vehicle in order to gain access to the undercarriage 
and remove components for inspection or replacement.

This holds true for anything that moves: cars, trucks, 
buses and, yes, even trains. Eventually someone has to get 
underneath to fix them.

The lift – or the hoist as some prefer to call it – has been 
around for a long time, and technology has had a big impact on 
it over the years. In the last few years, new developments in lift 
technology have been driven by a wide variety of factors, from 
environmental safety to technician needs to vehicle design.

Let’s have a look at the different types of lifts that are 
currently available and cover some of the pros and cons 

of each type. There are basically two groups: above-ground 
and in-ground.

In-ground
The in-ground hoist is out of the way when not being used 
so it gives you access to the entire vehicle and there’s little 
to get in the way. No pushing a vehicle forward or backwards 
to open doors to gain access. They can be set up with a 
number of options – from different arm-types, arm-lengths 
and weight classes. 

They can also be set up with alignment equipment or flat 
drive-on pads, with the tech using special blocks to lift the 
vehicle. If you’ve never seen one of these, they’re amazingly 
simple. The speed with which you can set and lift a vehicle 
is stunning – especially if you’re working on very similar 
vehicles all the time, or using it for quick repairs or services 
like tires or oil services.

My favorite is the in-ground twin post, the main advantage 
of which is that it is particularly suited to narrow shops or 
bays. In-grounds traditionally take up less space. A large shop 
that moves from above-ground lifts to in-grounds will likely 
gain significant room.

In my case, I don’t have a lot of room on either side of my 
bay. The posts of an above-ground lift would get in the way 
in an awful hurry. My old single-post in-ground still works 
well, raising and lowering cars far faster than my new one, 
but the superstructure was always in the way when I needed 
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OPTIONS
LIFTING

Different kinds of lifts suit different kinds of 
applications. The right one for you depends on 
the layout of your shop and the work you do.

By Jeff Taylor
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to go under the vehicle.
Getting a truck positioned just right 

could particularly be a chore. Anyone 
who has been in this business as long 
as I have will probably have one or two 
bent drive shafts in their past!

The in-ground lift is arguably the most 
productive lift design available and it 
probably has the longest working life too 
– though not without some drawbacks. 

The installation costs are higher than an 
above-ground lift. You have to dig a hole 
to put it in, and once installed, it’s really 
a permanent fixture. They can be moved 
but it will involve an excavation and 
plenty of disruption.

The older single-post design tends to 
be in the way when you’re doing some 
jobs and it isn’t near as easy to set the 
vehicle on. There tends to be lots of 

crawling and reaching underneath.
Another drawback to the in-ground 

lift is the potential for older models to 
leak oil right into the ground. Older 
models used to hold as much as 60 
gallons of oil. Servicing these was a 
terrible job. New models have solved 
that problem. For one thing, they require 
a much smaller amount of oil (five 
gallons or less). More importantly, 
though, the whole assembly is contained 
in a giant plastic tub that keeps contam-
inants in and ground water out.

The tub or ‘cassette’ also allows for 
far easier and faster service and main-
tenance once it has been installed.

Above-ground
The above-ground lift contains a few 
different variations but each has its 
forte, depending on what it’s going to 
be used for.

For general service and vehicle main-
tenance, the twin- or two-post design 
is the runaway favorite. It comes in two 
configurations: symmetrical and 
asymmetrical.

There are variations on the asym-
metrical design but a true asymmet-
rical design has the lifting supports 
rotated 30 degrees to project the centre 
of gravity for the lift farther from the 
front. This design allows for better door 

© 2015 Mitchell Repair Information Company, LLC. All Rights Reserved. 
Mitchell 1® is a registered trademark used herein under license.

For more information:
Call us: 800-470-5936 
Visit us: www.mitchell1.com

MUCH MORE THAN JUST
OEM INFORMATION --
REAL FIXES THAT WORK FOR ME

MUCH MORE THAN JUST
OEM INFORMATION --
REAL FIXES THAT WORK FOR ME

MUCH MORE THAN JUST
OEM INFORMATION --
REAL FIXES THAT WORK FOR ME
ProDemand® delivers not only complete OEM repair 
information and legendary color wiring diagrams, but 
also Real Fixes based on millions of actual repair orders. 
All this and so much more — right at your fingertips,  
with a single lookup in ProDemand.

The lift industry has also grasped that 
technician efficiency is extremely 
important to a shop.
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and interior access.
This style of lift is the easiest, fastest 

and most economical to install; it simply 
bolts to the floor. It can also be relocated 
if you redesign the shop or if you’re 
moving to new premises. And there are 
no concerns about contaminants in the 
ground since it’s all above grade.

Twin-posts are easy to set, maintain, 
and service. They come with a wide 

variety of arm and adapter configura-
tions. The twin-post does have its 
drawbacks though. The columns can 
get in the way. Door damage is not 
uncommon – especially if you get 
careless. And they can limit the height 
of the vehicles due to the overhead 
crossover bar. Another surprising fact 
is that they tend to have a shorter 
lifespan than in-ground hoists, usually 
10 to 15 years.

Above-grounds lifts with a four-post 
design are most commonly used for 
alignments, exhaust, and simple service 
work (oil changes).

The four-post design is easy to 
install. Again it’s bolted to the floor 
and there are many different configu-
rations. You can specify varying widths, 
lengths, and lifting capacities, and add 
options like rolling air jacks and 
alignment pads. The fronts can be open 
for alignments or closed for general 
service, and they can be designed to 
drive straight through from one side 

to the other. Similar to the twin-post, 
they can be moved if needed and, again, 
there’s no oil underground.

Shortcomings of the four-post design 
include its size. It’s big and take up lots 
of room. It can hinder movement 
whether they’re up or down. And if you 
don’t get the correct crossbeam style, 
front-end service can be a chore and 
not very productive.

As we’re starting to see, different 
kinds of lifts have been developed over 
the years to suit a wide range of appli-
cations. Each shop has a unique layout 
and services its own set of vehicles. The 
best lift options for a shop reflect the 
kind of work that is done there.

The options also include two more 
lift designs that I would lump together 
as hybrids or specialty hoists.

Specialty lifts
The scissor lift is best suited for simple 
services, and work on wheels, tires, 
brakes and exhaust. It’s predominantly 

On an asymmetrical above-ground lift, 
you can see the way the lifting posts 
are turned, moving the centre of gravity 
towards the rear of the vehicle.
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an above-ground option, but there are 
some models that can be embedded 
into the floor as well.

They have many of the same features 
as the twin- and four-post models, 
installation is fast, and relocation is 
possible. They even come in portable 
models. But the mechanism that does 
the lifting can limit your working area 
and may even get in the way, depending 
on the layout of your shop.

The low- or mid-rise lift is used 
primarily to increase efficiency where 
ceiling height is a limiting factor. They 
can be used outside, allowing for quick, 
safe access for wheel removal, body and 
brake work. Like the scissor lift, it can 
be portable, and installation is both 
economical and relatively easy. Most 
low- or mid-rise lifts only raise a vehicle 
two to four feet off the ground, max, 
so this limits the type of under-vehicle 
work that can be performed.

Like everything in our industry, 
things change – mostly for the better. 
Vehicle lifts are no exception.
n Safety has become a very important 
consideration, and all new lifts will 
have a number of safety systems built 
into them, things that weren’t available 
all that long ago. For example, mechan-
ical or air locks are now standard.
n The lift industry has also grasped 
that technician efficiency is extremely 
important to a shop. Manufacturers 
have realized that the amount of time 
spent raising and lowering vehicles 
matters. They’re constantly making 
controls easier to access and increasing 
the lift speed.
n Some models can now be run on 
rechargeable batteries so even when 
the power goes out, they will still go up 
and down a number of times. No more 
stranded cars!
n The new lifts don’t require the use 
of huge amounts of compressed air, 
which is a cost savings through reduced 
energy usage.
n They have very little oil in them these 
days. If you want, you can even specify 
environmentally friendly plant-based oil.
n Plastic cassette enclosures have put 
an end to ground contamination due 

to leaking fittings or cylinders.
n There are plenty of work-enhancing 
adapters and accessories. A real 
convenience is the ability to hold the 
wheel assembly at a convenient 
height for the technician, making 
bending over to pick up a wheel a 
thing of the past.

Improvements like these will only 
continue, making our job easier and 
safer, and making us more proficient.

With all the new technology available 
in the lift industry if you’re about to 
expand or replace a lift, make sure you 
look at all the options available. And 
always look for ELI and CSA certifica-
tion before you commit to a particular 
make or style.

The right lift for your shop will suit 
the layout of your shop, the kind of 
work you do, and how long you expect 
to stay in that location.

And, remember to talk to your techs 
to find out what they like in a lift. 
They’ll have opinions. It’s best to hear 
them before you buy because they’re 
the people who will be will be using it 
every day. It will affect their efficiency 
and throughput… and that affects the 
operation’s bottom line.

Remember the lift was invented to 
increase their productivity and make 
their job easier.  

Jeff Taylor is senior tech 
at Eccles Auto Service 
in Dundas, Ont. You can 
reach him at  
jeff@ecclesautoservice.ca

Notice the open space in this shop, 
equipped with twin post in-ground lifts. 
Less clutter between bays and better 
movement equals better technician 
productivity.

OE parts, direct 
from the OEM.

VDO - A Trademark of  
the Continental Corporation

Our new VDO Engine 
Management and 
Fuel Supply Program 
offers ‘OEM-only’ 
parts, direct from the 
manufacturer – that’s us! 

The line includes 
Electronic Throttle 
Valves, Air Actuators, 
MAF/MAP Sensors, 
Fuel Injectors and Fuel 
Modules, with coverage 
for European, domestic, 
and Asian applications.

For more information,  
call: 800-564-5066 or email: 
salessupport-us@vdo.com

www.vdo.com/usa
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For any business, there are two keys to success – you have to attract 
new customers to your business, and build loyalty with existing 
customers to keep them coming back.

These aren’t always easy tasks in a competitive market, but the 
Automotive Industries Association (AIA) of Canada is here to help 
with Be Car Care Aware (BCCA) – a consumer education program 
created to help you engage with car owners in your community.

Every May, BCCA runs its annual Car Care Month campaign to remind 
Canadians to book an inspection and complete any necessary repairs 
before hitting the open road this summer. For you, it’s the perfect 
opportunity to take advantage of the program’s tools and resources 
to better market your shop to new customers and take your customer 
service to the next level to encourage loyalty.

Attract New Customers

Last summer, participants in a series of focus groups run by AIA 
Canada and Canadian Automobile Association (CAA) reported 
that they struggle to find a shop they can trust. Consumers are 
bombarded with advertisements from service providers in their 
communities, but they don’t know how to determine who is 
trustworthy. So how can you stand out? Offer them information 
instead of a sales pitch.

This May, build a reputation in your community for helping people 
drive safer cars. Use the following FREE BCCA resources:

    •   Download one of the articles on BeCarCareAware.ca, customize 
it, and submit it to your local newspaper to inform your 
community about the importance of spring maintenance.

    •   Follow @BeCarCareAware on Twitter and share the many car 
care tips with your customers to teach them about the regular 
maintenance required for various car parts and systems.

    •   Share BCCA’s Facebook tips on your own page, and add 
information about the services your shop offers to encourage car 
owners to book an appointment with you.

    •   Download the BCCA logo and some of the seasonal tips on 
BeCarCareAware.ca and use them in your promotional materials.

By offering people free information to help them better understand 
the importance of maintenance, they are more likely to think of you 
as trustworthy and to visit your shop.

Build Loyalty

Results from our summer 2014 consumer focus groups also showed 
that once customers find a trustworthy technician or service centre, 
they become extremely loyal and will actively refer them to others, 
but this trust is never given. It must be earned.

Customers want to be able to have a sincere discussion with an 
individual technician about what needs to be done to their car to 
make sure it is safe and reliable. They want you to focus on their 
goals and to help them to make decisions by explaining what work 
needs to be done, why it is important to their safety, and how they 
can prioritize repairs for the short, medium, and long term.

BCCA offers a number of great resources to help you better 
communicate with your customers. Try attaching Service Interval 
Brochures to your invoices to help explain what/when preventative 
maintenance is required or use a Vehicle Systems Component poster 
to show them what you’re working on and why. Fill out a Vehicle 
Inspection Form to show them what you’ve checked and what repairs 
they should start budgeting for or give them a Car Care Guide to 
better explain their car’s parts and systems.

Once trust is lost, a service centre isn’t given a second chance, so 
take advantage of every opportunity to go above and beyond with 
your customer service. Do little “extras” like offering a shuttle service 
or topping up fluids for free and always ask your customers if they 
have any questions.

Car maintenance is intimidating for a lot of people – they tend to feel 
that you, as a service technician, have all the information while they 
possess very little. 

This May, help bridge the knowledge gap by giving car owners in your 
community the information they need to make smart decisions about 
maintenance and repairs, and you’ll be rewarded with a booming 
business.

May is Car Care Month – 
A Time to Grow Your Business

Automotive Industries  
Association of Canada
1272 Wellington Street West
Ottawa, ON K1Y 3A7
Telephone: (800) 808-2920
Fax: (613) 728-6021
www.aiacanada.com
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Thermostats
Integrated thermostat housings are 
becoming more and more common, 
with demand growing steadily for the 
past 15 years. Gates has introduced 
both MAP-controlled and standard 
integrated thermostat housings into 
the aftermarket. The standard model 
features an all-in-one, bolt-on design 
that includes everything needed for a 
complete job. The MAP-controlled 
version includes the sensor that links 
to the engine control unit.
www.gates.com

Waterless coolant
Evans Cooling Systems 
has announced the avail-
ability of its Arctic 
coolant in gallon-size 
containers. Evans Arctic 
waterless coolant is 
designed specifically for 
use in environments as cold as -60°F. 
Although it will solidify at tempera-
tures below -60°F, it will not damage 
radiator tubes or cause blocks to crack 
because it shrinks when it changes 
state. At the other end of the tempera-
ture spectrum, Evans waterless coolant 
has a high boiling point (375°F). Vapor 
does not form in the coolant jacket as 
it can with water-based coolants.
www.evanscooling.com

Coil-on-
plug probe
Pico Technology has 
introduced a new coil-on-
plug (COP) and signal probe 
for the non-contact testing of 
coil-on-plug ignition coils, spark plugs, 
injectors, inductive actuators, and 
other high-voltage switching signals. 
The new probe features an easy-grip 
handle, a flexible shaft to allow easy 
access even when space is restricted 
and has an improved pick-up to suit a 
wider range of components. The new 
unit is compatible with any Pico auto-
motive scope.
www.picotech.com

Software upgrade
OTC has launched its ‘Diagnostics for 
Life’ program and new Bravo 2.0 
software for the Encore diagnostic 
tool. The program provides a lifetime 
warranty on hardware, expanded 
technical service hours and a software 
overhaul. The critical Bravo 2.0 update 
is provided for every Encore owner 
with or without an active diagnostics 
subscription. The company says techs 
will see a faster, more stable tool, with 
additional vehicle coverage and a 
reduction in screen-to-screen waiting 
times. 
www.OTCTools.com/

Airline accessory
Chicago Pneumatic has 
introduced a new range of 
airline accessories for its 
hand-held pneumatic 
tools. The new Air Flex 
swivel connectors, which 
connect the air hose to the base of the 
tool, make rigid hoses more flexible 
and multi-directional. The use of the 
Air Flex swivel connector helps to 
improve vehicle professionals’ work 
ergonomics, while providing users with 
a 360-degree rotational capacity to 
increase productivity and ease of use 
in difficult to reach places.
www.tinyurl.com/cars-prod-0404

Absorbent 
pads
Oil eater has designed 
a new eco-friendly 
line of Oil Eater 
Naturals absorbent 
pads, rolls and socks. 
Made using natural 
plant by-products, 

the highly durable pads absorb water, 
oil and chemical spills. They withstand 
sharp equipment and foot traffic and 
are leak free when saturated. They’re 
available in a variety of weights, finishes 
and sizes.
www.oileater.com

Hub 
assemblies
Moog hub assem-

blies from Federal-
Mogul Motorparts 
are now available 

with an innovative 
roll-form construction 

that helps ensure consistent, optimal 
bearing preload for significantly 
enhanced durability and increased 
load capacity. Each unit also features 
precisely matched, high-quality 
bearing raceways and rolling elements 
engineered for superior performance 
with minimal noise and vibration 
under a full range of operating 
conditions.
www.moogproblemsolver.com

BABB YAA WYY AWW TCHAA
Double-platinum spark plug
Robert Bosch has introduced an original equipment design 
fine wire double platinum spark plug which complements 
the company’s OE fine wire Iridium spark plug launched in 
2011. Designed to last three times longer than a standard 
spark plug, it features high-strength ceramics to protect 
against cracking and dielectric punch through (when the 
spark fires through the side of the insulator instead of at the 
center electrode).
www.boschautoparts.com/auto/spark-plugs
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Filter catalog
Mahle Aftermarket has released its first 
comprehensive filter catalog for vehicle 
applications in the United States, Mexico 
and Canada. It includes all the company’s 
product offerings in one resource, 
covering more than 90 percent of vehicles 
in operation in the three countries. It 

features over 1,200 air, oil, fuel and cabin air filters, including 
125 new part numbers. The catalog is written in English, 
French and Spanish.
www.mahle-aftermarket.com

Software update
Mitchell 1 has updated its 
ProDemand repair, diagnostic 
and maintenance software by 
consolidating vintage repair and 
estimating information into the 
application to deliver full year, make and model coverage 
from 1974 to the present year. This latest enhancement gives 
auto repair technicians easy access to additional years of 
service information inside the ProDemand platform and 
improves the product user’s experience.
www.mitchell1.com

Lift brochures
Rotary Lift has updated its 
two-post and drive-on lift 
brochures to provide a more 
comprehensive overview of each 
product line. The new brochures 
cover the full range of light-duty and heavy-duty lifts for each 
configuration, and also include guides to help customers find 
the right lifts and lifting accessories for their needs. The back 
of each brochure features a convenient new lift application 
guide, which shows which Rotary Lift models are suited for 
various vehicles based on weight, length and wheelbase.
www.rotarylift.com

Lighting catalog
Philips Automotive North America is now 
offering its latest Automotive Lighting 
Application Catalog for replacement and 
upgrade bulbs, and LEDs. The 2014-2015 
Philips Automotive lighting catalog covers 
applications for all types of domestic and 

import cars, SUVs, light trucks, and vans from model 
years 1999 to 2014. All of the standard replacement and 
upgrade bulbs listings are presented in a trilingual format.
www.usa.philips.com/c-m-li/car-lights/
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Don’t wait. Space is limited.  
Registration closes May 31, 2015 

www.repxpertlive2015.com

REPXPERT Live is a brand of Schaeffler Group USA Inc.

JUNE 27-28, 2015

EXPERTS TRAINING EXPERTS  
One day of fun and training, two dates to pick from!

Rev up your knowledge and push 
your limits on the race track!
Join us for a one-day comprehensive, hands-on 
technical training event designed for automotive  
service professionals.

JOIN US AT 
GRAND PRIX KARTWAYS 
TORONTO (DOWNSVIEW PARK)

Don‘t Wait
REGISTER ONLINE TODAY
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Digital LCD circuit tester
Monster has introduced a Digital LCD Circuit Tester 12-48V 
DC (Part No.MST12001), used to detect voltage, power, 
ground, and circuit integrity. This incredibly versatile tool 
has a larger testing range than most testers on the market 
allowing professional technicians to test voltages from 12 
volts all the way up to 48 volts DC. It’s made with an LED 
indicator, red for power and green for ground. The handle is 
a single-piece design formed from a ballistic poly-carbonate 
material and houses an LCD display that provides a “no 
guess” voltage value of circuit.
http://monsterautotools.blogspot.ca

Thermometer
Robinair has introduced the new TIF3220 
Thermo-Anemometer and IR Thermometer. 
It measures air speed and temperature, simul-
taneously displaying both readings. It is also 
easy to set area dimensions that can 
be stored in the meters internal 
memory and recalled during the 
next use of the instrument. It 
features a built-in infrared thermom-
eter for non-contact temperature measurement to 
932 °F with a 30:1 distance to spot ratio.
http://www.robinair.com/automotive

Mass airflow sensors 
Delphi Product & Service Solutions 
has released two new Mass Airflow 

Sensors (MAF) covering more than 
153,000 BMW vehicle applications built from 

2001 to 2006. Part numbers include: AF10233 
and AF10227. Delphi says its MAF sensors are brand-new, 
never remanufactured. They’re engineered to OEM standard, 
and every sensor is calibrated to match the OE part.
go.delphi.com 

CV Intermediate shaft
Cardone has introduced a new CV interme-
diate shaft for the Dodge Ram 1500 (pictured). 
It is just one of 29 A1 Cardone reman numbers 
and 12 Cardone Select new part numbers. The new 
SKUs feature some products that are only available to 
the aftermarket through Cardone.
www.cardone.com
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Available at:

www.liqui-moly.us

LIQUI MOLY offers manufacturer approved 
motor oils for every car.

Since 1957, demanding car owners in Germa-
ny have used and trusted LIQUI MOLY. 

Our company offers the highest quality motor 
oils and  
additives for gasoline and diesel engines.

Isn‘t it time YOU discover LIQUI MOLY?
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Question of the Month:
What was the most successful promotion your  
shop ever ran?

AutoPuzzle             #82

Name:

Shop Name: 

Shop Address: 

City:    Prov:  Phone:

Email: 

®

www.autopartsdepot.ca

Precision Brand
Precision Engineering
Precision Performance

• Hardware  Included

Positive Mold Ceramic Disc Brake Pads

Positive Mold Metallic Brake Pads

Drum Brake Shoes

ACROSS
3  An unfortunate engine sound.
7 Worth a pound of cure.
8 Loud and unpleasant sound.
9 A point on the compass.
11 Possessing the power, skill, or means.
12 Type of specialty wrench.
14 One of the earliest operating systems.
16 Component that constrains motion,  
 and reduces friction between moving parts.
18 One of the two basic kinds of braking systems.
19 Turning point.
20 Most cars have at least six of these to  
 provide visibility.
21 Discharge of electricity between two  
 unattached points.
23 Church bench.
25 Failure to win.
27 Along with make and model, one of the three  
 basic ways of identifying a type of car.
29 The Safety Elephant (Google it if you’re under 40).
30 Something under which some people like to fly.
31 Refrigerant used before R134a.

DOWN
1 Another point on the compass.
2 Reference page.
3 Make sure you get these from the customer  
 or you won’t be able to fix anything!
4 Door handle.
5 To be in a nervous, tense, or edgy state.
6 Japan’s best-selling make of luxury cars
10 Pupil.
11 Post-marital spousal support.
13 Mistake.
15 Khaki-like color akin to green.
16 Rolls Royce’s current parent.
17 The popular alternative to diesel.
21 Cars have two. Large trucks can have lots more.
22 Holds things together.
23 Group of lions.
24 Kind of wart… the anxious kind.
26 To explore the Internet.
28 Zig Ziglar said if you want to _____ more,  
 learn more.

 Solution for 
AutoPuzzle #80
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a tree with Pedro and Chico, drinking Cokes and looking at 
his iPad. “Hey,” I said, getting out of the car. “This is no time 
for YouTube videos. We’ve got work to do!”

Tooner ignored me and kept scrolling through menus on 
his screen. “It’s a good thing there’s Wi-Fi here,” he said. “Your 
diagnostic skills suck. I’m looking up wiring diagrams on our 
shop subscription.”

“You mean the clockspring wasn’t damaged?”
Pedro pointed to a flat rock beside the van. “Si, she was 

bad.” The old clockspring lay in pieces on the rock – Tooner 
had taken it apart to show the guys how it worked. “But señor 
Tooner, he says there is another problema.” 

“Okay, here we go.” Tooner traced the wiring diagrams with 
his finger as he explained to the students how the system 
worked. He finally looked up at me. “Says here the horn circuit 
grounds out through the cruise control assembly.”

“Cruise control? I was told this van didn’t have cruise.”
Tooner got up and opened the driver’s door. “Oh, it’s got 

cruise all right,” he said, pointing to the controls on the 
steering wheel. “It just don’t work. There’s a big difference.”

It was lunchtime, so we stopped for a bite to eat. “These 
are interesting,” said Tooner as we sat on Roberto’s veranda. 
“What are they?”

“Fish tacos,” answered Roberto. “You want more?”
Tooner stopped chewing. “Well, I did ’til you told me that.” 

He looked at me. “Any chance we can find a burger joint in 
this town?”

I laughed. “You’re funny. Okay, back to the horn problem. 
Where’s the cruise control assembly?”

Tooner grimaced. “Crammed down in the left-hand fender 
well. We gotta take stuff off to get at it.”

“That’s what students are for, right?”
An hour later, the reason for a bad ground became obvious. 

The cruise assembly had vibrated loose and was dangling down 
beside the engine. “Ya cain’t be a ground if ya ain’t attached,” 
mumbled Tooner, as he searched for the missing mounting bolts.

The remounted assembly back brought the horn back to 
life, and for the rest of the week we moved on to other things.

Heading north on Saturday, Roberto was ecstatic. “Muchas 
gracias for fixing my air conditioning, señor Tooner! After 
two years, it was just a loose ground wire – how did you know 
to look for that?”

Tooner reclined his seat and lowered his sombrero. “What 
can I say? I’m just a constant life learner.”

I shivered and pulled my thin jacket closer around me. I 
can learn, too. I don’t care if it is the Baja; next time I’ll pack 
a sweater.   

Rick Cogbill is a freelance writer and a former 
shop owner in Summerland, B.C. You can read 
more of Slim Shambles’ misadventures in 
Rick’s book, “A Fine Day For a Drive,” available 
at www.thecarside.com
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“¡Bienvenidos, míos amigos! Welcome to México!”
Despite our bus driver’s enthusiastic greeting, Tooner 

looked doubtful as he stepped down into the barren Baja 
landscape. “A week of this? Whaddaya got us into, Slim!”

I wiped the sweat off my forehead as I searched for my bag 
among the growing pile on the side of the road. “Hey Roberto,” 
I said, “How long has that air conditioning been broken?” 
The seven-hour bus trip had been sweltering.

Roberto shrugged as he hauled bags out from the luggage 
compartments. “Two years, señor. We’ve tried to have it fixed 
many times, but they never get it right.”

Tooner grabbed his bag and started walking to the barracks. 
“Need water,” he croaked. “Sheesh, are rocks a cash crop out 
here? Sure got enough of ’em.”

We were on a volunteer trip to teach mechanics in one of 
the poorest parts of Mexico. The brochure had looked inviting 
– travel, share your skills, do some good. The reality was 
grittier than the photos, but I was still glad we’d come.

The next morning we met our students. Pedro was a tall, 
lanky kid of 19, whereas short and stocky Chico was a few 
years older. Both young men were eager to start their mechan-
ic’s training – anything was better than hard labor on the 
nearby commercial farms for a few dollars a day.

“There’s our first job,” I said, pointing to a tired-looking 
2001 Ford E350 van parked under an olive tree.

Tooner dug in his backpack and pulled out a Ford parts 

box. “Is that what this here clockspring is for?”
“Yep,” I replied. “The horn doesn’t work. It’s an essential 

feature when you’re driving down here.”
Tooner raised an eyebrow. “The horn, eh? And you figure 

it’s the clockspring?”
I climbed into the driver’s seat and turned the steering all 

the way left. A loud scraping sound came from just under 
the steering wheel. “They told me about this noise too, so I 
figured the clockspring was a good place to start.”

Tooner accepted my diagnostic deduction with a shrug 
and began showing the students how to disarm the air bag 
and remove the steering wheel. Pedro and Chico were fasci-
nated with it all. They’ve been around vehicles all their lives 
– Chico even had his own beat up Honda civic – but being 
the sons of migrant farm workers, they’d never had the chance 
to take one apart.

While they were busy with the van, I took inventory of some 
other vehicles the charity had lined up for us. There was every-
thing from beat-up Buicks to an old Ford flat-bed that looked 
like it had hauled hay bales off the Ark. It was great, because 
every broken shock, every bent steering part, and each bald 
tire meant lots of training opportunities for our students.

Mid-morning, Roberto and I made a run to town for parts. 
But when we got back to the base, Tooner was sitting under 

Tooner and Slim head south of the border to share their knowledge... and learn a thing or two!.

By Rick Cogbill

...continued on page 37

Bienvenidos, Buddy!
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