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It’s impossible to go to a Skills Canada 
competition and not be struck by the 
poise, focus, and enthusiasm of the 
young competitors there.

What remarkable skills these appren-
tices and aspiring apprentices possess. 
And what fruitful careers await them 
in the real world.

Best of all, they’re all so eager! It’s a 
trait of youth, I know, but how 
refreshing to meet people whose 
passion for the job hasn’t been 
dampened by years of skinned 
knuckles, sore backs, and cranky 
customers.

Without exception, the young auto-
motive service competitors spoke of 
an innate love of vehicles.

Brandon Liang, winner of the 2014 
national competition in Toronto, will 
represent Canada at the World Skills 
competition in Brazil this summer. The 
third-year apprentice at Lamb Ford 
Sales Ltd. in Camrose, Alta., said his 
early success in competition has given 
him a lot of confidence and now he’s 
“hooked on the trade.”

Matthew Carr, an apprentice at 
Bavaria BMW in Edmonton, said he’s 
revised his career plan. He’d initially 
wanted to be a mechanical engineer 
but chose to pursue a career in the 
repair bay instead when he discovered 
that he preferred working on cars over 
calculating math equations.

As a kid, Amber Wally wanted to fix 
tanks. She’s since revised her career 
plan to encompass all kinds of heavy 
equipment… but for now, she said, 
“auto is pretty cool too.”

Frank Walker, an apprentice at 
Bonick’s Auto in Melville, Sask., 
described auto repair as the perfect job 
for people who like to work with their 
hands. And Seaton Crawford, an 

apprentice at Cella General Repairs in 
Bolton, Ont. described it as “a hobby 
that I can turn into a career.”

Secondary student Aaron Taves said 
he’ll get his license for sure. “I’ve always 
had a passion for cars and I like 
problem solving so I thought, why not 
get into the trade.”

Why not indeed.
In fact, the opportunity to prob-

lem-solve, at a high level, every single day, 
is definitely one of the drawing cards of 
our trade. That, and the fulfillment of 
getting a stubborn motor running again; 
the ability to work with the latest tech-
nology; the daily validation of their skills; 
and being part of an industry that is 
integral to our national economy.

Above all, they get to work with cars 
– an alluring notion for young people 
since the automobile was first 
introduced.

Of course such a career also comes 
with a price.

Ontario’s Ethan Raymond, who won 
in the secondary school category, said 
he enjoys the challenge of fixing cars, 
but has chosen to pursue a career in 
automotive engineering instead. The 
main reason? He doesn’t want to work 
on rust.

“When the going gets tough, when 
the bolts are seized, or the vehicle’s 
covered in snow, or I don’t have enough 
room to work, it kind of ruins my day,” 
he said. “I know my limitations.”

He’s going to take a more academic 
route when he’s done high school. He’d 
like to design and engineer tomorrow’s 
vehicles, rather than repair the ones 
that are already on the road.

Oh well, you can’t win them all!

SERVICE NOTES

Competitors at this year’s Skills Canada  
competition are excited about entering  
the trades. Why wouldn’t they be!

By Allan Janssen
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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?

on the WEB>
Flying car crashes into repair shop
The technicians at a 
Toronto-area auto 
shop were lucky not 
to have been harmed 
when an airborne 
vehicle made a 
dramatic entrance 
last month. It was all 
captured on video and 
you can find the link 
on our Facebook page. www.facebook.com/mycarsmagazine

There’s always lots going on at our website. 
Check out the latest at 

www.carsmagazine.ca

What ‘wood’ you do?
One of our readers sent in this crazy home repair.  
Who needs a proper chassis when you’ve got lumber lying 
around? Check it out on our website.
tinyurl.com/cars-eyespy-001

EYESPY

Shad’s gets a hole in 
one for charity
CARS magazine was at 
the annual Shad’s R&R 
golf tournament in June. 
We live-tweeted during 
the aftermarket’s largest 
fundraiser. Check out  
the pictures on our 
twitter feed. 
twitter.com/mycarsmag

What time do you have?
Everyone’s talking about 
the new Apple Watch… 
especially car lovers looking 
to take advantage of new 
tech for their vehicles. With 
groundbreaking apps, it may 
be the next big thing in the 
automotive world.
tinyurl.com/cars-applewatch
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delphiautoparts.com  

What would you put in your garage? Tools? Repair equipment? High 
quality Delphi parts? A classic car? Delphi is giving you the opportunity 
to win $10,000 to outfit your garage. 

If you’re a professional automotive technician in the U.S. or Canada, 
sign up today to win the shop of your dreams. Return each day for 
more chances to win the grand prize or hundreds of other prizes. Three 
finalists will be invited to Delphi’s offices, attend the North American 
International Auto Show and one will be awarded the grand prize.

MORE WAYS TO WIN!
MONTHLY PRIZES

• Action Cameras

WEEKLY PRIZES
• Mechanic Gloves

• Shop Stools

INSTANT PRIZES
Through our Scratch-and-Win Game

• Fender Covers

• Baseball Caps

• Lunch Coolers

PLUS 10 GRANTS FOR STUDENTS

Visit DelphiDreamShop.com to enter

For official rules go to delphidreamshop.com
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A new report has found that techni-
cians tend to recommend Asian 
vehicles when advising consumers on 
the next vehicle they should purchase.

According to the study by the 
Michigan-based Equipment and Tool 
Institute (ETI), technicians generally 
steer their customers toward Toyota 
(48%) and Honda (41%) – followed 
distantly by Ford 
(24%), Nissan (24%), 
and Hyundai (21%).

ETI found they do 
so primarily because 
of brand quality, 
reasonable repair 
costs, good OEM 
support, and the ease 
of obtaining tools and 
information from 
OEM.

The study proves the 
value of technician 
influence, said Charlie 
Gorman, the former 
executive manager of ETI, 
and the author of the study.

“It’s no coincidence that the auto-
makers that are recommended the 
most in this study are also the 
companies that tend to support ETI’s 
efforts to acquire tool and equipment 
information specific to developing 
aftermarket products,” he said. “It is 
ETI’s hope that the automakers that 
are farther down the list will see the 
value. It could help them gain approval 
from a very influential source of word 
of mouth advertising.”

About 11 per cent of consumers 
reported having sought recommen-
dations from their technicians on 
what vehicle to buy next, possibly 
viewing aftermarket shops as being 
able to offer objective advice. 
Soliciting recommendations was 
found to be most common among 

consumers who earn less than $50,000 
(17%). Of the higher-income earners 
(over $100,000) who frequent after-
market shops, only about 5% said 
they sought advice on what vehicle 
to purchase next.

The survey recorded responses from 
577 people, of which 49% were male, 
and the average income was $75,000.

In a related survey 
by ETI, technicians 
said they estimated 
that about a third of 
their customers ask 
for vehicle recom-

mendations and, 
of those, about 
40% actually act 
on the advice.

Technicians 
said they tend to 
r e c o m m e n d 
Toyota/Lexus/
Scion (74%), 
followed by 
Honda (73%), 

GM (62%), and Ford (60%). They gave a 
number of reasons for their choices. 
Most notably, they cited a lack of quality 
service info in the case of British 
vehicles, and unbillable time required 
in the repair of Nissan/Infinity models.

The study also found that techni-
cians deem German and British/
Swedish vehicles as the most difficult 
to repair, in part because of the high 
cost of OEM tools and information.

The technician survey recorded 
responses from 577 people, 98% of 
whom were male, with an average age 
of 55.5 years.

ETI represents automotive tool and 
equipment manufacturers as well as 
technical information providers.

You can read the institute’s blog  
on this subject at tinyurl.com/eti- 
surveys.   

NEWS

THE PROFESSIONAL’S CHOICE

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

For more information contact:

INNOVATION • TECHNOLOGY • PERFORMANCE

SYNTRON® 100% Fully Synthetic

Veedol.
Made Here. For You.
Veedol Syntron is a fully synthetic 
oil that offers the highest level 
of engine cleanliness, reduced 
wear and fuel efficiency, making 
it an obvious choice for Canadian 
automotive professionals. And 
with over a hundred years of 
experience, Veedol has stood  
the test of time.

MADE INMADE IN

What do you recommend?
New report shows customers frequently ask techs what vehicle 
they should buy next. The answers would please Asian carmakers.
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Organizers of the 
annual SkillsCanada 
competition say 
there’s still more 
work to be done to 
convince parents 
and teachers to steer 
young people into 
skilled trades.

Their annual cele-
bration of trades is 
designed to present 
an alternative to 

white-collar careers.
And while they insist it has done 

much to increase the profile of blue-
collar jobs over the years, the message 
still hasn’t been fully embraced by the 
Canadian education system.

“I think we’re moving the needle, but 
we’re moving it a little slower than  
we’d like,” says Shaun Thorson, CEO  
of SkillsCanada. “There are still a lot 
of gaps in understanding the work  
that is done by skilled-trade 
professionals.”

Thorson said the four-day national 
competition last month was a chance 
to show young people the dedication 
to excellence, the pride of workman-
ship, and the career opportunities that 
come with skilled trades.

Thousands of high school students 
streamed into Prairieland Park in 
Saskatoon, Sask., to learn about a wide 
variety of specialized trades, and watch 
the cream of this year’s crop compete 

in 44 different skills competitions.
Martin Restoule, chairman of the 

auto service competition and coordi-
nator of the transportation department 
at Algonquin College in Ontario, says 
SkillsCanada offers young people a 
unique look behind the scenes at some 
very fulfilling career options.

“SkillsCanada tends to generate a lot 
of interest. I see it as a real positive 
influence on young people,” he says. 
“They’re looking around and saying, ‘I 
didn’t know that was a trade,’ or, ‘That 
looks like fun. I might enjoy that.’ They’re 
seeing first hand what their guidance 
counselors should be telling them about.”

He says it’s unfortunate that so few 
teachers see skilled trades as a viable 
option for bright students, rather than 

12   CARS
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trade

Saskatoon hosts Canada’s national showcase 
for the skilled trades, designed to impress young 
people and fill tomorrow’s automotive repair bays.

By Allan Janssen

The
future

of our

Brandon Liang of Camrose, Alta., 
completed the task at each testing 
station – but not in competition with 
the other students. As the winner of 
last year’s national skills competition, 
he’ll represent Canada in the automo-
tive service category at the World Skills 
Competition in Brazil this summer. This 
was his last chance to practice before 
heading to that event.

Second-year apprentice Seaton Crawford 
of Cella General Repairs in Bolton, Ont. 
placed second among the post-sec-
ondary competitors.
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a repository for trouble kids.
“We’ve been trying to change that, but 

I don’t see it changing just yet,” he says. 
“I still get calls from teachers saying, ‘I’ve 
got little Billy here who has some issues 
and we thought he’d be great for the 
trade.’ No, he probably wouldn’t be!”

With that in mind, organizers hosted 
an educators’ forum at this year’s event, 
offering teachers and guidance coun-
selors insights into the kind of tools 
that will help give students direction 
and momentum in their careers.

“Both students and teachers have to 
understand how apprenticeships 
work,” he says.

Also new this year was a greater 
emphasis on the essential skills that 
make aspiring professionals more 
attractive to employers.

“We’ve seen young people acquiring a 
lot of different skills, but not always the 
exact ones that employers are looking 
for,” says Thorson. “What is sometimes 
missing is the right communications 
skills, or numeracy, or literacy skills, or 
some of the other elements that are also 
important for that occupation.”

He says that “skills mismatch” led 
SkillsCanada to define the essential 
skills emphasis at this year’s 
competition.

Restoule sees that as just one of the 
challenges of building tomorrow’s 

workforce.
“I was a shop foreman and service 

manager before I went into education, 
and we liked to grow our own tech-
nicians,” he says. “It’s better than 
bringing in a technician who’s been 
somewhere else and comes with lots 
of bad habits.”

He admits it can be difficult to find 
the right apprentice, and shops might 
lose a few before they find the right 
one, but it’s a small price to pay.

There’s a new crop of prospective tech-
nicians being groomed at high schools 
and colleges across the country, he says.

The post-secondary winner of this 
year’s automotive service competi-
tion was Matthew Leclair, an appren-
tice at Hemphill GM in Summerside, 
P.E.I. That’s him on the cover of this 
month’s magazine.

The 23-year-old, who says his grand-
father inspired him to pursue a career 
as an automotive technician, is a 
proponent of block release programs 
as a way to entice more young people 
into the automotive repair field.

Second place went to Ontario’s 
Seaton Crawford. Third place went to 
British Columbia’s Ethan Delichte.

The winning secondary students 
were Ethan Raymond of Ontario (gold), 
Aaron Taves of Alberta (silver), and 
Hugo Turcotte of Quebec (bronze).   

Chromed & 
Super-Finished 
Piston Rod

Every Gabriel® rod 
surface is chromed  
and superfinished.  
This helps prevent 
corrosion, carries the 
proper amount of lube to 
the seal and provides a 
consistent wear surface 
and longer product life.

Making great 
shocks starts 
from the inside

Gabriel has been 
perfecting shock 
absorber technology 
since inventing the 
first one in 1907.

www.gabriel.com

Ethan Delichte of British Columbia works at the transmission/driveline station at  
this year’s SkillsCanada national competition. He placed third among the  
post-secondary competitors.
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By the NUMBERS 
Stats that put the Canadian automotive aftermarket into perspective.
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Vehicles as a percentage of the 
driving age population in Canada 
(16 years of age and older). The 
equivalent U.S. statistic: 95.8%.

73.4%
The record number of new passenger cars and light trucks purchased by 
Canadians in May, up 1.1 percent from the same month last year. Analysts say 
2015 could end up the best year ever for new vehicle sales.

197,937

High-tech analysts predict that fully 20% of passenger 
vehicles around the world will be Internet-connected by 
2019, as M2M (machine to machine) and IoT (Internet of 
Things) technologies continue to expand.

1 in 5

The 2014 ratio of large passenger vehicles (CUVs and SUVs) to light passenger 
cars in Canada. That’s changed from a 52:48 ratio in 2009.

Need further evidence that Canadians are 
moving to bigger vehicles? Eight of the top 
10 passenger cars report lower sales numbers 
through the first quarter of 2015 (compared to 
this time last year), and seven out of the top 10 
light trucks are up on a year-to-date basis.

58:42
The amount of 
automotive repair 
and maintenance 

work stemming from a vehicle being 
brought in for routine oil change.

56%

The percentage of 
Canadian vehicles 
that survive through 

15 years of ownership. Back in 
2000, only 33.7 percent of vehicles 
survived that long.

54%

The potential reduction in crash 
deaths in the U.S. if all new cars 
and trucks are able communicate 
with one another. The technology 
is predicted to be able to prevent 
nearly 600,000 left-turn and 
intersection crashes, and save about 
1,100 lives annually.

80% The number of vehicles 
the average American 
will own throughout the 

course of their life (from age 18 to 80). 
If vehicle ownership trends continue, 
that number will decline to just 
nine. The average length of vehicle 
ownership in the U.S. now stands 
at 67 months, almost two full years 
longer than it was in 2005.

13

The average period of new-vehicle 
ownership for Canadian consumers 
is seven to nine years. In contrast, 
the U.S. average new-vehicle 
ownership period was 6 years and 
five months as of the fourth quarter 
of 2014.

CARS-June2015.indd   14 6/9/15   12:04 PM



TM

So
ur

ce
s:

 T
he

 C
ar

 C
ar

e 
A

ss
oc

ia
ti

on
; D

es
R

os
ie

rs
 A

ut
om

ot
iv

e 
C

on
su

lt
an

ts
; I

H
S 

A
ut

om
ot

iv
e;

 A
ut

om
ot

iv
e 

In
du

st
ri

es
 

A
ss

oc
ia

ti
on

 o
f C

an
ad

a;
 U

.S
. N

at
io

na
l H

ig
hw

ay
 T

ra
n

sp
or

ta
ti

on
 S

af
et

y 
A

dm
in

is
tr

at
io

n;
 J.

D
. P

ow
er

 C
an

ad
ia

n 
Fu

el
 

E
co

no
m

y 
Im

pa
ct

 R
ep

or
t;

 Ju
ni

pe
r 

R
es

ea
rc

h.

CARS-June2015.indd   15 6/9/15   12:04 PM

http://jhnbeam.com


16   CARS

Through its 125-year history, our shop 
has seen its share of changes in the 
automotive world.

Four successive generations have had 
to keep up with the times, as engine 
technology advanced, and retail trends 
came and went.

But the speed of change is increasing, 
placing an ever-greater burden on us 
as we try to remain competitive in our 
community. Sadly, the cost of training 
and updating equipment has 
sometimes interfered with wage 
increases for my staff.

About 10 years ago, I started looking 
for funding to help pay for training, 
and I was pleased to learn that the 
government has some excellent 
programs available.

Here in my hometown of 
Peterborough, for example, we have 
the Eastern Ontario Development 
Program, designed to help businesses 
pay for the kind of skills upgrading that 

keeps people employed.
The training program you’re inter-

ested in must qualify under the govern-
ment’s rules, and you have to apply for 
funding in advance. Then, when the 
course is finished, you fill out another 
form, show proof that you paid for the 
training and did indeed attend. And if 
all goes well, you’ll receive a cheque for 
50 percent of the cost.

Not a bad deal!
I’ve taken advantage of this program 

for over a decade, receiving upwards 
of $15,000 for much needed training. 
That certainly came in handy in our 
efforts to stay up-to-date with modern 
vehicle technology.

Now, I didn’t always receive the 
funding I hoped for. Sometimes the 
funds had run out or the training I 
wanted didn’t qualify. I was probably 
denied about $5,000 over the years. 
Often I took the training anyway. It’s 
vital to our trade.

Recently, the Eastern Ontario 
Development Program changed its 
focus. For reasons that are still 
somewhat unclear to me, they decided 
to stop supporting a lot of little projects 
and started funding a small number of 
big projects. The training I wanted no 
longer qualified.

It is not lost on me that this is tax 
money. It comes from all of us, and it 
should be used to benefit as many 
people as possible. It has helped my 
business in the past and I strongly felt 
I was entitled to it. But it was gone.

Luckily, my wife discovered a new 
program through the local college, Sir 
Sandford Fleming. The Canada-Ontario 
Job Grant (COJG) offers two-thirds 
funding, up to $8,000 per employee per 
year, for qualifying training programs.

We were back in business! Last month, 
we qualified for funding at two different 
training courses – the LinderTech 
Technical Training Conference in 
Toronto, and a NAPA Injectronics held 
in nearby Lakefield, Ont.

Trying to find government funding 
programs can be a tedious process, and 
applying for them can be frustrating 
and sometimes fruitless. But 
persistence pays off. The money’s out 
there for skills development, tooling, 
and wages.

Want to upgrade your skills in a 
cost-effective way? I urge you to seek 
funding in your own area. And if there 
is none, demand it from your politi-
cians. Programs like these keep people 
in business, keep people employed, and 
keep training programs available. It’s 
our own money being used to help 
businesses compete and communities 
thrive. I’d call it a win-win for everyone.

See you all at the next training 
course… hopefully at a third of the 
regular cost!   

IT’S YOUR TURN

Got an opinion? We’ll happily give you a page to get it off your chest!  
Send your rant to allan@carsmagazine.ca

Finding funding
Are you getting help paying for much-needed training?  
You might be eligible through a government program.

By Rob Nurse

Rob Nurse, owner of Bob Nurse Motors in Peterborough and his technician Pete Siddall 
at LinderTech Training Conference in Toronto last month.

Rob Nurse is owner of Bob Nurse Motors 
in Peterborough, Ont.
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aftermarket service provider has done 
very little to change that perception.

The aftermarket is so busy competing 
on price that volume is the only way to 
make money, so shops get so activity 
based that they don’t truly help their 
customers make the best decisions for 
their vehicles. In reality, older vehicles 
can be as reliable as any new vehicle if 
they are well maintained.

If the tire shop had done its job 
properly, someone would have been 
performing proper inspections on the 
vehicle, looking up recommended 
maintenance, and keeping it in good 
shape. They would have gained all the 
sales from that process, and they would 
not have lost the customer to another 
shop or a new-car dealership.

Yes, this would have cost the 
customer money – probably between 
$1,200 and $1,500 a year – but it would 
have been more manageable than a 
$7,000 hit. She would never have gotten 
into a bind, and she would not have 
had to replace the vehicle for $26,500 
– much of which she had to borrow.

She’s not alone. Listen to these 
Canadawide statistics:
• J.D. Power and Associates reports 

that the average car sold in Canada 
in 2014 cost just under $30,000 (no 
trucks or SUVs in this statistic).

• The average car payment in 2014 was 
$549 a month – a whopping $6,588 
a year.

• The average term of a car loan in 
2014 was 69 months.

• Negative equity has grown from 
16.6% in 2009 to 29.4% this year. This 
means that people are replacing 
vehicles before they have paid them 
off, and are rolling the remainder of 
the previous loan into the new loan.
CAA estimates that it costs $10,374 a 

year to operate a midsize car or small 

crossover driven 20,000 kilometers a year. 
The Treasury Board of Canada Secretariat 
released a study, commissioned by 
Corporate Fleet Services, which showed 
that the depreciation on four- to five-
year-old cars alone stands at $3,423.42 
(almost precisely one third of the total 
cost). Depreciation and insurance costs 
drop significantly after the fifth year.

The rest of the costs break down  
as follow :
Fuel (24%) $2,489.76

Insurance (17%) $1,763.58

Interest(1%) $103.74

Preventive  
Maintenance (10%) $1,037.40

Registration (2%) $207.48

Repairs (3%) $311.22

Sales Tax (7%) $726.18

Tires (2%) $207.48

Miscellaneous (1%) $103.74

Based on these statistics, it’s going 
to cost between $1,400 and $2,000 a 
year in repairs and maintenance to 
keep a vehicle safe, economical, and 
reliable. The actual cost could be lower 
or higher, depending on how expensive 
the model of vehicle it is, how old it is, 
and how much it is driven.

If this Ford Focus had been kept up to 
date, the owner would have spent more 
in repairs and maintenance, but would 
have been thousands of dollars ahead in 
reduced depreciation and insurance.

The owner of the Focus felt forced 
to purchase a new vehicle with 
anywhere from four to six years of debt, 
and payments of over $500 a month. 
By the way, she faces the same annual 
costs of maintenance and repair for 
her new vehicle as her old vehicle, and 
now faces the added cost of thousands 
of dollars in depreciation.

So what went so horribly wrong at 
the first shop?

I think a combination of things 
occurred. This shop sounds like they 
are what we call “activity based.” That 
means they focus on getting the car in 
and out as fast as possible. Sales are 
usually focused on things the customer 
asked for, and things that are easy sales, 

like tires, oil changes, brakes, shocks, 
or struts. These are what we call gravy 
jobs, quick, easy, and profitable.

What is wrong with this picture?
Most customers don’t know what their 

vehicle needs. Most activity-based shops 
are so busy trying to make money on 
high volume and low margins that they 
aren’t doing proper maintenance.

In the end, we have millions of cars 
out there that need tons of maintenance 
and lots of repair work. The owners of 
these cars no longer trust their cars and 
end up replacing them prematurely.

The Automotive Industries 
Association of Canada reported there 
was $19.1 billion dollars in unperformed 
repairs and maintenance last year. There 
are 23.4 million registered light vehicles 
in Canada. That is an average of $815  
per vehicle!

All successful automotive shops need 
to make a decision to become profes-
sionals. This means that they under-
stand that a vehicle is the fastest depre-
ciating financial purchase anyone can 
make. They have to understand that it 
is not the value of the vehicle that 
matters, but the monthly and annual 
cost of transportation. And they have 
to understand how easily depreciation 
eats away the hard-earned money of 
the average Canadian.

Professional automotive service 
providers listen carefully to their 
customers’ concerns, inspect the 
vehicle properly, and present a main-
tenance schedule that will make the 
car last a long time.

A well-designed plan will fit the 
customer’s budget, and keep them in 
control of their time and money.

Shops that do this well have way less 
stress and are much more profitable.  

Murray Voth is a  
consultant and trainer 
with Total Automotive 
Consulting & Training 
Inc. in Edmonton, Alta., 
which runs the ProShop 

program across Canada. He can be 
reached at mvoth@proshopmanager.ca

MANAGEMENT INSIGHTS

Older vehicles can be 
as reliable as any new 
vehicle… if they are 
well maintained.
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By Allan Janssen

J.P. Belliveau figured if he was going to 
hire a consulting firm to help him 
improve his business, he might as well 
follow the advice without reservation.

The owner of J.P.’s Garage in Moncton, 
N.B. signed up with the Automotive 
Aftermarket E-Learning Centre 
(AAEC), enrolled in its Business 
Evaluation Support and Training 
(BEST) program, and started taking 
classes with management experts Rui 
Martins and Bob Greenwood.

“I jumped in with both feet,” Belliveau 
says, “trusting that they knew what 
they were talking about.”

In three-and-a-half years, he has 
restructured the business, expanded 
his facilities, doubled his staff, imple-
mented dozens of new processes, and 
completely changed his approach to 

customer service.
“It took us a long time to learn the 

systems properly, but we learned them 
inside and out,” he says. “And we 
applied everything in order to serve 
our clients properly.”

His investments started to pay 
dividends almost immediately. He now 

has a profitable business model, a great 
team of motivated professionals, and 
a rapidly expanding client base.

And this year, J.P.’s Garage has been 
awarded AAEC’s Best of the BEST Award.

The announcement was made last 
month during a surprise visit by 
Greenwood and Martins to Belliveau’s 
shop in Moncton’s east end.

“They just showed up at the shop. I 
thought it was a regular on-site visit. 
But when they presented me with the 
award I was very honored,” he says.

“My first thought was, ‘Why us?’ I 
see a lot of good shops that are in the 
program, and they’re doing some very 
good work. But everything is calculated 
on how you’ve improved, and appar-
ently we came out on top.”

AAEC founder Bob Greenwood says 
the team effort at J.P. Garage during 

WHAT I’VE LEARNED

J.P.’s Garage in Moncton, 
wins the Automotive 
Aftermarket E-Learning 
Centre’s Best of the BEST 
Award for 2014.

The team at J.P.’s Garage in Moncton. 
From left: Jeff Boyle, Rejean Belliveau, 
Gisele Buchanan, Bernie Doucette, 
Danny Morneault, David Ferguson, Rene 
Melanson, John Belmont, Jean-Paul 
Belliveau, Pat Lee, and Bob Greenwood.

Jean-Paul Belliveau with Rui Martins 
(left) and Bob Greenwood (right) of  
the Automotive Aftermarket  
E-Learning Centre.

with both feet
Jumping in
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2014 dramatically changed the culture 
and profitability of the operation, 
making it the leading automotive 
service shop in Moncton.

“Their professionalism and account-
ability to each other and their clientele, 
coupled with the perseverance to see 
the changes come to fruition, was a true 
example of entrepreneur discipline,” 
says Greenwood. “We’re very proud to 
have J.P.’s Garage as a client of AAEC 
and know that this operation truly offers 
an exciting career for their staff and 
management. They will be outstanding 
in the coming years, as they continue 
to move their business forward.”

The annual award is presented to the 
shop that has improved the most in a 
single year, compared to other AAEC 
BEST shops across Canada. Greenwood 
and his team analyze 13 key business 
measurements to determine who has 
made the most progress.

For his part, Belliveau credits his staff 
with the win, saying they enthusiasti-
cally adopted AAEC’s Vehicle Integrity 
Manager (VIM) program, which 
stresses pre-booked appointments, 
thorough inspections, and clear 
follow-ups on every visit.

“We’re definitely taking care of our 
clients a lot better,” he says. “This 
program makes our job go a lot easier.”

With the paperless VIM program, 
everyone in the shop works on a 
laptop, tracking a vehicle’s progress 
from the time the client checks in at 
the front counter, through the inspec-
tion process, and until repairs are 
completed and the vehicle is delivered 
back to the client.

The system also allows the shop to 
flag potential trouble points and 
declined work, which can be reviewed 
during the vehicle’s next prebooked visit.

“I would say 95 per cent of our clients 
love our prebooking system,” says 
Belliveau. “We’re taking the responsi-
bility for tracking that, and they know 
we’ll call two weeks before the appoint-
ment and again two days before.”

After the work is done, he personally 
makes the follow-up phone calls to 
make sure everything was done 

correctly and there are no problems. 
That’s part of his new role as head of 
customer relations. 

“The hardest part for me was 
learning how to delegate some of the 
work that I was doing,” he says. “This 
holds me accountable for what really 
is my job – and that is to build strong 
relationships with my clients.”

In fact, he has been known to jump 
in the shuttle car to give his clients a lift 
home or to the office. It’s a chance for 
him to get to know them and find out 
what they’re looking for in a repair shop.

“It’s good one-on-one time,” he says.
Everyone on the team knows their 

responsibilities. He works closely with 
his five technicians, three service 
advisors, and receptionist, and he is 
thrilled with how well they’ve taken to 
the new VIM program.

“I have a fantastic team that works 
with me. If you have the support of a 
staff that works with you and believes 
in you, that makes it so much easier,” 
he says. “This award is not just for me. 
It belongs to all of us. And I’ve told 
them so.”

He believes joining AAEC was the 
best business move he’s ever made.

“If you don’t know what you don’t 
know, you can’t grow,” he says. “You 
have to learn the important numbers 
for your shop to be profitable. And if 
you don’t know those numbers, you’re 
going to have a tough time.”

And, perhaps more importantly, shop 
owners have to be prepared to jump, 
like he did, with both feet into a new 
reality.

“You have to think outside of the box, 
because the old way of running a shop 
is a broken model.”  

MOOG® Hub Assemblies application-
specific design enhancements provide: 

MOOG Hub Assemblies are available  
for a broad range of foreign and  
domestic nameplates.

©2015 Federal-Mogul Motorparts Corporation. NASCAR is a 
registered trademark of NASCAR, Inc. MOOG and The Problem 
Solver are trademarks owned by Federal-Mogul Corporation,  
or one or more of its subsidiaries, in one or more countries.  
All rights reserved.

• Increased load capacity  
for better durability

• Improved ABS signal stability 
for safer operation

• Decreased noise and vibration  
for smoother performance

• Reduced bearing temperatures, 
which improves service life

• Inhibited entry of water and  
other contaminants, preventing  
premature bearing failure

MOOG® HUB 
ASSEMBLIES 
KEEP YOUR 

CUSTOMERS 
ROLLING.

moogproblemsolver.com

‘This holds me 
accountable for  
what really is my job 
– and that is to build 
strong relationships 
with my clients.’
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Location, location, location.
It’s the first rule in the real estate 
handbook.

And for obvious reasons, it’s also very 
high on Greg Sands’ list of consider-
ations when he’s opening a new repair 
shop – which he does with some 
regularity.

Over the course of his career, the 
Atlanta-based entrepreneur has started 
more than 90 shops in six different U.S. 
states, selling most of them when 
opportunities presented themselves or 
circumstances demanded it.

He now runs 30 stores and is in the 
process of building six more. All the 
wheeling and dealing has made him 
something of a real estate expert but 

in speaking to audiences at 
Automechanika Chicago this 
spring, he stressed that he 
and his wife-slash-business-
partner Sherri are, at heart, 
repair shop owners.

“We know and love this 
industry,” he told CARS 
magazine. “We don’t get 
hung up on real estate or just 
buying and selling busi-
nesses. In fact, we own more 
operational businesses than 
real estate. We’re building 
more stores, but overwhelm-
ingly – maybe 75% of our 
shops – are leased, build-to-
suit operations.”

He says he welcomed the 
chance to speak to shop 
owners in Chicago as a means 
to give back to an industry 
that has been very good to 
him and his family.

When it comes to opening 
a new shop, lesson number 
one is to spend extra time 
considering the location of 
the shop because the right 
spot can be the difference 
between years of struggle and 
instant sustainability.

“Most of the time when 
people are considering a 

location, it comes down to convenience 
for them. They want it to be close to 
where they live. But close may not be 
the best location for a shop,” he says. 
“Many shops start in a bad location and 
it takes years to make them profitable. 
Don’t make the same mistake when you 
open your second shop.”

Here are some things to keep in mind 
when you start scouting a new location.

Never look for just one location
“Look at all areas zoned for automotive. 
Don’t get in the rezoning business. You 
can lose a fortune trying to get 
something rezoned,” he says. “And never 
look at only one location. The more you 

Looking to open a 
new shop? The right 
location will make the 
difference between years 
of struggling and instant 
sustainability.

By Allan Janssen

Finding

rightthe

spot
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compare, the better you’ll do.”
Don’t get hung up on a particular 

building or a particular business, he 
warns. If it looks like it isn’t going to 
be possible, move on.

“Out of five opportunities that you 
work on, you might get one deal done,” 
he says. “Don’t be impatient.”

Be the first in a good location
A great location has excellent visi-
bility, and plenty of parking, on a busy 
street, near the kind of essential 
services (grocery stores, pharmacies, 
medical clinics and dental offices) 
that attract a lot of traffic. If you’re 
the first one in that area, and you 
secure the most visible, most acces-
sible spot, additional auto repair 
shops in the area won’t hurt you. In 
fact, they’ll probably help attract 
potential clients to the area, and you’ll 
get the biggest share of them.

“Whoever moves into a prime area 
first is going to win,” he says. “Being 
‘first in’ protects you forever because 
even when others move in nearby, 
they’ll have a lesser location.”

Be aware that the traffic count can 
be too high as well as too low. He looks 
for streets that see more than 18,000 
cars per day… but not more than 
40,000 cars per day.

“At that rate, people are flying by 
and not even seeing you.”

Be where the customers are
“New developments… that’s our 
favorite,” he says. “We look for growing 
areas, out in the suburbs where we can 
be the first in and the people haven’t 
made their buying decisions yet.”

Sands is a big believer in using 

demographics to find the right 
clientele – available through a number 
of sources, including any good real 
estate broker. He looks for pockets 
where the average income is greater 
than $75,000 per year. Then he figures 
out how well served they are for auto-
motive services.

“Look for the number of shops in a 
two-mile radius – including quick 

lube shops,” he says. “Divide the ideal 
number of customers by the number 
of shops. If you have 1,000 homes or 
more per location, you’ll do well. You 
should be able to do $100,000 a month 
in sales.”

In his calculations, new-car deal-
erships don’t really count as compe-
tition. “Their main business is to sell 
cars, not fix cars,” he says. “They also 
have a different type of client base.”

As for other shops, there are few situ-
ations more stressful than being in the 
middle of an industrial area where you 
have competitors on every corner.

“Everyone’s beating each other up 
all the time for staff and customers. 
That’s a tough way to make a living,” 
he says. “Many of us tend to start out 
that way because that’s all we can 
afford. But the key is to evolve from 
that not-so-great location to a better 
one. Take the lessons you’ve learned 
and find a location that’s not so 
competitive.”

Be on the right side  
of the street
“You want to be on the going-to-work 
side,” he says. “That’s ideal.”

The idea is that people are comfort-
able taking their vehicle in for service 
in the morning, when they are on their 
way to work. If it is easy for them to 
get to you, you’re making it easier for 
them to make the decision to stop in.

When you’re inside a city and 
there’s no ‘to-work’ side of the road, 
visibility and accessibility are the keys.

Cheaper is not better
In real estate, there’s a reason some 
buildings can command a higher lease 
or are worth more money.

“For a lot of people, their deci-
sion-making process boils down to the 
price of the real estate. But looking for 
the cheapest spot is a terrible mistake,” 
he says. “Yes you can get something 
for a lower price in a particular area of 
town, but you have to understand 
there’s a reason it’s that cheap.”

Sands believes new auto repair shops 
face a very different launch than restau-
rants, where the community can’t wait 
to try it out. They start with a bang and 
then the trick is to keep their customers. 
Auto repair shops start quiet and need 
to build momentum through good word 
of mouth.

“Tenacity and determination wins in 
the automotive world,” he says. “In a 
new shop you don’t have a base of 
customers, so the growth is usually slow. 
Finding the right location just makes 
that start-up phase a little shorter.”  
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Greg Sands, co-founder of the direct 
mail company Mudlick Mail, owns more 
than 30 auto repair shops in the U.S. 
He uses different a number of different 
brand names, including Service Street 
Auto Repair.

‘Many shops start in a bad location and 
it takes years to make them profitable. 
Don’t make the same mistake when you 
open your second shop.’
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At 100 km-h, a vehicle travels more 
than 27.75 meters a second.

A lot can happen in 27.75 meters… 
which is why visibility items like wipers 
and lights should be a key concern for 
every driver.

There are tremendous benefits for 
any shop that can offer customers 
complete confidence that they’ll be 
able to see – and be seen – on the roads.

“Those are safety items, and our 
business is customer service,” says Dave 
Dansereau, one of the owners of Lads 
Automotive in Calgary. “So we want to 
make sure they’re looked after. That’s 
first and foremost. But as a profit center, 
they’re also good for the business.”

He says every vehicle gets a compli-
mentary inspection and his techs will 
notice worn wipers or burnt-out bulbs.

“They’re very good at identifying 
items that need replacement,” he says. 
“And that starts a conversation with 
the service advisor and the client.”

There’s rarely resistance when visi-
bility issues are brought up.

“A lot of our clients are maintenance 
customers. They understand that when 
we bring something up, it’s not done 

as a sales pitch. It’s brought up as an 
item that needs attention and we want 
to maintain their vehicle and look out 
for their safety.”

Wiper blades should be inspected 
every six months for signs of wear and 
replaced accordingly. Geographical 
area and climate will both affect wiper 
blade performance. Extremes of 
temperature – both hot and cold – 
contribute to wear, as do environ-
mental factors like road debris and 
ozone exposure.

Like wipers, headlight bulbs start to 
wear out over time. Their light output 
will gradually get dimmer over time, 
losing up to 40 percent of their bright-
ness in just two years (about 200 hours 
of use under regular driving condi-
tions). This is due to several factors 
including age, usage, and the effects of 
humidity, electrical resistance, and 
filament fatigue.

Unfortunately, drivers tend to 
become accustomed to the reduced 
lighting, and neglect to mention it to 
their technician when they bring their 
car in for service.

When it’s time to replace bulbs, it 

should be done in pairs. If one headlight 
is new, there will be an uneven field of 
vision on the road, which can be a 
distraction to the driver and other 
drivers on the road.

Headlamps will also need periodic 
aiming since vibrations and shocks will 
take a toll over time. And while you’re 
at it, lenses should also be inspected 
to ensure they’re clean, and free of 
scratches.

Technology doesn’t stand still
Both wipers and lighting have seen a 
flurry of technological developments 
in recent decades.

Beam or ‘bracketless’ blades are 
easily the most popular type of blade 
in the market today. This curved 
one-piece blade design applies more 
uniform pressure across the entire 
length of the blade to ensure a clean 
and consistent wipe.

From the time it was introduced 
in North America in the late 1990s, 
the technology has caught on rapidly 
and is now found on nearly 80 per 
cent of vehicles sold. Styles have 
proliferated at the same time, and 

Wipers and lights can become important profit centres for your shop,  
and loyalty-builders for your business.

Staying
visible
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some 15 separate configurations are 
now on the market, and the evolution 
is continuing with new materials and 

styles constantly being developed. 
Protective finishes are also being 
used to battle UV rays and make 
water bead away from the blade.

In lighting, technology is moving 
forward, with incandescent bulbs giving 
way to halogen, and then to xenon, and 
now LED (light-emitting diode).

While LEDs used to be restricted to 
use in signal lighting (brake and turn 
lights) and interior illumination, 
they’ve graduated to use in headlights 
– largely because they’re an efficient 
source of light that requires very little 
energy and lasts a long time with great 
styling options.

Beam patterns have also evolved, 
from simple reflectors to a combina-
tion of projector, reflector and 
motorized devices to direct the beam 
where it is needed. Forward lighting 
can now be specially configured in a 
variety of ways to improve driver sight-
lines. Road signs, intersections, other 

vehicles, and potential hazards are 
visible earlier on.

Dansereau says good shops take 
ownership of every vehicle’s headlamp 
and wiper status.

“We have to make it our issue,” he 
says. For many people, wiper blades 
and light bulbs are a little too far down 
the list of things they’re going to 
monitor on a regular basis. 
Unfortunately, it’s out-of-sight, out-of-
mind, and it’s the technicians job to 
look after visibility details that could 
so easily be neglected.

“One of my pet peeves is when a 
vehicle leaves our shop and a headlight, 
or a taillight, or a brake light is out,” says 
Dansereau. “It’s a safety thing. People 
need to be seen at night. If we’re not 
replacing them when they need to be 
replaced, we’re not doing our job.” 

With files from freelance journalist 
Andrew Brooks.
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By Jeff Taylor

I just got back from a road trip… and 
it was a good chance to get to know my 
wife’s new car.

What really amazed me was that 
after 10 hours on the highway, I wasn’t 
exhausted from the drive.

Sure, all the features, like built in 
Wi-Fi, navigation, satellite radio, 
phenomenal fuel economy, and all the 
other gadgets and amenities helped 
make the ride more enjoyable. But the 
main thing I noticed was how well it 
handled, how quiet it was, and how 
smooth it was at highway speeds.

That’s modern suspension for you. 
Clearly a lot of innovation and tech-
nology has gone into ‘road feel.’

Generally speaking, motorists don’t 
think too much about their vehicle’s 
suspension unless they have something 

else to compare it to.
My father has a 1956 Dodge pickup 

with front leaf springs, a solid drop axle 
and kingpins. I dare you to drive that for 
10 hours at 130 km-h! That would be the 
opposite of a relaxing, comfortable drive. 
It would be an endurance test!

And we, as technicians, don’t give 
much thought to suspension compo-
nents either… until we have to repair 
them, swap them out, or deal with a 
complaint.

But if you stop to consider the 
advances in ride control over the past 
century, you’d be pretty impressed with 
how far we’ve come.

Today’s suspension systems have to 
deal with all of the same principles and 
issues that engineers faced when 
vehicles were in their infancy. In the 
simplest terms, there are two things 
that the suspension has to deal with. 
First, and most importantly, it needs 
to keep the tires in contact with the 
road. And, secondly, it needs to do that 
while keeping the driver and passen-
gers comfortable.

If this sounds simple, you’re not 
considering the multitude of factors 
that have a bearing on those two goals. 
Engineers have to make hundreds, if 
not thousands of decisions, and make 
innumerable strategic compromises to 
meet modern standards for road safety 
and passenger comfort.

We don’t all want to drive in a racecar 
that will turn a corner with no body 
roll but will also shake the fillings loose 
from your teeth when the tires hit a 
seam in the asphalt. On the flip side, 
most of us don’t want to be driving 

Lightening the load
           Why are modern cars on such a strict diet? It’s all about 
reducing unsprung weight of the vehicle.

TODAY ’S SUSPENSION:

Two-piece NASCAR rotor with aluminum 
hat to make it lighter.
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around in something that feels like a 
worn out chesterfield.

This is where the compromises begin.
When the engineers design a suspen-

sion for a vehicle, they start by asking 
a hundred questions. What kind of use 
will the vehicle have? How does it need 
to perform? Who’s going to drive it? 
What’s the price point going to be? 
What parts and components will it 
need? What are the vehicle safety 
targets? What are the expectations for 
noise and ride quality?

And, in recent years, they have to pay 
ever more attention to one key element: 
the unsprung weight of the vehicle.

What is the unsprung weight? It’s 
all the bits and pieces of the vehicle 
that aren’t directly supported by the 
springs. Springs can come in many 
forms – coil, torsion bar, leaf, airbag 
– and anything that is above them is 
what is called “sprung weight.” That’s 
an important consideration, and 
worthy of a discussion. But for now, 
let’s talk about the unsprung weight 
– the collective weight of the parts not 
directly held by the suspension.

The major components that consti-
tute unsprung weight are the wheels, 
tires, brake assemblies, hubs, bearing 
assemblies, all the mounting fixtures 
(axles, knuckles, bolts, and sensors), 
and even the lug nuts.

To make things even more compli-
cated, there’s a hybrid category of parts 

Lightening the load
whose weight is shared between the 
sprung and unsprung systems. These 
include ball joints, control arms, 
trailing arms, CV drive shafts, shock-
and-strut assemblies, and even the 
springs themselves.

Many of these parts have tradition-
ally been made of cast iron or steel, and 
tended to be heavy. That era is behind 
us now.

Modern fuel economy standards and 
emission legislation has forced 
carmakers to find new materials to 
reduce the overall weight of the vehicle. 
Reducing unsprung weight is of partic-
ular interest to engineers as they seek 
to meet increasingly demanding 
objectives.

Taking away one kilogram of 
unsprung weight is comparable to 
reducing the overall vehicle weight by 
8 kg. This decrease in weight plays an 
enormous factor in vehicle dynamics. 
The effect of less unsprung weight 
means that the vehicle’s suspension can 

control the wheel and, in turn, the tires’ 
contact patch more effectively, resulting 
in better traction and vehicle control.

This is one of the reasons the rear 
differential of a Corvette is attached to 
the chassis. That makes it part of the 
sprung weight. And it’s not just sports 
cars that employ this strategy. The Ford 

Reducing unsprung weight is of particular interest 
to engineers as they seek to meet increasingly 
demanding objectives for improved fuel economy and 
reduced emissions.

Alloy caliper that doesn’t weigh much.

Lightweight steering knuckle
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Explorer had gone to an independent 
rear suspension before its last remodel 
to improve ride quality.

A side effect of this reduction in 
weight is that the suspension can be 
made lighter, because the forces that 
it has to deal have been reduced. Think 
about it this way: if you swing a bowling 
ball with your arm and you try to slow 
its movement, it takes far more force 
than if you’re holding a baseball.

Reducing the weight of the braking 
system has been a key area of focus for 
automobile manufacturers.

Old cast-iron brake calipers have been 
replaced by ones made of lighter alloys 
that are just as strong as the old ones.

Brake rotors have gotten much 
lighter… and will get even lighter in the 
future. Cast iron rotors work well but 
they’re way too heavy. That’s why so 
many vehicles now come with a combi-
nation of aluminum alloy hats or centers 
and cast braking surfaces. They offer 
the same braking effect with less mass.

Going to the extreme end of the 
scale, you can now buy a factory street 
car with lightweight carbon ceramic 
rotors that reduce the vehicle weight 
by nearly 13 kg.

And remember, the brake assembly 
has to be attached somewhere. It could 
be a knuckle or an axle assembly. Well, 
this too is being lightened.

Again, the extensive use of alloys 
and composites materials is playing 
a huge part.

Magnesium, titanium, and beryllium 

alloys are being used for control arms, 
trailing arms, strut rods, tie rod ends, 
and steering knuckles, making these 
parts far lighter materials than the old 
cast-iron parts of even a decade ago.

Composite materials such as carbon 
fiber are now being used on some 
higher end vehicles. BMW is using 
carbon fiber trailing arms on some of 
its models, and will probably bring the 
technology to all of its line-up when 
manufacturing costs are reduced.

But brakes and attaching fixtures 
aren’t the only areas affected in the 
quest to lighten the unsprung weight. 
Tires will probably be next on the 
Weight Watchers scale.

The major tire manufacturers are 
trying very hard to reduce the weight of 
their tires without compromising dura-
bility or safety. Lighter materials (like 
Kevlar instead of steel), and lightweight 
bead bundles and belt packages are all 
being looked at. They’re also developing 
newer compounds that provide the same 

wear and tread life with less tread. Less 
tread equals less material and that makes 
them lighter. The general industry goal 
is to reduce the average tire’s weight by 
as much as 4 kg.

Manufacturers are also shaving 
weight off of wheels, resorting to lighter 
alloys rather than steel. They look better, 
yes, but that’s really just a side benefit. 
The true objective is to shed weight.

Need more examples?
The true MacPherson strut assembly 

reduces unsprung weight by elimi-
nating the upper control arm.

And aluminum wheel nuts weigh less 
than traditional steel nuts.

Are the effects of weight loss that 
important? Yes.

The reduction of unsprung weight 
produces better ride control, vehicle 
stability, and improved component life. 
Let’s say the total weight of all the 
components in the right front corner 
of a vehicle tips the scales at 70 kg. 
When you hit a bump on the road, 
putting 2G’s worth of force into that 
assembly, that 70 kg becomes 140 kg 
that the shock or strut has to deal with. 
This shows that even a small reduction 
in weight can have a huge affect on the 
shocks or struts as they attempt to keep 
the tire in full contact with the road.

The manufacturers are reducing the 
unsprung weight of today’s modern 
vehicles everywhere they can… and 
these lighter assemblies give the driver 
more effective cornering, handling, 
braking, and improved road feel.

In addition, the wheels experience 
less severe movement and shuddering 
when they roll over bumps and 
potholed road surfaces.

The end result of all these changes 
is that you can now easily drive for 
long periods of time in greater comfort 
and safety, and with more control than 
ever before.  
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best of all worlds.  NIGHTHAWK™ XENON headlamps 
provide the most light GE has ever put on the road 
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Jeff Taylor is senior tech 
at Eccles Auto Service 
in Dundas, Ont. You can 
reach him at  
jeff@ecclesautoservice.ca

Not much metal (and not much rust, either!) in this left front hub assembly.

Front suspension being set in a race 
shop. Notice everything is an alloy but 
the control arms.
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GE NIGHTHAWK™ XENON
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Illuminance on road surface [lx] [m]

A revolutionary solution for customers that want the 
best of all worlds.  NIGHTHAWK™ XENON headlamps 
provide the most light GE has ever put on the road 
combined with high caliber HID-illumination.  They 
are direct replacements without the cost and hassle 
of a conversion kit. The road ahead never looked  
so good.
  
To learn more visit 
GELighting.com/NIGHTHAWK

GE NIGHTHAWK™ is a trademark of GE. 
©2015 GE.
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Quick-release ratchet head
GearWrench has launched a new 
36-inch long 3/4” Drive Knurled 
Chrome Ratchet Handle (number 

81403), as 
well as a 
3/4” Drive 

Quick Release 
24-Tooth Ratchet 

Head (SKU: 81402). The 
ratchet head was previously available 
only as part of the GearWrench 3/4” 
Drive Quick Release Ratchet (SKU: 
81400) which comes with a 19-inch 
handle. The new 36-inch long handle 
works with the 81402 head and is inter-
changeable with the current 19” handle 
on the existing 81400 ratchet. It has a 
spring-loaded detent pin that securely 
attaches the handle to the ratchet head.
www.GearWrench.com

Antifreeze and coolant
Amsoil has launched new Ethylene 
Glycol Antifreeze & Engine Coolant, 
now available in two formulations for 
passenger car/light truck and heavy-
duty applications. They join reformu-
lated Amsoil Propylene Glycol 
Antifreeze & Coolant in the company’s 
line of products for cooling system 
protection. The coolants are formu-
lated to deliver extended service life in 
gasoline and diesel vehicles of up to 
150,000 miles or five years in passenger 
cars and light trucks, or 600,000 miles 
or 12,000 operation hours in heavy-duty 
and off-road applications.
www.amsoil.com

BABB YAA WYY AWW TCHAA
Scan tool
Snap-on has introduced the new ETHOS Tech – a full-func-
tion scan tool with a complete support package that 
includes three years of software upgrades and a three-year 
extended warranty. The new tool offers codes, data, func-
tional tests, bidirectional controls, adaptations, relearns 
and service resets for 1996-newer vehicles. It includes 

OEM-specific coverage for 76 systems on 46 domestic, Asian, and European makes. 
It features customizable settings to fit the way technicians work, including save/
playback live data, custom data lists to speed display rate, and various view options.
www.diagnostics.snapon.com/ethostech

Belts and hose
Continental has rebranded the belts and hose it 
acquired in the purchase of Veyance Technologies, 
the maker of Goodyear Gatorback belts. The belts 
and hose now carry the brand name Elite, manufac-
tured by Continental. The company says its Elite 
product line brings strong expertise and outstanding products to the North 
American market. The brand includes a wide range of aftermarket products for 
both automotive and heavy-duty applications.
www.thequietbelt.com

Hose reel
Chicago Pneumatic has launched a new air hose reel range, 
which it says is ergonomic and offers exceptional durability, 
giving reliable air supply wherever needed in a workshop or 
garage. The new Chicago Pneumatic hose reels are available in 
hose lengths from 10m to 16m, and in sizes 1/4”, 3/8” and 1/2” 
(BSP or NPT threads) to suit all vehicle service applications.
www.cp.com
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Waveform and PID graphs 
Mitchell 1 has expanded its coverage 
of waveform and PID graphs in its 
ProDemand repair, diagnostic and 
maintenance information program to 
now total more than 750,000 graphs. 
The waveform and PID graph library 
provides known-good and known-bad 
comparative graphs to aid technicians 
as they troubleshoot a code or symptom 
with a diagnostic tool, such as a 
Snap-on SOLUS Edge.
www.mitchellrep.com

Full line of gaskets
Magnum Gaskets by MSI says it has 
expanded its product line to more than 
10 times its original coverage. The 
company is now offering a full line of 
aftermarket gasket sets for cars and 
light trucks from 1955 to 2014, 
including domestic and import 
vehicles. The rapid expansion includes 
entirely new product categories for the 
Magnum brand, including full sets, 
timing cover sets and rear main bearing 
seal sets, plus individual miscellaneous 
gaskets in polybags.
www.magnumgaskets.com

Transmission 
fluid
CRP Automotive has 
introduced Pentosin 
CVT1 Multi-purpose 
Transmission Fluid, a 
ful ly  synthetic , 
high-performance 
fluid for continuously 
variable automatic 
gearboxes. According 
to the company, it 
features additives that offer the highest 
levels in thermal and oxidative stability 
as well as high shear stability and 
excellent de-foaming properties.
www.pentosin.net

Specialty tool
The new Snap-on 
9-Pin Axle Hub 
Socket (S6804) is 
designed for use on 
GM trucks. It eases 
the removal and 
installation of axle 
h u b  b e a r i n g 

retaining nuts on 2011 
to current GM trucks with 11-1/2-
inch rear axles. This 1/2-inch drive 
impact socket has been heat treated 
to a lower hardness to add impact 
and ensure optimum strength and 
durability.
www.snapon.com/handtools

Power steering 
reservoirs
Cardone has added 
18 new part numbers 
to it  l ine of 
brand-new remote 

power steering 
reservoirs… and 
there are more 

SKUs coming. According to the 
company, import power steering 
pumps are commonly misdiagnosed 
as the culprit for noise or no pressure, 
when the actual cause is a clogged 
reservoir. The new part numbers cover 
a wide range of Toyota, Lexus, and 
Honda applications.
www.cardone.com

Shield_White_2013 

Version 1.1 – 25 October 2013

To learn more, visit  
www.philips.com/visionled

Upgrade their style,

inside & out.

Upgrade your customer’s vehicle lighting with Philips Vision 
LED Bulbs. Our revolutionary new LED lighting technology 
delivers brilliant, 6000K light and a unique, new high-tech 
style for interior and exterior lighting applications.

Plus, thanks to Vision LED’s 12+ years lifetime, once they  
put them in, they’ll likely never have to replace them again.

PL2001 CARS_VisionLED_StyleTrade_ThirdSQ_6-15_v1.indd   1 5/5/15   11:25 AM

BABB YAA WYY AWW TCHAA

CARS-June2015.indd   34 6/9/15   12:04 PM

http://www.mitchellrep.com
http://www.magnumgaskets.com
http://www.pentosin.net
http://www.snapon.com/handtools
http://www.cardone.com
http://www.philips.com/visionled


CARS-June2015.indd   35 6/9/15   12:04 PM

http://www.vlcom.com


36   CARS

Impact wrench
Snap-on’s new 14.4 Volt 3/8-inch Drive 
MicroLithium Cordless Impact (CT761) 
was designed to offer 70 percent more 
torque than previous models with little 
increase in size. It also allows users to 
access hard-to-reach places that they 
could never go with an air wrench. It 
produces 2,000 RPMs of free speed to 
handle a wide range of torque applica-
tions. A nose-mounted LED offers 
plenty of light and the CT761 warns 
the user if they are under voltage or 
over current, shutting down the impact 
before it overheats.
www.snapon.com/powertools

Wire clamp
Auto-Camping has released a new 
clamp tool designed to hold wires in 
place for soldering. The Wire 
Soldering Clamp (part number 
SEWSC15) is described as “a second 
set of hands,” allowing a single tech-
nician to effect wire repairs more 
easily. Soldering can be done from 
both sides of the clamp, which is 
designed to hold various gauges  
of wire.
www.autocamping.ca

New part numbers
Mahle has added more than 80 new 
part numbers in April. The line 
expansions cover a wide-range of 
applications, including piston rings, 
cylinder head gasket sets, rear main 
seals, timing cover seals, engine 
pistons and pin bushings, O-ring kits, 
cylinder sleeve assemblies, spark plug 
tube seal gaskets, vacuum pump 
mounting gaskets, supercharger 
mounting gaskets, oil pump pickup 
tube gaskets, water pipe sealing ring 
gaskets, thermostat O-ring gaskets, 
connecting rod bearing sets, exhaust 
system gaskets, water pump gaskets, 
integral thermostats, and valve cover 
gasket sets.
www.mahle-aftermarket.com

®

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

BABB YAA WYY AWW TCHAA

Introducing Snap AdmailTM for small business
Snap AdmailTM is a fast and easy online tool for 
marketing your small business. It gives you a variety 
of design templates to choose from, precise ways to 
target your audience, and 24/7 expert consultation. 
Plus, printing and mailing of your message is looked 
after for you. Let Snap AdmailTM take the complexity 
out of marketing your business.
Enter promo code 50SAVE4 and SAVE $50 on your 
FIRST ORDER at canadapost.ca/snapadmail
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Finally he opened up the box containing the used clutch 
parts. “Now are you sure it was the same kind of diaphragm 
as this old one…” Suddenly he stopped. Reaching into the 
box, he pulled out a brand new pilot bushing and held it up. 
“What’s this? Did they give ya two of ’em?”

Beanie gulped. “N-no. I checked the old one and it measured 
exactly the same. It looked tough to change, so I just left it. 
Is it important?”

It’s funny how quickly transmissions come out the second 
time around. Once the pressure plate was removed, Tooner 
took his flashlight and inspected the pilot bushing in the end 
of the crankshaft. “Looks okay,” he admitted. “Still…” He 
peered closely at the face of the rear crankshaft surface. 
“What are all these hammer marks?”

Beanie shrugged. “Didn’t notice them before.”
Tooner was poking at the bushing with his screwdriver, 

when it suddenly fell back into the bore of the crank and 
rattled around. “Well, I’ll be! That bushing is loose inside the 
crankshaft! Somebody must have peened over the end of the 
crank to keep it in place.” As the tranny was removed, it would 
jam the bushing against the peen marks, making it tight, but 
when the transmission was reinstalled, the pilot shaft would 
push the bushing back into the worn crank cavity. As a result, 
the pilot shaft was free to wobble, causing the shudder during 
clutch engagement.

I reviewed the case with Tooner afterwards. “How’d you 
fix it?”

Tooner stuck his cold coffee into the microwave and hit 
the timer. “Well, once we cleaned up the dents on the end of 
the crank, the new pilot bushing was too loose. I didn’t wanna 
tell the customer he needed a new crank, so I did some 
measuring and got the guys down at Herkle’s Auto Parts to 
find me a roller bearing with a slightly larger outside diameter. 
They did, and the clutch works like a dream.”

I nodded. “Hard to blame Beanie, I guess. We’ve all done 
it – left a pilot bushing in place when it should have been 
changed out of principal.” I looked at my watch. “Should we 
tell him it’s quitting time?”

Tooner sipped his stale coffee as we watched Beanie give 
the Camaro a full detailing out on the wash rack. It was 
Tooner’s way of making sure Beanie never forgot his lesson 
on thoroughness.

“Na, another half hour and he’ll be done. Besides, what 
could be better for a Ford guy than spending some quality 
time with a first generation Camaro?” He grinned. “I betcha 
he’ll thank me for it later!”   

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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12:00 AM PT April 20, 2015 & ends 11:59 PM PT November 30, 2015. To enter w/o purchase, you must legibly handwrite in ink on a piece of paper the following required information: date, name, date of birth, employer 
name (if applicable), the number of brake calipers you have installed (within the last 2 years), address, contact telephone number, and email address & mail to: “Cardone Entry Request”, PO Box 7227, Mesa, AZ 85216. 
Limit 1 request per envelope. Must be postmarked on or before 1st business day after month end. Entries do NOT carry over into subsequent monthly drawings; but are eligible for GP drawing. Limit 40 entries per 
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Industries, Philadelphia, PA.
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“Whoa, would ya lookit that!” Tooner stared wide-eyed at 
the gleaming beast parked on the grass. The features card 
was impressive – 428-cid (7L) Police Interceptor V8, dual-quad 
600cfm Holley carbs, a conservative 355hp rating, full factory 
roll bar and much more. “A ’67 Shelby GT500 – this here’s 
quality stuff!”

“I thought you were a Chevy man,” Beanie said as he took 
a selfie of himself in front of the muscle car with his cell 
phone. “Hmm, nice colors match.” He adjusted his Ford cap 
and pulled the sucker out of his mouth. “I didn’t know you 
liked Fords.”

Tooner paused. “I am partial to The General,” he admitted. 
“But when you’re in the presence of greatness, all things 
become equal.” He gazed across the vast collection of classic 
iron. “I’ll even show respect to a Dodge if it’s got a Hemi 
under the hood.”

It was the annual Show and Shine in Slumberland. 
Mumbleton Park was covered in cars from the ’60s and ’70s. 
“You young bucks don’t know what you missed,” Tooner 
declared, dragging Beanie to every car for an education on 
the muscle car era.

So it was somewhat fortuitous that the first Monday 
morning job was a 1967 Camaro SS for a clutch replacement. 
A car show participant had dropped it off, complaining of a 
shudder when starting out in first gear or reverse. “Now we’re 
talking!” crowed Tooner. “Beanie, you’re about to be baptized 
in the waters of classic car appreciation.”

The Bean wasn’t so sure he was up to the task. “All I’ve ever 
done is transverse engines with transaxles. Are these 
difficult?”

“Ha! Simple as pie,” said Tooner. “Get ’er up on the hoist 
and I’ll show ya what to do.”

Indeed, Beanie was impressed. With no ball joints to separate 
and no drive axles to pull, it looked like a straightforward job. 
At coffee break I asked Tooner how it was going. He shrugged. 
“I think he’s got it. I’m letting ’im do it on his own. Kinda like 
how we had to learn – in our driveways with no help!”

But Tooner forgot how many driveway repairs ended in 
failure the first time around. At test drive time, Tooner drove 
while Beanie rode shotgun. “Uh, Tooner,” he asked timidly. 
“Why is it still shuddering?”

“Quiet! I’m thinkin’!” Tooner scowled darkly as he pulled 
back into the shop. “Didja cross-tighten the pressure plate 
bolts like I told ya?” Beanie nodded. “An’ you didn’t smear 
too much grease on the pilot shaft, right?” Beanie shook his 
head violently. Together they went over every step of the 
procedure. Finally Tooner ran out of questions.

“Huh. Then maybe we got a bum clutch assembly.” But first 
he went through all the tricks he’d learned as a young Chevy 
street racer – looking for worn engine and transmission 
mounts, seized up U-joints, a misaligned bell housing – 
anything that might cause a shudder under load.

When it comes to the muscle cars of yesteryear – or any vehicle really –  
there’s no substitute for a snug-fitting part.

By Rick Cogbill

...continued on page 37

Shudder down Memory Lane
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