CANADIAN AUTO REPAIR & SERVICE MAGAZINE

I

G

ORPORATIN
NC

+

How to make sure your
lifts are productive,
efficient… and safe
IAL
SPEC ION
T
C
SE

MAY 2016

PLUS:

Canada Post Publications Mail Agreement No. 40063170

CARS-May2016.indd 1

Q

Coolant mapping

Q

Selling maintenance

Q

Technician Productivity

2016-04-15 9:31 AM

THE BEST-IN-CLASS 2-TON FLOOR JACK
THIS NEW FLOOR JACK IS BUILT FOR SPEED,
EASE, PERFORMANCE AND BUILT TO LAST.
With an industry-leading maximum lift height and low-profile design,
the FJ200 gives you access to a wide range of vehicles. The FJ200
is also powerful enough to take on the rigors of the professional
shop environment—built for long-term use and featuring an
impressive three-year warranty.

Dual-piston design to quickly
reach desired height, combined
with premium internal seals
for longevity.

The low-profile lift arm fits easily
under vehicles and can be lifted to
a best-in-class 23”—that’s higher
than other 2-ton floor jacks.

Contoured lift arm helps you clear rocker
panels on low-clearance vehicles with
difficult-to-access lift points

Scan the code to
see the FJ200 2-Ton
Floor Jack in action

One-piece handle, with unique
spring-loaded retention pin,
provides you with fast
“Slam-and-Go” operation

BUILT TO WORK
FASTER, LONGER
AND EASIER
Front wheel locknuts, grease ﬁttings
and retention system is stronger and
easier to maintain

CARS-May2016.indd 2

Premium hydraulic oil
and seals for longer life
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A REPAIR IS ONLY AS GOOD
AS THE SUM OF ITS PARTS.
LET US BE YOUR PARTNER IN QUALITY.
When it comes to repairing BMW and MINI vehicles, only Original Parts are engineered and tested to
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Business with Independent Repairers.
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The DIY mentality
Too many auto repair shop owners are do-ityourselfers. They’re trying to run their business
without the proper training.
By Allan Janssen
The point has been made before that
independent auto repair shop owners
are excessively independent. You know
what else a lot of them are?
Do-it-yourselfers.
They’ll tackle any job: designing a
website, creating a marketing
campaign, writing a company
handbook, crafting a detailed bonus
pay plan… you name it. Bring in an
expert? That’s OK, they’ll just do it
themselves.
Of course, this is a great irony, given
what we in this industry think about
DIYers.
We’ve all seen the mess that a
YouTube-educated weekend mechanic
can make in his driveway with the
wrong tools, bad information, and no
repair strategy. We’ve seen the results:
the backward calipers, the missing
fasteners, and the ill-fitting rotors.
Worse, we’ve seen that now-compromised vehicle driven on public roads,
endangering others until a wheel
bearing seizes, a trailing arm falls off,
or the brakes fail, and it limps into a
shop or comes in on a hook.
We’d all like these guys to just put the
adjustable wrench down and leave the
engine repairs to a professional.
At the recent Vision Hi-Tech
Training Expo in Kansas City, I heard
a great deal about how some shop
owners are a bit like that guy in his
driveway. They apply a “do-it-yourself ”
attitude to their own business, trying
to run it without management training
or advice. They’ve never taken a
course. They’re often too busy to track
key numbers. And they don’t seem to
understand the principles that make
a successful shop run.

Some of them, despite all of this,
manage to eke out a little bit of profit
each month… but some don’t.
The money – good or bad – accurately reflects what’s being done at the
managerial level. Businesses are like
engines. They respond to inputs. The
money you’re making is a direct result
of what you’re doing. If you want
different money, you have to do
different things.
At seminars, workshops, and conferences, I often get a sense of just how
difficult it is for shop owners (many of
them former techs) to accept new
ideas. Their questions reveal the inner
conflict they feel. They’re not used to
looking at the cold, hard math. They’re
used to running the shop on emotion,
intuition and good intentions.
Unfortunately, that isn’t enough
anymore. It hasn’t been for some time.
Operating a shop without a fully
developed business plan is like trying
to fix an engine without repair
information.
When do-it-yourselfers get in over
their heads, they get a little frantic and
end up improvising. They throw
whatever they can at the problem and
hope it magically fixes itself. They
either blow the whole thing up, or they
end up having to go to an expert to get
it fixed for more than it should have
cost in the first place.
Let’s not follow their example. Stop
being a DIYer. If you want to do
something, invest in the best training
you can find and learn how to do
it right.
I want to hear from you on this. Please
drop me a note at allan@newcom.ca.
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Keep your customers’ engines running smoothly. Inspect their serpentine belt system every
100,000 km. At 150,000 km, replace the entire system with NAPA high-quality serpentine belts
and tensioners.

866-GET-NAPA | NAPACANADA.COM
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LETTERS
Motorists who disconnect
lights deserve to be chided
I was amused by your story about P.E.I.
drivers who disconnect their daytime
running lights (“Newspaper chides
motorists,” March 2016). Maybe that’s
why so many drivers don’t signal
anymore. They’re afraid of wearing out
the turn signal switch or burning out
the bulbs! It is really annoying the way
people don’t seem to think it is
important to signal. I grew up in The
Netherlands and drove in Europe for
12 years before immigrating to Canada.
I can tell you the driving over there is
way more disciplined even now.
Herman Folgering
Performance Car Centre, Ltd.
Regina, Sask.

Recall check should have
been included in Ontario
inspection update
The new update to Ontario’s vehicle
safety inspections (Reg. 611) has a
glaring hole in it: it doesn’t require a
check for vehicle recalls. Given the
biggest safety recall in automotive
history – the Takata airbag issue – you’d
think that any update would include a
check of recall status. I don’t think there

would be any additional cost associated with it. It would only take a few
seconds. The point of a government-mandated vehicle inspection is
to ensure a minimum level of vehicle
safety. How do you update a 42-year-old
regulation to 21st century standards
without including recalls? Check out
my YouTube video on the subject at
tinyurl.com/611recall.
Mark J. Whinton
Certified Red Seal Technician and
retired auto instructor
St. George, Ont.

New app to track apprentice
hours is a great idea
I’m very interested in the digital
logbook idea you reported on in the
February issue (“New app could
eliminate apprenticeship paperwork”).
With both my boys in trades (auto body
and plumbing) and my husband in
automotive repair, I can see this as far
reaching. All parties concerned will
have fair treatment, with customers,
employers, and employee all seeing the
hours that have been put in. I look
forward to hearing more about this!

INSTALLATION HARDWARE

BRAKE LUBRICANT

PREMIUM SHIM TECHNOLOGY*

Lynn Grant Yackimec
Lac La Biche, Alta.
SENSORY LOCKING PLATE*

EYESPY
ULTRA-PREMIUM FRICTION MATERIAL

WIRE WEAR SENSOR*

Wouldn’t a bulb be cheaper?
Aaron DeVries, a technician at Accountable Automotive in Stratford Ont.,
took this picture to show how an innovative DIYer fixed the problem of a
blown license plate bulb. “He must have left the light on, though, because
by the time we saw it the batteries were dead!” says shop owner Jordan
Van de Kemp.
Have an interesting picture to share? Send a high-resolution image to
allan@newcom.ca

B R A K E PA D S

monroebrakes.com
*Where applicable.
© 2016 Tenneco Automotive Operating Company Inc.
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LETTERS

Warranty on customersupplied parts sounds
ridiculous

Interpreting consumer
protection law will be done
by a judge

Reading your letters page in March,
one letter (“Turn them away!” by Peter
Koudounis) really caught my eye. It said
that if we install customer-supplied
parts, we still have to warranty them.
Really? The customer bought the part
elsewhere, but we have to be responsible for its ability to fix the problem,
and offer a 90-day warranty? That
sounds ridiculous!

On the subject of interpreting the Ontario
Consumer Protection Act, our March
letter writer, Peter Koudounis, was
informed by his own experience. (See the
next letter for more details.) In the
meantime, if anyone has sought a legal
interpretation on this matter, I’d love to
hear what you learned!
—Allan

With regard to whether Ontario shops
are responsible for warrantying
customer-supplied parts, here’s what
I found out. Part VI Section 63 (1) of
the Ontario Consumer Protection Act
2002 says, “every repairer shall be
deemed to warrant all new or reconditioned parts installed and the labour
required to install them for a minimum
of 90 days or 5,000 kilometers, whichever
comes first…”
Government employees are not
allowed to interpret the act. They can
only provide information about it. If
there’s a dispute between a garage and
a consumer, the issue has to go to court
to be resolved, and interpreting the act
will be done by a judge. The interpretation could vary greatly, depending
on the judge.
Therefore, I’d say the only safe course
of action is to not use consumer-provided parts.

Hands off attitude toward
customer-supplied parts!

Peter Klein
Klein Auto Repair
London, Ont.

Alan Gelman
Co/Owner of GlennAlan Motors
North York, Ont.

Follow us on

Total Canada

YOUR ENGINE
CAN ENDURE MORE
TOTAL Canada produces and
commercialize high performance
lubricants for the entire automotive
sector. TOTAL offers innovative
products that meet the requirements
of the largest car manufacturers.
For more information, consult our
website at www.total-canada.ca.

Keep your engine
younger for longer

My opinion on this issue comes from
personal experience many years ago.
The shop I worked at was sued due
to a “used” engine failure within the
90-day warranty period. The boss told
him the failure was his problem, since
he’d brought it to us. It went to small
claims court, and we lost. The judge
ruled that we were responsible,
whether we supplied the parts or not.
Since then, it’s been mostly hands off
for customer supplied parts! The way
I see it, we don’t want the type of
customer who denies us the ability to
make money on parts. Remember,
consumers make the decision to come
to us. We aren’t calling them in. Our
house, our rules!
Peter Koudounis, manager
Active Green + Ross
Cambridge, Ont.

We’re not in business to
lose money
If customers want to bring their own
parts, we charge 1.3 to 1.5 times the
normal labor rate with no warranty.
We explain that we need the slight
profit there is in parts sales in order to
keep our labor rate down. We’re a busy
shop and we’re not in business to lose
money just because the customer
wants to save a buck!
Ross Gulka
Auto-1 Car Care Centre
Swift Current, Sask.

What’s on your mind?
We want to hear from you about
anything you read in CARS magazine.
Send your email to allan@newcom.ca

8 CARS
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PARTS THAT WORK FOR YOU.
Ford and Motorcraft® Parts will keep your customers
coming back for more. They’re engineered for a precision
ﬁt in all Ford vehicles, allowing you and your team to work
more efficiently. Not only are they a great investment for
your business, your customers will beneﬁt from smooth
installations and long-term performance. That’s what
we call a winning combination.

FORD PARTS

WARRANTY*
Learn more at ford.ca/wholesale

DISTANCE
INCLUDES LABOUR

*

24-month/unlimited-km limited warranty applies to most car and light truck Genuine Ford/Motorcraft® Parts and Ford Genuine Accessories, purchased from Ford or Ford Lincoln dealers, that are found to be defective in material or workmanship. Parts
and labour (up to a maximum of $150) covered for wholesale 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.
See your local Ford Store for complete coverage details and limitations. Motorcraft® is a registered trademark of Ford Motor Company. ©2016 Ford Motor Company of Canada, Limited. All rights reserved.
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NEWS

Winnipeg technician
named Mazda’s best
Reynold Bergen has been named
Mazda’s top technician for 2016.
The technician from Crown Mazda
in Winnipeg, was the top performer at
the 2016 Mazda Master Technician
Competition, held recently in
Richmond Hill, Ont.
Yannick Nadon of Élite Mazda in
Gatineau, Que., came in second, while
third place went to Marcin Malocha of
Westowne Mazda in Toronto.
The annual competition pits 10 of the
company’s leading technicians from all
over the country in a timed battle to
debug late-model Mazda vehicles.
Rounding out the field of competitors were: Steeve Potvin of Beauport
Mazda in Beauport, Que.; Ryan
McDougall of Kelowna Mazda (B.C.);
Lee Poetter of Dubois Mazda in
Woodstock, Ont.; Dany St-Pierre of
Mazda de Sherbrooke (Que.); Daniel
Lavoie of Formule Mazda in Rimouski,
Que.; Murray Quinn of King Mazda in
Saint John, N.B.; and Jeffrey Gibbons of
Destination Mazda in Vancouver, B.C.
All of the competitors earned a spot
in the national final by either winning

Mazda Canada’s Master Technician of the
Year Reynold Bergen (right) is congratulated by national manager, technical
services Rob Murdoch.

one of seven regional competitions,
or by getting one of the top three
scores on a written exam taken by all
300 of Mazda’s master technicians
in Canada.
Mazda says recognizing the skill of
trained technicians is important for a
number of reasons. “We need to show
techs that they’re important, and just
as important as any other employee in
the dealership,” said Craig McQueen,
technical trainer for the Ontario and
Atlantic regions, and one the competition’s coordinators.

National apprentice skills competition
to be held this summer in Moncton
Apprentices from around the country
will gather in Moncton this summer
for the annual Skills Canada National
Competition (SCNC). More than 500
competitors – winners in their
provincial and territorial competitions – will compete in more than 40
skill areas at the Moncton Coliseum
June 5-8. The SCNC is the only
national, multi-trade and technology
competition for students and apprentices in the country. The program
provides hands-on work experience
related to skilled trade and technology careers, while raising
awareness about skilled trade and

MUFFLERS

technology sectors to all Canadian
youth and their influencers.

AARO to host information
nights on inspections update
The Automotive Aftermarket Retailers
of Ontario will hold information
sessions throughout May and June on
upcoming changes to the province’s
motor vehicle inspection program. Bob
Lickers, an inspector with the Ontario
Ministry of Transportation, will be on
hand to explain the changes and take
questions from shop owners and technicians. A schedule for the information
nights is available on the AARO website.

100% STAINLESS STEEL
MUFFLER RESISTS
RUST-OUT MORE THAN
THREE TIMES LONGER
THAN COMPETITORS’
PREMIUM ALUMINIZED
MUFFLERS
,

Designed using OE-style
cross-sections

,

Revolutionary stainless steel
durability

,

The only full-line aftermarket
manufacturer of stainless steel
mufflers in North America

®

Safe & Sound
G U A R A N T E E
90-Day, Risk-Free Offer.
Limited Lifetime Warranty.

www. walkerexhaust .com
© 2016 Tenneco Automotive
Operating Company Inc.
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NEWS
people, Ottawa-area high school
students were invited to attend. Over
300 students journeyed to the EY
Centre to walk the show and watch
industry panel presentations. AIA
Canada was also on hand to promote
apprenticeship and scholarship opportunities to future industry prospects.

CAPS invites students to
Ottawa trade show
Performers from Cirque du Soleil
helped Canadian Auto Parts Suppliers
(CAPS) entertain more than 1000
attendees at the company’s 17th annual
customer event and trade show in
Ottawa in March. The event, which
drew service providers from across the
region, also featured giveaways,
including the grand prize of a 2015
Nissan Micra. In a bid to promote the
automotive aftermarket to young

Diagnostic tool expo is a hit
at Vision 2016

second year for the popular table top
show, held in an open lobby area where
thousands of auto professionals could
browse after a day of educational
classes. About 3,500 shop owners,
managers and technicians from across
North America attended the annual
event, organized by ASA-Midwest. It
featured more than 90 educational
sessions, including management and
technical seminars as well as educator
breakout sessions. A 60,000-square-foot
expo floor was sold out.

Delphi introduces new
online training program

The HiTech Tool Expo – billed as a
show within a show – was held during
the Vision Hi-Tech Training and Expo
in Kansas City in March to showcase
diagnostic equipment. It was the

Delphi Product & Service Solutions
(DPSS) has launched a new eLearning
training program designed to support
counter staff and technicians. The free
three-course training program provides
expert advice and repair techniques
on topics related to Delphi aftermarket
parts. Classes feature videos, infographics, and interactive quizzes
designed to engage the viewer and
reinforce the lessons learned. The first
course is on fuel. Two other courses,
on MAF sensors and ignition coils, will
begin later in the year. You’ll find them
on the Delphi Dream Shop website
(delphidreamshop.com) where you’ll
also find information on the 2016
Dream Shop Sweepstakes, now
underway.

Consumers give Michelin
high marks in J.D. Power
satisfaction survey

Don’t get bent out of shape
by cheap parts.
Demand the best.
MOOGparts.com
©2016 Federal-Mogul Motorparts Corporation. All trademarks shown are
owned by Federal-Mogul Corporation, or one or more of its subsidiaries,
in one or more countries. All rights reserved.

Michelin has received the majority of
awards in the 2016 J.D. Power Original
Equipment Customer Satisfaction Study.
The company took top honors in the
luxury, passenger car, and truck/utility
segments, and ranked a close second in
the performance sport segment. The
results bring Michelin’s all-time total of
J.D. Power tire awards to 80. The 2016
U.S. Original Equipment Tire Customer
Satisfaction Study is based on responses
from more than 31,977 original owners
of 2014 or 2015 model-year vehicles. The
study was fielded in October through
December 2015.

12 CARS
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Big changes proposed to
auto repair in Alberta
An Alberta politician wants to tighten
the rules around automotive repairs.
Jon Carson, the NDP representative
for Edmonton-Meadowlark, has put
forward a private member’s bill that
would require shops to provide an
estimate before they can charge
anything (unless the customer
declines an estimate or authorizes a
maximum amount they’re willing to
pay). It would also prohibit shops

from charging for estimates if
customers agree to have the work
done at the facility. And all repair
work would have to be warrantied for
90 days or 5,000 km.
A number of automotive associations
have spoken up about problems with
Bill 203, an amendment to the province’s Fair Trade Act.
Art Wilderman, executive director
of the Canadian Independent
Automotive Association, recently
alerted his members to the situation,

urging them to contact their MLAs
to list the shortcomings of the
proposed legislation.
“It is beyond alarming that the
Alberta Independent Automotive
Association, the Motor Dealers
Association, the Recyclers and
Dismantlers Association, the RV Dealers
Association, Automotive Industries
Association, AMVIC, or Service Alberta
were not consulted,” he wrote.
We’ll have more on this story in our
next issue.

Young executives told to develop
their own unique ‘personal brand’
The president of Wakefield Canada has
some advice for young executives in
the automotive aftermarket: be patient.
Dave Fifield, the industry mentor
chosen to open the AIA’s annual Young
Executive Society conference in Vaughan,
Ont. last month, said it’s good to be
ambitious, but it’s even more important
to understand timing in business.
“When I was younger, I was in a hurry
to get to the next level, and I can tell
you that had I gone faster, I might not
be where I am today,” he said. “Don’t
be in a hurry. Two things need to
happen. One, you have to be ready for
that next move, and two, the organization needs to be ready for you to move
to that next level.”
He also encouraged attendees to take
risks that would distinguish them from
their peers.
“Early on in my career, I realized the
importance of developing something
for myself. It was the concept of a
personal brand,” he said. “I realized that
I didn’t want to be the guy with the
pocket protector in the lab coat. I
wanted to be the guy who understood
the market, launched new products
and new tools for the sales team, and
helped drive the business world.”
The keynote speaker, award-winning
marketing expert Ron Tite, also spoke
of personal branding.
“Be a rebel with a cause,” he said. “It’s
imperative in business to ensure both

your personal and organizational
values are aligned; if they aren’t, you
will lose brand value. In the expression
economy, it’s that true personality that
counts. Honesty and transparency
equals trust.”

Dave Fifield

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

To learn more, visit
www.philips.com/visionled
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By the NUMBERS
Stats that put the North American automotive aftermarket into perspective.

$27,563

Average price Canadians paid for a 2015 model
year car. That’s up 1.4% from the 2014 modelyear price. Average 2015-model light truck cost
was $40,001, up 1% from the 2014 model year.
— TheCarGuide.com

8%

The percentage of owners of 1- to 3-year-old
vehicles who scheduled their most recent
dealer service visit online. In a survey, 18% said
they would have preferred to make appointments online.
— J.D. Power & Associates

7%

Decrease in fuel efficiency
experienced by vehicles with
wheel alignment problems. For a
vehicle that travels 24,000 km a
year, with a fuel economy rating of 9.4 liters/100
km, that adds up to about $150 in extra fuel cost.
— Hunter Engineering Company

600,000

The number
of self-driving
cars and
driverless cars forecast to be sold in 2025.
(Self-driving cars can also be driven by humans;
driverless cars have no controls for human
drivers.) By 2030, sales of these vehicles will increase to 4.4 million, and by
2035, they’ll reach 21 million.
— IHS Automotive

— 2016 U.S. Women’s Car Dealership Report,
WomenDrivers.com

Number of automotive technicians
employed at general repair shops,
dealerships, and service stations in
the United States in 2014 – a 3.4%
increase over the previous year.
— Auto Care Association Factbook 2015 (24th edition)

Lexus
Most reliable
brand of vehicle,
according to a
2015 survey of 740,000 U.S. vehicle
owners. Toyota and Audi came in
second and third, respectively. At
the very bottom of the list: Fiat, Jeep,
and Ram.
— Consumer Reports 2015 Vehicle Reliability Survey

95%

Percentage of Ontario parents who
say that they’d be supportive of their
child’s choice to pursue a career in
the trades.
— Ipsos Reid poll for the Ontario College of Trades

Courtesy vehicle
The top
“concierge”
services
requested by
women in 2015,
followed by
WiFi, café, and
children’s
play area.

840,000

5.11

CENTS

$3,000

The annual
amount the
average
Canadian can expect to save switching
from personal car ownership to using
“mobility services.”
Globe & Mail “How autonomous vehicles will
transform economies”

The per-mile cost of maintenance for
the average passenger car in the U.S.
The average annual maintenance
cost was pegged at US $766.50
per year. (A recent survey of AAAapproved auto repair shops found
that the majority of drivers are behind
schedule in routine maintenance.)
—American Automobile Association

14 CARS

CARS-May2016.indd 14

2016-04-15 9:31 AM

ALL
MAKES.
ALL
MODELS.
QUALITY PARTS. EXCEPTIONAL VALUE. COMPLETE SUPPORT.

The Right Choice
h i in
i Parts
P




Í 'VMM-JOFPG.BJOUFOBODFBOE3FQBJS1BSUTGPSBMM.BLFTBOE.PEFMT
Í 0WFS1SPEVDU-JOFT
Í "WBJMBCMFBU1BSUJDJQBUJOH$ISZTMFS %PEHF +FFQ 3BNBOE'*"5 4UVEJPT
®

®

WWW.MOPARREPAIRCONNECTION.CA
©2016 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.
Magneti Marelli is a registered trademark of Magneti Marelli S.p.A.

CARS-May2016.indd 15

20986

2016-04-15 9:31 AM

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@newcom.ca

Working together works best
Building relationships with suppliers is key in our increasingly
complex industry. By Bob Ward

In this business, when we talk about
building relationships, we’re usually
referring to getting to know our
customers.
In order to serve them well, we must
have a detailed knowledge not only of
their vehicles but of their driving habits,
service preferences, and long-term
intentions. Anticipating their needs
and meeting their expectations builds
the kind of trust that leads to sales and
great referrals.
But as important as that is, it’s really
only part of the relationship picture. A
truly successful business owner also
develops strong relationships with
employees and suppliers.
Unfortunately for some of us, we’re
not as good at cultivating good relationships with our staffs. And we’re
downright bad at building relationships with our suppliers!
Parts stores are too often underappreciated and under-utilized, which
is a real shame because they’re also a
part of our teams in a way. They can be
as important to the success of our businesses as really great service advisors
and gifted technicians.

I can’t count the number of times I’ve
been told about the dangers of “putting
all your eggs in one basket.” Presumably
that means buying a majority of your
parts from one place. What’s so scary
about that? If you choose your partner
well and develop a mutually beneficial
relationship, you have much more to
gain than you stand to lose.
Too many of us source part prices
from multiple suppliers in search of the
best price. But doing this puts a lot of
pressure, not only on jobbers but on
warehouses and manufacturers too.
Everyone struggles to get the margins
they need to run a successful operation.
The end result is often a decrease in
service and parts quality.
We all decry the poor quality of some
aftermarket parts but we fail to see that
quality is a function of the business
environment we create when we insist
on focusing on price rather than fit,
form, and function.
Think about the time your service
advisor wastes shopping for the best
price, or trying to remember which
store a certain part came from. And
whether you have a warranty on what

you’ve purchased. There’s so much
waste built into this inefficient system!
Plus, if you’re basing your purchases
solely on price, you’re pitting all of your
many suppliers against each other.
Those stores quickly get the measure
of you. They learn that you’re not a loyal
customer. They’re not going to go the
extra mile for you. Why should they?
Yes, it’s true that suppliers need to
earn your business… and they can do
so with more than just cheap prices.
The real benefits come with volume
sales. More training programs, better
delivery times, longer warranties,
valuable business services… they can
make your life easier in so many ways.
As vehicles become more complex and
parts proliferation accelerates, we’re
going to need their help! But it requires
a commitment on your end too.
I began taking my supplier out for
lunch on a regular basis. This has
turned out to be a great move for both
of us. I’ve gotten to know him much
better and learned more about his
business, his goals, and how he runs
his business. Our mutual comfort
level has dramatically improved.
We’re now working together to grow
both of our businesses.
We should be the kind of customers
we like to see come into our own shops.
Strong relationships build good businesses. Treat your suppliers like good
customers and reap the rewards.

Bob Ward is the owner
of The Auto Guys in St.
Thomas, Ont. He’s also
a member of the CARS
Advisory Panel.
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THE NUTS AND BOLTS OF
PROTECTING WHAT MATTERS.

Havoline ProDS with Deposit Shield Technology is a full synthetic motor oil
that proactively protects what matters most.
®

®

Proud sponsor of Everyday Drivers. Learn more at HavolineProDS.com
Proactively responds to the demands
placed on modern engines.

EXTENDS engine life
KEEPS cars at peak condition
MAINTAINS fuel economy
REDUCES carbon emissions

© 2016 Chevron Canada Limited. All rights reserved. All trademarks are the property of Chevron Intellectual Property LLC.

Chevron Products
are available
from the following
locations:

CHEVRON CANADA LIMITED
1200-1050 West Pender St.
Vancouver BC V6E 3T4
Toll Free: 1 (800) 822-5823
canada.deloperformance.com

CATALYS LUBRICANTS
7483 Progress Way
Delta BC V4G 1E7
Toll Free: 1 (855) 946-4226
catalyslubricants.ca

NORTHERN METALIC
SALES (GP)
9708-108 St.
Grande Prairie AB T8V 4E2
Tel: (780) 539-9555
northernmetalic.com

HUSKY ENERGY
CORPORATION
707-8th Ave. S.W.
Calgary AB T2P 1H5
Tel: (403) 298-6709
huskyenergy.ca

UFA
4838 Richard Rd. S.W.
Suite 700
Calgary AB T3E 6L1
Tel: (403) 570-4306
ufa.com

CHRIS PAGE
& ASSOCIATES LTD
14435-124 Ave.
Edmonton AB T5L 3B2
Tel: (780) 451-4373
chrispage.ca

RED-L DISTRIBUTORS LTD
9727-47 Ave.
Edmonton AB T6E 5M7
Tel: (780) 437-2630
redl.com

49 NORTH LUBRICANTS
1429 Mountain Ave., Unit 2
Winnipeg MB R2X 2Y9
Tel: (204) 694-9100
Fax: (204) 775-0475
49northlubricants.com

CASE ’N DRUM OIL INC
3462 White Oak Road
London ON N6E 2Z9
Toll Free: 1 (800) 265-7642
www.cndoil.ca

TRANSIT LUBRICANTS LTD
5 Hill St.
Kitchener ON N2G 3X4
Tel: (519) 579-5330
transitpetroleum.com

R. P. OIL LTD
1111 Burns St. East
Unit 3
Whitby ON L1N 6A6
Tel: (905) 666-2313
rpoil.com

CREVIER LUBRIFIANTS
2320, Rue de la Métropole
Longueuil (QC) J4G 1E6
Tél : (450) 679-8866
crevier.ca

NORTH ATLANTIC
REFINING LTD
29 Pippy Place
St. John’s NL A1B 3X2
Tel: (709) 570-5624
northatlantic.ca
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TECHNICIAN PRODUCTIVITY

Fixing the

productivity leak
It takes better management
systems to improve the
number of hours a technician
bills per day.
By Allan Janssen
Management consultant Cecil Bullard
tells the story of a technician named
Bailey, who never broke anything.
And he says it like it’s a bad thing.
“He was a great tech, but he never
billed more than seven hours a day,” he
says, “because he didn’t like making
mistakes.”
One day while trying to install a $400
aluminum oil pan, Bailey pinched his

hand, dropped the pan, and broke the
corner off. Worse, when he tried to install
the next one, he had a little bit of oil on
his hands, dropped it, and broke it too.
“What did we do? We threw a party
for Bailey,” says Bullard. “We got
balloons and everything. We
threw him a party because he
finally broke something. His
productivity when from seven
hours a day to over nine because
he realized it was OK to break
things once in a while.”
Bullard wants his techs to be productive… and that means means hustling.
And sometimes that means breaking
things.
Technician productivity – the

PHOTO BY: FireChiefJeff

No braking, and entering.

WagnerBrake.com
©2016 Federal-Mogul Motorparts Corporation. All trademarks shown are
owned by Federal-Mogul Corporation, or one or more of its subsidiaries,
in one or more countries. All rights reserved.

challenge of encouraging it, tracking
it, and improving it – has become
something of a buzz term in management circles. It doesn’t necessarily
mean breaking things, but it does mean
keeping busy, and making every minute
in the bay count.
The Automotive Industries Association
of Canada recently released a detailed
report on the topic. The report, entitled
“The View From Here,” based on a
survey of 572 shops, analyzes the
average number of hours sold… and
its conclusion is that Canadian shops
have a productivity problem.
“The overall survey result of 4.4
sold hours per technician among
the non-tire shops (and 4.8 hours
among tire shops), represents a
massive productivity leak for the aftermarket,” the final report says. “Only 55%
to 60% of technician time is being sold.”
It found the highest technician
productivity numbers in mechanical
repair shops that have one to three bays.
In those shops, technicians billed an
average of 5.1 hour per day (63% of
capacity in an eight-hour day). The
average number of hours sold per
invoice was 1.7 and technicians handled
an average of 2.5 work orders per day.
The story was generally worse at
bigger shops. Technicians at facilities
with more than four bays averaged only
4 hours billed per day.
Tire shops with mechanical bays
were somewhere in the middle, billing
an average of 4.8 technician hours per
day, with fewer hours-per-invoice (1.3).
This correlation between “ticket size”
and technician productivity was analyzed
carefully. And there are lessons drawn
from the high-achievers in the bunch.
The best ticket size performers had
a significantly lower technician-to-bay
ratio. For example, there might be two
technicians in a three-bay shop, or
three technicians in a five-bay shop.
The report suggested these shops trade
off space efficiency (getting the most
revenue per square footage available)
for technician productivity.
In addition to the lower tech-to-bay
ratio, the best productivity performers
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Choose the right oil filter.

It’s not just another
oil change, it’s a
FRAM ® oil change.
FRAM® Extra Guard®
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TECHNICIAN PRODUCTIVITY
had a higher daily vehicle count per
technician. The abundant presence of
vehicles to work on each day allowed
this group to sell 89% of their technician time – a significant improvement
over the average of 55%.
How does all of this translate to profitability? AIA is clear that many shops
are leaving hundreds of thousands of
dollars on the table while

simultaneously spending time and
energy looking for more technicians
that they don’t actually need.
“Shops performing well on the
productivity benchmark could gain
almost $100,000 in labor sales per year,
if they sold to the benchmark level of
the ticket-size performers,” the report
states. “This could rise to as much as
$200,000 for tire shops.”

MY CURE FOR
I N F O R M AT I O N OV E R L OA D
ProDemand cuts through the clutter to make it
quick and easy to find the information you need
to complete the repair.
With complete OEM data, real-world solutions
from professional techs, and so much more,
ProDemand is the only resource you need
to beat information overload.
For more information:
Call us: 800-470-5936
Visit us: www.mitchell1.com
© 2016 Mitchell Repair Information Company, LLC. All Rights Reserved.
Mitchell 1® is a registered trademark used herein under license.

Fixing the productivity gap involves
a lot of things, but it boils down to
systems and procedures, says Bullard.
“A lot of times it is not the technician’s fault,” he explained during a
management workshop at the recent
ASA Vision Hi-Tech Training and Expo
in Kansas City.
“Some technicians tell me they come
in at 8:00 and they don’t get a car to
work on until 8:45,” he says. “Some of
them say when they turn an estimate
in, it takes two hours for the service
writer to turn it around. This is not the
technician’s fault.”
Bullard puts lost technician productivity in the “brown bananas” category
of automotive service. In the grocery
store, brown bananas are products that
have lost their value because they
weren’t sold in time. In the auto repair
world, brown bananas are the missed
opportunities that could have increased
revenue, but remained only a cost.
He lists a half dozen things that shop
owners could look at to tweak productivity numbers, like making sure that
every car has a work order on it, ready
to go, with all the parts in hand first
thing in the morning. Or like reducing
the amount of walking a technician has
to do to get parts or clarify instructions.
Or like scheduling and dispatching
work in the most efficient way possible.
“I want the tech to have 10 to 12 hours
of work to do every day, and I want him
to have it by noon so he’ll work a little
harder, a little faster,” he says. “Productivity
has a lot of influencing factors. There are
probably 15 or 20 ways to improve it.
Probably more. But a lot of them have to
do with systems and processes.”
It is a finding echoed in the AIA report.
“The best productivity performers are
applying techniques to manage shop
efficiency, as measured by average daily
sale of technician time,” it states. “With
the average shop at 55%, there is clearly
a massive opportunity for productivity
gains in the aftermarket.”
As any shop owner will admit, low
productivity puts unnecessary pressure
on shops, from HR concerns to missed
bottom-line targets.
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From the Flintstones to F1
The modern tire industry is impressive indeed!
By Elisabeth Poirier-Defoy
Remember the Flintstones’ car? It ran
on gigantic rock cylinders that seemed
to be able to negotiate just about any
terrain. It’s how someone envisioned
the earliest stone-age wheels.
Thankfully we don’t have to align,
balance, repair, and store granite
wheels! Instead, we have a wide range
of modern tires that have evolved from
the most basic wooden designs to
highly engineered natural and synthetic
rubbers that provide optimum performance under the most
grueling conditions.
In
1830,
the
Frenchman Charles
Dietz first envisioned
using a sleeve of some
sort to cushion a vehicle’s
ride. But the world would
have to wait until 1850
when self-educated
chemist
Charles
Goodyear invented the
process of vulcanization,
which allowed for the
manufacture of stable
rubber products for a wide variety of
uses – including encircling wheel rims.
The true inventor of modern tires,
would never know that a global tire
company would one day bear his name.
The Scottish veterinarian John Boyd
Dunlop was the first to add air to the
equation, creating a ‘pneumatic’ tire
for his son’s tricycle in 1887.
And when, in 1889, the Michelin
brothers, Édouard and André, created
a removable inner-tube that could be
repaired in the event of a puncture,
everything was finally in place for the
modern tire industry.
By the early 1900s, Harvey Firestone,
founder of the Firestone Tire and
Rubber Company, was making millions
of tires for the Model T automobile, the

invention of his friend Henry Ford.
Firestone was the world’s leader in tire
production.
The Goodyear company gave
Firestone a run for its money in the
1930s, however, when its biggest
customer, General Motors, began
to challenge Ford in North American
sales.
All the while, tires were continuing
to evolve, using different rubber formulations and designs to meet different

application needs and demands.
Radial tires, which used cord plies
to increase strength and longevity,
became the standard. And in 1934, a
small Finnish manufacturer, Nokia,
invented the first snow tire.
Eventually Michelin overtook
Goodyear as production leader when
it acquired the BFGoodrich and
Uniroyal companies. Goodyear,
Michelin and Pirelli would spearhead
much of the development in this
industry. By the end of the 20th
Century, Bridgestone was the world
leader, having acquired Firestone in
1988 to dominate production rankings.
Today there are over 450 tire
companies around the world – a
quarter of them in China. Canada has

a strong tire industry, with Michelin,
Goodyear, and Bridgestone-Firestone
producing millions of tires for domestic
and international use.
What keeps the industry vibrant, is
the constant development in laboratories around the world. Chemists and
engineers are pushing the capabilities
of modern tires to capture greater
market share.
Each new tire that is
introduced into the
market represents a long
process of research and
testing, often lasting four
or five years.
Tread design has
become high science, and
is sold as the unique characteristic of each model.
Each rib or groove in the
sculpture reacts differently
to road conditions,
whether dry, wet, icy, or
snowy. Engineers and designers are
addressing new issues daily, spending
the hundreds of millions of research
and development dollars that the
various companies are willing to invest
in tomorrow’s product.
Conventional treads have given way
to directional and asymmetric patterns
designed to tackle unique situations,
including greater road adhesion,
improved water drainage, and better
rolling resistance. Engineers have
learned how to offer the best performance under a wide variety of operating
conditions, to everyone from Sunday
drivers, to soccer moms, to family vacationers, to high-performance racers.
The modern tire industry is truly
impressive!
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There’s gold in those tires!
Shops that are reluctant to get into the tire game need only
crunch the numbers to see the opportunities it opens up.
By Alan Beech

A lot of automotive repair and service
shops have made the conscious
decision not to get too involved in
selling tires, preferring instead to sublet
what they see as low-margin sales to
tire specialists.
They’re working on the theory that
tires are a lot of hassle for very little
payback.
But that kind of thinking can have
serious implications for a shop’s bottom
line. As many generalists have discovered, if you don’t offer tires, you’re only
hurting yourself.
It’s easy to fall into a rhythm of
complacency while running your own
business. Too often we prefer the status
quo over the uncertainty and risk that
change brings. Some people would
prefer to leave things the way they are,
even if they’re not great, rather than
rock the boat with something new that
could turn out to be disastrous.
But if you’re not in the tire game, I’d
encourage you to take a leap of faith and
see how much your business can grow.

Meeting a need
Tires are essential to maintaining a
well-rounded shop.
Mechanical work pays the bills, but
the only way to maintain a healthy
client base is to meet all of your clients’
needs. About 78% of customers have
their vehicle serviced where they buy
their tires. If you’re not selling tires,
you’re letting all of those potential
clients walk away.
The automotive repair and service
business has radically shifted over the
past decade. Tires now drive peak
business season. Years ago, aftermarket
sales were spurred by winter tune-ups
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and air conditioning repairs. But
today’s cars are built very differently,
without many of the components that
would go “out of tune” over time and
cause the kind of running problems
that necessitated a visit to the shop.
Without things like the distributor
caps, points, and rotors, our busy
“tune-up” season has morphed into
something completely different. Now
our busy season is based on tire
changes. Our clients switch to winter
tires in October, November, and
December… and back to all-season
tires in March, April and May. Ideally,
we’d like to see our clients’ vehicles
three or four times a year, like we used
to. But those days are gone. By
providing tires, though, we have a very
good chance of getting at least two
visits a year. And we can all-but
guarantee those two visits if we offer
off-season tire storage – either in our
own facilities or through a third-party
tire storage company.
Statistics show that people who pay
for tire storage spend more than double
on vehicle maintenance over the course

Tire & Wheel Canada supplement

2016-04-15 9:31 AM

of a year than those who do not. That
alone should be encouragement enough
for you to start offering this service!

Evolving business model
As for the sale of tires themselves,
there’s a common misconception that
they’re the domain of specialty tire
shops. That may once have been the
case, but no longer. These days, there’s
a wide spectrum of shops in the tire
game. Even new-car dealerships have
recognized the opportunity.
I come from a unique background
when it comes to tires. I used to run a
specialty tire shop. At that time 60% of
my business was tires. I eventually
made the transition into a full-service
repair shop, with my tire volume
steadily declining to where it sits now:
around 18%. I made that transition

knowing that the specialty tire shop’s
business model was becoming a thing
of the past. To succeed in the automotive aftermarket these days, you must
be able to meet all of your clients’
needs. People with increasingly hectic
lives demand convenience.
Don’t be intimidated about what you
have to learn. There are resources to

help you learn all you need to know
about tires. I myself have offered tire
workshops numerous times to help
smooth the transition as much as
possible.
It’s been shown that about 80% of
clients will buy tires from the first shop
that recommends them. In other
words, there’s no secret formula to
selling tires. You just have to go for it.

Get equipped
You will need to buy the right
equipment to be in the game. The basic
tire equipment, including a tire
machine and a balancer, runs about
$10-15k to get started. Whether or not
you intend to make tires a top priority
for the shop, this equipment is
necessary to properly service your
clients’ vehicles.

Financial success hinges on getting
your numbers right, including covering
all of your labor costs. I suggest you set
a price for a “tire kit” that covers all of
the extras associated with tire changeovers. Also set a firm but fair price for
incidental services, such as tire repairs.
You’ll quickly learn the basics of tire
repairs. As you’ll find out, not every tire

can be repaired, and you should never
plug or patch tires from the outside.
Always plug the tire from the inside,
and then rebalance with a new valve
stem. It won’t take long before you’ll
know instinctively the best options for
your clients.
The bad news is that you will not be
able to make the same margins as you
do on mechanical work. The good news
is that the work can be done in a much
shorter time period, and can be
completed by apprentices. And by
selling tires, you’ll have the opportunity
to offer additional services such as
alignments and vehicle inspections.
Every time the wheels come off on a
vehicle that enters your shop you
should be doing an inspection. Most
vehicles have work that needs to be
done. You just have to find it and
suggest it to your clients. Don’t leave
that money on the table by neglecting
the inspection.
About 40% of the service work you
do in your shop takes place around the
wheel. By adding tire sales to your
repertoire, your mechanical work can’t
help but grow.
Marketing your tires is fairly easy
with a “tire finder” app that you can
add to your website. This will allow
clients to discover the different brands
and models you have available in store.
Most tire distributors will make the
app available to you once you sign on
with them.
Selling tires is a necessary step that
your business needs to take if you intend
to grow and expand in the future. In
order to best meet your clients’ needs
and to fully service their vehicles, you
must be able to offer them tires.
Don’t continue to let business walk
out the door. Once you start selling
tires, you’ll never look back!

Alan Beech is a management consultant and
the owner of Beech
Motorworks in Hamilton,
Ont. You can reach Alan at
alan@beechconsulting.ca.
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Wheel-end tool
BCA Bearings has announced the
launch of The Hub from BCA, a
versatile technical training and
support platform designed to aid

technicians and shop owners with
wheel-end diagnostics and replacements. The Hub from BCA features a
wide assortment of training videos,
tech tips, blogs, and a searchable
product catalog. A native app that will
soon be available from iTunes and
Google Play, it is designed to give technicians the tools they need anywhere,
at any time, and on any device.
www.TheBCAHub.com

Wheel dollies
Chicago Pneumatic has
added new wheel
dollies and rugged
workshop presses to its
line of workshop
equipment for the professional automotive and heavy fleet maintenance industries. The two new wheel
dollies for heavy vehicle tire changing
and maintenance have lifting capacities
of up to 1543 lb. (700kg) and 1.2 tons
and are a robust assembly aid for trucks,
buses and tractors. The CP87120 1.2 ton
dolly has two handles for fast and easy
maneuvering and the width is adjustable to accept wheel diameters from
39.4 to 78.78 in. (1000 – 2200mm). They
include a fast turntable wheel attachment to ensure the wheels are balanced
safely, and eight large rollers with automatically adjustable angles to ease the
handling of tires with deep treads.
www.cp.com

Swing-arm tire
changer
Bosch has expanded its
tire changer line in North
America with the introduction of the new TCE
4275 swing arm air motor
tire changer designed for
high-volume shops. It features
increased capabilities for larger wheel
and tire combinations, up to 28”
external and 30” internal clamping. It
also has a patent-pending Ergo Control
hand-actuated bead breaking system
and a helper arm system that includes
a bead depress device and a bead roller.
www.BoschWheelService.com

Lift pads
Tire changer guide
Hunter has released a new Tire Changer
Decision Guide to highlight the benefits
and features of different tire changer
models. The company says it’s
important for shops to find a tire
changer that’s a good match for the
types of wheel and tire assemblies they
face on a daily basis. Shop owners must
consider the types of wheels that a tire
changer can service, whether the tire
changer is a conventional table-top
clamping style, center-clamping style,
the effort and skill required by tirechanging technicians and power needs.
www.hunter.com

Drayton, Ont.-based
Veritech Manufacturing
has released a line of
Canadian-made polyurethane lift pads designed to outlast
traditional rubber pads. They fit a wide
variety of the most popular lifts,
including those by Ammco, Ben Person,
Challenger, Coats, Rotary, American,
Forward, Gemini, Worth, and Phoenix.
www.veritechmfg.com

Tire changer
Monster has introduced a
line of shop equipment
that includes a new swing
arm tire changer (Part
No. MSTTC-1) that
features an added bead
blaster system to help
inflate stiff sidewall tires and other
“hard to inflate” tires. It has a clamping
range of 9-3/4” to 23-1/4” and is
equipped with a 110-volt motor. The
Monster brand of tools and equipment
is available exclusively through mobile
tool distribution channels.
http://monsterautotools.
blogspot.com/
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Tire valve installation tool

Summer and winter tires

Ken-Tool has launched the new 29850
Tire Valve Installation tool for “snap-in’
rubber tire valve stems. It is designed for
use on automotive, light truck and trailer
wheels – not the threaded steel or brass
valve stems on heavy-duty trucks and
trailers. Made from cadmium plated, high
carbon steel, it features a handle made
from a slip-resistant polymer for comfort
and durability. Ken-Tool describes it as
very robust and durable, ideal for fleet
and service bay use.
www.kentool.com

Hankook Tire has been selected as one
of the OE suppliers for the all-new
BMW 7 Series. The brand new luxury
sedans will feature Hankook’s flagship
tire Ventus S1 evo2 in special run-flat
sizes 245/50R18Y*RSC alongside mixed
sizes 245/45R19Y*RSC for the front
and 275/40R19Y*RSC for the rear axle.
For winter use, Hankook’s cold weather
pattern Winter i*cept evo will be
supplied in size 245/50R18H*RSC on
each corner.
www.hankooktire.ca
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So… where’s The Business?
Take a look at who’s doing tire sales, repair, and
maintenance in Canada.
Tire Replacement
Tire sales is a service category that has
become increasingly complex, with the
growing proportion of vehicles in
operation being equipped with tire
pressure monitoring systems, larger wheel
sizes, and the growing recognition in some
regions of the need for winter tires.

vehicle category decreased a whopping
seven points from 54% in 2014. In the
eight-to-12-year-old vehicle category,
dealerships remained steady at 28%.
Branded aftermarket shops saw a
decrease in the eight- to-12-year-old
vehicle category (going to 26% in 2015
from 29% in 2014), but saw an increase
in the four- to seven-year-old vehicle
category, going to 25% in 2015 from 21%
in 2014.
Quick lube shops hold steady at 1%.

Tire Repair
Dealerships have the lion’s share of the
tire repair market with 41%, followed
by the branded aftermarket with 29%.
Independent repair shops have 27%
market share and quick lube shops have
about 2% market share.

As the second most frequently
sought-after service, this competitive
market sees dealerships leading with
a 38% share – although that’s down
eight points from last year. Branded
aftermarket shops have gained three
points, climbing to 26% in 2015.
Independent repair shops are closing
in on the dealerships with an increase
of six points to 36% in 2015.
Clearly, there is a lot of tough competition for market share in this category.
With an overall share of 47% in 2015,
dealership market share for tire replacement in the four-to-seven- year-old

In the four-to-seven-year-old vehicle
category, dealerships have 47% of the
market, and the branded aftermarket
has 30% of the market. Independent
repair shops hold just 21% market

share, and quick lube shops hold 2% of
this category. In the eight- to 12-yearold vehicle category, the gap is much
smaller between independent repair
shops and dealerships: Independent
shops hold 33% market share and dealerships hold 36%.

Tire Maintenance
Dealerships come out on top in this
category with 49% of the market.
Independent repair shops come in
second with 29%, and the branded aftermarket has 19% market share. Quick
lube shops hold only 2% of this market.

In the eight- to 12-year-old vehicle
category, independent repair shops
come out on top with 38% of the
market, while dealerships hold 34% of
the market, and branded aftermarket
has 25% of this category. Quick lube
shops have just 2%.
Data and analysis supplied by J.D. Power
& Associates.
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Check chains and cables for stretch
or wear; have the system serviced if
excessive slack or wear is present.

RAISING
THE

Safety should be
everyone’s top
priority when it
comes to the piece of
equipment that you
trust with your life.
By Peter Carter

CAR

So your service manager has just taken
delivery of an ambulance in need of
brakes. It’s a hefty vehicle, tipping the
scales at 14,000 lbs. Good thing you
have a brand new hoist rated for 15,000
lbs, right?
Wrong, says Steve Perlstein, government sales manager for Mohawk Lifts.
He points out that if the front axle
weighs, say, 4,800 lbs and the rear
weighs 9,200 lbs, the rear swing arms
of the lift are going to be overloaded by
about 1,700 lbs.
Perlstein says that ambulance
requires a lift with a capacity of at least
18,400 lbs.
The point is, overloading a lift is easy
to do. As a matter of fact, it’s really easy
to make all kinds of lift mistakes.

We tend to think of lifts as big, dumb
machines with a lot of brute strength.
But next to your computers, they’re
probably the most complicated tools
you own. Unfortunately, most technicians are never properly trained on how
to use or maintain them.
Hard to say why this should be.
Technicians are tinkerers by nature who
want to know how everything works. And
training is ubiquitous. Lift manufacturers
offer education, and many distributors
and installers will train operators or offer
refresher courses whenever they install
new lifts. There’s also a wealth of online
training to be found.
But with an influx of less-expensive
units from far-afield manufacturers and
a general increase in shop liability and
work-safety requirements, lift purchasers
must step up their training and safety
practices. Failing to do so could mean
a loss of business or, worse, loss of life.
David Facciol has been making,
distributing, fixing, and inspecting lifts
since the 1970s. He’s now general
manager at Canadian Automotive
Service Equipment (CASE), a division
of ISN, the largest distributor of Rotary
Lifts in the country. He says the problem
of lift understanding and familiarity is
getting worse rather than better, simply
because the market is growing so fast
and there’s so much competition from
offshore manufacturers.
“You’re not going to believe this,” he
tells CARS magazine, “but lifts generally
cost less than they did back in the ’80s.”
Facciol says new materials and
improved technology have not only
broadened garage owners’ choices, but
they’ve enabled the “commoditization”
of the lift industry.
“People are competing on price,”
agrees Kerri Hospes of Calgary-based
Atlas Automotive Service Equipment.
And in many cases, she says, new lift
purchasers forego some of the aftersales service and support offered by the
May 2016
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how NOT to lift vehicles.
After a few of those, learn how to do it
right. Check www.rotarylift.com and
search for that company’s terrific
“90-second Know-How” clips, which will
take all of a minute and a half out of your
day. Then go to www.mohawklifts.com’s
Safety Section under the “Product
Support Tab.” If you’re feeling more
inspired, take the online ALI course called
“Lifting It Right,” starring racing legends
Richard and Kyle Petty. Check www.
autolift.org/store.php#liftingitright.

Inspect, inspect, inspect!

Well-maintained, a lift can last you upwards of 20 years. What follows is a rip-and-post
guide to making sure your lifts last and stay safe.

larger, more established manufacturers
such as Rotary and Mohawk.
“A new shop owner should be able
to start without breaking the bank,” she
says. (In fact, she can outfit a first-time
garage owner with a two-post lift, a tire
changer, and a balancer for about
$8,000!) But bargain-basement prices
often mean that the essential training
and maintenance duties end up being
outsourced – and sometimes forgotten.
Flavio Cella, who works in the
eight-bay family-owned shop in Bolton,
Ont. that his father Bruno started in
1980, says nickel-and-diming lift
purchases is a bad idea.
“They’re one tool you have to have
ready when you want it,” Cella says in
an interview.
An engineer by training, he’s an evangelist for daily lift upkeep.
“Dad’s really big on maintenance,”
he says. “Especially in this climate. For
instance, if salt sits on a deck, it’ll start
to corrode. The structure is only as
good as the materials and if the
materials start to corrode, the unit will
weaken over time.”
Well-maintained, a lift can last you
upwards of 20 years. What follows is a
rip-and-post guide to making sure your
lifts last and stay safe.

Safety first

The law requires you to have your lifts
inspected annually… and you never
know when an inspector from your
province’s labor ministry is going to
show up on a random visit.
Until 2012, there were no real vehicle-lift inspection licensing or certification programs that would guarantee
your lifts would pass a ministerial
inspection. Now, there are more than
200 ALI-certified lift inspectors across
the U.S. and Canada, capable of doing
an entire shop at one time.

Safety should be everyone’s top priority,”
says R.W. “Bob” O’Gorman, president of
the Automotive Lift Institute (ALI), the
industry-overseer that develops lift-inspection guidelines. While he does not
have access to national
data for the United States
or Canada, he says
accidents involving lifts
are, unfortunately, not rare.
“Our training partners
at Workplace Safety &
Prevention Services
[WSPS] in Toronto cite
accidents involving lifts as
one of the top three issues We tend to think of lifts as big, dumb machines with a
facing the auto repair lot of brute strength. But next to your computers, they’re
sector in Ontario,” he says. probably the most complicated tools you own.
The possibility of injury
is too big to ignore.
“We’ve had wives buy our lift safety
For example, CASE employs a
materials for their husbands as Christmas
complement of full-time inspectors
gifts, and we’ve also had several chain
who take about one hour to carefully
operators purchase training for all their
go over more than 50 inspection points
technicians,” he says.
on each lift. “It’s a non-invasive, non-destructive inspection,” Facciol says.
Training second
Rotary Lift’s parts and service
If you have access to the Internet, you
manager Ron Lainhart says inspectors
have no excuse. A simple search of
are a great resource to shops.
“Car Lift Fails” on YouTube will tell
“All certified lift inspectors have
you more than you need to know about
taken two different exams covering
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MOTOR OILSS & ADDITIVES

‘We’ve had wives
buy our lift safety
materials for
their husbands as
Christmas gifts,
and we’ve also
had several chain
operators purchase
training for all their
technicians.’

what to look for on wearand-tear items such as
chains, wire rope, hydraulic
hoses, and lift components,”
he says. I’ve talked with a lot
of inspectors and they state
that customers that have
their lifts inspected on a
regular basis have been able
to replace wear items before
they become an issue, which
saves time and money.”
Not only that, they also
save the backs and lives of
your technicians by ensuring
your lifts are safe. To find an ALI-certified inspector in your
region, visit www.autolift.org/inspectors.php.

Do pre-lift checks

Performance
made in Germany
LIQUI MOLY offers manufacturer approved
motor oils for every car.
Since 1957, demanding car owners in
Germany have used and trusted LIQUI MOLY.

Isn‘t it time YOU discover LIQUI MOLY?

WWW.LIQUIMOLY.US
liquimolyusa
Available at:

info@liquimoly.us

According to the ALI, technicians should check lifts daily
before using them. Use the following guidelines.
Two-post and in-ground lift telescoping arms:
r $IFDL PWFSUSBWFM TUPQT GPS XFBS
r &YBNJOF BSNT GPS TUSFTT DSBDLT XFME CSFBLT PS QFSNBOFOU
bending.
r $IFDL TXJWFM QPJOUT BOE MVCSJDBUF JG OFFEFE
Two-post and four-post lift chains and cables:
r $IFDL DIBJOT BOE DBCMFT GPS TUSFUDI PS XFBS IBWF UIF
system serviced if excessive slack or wear is present.
r *OTQFDU FOE DPOOFDUJPOT GPS DPSSPTJPO BOE EFGPSNBUJPO
r 3FNPWF BOZ TBMU TBOE XBUFS EJSU PS EFCSJT GSPN DIBJO
Hydraulic systems:
r .BJOUBJO IZESBVMJD GMVJE MFWFM QFS MJGU NBOVGBDUVSFST
requirements.
r .BLF TVSF UIF SFUVSO MJOFT UP UIF SFTFSWPJS BSF UJHIUMZ
connected.
r $IFDL TFBMT QBDLJOH BOE XJQFST GPS CMPXCZ PS PJM MFBLT
r *OTQFDU QMVOHFST GPS OJDLT EJOHT BOE EFOUT

No Jerry-rigging!
Like motorcycles, snowflakes, and spouses, no two lifts are
exactly alike. Many have to be adapted to space conditions
and many have add-on options, such as lifting pads or truck
adaptors. When it comes to add-ons, there’s no wriggle room.
“Only use certified options,” says Perlstein. “If you’re using
a two-post lift that is ALI certified, be sure that any options
are certified. Using non-certified equipment on a certified
lift voids the lift’s certification.”
The ALI website is clear on the matter.
“The ALI Lift Certification Program requires each participant to submit all accessories for evaluation. Accessories
not found on the directory are not approved for use.”
Find out if your option of choice is certified by going to
ALI’s website, www.autolift.org.
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TALKING TECH

Mapping the

FUTURE
Coolant mapping is a
new strategy to balance
performance and emissions
demands as engines continue
to evolve.
By Jeff Taylor

The heating element of a mapped thermostat and the wax pellet that opens the
thermostat (photo courtesy of Mahle).

A mapped thermostat, in coolant
housing (photo courtesy of Mahle).

Have you heard the term coolant
mapping? If you haven’t yet, you will.
It’s one of the tactics engine designers
are turning to in order to meet evolving
performance and emissions demands.
When the first internal combustion
engine was built for general use, there
was no water pump or thermostat
involved. It just wasn’t needed. The
engine used a thermo-syphon cooling
system to move the warmed coolant
to the rad where airflow would remove
the heat.
As engines became more powerful,
the need to better control the heat from
combustion became apparent.
Components were added. Coolant
pumps were introduced in 1910 to force
coolant circulation. And thermostats
made their first appearance in the early
1920s to regulate coolant
temperature.
These days, with ever-more stringent
emission levels, demands for higher
fuel economy, better drivability, and
improved engine performance
becoming the norm, engineers are
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A simple
wax pellet
thermostat.

looking at every aspect of the modern
engine for any small gains. It’s fair to
say the area of engine cooling has come
under close scrutiny.
The familiar expanding wax pellet is
still the most popular way of regulating
engine coolant temperature. But to
realize gains in performance and fuel
economy, engineers have been focusing
on two new methods: a mapped thermostat (very popular on European
models) and a controlled cooling
system design.
The basic thermostat that we’re all
familiar with uses a concoction of wax
and aluminum as an expansion
material that opens the thermostat’s
valve when heated, allowing coolant
to flow into the rad. When the waxy
mix cools and contracts, a spring forces
the thermostat’s valve to close.
This setup has proved very reliable
for many years, and by adjusting the
mixture of the wax pellet expansion
material composition, varying
opening points in the cooling system
can be achieved.
But the conventional wax pellet
designed thermostat is limited to three
basic operating modes.
1. Thermostat closed (the coolant stays
in the engine, using a bypass circuit, and
no coolant flows to the rad);

The mapped thermostat connection and housing in a BMW.

2. Thermostat open (coolant flows to
the rad to remove heat; and
3. Thermostatic control range
(designed opening temperature of the
thermostat is maintained).
These three modes respond to the
designed opening temperature of the
thermostat. Since performance, fuel
economy, and emissions output are
all highly dependant on temperature,
the designed opening temperature is
something engineers take into careful
consideration when designing
the engine.
For maximum performance the
engine designer wants a lower opening
temperature of about 185°F (85°C) for
maximum engine power. Cooler
operating temperatures reduce engine
knock and allow optimized ignition
timing, especially under full load. But
if the temperature is maintained this

low, emissions increase and fuel
economy decreases.
For best fuel economy and emissions
output, the engine requires a higher
operating temperature of 230°F (110°C).
Higher operating temperatures give far
better fuel economy under part throttle,
city driving, and partial load situations.
It also drastically reduces emissions.
If these two characteristics –
maximum power and fuel economy –
could be combined, you’d have the best
of both worlds. That’s exactly what a
mapped thermostat achieves.
The mapped thermostat still uses a
wax pellet to open, and a spring to
close, but it also incorporates a small
heater inside the wax pellet that can
be controlled by the PCM. Using a
combination of inputs such as engine
load, engine RPMs, vehicle speed,
intake air, and coolant temperatures,
May 2016
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the PCM can now control the characteristics of the
thermostat.
If the opening temperature of the wax pellet is set at
230°F (110°C) without any electrical or PCM intervention
the stat would open fully at 230°F (110°C). This temperature
is conducive to good fuel economy, and better emissions,
faster warm up, and better comfort for the operator inside
the vehicle.
But if the PCM decides ( from operator input signals) that
a cooler engine temp of 185°F (85°C) is required for higher
speed or high-load operation, a pulse width modulated heater
circuit is actuated and the stat will open at a lower coolant
temperature giving better performance.
As soon as the PCM sees that those conditions have been
removed (the driver has backed off on the throttle, or exited
the highway), the heater circuit control slows current flow
to the heater and the stat returns to normal wax pellet
operation, with a set point of 230°F (110°C) again.
This, in effect, gives the PCM a number of new operating
modes unavailable with a standard wax pellet thermostat.
This ongoing temperature regulation goes unnoticed by the
operator and can happen many times during a typical drive.
In the event that the thermostat goes bad, the wax pellet
will still function as a failsafe and trouble codes will be set
to alert the driver of the situation.
One major advantage to the mapped thermostat design is
that it doesn’t take much to incorporate it into current engine
strategies or architecture, and doesn’t really require any major
systems to be redesigned.
It will, however, require the use of a scan tool to diagnose
the system, since a mapped cooling system can set a number
of codes and can be bi-directionally controlled in some cases
to make diagnostics easier.
The use of an electrically controlled thermostat is not the
only way that the cooling system can be “mapped” or
“controlled” for better overall efficiency.
Ford uses an arrangement of control valves to control
coolant flow on its 1.6L EcoBoost engines. The idea is to
warm up the engine as fast as possible, reduce the internal
engine’s operating friction and, in turn, lower emissions and
heat the passenger compartment faster. This engine still uses
a conventional wax pellet thermostat, as well as thermo-syphon cooling to cool the turbo when the engine is shut off,
but fine tuning of the cooling system incorporates a coolant
shutoff solenoid valve, and a coolant bypass solenoid valve.
These valves are controlled by the PCM using a low-side
driver. They allow the PCM to calibrate and tailor the coolant
flow in four distinct operating phases.
Phase 1: With an ambient temperature of 60-75°F (16-24°C)
or above (the temperature range can be customized by the
engineers) both the coolant shutoff and the coolant bypass
solenoid valves are closed. The coolant does not circulate in
the engine or through any other cooling circuits. This lack
of flow significantly reduces the warm-up time of the engine,
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The mapped thermostat connection and housing on a GM Malibu.

and reduces start-up emissions. It also
lowers fuel economy during warm-up.
Phase 2: With an ambient temperature of 60-75°F (16-24°C) or below
(again, the range can be customized)
the coolant shut-off valve is opened,
allowing coolant to circulate through
the engine into the heater core, engine
oil cooler, transmission oil cooler, and
around the bottom of the thermostat
housing to warm the thermostat.
Phase 3: When the coolant reaches
158°F (70°C) and the engine load is
greater than 70%, or the engine is
revving greater than 4000 RPM, the
coolant bypass solenoid will open. This
allows more coolant to flow from the
engine to the thermostat housing,
increasing the coolant flow through the

engine, reducing cooling system
pressure, and better regulating temperature variations in the engine block.
Phase 4: When the coolant reaches
180°F (82°C), the thermostat will open
and allow coolant to flow to the
radiator. The PCM can vary the
temperature of the coolant coming in
contact with the thermostat by using
the coolant bypass solenoid. This
results in a variable operating temperature zone of between 180°F (82°C) and
198°F (92°C). This allows higher
operating temperature during part
throttle, resulting in increased fuel
economy.
Both of these solenoids can set trouble
codes for circuit diagnostics and electrical faults and the standard thermostat

codes P0128 and P0125 can result from
a bad wax pellet thermostat, and low
coolant, just like before. And, yes, there
was a recall on some of these engines
for a failure of the bypass valve that
allowed the engine to overheat.
The mapped cooling system has been
very popular on European vehicles for
a number of years now, but it’s being
used here by some domestic manufactures. GM has been using a mapped
thermostat in a few models, such as the
Chevy Cruze Eco version, and they’re
starting to incorporate it onto the 3.6
V6 engine used in many of their models.
Other technology is being used to
enhance the cooling system. There are
now split systems in hybrids, parallel-,
cross-, and reverse-flow coolant patterns
in the engine – all in the drive to make
the cooling system more efficient.
GM has developed a patented technology called “targeted cooling” that
provides deliberate cooling of the hotter
parts of the engine, while still providing
faster warm-ups to lower emissions.
Toyota uses specially designed
plastic sleeves to direct coolant flow
in the cylinder block to increase
cooling efficiency.
Manufacturers have integrated the
exhaust manifold into the cylinder
head assembly to speed up coolant
heating and reduce the emissions the
engine produces.
Vehicle manufacturers are under
intense pressure to produce cars and
trucks that produce fewer emissions.
Closely regulating the cooling system
is one way to do that. By achieving
finer control of existing systems and
using different techniques to regulate
temperatures, they’re able to squeak
a little extra distance out of the fuel
being burned, while still creating less
pollution.
Jeff Taylor is a former
ACDelco Technician of the
Millennium winner and
the Canadian Technician of
the Year for 2005. He’s the
senior tech at Eccles Auto
Service in Dundas, Ont.
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Be the

EXPERT
Fluid exchanges are part
of the job if your clients are
counting on you to keep
their vehicles going as long
as possible.
By Allan Janssen
Monitoring the quality and level of automotive fluids in client vehicles is an
important part of preventive maintenance. So why aren’t carmakers more
aggressive about recommending flushes
to maintain engine performance and
ensure vehicle longevity?
Many believe the reason original
equipment manufacturers tend to
portray fluid exchanges as largely
unnecessary boils down to one thing:
cost of ownership. That all-important
number is something carmakers work
very hard to minimize.
Cost of ownership is what’s driving
OE maintenance schedules these days,
says management trainer Jeremy
O’Neal, owner of AdvisorFix. What
matters to them is not necessarily
what’s best for the vehicle, it’s what’s
best for the vehicle’s reputation as
being inexpensive to operate.
“It’s interesting, but in the U.S.A.
owner’s manual for a 2009 Mazda, I

cannot find anything that says you have
to change the brake fluid,” O’Neal tells
a class at this year’s Vision Hi-Tech
Training and Expo in Kansas City this
spring. “So then I go to the Mexico
owner’s manual and, magically, there
it is: brake fluid to be replaced every
two years. Why did Mazda pull that
brake fluid exchange out of the U.S.
manual? Cost of ownership.”
Does the OE position against flushes
stand the test of scrutiny?
Not at all, says O’Neal. It only reflects
what the carmaker hopes will happen
to the vehicle, not the consumer’s
actual plans. The OEMs are banking
on people trading in their vehicles
every five years. Even the most casual
maintenance schedule will probably
keep today’s well-engineered vehicles
going for that long.

But for consumers who plan to keep
their vehicles for 15 years or longer, a
more stringent maintenance schedule
is definitely called for.
The carmakers will say they rely on
engineering testing to determine maintenance schedules for replacing components and fluids, and they recommend
against maintenance advice that
deviates from those schedules, he says.
“But that simply doesn’t take into
account the client’s timeline. The
carmaker’s intentions for the vehicle
may be radically different from the
customer’s intentions.”
Independent automotive service
shops have a duty, he says, to develop
close relationships with their
customers, and find out three critical
pieces of information: how long they’ve
had the vehicle, how long they want to
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High Carbon
Cross Drilled Rotors
own it, and whether they have a particular mileage target in mind.
Armed with that information, they
can help their customers reach those
goals.
“You have to be the expert they need,”
he says. “And it starts with viewing
everything from their point of view.”
That means if the customer doesn’t
want to keep the vehicle for 400,000
km, you can’t sell maintenance services
like they do. And if they want to keep
their car for longer than five years,
you’re going to have to tell them what
it will take to get them there.
The work needs to be justified,
though. Fluid exchanges still need to
be based on evidence of need.
For example, the pH value in coolant
is very important. As it declines, it
becomes more acidic, which can
damage engines, especially those with
dissimilar metals and aluminum
components. In addition to corrosion,
there have been instances of exhausted
coolant turning the engine into, in
effect, a battery, affecting electronic
engine controls. Test strips are readily
available to determine pH level.
Similarly, glycol levels in the coolant
need to be monitored because in the heat
of summer or the cold of winter, they can
allow static changes in the coolant –
boiling or freezing, both of which can
have catastrophic effects on the engine.

appearance of the fluid.
“Ford says discoloration is a normal
operating characteristic and does not, in
itself, indicate a concern or mean that
the fluid needs to be exchanged,” says
O’Neal. “You can’t sell on color alone.
However, Ford does recommend that
trained technicians should inspect
discolored fluids that also show signs of
overheating or foreign material contamination. So if it is dark, has contaminants
or has signs of overheating, you’re
justified in doing further research.”
When transmission fluid gets
burned, all of its properties change:
color, odor, lubricating efficacy,
viscosity, ability to build hydraulic
pressure, ability to transfer heat. When
it’s bad, it needs to be flushed out.
Same thing for power steering fluid.
In addition, however, steering fluid can
be contaminated as a result of structural breakdown within hoses and feed
lines. Contamination will cause
premature wear on components that
rub together.
If you don’t believe in flushing bad
fluid, you’re not taking care of the car.
You’re not doing what’s right for your
customer, O’Neal says. They don’t know
as much about their vehicles. They’ve
come to you to be their expert.
He recommends spending a month
per manufacturer to go through all the
models, read the owner manuals, and
find out what the OE
recommends in the way of
The carmaker’s intentions for the maintenance services. In
vehicle may be radically different many cases, “approved” or
“validated”
f luid
from the customer’s intentions.
exchanges are perfectly
acceptable, if not
Brake fluid needs to be checked for
recommended.
moisture content. If it’s above 2%, the
“So, they’re saying it’s fine to do the
brake fluid needs to be changed
flush,” he says, “just make sure they’re
because water boils at a lower temperaapproved.”
ture, and that can cause dangerous
Above all, sell fairly and with
brake fade. Moisture also causes rust
confidence.
and corrosion on everything from
“In most cases, people want to keep
calipers and fasters, to expensive parts
their vehicles for a long time. They’re
like ABS controllers.
counting on you to help them do that,”
There’s no quick and easy test for
he says. “So believe in what you’re
transmission fluid, and OEMs caution
offering. It’s the right thing for that
against selling flushes based on the
customer.”

ProMax High Carbon
Cross Drilled Rotors
are manufactured using European
High Carbon content standards
which increases density and
improves the thermal stability
of the brake rotor.
CarbonMax Rotors are
designed for high end European
vehicles (Audi, BMW,
Mercdes Benz, Porsche,
Range Rover, Volkswagen) that
are originally equipped with
High Carbon brake rotors.
ProMax High Carbon Cross Drilled
Rotors allow for increased heat
transfer, offers quieter brake
operation and less vibration.
Coated hat and fins for
rust prevention and for a cooler
running brake rotor.

Precision Brand
Precision Engineering
Precision Performance

®

www.autopartsdepot.ca
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Get in the GAME!
Take the Vehicle Reprogramming
Training at OEM2TECH.COM

A new era
in vehicle repair
technology
is here.

to stay ahead of
what’s coming.
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Vehicle Reprogramming.

VEHICLE TECHNOLOGY
IS CHANGING

THE TRAINING
PROGRAM MENU

Vehicles have become more technically advanced
and reliant on computers and software: as such, the
ability to reprogram software and use OBD passthru tools during repairs is essential. This training
program will provide you with step-by-step video
and written instructions on how to do this using
various OEM repair sites.








0WFSWJFXPG$"4*4"HSFFNFOU
#FOFGJUTPG"HSFFNFOU
5SBJOJOHPO5PPMT&RVJQNFOU3FRVJSFE
7JEFPPOJOTUBMMBUJPOPG+
7JEFPTPOBDDFTTJOH0&.4JUF
5SPVCMFTIPPUJOHBTTJTUBODF

LIMITED TIME
OFFER!
Purchase your 1 year access to the online training
program (one-time yearly fee).

$99
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Infrared temperature gun

Mass air flow sensors

Milwaukee Tool says its four new Infrared Temp-Guns feature clear
screens and fast scanning with simplified keypads and easy-to-use
interfaces. They feature fully bumpered noses, shielded LCD screens,
and over-molding for increased durability and grip. They’re also impact
resistant, able to survive drops of up to 1.8m. The line of temp guns offers
a range of capabilities, all backed by a five-year warranty.
www.milwaukeetool.com

Delphi has released
new mass air flow
sensors covering more
than 1.1 million vehicles
including Volkswagen, Honda, and
Mercedes-Benz applications built from
1993 to 2011. Part numbers are
AF10310, AF10316, AF10334, AF10338,
AF10341 and AF10343. Delphi MAF
sensors are brand-new, never remanufactured, and every sensor is calibrated to match the OE part. They
feature resistors and circuit board
technology unique to Delphi. All parts
are tested and calibrated to OE
standards.
go.delphi.com

Diagnostics Kit

Bus belt kit
Gates has launched a line of quality
belts, tensioners, and hoses to service
the 500,000 school buses on North
American roads. Gates’ newest
Accessory Component Kits have been
specially engineered for school buses
that face long idling times, high
temperatures, and harsh environments.
According to Gates, the kits contain
better-than-OE components for optimal
repairs and long-lasting performance.
Each of these new 85 SKUs contains a
FleetRunner Micro-V Belt, and a Green
Stripe DriveAlign HD Tensioner.
www.gates.com

Pico Technology has
enhanced its PicoScope
NVH Diagnostic kit,
designed to help techs
diagnose noise, vibration
and harshness problems.
The system now features
more flexible analysis
tools for problem areas in
cars, trucks, and off-road
vehicles. It supports
multiple sensors and, utilizing the
display of a laptop computer, combines
fast capture and analysis of vehicle data
with a clear, easy-to-read presentation
of results and actions. The enhanced
system can analyze signals from
multiple sensors, and can also store
signals for comparison on later tests.
www.picoauto.com

Diagnostic
solution
Wel l s Vehicl e
Electronics says its
GoTech Mobile
OBDII Diagnostic
Tool turns compatible mobile devices into diagnostic
scan tools. GoTech and its accompanying free app allow technicians to use
their iPhone, iPad and Android smartphones and tablets to monitor performance and store vehicle year, make,
and model information for up to 10
vehicles. The product does not require
any in-app purchases.
www.GoTech.com

Socket tool set

Tire changer

Ken-Tool has released a fastener socket
driver set designed for use on MorTorq
fasteners. This new design is being used
by domestic and import auto and truck
makers on their newest vehicle models.
The fastener design, often referred to
as a “Spiral Drive,” with the driver
engaging into the four curved “wings”
in the faster head, allows the driver
head to have complete contact with
the fastener’s recessed drive head.
These features allow for uniform torque
delivery, combating tool slippage and
“rounding out” of the fastener head and
the drive tool.
www.kentool.com

Hunter Engineering
says new updates to
its Revolution fully
automatic tire
changer have
reduced the unit’s
footprint by 25%
and enhanced its ease-of-use. The
Revolution’s updated console is now
integrated into the unit for improved
ergonomics and increased adaptor
storage. An all-new flange plate comes
standard, as does a camera kit to record
every tire changing interaction, and
verify correct operation and training.
www.hunter.com

AC supplement
CPS Automotive and Uview have
released a new AC supplement called
LeakGuard, designed to find and
permanently stop AC leaks as they
form. An included dose of AC ExtenDye
fluoresces leaks. An enhanced additive
package protects and extends the life
of the compressor, its components, and
the oil. And, 2 oz. of R-134a refrigerant
tops up the system with refrigerant lost
to leaks.
www.uview.com
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Brake fluid test strips
Phoenix Systems has announced a licensing agreement to produce
and market Ford-branded brake fluid test strips, which monitor the
degree of contamination in brake fluid using a simple color test that
takes approximately 60 seconds to mature. Phoenix developed
the Ford product with the understanding that the brake
fluid test needed to show the exact condition of fluid—no
more guessing. Changing brake fluid when appropriate halts
corrosion, extends the life of brake parts and improves safety.
www.brakebleeder.com

AC leak detection kit

Flex fuel sensors
Continental Commercial Vehicles &
Aftermarket, offers a comprehensive line
of VDO Flex Fuel Sensors for popular GM
vehicle applications. The VDO program
includes four Flex Fuel Sensors providing

wide coverage for GM vehicles. They’re
designed to calculate the percentage of
ethanol in fuel and adjust the output
signal to the ECU, creating dynamic
ignition timing and E85 capacity. In
addition to Flex Fuel Sensors, Continental
also offers air actuators, electronic
throttle valves, electric water pumps, fuel
injectors and fuel modules as well as
MAF and MAP sensors in the VDO OEM
Direct Parts Program.
www.vdo.com/usa

The Tracerline TP-8656 EZ-Shot
OEM-Grade AC Kit from Tracer
Products features the OPTI-PRO Plus,
a cordless, rechargeable, true UV LED
leak detection flashlight with on-board
charging. The high-output UV LED
produces optimal fluorescent dye
response and contrast, ensuring that
each and every leak glows brilliantly.
Also included is a BigEZ R-134a/PAG
multi-dose AC dye cartridge.
www.tracerline.com
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Performance brake kits

Integrated AC unit

Cardone Industries has released
A1 Cardone Performance
Brake Upgrade Kits. The kits
come with a right and left pair
of brand-new, premium crossdrilled and slotted rotors, new stainless steel braided brake
lines and remanufactured red powder-coated calipers loaded
with semi-metallic upgraded brake pads. They are backed by
a limited lifetime warranty.
www.cardone.com

Mahle Service Solutions’ new
ArcticPRO ACX1285 and
ACX1299 integrated AC machines recover,
vacuum, leak test, and charge the new worldwide standard
R1234yf refrigerant. The units are fully integrated with a
version of the TechPRO diagnostic scan tool software for
complete and accurate HVAC system diagnostics and testing
for determining system health. The units can decode a vehicle
identification number (VIN) and read diagnostic trouble
codes (DTC) in seconds with the Bluetooth-enabled vehicle
communication interface (VCI).
www.servicesolutions.mahle.com

Belt and hose
Continental has introduced 328 new
part numbers to the North
American automotive aftermarket, including poly-V belts,
timing belts, timing belt kits,
hose, and tensioners. The newest offerings of parts numbers
provide extensive coverage for some of Continental’s most
popular products including belts, hose and tensioners. The
company says its comprehensive portfolio provides the North
American automotive aftermarket with import and domestic
solutions for many early and late model vehicles.
www.contitech.us

Refrigerant management
machine
CPS Products says its FX Series is the
new gold standard in refrigerant management, with its 7” color
touch screen control panel, 1-2-5 warranty, and thermal printer
standard on all models. A unique “Car Health” mode enables
printing a snap-shot of pressures before and after service
It also features user interface designed to simplify operation.
And the screen instructions are designed to remove the
guesswork every step of the way.
cpsproducts.com

FREE S
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Turbochargers

Tire changer

Honeywell Transportation Systems says
its Garrett by Honeywell
brand of turbochargers
are engineered to meet
the exact specifications demanded by
the original car and truck manufacturer.
Honeywell works with nearly every major
global manufacturer and each year
launches an average of 100 new turbocharger applications. Garrett turbochargers cover a wide range of engine
applications, from micro-cars and light
automobiles, to construction vehicles
and the racing circuit.
www.garrett.honeywell.com

Hunter’s new Auto34S tire changer features a space
saving, functional design with air powered, pushbutton controls that operates all diameter functions
from a single point. The new memory button feature
saves the tire diameter setting and returns the mount
head to the same spot until reset, saving the operator
effort when changing sets of matching tires. An
improved press head allows for better grip on all tires,
especially extreme low profile tires. The Auto34S tire
changer now includes an integrated wheel lift.
www.hunter.com

Vehicle
electronics
Wel l s Vehicle
Electronics has introduced 307 new part
numbers, including 248
switches, 27 emissions-related parts, 22 sensors, six control
modules, and four other vehicle electronics parts to its portfolio of
OE-quality replacement components
for domestic and foreign nameplate
applications. The company says the
parts cover nearly 50 million registered
vehicles, and each component is engineered to match or exceed OE fit, form,
and function.
www.WellsVE.com

Composite
impact wrench
The new MST7120
ultra lightweight 3/8”
composite impact wrench
from Monster offers a full 350
ft-lbs of maximum torque. It
allows for one handed forward
and reverse operation with a feather
trigger for maximum power control.
Its compact size allows for maneuverability in tight spaces. The Monster
brand is available exclusively through
the mobile tool distribution channel.
Contact your local mobile tool distributor to purchase.
www.monsterautotools.blogspot.ca

90mm LED modules

Power steering testers

Hella has
expanded its
90mm LED
module series
with the new
L4060 LED
series, offered
in low beam, high beam, and fog light
modules. The design of the modules is
very compact and allows up to three
light functions in one module without
the need for additional electronics. The
modules are suitable for universal
application on a wide range of both OE
and aftermarket vehicles. The new
90mm modules use high performance
LEDs to produce a homogenous light
output, designed to be maintenance
free and capable of operating for up to
15,000 hours.
www.hellausa.com

Atlantic Automotive
Engineering (AAE)
has released its new
AAE pressureTECH
hydraulic power
steering tester for automotive technicians who need to properly diagnose
power steering system component
failures prior to the removal of these
components from the vehicle. Often,
steering system failures are misdiagnosed, leading to costly rework and parts
replacement, inaccurate part warranty
claims, and frustrated customers. The
AAE pressureTECH tester comes
packaged in a protective hard shell case
complete with two hoses for high and
low pressure connections and six
different fittings for easy connection to
a wide range of vehicle steering systems.
www.aaesteering.com

Reman hybrid inverters

Special ordering

Cardone Industries
has released a
new line of
remanufactured hybrid
inverters. A1 Cardone Hybrid Inverters
play a vital role in hybrid battery systems
found on late-model vehicles. They “step
up” the voltage required to power
electric drive motors. Conversely, they
“step down” the voltage to the conventional 12-volt electrical system that
powers items such as interior lighting.
In addition, they convert direct current
(DC) into alternating current (AC) to
be used in the 12-volt system.
www.cardone.com

Dorman Products has announced the
completion of new system enhancements to ship Canadian special orders
overnight. With these newly completed
enhancements, Dorman’s customers
have the ability to receive critical
Dorman shipments faster than ever
before. Export documentation is
generated the same day orders are
received. The majority of Dorman’s
customers will benefit from this
change, with few exceptions for regions
that do not currently support overnight
shipping. The Dorman website will
provide customers all applicable
shipping options at the time of order.
www.DormanProducts.com
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an investigator will look for an outside solution to a problem
that happened internally, even though it seems unlikely. An
assumption like that can really throw you off track.”
Sarge was talking about tools, but his words triggered
something else in my brain. “Uh, have another doughnut,
Johnny. I’ll be right back.”
Out in the shop, Tooner and Basil were staring at the Ford
in resignation. “Guys,” I said, “is it possible that the problem
might be coming from inside the engine, from one of the
cylinders itself and not the manifold connection?”
Basil frowned. “You mean like a loose spark plug? We’ve
checked them all.”
“What about the head gasket?”
The guys stared at me for a moment. Then Tooner turned
to his tool box. “Only one way to find out.” They removed the
spark plugs and began to pressurize each cylinder. When
they hit cylinder #3, a small stream of air hissed out between
the head and the cylinder block, right behind the exhaust
manifold where you couldn’t see it.
“Well, I’ll be!” Tooner scratched his head in disbelief. “I’ve
never, ever heard of that before!”
Basil agreed. “One would normally associate a blown head
gasket with oil or coolant problems, or even low compression
between two cylinders. But this…” He shook his head and
chuckled. “Whatever made you think of this, Slim?”
“It was something Sergeant Johnston said to me…”
I stopped and thought about Tooner’s screwdriver and how
some problems have an internal cause. Behind us, the side door
to the outside parking lot was standing open. It was a warm day,
and Tooner was letting the breeze blow in to keep things cool.
The only problem was, that door had an automatic closer on it.
For it to stay open, something had to be keeping it open.
I went over to the doorway and bent down. Pulling a short
object out of the gravel, I held it up and looked at Tooner.
“Would this be what you’re looking for?” Tooner had used his
magic screwdriver to prop the door open and then had
forgotten about it.
Tooner looked sheepish. “Yeah, I guess we can call off the
dogs now.”
At that moment Beanie came over, wiping his hands on a
rag. “Boss, the cop car is all finished. Want me to back it out?”
“Sure,” I said. “Just don’t play with the lights or the siren;
Sergeant Johnston is still in the coffee room.”
As Beanie turned away, I added. “Oh yes, and you can tell
Johnny he’s free to go. Tell him I rounded up the usual suspects
and both cases are now solved.”

$IÀQLD.............................................................10
www.wixﬁlters.com

Rick Cogbill is a freelance writer and a former
shop owner in Summerland, B.C. Special thanks
to Mark Purdy and the crew at T&H Autopro
in Kamloops, B.C. for this month’s diagnostic
problem.
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John Fraser

The Usual Suspects
Tooner’s got a tough job on his hands… and he’s missing his favorite screwdriver.
What’s worse, all signs point to an inside job!
By Rick Cogbill
The lunchroom door burst open.
“Awright, lock ’er down! My magic
screwdriver’s missin’ and nobody leaves
the building ’til I find it!”
I was having coffee with Sergeant
Johnston while he waited for his squad
car to be serviced. The head of our
local RCMP detachment chuckled
good-naturedly. “Am I one of your
suspects, Tooner?”
Tooner didn’t reply right away.
“Well?” I asked. “Is Sarge off the hook?”
“Gimme a minute; I’m thinkin’,”
muttered Tooner.
Every mechanic I knew, myself
included, carried around a short screwdriver in his coverall breast pocket. We
called them ‘magic’ because we used
them to fix or solve just about any
problem. You hated to lose it and felt
almost naked without it.
Sergeant Johnston (or Johnny as he
was known) reached for another
doughnut. “Shall I round up the staff
and begin the interrogations?”
Tooner sighed. “We’ll see,” he said. “I

really hate to think this is an inside job!”
He gave Johnny the once over before
heading back into the shop. I knew
what he was thinking; the only outsider
in the building was the good sergeant.
“You’ll have to cut him some slack,” I
said. “He’s battling a difficult repair today
and it’s made him touchier than usual.”
Johnny got up to refill his coffee mug.
“Oh? What’s the issue?”
I leaned back in my chair and laid out
the facts of the case. The vehicle was a
2007 Ford F150 pickup truck with a 5.4L
engine. The complaint was a ticking
noise coming from the passenger side
of the engine, and Tooner and Basil had
decided they were dealing with an
exhaust leak. “The truck has a set of
aftermarket headers installed,” I
explained, “and headers are notorious
for not sealing well to the cylinder heads.
Plus, the guys found two broken exhaust
bolts on that side, so it seemed like an
open-and-shut case.”
Johnny looked thoughtful.
“Interesting. And I take it that the

subsequent investigation did not bear
out the initial premise of the
investigators?”
“No. For starters, the exhaust gaskets
showed no signs of leakage. They
replaced them anyway, but the ticking
noise was still there. So off came the
headers a second time. Tooner thought
maybe the flanges weren’t straight, so
he had them surface planed and then
reinstalled them with new gaskets.”
“Let me guess,” said Sergeant
Johnston. “Nothing changed?”
“You got it. Now Tooner and Basil
are contemplating reinstalling a stock
exhaust manifold, just in case the
header has a crack in it that they can’t
see.” I shrugged. “Bottom line is, their
investigation is going nowhere.”
Johnny munched his doughnut
thoughtfully. “Yes, that’s obvious. And
then to lose his favorite tool on top of
that…” He paused. “Speaking of which,
maybe I should question some of your
staff about that screwdriver. Sometimes
...continued on page 37
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The Best of Both Worlds
from The Best in Brakes

Element3™

Reliant™

Enhanced Hybrid Technology (EHT™)

Reliable Stopping Power

• The best attributes of ceramic and
semi-metallic all in one pad

• Ceramic or semi-metallic materials
consistent with OE

• Unsurpassed stopping power and
vehicle control

• Premium noise damping layered shim

• Domestic and import applications

• The right product at the right price

• Chamfered and slotted where OE

• Late model coverage
Premium Friction Line

Mid-Grade Friction Line
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