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Canadians are letting their cars 
fall to pieces in greater numbers 
than ever, according to the latest 
research.

The Automotive Industries 
Association (AIA) of Canada’s 
just-released “2011 Canadian 
Automotive Aftermarket Demand 
Study” indicates that the door of 
opportunity is open even wider 
than before, with $11.91 billion 
in underperformed maintenance 
in Canada.

Prepared by noted research 
firm DesRosiers Automotive 
Consultants, the report builds 
on AIA Canada’s 2009 report 
“Hidden Potential Unmasked,” 
which sought to quantify the 
potential demand within the 
Canadian automotive service and 
repair industry for the first time.

According to the most recent 
report, a growing number of 
Canadian drivers across the coun-
try are delaying essential vehicle 
maintenance and repairs, or simply 
not performing any at all.

The results from the study 
estimate that the true industry 
potential demand is now at $30.40 
billion, while actual services performed 
amount to only $18.49 billion. This significant 
difference of $11.91 billion indicates the 
overwhelming degree of opportunity that is 
being missed when drivers bring their cars in 
for servicing.

The data is consistent with other recent 
research; J.D. Power and Associates recently 
reported similar shifts.

In its annual Canadian Customer 
Commitment Index Study, released earlier this 
year, J.D. Power and Associates reported that the 
annual service market for four- to 12-year-old 
vehicles has contracted to $8.4 billion in 2011 
from $9.0 billion in 2010, largely brought on by 
decreased average annual service spending.

This decrease stems from both a decline in 
the average amount spent per service visit and 
the number of service visits. Overall, the num-
ber of service visits has decreased by nine per 
cent (2.9 visits per vehicle in 2011, on average, 
vs. 3.2 visits per vehicle in 2010). In addition, 
annual spending across all vehicle ages has 
declined by an average of $23, with the larg-
est change seen among eight- to 12-year-old 
vehicles.

Average annual expenditures among this 
vehicle group declined to $736 in 2011 from 
$821 in 2010.

“Study data suggests owners of older vehicles 
continue to de-prioritize maintenance and repair 

spending in the face of uncertain economic 
conditions,” says Ryan Robinson, director of 
the Canadian automotive practice at J.D. Power 
and Associates. “This is creating an increasingly 
competitive environment for automotive service 
brands as they fight for share in a contracting 
market.”

The AIA report, while reflecting a similar 
trend, takes the view that unperformed main-
tenance is an opportunity that can be unlocked 
through inspection and communication with 
customers on the importance of maintaining 
their vehicles.

“There exists significant additional opportu-
nity each time a customer brings in his vehicle 
for servicing, and if attained, the benefits would 
echo through each layer of the automotive 
aftermarket supply chain,” states Marc Brazeau, 
president of AIA Canada. “If all Canadians were 
to practice the repair and maintenance habits of 
the most diligent vehicle maintainers, an addi-
tional $11.91 billion would flow into all levels of 
the supply chain, from the shop to the manufac-
turer. The question for the industry will be how 
to take advantage of this opportunity for growth 
within the existing customer base.” 

The AIA report can be obtained by visit-
ing www.aiacanada.ca and clicking on eStore. 
The report is available free of charge to AIA 
members. Please contact deb.moyneskeshen@
aiacanada.com for further information.

Study Reveals Further Evidence Canadians 
Not Maintaining Vehicles

Unperformed Maintenance Equation Worsens
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Follow us on Twitter.
Get AutoServiceWorld.com 

News and more by  
following JobberNews 

on Twitter.

Anco Wipers Win New 
Product, Point of Sale 

Honours
Federal-Mogul’s Anco 
Profile wiper blade was 

honoured at the AAPEX 
event as the Best New 

Product in the “Smooth 
Sailing” category, and 
was also honoured for 
point-of-sale materials 

by the Car Care Council 
Women’s Board.
In the Car Care 

Council Women’s 
Board Automotive 

Communication Awards 
competition, the Anco 

team was recognized for 
development of the Best 
Posters and Signage. The 

brand’s point-of-sale  
materials remind  

consumers to be prepared 
for any weather by  

replacing worn wipers 
with new Anco products.

“These awards are  
representative of our 
significant investment 

in market-leading wiper 
products and highly  
creative and effective  

communication tools,” 
said Michael Proud,  

director of marketing, 
North America, Federal-

Mogul, at the event.
For more  

information, visit the new 
www.AncoWipers.com 

website.
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For more on these and other stories, log 
on daily to autoserviceworld.com
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2011 Jobber of the Year Expands into Calgary
Edmonton-based Warehouse Services Inc., the 2011 Jobber News 
Jobber of the Year, has expanded to the Calgary and High River 
Alberta markets with the acquisition of Mikkelsen’s Auto locations.

With the expansion, WSI has become a province-wide company. 
Warehouse Services Inc. had grown from an exhaust specialist 

organization to a full-service business with five locations, including 
an 80,000-square-foot main warehouse. 

The acquisition represents a significant step for the company.
“We are very excited about this opportunity to expand our reach 

and bring our unique value proposition to a whole new market-
place,” says Scott Scherr of WSI. The announcement is the product 
of months of hard work between WSI & the Mikkelsen group. “Both 
of our companies have a long track record of fantastic customer 
service and strong belief in treating our staff with the respect and 
honesty they deserve.” 

“Without the people we have nothing,” says Scott McKenzie, the 
new manager of the Calgary/High River operations, who is looking 
forward to joining the Calgary team. “We look forward to continu-
ing to service the existing Mikkelsen clientele and grow our business 
by sticking to what got us here: delivering quality brand-name parts 
backed by the best people in the industry.”

Further to its support of the industry, WSI has instituted an 
extensive training strategy, and works with apprenticeship programs 
as sponsor of the WSI Award at the Northern Alberta Institute of 
Technology (NAIT) for the highest-achieving second year student in 
the Service Technician Program. WSI also raises money for the Rick 
Gibson Memorial Award for Parts Technicians at NAIT.

Bosch Haus Concept Launched in Prairies

Automotive Parts Distributors (APD) successfully launched its 
Bosch Haus concept during a business presentation at the historic 
Roxy Theatre in Saskatoon, Sask.

APD Saskatoon is one of the first distributors to participate in 
the complete automotive offerings from Bosch, including its newest 
additions: batteries, brakes, spark plugs, and more. More than 120 
automotive service provider clients attended the evening, taking 
in presentations on the new Bosch product offerings by Doug 
Morrison, Bosch Diagnostic Tools & Equipment by Dean Ferri, 
and Bosch shop identity programs by Chris Burkey. 

The evening also featured presentations from CARS Complete 
(online training offerings) and keynote presentations from Bob 
Greenwood and Rui Martins, describing challenges and solutions 
for the aftermarket. 

Registration Open for University of the 
Aftermarket Online Courses

The University of the Aftermarket is now registering aftermarket 
industry professionals for 20 online “Distance Learning” courses 
that will begin January 9, 2012. 

Winter/Spring semester courses enable industry professionals 
to earn continuing education units (CEU) that can be applied 

Continued on page 8
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Behr Hella Service 
Expands Asian Vehicle 

Coverage
Behr Hella Service (BHS) 
has increased its coverage 
of Asian vehicles with new 
A/C, heater, and engine 
cooling part numbers for 

various makes and models. 
The line now features 
applications for Acura, 
Daewoo, Honda, Kia, 

Hyundai, Infiniti, Lexus, 
Mazda, Mitsubishi, Nissan, 
Scion, Subaru, Suzuki, and 

Toyota.
The expanded program 

now has over 176 total OE 
quality replacement parts. 
It includes more than 128 
new radiator SKUs alone, 

as well as popular part 
numbers for condensers, 
receiver driers, expansion 
valves, and heater cores. 
With more than 6,500 

OE-quality thermal  
management products, 

BHS offers market  
coverage and provides a 
comprehensive source 

for intercoolers, engine/
transmission oil coolers, 
compressors, retrofit kits, 
A/C fittings and hoses, 

pressure switches, PAO-Oil 
68, receiver driers,  
expansion valves,  

condensers, condenser/
radiator fans, HVAC  

blowers, O-Rings, PTC-
heaters, evaporators,  

Visco-fans, heater cores, 
radiators, expansion tanks, 

and Visco-clutches and 
fans. 
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toward their AAP (Automotive Aftermarket 
Professional) or MAAP (Master Automotive 
Aftermarket Professional) designation.

Registration is open through January 9, but 
prospective students are encouraged to register 
early to secure spots in the classes of their choice.

Each course is certified for 3.0 Continuing 
Education Units. Prerequisites may apply.

“This is one of the most wide-ranging course 
offerings available in some time,” says University 
of the Aftermarket director Brian Cruickshank, 
MAAP. “Whether you’re managing a sales team, 
planning marketing programs, putting together 
an e-commerce strategy, or thinking about 
expanding your business internationally, we 
have a course that will meet your needs.”

For detailed course descriptions and to 
register for a course, please visit the “Course 
Calendar” page at www.universityoftheafter-
market.com or call 1-800-551-2882.

Phillippe Gosselin & Ass. Signs 
Onto Shell Lubricants Alliance

Philippe Gosselin & Ass. Ltée (PGA), an inde-
pendent distributor of Shell petroleum products 
in the province of Quebec, has signed an agree-
ment to distribute branded lubricants of Shell 
Canada Products (SCP) and Pennzoil-Quaker 
State Canada Inc. 

The agreement covers the Province of 
Quebec and falls under the Shell Lubricants 
Alliance Distributor program. 

Continued on page 10

VDO Redi-Sensor 
Coverage Expanded

Continental Commercial 
Vehicles and Aftermarket, 

a manufacturer and 
supplier of VDO 

OE-engineered TPMS 
replacement parts, 

recently announced addi-
tional vehicle validations 
for its VDO Redi-Sensor 
Multi-Application TPMS 

Sensors. 
This overall coverage 

expansion will include 
a wider range of vehicle 

makes, models, and years. 
New validations expand 

the coverage for  
currently available  

Redi-Sensor SE10001  
sensors for Chrysler, Ford, 
GM, Hummer, Hyundai, 

Isuzu, Kia, Mazda, 
Mitsubishi, and Nissan. 

The new VDO  
Redi-Sensor SE10002, 
which covers Acura, 

Honda, Lexus, Scion, 
Toyota, as well as  

additional Hyundai and 
Kia validations, will also be 

available to service  
technicians in the first 

quarter of 2012.
VDO Redi-Sensor Multi-

Application TPMS Sensors 
are compatible with all 
major TPMS scan tools 

and are pre-programmed, 
eliminating the need  
for new training or  
programming tool  

investments. 

Under this new distribution agreement, PGA 
will offer Shell Canada and Pennzoil-Quaker 
State branded automotive, transport, aviation, 
and industrial lubricants, including those sold 
under the Shell Rotella, Pennzoil, and Quaker 
State brands.

Delphi Goes Public,  
Shares Hit the NYSE

Delphi Automotive PLC shares have begun trad-
ing on the New York Stock Exchange.

Shares are listed under the ticker symbol 
“DLPH.” 

“Today is an important milestone for Delphi,” 
said Rodney O’Neal, Delphi president and 
chief executive officer, when the offering was 
announced. “The Delphi team has created a 
business with outstanding technology and indus-
try-leading performance. We are well positioned 
to expand both top- and bottom-line growth.”

Goldman, Sachs & Co., J.P. Morgan Securities 
LLC, BofA Merrill Lynch, Barclays Capital Inc., 
Citigroup Global Markets Inc., Deutsche Bank 
Securities Inc., and Morgan Stanley & Co. LLC 
served as joint bookrunners of the offering.

Delphi raised $530 million in an initial public 
offering that priced the stock at the low end of 
a range. The Troy, Michigan-based company, 
which emerged from bankruptcy in 2009, sold 
24 million shares for $22 each after offering 
them for $22 to $24 apiece. Most of the proceeds 
went to the largest shareholder, Paulson & Co., 
led by John Paulson. 

The E.R.I. Group, a buying group of machine 
shops and engine rebuilders, recently honoured 
industry members and suppliers with awards 
for outstanding efforts.

The awards were presented at the group’s 
2011 Annual General Meeting and Trade Show 
at the Doubletree by Hilton, Toronto Airport, 
in Toronto, Ont. The AGM and trade attracted 
more than 100 E.R.I. members from British 
Columbia to Prince Edward Island, and more 
than 50 exhibiting suppliers.

The 2011 V. Barclay Upton Memorial 
Award, which is presented annually to the 
highest performing E.R.I. Service Team mem-
ber, was awarded to Jim Thompson. Jim is 
responsible for E.R.I. members in Vancouver, 
the lower mainland, and northern regions of 

British Columbia and has been a member of 
the E.R.I. Service Team since 2010.  

The “2011 Largest Sales Growth” award was 
presented to Keystone Automotive Operations of 
Canada, Inc. and was accepted by their regional 
manager, Simon Mallette.

Recipients of the outstanding service awards 
are voted on by E.R.I. members nationally and 
presented annually. Marc Reynolds, Canadian 
Aftermarket Manager for MAHLE Clevite 
Canada, ULC, accepted the “2011 Outstanding 
Service” plaque for the supplier with the best 
service. 

The 2011 Order Desk Person of the Year 
awards were presented to:
•  Russ Thomlison of Independent Parts 

Warehousing Inc., Edmonton, Alta. (Western 
Canada)

•  Cal Gardiner of MAHLE Clevite Canada, ULC, 
Burlington, Ont. (Central Canada)

•  Kevin Spencer of Independent Parts 
Warehousing Inc., Stouffville, Ont. (Eastern 
Canada)

The 2011 Sales Representative of the Year 
awards were presented to: 
•  Tony Gannon of MAHLE Clevite Canada, 

ULC  (Western Canada) 
•  Rob Aitkens of MAHLE Clevite Canada, ULC  

(Central Canada)

E.R.I. Group Announces Performance Awards
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•  Gary Heavysege of Karbelt Speed & Custom Inc. (Eastern 
Canada) 

Pins honouring the members for their participation in 
the E.R.I. Group were presented. Dennis Smith of Atchison 
Machines Service in London, Ont., Richie York of YAS 
Machine in Moose Jaw, Sask., and Dale Dolmage of the E.R.I. 
Group received Five Year Participation Pins. John Manley of 
Performance Engine in Orillia, Ont., and Russ Thomlison of 
the E.R.I. Group were awarded Ten Year Participation Pins. 
John Stefko of Stefko Racing Services in Stouffville, Ont., 
Charles Beatty of Beatty & Woods Ltd. in Mississauga, Ont., 
and Matthew Bauer of Auto Service & Supply in Hamilton, 
Ont., were awarded Twenty Year Participation Pins.  

Peterson Lands Prestigious National Honour
Peterson Manufacturing Company has earned the Supplier 
Excellence Process Award from Caterpillar Inc., an award that 
recognizes accomplishment in what Caterpillar calls MQ-11005 
certification, which analyzes and evaluates internal quality 
controls, processes, shipping performance, capacity planning, 
and more.

According to Peterson, a manufacturer of vehicle safety 
lighting, mirrors, reflectors, antennas, and other related 
products, it is the first lighting supplier to earn this recognition.

The lighting manufacturer supplies Caterpillar with a variety 
of industrial lighting and can be found around the world on Cat 
vehicles and mining and grading equipment, to name a few.

“Every day our organization strives to satisfy and exceed 
customer expectations,” says Steve Meagher, Peterson 
vice-president of sales. “This award is confirmation from a 
global giant in manufacturing that we’re meeting that daily 
challenge.”

To achieve this award, companies must meet and exceed 
eight stringent business performance metrics established by 
Caterpillar.

Federal-Mogul Introduces Moog Complete 
Strut Assemblies

Federal-Mogul has entered the ride control market with new 
Moog complete strut assemblies.

Engineered to improve vehicle dynamics, provide a smooth-
er ride, last longer, and install easily, the Moog complete strut 
assemblies are available for hundreds of popular late-model 
foreign nameplate and domestic passenger cars and light 
trucks.

Each unit is fully pre-assembled for fast, easy, bolt-on instal-
lation and features a premium nitrogen gas-charged strut engi-
neered specifically for the corresponding application.

Moog complete strut assemblies must pass Federal-Mogul’s 
original equipment-style durability test, which includes one 
million cycles of the assembled unit.

Also included in each assembly are a high-strength spring 
top plate. 

“Our engineers have designed each Moog strut assembly 
unit to help improve vehicle handling, provide superior ride 
quality, and deliver the performance customers expect,” 
says Mark Boyle, director, steering and suspension products, 
Federal-Mogul. “Repair providers are looking for strut assem-
blies from suppliers and brands they can trust. By choosing 
Moog, they will be installing a part that will live up to the stan-
dards of Moog customers.”

For more information regarding new Moog complete strut 
assemblies, contact your Moog supplier or visit the brand’s 
technician-focused website, www.moogproblemsolver.com.
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F or anyone who has been 
watching the remanufac-

tured products sector, develop-
ments in the automotive after-
market must have had them sit-
ting up and taking notice for 
some time now.

The first signs of change 
probably go back more than a 
decade, with the virtual elimi-
nation of the reman option 
for most manual transmission 
clutches. With the increased 
availability and market com-
petiveness of new clutch discs, 
technicians and shop owners 
long ago voted with their wallets and their time cards—the 
labour component in clutch replacement was just too high 
to take the risk.

Since then, however, the influx of new products into the 
remanufactured product offering has been steady and some-
times highly specific. Sometimes it was new castings combined 
with remanufactured windings in rotating electrics. Sometimes 
it was totally new product brought into the mix to flesh out a 
supplier’s coverage. 

In any case, these developments weren’t seen as a threat to 
remanufacturing. Quite the opposite: they were seen as ways 
to ensure the ongoing competitiveness of the remanufactured 
products sector. 

Nowadays, however, there is so much “new” product on the 
market that even the traditional mainstays of the reman sector 
can’t really be called that anymore. 

However, this is not to suggest for a moment that it is a 
sector doomed to extinction. Quite the opposite, in fact, if 
the recent attractiveness of the sector to the investment 
community is anything to go by.

Two recent major transactions—the acquisition of Fenwick 
Automotive Products by publicly traded Motorcar Parts of 
America, and the acquisition of Cardone Industries’ North 
American operations by TPG Capital, L.P.—speak volumes 
about what is occurring in the industry.

The three remanufacturers involved represent significant 
market shares in the categories they represent. MPA, for 

example, pegs its share of the 
rotating electrical aftermarket 
at just more than 20 per cent. 
While equivalent numbers are 
not available for either Fenwick 
or Cardone, it is safe to say 
that both enjoy significant mar-
ket share, as they are gener-
ally regarded as the dominant 
players in the North American 
market.

Here are the details of the 
transactions as they are known at 
this time.

While the acquisition of 
Fenwick by Motorcar Parts of 

America, Inc. had been anticipated some months earlier, the 
actual transaction occurred in early May 2011. At that time 
MPA announced it had acquired Fenwick Automotive Products 
Limited (Fenco) for 360,000 shares of Motorcar Parts’ common 
stock. (Stock was trading at press time of $7.47, up 3.32 per cent.) 

The acquisition was expected to more than double 
consolidated revenues. In addition, the company expects 
to achieve annual savings of at least $20 million once the 
acquisition is integrated, which is expected to be completed 
within a two-year period. Management anticipates Fenco will 
contribute at least $25 million of annual EBITDA from the 
existing revenue base once integration is complete.

There are precious few details available on the Cardone 
transaction, other than spelling out that the Cardone family will 
continue to be involved, that it does not include the European 
operations, and that everyone is happy with the deal. Following 
the transaction, TPG will become the controlling shareholder 
and will work with the Cardone family and executive team to 
continue the company’s growth. The transaction is expected to 
close at the end of 2011.

The lack of clear detail in this transaction is a segue of sorts 
to the other major development: a shift from family-owned 
business to public equity ownership. Private companies don’t 
release financial or market data as a matter of course, so there 
is always some guesswork when it comes to looking at their 
financial picture.

However, beyond the money matters, the remanufacturing 
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REMAN GOING PUBLIC
From Main Street to Wall Street, what does the growth  

of investment money mean?
By Andrew Ross
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sector has generally been regarded as especially well suited to this type of ownership, 
due to the specialized knowledge it requires, the impact of core credits on the financials, 
and the history of the sector as being built as much on trading as on remanufacturing. 
The image of members of the Fenwick family or the Cardone family sitting around the 
kitchen table passing down a wealth of information on remanufacturing from one 
generation to the next is quaint, but probably not all that far from the truth.

And there have been ill-fated attempts in the past to put together large remanufactur-
ing organizations in the public sector; American Remanufacturing Inc. (ARI) springs to 
mind. But that was half a decade ago, and enterprises can fail for any number of reasons. 
It would be unfair to characterize that failure as due merely to its investment-focused 
management or its size, though both were probably factors.

Now, however, even these family businesses are global players. Given the increas-
ingly competitive nature of the market, combined with the imperative to develop new 
techniques of remanufacturing for developing product categories, the need to go 
outside the family knowledge bank (and piggy bank) is not surprising.

Gord Fenwick said as much back in May when the acquisition by MPA was announced.
“Fenco’s 60-year history highlights our commitment to the automotive industry and 

we look forward to continued success as a subsidiary of Motorcar Parts of America,” 
he said. “We have outstanding people and are excited to work with MPA to build an 
industry-leading organization.” Fenwick added that “an enhanced capital base and the 
adoption of best practices will better enable our organization to take advantage of new 
and existing opportunities within the marketplace.”

What Michael Cardone Jr., chairman and CEO of Cardone Industries had to say was 
not all that different.

“The remanufactured automotive parts industry is as strong as it has ever been 
and Cardone experienced the best sales year in the company’s history in 2010,” he 
said at the time. “Our dynamic growth and the increased demand for our products 
have presented Cardone with business opportunities on a scale that we have never 
experienced before.

“Over the past few months, Cardone explored a variety of options that would 
provide the company with an influx of capital to accelerate expansion and invest in 
the future growth of the company,” he continued. “The acquisition of Cardone by 
TPG will strengthen our position to pursue new product lines and further enhance 
our competitiveness within the industry.” 

There are, of course, many companies in the sector that will remain privately held 
and privately prosperous. They are among the most innovative and agile in any industry.

But the push for new categories in electronics, for example, and a whole litany 
of products related to hybrid vehicles—batteries and starter/alternators, to name 
just two—are going to provide many challenges and require more than a few dollars 
for the large players.

And on the investment side, remanufacturing is growing and is favourably positioned 
from an environmental aspect. It is also well positioned from a consumer standpoint.

MPA estimates that fully half of the US$86 billion aftermarket goes to the do-it-
yourself market, which is generally price-sensitive. And, particularly with an aging 
vehicle fleet and a U.S. economy that doesn’t seem to be getting on any rapid 
upswing any time soon, it would seem to be that this is where at least some of the 
smart investment money should be going.

“Remanufacturing is a growth industry. The demand for remanufactured motor 
vehicle parts continues to grow, even in a down economy,” says John Chalifoux, 
communications officer for the Motor Equipment Remanufacturers Association. 
“Consumers are keeping their vehicles longer, and remanufactured parts offer great 
value when a vehicle needs maintenance or repair. 

“We expect remanufacturers will continue to be attractive to companies and 
investment firms in the years ahead. This year’s acquisition of Fenwick by MPA 
and the announced acquisition of Cardone’s North American operations by 
TPG are two recent examples of how capital is being invested in the aftermarket. 
Remanufacturing is a sustainable industry. More and more consumers are embracing 
the environmental—as well as the economic and product performance—benefits 
associated with high-quality remanufactured parts.”
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I f there were a single distinguishing feature 
of this year’s AAPEX and SEMA, it would 
be energy.
While both shows have always displayed a 

degree of attention, in the depth of the post-
financial crisis, market show floor enthusiasm 
in the last couple of years was—well, muted. 
That seems to have been all but forgotten now, 
with many aftermarket companies coming off 
strong 2010 fiscal years and roaring along at or 
above that pace in 2011.

And that hasn’t been just evident at the 
exhibitor level. Visitors, buyers to those in the 
booths, were distinctly upbeat and looking to 
invest in inventories and shop equipment. 
You could quite literally judge the strength 
of the attendance by the chatter in the aisles. 

While SEMA has always had a bit of a crush 
of activity from the L.A. market just a few 
hours down the road, to see the AAPEX show 
experience a similar level of excitement was 
heartening for those who had been wringing 
their hands with worry just two years ago.

This subjective impression is supported by attendance 
facts proffered by AAPEX.

Participation at the Automotive Aftermarket Products 
Expo (AAPEX) 2011 in key target buyer categories—auto 
parts retailers, independent repair garages, program groups, 
and warehouse distributors (WDs)—increased significantly 
compared to 2010, according to event owner associations 
Automotive Aftermarket Suppliers Association (AASA) and 
Automotive Aftermarket Industry Association (AAIA). 

Event organizers say auto parts retailer attendance 
increased 24%, while the number of independent repair 
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AUTOMOTIVE AFTERMARKET INDUSTRY WEEK 2011

A HIGH ENERGY AFFAIR
By Andrew Ross

AAIW COVERAGE

garages was up 38.5 per cent. Attendance by program groups 
increased 60% over last year, largely due to the pre-AAPEX 
marketing efforts of the Automotive Warehouse Distributors 
Association (AWDA). WDs’ participation was up 15.25 per 
cent.

In addition to these AAPEX target buyer categories, 
participation also increased in many of the other 49 buyer 
categories tracked for the event, show owners reported.

Visitors were clearly in a buying mood for products and business systems.
AAPEX had its share of hot cars too, and Bosch just gave this Mustang 
away to a sweepstakes winner. Designer and driver Vaughn Gittin presented 
the keys to the winner during the show.

SEMA initiated what will surely be a modern tradition: the SEMA Cruise, 
where show cars assemble for an orderly and exciting parade after show 
closing.

Attendance was up for AAPEX, and looked strong at SEMA too, though final numbers weren’t 
available at press time.

Continued on page 16
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Overall, buyer attendance during Automotive Aftermarket 
Industry Week (AAIW), which includes both the AAPEX and 
SEMA shows, increased by 17% over 2010.

AAPEX 2011 had 2,292 exhibitors, 230 more than in 
2010. Both floors of the Sands Expo Center were filled with 
a total of 4,984 booths, 540 more than in 2010.

And while SEMA has yet to release its official numbers, 
they are expected to reflect a similar positive tone.

Off the show floor, a record number of attendees at 
Canada Night enjoyed the annual event’s 40th Anniversary 
celebrations. Organized by the Automotive Industries 
Association of Canada, this year’s event attracted some 1,400 
for what is perennially one of the 
best networking opportunities of the 
week.

In all, these events have always 
served as a bellwether for the industry; 
with that in mind, things are looking 
pretty good as we head into 2012.

AAIW COVERAGE
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Continued from page 14

Canada Night celebrated its 40th 
Anniversary in fine style with a record 
number of attendees. The organizing  
committee, (l-r), Ken Coulter, Matt 
O’Brien, Deborah Moynes-Keshen, 
Therese Santostefano, and AIA 
president Marc Brazeau, thanked 
sponsors and attendees for making 
the evening a roaring success.

Among the show cars of note was the 
Raybestos 1964 GTO-R, a 700 hp street 

legal racecar. The grand prize in an Affinia 
promotion, it was won by Nina Murray of 

Flesherton, Ontario.

The second annual SEMA vehicle awards honoured a 
clutch of new cars with some very old, respected names.

The second annual SEMA Award was presented to the 
Chevrolet Camaro for the Hottest Car, the Fiat 500 for the 
Hottest Sport Compact Car, the Ford F-Series for the Hottest 
Truck, and the Jeep Wrangler for the Hottest 4x4-SUV. 

“As the visionaries and innovators of the industry, our 
SEMA Show exhibitors determine the winners of the 
SEMA Award based on the vehicles they showcase in their 
booths,” said Chris Kersting, SEMA president and CEO at 

Hottest Cars Sport Familiar Names

the event. “With each booth 
vehicle representing one vote, 
the most prominent models in 
each category are the winners. 
The SEMA Award celebrates 
these outstanding vehicles that 
emerge each year at the show.” 

The SEMA Award honours 
those vehicles that specialty-
equipment manufacturers 
believe are the best platforms 
for accessorization, and that 
showcase this year’s coolest 
products. 

The award recognizes four 
outstanding vehicle models in 
four categories: “Hottest Car,” 
“Hottest Sport Compact Car,” 
“Hottest Truck,” and “Hottest 
4x4-SUV.” It also underscores 
the cooperative relationship 

between the automakers and SEMA-member companies. 
“There is no shortage of options for new car and truck 

buyers. The ability to accessorize a vehicle often impacts 
the decision on which vehicle to purchase. The SEMA 
Award helps guide consumers to the most accessory-
friendly vehicles on the market by demonstrating the unlimited 
potential for customization,” added Kersting.

To learn more about the SEMA Award winners and the 
products that are available for them, visit www.sema.org/
semaaward. 

Chevrolet Camaro, Fiat 500, Ford F-Series and Jeep Wrangler Named Winners  
of the Second Annual SEMA Award

DEC AAIW P14,16,18.indd   16 13/12/11   7:41 AM

http://www.sema.org/semaaward
http://www.sema.org/semaaward


®

Now available from 
NGK Spark Plugs Canada Limited 

Contact us at: 1 -877-277-2759

www.ngksparkplugs.ca

*Akebono is the originator of true ceramic brake pads. 

Your brakes are not one of them. As OEM equipment on a wide range of models, Akebono ultra 
premium brake products are specifically engineered for superior performance. With their low dust,
reduced brake fade and ultra quiet formulations, these true* ceramic pads give you ultra premium
brake product backed by the industry’s most comprehensive research and development. 
The result is higher margins, fewer comebacks, and the perfect OEM fit every time.

Ask your NGK distributor for Akebono ultra premium brake parts today!

P r e m i u m  B r a k e  P r o d u c t s  

Some things are meant
to be loud and noisy.

NGK 164 Akebono brake ad white bkgrounds_FNL  12/04/11  2:49 PM  Page 1

NGK P17.indd   17 12/12/11   8:45 AM

http://www.ngksparkplugs.ca


18 JOBBER NEWS / DECEMBER 2011

Continued from page 16

AAPEX presents awards for both new products and 
packaging.

Prior to AAPEX, buyers reviewed entries displayed in the 
online 2011 AAPEX Product Extra and voted online for their 
favourite new products in nine categories. 

The AAPEX 2011 New Product Showcase winners and 
their products are:
• Cool Cars: Philips Automotive Lighting, GoPure Automotive 
Clean Air System
• Fixing It Right: Striker Hand Tools, Flex iT Work Light
• Good Sense: Berryman Products, Inc., B-104 Towelettes
•  Innovation: Heat N Clean Products, Inc., Heated Wiper 

Blades 
• Individuality: Matrix System, Ultra Leather Renu
• Making It Better, Scrubblade LLC, Washer Fluid Tablets
•  Safe & Sound: Old World Industries, Peak Rear-view Mirror 

Back-Up Camera
•  Smooth Sailing: Federal-Mogul Corp., Anco Profile Wiper 

Blades
• Work Smart: ShowMeTheParts.com Mobile App

Six companies won top honours for excellence in packaging 
design during the 2011 Automotive Aftermarket Products 
Expo (AAPEX), held in November in Las Vegas. 

AAPEX Award Winners

The AAPEX 2011 New Packaging Showcase entries were 
submitted in five categories and the winners are:
•  Economics: Sylvania, SilverStar zXe High Performance 

Headlights
• Innovation: Gates Corporation, Micro-V AT with QR code
• Marketing (tie): 
Security Equipment Corp., Sabre pink key ring pepper spray 
supporting the National Breast Cancer Foundation

Hopkins Manufacturing Corp., Hopkins Towing Solutions
•  Performance: Spectra Premium Industries, The Premium 

Choice Radiator Box
• Protection: Airtex Products, LP, Airtex Air Cell Packaging

The Institute of Packaging Professionals (IoPP) led the 
judging and evaluated packages for their ability to innova-
tively, cost-effectively, and sustainably protect, identify, and 
merchandise products. The IoPP continues its partnership 
with AAPEX sponsoring organizations to ensure the AAPEX 
New Packaging Showcase reflects the highest standards of 
design. Extensive enhancements have been made to the New 
Packaging Showcase over the past two years as a result of 
the IoPP partnership, including adding category divisions to 
highlight features of the package, online judging by experts 
from IoPP, and the expanded onsite showcase display.

SEMA Product Awards
From nearly 2,000 submissions, SEMA judges selected the notable best products and the runners-up featured at the Las Vegas show.

2011 New Product Award Winners Are:
Best New Collision, Repair and 
Refinish Product 
Winner: Eagle Abrasives Inc., Super 
Assilex
Runner-Up: Plio Grip by Valvoline, 
Like90 Turbo Pad for Bumpers
Runner-Up: Gema, OptiFlex 2

Best Engineered New Product 
Winner: Baer Brake Systems, Full 
Floating Rear End Conversion
Runner-Up: Aeromotive Inc., Camaro 
Stealth Fuel System
Runner-Up: Fuelab, Electronic Fuel 
Pressure Regulator

Best New Exterior Accessory Product 
Winner: Cargo Ease Inc., Cargo 
Ramp/Brake System
Runner-Up: Bestop Inc., TrekStep 
Side Mounted Step
Runner-Up: Rhino-Rack USA, Roof 
Mounted Cargo Basket 

Best New Interior Accessory Product 
Winner: Auto Meter Products, 
Universal 3 Gauge Mounting Solution
Runner-Up: Lokar Performance 
Products, Billet Aluminum Tremec 
Shifter Levers for the TKO 500 and 
TKO 600
Runner-Up: Bully Dog Technologies, 
Ram Mounting Systems for Bully Dog 
GTs and WatchDogs

Best New Merchandising Display 
Winner: MacNeil Automotive 
Products Ltd., TechFloor Retail 

Display
Runner-Up: Flex-a-lite Consolidated, 
Flex-a-chill Radiator Coolant Additive 
(POP)
Runner-Up: Access Roll-Up Covers, 
Access Truck Bed LED Light Display

Best New Mobile Electronics 
Product
Winner: Escort/Beltronics Radar 
Detectors, Escort Live!
Runner-Up: Del City, Sealed Window 
Crimp Connector
Runner-Up: Metra Electronics Corp., 
ASWC

Best New Off-Road/4-Wheel Drive 
Product
Winner: MSD Ignition, Atomic EFI
Runner-Up: Daystar Products 
International, Can Cam Fuel and 
Water System
Runner-Up: ProRyde Suspension 
Systems, SuperBlok 3-in-1 Leaf 
Spring Blocks

Best New Packaging Design 
Winner: MacNeil Automotive 
Products Ltd., TechCare
Runner-Up: Auto Meter Products, 
Auto Meter Custom Shop Gauge Set
Runner Up: Preval, vFan Portable 
Airbrush System

Best New Performance-Racing 
Product
Winner: Comp Performance Group, 
Comp Cams Sprint Car Front Drive 

Kit For LS Applications
Runner-Up: Auto Meter Products, 
Ultimate DL Playback Tach System
Runner-Up: Ace Fuel Systems, 
Adjustable Fuel Injector

Best New Performance-Street 
Product
Winner: SCT Performance, SCT iTSX 
for iPhone
Runner-Up: Comp Performance 
Group, Inglese EFI Throttle Body 
Insert Hidden Metal Screen Filters
Runner-Up: Comp Performance 
Group, Fast Ez-EFI Jeep 4.2L/6 
Cylinder Kit

Best New Powersports Product 
Winner: Auto Meter Products, 
Universal GPS Speedometer Interface
Runner-Up: Skyjacker Suspensions, 
’10–’12 Polaris Ranger Crew Rear 
Winch Mount Kit
Runner-Up: Warn Industries Inc., 1700 
XT Portable Winch

Best New Street-Rod/Custom-Car 
Product 
Winner: Classic Instruments Inc., 
SkyDrive
Runner-Up: Billet Specialties Inc., 
Billet LS Valve Covers
Runner-Up: Eddie Motorsports, Billet 
Aluminum Underhood Kit for 1955–
1957 Chevrolets

Best New Tire and Related Product 
Winner: Continental Tire the Americas 

LLC, Continental Cross Contact LX20
Runner-Up: Cooper Tire & Rubber Co., 
Discoverer A/T3
Runner-Up: Continental Tire the 
Americas LLC, General Tire G-MAX 
AS-03

Best New Tools and Equipment 
Product
Winner: PH2 Solutions Inc., PH2 
Validator
Runner-Up: Las Vegas Tool LLC, 
Easypuller by Las Vegas Tool LLC
Runner-Up: Schley Products/SP Tools, 
Air Hammer Ball Joint R&R Tool

Best New Van/Pickup/Sport-Utility 
Product
Winner: Ez Connector Inc., EZS7-02
Runner-Up: Daystar Products 
International, Shock and Steering 
Stabilizer Armor
Runner-Up: Specialty Products Co., 
Leaf Spring Silencer

Best New Wheel and Related 
Product 
Winner: Topline Products, Verde 
Custom Wheels | V39–Parallax
Runner-Up: iForged Performance 
Alloys/Forgestar Wheels, CF10 Rotary 
Forged Carbon Fiber Edition
Runner-Up: MGP Caliper Covers, 
MGP Caliper Covers

DEC AAIW P14,16,18.indd   18 13/12/11   7:42 AM



C

M

Y

CM

MY

CY

CMY

K

Mevotech-POL-Jobber-April2011.pdf   4/8/2011   12:18:23 AM

Mevotech p19.indd   19 12/12/11   8:49 AM

http://www.mevotech.com
http://partsonline.mevotech.com/


COVER STORY

20 JOBBER NEWS / DECEMBER 2011

 Old School
New Outlook

“Uncle” Bill Konlup 
2011 Jobber News Counterperson 

of the Year

By Andrew Ross

Continued on page 22

B
ill Konlup is part of a vanishing 

breed.

He says that today, he 

doesn’t know if some of the 

younger, part-time counter-

people he works with at the 

Edmonton West Canadian Tire are going 

to choose careers as long as his—37 

years and counting. After all, they’ve got 

university to deal with. He started as a 

part-timer, too, but his beginnings were 

distinctly different—you might even say 

old school.

“Actually, I started working in the 

automotive business in Saskatoon. I 

was pumping gas for the Shell station 

part-time. My sister started working 

at the Canadian Tire and told me they 

needed someone part-time busting 

tires,” says Konlup, whose friendly 

demeanour has earned him the moniker 

“Uncle Bill.”
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“They hired me after asking two questions. 
The interview was pretty low-key compared 
to what we do now,” Konlup chuckles. 

A couple of years into that, the call came 
to take on a full-time role in Edmonton. It 
was the mid-’70s, and Canadian Tire was 
expanding. The Ford Pinto was still consid-
ered to be a safe little car. Radial tires still 
thumped in the cold. He wasn’t yet 21.

Today, at 57, Konlup remembers those 
early years with mixed feelings; it presented 
him with an opportunity, but it wasn’t easy.

“I think I busted tires for a total of five 
years. That’s back-breaking work. Canadian 
Tire paid me 25 cents for every tire I put on 
and $1.75 for every spin balance. I put on a 
lot of rubber.”

But when the opportunity to move onto the parts counter 
came, he jumped at it. 

“It was a new avenue, and I just stuck with it. It was a good 
opportunity to move forward and there was always something 
new there.”

He remembers clearly the days of having to look up parts 
on microfiche.

“I forget how many years we used microfiche, but we’d get 
updates every couple of months.” Veterans of the aftermarket 
will remember the trouble that professional parts people had 
just finding out what they had on the shelf, and how much they 

COVER STORY Continued from page 20

relied on their own notes to keep customers happy. Konlup’s 
experience was no different, although today his customer 
base, being primarily the consumer at large, presents its own 
challenges. 

Konlup is well aware of the negative image that many 
consumers have of the Canadian Tire parts counter, and that 
many in the aftermarket have shared that opinion. But when 
you understand how spotty the information was that they had 
to work with, maybe it was a question of the tools they had to 
work with. 

Bill Konlup works alongside an extensive crew including parts professionals Ajaz Sultani 
and Karen Murray.
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GREAT WORK
BRING IT ON™

Canadian Tire congratulates Bill Konlup, 
a 37-year veteran parts manager, for 
being recognized as the Jobber News 
Counterperson of the Year. 

He is the fi rst Canadian Tire employee 
to receive this prestigious honour, which 
recognizes professionalism, enthusiasm 
and ability to go the extra mile for the 
customer. 
Bill continues to be a huge asset to 
the company’s cornerstone automotive 
business.

CONGRATULATIONS
Bill Konlup...

We would also like to recognize the great work of all 
Canadian Tire parts managers and automotive personnel 
across Canada who provide expert advice and service 
Canadians can count on every day.

for winning the Jobber News 
Counterperson of the Year Award. 

Bill Konlup
Parts Manager, Edmonton West Canadian Tire

Do you share Bill’s passion for parts? 
Visit http://corp.canadiantire.ca/EN/JoinOurTeam 
to become part of the growing Canadian Tire family!  
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And he is enthusiastic about the changes that he sees today. 
Canadian Tire is in the early days of utilizing industry-

standard cataloguing, and the Epicor system in place now 
is, he says, a big leap forward from what he had to work with 
previously.

“It is quite advanced. And it ties into the service depart-
ment, so on my parts counter screen I can do a quotation, 
and see everything at the parts counter that they can do at the 
service counter. I can look up what it costs to put something 
on a vehicle”—a useful tool when 
you’re dealing with an uncertain 
do-it-yourself customer—“but we’re 
still focusing on the parts counter; 
and we’ll do our best to help.

“The way the system is laid out 
is great. If I want to look up wiper 
blades for an ’04 Audi A4, it will 
show me that there is an OE set of 
two, and there are a couple of after-
market options.”

That may not sound like a big 
leap to many in the traditional 
aftermarket, but in Canadian Tire’s 
previous proprietary “green screen” 
system, says Konlup, he might not 
have seen anything. It was reliant on 
Canadian Tire personnel inputting 
all the data themselves, a huge job 

Congratulations to 

Bill Konlup
of Canadian Tire Edmonton West in being named  

Counterperson of the Year.
From your partners at the Uni-Select Network

and our member distributors.

COVER STORY Continued from page 22

Bill Konlup says that the new Epicor cataloguing 
has dramatically improved his ability to serve 
customers due to its comprehensive, up-to-date 
listings.
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that still provided limited information. And OE options? Good 
luck. Information was less than comprehensive. As a counter-
person, you had better know your stuff. 

“My staff knows that just because something isn’t written 
down or on the screen, doesn’t mean they don’t have it. Two or 
three years ago we said we wanted the Internet at the counter 
so that we could access vendor websites. So at least if it wasn’t 
on the green screen we could access it on the Web. My staff is 
pretty good on the Web here.”

And when you hear how he is as focused on helping cus-
tomers as any counterperson, his world doesn’t seem that 
different. 

With the new Epicor system, they also have the ability to look 
up parts and use images to help customers understand what 
they need. It helps Konlup to be helpful. He likes that. 

“It is a different customer base. There are a lot of people 

who come to this store who have known me for years. I can be 
tied up with somebody for five minutes and they will be patient 
because they want to talk to me.” 

He says that customers will make the extra-long trip from 
across town, or from outside of Edmonton, because they know 
they have a very good chance of getting what they need from 
Konlup’s counter; it goes beyond seeing a friendly, familiar 
face. 

For the past 15 years, Konlup has been increasingly involved 
in the inventory and purchasing for the parts department. 
He sets the orders, determines what new parts should be 
brought in, and even communicates directly with the Canadian 
Tire home office on parts issues. Sometimes he calls them. 
Sometimes they call him. 

Thanks for the years of dedication to the battery  
business and for helping to make Eliminator  

Canada’s #1 selling battery.

Continued on page 26

With some 13,500 SKUs in stock, the Edmonton West store is well positioned to serve customers from Edmonton and some neighbouring communities.
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Congratulations  
to Bill Konlup, 

Canadian tire edmonton West, 
Counterperson of the Year, 

from Your friends at goodYear engineered produCts  

COVER STORY

Continued from page 25

Two years ago, Canadian Tire 
brought him to AAPEX and SEMA in 
Las Vegas to assist representatives there 
in looking at opportunities.

He takes his role in inventory man-
agement very seriously. Much of the 
research he does takes place in the 
evenings, on his own time—just like the 
old days when he would take home the 
paper catalogues and read them instead 
of a novel—but it makes a big differ-
ence in how well the department runs. 

“We have about 13,500 SKUs right 
now. You have to know what you’re 
looking at. I look at the vehicle popula-
tion numbers, and that helps quite a bit, 
but let’s say I have six vehicles of a cer-
tain type in my area, but there are 100 
in the region; there is a good possibility 
I will get a hit on that, so I’m going to 
bring in the application. 

“I look at all outside purchases through the Edmonton hub 
store, as well as everything through Bumper to Bumper/Uni-
Select. I’ll take a look at every invoice and make sure that if I 
want to add that ’75 Chev, does it also fit a 2005?

“This improves our store and our service to customers. If 
we got a hit on it twice in the shop, but I missed it, then I will 
definitely jump on it.”

Ultimately, of course, it’s about more 
than just having parts on the shelf. For 
Konlup, it’s almost a calling. He has a lot 
of respect for those who work with him 
on the counter; some have been with 
him for 15 years, and a couple came to 
Canadian Tire from traditional jobbers.

He doesn’t know if some of the 
younger members of the team will stay 
for the long haul.

“It’s hard to say what they’ll branch 
into. You can definitely grow into this 
job. I definitely have.”

For those who do want to make the 
most of it, he has some advice. 

“Don’t be shy to ask a question. No 
question is a stupid question. The key 
thing is to ask lots of questions. Don’t 
make decisions on your own if you’re 
not sure. There are always senior people 
who can help.”

It is true that his work environment 
and customer base are a bit out of the 
norm compared to those of a  tradition-

al jobber—a typical customer might have to be schooled on the 
fact that a power steering system takes automatic transmission 
fluid—but in the end, if the measure of a counterperson is how 
well he treats customers, how well he knows the parts business, 
and how strong his focus is on ensuring that the inventory on 
hand is the best it can be, then Konlup measures up very well 
indeed. 

Not bad for an old tire buster.

Bill Konlup and the Canadian Tire store have  
developed a loyal following due to the inspirational 

quality of his tireless efforts to help customers.
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GE 
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JANUARY

ON THE COVER 
Chassis Changes, This is Not Your 
Parents’ Undercar Business

Parts for new applications 
are constantly being introduced, 
and for jobbers and distributors, 
gone are the days when a handful 
of part numbers was enough to 
position you as a market leader.

LEAD STORY:
Quebec Training Program Gains 
National Accreditation

The diesel technician training 
program at Centre de Formation 
de Mecanique en Vehicule 

Lourd in St-Romuald, Que., received national accreditation from 
the Canadian Automotive Repair and Service Council National 
Accreditation Board.

This accreditation marked a precedent for Quebec automotive 
repair and service training. 

ALSO IN THE NEWS: Bosch Acquires A/C Service 
Equipment Manufacturer RTI Technologies; Motorcar Parts 
of America Increases Strategic Investment in Toronto-Based 
Fenwick Automotive; FinishMaster Agrees to Acquisition by 
Uni-Select; PartSource Winners Enjoy Sunshine, Courtesy 
NGK; Chevrolet Volt Canadian Launch Markets Revealed; 
Auto-Camping Ltd. Celebrates 50th Anniversary.

FEBRUARY

ON THE COVER
Brake Balance: What Selling the Right Brake Parts for Each Job Means

Jobbers will have strong opportunities over the coming years to 
achieve increased revenues in brake parts, particularly friction, as 
the overall market for aftermarket brake products and services is 
in a growth cycle, but expanding options will demand more from 
jobbers and their counter-
people.

LEAD STORY: 
Ontario Economy Improves as 
Automotive Rebound Continues 

Positive indicators in 
Canada’s automotive heart-
land are being seen as reason 
to celebrate by Ontario’s pro-
vincial government.

Highlights of the Ontario 
auto industry’s continued 
recovery include the produc-
tion launch of three new vehi-
cles at Chrysler’s Brampton 
Assembly Plant. 

ALSO IN THE NEWS: U.S. Associations Cry Foul Over EPA 
Refrigerant Decision; Honeywell to Sell Its Consumer Products 
Group; Bestbuy Group Makes a Splash; Alternateur Demarr 
Inc. Joins Bestbuy Distributors; New Control Arm Applications; 
Shell Lubricants Signs Canadian Alliance Distributors; Spectra 
Premium Adds Twitter.

MARCH

ON THE COVER
One Tough Customer: Getting 
Hard-to-Please Customers Buying

There is no doubt that 
every jobber has experienced 
the customer who puts every-
one on your staff through 
their paces and pushes your 
resources, and sometimes 
your patience, to the limit. 
Learn how to keep them 
happy, and why you should 
love them.

LEAD STORY: 
Joel Bernard, the AIA’s new man on Capital Hill 

For years, the Automotive Industries Association of Canada’s 
near-obsession was in gaining access to original equipment 
repair information and tools, but with the Canadian Automotive 
Service Information Standard (CASIS) agreement in place, 
what lies ahead for the government relations portfolio at 
Canada’s largest automotive aftermarket association?

ALSO IN THE NEWS: AIA Canada Signs on to Service 
Information Agreement; Town Hall Meeting Focused on How 
Shops Can Work Together; Transit Becomes Exclusive Canadian 
Distributor of Prototal Drill Bits; Mevotech Recognized for 
Largest Regional Sales Increase by Uni-Select; Winner of 
Raybestos Brand Promotion Takes Delivery of Grand Prize; 
Aftermarket Leaders to Address Catalogue Issues.

APRIL

ON THE COVER
Pulling It All Together:  AIA 
Incoming Chair Mauro Cifelli

As incoming chair of 
the Automotive Industries 
Association of Canada, Mauro 
Cifelli has a busy year ahead. 
Communicating the changes 
that have occurred at the 
association and the impact of 
changes in the political and 
legislative landscape are at the 
top of his list.

YEAR IN REVIEW

It has been a heckuva year, as they say, with mergers and acquisitions, 
new alliances, and new players emerging across the board.

And in this, our 80th anniversary year, we wouldn’t have it any other way.
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LEAD STORY: 
Multi-Branch Edmonton Jobber Named 2011 Jobber of the Year

Warehouse Services Inc. of Edmonton, Alta., has been 
selected as the recipient of the 2011 Jobber News Jobber of the 
Year Award. “This is awesome,” says Scott Scherr, owner of the 
Edmonton-based Uni-Select member and ACDelco distributor 
founded by his father Wayne. “A lot of people have worked very 
hard to get us to where we are today.”

ALSO IN THE NEWS: Bestbuy Distributors Announces 
Supplier of the Year, Ushers in New Board; Wix Filters Donates 
to Aid Cancer Research; Uni-Select Posts Doubling of Earnings 
in Q4, Earnings Up 9% in 2010; Dorman and Dayco Resolve 
Belt Tensioner Dispute; Delphi Offers Training Programs To 
Support Vehicle Electronics Reality; Unprecedented Eighth 
Spirit of NAPA Award for Affinia.

MAY

ON THE COVER
The Surprisingly High-Tech World 
Of Belts and Hoses
Seemingly in contrast to the 
way this product category is 
perceived in the marketplace, 
the tools available to help 
jobbers and their customers 
maximize their belts and hoses 
business are among the most 
sophisticated and creative in 
the aftermarket. 

LEAD STORY: 
Three Automotive Aftermarket Companies Among “Canada’s 50 Best 
Managed”

Three automotive aftermarket companies chosen as part 
of an elite group of organizations named “Canada’s 50 Best 
Managed Companies for 2010” were recently honoured in 
Toronto. The three companies are Wakefield Canada, Toronto, 
Ont.; Gregg Distributors, Edmonton, Alta.; and Ideal Supply 
Company Limited, Listowel, Ont.

ALSO IN THE NEWS: National Association Adds to Board; 
The Best in Automotive Parts Cataloguing Recognized; 
Bestbuy Announces New P.E.I. Shareholder; Spectra 
Premium Relaunches Blower Motor Program; Beck/Arnley 
Adds Zimmerman Rotors; Affinia Earns Two Cataloguing 
Awards; Strong Interest In Automotive Catalogue Professional 
Designation Program.

SPECIAL: Jobber News produced a special supplement profiling 
Ed Coates, owner of Lordco Auto Parts, who had been presented 
with the AIA’s Distinguished 
Service Award.

JUNE

ON THE COVER
8th Annual Retail Intelligence 
Issue: Selling The DIY Brake Job 
The Right Way

Few issues will make many 
a professional installer sit up 
and take notice like the sug-
gestion that the consumer 
perform his own brake service. 
And yet millions do so every 
year. When faced with such a 

customer, taking an intelligent, well-prepared approach is your 
best route to a positive result. 

LEAD STORY: 
Ideal Supply Company Celebrates 85th Anniversary With New Trade 
Show Venue

Ideal Supply Company, one of the aftermarket’s most diversi-
fied wholesale businesses, celebrated its 85th anniversary with a 
move to a brighter, more sophisticated trade show venue. The 
Listowel, Ontario-based Ideal moved the show to the Stratford 
Rotary Complex in Stratford, Ont., this year. Ideal Supply, in 
addition to being a NAPA associate, also has large established 
electrical and industrial divisions and currently operates 30 
branches in southwestern Ontario. 

ALSO IN THE NEWS: Barton Auto Parts Braves Weather 
For Strong Show; Vast Auto Ontario Holds Grand Opening; 
Raybestos Promotion Rewards Trade and Consumers; Federal-
Mogul Releases New Moog Applications; MPA Completes 
Purchase of Fenwick. 

JULY

ON THE COVER
Warehouse Services Inc., 2011 
Jobber News Jobber of the Year:
Big Growth, One Order At A 
Time
Warehouse Services Inc. 
may have grown to fill an 
80,000-square-foot warehouse, 
but this Edmonton-based 
multi-branch jobber hasn’t 
forgotten what produced the 
growth and customer loyalty it 
has experienced. 

LEAD STORY: 
Biodiesel Mandate Bows in Canada Day
Standing in the midst of some of biofuel’s biggest supporters 
in Saskatoon, Canada’s Environment Minister, the Honourable 
Peter Kent, announced that the government is moving ahead 
with the 2% renewable content requirement in diesel fuel and 
heating oil starting this past July 1.

ALSO IN THE NEWS: Shad’s R&R Makes Record Donation; 
Bestbuy Announces New Toronto Shareholder; Carquest 
Technical Institute Powers Technical Training at ASRW 
2011; Jack Kligman Retires; Fram Challenge Puts Automotive 
Professionals to the Test; Ride Control, LLC Recognized with 
Excellence Award; Gates Corporation Adds QR Codes; Spectra 
Premium Adds QR Codes; Tenneco Offers Counterpeople Cash 
Incentive.

AUGUST

ON THE COVER
Fix It Again Tony: Why The 
Import Market Is No Joke

There was a time when 
people laughed at the funny 
little cars from overseas, but 
who’s laughing now? Cars 
from Asia and Europe, like 
the giggle-inspiring Fiat 500, 
have become the dominant 
players. Coming to terms with 
this massive shift, particularly 
in the all-important under-
car market, is critical to your 
success.
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LEAD STORY: 
Confusion Reigns as Consumers Weigh Fuel-Efficient Vehicle Options

Despite uncertainty regarding prices at the pump, Americans 
are resisting a move to more fuel-efficient hybrid vehicles largely 
because of confusion over the differences among these types of 
cars. 

ALSO IN THE NEWS: Mopac Hosts Student Dyno Shootout; 
Dayco on the Auction Block; Associations Encouraging Cash 
or Interac Payment; Radiator Specialty Company Celebrates 80 
Years; Federal-Mogul Offering Consumers Up to $50 Back on 
Brake Jobs; Epicor Named Exclusive Technology Vendor for 
Modern Sales Co-Op.

SEPTEMBER

ON THE COVER
Visibility In Focus

However advanced the 
technology on a vehicle is, 
there is no substitute for 
a driver being able to see 
where he is going, with high-
quality lighting and wipers.  
Fortunately, the aftermarket 
can give drivers of older cars 
a lot of the advantages avail-
able on cars in the show-
room.

LEAD STORY: 
Canadian Consumers Spent Less on Vehicle Maintenance, says J.D. 
Power Study

Owner-reported annual spending on vehicle maintenance 
declined from 2010 this year, according to the J.D. Power and 
Associates 2011 Canadian Customer Commitment Index Study. 
The annual service market for four- to 12-year-old vehicles has 
contracted to $8.4 billion in 2011 from $9.0 billion in 2010, 
largely brought on by decreased average annual service spending. 

ALSO IN THE NEWS: U.S. Court Affirms Injunction 
Against Brake Manufacturer; Radiator Specialty Celebrates 80th 
Anniversary; Bestbuy Welcomes Thunder Bay Shareholder; SBI 
Launches New eCat; Bosch Announces Takeover of Unipoint 
Group; Evening at the Ballpark Charity Event Hits $16,000.

OCTOBER

ON THE COVER
Raising The Bar On Undercar

After years of battling a downward spiral in profitability, 
the brake and chassis categories have more recently seen an 
increase in the popularity of premium-quality products. 

And with good reason.

LEAD STORY:
ASRW Industry Forums Deliver 
Valuable Solutions

Automotive Service & 
Repair Week, comprising 
the International Autobody 
Congress and Exposition and 
the Congress on Automotive 
Repair & Service,  delivered 
strong content and buyer 
attendance in its first stand-
alone event in some years.

ALSO IN THE NEWS: 
Uni-Select Expands In Florida 

YEAR IN REVIEW

Market; Good Times Roll for Winners of the Raybestos Brakes 
Contest; Maslack Marks Milestone Anniversary; Wakefield Opens 
DEF Facility; Bestbuy Shareholders Upbeat Down East.

SPECIAL: Jobber News produced a special supplement to mark 
the 40th Anniversary of Berco Automotive Supply, one of the 
most consistently successful jobbers in Toronto.

NOVEMBER

ON THE COVER 
Driving Your Business Forward: 
Using the Technology At Your 
Command

The technology at your fin-
gertips is more sophisticated 
than ever before, but put-
ting it to use in effective ways 
requires much more than just 
plugging in a new piece of 
hardware.

LEAD STORY:
Automotive Industries Association 
of Canada Highlights Quebec 
Inspection Issue

The lack of mandatory inspections has created an onslaught 
of unsafe, older vehicles on the road. The AIA recently brought 
this issue to light in Quebec City and Ottawa to emphasize the 
need for mandatory inspections.

ALSO IN THE NEWS: NAPA Jobbers Combine Efforts; 
Shad’s R&R’s Late Founder Honoured; Contest Kicks Off 
Grassroots Initiative for Champion Brand; ASC Integrates QR 
Codes; and more.

DECEMBER 

ON THE COVER
Old School, New Outlook: 
“Uncle” Bill Konlup
2011 Jobber News Counter-
person of the Year 

Bill Konlup is part of a 
vanishing breed. He doesn’t 
know if some of the younger, 
part-time counterpeople he 
works with at the Edmonton 
West Canadian Tire are going 
to choose careers as long as 
his—37 years and counting. 

LEAD STORY: 
Unperformed Maintenance Equation Worsens

Canadians are letting their cars fall to pieces in greater 
numbers than ever, more than $11 billion worth, according 
to the latest research published in he Automotive Industries 
Association of Canada’s just released “2011 Canadian Automotive 
Aftermarket Demand Study.” 

ALSO IN THE NEWS: Phillippe Gosselin & Ass. Signs Onto 
Shell Lubricants Alliance; Registration Open for University of 
the Aftermarket Online Courses; Delphi Goes Public, Shares 
Hit the NYSE; Anco Wipers Win New Product, Point of 
Sale Honours; Hercules Tire Company of Canada Acquires 
Wholesale Business of Montreal-Based Pneu Mondial Canada; 
Peterson Lands Prestigious National Honour.
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HISTORY

W 
hat do you do when you turn 80? 
Well, we could tell a bunch of 
old stories that bore just about 
everybody to tears, including 
ourselves.

Or you can look back. 
Instead, we looked through our 

archives and thought we’d share 
just a bit of what we found. 

We’re looking to do a major event 
in 2012—date to be determined—
and in the meantime we’d love our 
readers to share some of their his-
tory with us.

After all, Jobber News has never 
really been about just Jobber News, 
it’s been about the Canadian after-
market. We see no reason to change 
that.

By Andrew Ross
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Rotor A: GP is $4.62. Rotor B: 
GP is $5. 

Of course, the profit picture 
becomes more interesting as you 
move up the brand and quality lad-
der, but even in this purely invented 
example, the $0.38 cent difference 
in profit, times the number of rotors 
you sell in a year at this price, can 
make a substantial difference. 

And on the flipside, it is wise to 
note that when you discount by as 
little as a few cents on a part, it can 
hurt the bottom line just as much 
over time.

The message here is that counting 
pennies matters, especially on the 
volume items. 

Of course competitive pressures 
can be fierce, especially in urban markets, so you need to 
squeeze profit dollars from your goods where you can.

Gross Margin Return on Inventory
Years ago Jobber News played a role in introducing the concept 
of Gross Margin Return on Inventory (GMROI) to many in 
the rank and file, courtesy of our contributor of the time, Jerry 
Loney.

Using GP% and inventory turns, Loney produced the 
Velocity Products Index. What this matrix does is provide a 
quick way to determine what the real profit picture is of any 
line you have in inventory: Proactive Gross Margin Return on 
Inventory, “proactive” because you can use it to make decisions 
on what is bought and stocked.

The VPI calculates Proactive GMROI at each intersection 
point of an Inventory Turn line and a Gross Profit % column. 
(Example: 3.0 TURN @ 25%GP (which you get with a multi-
plier of 1.33) = Proactive GMROI 1.0.)

Now, not every counterperson has input into what is 
stocked, but understanding why an inventory is structured 
the way it is can only be helpful. And, for experienced parts 
professionals like Bill Konlup, the 2011 Counterperson of the 
Year profiled in this issue, it’s an important tool.

GMROI of the average jobber used to be around 1.50 ($1.50 
of gross profit for each $1.00 of inventory investment). The 
store GMROI of the high-profit jobber was between 1.80 and 
2.0. But that was some years ago. 

Regardless of the industry benchmarks, what the VPI can 
help you understand is where you can focus your efforts to 
generate profit, and where, frankly, you’re subject to market 
forces.

“The VPI shows at a glance the trade-off between turns and 
margin,” Loney wrote back in 2003. “As you become familiar 
with the VPI, you will find that inventory turn has a powerful 
advantage over gross profit margin when it comes to increasing 
GMROI.” 

I see no reason to disagree.

O n occasion, we are all reminded 
of the need to reiterate the basics 

of business math.
For the jobber and salespeople who 

generate the cash flow that keeps the 
doors open, a firm understanding 
of the relationship between revenue 
and profit, both gross and net, and 
the impact of inventory investment 
on these imperatives are critical to 
their ability to sell effectively, gener-
ate profit, and even advance in their 
career.

Depending on the complexity of 
the compensation package that you 
are dealing with, you might end up 
being strongly focused on gross prof-
it, top-line revenue, or a combination 
of both. Most jobbers have at least 
a portion of a salesperson’s package tied to profit as a guard 
against rampant discounting.

However, it is still common for salespeople to focus on  
revenue, and try to make up for lost profit through discounting 
by generating more orders. This leads to spending as little time 
as possible dealing with each customer, in a bid to capture the 
next call.

Slowing down, even slightly, to ensure that each order is 
complete and that both product and brand options are con-
veyed has proven time and time again to be an effective way 
to generate improved profit and higher customer satisfaction.

And it all starts with understanding the numbers.
Many people have difficulty distinguishing between gross 

margin, markup, gross profit, and net profit.
More specifically, gross profit margin represents the per-

centage of each dollar of a company’s revenue that is available to 
cover fixed costs after paying for the goods or services that were 
sold. These dollars pay for everything.

Margin versus Markup
The biggest confusion comes between margin and markup, and 
the biggest issues for a business come when margin and markup 
percentages take precedence over profit dollars.

If you have a look at the GP% Ready Reckoner on this page, 
and look at the 50% margin calculation, you will see that the 
multiplier is 2. To achieve this margin (I know, “good luck with 
that,” right?) your markup is 100 per cent. It is a doubling of 
your cost of goods. 

Confusion can arise when margin is confused with markup. 
A 50% markup delivers a GP% of just more than 33%, which 
may sound a little more familiar to you.

But here’s where the fun really starts. With gross profit 
percentage, it is not really the number that matters; you don’t 
replenish your inventory with percentages, and you don’t pay 
your mortgage with percentages. That takes dollars. And for a 
business owner, the goal is to have a solid net profit.

Which is a better deal for the jobber: Brake rotor A that sells 
for $20 with a 30% markup, or brake Rotor B that sells for $25 
with a GP% of 20 per cent?

Knowledge Building:

For the Counterperson December 2011
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Enter the Jobber News
MOTOR OIL 
MYTHBUSTERS 
CONTEST
Test your knowledge of lubricants for a  
chance to WIN a Valvoline® Prize Pack!
More than ever, consumers are looking to keep their  
automotive investment running longer and more reliably.  
Do you know the facts to help them decide?

High mileage motor oils can only be used on older model vehicles? TRUE FALSE
Synthetic blend motor oils cannot be mixed with full synthetic motor oils? TRUE FALSE
All synthetic motor oils carry the API Starburst Symbol? TRUE FALSE
Most older vehicles can use High Mileage Synthetic motor oil? TRUE FALSE
Switching from a conventional to a high mileage motor oil will not create gasket leaks? TRUE FALSE

Name Business

Address 

Phone Email

ENTER TODAY FOR YOUR CHANCE TO WIN A VALVOLINE PRIZE PACK!
FAX THIS FORM TO US AT 416-510-5140

Presented by

Get the answers
with your smartphone!
Scan this code.

Inventory turns can be dramatically increased by simple 
changes in purchasing strategies. Stocking one instead of two 
and ordering more often can double inventory turns. Doubling 
inventory turns doubles GMROI. Similar improvements to 
gross profit margin are almost impossible, especially in the 
current market conditions. You would have to buy for a lot less 
and sell for a lot more to substantially increase margin. You 
would have to overcome resistance from both suppliers and 
customers to succeed that way. 

Being efficient with inventory has become the best way for 
jobbers and distributors to generate the necessary profit. 

The Cost of Discounting
But for the counterperson, in the hustle of customer calls, it is 
important to recognize that profit dollars should be the focus, 
not percentages, and one other fact: when you give something 
away—as happens on occasion—it is not the gross profit that 
needs to be considered; it is the net profit. So if, for example, 
you discounted ten rotors by 10%—the same as giving away 
one for free—how many do you think you would have to sell to 
recover that profit? 

Taking a net profit number of 4%—which is about in the 
middle of the range of net profit declared by auto parts businesses 
reporting publicly—to recoup the lost profit and cost of goods 
would mean selling an extra 25 rotors. 

And, to put an added emphasis on it, you might also consider 
that there is no such thing as selling “extra” parts, as any 
promotion or sales drive you institute to make up for lost 
ground could have been executed just as well without having 
to dig yourself out of a hole.

Continued from page 34

10%	 1.11
11%	 1.12
12%	 1.13
13%	 1.15
14%	 1.16
15%	 1.17
16%	 1.19
17%	 1.2
18%	 1.22
19%	 1.23
20%	 1.25
21%	 1.26
22%	 1.28

23%	 1.3
24%	 1.31
25%	 1.33
26%	 1.35
27%	 1.37
28%	 1.39
29%	 1.41
30%	 1.43
31%	 1.45
32%	 1.47
33%	 1.49
46%	 1.86
47%	 1.89

48%	 1.92
49%	 1.96
50%	 2
51%	 2.04
52%	 2.08
53%	 2.13
54%	 2.17
55%	 2.24
56%	 2.27
57%	 2.33
58%	 2.38
59%	 2.44
60%	 2.5

Desired G.P.% Cost Multiplier

Gross Profit Ready Reckoner
Useful formulas:
Gross Profit % = (Sale Price - Cost of Goods Sold) / Cost of Goods Sold

Gross Profit $ = Sale Price - Cost of Goods Sold

GMROI (Gross Margin Return On Inventory) = (GM% x inventory turns) / (1 - markup %)

The range here is deliberately broad to encompass even some 
specialty items that may not be as tied to the more standard GP% 
range most of the parts you sell fall within.

Desired G.P.% Cost Multiplier Desired G.P.% Cost Multiplier
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be designed to operate within defined parameters to generate 
the right fuel flow characteristics for the engine in question.

For NASCAR, the engines put out about 800 hp. Online 
calculators put the flow of the injector at the 650 cc/min level; 
pretty high performance to be sure, but not the highest available 
from Bosch.

It is likely that NASCAR is looking very closely at the flow 
rate specification to ensure that teams won’t make more horse-
power than they do currently. It is also the case that NASCAR 
plans to retain the use of the restrictor plate at the super-
speedways, rather than throttling back the fuel injection 
system, which could be done with the click of a few computer 
keys. (One technology step at a time, presumably.)

In case you were thinking that somehow NASCAR teams 
and techs aren’t sophisticated enough to understand the 
technology, think again. For years, NASCAR teams have been 
loading up their cars with sensors, instrumentation, and data 
acquisition during testing, only to pull all that technology off 
the car for race weekends, as required by NASCAR. Their race 
engineers are second to none, and it is that realization by 
NASCAR that kept fuel injection on the sidelines; the NAS-
CAR people know how to monitor cheating with carbs, but they 
weren’t so confident about being able to do it with fuel injection.

“Almost all of the engineers that work in Dodge Motorsports 

had previous production car jobs, and we are well versed in 
developing engines with EFI,” says Dodge Motorsports Engine 
Engineer Pat Baer. “In addition, Penske Racing is bringing 
extensive racecar EFI experience to this NASCAR initiative. 
Technically speaking, the main difference is that the NASCAR 
race vehicle is subjected to many different operating conditions 
than production cars, so we are focusing on those differences 
to ensure the new system is robust. We are looking forward to 
testing and implementing EFI at the racetrack.”

“We fully support the move to fuel injection in NASCAR. 
It’s been a topic of discussion by the manufacturers and 
NASCAR for a number of years, and we’re pleased to see 
it progressing forward,” says Jamie Allison, director, Ford 
North America Motorsports.  

“It’s a big change for our sport and it’s an exciting time to be 
an engine guy,” says Doug Yates, chief engine builder, Roush 
Yates Engines. “We’ve had these carburetors for many years, 
so the move to fuel injection is really something we welcome. 
I think it’s going to be a lot of fun getting prepared. These 
carburetors have done a good job for a long time, but we think 
fuel injection can help us tune each cylinder more precisely and 
probably clean up some emissions off-throttle, which is good 
and healthy for the sport.  When you also consider the change 
NASCAR made this year with the E15 fuel, the sport is 
definitely heading in the right direction and doing some really 
good things.”

Continued from page 26
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  AUTOMOTIVE PARTS &  
  ACCESSORIES
Goodyear Engineered Products

www.goodyearep.com/aftermarket
www.goodyearbeltsandhose.com
The officially licensed belt of 
NASCAR. Gatorback, the quiet belt. 

You can never replace Goodyear quality.

NGK Spark Plugs Canada Limited
www.ngksparkplugs.ca
The World Leader in  
Spark Plugs, Oxygen 

Sensors and Ignition Wire Sets. 
Used by 87% of the World’s OE Manufacturers

S.B International Inc. 
www.sbintl.com
“We keep engines  
humming”

  AUTOMOTIVE RECYCLERS
Carcone’s Auto 
Recycling and Wheel 
Refinishing
www.carcone.com

With over 32 years of experience Carcone’s 
Auto Recycling & Wheel Refinishing is your one 
stop for quality recycled products and wheel 
refinishing needs. Call today at 1-800-263-2022 
or visit us on line at www.carcone.com

Standard Auto Wreckers
View Our Online 
Inventory @ www.
standardautowreckers.
com or call 416-286-8686. 

Experienced Shipping Department to Ensure 
Parts Arrive Safely.

  HAND CLEANERS
GOJO Industries, Inc.

www.automotive.gojo.com
GOJO is a leading manufacturer 
of skin care products and services 
for many marketing including 

automotive and manufacturing. GOJO continues 
to pursue a commitment of creating well-being 
through hand hygiene and healthy skin.

  REFRIGERANT
Duracool Refrigerants

www.duracool.com
Nationally Distributed 
by: Deepfreeze 
Refrigerants Inc. 

The Leaders in Hydrocarbon Refrigerant 
Technology. Guaranteed In writing not to 
harm any Mobile A/C System. You can feel the 
Difference that Quality Makes. “Our Formula 
Never Changes”.

  TOOLS & EQUIPMENT
AIR LIQUIDE CANADA INC.

www.airliquide.ca
Your one-stop shop for 
all your industrial gases 
and welding supplies.

  WAREHOUSE DISTRIBUTORS  
  & BUYING GROUPS
Bestbuy Distributors Limited

www.bestbuyautoparts.ca
Independent buying 
group and warehouse 
distributor that allocates 

its profits to member shareholders and provides 
unbeatable value for independent jobbers.

The E.R.I. Group
www.theerigroup.com
Canada’s Premier Machine 
Shop Buying Group

Kerr Machine Shop Group Inc.

www.kerrmachineshopgroup.com
Buying group for machine shops and 
performance shops.
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  & BUYING GROUPS
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Editorial
Comment

I t’s not hard to picture what things were like around this country 80 years ago. 
Caught in the early, firm grip of an economic disaster that would last 10 long 

years, the Great Depression must have seemed like a shock—but hopefully a 
fleeting one, with relief just around the corner.

Certainly it would not have seemed so clear at that time just how long or 
deep it was to become, or how much more strife would be added to the mix. 

Now of course, those years have been chronicled in books and film so often it is 
hard to separate truth from fiction. It became the fodder for many brilliant novels 
and even today, those times are the topic of top-rated television viewing. 

But in the real world, as the economic downturn worsened, our friends in the U.S. 
were enduring Prohibition, which turned every tippler into a criminal and helped 
turn the streets of many a U.S. city into a gangland battleground. At least we got 
Canada Dry out of it.

Even without the perspective that the intervening decades have provided, it might 
have seemed ill-advised to launch a business as markets tumbled. But that’s exactly 
what E.J. Wadham did with the first issue of Jobber News in December 1931.

According to the founders’ own words at the time, Jobber News was the product 
of an association with the automotive industry going back to 1908; but there must 
have been more to it. Twenty-five years is a long gestation period for any idea, but 
then again there was a lot that had to happen. For one, the aftermarket had to 
grow up. In the early 1900s, it wasn’t really an industry at all. It was more a loose 
collection of businesses just trying to figure out how to service cars and if there was 
really any money in it. Cars were unreliable, but owners often fixed them on their 
own. You bought gas at the hardware store.

In the ensuing years leading up to the launch of this publication, cars got better 
and the populace got more urban and less inclined to get their hands dirty. The 
hodgepodge of businesses servicing the professional repair trade developed as a 
disciplined, formal industry, and the jobber became entrenched as an integral, 
vitally important link between the manufacturer and the service provider.

In their own words, the intention of the founders of this publication was clear: 
“This then is our idea. To give to this most important group in one of the greatest 

businesses of this country a publication of their own. A publication which can faith-
fully serve the interests of the jobbers and their salesmen because it is not bound to 
consider the interests of any other branch of the trade when such interests might be 
opposed to those of its readers. A publication which will present editorial matter of a 
valuable and helpful nature in as concise a manner as might be consistent with good 
publishing practice.”

Certainly the world of publishing has changed over the years, but I like to think 
that Jobber News has remained true to that statement over the years—though the 
lengthy transcripts of association meetings that filled many, many pages in the 1960s 
might have missed the boat in being concise—the focus of the publication has 
remained sharp. 

Even when we talk tech, it’s to help jobbers and their counterpeople help their 
customers. 

In my 20-plus years here, it has been a gratifying experience to hear from so 
many jobbers and others about how much they respect the work that goes into this 
publication. 

I have always viewed my role as a protector of that legacy and one I take very 
seriously.

GETTING STARTED

NEXT MONTH

We kick off 2012  
with Undercar and 
Driveline Tech, and 
an update on  
Starting and  
Charging Systems.
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And, at the risk of segueing into 
crass commercialism, people vote 
with their wallets too, and for all 
those who have cast their vote with us 
over the decades, I thank you. 

Eighty years is a long time in the 
fleeting world of publishing; you have 
to change with the times but remain 
true to the core values to survive that 
long. I guess all those who have put 
Jobber News together over the years have 
done a pretty good job of that. 

And that’s why it remains the only 
publication in Canada focused on the 
jobber.

But enough about the past.
Here at Jobber News, we’ve got some 

fresh new talent in our associate editor, 
Noelle Stapinsky, and made other 
changes, including a shift in my role—
a bit less writing, a lot more industry 
relations—that will allow us all to fur-
ther develop this wonderful brand and 
our associated online offerings at Auto-
ServiceWorld.com.

I believe that we, both as a magazine 
and as an industry, are on the cusp of 
changes that will propel all of us into 
a prosperous future. The market, the 
technology you have at hand, the 
cars this industry repairs, your trade 
customers and consumers at large, are 
all changing in ways that will provide 
challenges and opportunities like never 
before. These are very exciting times.

Even with all this history behind us, 
I feel like we’re just getting started.

Andrew Ross, Publisher 
and Editor 

aross@jobbernews.com

To mark the 80th Anniversary of 
Jobber News, we thought readers 
might find it interesting to read 
the very first editorial comment by 
founder E.J. Wadham, from our 
inaugural issue in December 1931. 

It is presented here in all its 
wonderful, slightly yellowed glory. 

An original copy of the first 
issue hangs in my office to this 
day, but if you would like to read 
the entire first issue, visit www.
autoserviceworld.com where we 
have posted a digital edition. 

–Andrew Ross
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