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A credit card scam hit jobbers in the Greater 
Toronto Area in December, leaving them on the 
hook for the cost of the equipment involved.

While details are still few, it is known that the 
perpetrators of the scam have focused on pur-
chasing Prism alignment units from John Bean 
that run about $18,000 each, though there may 
be other equipment involved. The most recent 
event occurred on December 20.

So far, similar units have been purchased 
fraudulently from a NAPA store, Warden 
Automotive, and Rhena Auto Supply, through 
there may be other victims.

This is how the scam worked:
An individual called explaining that a relative 

was opening a shop, but was a bit “hard done 
by” and so family members were helping him 
purchase equipment. The caller then explained 
that he was splitting the cost between two cards. 
In at least one case one of the cards was declined, 
at which point the caller explained that it was 
“probably his wife” who had used the card and 
so offered the business card for the second half 
of the transaction. This card was accepted on the 
16th, and the equipment was picked up on the 
20th. On the 21st the Visa office called to inform 
the company that the charges were fraudulent.

Jobbers are advised to take note of the fact 
that although a telephone approval through Visa 
confirms that the funds are available on the card, 
it is not the same as confirmation that the charge 
is acceptable. However, in at least one case, as 
much as three weeks passed between the trans-
action being put through and it being rejected.

Accordingly, Jobber News advises all jobbers 
to use extreme caution when accepting credit 
card payments, and to confirm that the pay-
ments will be accepted prior to delivering 
equipment.

Members of the aftermarket are also asked 
to keep an eye out for the following alignment 
units which are considered by police to be stolen:

EEWA557AL Prism Aligner Serial Number 
VP1LE001

EEWA557AL Prism Aligner Serial Number 
VP1LE011

EEWA557AL Prism Aligner Serial Number 
VP1LE012

Toronto Jobbers Victims of  
Credit Card Scam
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Follow us on Twitter.
Get AutoServiceWorld.com 

News and more by  
following JobberNews 

on Twitter.

Bestbuy Welcomes Jack 
Dow Auto Supplies Back 

As a Shareholder
Bestbuy Distributors 

Limited has announced 
that Jack Dow Auto 

Supplies has returned to 
Bestbuy as a full member 

shareholder. 
The Niagara Falls, 

Ontario, distributor 
has decided to end its 

affiliation with the NAPA 
network. 

“Our business was just 
missing far too much of 
the profits that Bestbuy 

shareholders enjoy,” says 
Jack Dow Auto Supplies 
president Rob Dow. “We 

are very excited to be 
back with Bestbuy.” 

Bestbuy president Jeff 
VandeSande states, “It is 
fantastic to have Rob and 

his team as part of the 
Bestbuy Family again. It 

shows the incredible value 
of the Bestbuy program 

and that it is truly the best 
fit for the independent 
auto parts distributor.” 

Jack Dow Auto Supplies is 
located at 6152 Thorold 
Stone Road in Niagara 

Falls, Ontario.

Fraud Prevention Advice from Visa
When conducting mail order, online, or over-
the-phone business, there are steps you can 
take to help reduce the risk of becoming the 
target of fraud.
Tips to help protect your business
•  When taking orders over the phone or the 

Internet, ask the customer for the card 
expiration date and include it in your 
authorization request. An invalid or missing 
expiration date can indicate that the person 
on the other end of the phone does not 
have the actual card. 

•  Use fraud detection tools such as the 
Three-Digit Authorization Code and 
Account Information Security Program as 
part of your authorization process. 

•  Be on the lookout for purchases where 
multiple cards are used for a single IP 
(Internet Protocol) address, or those 
where orders are charged to multiple cards 
but shipped to the same address. 

•  Be alert for transactions with several of the 
following characteristics: first-time shopper, 
larger than normal orders, orders consisting 
of several of the same item, orders made 
up of “big-ticket” items, orders shipped 
rush or overnight, and orders shipped to 
international addresses.

Presenters Confirmed For 2012 
AIA Ontario Automotive Service 

Providers’ Forum
The Automotive Industries Association of 
Canada has confirmed the presenters for the 
2012 Ontario Automotive Service Providers’ 
Forum, which will be held at the International 
Centre in Toronto on March 7th, 2012. 

This annual event is a great opportunity to 
network and learn from top-notch leaders in the 
industry.

Four speakers will be covering various topics, 
from succession planning, organizational policy, 
and crisis management, to business solutions for 
shop owners in Canada:
•  Mac McGovern, director of training for KYB 

America LLC, considered to be one of the 
aftermarket’s leading trainers and advisors;

•  Jessica Reynolds, a social media expert focusing 
on strategy, organizational policy, risk mitigation 
and crisis management;

•  Tom Deans, an award-winning speaker and 
author of the bestselling book Every Family’s 
Business;

•  Dave Meunier, whose Automotive Management 
Training and Consulting group is one of the 
most sought-after providers of business solu-
tions for shop owners in Canada.

“This event is a great opportunity for shop 
owners and managers to learn how to grow their 
business,” states Marc Brazeau, president of AIA 
Canada. “It is also a great occasion for network-
ing, and for jobbers who want to help their 
customers by providing them with this chance to 
learn from key industry experts.”

AIA is also proud to announce that Dennis 
Hull will be the closing Keynote speaker. Though 
he’s the self-effacing brother of Bobby Hull and 
the proud uncle of hockey great Brett Hull, 
Dennis Hull takes a back seat to no one on the 

Continued on page 6
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speaker’s podium. He is one of the most tal-
ented speakers and comedians in all of sports. 
Attendees should be prepared to be entertained 
as Dennis shares his wealth of anecdotes and sto-
ries from the many experiences he has acquired 
throughout his life.

Those interested in attending can also down-
load the registration form from the AIA website 
at www.aiacanada.ca.

Ontario College of Trades Chair 
Takes Hudak to Task

In an open letter, the chair of the Ontario 
College of Trades, Ron Johnson, has taken 
Ontario opposition leader Tim Hudak to task 
over “being determined to be on the wrong 
side of history.”

“Hudak’s continued suggestion that appren-
ticeship ratios stand between Ontarians and 
200,000 additional jobs is a curious one,” says 
Johnson. “There are 157 apprentice-able trades 
in this province that are neatly categorized in 
four sectors: construction, industrial, motive 
power and service. Only 34 of those 157 trades 
have apprentice to journeyperson ratios.”

The ratios, says Johnson, are a means to 
ensure that apprentices are protected and edu-
cated in a meaningful way by journeypersons. 
A 1:1 ratio means that an apprentice would 
be trained by one journeyperson. A 2:1 ratio 
means that an apprentice would be trained by 
two journeypersons.

“While Mr. Hudak’s battle cry has been to 
impose a 1:1 ratio on all 34 apprentice-able 
trades, it’s odd to consider that currently 29 
of those trades actually start at a 1:1 ratio. In 
addition, I am curious where the 200,000 num-
ber is conjured up from. Perhaps it’s simply a 
multi-year number that expands upon current 
apprentice registration patterns in Ontario?” 
Johnson asks.

He goes on to say that while it is important 
to register apprentices, it is more important to 
have them finish their apprenticeship and join 

AP Exhaust Technologies 
Acquires Ansa Assets

AP Exhaust Technologies, 
Inc., of Goldsboro, N.C., 
has acquired the assets 

of Ansa Automotive Parts 
Distributors, Inc., of 

Macon, Ga.
The sale was finalized on 
December 23, 2011 and 
was brokered by Marx 

Group Advisors (MGA). 
Terms of the transaction 

were not disclosed.
All assets of Ansa, includ-

ing inventory, were sold to 
AP Exhaust and have been 
relocated from Macon to 
Goldsboro. Ansa is a man-
ufacturer of OE replace-
ment direct fit exhaust 

systems for import vehicles 
under the Ansa brand and 
diesel light truck perfor-
mance exhaust systems 

under the Silverline brand. 
Founded in 1927, AP 
Exhaust manufactures 
a complete line of OE 
replacement and per-
formance exhaust and 

emissions products for the 
automotive, light truck, 
heavy-duty, agricultural, 
and industrial markets.

the trade over the long term.
Johnson doesn’t stop there, though. 
“What is even more puzzling is that in a 

political environment where ‘big government’ 
is under fire by conservative administrations 
across North America, one might wonder 
why Mr. Hudak continues to encourage ‘big 
government.’” Johnson says the creation of the 
college takes the burden off government for 
administering trades. 

In early 2012, apprenticeship ratios are set 
to be reviewed by independent adjudicators. 
While we are all in favour of progress being 
made in this area, it will be crucial to look to the 
College’s membership to set goals. This, says 
Johnson, is an industry solution to what Hudak 
thinks government should offer.

“When the ratios are reviewed beginning in 
2012, all 34 of these trades will be evaluated by an 
objective review panel against a process and cri-
teria arrived at during public consultations more 
than a year ago. The process calls for, and will 
directly involve, those very people who have an 
interest in such ratios. This process is both robust 
and transparent, and made by the trades, for the 
trades—something that a standard imposed by 
government cannot objectively deliver.”

Still, Johnson agrees that change is necessary, 
but not the kind of change to government 
direction being put forth by Hudak, which he 
calls short-sighted and naïve.

“Apprenticeship reform is a very complex 
issue that requires thoughtful solutions and 
broad stakeholder input, and the College of 
Trades is poised to take on this very challenging 
task. Fifteen-second political sound bites simply 
won’t cut it.”

Aftermarket Auto Parts Alliance 
Selects Federal-Mogul as 

Vendor of the Year
Federal-Mogul was selected as 2011 Vendor of the 
Year by the 53 shareholders of the Aftermarket 
Auto Parts Alliance.

Association of
Business  Publishers
205 East 42nd Street
New York, NY 10017

Jobber News
FOUNDED 1931

Editor and Publisher 
Andrew Ross (416) 510-6763 
E-Mail: aross@jobbernews.com
Associate Editor 
Noelle Stapinsky (416) 510-6839 
E-Mail: nstapinsky@jobbernews.com
Contributing Editor Emeritus
Bob Blans
Contributing Editor
Martha Uniacke Breen
Contributing Writers
Mark Borkowski, John G. Smith
Sales Manager
Jay Armstrong (416) 510-6745
Circulation Manager
Selina Rahaman (416) 442-5600 ext 3528.
Customer Service
Roshni Thava (416) 442-5600 ext 3555
Art Director 
Choo Hwee Kuan
Production Manager
Steven K Hofmann (416) 510-6757
Vice-President
Alex Papanou
President
Bruce Creighton

Jobber News is Canada’s longest-
established publication serving the 
distribution segment of the Canadian 
automotive aftermarket. It is specifi-
cally directed to warehouse distribu-
tors, wholesalers, machine shops and 
national accounts.

Subscription rates*: Canada $49.95 
+ $3.50 GST + Applicable Taxes per 
year; $79.95 + $5.60 GST + Applicable 
Taxes for 2 years; Single Copy Price 
$6.00 + $0.42 + Applicable Taxes. 
U.S.A. & Foreign: $62.95 U.S. per 
year; Single Copy Price $8.00 U.S. * 
Yearly rates include Annual Marketing 
Guide (single copy price $72.95 plus 
$5.00 shipping plus GST $5.46)(U.S. 
orders payable in U.S. funds). Ontario 
residents add 8% PST. U.S. & Foreign 
$77.95 +$5.00 Shipping US Funds.

Jobber News is published by BIG Magazines LP, a div. of Glacier BIG Holdings Company Ltd. 
a leading Canadian information company with interests in daily and community newspapers, 
and business-to-business information services. All rights reserved. Printed in Canada. The 
contents of this publication may not be reproduced or transmitted in any form, either in part 
or full, including photocopying and recording, without the written consent of the copyright 
owner. Nor may any part of this publication be stored in a retrieval system of any nature with-
out prior consent.
Canada Post Canadian Publications Mail Sales Product Agreement No. 40069240
“Return Postage Guaranteed” Send change of address notices, undeliverable copies and 
subscription orders to: Circulation Dept., Jobber News, 80 Valleybrook Drive, Toronto, ON  
M3B 2S9
Jobber News Magazine (ISSN#0021-7050) is published monthly by the Business Information 
Group, 80 Valleybrook Drive, Toronto, ON  M3B 2S9 US office of publication: 2424 Niagara 
Falls Blvd, Niagara Falls, NY 14304. Periodicals Postage Paid at Niagara Falls, NY. US postmaster: 
Send address changes to Jobber News Magazine PO Box 1118, Niagara Falls, NY 14304-1118.
From time to time we make our subscription list available to select companies and organiza-
tions whose product or service may interest you. If you do not wish your contact information 
to be made available, please contact us via one of the following methods: Phone 1-800-268-
7742, Fax 416-510-5140, e-mail: jhunter@businessinformationgroup.ca. Mail to: Privacy 
Officer, Business Information Group, 80 Valleybrook Drive, Toronto, ON  M3B 2S9

Business Information Group
80 Valleybrook Drive, Toronto, ON  M3B 2S9

We acknowledge the financial support of the Government of Canada through the Canada 
Periodical Fund (CPF) for our publishing activities.

ISSN 0021-7050
Online 1923-3477

p4,6,7,8 JAN OTC.indd   6 11/01/12   10:26 AM

http://www.aiacanada.ca
mailto:aross@jobbernews.com
mailto:nstapinsky@jobbernews.com
mailto:jhunter@businessinformationgroup.ca


7JOBBER NEWS / JANUARY 2012

Schaeffler Group USA Inc.  
5370 Wegman Dr.
Valley City, OH  44280
Phone:  800.274.5001 
Fax:  330.220.6529  
www.Schaeffler-Aftermarket.us

Think “Inside” The Box!
Trust the quality of LuK.  
Trust the yellow box.

These days, it seems that everyone is telling you 
to “think outside the box”.  When it comes to 
clutch replacement, that’s just not good advice.  
Many clutch marketers mix and match parts from 
various sources, a practice that creates quality and 
installation problems.  The parts may bolt up, but 
can fail prematurely, resulting in a comeback for 
you.  When you install a LuK RepSet®, you get the 
same flawless performance as the original equipment 
parts.  

Designed and engineered to work together. Why risk 
your time and reputation with anything else?

Certified to  
ISO 9001:2008

The award was presented during the Alliance Group’s 
annual winter meeting December 6 in Aventura, Fla.

The 2011 award marks the fourth time since 2001 that 
Federal-Mogul has been honoured as the top manufac-
turer serving the distribution group. This year’s award was 
based on Federal-Mogul’s performance in several key areas, 
including product availability, working capital reduction, 
customer support, training, marketing programs, and field 
sales support. 

The award was presented to Federal-Mogul executives 
by Eli Futerman, Alliance chairman and co-president and 
CEO of Hahn Automotive.

“This is one of the most significant awards presented 
to an aftermarket manufacturer, and we are very proud to 
accept it on behalf of the entire Federal-Mogul team,” says 
Paul Johnson, vice-president, North America, Federal-
Mogul Global Aftermarket. “This isn’t simply about doing 
one thing very well, but truly excelling in several areas 
that ultimately help drive the success of Alliance mem-
bers. This level of excellence is our goal each and every 
year.”

Alldata Expands Its Presence in Canada
Alldata LLC, provider of automotive repair information 
and solutions for the professional automotive service and 
collision repair industries, is expanding its direct presence 
in Canada to better serve its growing customer base. The 
company will operate as Alldata Canada Services Ltd.

“We feel the time is right to strengthen our position in 
the Canadian market,” says Kevin Culmo, Alldata group 
vice-president of sales, operations, and strategic planning. 
“Previously, Alldata products were sold through a third-
party distributor in Canada. The marketing effort was lim-
ited, and many prospective customers were not cognizant 
of our repair, shop management, and customer relations 
products. We now have a tremendous opportunity to 
build brand awareness and communicate the advantages 
of our full Alldata product suite to shops throughout the 
country.”

Canadian subscribers are offered billing in Canadian 
dollars, customer service in both French and English, and 
comprehensive training and support. 

For more information on Alldata in Canada, visit www.
alldatacanada.ca or call 800-697-2533.

Greater Toronto Area Auto Parts Jobber 
Helps Families in Need

Auto parts wholesaler Warden Automotive, with loca-
tions in Scarborough and Ajax, Ont., takes its charitable 
responsibilities seriously.

In addition to existing commitments through the 
Children’s Wish Foundation and annual food and toy 
drives, the organization reports that this year it has 
become involved in the Adopt a Family program.

“This year we have raised $1,000 for Adopt a Family 
and $1,400 for The Children’s Wish Foundation, all raised 
by the staff here at Warden Automotive,” reports Nicky 
Ricci. “We are continuing donations for our food and 
toy drive and hope that we can continue to support these 
foundations on a yearly basis with great success.”

Continued on page 8

For more on these and other stories, 
log on daily to autoserviceworld.com
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APPOINTMENTS

Mevotech Inc. has announced the appoint-
ment of four new executives to key posi-
tions in its sales team. Joining Mevotech are 
Gilberto Lopez as director of international 
business (Mexico, Central America, and 
South America); Ray Ingraham as director 
of sales (Eastern Region); Lawrence 
Devereux as director of sales (Western 
Region); and Roy Yancey as director of 
sales (South/Central Region). Each of the 
new directors brings extensive experience 
and expertise in the automotive market. 
Regional sales agencies will be reporting to 
their respective directors, and in turn, each 
director will be providing additional sales 
support and leadership.

Beck/Arnley has announced that Matt 
Lundh has been promoted to director of 
program groups and strategic markets, 
effective immediately. In this position, 
Lundh calls on and facilitates sales growth 
with program groups. He reports to Heath 
Breedlove, vice-president of sales for Beck/
Arnley. In addition to his new position, 
Lundh will continue to serve as Beck/Arnley’s 
North and Midwest regional manager.

Continued from page 7
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Ricci says that the hope is that other orga-
nizations realize that it doesn’t take much to 
help people in need, “and we have bonded 
together as a family, not just as employees, to 
put a smile on someone’s face.

“I am proud of the way our drivers, ware-
house, sales, and accounting staff have come 
together to help others.”

Canada Pushing to Open  Indian 
Auto Parts Market

Canada proposes to drive into the Indian auto 
component market through a comprehensive 
economic partnership agreement (CEPA) now 
being negotiated between the two governments, 

says Stewart G. Beck, Canada’s high commis-
sioner to India.

“We are looking at tariff reductions across 
sectors, but the focus is to get maximum access 
to the Indian auto component industry, where 
tariffs continue to be high. India, for its part, is 
looking at the services sector as well as labour 
mobility to Canada under this agreement, 
which will be mutually beneficial to both the 
countries as we complement each other,” Beck 
told Financial Chronicle.

According to Beck, the fourth round of 
negotiations between the two countries will be 
held in February in New Delhi and the agree-
ment is likely to be concluded by 2013. The 

effective import duty on auto components 
in India, as of now, stands at 7.5%, judged 
to be “very high.”

“Indian companies are making inroads 
into Canada in the services sector, but there 
is tremendous scope for auto components 
that fall in the small and medium enter-
prises category. Hence we are now focusing 
on the SME sector, [such as] hospitality, 
media, and food processing, to enhance 
bilateral trade between the two countries,” 
says Satish Thakkar, president of the Indo-
Canada Chamber of Commerce.

India and Canada started talks on CEPA 
after prime minister Manmohan Singh 
met his Canadian counterpart, Stephen 
Harper, in the G20 summit in South Korea 
in 2010.

VDO REDI-Sensor: No new tools, 
no programming, no brainer.

VDO REDI-Sensor™ is the TPMS service solution that your 
customers have been waiting for! A true multi-application 
sensor, it works with all major scan tools, requires no special 
programming, and it relearns to the vehicle just like an OE sensor. 

Since REDI-Sensor is a multi-application sensor, you’ll always 
have the right part on hand. For more information e-mail: 
salessupport-us@vdo.com or call: 800-564-5066.

Covers over 90% of GM, Ford and Chrysler 
applications plus Nissan, Hyundai, Mazda, Kia, and 
other Asian makes. Toyota and Honda in Q1 2012! 
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MONEY &
MANAGEMENT

W orkplace stress can 
tear us apart. It plays 

havoc with our physical and 
emotional well-being, and 
ultimately sabotages our 
performance. If you feel 
like you are precariously 
juggling both work and per-
sonal/family life responsi-
bilities, you are not alone. 

According to a 2010 
Statistics Canada study, 
Sources of stress among work-
ers, “about 62% of highly 
stressed workers identified 
work as the main source of their stress. These 
individuals were generally well educated—
almost three-quarters had a college or univer-
sity education—and were employed in white-
collar occupations.”

I recently contacted stress consultant and 
registered holistic nutritionist Rosalie Moscoe 
to seek advice on how we can integrate ways to 
tame stress in our lives.

“Work consumes so much of our life,” says 
Moscoe. “The phrase ‘work/life balance’ is a 
bit of a misnomer. It poses a contradiction as 
it implies that work and life are two separate 
worlds. In actuality, we live in several worlds: 
emotional, physical, vocational, financial, rela-
tionship/social, and spiritual. Stress can come 
from any of these aspects of our life. Be aware 
when one aspect infringes upon another—e.g., 
longer work hours, health issues, home responsi-
bilities, or relationship problems.”

Moscoe suggests the following tips to keep 
stress at bay: 
•  Commit to unplugging from your digital life 

each day, at home and at work (hint: turn off 
your phone), to focus on family and friends 
or just enjoy time by yourself.

•  Examine your workplace infrastructure to 
determine where you can recruit additional 
support. Learn the art of delegating.

•  Limit multi-tasking, which diminishes men-
tal productivity, elevates brain fatigue, and 
increases stress.

•  Take back your lunch—accompanied by 
healthy food choices and colleagues or 
friends whenever possible. Socializing is a 
natural remedy to stress.

•  If your work situation allows, work from home 
a few days a week. Relieve yourself of the 
stress of the daily commute and use this time 
to concentrate on completing projects.

•  Learn to meditate and quiet the mind of 
constant chatter/dialogue. Start by taking a 
few deep, full breaths each day.

•  Exercise. It’s a lifelong 
commitment to keep our 
bodies fit.

•  Limit alcohol and junk 
food. 

As a motivational speaker 
and workplace wellness and 
health promotion expert 
for the past fifteen years, 
Moscoe advocates that there 
are many wellness strategies 
that executives and manage-
ment can initiate to help 
employees (and themselves) 

to balance their personal and professional lives.
While larger organizations often have the 

resources to develop policies that serve to 
enhance employee well-being, even smaller 
organizations can positively influence the 
health of employees. 

“A healthy workplace is as healthy as its 
people,” says Moscoe. “Executives, management, 
and employees are responsible for creating the 
atmosphere. Each person, regardless of his or 
her status in the workplace, needs to attend 
to personal health practices such as exercising, 
eating well, refraining from smoking, getting 
adequate sleep, and limiting alcohol con-
sumption.”   

“In times of downsizing and fragile econo-
mies, it is very important to help remaining 
staff deal with stress and the extra work they 
often face,” reports Moscoe. 

So what can employers do? 
•  Lead by example. Executives set a tone and 

pace that trickles down. 
•  Show employees appreciation and establish 

rewards for a job well done.
•  Match the right employee to the right job and 

distribute workloads as evenly as possible. 
•  Carefully listen to employees’ issues or con-

cerns in person.

“It is imperative for executives and man-
agement personnel to monitor their own 
stress levels and become aware of them in 
their people,” reiterates Moscoe. “Encourage 
employees to take adequate breaks, maintain 
healthy habits, and take care of themselves.” 

Tough times need not break apart organi-
zations. Instead, they can be a time of coming 
together, listening, talking, and brainstorming 
for solutions. With a positive attitude, you can 
help create a stress-free, healthy workplace, 
for your employees and yourself. 

Beat Job Stress and Create a

Healthy Workplace
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Mark Borkowski is president 
of Mercantile Mergers & 
Acquisitions Corporation. 
Visit: www.mercantilemerger-
sacquisitions.com.

Rosalie Moscoe, registered 
nutritional consultant 
practitioner (RNCP) and 
speaker on stress relief and 
well-being, is the author 
of  Frazzled Hurried 
Woman! Your Stress 
Relief Guide to Thriving. 
. . Not Merely Surviving. 
Visit www.healthinharmony.
com.
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W hile the days of replacing 
ball joints or bushings in 

control arms are not over, they 
might be numbered. 

The move to lighter-weight 
vehicles has driven OE manu-
facturers to make control arm 
assemblies that don’t allow 
component replacements, and 
to switch to more aluminum 
designs, smaller castings or 
plastic ball joints in the sus-
pension system.

As a result, OE control arms 
appear to be failing sooner. 
With the growing demand 
for import parts, aftermarket 
chassis manufacturers have rec-
ognized the market opportu-
nity and responded by rapidly 
expanding their control arm 
category with more coverage 
options. 

Toronto-based Mevotech, 
an aftermarket manufacturer 
of driveline, steering, and sus-
pension parts, has grown its 
control arm category to 1,700 
from 1,100 part numbers in the 
past year.

“It’s been a rapid growth 
and they’re selling,” says Scott 
Stone, vice-president of sales 
and marketing for Mevotech. 
“There’s definitely a market for 
them. But what’s paramount 
in this category is that the 
design of the control arms has evolved so that many of the 
applications don’t allow the ball joint to be replaced. When 
it fails, you have to replace the entire part. This is relatively 
new for the aftermarket in North America.”

John Thody, president of XRF Chassis, a Brampton, Ont.-
based manufacturer, compares this shift in the market to the 

popularity of strut assemblies, as opposed to shock absorbers 
and spring assemblies. 

“Manufacturers keep looking for ways to take the weight out 
of the vehicles, particularly the unsprung weight,” says Thody. 
“But when you change the way the suspension is, it can reduce 
the weight and strength of the control arm.”
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Control Arms on the Rise
Aftermarket manufacturers beef up control arm coverage to meet  

demands of failing OE parts and import engineering
By Noelle Stapinsky
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Traditionally, aftermarket manufacturers only carried a 
couple hundred control arms, since it wasn’t viewed as a 
replacement part unless there was an accident that twisted 
and damaged it. But Ron Strain, chassis program manager 
for Affinia Canada, says, “In the past five years we’ve seen 
substantial increase in demand and requests for broader 
coverage.”

In 2008, Affinia Global Brake and Chassis officially 
rebranded its chassis offering under its Raybestos brand. In 
the past year, it has added hundreds of control arm assem-
blies to its advanced technology and professional grade lines, 
adding more coverage for heavy duty, light-truck, fleet, and 
passenger vehicles. 

“The improvements that can be made, from an aftermarket 
standpoint, are in the materials used to manufacture the 
bushings and ball joints—the main moving components 
that experience the most wear and tear. Improving the boot 
material and design, and the bearing package inside the 
ball joint itself, will create a longer-lasting component,” says 
Strain. 

Indeed, the push for control arm assemblies appears to 
be growing, due to an increase in import vehicles in the 
Canadian market and domestic manufacturers’ gradual shift-
ing towards integral control arms; but the market for replace-
ment components is still huge. 

“Our ball joint and bushing sales are still strong. I think 
[the control arm category] is more of a growing market than 
it is one that’s replacing something else,” says Strain. 

Federal-Mogul’s control arm sales—covering the premium 
Moog C-Series and Moog mid-range R-Series arms—has 
increased by 32% in units and dollars, outgrowing its other 
categories significantly. In 2011 alone, it has added several 
more C-Series units, which feature its Moog Problem Solver 
technology, and close to 700 more R-Series parts. 

“The Moog brand has a wide range of European, Asian, 
and domestic control arm applications that cover millions of 
registrations and vehicles in the market today, and we contin-
ue to add coverage,” says Adam Richardson, product manager 
for Federal-Mogul. 

For installers, Richardson says replacing a complete con-
trol arm assembly can increase bay efficiency, depending on 
the suspension system. “For techs, they can easily replace the 
assembly versus taking the arm out and replacing compo-
nents like the ball joint and the bushing. It could mean less 
time for the vehicle on the rack and more time for the shop 
to service other vehicles.”

Federal-Mogul’s ball joint sales also continue to grow by 
about 5%. Although this is not as fast as the control arm cat-
egory, the company agrees that it definitely still has a place 
in the suspension system. 

“If you have a load-bearing arm, the control arm bears the 
weight of the vehicle. To replace it would require a lot of pieces 
to be removed from the vehicle,” says Richardson. “So if the 
bushings are fine, the technician can just replace the ball joint 
rather than the entire arm.”

But the decision is truly in the hands of the installer; some 
may find it more efficient to replace the entire assembly. 
“Usually if a ball joint has failed, there might be fatigue in the 
control arm anyway, so it would be quicker and probably better 
for the end consumer to restore the vehicle back to more of an 
OE-type geometry on the suspension system,” says Stone.

But if the installer is trying to keep the cost down for the 
consumer, he might offer to replace the ball joints; it’s a price 
point issue, between a part that could cost between $30 and $40 
versus an assembly that can be over $100.

This is where the range of coverage options becomes an 
inventory issue for jobbers.  

“In our industry, everything is so price point-sensitive,” 
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says Ritchie York, owner of York Auto Supply in Moose Jaw, 
Sask. “It’s tough to make a decision on whether you should 
be stocking the ball joint, the assembly, or both. The dilem-
ma for someone like me is on inventory turn.”

It’s essential for jobbers to stock a premium product and a 
price-point product, but to do this with ball joints and complete 
assemblies doubles inventory levels. 

Sales on complete assemblies definitely vary across the 
country. In Saskatchewan, where consumers tend to own 
more domestic vehicles and trucks, York says complete 
assemblies are still in their infancy. “I’d be safe to say we’re 
selling more ball joints than the full assemblies. Today, we’re 
not selling assemblies where ball joints are available, but that 
may change.”

In Oakville, Ont., where the market is about 60% imports, 
John Wood’s Car Parts Co., a NAPA associate, has experienced 
an increase in demand for complete assemblies. 

But like York, Wood says, “The downside is that your 
inventory investment goes way up. We fight for inventory 
room now. We stock three different lines of control arms to 
get the coverage we need, but it’s been tough finding a one 
stop-shop with suppliers.”

Wood says if you have the right inventory in stock, there’s 
a good chance that you’ll sell it. The trick is in having the 
right inventory at the right price. 

Currently, Car Parts’ ball joint sales have remained consis-
tent, but Wood predicts the control arm category is going to 
surpass ball joints in the future. 

XRF, which specializes in bearings and control arms 
for load bearing super-duty vehicles, has experienced an 
upswing in demand and added to its coverage, but Thody 
says, “You have to have the extended coverage to meet 
demand. We currently have 1,600 part numbers, but really 
most of our business is done on less than 200.”

“I think that some of these control arms have been over-
sold. Installers are beginning to realize that customers don’t 
have $200 to replace a $30 part,” says Thody. “But I’m not 
saying there aren’t customers for them. Besides, tooling on a 
control arm isn’t a cheap date.”

According to Federal-Mogul, Canada has been a strong 
market for chassis components and the company plans to 
continue growing its control arm category—which will exceed 
1,000 SKUs for its R-Series line in the first quarter of this year.

“Canadians seem to keep their cars longer and take better 
care and invest more money in them,” says Mark Boyle, director 
of steering and suspension products, Federal-Mogul. “As the 
market continues to grow, it’s important to have the right split 
between premium and OE-style products, to give technicians 
the options to make those sales.”

Replacing component parts will be part of the market for 
now, but manufacturers predict the market is moving more 
towards complete assemblies. 

“Import cars are where it started, but now you’re seeing 
more of the domestic manufacturers adopting this type of 
approach to the marketplace,” says Stone. “Any jobber or 
distributor out there that isn’t in the control arm business is 
basically not in the chassis business—or will progressively put 
themselves out of that business in the future.”
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A ny jobber who has ever questioned the need for the lat-
est generation of chargers and testers should look no 
further than the growing complexity of today’s electrical 

systems.
Batteries that were once responsible for little more than 

starting power are now asked to feed a growing list of acces-
sories, from heated seats to navigation systems. Every new 
connection leads to a system more complex than the one it 
replaces.

 “The electrical demand on a vehicle today is so much 
greater than it was 20 years ago, or even 10 years ago,” says Jim 
O’Hara, vice-president of marketing at Clore Automotive. He 
references non-traditional starting batteries such as absorbed 
glass mat (AGM), gel cell, or spiral-wound designs as just a 
few examples of the way equipment has recently changed. 
“These batteries are far too prevalent for shops to ignore.

“Shops have to be a little more careful about what they’re 
doing and how they’re doing it, and that has a direct relation-
ship all the way down the food chain,” he adds. “Testing and 
charging are impacted by that.”

“When the level of technology [in a car] increases, when a 
product becomes more technical, more advanced, the oppor-
tunity for misdiagnosis increases,” says Phillip Falk, strategic 
product development coordinator at D&V Electronics. The 
latest testers are able to respond with readings that are more 
refined, and designs that can be used by a wider range of 
employees.

A combination of menu-driven tools, long cables, and 
equipment that simply hooks up to the battery has trans-
formed many two-person tasks into one-person jobs.

Of course, users still need to be aware of some funda-
mental differences in the equipment they test. “Not all these 
(new) batteries are marked,” O’Hara says as an example. “You 
have to tell the tester a little bit about, ‘What kind of battery 
am I testing?’, or else the tester doesn’t know how to evaluate 
the results it sees.”

Alternator thinking

Fortunately, the right testing equipment can play a key role in 
lowering the number of returns or callbacks.

Between 50 and 70% of returned alternators have no 
trouble found, Falk notes. An accurate test must be a better 
alternative than swapping this component two or three times 
before discovering the real source of a fault.

But the related testers have needed to evolve to address 
changes in the components themselves. Traditional alternators 
are analogue components. Today’s versions control charging 
voltages with power control modules or engine computers, and 

transfer information over LIN (local interconnect network) 
buses. “You have to simulate the same input control signal that 
you’d have on the vehicle, and it has to match the protocol of 
the vehicle,” he says.

Technicians who once checked the condition of alternator 
diodes by looking for a specific level of ripple voltage also 
need to look more deeply into the results, using tools like the 
Midtronics EXP testers to monitor a signal’s pattern rather 
than the magnitude alone. “You can clearly see when you’ve 
got open shorted diodes and diode issues, versus just looking 
at a level,” says Will Sampson, executive director of marketing 
for Midtronics.

Even the connections to the testers have required several 
updates. The shape of two plugs may look identical, but the 
“pin outs” may serve different functions. “It’s not just a 
matter of, ‘Does the alternator charge the battery?’” Falk notes. 
“Is it compatible with the rest of the electronic system on the 
vehicle? Is it compatible with the power control module, or is 
it compatible with the indicator lamps in the dash?” And while 
traditional testers have been powered with 5-7 hp motors, 
alternators with higher capacities are requiring equipment 
with 10-15 hp motors.

Testers are also being asked to take a closer look at vehicle 
wiring than ever before.

“One of the capabilities we built into our product was 
doing a conductance version of a cable drop test to make 
it simple to check certain wiring, whether it’s between the 
alternator and the battery, or the battery and the ground,” 
Sampson says. “Grounds have a huge effect on vehicles now 
because of all the computers in them. If you have a bad 
ground circuit, it can create all sorts of havoc. 

“Little mysteries can be difficult to solve, but they are start-
ing to occur more often because of the complexity of the 
vehicle,” he says.

The most dramatic update of all may come in the way that 
information is fed to those conducting the tests. Consider 
the new JBT-1 Universal Tester from D&V Electronics as an 
example. Those who use this equipment can set the param-
eters for a test simply by entering a part number. All the data 
collected by the Windows-based equipment can then feed a 
spreadsheet, offering valuable information that can help any 
jobber to manage warranty costs for the entire business.

Data collected from several alternator tests could identify 
the number of components that passed or failed, were pulled 
from inventory or linked to alleged defects. Details like that 
might spot a warranty trend, a store that needs added training, 
or a poorly engineered vehicle that tends to eat electrical 
products.

Printouts from testers of any kind will also help to 

ELECTRIC AVENUES
Evolving electrical systems need a new generation 

of chargers and testers
By John G. Smith
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enhance credibility when speaking to customers, Falk adds. 
“It’s not the operator of the tester that is determining 
whether the product is acceptable to use.”

Charging ahead

Chargers have required improvements of their own, largely 
to respond to the growing array of battery designs.

“People talk about ‘switch mode,’ ‘smart chargers,’ 
‘intelligent chargers,’ ‘pulse chargers.’ There are tons of 
different terminologies,” O’Hara says. But they all address 
a common need, in the form of new batteries that require 
precisely controlled charging curves.

“Different battery technologies and construction methods 
or chemistry will affect the battery’s internal resistance, which 
means how readily it will accept a charge,” Falk explains. 
“[With] some of these new technologies, if you use a voltage 
regulator with a voltage set point that’s too high, you will 
damage the battery.” 

“You know, it used to be, hook up to the battery, tell it what 
the battery’s rating is, and move on. Now you’re concerned, 
well, is it an AGM battery or not an AGM battery? Is it a dif-
ferent type of system: a start-stop system or a normal system?” 
Sampson says. The latest chargers monitor batteries through 
an entire charging cycle. “Because of the testing and diag-
nostic capability, we can charge that battery at high current 
safely and quickly, so you can shorten the amount of time it 
takes to get that customer going again if the battery was only 
discharged.”

The newer technologies are even helping to control 
equipment costs. Traditional wheel chargers rely on copper 
transformers, which are affected by soaring commodity 
prices, but smart chargers take a different approach. “They 
use switching power supplies, so we don’t need all that cop-
per to go from AC to DC,” O’Hara says. “We don’t need to 
power the transformer because we’re not offering boost, like 
engine starting assistance. It gets a little trickier once you get 
into that.”

As the number of AGM batteries grows, and the wide-
spread use of start-stop systems spreads from Europe to 
North America, the focus on diagnostics and charging will 
quickly increase, Sampson suggests. “These systems will use 
up the battery a lot more.  Charging is going to become 
more important, and probably even become a preventive 
maintenance offering.

 “If you’re going to have the vehicle in the garage for some 
period of time, and the vehicle system is putting that much 
strain on it, it’s a good opportunity to condition the battery 
and get it better charged. And on the testing side of it, you 
can continue to find different failure mechanisms because of 
how the battery is being used. It’s now going to operate much 
more in a partial state of charge than it has before, which will 
have different implications on when and how it fails.”
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Since most of my people 
have been selling auto parts 
for many years, a ‘canned’ 
industry presentation on 
how to sell mufflers would 
have turned them off and 
been a total waste of time. 
Your program was ‘spot on’ 
with each sales guy. They 
will be better because of 
this seminar.
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Keeping Pace with Change

DRIVING DRIVELINE
By Andrew Ross
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Continued on page 18
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T 
he driveline business is working itself back into the limelight.

With the proliferation of more sophisticated, and varied, transmissions and 

transaxles, and the rising popularity of all-wheel-drive and four-wheel-drive 

systems, there are simply more parts out there to wear out.

Today, while the four-wheel-drive pickup isn’t new, the widespread use and popularity 

of AWD systems in passenger cars represents a significant opportunity. With nameplates 

like Cadillac, Toyota, Ford, and Mercedes—whose 4Matic system graces our cover and 

this story—employing all-wheel drive (apparently the majority of Cadillac CTS models 

sold were so equipped), it’s starting to look a bit like the FWD revolution of decades 

ago, but with twice as many driven wheels. AWD isn’t just for Audi owners anymore, and 

frankly, it hasn’t been for some time.

Below the surface, there’s quite a technology shift occurring. The continuing shift 

towards electronic control of torque distribution is a significant trend for 4WD technologies. 

The shift from torque transfer to torque management has been the main focus for tier 

suppliers and their associated vehicle manufacturers.

Torque-sensing devices like torsen differential are now being replaced by electronic 

limited-slip differentials. Due to mounting regulatory pressures aimed at reducing CO2 

emissions, OEMs and suppliers are now investing in advanced technologies that 

reduce weight and boost efficiency. Besides, when purchasing CUVs, customers are 

not willing to sacrifice the stability and dynamics experienced in their bigger SUVs. 

The all-wheel-drive market will receive a boost from the growth in crossover CUV-type 

vehicles.

The weight of components such as a transfer case, power transfer unit, or extra 

differential and constant velocity joints result in increased fuel consumption by the 

vehicle. Also, there are mechanical efficiency losses as torque is transmitted across 

two axles. To overcome weight and efficiency challenges, VMs and suppliers are now 

looking beyond conventional 4WD systems towards on-demand systems. 

“An increasing amount of our daily driver vehicles are all-wheel-drive or four-

wheel-drive cars and SUVs,” says Jerry Friesen, general manager, Canada-Wide 

Distributors. “Their drivetrain requires the use of transfer cases and driveshafts to 

transmit the torque to the front and rear axles. Universal joints and constant velocity 

joints are subjected to considerable wear and tear in an all-wheel-drive vehicle, given 

the high kilometres we travel in Canada. In past decades we have seen a reduction 

in driveshafts with more and more front-wheel-drive vehicles. Now lots of these are 

being replaced by SUVs and 4WDs. Diesel pickups are easily modified for increased 

performance, and this puts additional stress on the driveline. These driveshafts may 

require better than stock components to ensure they can handle the additional strain.”
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the driveshafts can change from one model year to the next. A 
replacement part from one manufacturer does not necessarily 
fit the next year’s driveshaft. In order to supply parts for the 
repair of a driveshaft, the series, manufacturer, and design of 
the driveshaft is required. This is why the driveline parts sup-
plied by jobbers are typically reserved to universal joints and 
centre support bearings, as these are catalogued by aftermarket 
bearing companies. It is often more feasible cost- and time-wise 
to replace the complete driveshaft with an exchange unit.”

For many jobbers and their counterpeople, selling drive-
line parts has been hampered by the need for specialized 
knowledge, as well as different cataloguing traditions. 

 “As far as special knowledge goes, there is a learning curve 
to this driveline segment of the marketplace,” says Wade King, 
of driveline specialty supplier Pro-King.  “In terms of the tra-
ditional business, our product was catalogued in the specialty 
market by specific transmission and differential types, and we 
have now converted this information to a make/model/year 
lookup.”

This represents a big change from the application-based 
lookups, from looking for stamping numbers and ordering 
by transmission, a fact that jobbers and counterpeople have 
often had trouble getting their head around.

(It is true that the process turned a differential catalogue 
that was 250 pages into 3,600 pages, but since it’s an e-cata-
logue, it’s not like you have to print them.)

King says they have worked hard to make the whole process 
simpler for the traditional jobber and his counter staff.

“With today’s complexity in the repair market segment 
regarding vehicle driveline, these key factors come into play,” 
says King. “The time frame to repair the vehicle, the cost of 
vehicle repair, [and] quality control assurance factors all play 
a role in today’s market.” 

“For driveshaft parts, learning the terminology and names 
used for the parts will help communicate what is needed to 
the driveline distributor,” says Friesen. “For example, the 
Italian car’s giubo is the same type of part as the flex disc in a 
Merkur XR4Ti’s driveline. The steady bearing, support bear-
ing, and hanger bearing all refer to the same part. The cardan 
joint may refer to the universal joint’s possible origins, but it 
should never be called a cardigan,” he quips.

Considering these factors, jobbers might find it useful 
to make one individual their “driveline expert.” This is an 
approach that Gruninger agrees with.

“Probably for the amount of stuff they have to deal with 
when somebody phones, it’s really hard to learn for the aver-
age person,” says Gruninger. “If a guy doesn’t know what he’s 
doing, he certainly doesn’t want to be sending the wrong 
parts.”

He says that it’s wise to find an expert source to help with 
orders. And experience is a good teacher too. He’s had years 
of it, but may have also unwittingly stumbled across the driving 
force behind the trend to AWD.

“My son couldn’t get up the mountain in his little FWD 
Toyota because of the snow; he had to back up because he had 
no traction. So he really wanted a 4WD truck. Then he started 
putting gas in it!” 

And that is what is driving consumers and automakers to 
provide sophisticated AWD solutions across the board, for all 
manner of passenger cars and CUVs: traction and fuel mileage.

Those are destined to end up in the independent repair 
shop’s bays for driveline service, and considering the trend 
has been ramping up for at least five years, they probably 
already are. 
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“Around here we don’t see much all-wheel-drive stuff; 
mostly 4WD trucks,” says veteran counterperson Brian 
Gruninger, CEP Automotive, Lethbridge, Alta. A Subaru 
dealer only recently opened in town, and though he is aware 
of the passenger cars from imports and the domestics now 
being so equipped—he quickly runs off a list of them—they 
haven’t had much market impact yet. Trucks are a different 
matter.

“4WD trucks are as thick as pea soup around here. 
Everybody and their dog has some kind of four-wheel drive.”

Gruninger says that despite the fact that the more conven-
tional systems seen on these trucks have been around for years, 
ensuring that the right parts are ordered continues to be a 
challenge.

“Gear ratios, size of ring gear, the rear end—you have to 
get all that stuff. And is it part-time or full-time? You have to 
know that stuff and what to ask about. If somebody says they 
have four-wheel drive, you have to know that it’s different 
from AWD.”

And it changes from model to model, too. “On the Yukon 
you can get the Denali edition, which is full-time AWD, where-
as on the standard Yukon it is just a straight 4WD system.”

There are a host of details, he says—such as whether the 
CV shafts are eight-bolt or six-bolt on a three-quarter ton—
that you have to find out.

“Driveshafts are a part that can be repaired or replaced 
as an assembly. The OEMs outsource the driveshafts, which 
means the actual manufacturer and the parts that make up 
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E ach visit to Taiwan, or more specifically 
Taiwan’s automotive companies, is an 
experience in rapid evolution.

From my first visit some half a dozen 
years ago, the companies—while not always 
the same companies with each visit—have 
shown an overall greater sense of what 
it takes to do business on more than just 
price. 

This is reflected in the increasing accep-
tance of Taiwanese auto parts in North 
America, even if you do not recognize the 
names of the companies. (Some companies 
do quite a bit of private label business with 
major suppliers here.)

Of the seven companies I visited this past 
December, possibly the most outstanding 
example of a company that seems to have 
embraced an innovative combination of 
“Western” business practices and the more 
formal Chinese way of relating to guests 
and its employees is Shih Hsiang (SH) 
Auto Parts, a large supplier of suspension 
components.

While it is difficult to know if Shih 
Hsiang’s approach is a result of its position 
as a supplier to major North American 
aftermarket companies or self-directed, it 
does appear to be a sincere good corporate 
citizen, with a commitment to its employees 
and the quality of its products.

“Through the SH Foundation, we donate 13% of our 
profits for scholarships and community groups,” says sales 
manager Joanne Chien. “Our founder always taught us 
that our employees are our treasure.” In addition to the 
Foundation, the company also helps organize activity clubs 
for employees.

Also, the factory floor contains a “green wall” of vegetation, 
installed simply because it gives workers something nicer to 
look at, and a mural with outdoor scenes. Chien says that 
these ideas came straight from the president’s office.

On the business front, the company claims it is the second 
largest manufacturer of control arms to the aftermarket, 
with an estimated 3,000 applications, though only about 70% 
are carried by companies in North America.

The biggest challenges for the company, says president 
Kevin Chou through an interpreter, are keeping up with 
demand and increasing applications—the company can 
bring new ones to market within 90 days—and the familiar 
problem of low-quality/low-priced competition. 

“There are some low-quality, low-price products,” he 
explains, “but the control-arm life cycle is very long and it is 
part of the safety system,” highlighting the need for quality.

Lighting is, of course, also an important part of safety, and 

Taiwan has made a name 
for itself as a supplier of 
LED lighting components. 

The newly renamed Just 
Auto Lighting Technology 
has been a leader for some 
years—top of the class in 
enthusiasm too, it must be 
said. “We are dedicated to 
providing value, speed of 
innovation, and user conve-
nience,” says sales manager 
Janice Huang.  And they all 
appear to be having quite a 

bit of fun on the way to annual sales of about CDN $20 million.
“We don’t just care about money,” says Jim Hsu, Just Auto’s 

vice-president. “We also care about people. We believe in 
social responsibility.” They also believe in innovation, with 
the most notable additions to their line being a customizable 
door-jamb light that projects vehicle brand or model, or a 
personal graphic, on the ground; a wheel cap light going 
into OEM production for the China market for Camry; and a 
combination LED daytime running lamp and fog lamp. “This 
is very difficult,” says Hsu, “because the DRL is a very broad 
beam, but the fog lamp has to have a sharp line to keep the 
light beam low; but now people only have to buy one lamp. 
In these economic times this is very important.”

Every year, a large proportion of the companies on the tour 
list are focused on infotainment and other in-car electronics. 
But while these make up a sizable business segment, much of 
the automotive parts base in Taiwan is in the more traditional 
hard parts and accessories vein, and strongly focused on the 
aftermarket.

Jeremy Horng, executive director of the exhibition depart-
ment of TAITRA, Taiwan’s export development agency, says 
that the growth in exports has been strong, up 23% to US$5.7 
billion in 2010, and up a further six per cent in the first eight 

TAIWAN: AN EVOLVING SOURCE
AMPA Trade Show in April Expanding; Electric Vehicles Take to the Stage

By Andrew Ross

MARKET FEATURE
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Taiwan’s AMPA auto parts trade show is expanding in both size and scope with the addition of 
an electric vehicle section.

SH Auto Parts’ green wall is evidence of forward thinking.
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months of 2011. Notably, Canada is among the top ten export 
destinations.

Of the approximately 2,800 auto parts manufacturers in 
Taiwan, some 2,500 are focused on the aftermarket. Accordingly, 
this is what will primarily be on display at the AMPA show in 
Taipei this coming April 12-15.

“The AMPA show is expanding,” says Horng, executive 
director of the exhibition department of TAITRA, Taiwan’s 
export development agency. “This year, 300 more booths are 
being added for a record 1,200 exhibitors, a 14% increase 
in exhibitors and a 10% increase in booths.” Horng says the 
waiting list for exhibit space was just getting too long not to 
expand the available floor space.

For the past seven years, the AMPA show has been combined 
with the AutoTronics show, which focuses on electronics. 
This year, there is a new wrinkle: The Taiwan Electric Vehicle 
Show. The reason for the addition is clear.

“The Taiwan government is now comprehensively promoting 
the electric vehicle,” says Willer Lee, director of the Taiwan 
Transportation Vehicle Manufacturers Association. Launched 
by the Industrial Development Bureau of the Ministry of 
Economic Affairs, the Intelligent Electric Vehicle Pilot Project 
will see tests running in both Taipei and Taichung, through 
an investment of more than US$300 million. The goal is 
to have 3,000 cars and 160,000 electric scooters—Taiwan’s 
streets are crowded with them—running in three years. 

“There are already five confirmed projects and a few 
proposed,” in Taipei and 
Taichung, says Angela 
Huang, show manager of 
the EV section. “We’re still 
working on whether we will 
have a demonstration at EV 
Taiwan, but we will definitely 
have a test run where people 
can sit in the vehicle and 
experience what it will be 
like.”

I admit to some jealousy 
that Taiwan government 
and industry seem to be able 
to initiate a pilot project of 
this size. It puts many of 
our electric vehicle tests to 
shame: Canada Post took 
delivery of 10 in the last year 

or so; there appears to be no government-industry will to invest 
in and investigate this coming transportation technology.

So for those looking to increase their understanding of 
electric vehicles and their potential in population heavy cities, 
AMPA may just provide that opportunity.

For more information on Taiwan and the AMPA show, 
please contact TAITRA’s Toronto office at 416-363-9946 or 
email toronto@taitra.org.tw.
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Notables from Companies Visited
Here are some notable points from the companies visited. 
For more on each company, visit AutoServiceWorld.com 
and check out the Jobber News Digital Edition Extra.
Whetron Electronics
Imaging systems for parking assist, lane departure warning, 
etc. 
Notable is the non-ECU parking aid sensor (PAS), which 
can be installed in the aftermarket as it does not need to 
be integrated into the vehicle system.
www.whetron.com

Just Auto Lighting Technology
As noted in the article, this company is introducing a 
combination daytime running light and fog light. 
www.justtop.com.tw

ATBS Technology Corporation
Auto Truck Bus Safety (ATBS) has several types of TPMS 
systems as well as having developed LED and heads-up 
displays. Its most notable item is an OBD-II Bluetooth 
transmitter that turns an iPhone or Android phone into an 
OBD-II monitor or “black box.” Very cool.
www.tpms.tw

Hota Industrial
With a U.S. office—Hotatech—operating since 2000, this 
gear and transmission component supplier is on the verge 
of expanding its production into full transmissions for the 
OE sector—it supplies gear sets for the Mini Cooper—but 
is already entrenched with the powersports market for 
assemblies. Hota says it’s ready to make the leap into full 
assemblies for the automotive sector by 2015.
www.hota.com.tw

Ming Lurn Precision Machine Co.
Supplying under the Carleo brand, this lift manufacturer 
already does business in Canada and is well versed in 
Canadian requirements for corrosion protection. Robots 
are used extensively in the manufacturing process to 
ensure consistent quality. It characterizes itself as a mid-
priced supplier.
www.carleo.com.tw

Shih Hsiang Auto Parts
This large suspension component manufacturer is a 
major supplier to familiar aftermarket brands in North 
America. New applications can be brought to market in 
as little as three months. 
www.shautoparts.com

E-Lead Electronic Company
Focused on head unit infotainment integration systems, 
this company has been embedded in the OE sector for 
about as long as any Taiwanese company. Key recent 
development areas include the modular upgradability of in-
dash systems to keep pace with changing communication 
protocols, added functions like rear-facing cameras, and 
smart phone technology.
www.e-lead.com.tw

The ATBS Bluetooth module transmits OBD II data to your smart phone.

Just Auto’s door jamb lighting  
projection helps to personalize a 
vehicle.

Taiwan’s electric vehicle pilot hopes to put 3,000 light vehicles and 
160,000 electric scooters on the road in three years.
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I t may just be that the most effective way 
to rebuild a cylinder head is to know 
when to throw it on the scrap pile and 

start over.
The time that even a skilled aluminum 

welder can spend repairing a damaged cyl-
inder head, coupled with the ready avail-
ability of new castings, mean that deciding 
when to rebuild and when to toss is more 
complex than ever. 

Guillaume “Guy” Moreau, an automo-
tive machinist and general machinist with 
the successful Lordco Auto Parts cylinder 
head division, says that the entire engine 
rebuilding market has changed, and that 
paying detailed attention to where time 
and resources are spent is part of that 
change.

“The days of the old 2.3 and 2.5 
Chrysler are gone,” he says. “The product 
is different. The tolerances are tighter and 
the engines are lasting longer.” 

Moreau says he doesn’t see as many of 
the build quality-related engine failures 
that used to keep many shops fuelled. 
Timing belt failure-related damage is, 
however, growing in demand. And 
there are, as always, the trusty 
problem engines. Top of mind 
for Moreau on this topic are the 
Chrysler 3.7 and 4.7.

“The intake seats are falling 
out” of those engines, he says. 
“Right now, those are the cyl-
inder heads that really move. I 
have trouble keeping those on 
the shelf.” 

“We’ve all seen that when seats 
come out, you can get a lot of 
carnage to repair. Having a good 
welder on hand is a must.”

Moreau says that there’s nothing 
routine about welding up heads to get a 
satisfactory result in preparation to machining; the process 

shouldn’t be taken lightly. “It can be quite an 
in-depth process; and at some point, it’s just not 

worth fixing. It’s tough to find good used castings 
to work with; we’ve been getting more and more new 

castings.”
Even then, the equation isn’t always straightforward. 

Moreau says that even the quality of new castings can vary, so 
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CYLINDER HEAD REBUILD 
OR NEW BUILD?

Lordco Auto Parts’ Cylinder Head Expert On What to Consider

By Andrew Ross

ENGINE TECH
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the Lordco shop treats them as good 
cores.

They’re measured up and often 
require some work to ensure that 
valves are seating properly, that they 
pull sufficient vacuum, that the 
combustion chambers are the right 
capacity, that piston-to-combustion 
chamber clearances are right, and 
so on.

“Half the time, you have to go 
through the guides and seats and get 
them to our standard. That’s the best 
thing to do; the castings are good, 
but they’re not that good.” 

As for cast-iron heads, he says he 
finds they often need valve guides 
installed right out of the box.

On the Chrysler 4.7, for example, 
when a seat falls out, it breaks into 
pieces and can really chew up the 
combustion chamber. So the chamber 
has to be welded and reshaped, which 
means prepping the head for welding, 
welding it, machining surfaces, and 
reshaping the combustion chamber—
often by hand, a real art in itself. 

“You have to weld it back up and 
reshape it and make sure the cham-
ber size is good. It’s a lot of work, and it’s time-consuming. 
The volume isn’t as critical as the shape; a lot of pistons are 
domed. The combustion chamber might look good, but 
when the piston comes up it might tag the surface.”

With about 60 thou as a minimum clearance, snug is the 
word that comes to mind. “Usually it’s just a corner on the 
piston that can tag the surface, but it just takes that and you 
have someone very unhappy!”

What it all adds up to is a need to balance the time and 
resources to rebuild a damaged cylinder head with the work 
needed to get a new casting up to snuff. 

And, though it may be intangible, you need to also con-
sider the impact on your process that an extensive head repair 
can have. In isolation it might make sense, but if it forces 
other work into an extended holding pattern, it may not 
be worthwhile. This applies to outside one-off jobs of other 
sorts too. Each case can be different, but it requires some 
discipline to stop thinking about what you can rebuild, and 
what it makes sense to rebuild. In the end, a by-the-numbers 
approach will not only build profit, it will also build quality 
and customer satisfaction.
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Doing the Math
It’s not always easy to pin the numbers 
down exactly when you’re looking at the 
carnage that a broken seat or snapped 
timing belt may have wrought on a cylinder 
head.

A lot will rely on your experience, 
as well as how skilled and quickly such 
variable operations as welding and 
machining can be executed. 

However, here are a few factors to consider. (If neither 
a core nor new casting is available, then rebuild away—
assuming you have the customer’s consent, of course.) 

The Rebuild
If the carnage on a cylinder head is considerable, you need 
to add up the total cost in time for the welding and machining. 
This may take up to two hours or as little as 20 minutes just to 
reshape the combustion chamber.

Naturally you also need to add in the costs of any new 
components you need to complete the rebuild.

You also need to take into account 
your confidence level in achieving a 
satisfactory result; you don’t want to 
invest time and energy in a repair only 
to abandon it midstream in favour of a 
new casting.

The New Build
The availability and quality of new castings 
has improved considerably, but the time 

needed to obtain a casting may be a consideration. 
If you have determined that a repair may be a borderline 

proposition, you need to account for the cost of the new 
casting, plus any labour and parts required to build the head 
assembly. 

The bonus (of sorts) is that you can consider which 
components you can salvage from the damaged head, and 
subtract the cost of these from the build costs. 

It is wise to consider at least some rework on the casting 
to ensure that you have an accurate cost picture.

p22,23 ENGINE TECH.indd   23 10/01/12   8:18 AM



NEW PRODUCTS
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ATF for Type T-IV Vehicles
Beck/Arnley has introduced a new premium 
OE automatic transmission fluid for type 
T-IV vehicles, a superior quality formulation 
of high-performance base oils and carefully 
selected additives, including a unique mix 
of friction materials for the specific pressure 
settings present in Toyota, Lexus, and Scion 
automatic transmissions, to help promote 
smooth shifting in extreme temperatures 
and prevent transmission shudder. This new 

transmission fluid is 
chemically balanced to 
help protect seals and 
O-rings, and to provide 
corrosion, rust, and 
wear protection, as well 
as resistance to oxidation 
to prolong fluid life, and 
is formulated using the 
same technology that 
OEMs use.
Beck/Arnley 
www.beckarnley.com 

LED DayLight DRLs Offer Maximum 
Visibility, Premium Design
Philips has introduced two new versions of its 
Daytime Running Light: LED DayLight 8 and 
4. Philips LED DRLS are available for vehicles 
already on the road, substantially increase the 
visibility of the car to other road users and 
pedestrians, and have a low energy consump-
tion compared to existing halogen headlamps. 

Both are equipped with Philips LUXEON Rebel 
LEDs and are SAE and DOT compliant, and 
are the slimmest DRL modules on the market. 
Each Philips LED DayLight DRL kit includes 
two LED modules, easy plug n’play connectors 
and a snap-in system that makes installation 
quick and easy.
Philips
www.daylight-led.com

Clutch Catalogue Available in Print 
and Online
Schaeffler Group USA Inc.’s 2012 LuK RepSet 
Clutch Catalogue features more than 400 new 
part numbers, covering more than 95% of the 
North American vehicle population. The 2012 

edition includes LuK RepSet clutch sets, com-
plete with premium-quality LuK clutch, disc, 
and release bearing and pilot bearing or bush-
ings; conventional, dual mass and aluminum 
performance flywheels; master and slave cylin-
ders; hydraulic clutch release systems; clutch 
cables, forks, and specialty tools; trilingual tech-
nical bulletins and up-to-date information from 
LuK on special applications and procedures, 
including flywheel step and cup dimensions; an 
expanded diagnostic and technical information 
section highlighting the top five causes of clutch 
failure; and a medium duty truck section with 
increased coverage.
Schaeffler Group USA
www.schaeffler.com

Oil Feed Upgrade with 
Turbochargers

The 2003-2009 Chrysler PT Cruiser and Dodge 
Neon turbochargers have an extremely high 
OE failure rate, due in part to design flaws in 
the routing of the oil feed line. Under  extreme 
temperatures, the oil feed line gets restricted 
with a build-up of coked (burnt) oil, effectively 
starving the turbo for oil. Cardone now includes 
a new upgraded oil feed line with heat shield 
with every 2T315 turbo at no additional cost. 
The installation of this upgraded line ensures 
the replacement turbo receives the critical 
lubrication needed to run effectively. 
Cardone 
www.cardone.com
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Automotive Clean Air System

Philips’ new GoPure automotive clean air system 
eliminates harmful gases, dust, pollen, smoke, 
viruses, odours, and other particles from the 
vehicle, with a three-stage air filtration designed 
to remove up to 99.9% of fine particles as small 
as 0.3μm. The system has two speeds: normal 
mode that automatically switches on at vehi-
cle start-up, and boost mode, with a powerful 
motor to clean the air at a higher speed. Philips 
GoPure has smart mounting solutions and a 12V 
plug for easy installation in either the front on 
the dashboard or at the back of the front seats.
Philips
www.nam.lighting.philips.com/us/automotive

Pre-assembled Strut Line Expanded

Gabriel Ride Control, LLC,  now offers more 
than 140 ReadyMount fully-assembled SKUs, 
exceeding 105 million vehicles with 2000 appli-
cations. The new parts have been included in 
Gabriel’s extensive website part search and its 
recently upgraded mobile part search. All new 
Gabriel designs are precision-engineered to 
OEM specifications, before Gabriel tests the unit 
and components for durability and wear on a 
quarter-car testing rig. Then Gabriel Answer-
man technicians manually fit-test and ride-test 
every new design to ensure it fits properly and 
meets Gabriel’s high standards.
Gabriel Ride Control
www.gabriel.com

Metal Clutch Alignment Tools 
Ram Clutches has introduced two new metal 
clutch alignment tools for 26-spline GM or Ford 
applications. Machined from 1040 plain-carbon 
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steel and each with a spline diameter of 1.125 in, 
Ram’s new metallic device is a professional tool 
that ensures accuracy. In addition, it is especially 
useful in centring dual-disc assemblies. Because 
its long shaft diameter is smaller than its splined 
diameter, this device allows you the convenience 
of installing the flywheel on the engine, slipping 
the alignment tool into the pilot bearing and 
sliding the discs onto the tool one at a time with 
the floater plate sandwiched between.
Ram Clutches
www.ramclutches.com

Timing Kits Address Key Service 
Issues
ContiTech Pro Series Plus Timing Kits provide 
technicians with all of the components needed 
to perform a proper timing belt and water 
pump service, as well as additional components 
to address specific application issues. CRP kits 
feature either an OE-style plastic or a more 
robust metal impeller for longer life, and 
include a new water pump housing if 
required. The kits also include cam 
and balance shaft seals that match 
all OE specs for ID, OD, and 
width. In certain Audi/VW 
applications, CRP offers kit 
versions with traditional 
camshaft seals that have a 
spring on the inner lip, or 
the new-style seals without 
a spring.
ContiTech
www.contitech-usa.com

Comprehensive Ride Control 
Catalogue 
KYB Americas Corp. announces the 
publication of a new comprehensive 
ride control components catalogue. 
Featuring more than 2,800 items, the 
380-page catalogue is a complete 
resource guide for automotive profes-
sionals. KYB is an industry leader in late-
model vehicle coverage, and the only 
full line supplier of shocks and struts 
calibrated and built to restore original 
vehicle handling and performance. In 
addition to the paper catalogue, KYB 
offers the most up-to-date catalogue 
information via www.kyb.com. There, 
Internet visitors have the option of an 
interactive online catalogue or a down-
loadable PDF version.
KYB Corporation
www.kyb.com
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related to the business, and assist them in growing that business. 
Additionally, communicating the features and benefits of the 
company (e.g., delivery services, delivery time, inventory levels, 
price, quality of service and staff, accuracy, thoroughness, access 
to parts expertise, or consignment) is of paramount importance. 
The question bank for this profession focuses on sales, customer 
retention and relationship building, communication, and related 
administrative responsibilities.

CARSability has something for parts managers too. 
They spend a significant amount of time on people man-

agement and the supervision of employees. 

Continuous improvement in a business context means a 
never-ending effort to expose and eliminate root causes of 

problems. 
If you’ve been around the automotive world for any length 

of time, you may have heard the Japanese word kaizen, relating 
to the philosophy of continuous improvement in the OEM’s 
vehicle manufacturing process. The direct translation is kai: 
change, zen: good.

Jobbers need “good change” in their facilities too. 
In a highly competitive industry, it has never been 
more important to remain qualified, engaged, 
and relevant to your customers. “Good change” 
within the human-resource context of an auto-
motive parts supplier means to provide the right 
employees with the right opportunities to advance 
their skill level, so they can provide the best service 
to your customers.

CARSability was designed by automotive industry 
professionals with the kaizen philosophy in mind. It 
highlights the areas within a particular job function 
that would benefit from additional education 
and training (a.k.a. “good change”). Once an 
assessment is completed by an individual, the 
database matches all available CARS training 
programs to the results of that assessment. Each 
assessment is broken down into segments, and 
each segment highlights job function percentages. 

Let’s look at a few parts-specific occupations.
A parts counterperson may spend 40% of his time 

on customer relations tasks and another 20% on parts 
acquisition. The parts counterperson needs to be very 
adept at using the phone system—often handling multiple 
customers at the same time and routing calls to others on the 
counter. While on the phone, he also sources information 
on the computer or parts catalogue for customers by looking up 
parts, prices, and availability. A key skill of the parts counter-
person is using the computer system or catalogue and his 
knowledge of parts to find the right part for the customer. 
The question topics associated with this job function in the 
CARSability tool are weighted accordingly.

For parts sales consultants, an identified primary job 
responsibility is to help the owner or manager of a business 
understand the business and profit opportunities from carrying 
certain parts or lines of parts. 

For some, the role of the parts sales consultant is that of 
helping business owners or managers solve their problems 

Knowledge Building:

For the Counterperson January 2012

26

A Continuous Improvement Tool 

for Jobbers
by Laurie Izgerean, Curriculum Developer, Durham College
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YOUR NAME:_________________________________ YOUR COMPANY NAME:____________________________________________

YOUR COMPANY ADDRESS:_____________________________________________PHONE NUMBER:(____) ____________________

I NOMINATE_________________________________________ WHO OWNS______________________________________________

AND IS LOCATED AT THE FOLLOWING ADDRESS:____________________________________________________________________

BUSINESS PHONE:(____)_________________________ HE/SHE HAS BEEN IN BUSINESS FOR APPROXIMATELY___________YEARS

AND I NOMINATE THIS PERSON FOR THE FOLLOWING REASONS: (attach a separate sheet if necessary)

BUSINESS SUCCESS: ___________________________________________________________________________________________

____________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________

INDUSTRY INVOLVEMENT:
____________________________________________________________________________________________________________

___________________________________________________________________________________________________________

COMMUNITY SERVICE: _________________________________________________________________________________________

____________________________________________________________________________________________________________ 

___________________________________________________________________________________________________________

(Your Signature) _________________________________                (Date) ____________________________________________

a l s o  o n l i n e  a t  w w w. a u t o s e r v i c e w o r l d . c o m

N O M I N AT E  S O M E O N E  T O D AY !

Named after the founders of Jobber News Magazine, E.J. & A.E. Wadham 

Memorial Award recipients are a who’s who of the best in the Canadian  

automotive aftermarket, representing aftermarket auto parts wholesalers 

from across Canada, from businesses large and small, and of all affiliations. 

Since 1984, the award has recognized those who epitomize the values of  

the automotive aftermarket through business excellence, community service, 

and industry contributions.

JOBBER OF  
THE YEAR AWARD
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This supervision includes directly observing employees 
while they work, and gathering reviews and feedback of their 
goals and performance levels. Managers also need to be skilled 
in coaching, training, and the orientation of new hires. A high 
level of communication proficiency is an additional important 
skill for parts managers to have and improve upon. As a task, 
communication simply means keeping in contact with employ-
ees, providing them with information, and gathering feedback 
through group and one-on-one meetings, newsletters, memos, 
and bulletins. 

The information conveyed can include individual and com-
pany performance feedback, changes in schedules and pro-
cesses, product information, and safety-related knowledge. 
CARSability provides a well-rounded view of the entire parts 
management sphere and covers all of the relevant job functions 
within the question bank.

CARSability can be utilized in a variety of working environ-
ments and can benefit the user through:
• Reduced downtime due to online availability
• Ability to be integrated within the work day
•  Use as a hiring/recruiting tool to verify knowledge/skill level 

of applicant
•  Maximized ROI on training dollars as participants can be 

channelled into appropriate training
•  Increased productivity and quality of work as a result of being 

aware of areas of strength compared to areas requiring skill 
and knowledge enhancement

The CARSability tool took four years to develop, and 
involved over one thousand industry representatives from across 
the country. Assessment questions for each of 34 automotive-
related occupations were written by teams of experts who spe-
cialized in one of the 34 specific occupations. These experts 
were chosen for their experience in their respective automotive 
fields. This ensured the highest quality of questions for each 
occupation, and each question was individually focus-tested for 
quality by industry employers and employees.

Continued from page 26

Most recently (2011), CARSability began a comprehensive 
upgrade to ensure the database remains relevant, current, and 
accurate across all automotive professions in the years to come.

The assessment has three primary functions:
1.  Each assessment contains a series of comprehensive multiple-

choice questions that cover all aspects of a selected occupation;
2.   After completing an assessment, CARSability will provide 

detailed results. The results will highlight which sections/
skill areas within the occupation are in need of updating;

3.  CARSability will search through the CARS OnDemand 
database of available training programs and will locate 
courses that relate to the specific training needs identified 
by the assessment.
CARSability can provide the information required for any 

organization to develop training programs that work, so valu-
able training resources (time and money) are not needlessly 
wasted.

Whether you’re looking to attract and retain high-perfor-
mance employees, achieve a higher level of customer service, 
or maximize profits, the benefits of ongoing training can be 
measured by both the parts employer and parts employee in 
a variety of areas:
• Customer service proficiency
• Quality of work
• Increased innovation
• Creative problem solving
• Competitive advantage

When an organization embraces and supports a continuous 
learning environment as part of its daily operations, business 
performance goes up, as does the job satisfaction of every 
employee. CARSability can provide your organization with an 
automotive-specific learning environment that will increase 
both.

For more information, please visit: http://www.carsability.
ca/info/info.aspx or contact CARS at 1-855-813-2101.

Funded by the Government of Canada’s Sector Council Program.

1.855.813.2101

It evaluates. It’s free. 
It’s waiting. 

Take a skills assessment in various automotive parts related 
occupations, including Parts Manager, Parts Counterperson and 

Parts Sales Consultant. With just one click, you can assess your staff ’s 
skills and get recommendations on the training they need.  

And it’s all online, so your staff can access it anytime, on the job or off.

Visit www.carsability.ca/promo today for your FREE assessment!
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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.

  WAREHOUSE DISTRIBUTORS  
  & BUYING GROUPS
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Editorial
Comment

There are signs that Quebec is finally prepared to join the real world with 
regard to vehicle inspection, and it’s about time.

Actually, it’s well past time. 
I know that there will be much public congratulations for the current 

Quebec administration, and Pierre Arcand, minister of sustainable develop-
ment, environment and parks, who introduced a bill for inspection and maintenance. 
But folks should not be too quick to slap M. Arcand on the back.

The proposed program is at best a half measure.
The “Programme d’inspection et d’entretien des véhicules automobiles” (PIEVA), 

proposed in the legislation Arcand has put forth, is focused on mandating a plug-in 
OBD-II-based test for eight-year-old and older vehicles at resale only.

According to published estimates, this means that only 450,000 of the five million 
vehicles on the road in Quebec, about half of the 800,000 that change hands each year, 
will be affected at all. 

And the PIEVA program still leaves Quebec as the only province in Eastern Canada 
without a safety inspection. Emissions testing and repair is important, it is true, but 
ensuring on-road safety—and also that purchasers are protected from buying someone 
else’s problems—is arguably a larger concern.

Perhaps the powers that be feel the new owner of that 2001 vehicle can take solace 
in the fact that his carbon footprint is smaller as he watches his car being hauled out of 
a ditch because the brakes failed.

Furthermore, while information put forth in the announcement suggests that as 
many as 25% of the cars on the road will fail an emissions inspection—that number 
comes from some pilot inspections in 2010—the realities are always very different once 
programs are actually put into force. 

The fact that many in the aftermarket fail to grasp whenever a new emissions testing 
program comes into place is that pass-fail thresholds are inevitably managed to deliver 
an acceptable failure rate. Acceptable to voters and those they elected, that is.

The failure rates for emissions inspection programs usually do not correlate directly 
to actual vehicle emission performance.

Simply put, there are very few governments willing to put the burden of a failure on 
one in four voters, and probably none in difficult economic times. 

The more likely number will be around 10 to 12%, with emissions limits being 
gradually tightened to maintain failure rates at about this level. Telling one in eight 
vehicle owners that they have some work to do seems to be the comfort level for a 
number of jurisdictions. One in four is not.

Historically, Quebec has been a problem when it comes to regulating the automotive 
service sector. It took a decade and a half longer for La Belle Province to enact mobile air 
conditioning regulations than any other province. And until recently, if I had a toolbox, I 
could open a garage and call myself a mechanic. 

This is also not the first time a program has been proposed for emissions testing.
Some years ago a government fell with a program on deck; the succeeding government 

refused to revisit it for fear of alienating the electorate. Hence my reluctance to celebrate 
too early.

So, as imperfect as the proposed program is—cars can still go years without 
inspections of any sort—aftermarket leaders need to stay on the case and make sure 
it goes through. It is our foot in the door for a proper inspection program.

Public consultations are slated to begin this spring, with the program set to start in 
2013, which is a very short timeline indeed.

Everyone is going to have to push hard here, as individual business owners and 
citizens, lest the issue be hijacked by the same fear-mongering interests that caused 
the last proposal to be shelved.

And we’re going to have to keep pressing for safety inspections. As it stands, 
Quebec is characterized as a dumping ground for vehicles that can’t pass muster in 
the surrounding provinces where emissions and safety inspections exist. 

And the proposed program does very little to change that fact.
—Andrew Ross, publisher and editor

QUEBEC QUOI?

NEXT MONTH

Our Shop Survey will 
tell you what shops 
really want from you, 
plus Hot Winter 
Profit Opportunities.
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Postcard from Taiwan

ATBS TECHNOLOGY CORPORATION

A TBS Technology Corporation (which gets its name 
from Auto, Truck, Bus, Safety) has a varied portfolio 

of products, but has focused its attention most recently on 
driver information systems with a unique twist.

With an established record in providing items like 
TPMS sensors, its more recent 
introductions in the heads-up 
displays are, well, eye-catching.

“ATBS is an innovative R&D 
company, and we have rela-
tionships with OEMs and tier-
one companies,” says general 
manager Patrick Peng.

The heads-up display prod-
ucts combine LEDs and TPMS 
technology, to give drivers tire-
pressure monitoring and more.

“The products provide the 
vehicle information and tire 
pressure information projected onto the windshield.”

Information displayed includes a wide range of vehicle 
monitoring, including OBD-II information.

The company has dash-top units as well as hardwired 
versions.

For example, the EHAT500 unit, which is suited for 
DIYers, can provide vehicle speed, engine rpm, fuel con-
sumption rate, engine loading, battery voltage, engine 
coolant temperature, throttle position ratio, tire pressure, 
and tire temperature.

But the company’s real product of note is the OBD-II 
Bluetooth transmitter that enables drivers to monitor 
vehicle systems on their smart phone. 

Versions for iPhone and Android platforms have been 
developed.

The 4C HUD actually turns 
a smart phone into a data 
recorder, so that, in the event 
of a collision, it can provide 
useful data for an investigation.

The unit monitors values 
that include vehicle speed, 
engine rpm, fuel consumption 
rate, engine loading, battery 
voltage, engine coolant temper-
ature, throttle position ratio, 
and trouble codes, all projected 
on the windshield. When any 
abnormal information is detect-

ed, the HUD will automatically use sound and light to notify 
the driver, to ensure more safe driving. 

“It turns your smart phone into a black box,” says Peng.

ATBS Technology Corporation
www.tpms.tw

By Andrew Ross
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MING LURN PRECISION  
MACHINE CO./CARLEO

T he Ming Lurn Precision 
Machine Co. is focused on 

lift manufacturing, under the 
Carleo brand name, and has 
produced more than 100,000 
lifts since it was founded some 
33 years ago.

Located in Taichung, a 
three-hour drive from Taipei, 
its products include 4-post lifts, 
2-post lifts, scissor lifts, wheel 
alignment lifts, jacks, and floor 
lifts.

During the tour of the facil-
ity, manufacturing department manager Shawn pointed 
out that the company is firmly planted as a mid-level manu-
facturer focused on supplying quality lifts at a reasonable 
price. 

“Usually the lifts from Germany are very good but expen-
sive. And there are some from other countries where the 
quality is not very stable. At Carleo, we have a very reason-
able price and we are confident of our quality.”

Every lift goes through a 20,000-cycle loaded test regi-
men, he adds. 

The equation seems to be working for the company, with 
some 70% market share in Taiwan, 33% in Japan, and cus-
tomers in Europe and Southeast Asia. 

The company is currently selling in Canada through at 
least one distributor, and builds special zinc-coated lifts for 
this market to meet requirements.

The manufacturing facility, 
generally clean and well laid 
out, employs robotic welding 
stations.

“Labour expense is one 
reason,” says Ariel Wang. “But 
the most important reason for 
having the robots is that the 
quality is very stable.”

It may just be cutting 
chunks of steel, but watching 
a robot form a piece of sheet 
metal into parts of a lift is still 
pretty cool.

Quality is taken quite seriously by the company; the staff 
present discussed the wide range of quality in the market, 
and the danger of lift failures.

“If this problem happened in Germany, Japan, or 
Canada, the company could go bankrupt. But if it happens 
in China or Indonesia, they may just cover it up. Because 
the worker is under the car, safety is very important,” 
says general manager Shu Pin Chen. 

Chen believes, however, that the market will separate; 
most customers want quality.

“To put it a simple way, the countries that value life will 
only buy good-quality products.”

Ming Lurn Precision Machine Co./Carleo
www.carleo.com.tw

Postcard from Taiwan

By Andrew Ross
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SH AUTO PARTS

O f all the companies we visited, 
Shih Hsiang Auto Parts Co., 

Ltd.—more commonly known as 
SH Auto Parts—is among the most 
entrenched in the aftermarket.

The company supplies control 
arms to some of North America’s 
best-known brands.

On the business front, the com-
pany claims it is the second-largest 
manufacturer of control arms to 
the aftermarket, with an estimated 
3,000 applications, though only 
about 70% are carried by companies in North America.

The company manufactures both forged alloy compo-
nents as well as stamped steel construction control arms. 
It prides itself on its precision design and manufacturing 
process.

The biggest challenges for the company, says president 
Kevin Chou through an interpreter, are keeping up with 
demand and increasing applications—the company can 
bring new ones to market within 90 days—and the familiar 
problem of low-quality, low-priced competition. 

Systems in place to keep quality levels up include a well-
equipped design facility for capturing designs and evaluat-
ing materials. In addition, the use of robotic manufacturing 
cells keeps process variation to a minimum.

Customers will send competitive products for evaluation, 
says Chou, and some of these products are of very poor 
quality indeed.

“There are some low-quality, low-price products,” he 
explains, “but the control-arm lifecycle is very long and it is 
part of the safety system.”

While it is difficult to know if SH Auto Parts’ approach 
to its business is a result of its position as a supplier to major 
North American aftermarket companies or self-directed, it 
does appear to be a sincere good corporate citizen, with a 
commitment to its employees and the quality of its products.

“Through the SH Foundation, we donate 13% of our 
profits for scholarships and community groups,” says sales 
manager Joanne Chien. “Our founder always taught us 
that our employees are our treasure.” In addition to the 
Foundation, the company also helps organize activity clubs 
for employees.

Also, the factory floor contains a “green wall” of vegeta-
tion, installed simply because it gives workers something 
nicer to look at, and a mural with outdoor scenes. 

Shih Hsiang Auto Parts Co., Ltd. 
www.shautoparts.com

Postcard from Taiwan

By Andrew Ross
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JUST AUTO LIGHTING TECHNOLOGY

The tight confines of the 
courtyard outside Just Auto, 

as well as the modest entrance, 
are familiar to me as I have 
visited them before. 

Also familiar is the unbridled 
enthusiasm of the management 
and staffers alike.

They are brimming with 
excitement over their new products, and the just-announced 
decision to change their name to Just Auto Lighting Tech-
nology is a reflection of the changing focus of the company.

Taiwan is generally regarded as a leading source of LED 
lighting, and Just Auto has to be among the more successful. 
They confidentially shared some of the companies they 
supply, and a number would be familiar to Canadian after-
market distributors and jobbers.

“We have dedicated our management to providing 
value, speed of innovations, and user convenience,” says 
the company motto. 

To this end, company representatives emphasize that 
they have 30 engineers on staff and have produced products 
that meet E-Mark and DOT/SAE benchmarks for a variety 
of customers, including OEs.

The presentation room is filled with product, some pack-
aged, some in demonstration-ready displays, such as the 
door jamb light that can be customized with a message—the 
one on display says Camry—and the LED centre cap that is 
destined for Camrys sold in China. 

“It is important that we have Taiwan designers but China 
production, so we can provide good innovation and good 
quality at a good price,” says Janice Huang, sales manager.

Jim Hsu says that the company can develop products 
quickly.

“In two or three months from the customer request, we 
can have a product for the aftermarket. OE is longer, of 
course; testing alone can take a year.”

As if to prove the point, he notes that the company was 
recently honoured with a number of awards: an innovation 
award in 2010 for its Yaris Daytime Running Light LED, and 
in 2011 an award for its door safety LED for Toyota, as well 
as its LED fog lamp.

“We have 20 products in the DRL LED area, and we are 
now the leading company in this segment.”

The combination LED fog lamp and driving light was 
still under wraps during the visit. “It is 7 cm in diameter, and 
it is very difficult to do this. The DRL has a very broad light 
pattern, but the fog lamp has a sharp line to keep the light 
down. 

“This is difficult, but now people will only have to buy 
one lamp. In these economic times, this is very important.”

Just Auto Lighting Technology
www.justtop.com.tw

Postcard from Taiwan

Jim Hsu holds a mould for the coming combination fog lamp and DRL, 
describing the difficulty in combining the two technologies.

Just Auto’s 7 cm-diameter LED fog 
lamps will be enhanced with the 
addition of a daytime running lamp 
feature.

The customizable door jamb lighting could catch on.

By Andrew Ross
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HOTA INDUSTRIAL

W hile Hota supplies a variety of products, it is primarily 
a transmission gear manufacturer, supplying gear sets 

for a variety of vehicles, both automotive and motorcycles.
Ducati, BRP, Triumph, and Yamaha are numbered 

among the two-wheeled users of its transmission gears, while 
the Mini Cooper is one example in its automotive customer 
base.

“We work as a tier-two 
company, supplying tier-one 
suppliers,” says Morris Wu, 
assistant director of sales and 
marketing for the company.

Sales in 2010 were approxi-
mately $75 million, but these 
are expected to grow to more 
than $120 million in 2012.

Most of this, 98%, is from the 
OEM sector, and some 68% is 
automotive applications, with 
12% motorcycle and ATV. The 
remaining 21% is from a variety 
of other applications.

More than two-thirds of the 
company’s revenues are generated in North America. Borg 
Warner is its biggest customer in the U.S., making up some 
19% of sales, with Eaton-Tractec coming in a close second 
with 15.2%.

The company is also working with Tesla, the electric 
vehicle maker. 

Ultimately, the company would like to be a tier-one 
supplier, delivering complete assemblies, says Wu.

“Our vision is to make the gears, the gear sets, and the 
case. We are finally combining it all. Our next step is the 
OEM assembly business.”

While companies like Hota may seem less high-tech than 
some of the electronics-focused businesses, the manufacture 
of gear sets and other gearbox components should not be 
dismissed, despite the smell of cutting fluid in the air at the 

facility.
The manufacture of gears 

requires sophisticated design 
and machining capabilities. 
And for a metalwork business, 
the Hota facility can only be 
described as sparkling.

Wu says that the company has 
high hopes for its evolution into 
a larger player. Essentially, he 
says, they already supply most if 
not all of the components that 
make up a transmission. So the 
push to supply it all for a single 
application is on. 

Hota, says Wu, is ready 
to make the leap into supplying complete transmission 
assemblies by 2015.

Hota Industrial
Hota.com.tw

Postcard from Taiwan

By Andrew Ross
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WHETRON ELECTRONICS CO., LTD.

I mage is everything at Whetron Electronics.
When was it that drivers stopped having 

to make an effort to know what was going on 
around them? We’ve all been startled by that car 
suddenly appearing from our “blind spot,” but 
with the current pace of technology develop-
ment, that may soon be a thing of the past. 

Whetron Electronics has made it a mission of 
sorts to provide imaging systems for a variety of 
what are called driver-assist technologies: blind 
spot detection, collision warning, lane departure 
warning, night vision, driving applications, and 
parking assist.

“Our business is largely in the OE market,” 
says Mark Wang, project assistant manager at 
Whetron. “Our customers are primarily Japanese 
automakers—Honda and Toyota,” along with 
some customers in Mainland China. 

There is also a history of supply to other OEs 
such as VW, Mitsubishi, Isuzu, Ford, and Renault, 
either directly or through Taiwanese partner 
operations.

The company estimates its 2011 revenues to 
top $84 million, up from $70 million in 2010. 
About two-thirds of this comes from park-assist 
systems.

Among their more promising offerings for 
the aftermarket is a park aid sensor that does 
note require any hookup through the ECU as 
with most OE systems.

“This is a low-cost system that can be installed 
at the dealer level,” says Wang. “This and the 
AVM is what we will focus on in the next year.”

Around Vehicle Monitoring (AVM) is the 
term used to describe the bird’s-eye view systems 
that are often used to aid with parking, allow-
ing the driver to see vehicles and other objects 
in close proximity, but is categorized separately 
from park-assist systems that use non-visual 
sensing systems.

An interesting wrinkle in the use of cameras and 
recording systems is the overwhelming interest in recording 
driving events in Taiwan and some other countries.

“In Taiwan, digital recording is hot; more people install 
this in their car because it provides evidence in a crash.”

Of course, all this will expand the company’s share of 
revenues from cameras, which currently only represent 
about 6% of the company’s total.

Wang says that the market for the rear view camera is 
also quite good in the local market. In one innovation, 
the camera he shows integrates visual parking guides and 
other overlays on the image to improve parking accuracy. 

“This usually would be done with an ECU, but since this is 
all in the camera, you don’t need it.

“The image sensor price is still very high, but if the 
price can come down, I think it will be a more popular 
technology.”

Whetron Electronics
www.whetron.com
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E-LEAD ELECTRONIC CO., LTD.

E mbedded in the OE market for about as long as any 
Taiwanese company, E-Lead Electronic Co. was estab-

lished in 1983, and has focused on head unit infotainment 
and navigation systems since 1993.

E-Lead now has its headquarters in Changhua, about 
midway between Taipei and Taichung, but has also estab-
lished subsidiaries in Mainland China and Thailand.

Despite its strong OE focus, it did exhibit at SEMA in 
2011, showcasing a list of items that include car infotain-
ment with iPod/SD/USB (EL-828), car navigation with 
iPod/SD/USB (EL-918), its ECO AV Head Unit (EL-816) 
that can easily upgrade to car navigation (EL-918), roof-
mounted systems with SD/USB (EL-707M/EL-718M), 
head rest entertainment (EL-711), arm rest entertainment 
(EL-713), a rear view camera (EL-721), and more.

The company has focused much of its energy on being 
agile enough to deliver products on a tight schedule.

“We can develop products in four months and have 
product ready for delivery in five months,” says Felipe Wu, 
E-Lead’s sales department manager. “This because we have 
our own laboratory and we can reduce development time.

“Almost 90% of the production we do in our own facil-
ities. In the market there are a lot of similar products. It 
is important to differentiate yourself.”

One of the opportunities he sees in the market are the 
U.S. requirements for rear view cameras.

Further on the development front, the company 
has responded to the need for flexibility as technology 
advances. In the early years, infotainment systems could 
become obsolete as protocols and interfaces changed. And, 
as more and more consumers carry their own technology 
with them as smart phones, being able to accommodate 
those has also required changes.

Accordingly, the company has developed a modular 
“slot” system of its infotainment head units.

“Using a modular system, the system can be upgraded 
with simple slot installation,” says Wu. “As protocols change, 
this will become more important.

“The key moving forward is the ability to upgrade to keep 
pace. For example, Bluetooth compatibility can be upgraded 
via an SD card, thereby avoiding the obsolescence of the 
system and the function, as new cell phones are obtained by 
customers.”

The company’s staff took great pride in being able to be 
demonstrate how flexible and integrated functionality such 
as iPod connectivity is, using their own low-cost solutions. 

It’s virtually plug and play, despite the lack of official 
Apple sanction.

Which is how we all ended up listening to Bruce 
Springsteen from my iPhone in the middle of an industrial 
park, in the middle of Taiwan.

E-LEAD ELECTRONIC CO., LTD.
www.e-lead.com.tw
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