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Results from a new public opinion poll show that 
a majority of Canadian drivers are unaware of 
just how far vehicle safety has come in the last 
decade.

The poll, by the Traffic Injury Research 
Foundation (TIRF), also shows that Canadians 
would benefit from more knowledge about the 
many vehicle safety features rapidly becoming 
standard on new vehicles across the automotive 
industry. 

The poll, conducted from November 2011 to 
January 2012, explored a range of issues includ-
ing familiarity with different safety features, per-
ceptions about their use, and the effects of these 
features on driving.

When asked about the types of vehicle safety 
features currently available on the market includ-
ing electronic stability control (ESC), traction 
control (TC), electronic brake-force distribu-
tion (EBFD), anti-lock brake systems (ABS), 
brake assist (BA), brake override, and adaptive 
headlights, on average, less than one-third of 
Canadians said that they were aware of these 
features. A majority of drivers (80.4%) were 
familiar with ABS; traction control was second 
with 53.5% of Canadians saying they know of this 
technology.

“To some extent, it is not unusual that 
Canadians have much greater familiarity with 
ABS, as it has been widely available for almost 
30 years, unlike newer technologies such as lane 
departure warning systems, which have only 
become available in the last ten years,” explains 
Robyn Robertson, TIRF president and CEO. “It 
is important that we continue to increase aware-
ness of the availability and use of these features 
among drivers as they enter the market, to help 
keep drivers safe on our roads.”

Although knowledge of these safety features 
seems to be relatively low among Canadians, 
more than half of those polled agreed that these 
safety features would be easy to use and that they 
would use them if their vehicle had them. This 
is encouraging, as studies have shown that safety 
features prevent crashes and injuries when used 
alongside safe driving practices.

“Given that many drivers view themselves as 
a safer driver than the average Canadian, efforts 
to address this knowledge gap are important. 
Increased awareness of these features and how 
they work can also reinforce the message that 
safety features do not discount the need for 
drivers to continue to rely on those safe driving 
behaviours that many first learned well before 
these safety features became available,” notes 
Robertson.

The poll is the first step in the development 
of a research-based national education pro-
gram on vehicle safety features. The program, 
sponsored by The Toyota Canada Foundation, 
will use results from the poll along with input 
from road users to create a program aimed at 
informing the public of important vehicle safety 
features, their respective benefits, and ways in 
which the features work in conjunction with safe 
driving practices in the variable road conditions 
that Canadian drivers can experience seasonally 
across Canada.

“With a combined goal to reduce deaths and 
injuries, we are confident that Canadian drivers 
will marry an increased understanding of safety 
technologies with smarter driving habits,” says 
Stephen Beatty, managing director, Toyota 
Canada Inc. “Together we’re using sound 
research to build a campaign to encourage 
smarter driving habits across the country.”

Most Canadians Unaware of Vehicle 
Safety Technologies
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Line-X Acquires Ground 
Effects

Line-X Protective 
Coatings reports said 
it has taken control of 

Canadian  
automotive aftermarket 
supplier Ground Effects 

Ltd. (GFX), based in 
Windsor, Ont.

Line-X purchased the 
business with investment 
support from its owner, 
Graham Partners. Terms 
of the transaction were 
not disclosed. Line-X 

says the combination of 
the two companies will 
provide them with new 

opportunities to develop 
aftermarket services and 

establish support  
structures via the Line-X 

network, benefiting  
franchisees, carmakers, 

and their clients. 
GFX is engaged in the 
production of interior 

and exterior car  
accessories. It owns and 

operates several facilities, 
primarily serving  

automakers. 
Alabama-headquartered 
Line-X offers protective 
coatings and spray-on 

truck bedliners for  
automotive, commercial, 
light and heavy industrial, 

agricultural, and other 
applications. Its owner, 
Graham Partners, is a 

Philadelphia-based  
private investment  

company that focuses on 
middle-market industrial 

and manufacturing- 
oriented businesses.

Shad’s R&R, which for more than 30 
years has been the Canadian automotive 
aftermarket’s largest and most recogniz-
able fundraising event, surpassed the $4 
million mark in total contributions to 
muscular dystrophy research.

“Thank you once again for making 
this an incredible and unforgettable 
event,” said chairman John Vanstone 
in an open letter, “more importantly, 
for continuing to be providers for the 
research and support that is making 
positive change possible in the lives of 
so many afflicted with neuromuscular 
disorders. In the words of our founder 
Fred Shaddick, ‘you’re all celebrities,’ 
and it couldn’t happen without you.”

Industry’s Largest Fundraiser Surpasses $4 Million Mark

Members of the Shad’s R&R Board of Directors 
are in a celebratory mood after breaking the $4 
million mark.
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U.S. News: O’Reilly 
Announces New Second 
Quarter Sales Guidance
U.S. auto parts retailer 

O’Reilly Automotive, Inc., 
has updated its 2012  

second-quarter  
comparable store sales 
guidance from 2.0% to 
2.5%, down from the  

previously issued second-
quarter comparable store 

sales guidance of  
3% to 5%.

In addition, the company 
expects earnings per share 

for the second quarter 
to be in the lower end of 
the previously announced 
range of $1.13 to $1.17. 
Greg Henlsee, CEO and 

co-president, said in a 
statement, “Our  

previously announced 
second-quarter  

comparable store sales 
guidance reflected our 

slow start to the quarter in 
April, due, we believe, to 
the shift of some business 
into the first quarter as a 
result of the early spring 
weather in many of our 

markets, and we expected 
sales trends would  

stabilize as the quarter 
progressed.”

Athabasca Service Provider Wins 
Automotive Business Award

Automotive Industries Association 
of Canada to Manage Heavy Duty 

Distributor Council
The Heavy Duty Distributor Council of Canada 
(HDDC) has announced that it has engaged the 
Automotive Industries Association of Canada 
(AIA) to take over the management of the 
association.

“With HDDC’s potential for growth, we are 
looking forward to working with AIA to fulfill our 
members’ needs and drive the council into the 
next phase of our evolution. AIA will be entering 
into this relationship with a strong understand-
ing of the non-profit sector and an understand-
ing of our industry, but will allow the HDDC to 
retain our own Heavy Duty independent identity 
while utilizing all the synergies the AIA has to 
offer,” said Ian Johnston, president of HDDC, in 
a statement.

AIA was selected to act as the management 
group for HDDC due to its experience in 
managing outside organizations. AIA currently 
manages the administration of The High Fives 
for Kids Foundation, is the Canadian licence 
holder for I-CAR International, and has had 
previous experience with the management of 
the Motorist Assurance Program in Canada.

“With the many synergies between AIA 
Canada’s areas of excellence and the business 
interests of HDDC such as government relations, 
industry outreach, market research, member-
ship development, and events and networking 
opportunities, we believe this will be an effective 
change to allow the Board to move the Council 
forward in driving value to the membership,” the 
council said in a statement. “This will ensure that 
HDDC members will be managed by a group 
with experience in building a strong voice with 
government, experience in identifying member 
needs in market research, and providing the 
support needed for the Board, as we build a 
new business plan around adding member value 
to ensure a business experience that exceeds 
expectations.”

Bob Greenwood (left) presents Kevin and Stacey 
Gustafson with the 2011 Best of the APD BEST Award.

APD has announced that Gustafson’s Auto 
Clinic, Athabasca, Alta., is the winner of the 2011 
Best of the APD Business Evaluation Support & 
Training (BEST) award.

This annual award is presented to the busi-
ness within the APD BEST clientele that saw the 
most business improvement for the year com-
pared to their APD BEST peers.

The BEST concept was designed by Bob 
Greenwood, president & CEO of Automotive 
Aftermarket E-Learning Centre Ltd., and 
is being recognized as among the most com-
plete business development concepts in North 
America today. It provides written guarantees 
of business success to clients accepted into the 
BEST concept.

“Kevin and Stacey’s accomplishment is ampli-
fied when you realize this is the second year 
in a row of achieving this award,” says Zara 
Wishloff, vice-president sales and marketing at 
APD. “There are detailed criteria based on many 
measurable aspects of business improvement. 
The competition is incredible with many high-
calibre shops from Alberta and Saskatchewan 
engaged in this program. It is inspiring to watch 
these entrepreneurs take their businesses to the 
next level.”

Continued on page 8
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Continued from page 6

Bosch Wins Award for 
“Storm Chasers” 
Bosch’s marketing  
campaign for its  

premium line of Icon 
Wiper Blades was  

recognized as one of the 
most effective marketing 
programs of the past year 
at the 44th annual Effie 

Awards presentations 
in New York City. The 

campaign, entitled “How 
Storm Chasers Clear 

the Way,” was created by 
advertising agency Team 

Detroit and featured 
Bosch Icon Wiper Blades 
clearing the way for storm 
chaser Reed Timmer of 
The Discovery Channel’s 
television series “Storm 

Chasers.”
The comprehensive, 

360-degree multimedia 
marketing campaign 
included television  
commercials, video  

webisodes, online ads, 
and a dedicated microsite 
(www.Boschcleartheway.
com), as well as support 

materials and P.O.P. 
displays. Bosch earned a 
Silver Effie award in the 

Automotive Products and 
Services category, which 
was accepted jointly by 

Bosch and Team Detroit 
at the awards gala. 

Vast-Auto Distribution Announces 
Opening of Quebec City 

Distribution Centre
Vast-Auto Distribution has announced the 
opening of its newest distribution centre in 
Quebec City this coming September.

Since the acquisition of Base Automotive in 
2007 and the opening of a second distribution 
centre in Ontario in 2009, this newest addition 
in Quebec’s capital brings Vast-Auto’s total 
number of distribution centres to four.

Vast-Auto is enthusiastic about the addition, 
claiming it will offer a strong value proposition 
to parts stores located in Quebec City and its 
surroundings. The significant investment in 
inventory will provide local parts stores with a 
wide assortment of vehicle parts and accessories 
of both national and private label brands, there-
fore reducing lead times and allowing them to 
better serve their customers.

“The addition of a distribution centre in 
Quebec City will favourably position us to 
effectively and efficiently service parts stores 
located in the region,” says John Del Vasto, 
president of Vast-Auto Distribution.

“Earlier this year, we reinforced our focus 
on service as a key differentiator from our 
competition with our ‘Service is the difference, 
we get it!’ campaign. This statement is not 
[just] a promotional catchphrase, but reflects 
our commitment to our customers and rein-
forces our proximity strategy with our channel 

partners across Quebec and Ontario,” explains 
Del Vasto. “The opening of this distribution 
centre in Quebec City definitely proves that 
Vast-Auto is serious about service.”

Bestbuy Adds Jobbers in Brantford 
and London

Bestbuy Distributors has announced two key 
additions to its family of shareholders.

Sherman’s Canadian Auto Accessories 
Co. Ltd. is owned and operated by Arthur 
Sherman. The business has operated in 
Brantford for three generations and has been 
in business since 1928. Sherman is a long-time 
resident of Brantford, where he lives with his 
wife Mindy. They have three children and 
seven grandchildren.

“We are very happy to have Art and his team 
join as a Shareholder of Bestbuy,” states Bestbuy 
president Jeff VandeSande.

Bestbuy has also announced the addition of 
a London, Ontario, jobber to the Bestbuy family. 
Z & X Parts and Service is in its third year of 
operation. Owner Lili Zhu lives in London with 
his wife, Sherry, and their seven-year-old son, 
Theodore.

“We are very excited about joining Bestbuy 
and believe it is our next step in growing our 
business to the next level,” states Zhu.

“Another good young entrepreneur added 
to the Bestbuy family,” states VandeSande of 
Bestbuy Distributors.
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Nina and Mike Murray of Flesherton, Ont., win-
ners of the Raybestos 1964 GTO-R promotional 
project build, officially took possession of the car 
at the kickoff of the annual Hot Rod Magazine 
Power Tour in Detroit, Mich. 

Representatives from Affinia Global Brake 
& Chassis, manufacturers of Raybestos Brakes 
& Chassis products, delivered the company’s 
1964 GTO-R promotional project build to the 
Murrays. The couple’s winning entry was drawn 
from more than nearly 60,000 unique entries 
received as part of the brand’s summer 2011 
North American sales promotion.

“We’re thrilled to be presenting the GTO-R 
to Nina and Mike here in Detroit, at the drivers’ 
meeting to kick off the Hot Rod Power Tour,” said 

Georgianne Dickey, Raybestos U.S. brand 
manager, at the event. “This serves as 
proof that our customers, and serious car 
enthusiasts, really do win—and drive—
these amazing Raybestos giveaway cars!”

The Raybestos ’64 GTO-R was 
built by Hot Rod Chassis & Cycle, 
Addison, Ill., to handle racetrack duty 
like no other mid-1960s muscle car. 
While retaining a vintage outwardly 
appearance, its suspension was entirely 
re-imagined, with nearly 800 pounds 
of weight eliminated, and was then 
equipped with a 700-horsepower GM 
LSX 454 engine, Tremec T56 6-speed 

transmission, and Raybestos NASCAR-spec 
racing brakes. Since its completion, the car 
has become a star in its own right—having 
been featured on television, in magazines, on 
countless enthusiast websites, and at several 
high-profile car shows.

The Murrays look forward to driving the 
GTO-R throughout the summer, sharing their 
new muscle car with many excited friends in 
their hometown. On the morning they accepted 
the keys to the car in Detroit, new owner Mike 
Murray shared his plans to take the GTO-R to his 
local drag strip—which quickly brought smiles to 
the faces of the teams from Raybestos and Hot 
Rod Chassis & Cycle.

Winners of Raybestos ’64 GTO-R Get the Keys

Continued on page 10
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APPOINTMENTS

Brad Shaddick, director of 
sales Canada, Federal-Mogul 
Global Aftermarket, has 
announced the appointment 
of Patrick Durcak to the posi-
tion of division sales manager 
for Central Canada. Durcak 
brings to Federal-Mogul 
Canada Ltd. more than 20 years of experience 
within the Canadian automotive aftermarket 
industry. During his career, he worked for 
the Canadian Tire Corporation and was most 
recently with the Honeywell/Fram Group orga-
nization.

Western Canada’s Auto-
motive Parts Distributors 
(APD) has announced that 
Rod Newlove has taken on 
the duties of company presi-
dent as of June 12, 2012. The 
announcement was made by 
Kim Schumacher, CEO of 
APD. During his tenure as VP 
operations for APD, Newlove 

has demonstrated significant accomplishments 
in the development of APD’s vision of “The 
Right Part Fast.” The company states that he was 
chosen for his new role because “he is a dynamic, 
creative, and insightful leader.” This will allow 
Kim Schumacher to step back from the day-to-
day operations to focus on business development 
and growth opportunities for APD. 

Continued from page 8
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Monroe Brakes Promo 
Offers Motorists Oil 

Change Rebate
Tenneco Inc. has given 

motorists an extra  
incentive to have their 

brakes replaced this  
summer by offering 
a $24.99 oil change 

mail-in rebate through 
the Monroe Brakes 

“Summerize Your Ride” 
promotion.

To participate in the 
“Summerize Your Ride” 
promotion, consumers 
must purchase one set 
of qualifying Monroe 
Ceramics or Monroe 

Dynamics brake pads and 
an oil change at the same 

location.
The mail-in rebate  

certificate, valid within 
60 days of the purchase 
of qualifying brake pads, 
will reimburse consumers 
for an oil change service 

of up to $24.99. The 
“Summerize Your Ride” 
promotion is available 
from July 1 through 

August 31, 2012.
For more information 
on the Monroe brakes 

“Summerize Your Ride” 
promotion, please contact 

your Monroe supplier, 
visit www.monroebrakes.

com, or contact your 
Monroe brakes  
representative.

OBITUARY
Donald G. Bethune, Former Dayco President and Former Chair of 
Automotive Industries Association of Canada, Passes at 75

Don Bethune, former president of Dayco and former chair of the 
Automotive Industries Association of Canada, passed away June 12. He 
was 75.

Bethune was born April 11, 1937 in Berwick, Nova Scotia to 
Roderick W. and Margaret C. Bethune. He started his career at the 
Royal Bank of Canada, but soon joined the automotive industry, where 
his leadership abilities earned him positions as president of AP Parts 
Canadian division, Exide Canada, Inc., and eventually Dayco Canada.

In 1979, he relocated to Dayton, Ohio, U.S.A., to take over as 
president of Dayco Automotive Aftermarket Company.

When Don Ross retired in 1989, Don Bethune was promoted to president of Dayco’s entire 
business. He retired in 1993 at the age of 56.

During his career, Bethune held the position of chairman of the Automotive Industries 
Association (AIA), was involved with the Automotive Warehouse Distributors Association 
(AWDA), and received multiple accolades for his distinguished service and contributions to the 
automotive industry.

Dayco is donating $5,000 to GAAS to be used for student scholarships given in the name 
of Donald G. Bethune. This serves as a small remembrance of a man who was well liked and 
respected both within Dayco and throughout the automotive aftermarket.

Patrick Durcak

Rod Newlove

V2V Technologies Inc. and 
Gem-Car have announced 
that Larry Raymond has 
joined the Gem-Car Team in 
Central Ontario. Raymond’s 
career spans more than 30 
years in the automotive after-
market, in sales and sales 
management positions in Ontario and Atlantic 
Canada. In addition to his extensive work expe-
rience, he has given back to the industry as 
a volunteer with the Automotive Industries 
Association of Canada, serving on several com-
mittees including  four years on the executive 
committee. He served as chairman of the board 
of AIA in 2008.

Delphi Product & Service 
Solutions has announced 
that Malcolm Sissmore will 
expand his current role as 
country director, Canada 
to assume responsibility for 
leading sales efforts for tele-
matics, diagnostics, and train-
ing sales in North America. 

Lúcia Veiga Moretti, president, Delphi Product 
& Service Solutions, says that Sissmore’s techni-
cal background and extensive sales experience 
make him a natural leader to coordinate the 
sales of telematics, diagnostics, and training for 
Delphi Product & Service Solutions.

Reporting directly to Tony Del Vasto, vice presi-
dent, sales & marketing & strategic development 
– Ontario, Paul Bradley has been appointed 
business development manager for the Greater 
Toronto Area for Vast-Auto Ontario. He comes 
to the firm with more than 25 years of experience 

Larry Raymond

in the automotive aftermarket parts distribution 
and sales. He previously owned an import tool 
and A/C solution company, so he can apply 
his experience as a customer to attracting new 
clients and identifying new markets.

Malcolm Sissmore
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W ith most passenger 
cars requiring longer 

and longer service intervals 
between oil changes, main-
taining or building profits 
in the category has become 
more of a challenge. 
However, it’s also a golden 
opportunity to encourage 
your service provider cus-
tomers to build the quality of 
their relationships with their 
own customers, and for you 
to promote the advantages 
of quality products over the 
value brand.

As Brian Fleming of 
Affinia Group observes, the 
oil change is still one of 
the most reliable ways for 
the service provider and the 
consumer to interact, offer-
ing the opportunity to build both trust and sales—optimally, 
by offering a multi-point vehicle inspection as part of the 
oil change (that may uncover other maintenance needs), 
and by suggesting other maintenance such as switching a 
cabin air filter. “Fortunately, filters are a category that is still 
seeing continued growth compared with some others,” says 
Fleming. “The typical motorist still sees regular oil changes 
as important to the maintenance of the car (and one of the 
less expensive).”

But thanks to the improved quality of both oil and filters 
and modern engines, for most passenger cars oil change 
intervals are longer than in the past. In many cases, the first 
change is not scheduled till about the 8,000-km mark, with 
scheduled maintenance every 15,000 km after that. That 
means that the opportunities to earn profits through oil 
changes, and to inspect the consumer’s car for other need-
ed maintenance, is reduced. Therefore, it is crucial that you 
impress upon your service provider customers that the days 

of the “routine” oil change 
visit are over. To make the 
most of each oil change visit, 
you need to work harder, 
and smarter.

The first point is not to 
automatically assume that 
your customer wants the 
cheapest brand, especially 
since the price point on pre-
mium options is only a dollar 
or two higher. “Automakers 
are going to longer and lon-
ger change intervals; the 
reason is fluids science and 
filtration is much better than 
in the past,” notes Jay M. 
Buckley, technical training 
manager with Fram Group. 
“[But] the worst mistake I 
see many techs making is 
selling the lowest cost oil/

air/cabin filters, that have performance far below the OE 
filters. It can void vehicle warranties and cause premature 
wear on the vehicle as well.”

Tec/Viper’s general manager, Jeff Sauve, says there are 
several important variables that influence both the best type 
of filter media for the job, and sometimes the change inter-
val itself, making a conversation with the consumer almost 
essential. “Higher oil change intervals are a combination of 
vehicles being built better, more technologically advanced 
oil formulations, and high-quality filtration media being 
used. Taking one item out of that equation, [such as] driving 
under loads or severe conditions, will reduce the life expec-
tancy [of the oil and filtration media] and reduce the inter-
val.” To cover a range of situations, Viper promotes a wide 
range in its change intervals of 5,000 to 10,000 km, varying 
depending on the individual consumer’s driving conditions. 
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Continued on page 14

Filter Market: Quality, 
Education Build Profits

By Martha Uniacke Breen

Extended oil change intervals can push a filter over the edge if it’s not 
designed for the job. For more, see “Reasons” on page 16.
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Affinia’s Fleming points out 
that recommending the better or 
best brand is a win-win for both 
consumer and tech—the tech in 
higher per-sale profits, and the 
consumer in getting a product that 
will protect his engine better and 
longer. “Our basic product meets 
the needs of the OE, but when 
you step up a level, it exceeds 
them. This can have value in sev-
eral ways,” he says. “For example, 
a motorist may know it’s time to 
go in for an oil change every 8,000 
km, but in practice he may go over, 
to 9,000 or 10,000. Having a pre-
mium filter in the car will accom-
modate that easily.”

Trying to maintain filter sales by continuing to encourage 
5,000-km oil changes, says Fram’s Buckley, is not the answer 
and may actually backfire on the service provider, especially 
if they simply install the value brand without discussing alter-
natives with their customer. 

“Many shops still push [5,000-km] oil changes with cheap 
oil and low-quality filters, because they want the car in the 
bay, to seal additional work. But most modern cars need 
no service every 5,000 km, so all they are doing is plugging 
up bay space with a no-profit oil change,” he says. “Use the 
correct, high-quality oil for the vehicle, use long-lasting, 
high-quality filters, and follow the OE recommendations for 
maintenance intervals. Then you’ll find you made money 
on the oil change, and the vehicle may need additional work 
when it comes in every [8-15,000 km].”
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Some ASPs object that they 
have to compete for oil changes 
from specialty shops, who gener-
ally install the least expensive oil 
and filter media for the job, and 
are turning the oil change into 
a price game. As Brian Fleming 
notes, however, “Even if it costs a 
couple of bucks more, you have to 
make people aware of the option 
of better products.” It comes back 
again to urging your ASP customer 
to engage in a dialogue with the 
consumer (something that most 
specialty shops don’t have time to 
do); many consumers will willingly 
go for a premium product once 
they are told that it can improve 

mileage, protect their engine, and other benefits.
A key part of maintaining a dialogue with the consumer 

is ensuring he knows that there’s more than one filter in his 
car—many motorists simply don’t realize their car also has 

MANN+HUMMEL USA, Inc. 
Tel (269) 329-7200 • www.mann-filter.us

Quality has a name: 
MANN-FILTER

Since 1941, MANN-FILTER has set the standard 
for filter quality and innovation. With a wide and 
growing filter program, we’re poised to provide 
our proven levels of service and partnership.

17 weekend getaways.
12 perfect beaches.

8,625 fun-fi lled miles.
1 fi lter brand.

Continued from page 12

Heavy Duty Filtration:  
A Growth Market

Especially given the challenges to profitability in the passenger 
car market, some jobbers are looking for opportunities else-
where to help build filter sales. Exploring the heavy-duty field, 
even if your coverage does not extend past comparatively 
simple commodities such as filtration, is well worth the effort.

As Fram’s director of heavy-duty marketing and product 
development, Layne R. Gabrogge, points out, “Most HD 
filters are sold to fleet owners. They are very maintenance-
conscious, and work hard to prevent equipment downtime. 
[Therefore,] they are very focused on the performance and 
durability of the filters.” Particularly in rural areas, this is a 
customer who will be highly receptive to a message that 
a premium quality filter and/or increased service intervals 
will help him maintain his equipment in top working order.

“Also, when you think of heavy duty, think beyond tractor/
trailers or semis, to other industries, such as mining and 
forestry, or the industrial/hydraulic business,” says Brian 
Fleming of Affinia. “Anything that uses hydraulic filtration 
offers potential.” 

There are several effective ways to gain an entrée into 
this high-volume business. Some companies, such as  
Affinia, offer a fleet program, to help jobbers gain a foothold. 
In addition, Fram’s Gabrogge and Jay Buckley suggest that 
jobbers conduct a fleet survey with their fleet customers (or 
potential customers). “That means going out to see the fleet, 
and recording all current vehicle information, including the 
parts numbers they are currently using. Then supply them 
with a list of filters for each piece of equipment, along with 
pricing.” The key to success is to tailor inventories according 
to your local market, and to provide superior service. 

Continued on page 16
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The World’s Leading Trade Fair 
for the Automotive Industry

Frankfurt am Main 
11  –  16. 9. 2012

New inspirations 
come as standard – 
welcome to 
Automechanika

Automechanika keeps the automo-
tive sector driving forward. No other 
trade fair showcases such an array 
of new ideas and trends for auto-
motive components, workshop and 
filling station equipment, IT and 
management, car wash facilities, 
accessories and tuning. Discover 
the latest innovations and informa-
tion, sharpen your competitive 
edge and keep ahead of the field – 
from 11 – 16 September 2012 in 
Frankfurt am Main.

www.automechanika.com

info@canada.messefrankfurt.com
Tel. 905-824-5017

Reasons Extended Oil Change 
Intervals Warrant Better Filters

Oil filters work hard to keep engine oil clean. And now, with extended oil change 
intervals, they’re working harder and longer than ever. But some filters on the 
market are simply not up to the task.

Robert Bosch, manufacturer of Purolator filters, offers four reasons extended 
service intervals require better filters.

Filter Capacity
The term “capacity,” when used in reference to an oil filter, does not mean the 
amount of oil it can hold. Rather, it refers to the filter’s ability to capture and hold all 
the debris it is likely to encounter in its service life. 

The longer the oil filter is in service, the more debris it is likely to be called upon 
to capture and hold. And, if it gets obstructed, causing the bypass valve to open 
and the unfiltered oil to be directed to the crankshaft, engine bearings, and other 
precision components, the result can be catastrophic.

Debris comes in from various sources including small metal filings, carbon 
buildup, gasket pieces, etc. 

All this can add up to substantial amounts of debris over the thousands of 
kilometres between oil changes. 

Filter Efficiency
Efficiency is a measure of the percentage of particles of a given size that a filter is 
able to capture. Quality filters will capture in the range of 98% or more of particles 
larger than one thousandth of an inch in diameter. 

Filter Construction
If an oil filter will be called upon to provide a longer service life, its materials and 
construction (in addition to its capacity and efficiency) also need to be able to 
withstand the added demands of extended service. For instance, in extended 
service, a filter canister will be exposed to many more high-pressure pulses from 
cold start-ups. So it would have to be designed to guard against fatigue failure. 

Filter Compatibility With Synthetic Oils
Since extended oil change intervals are more likely to involve synthetic oils, it is 
naturally more suitable to use an oil filter designed specifically to be compatible 
with synthetic oils to avoid degradation of the filtering function and failure of one or 
more internal filter parts or valves. 

The Purolator Synthetic oil filter, for example, utilizes 100% synthetic media 
with pleat support technology containing wire backing to offer substantially more 
capacity than conventional oil filters. It can capture and hold more contaminants 
over the longer life of synthetic oils, without getting clogged. 

Its combination of capacity, efficiency, and design technology helps maintain 
the integrity of the media for extended periods of time. 

an air filter and a cabin air filter, let alone how often they should be replaced. Most 
manufacturers recommend that the air filter be changed with every two to four 
oil changes, and that the cabin air filter be replaced at about 18,000 km. Service 
providers should habitually inform their customers when these intervals approach, 
and explain the benefits of this type of maintenance—ranging from improved per-
formance and fuel economy to a more pleasant (and in some cases, actually safer) 
atmosphere in the passenger compartment of the car.

The whole key to maintaining profits with filters is to ensure that your service 
provider is fully educated on the benefits of the premium options, and is encouraged 
to see the routine vehicle service visit as an opportunity to provide excellent customer 
service. Most manufacturers offer extensive educational materials to help explain the 
benefits of the better brands—some of it aimed at the consumer—and many consumers 
appreciate being offered a choice, especially if it will translate into better mileage, 
improved performance, or longer life for their car. 

Continued from page 14

P12,14,16 JULY TRACKER.indd   16 09/07/12   10:34 AM

http://www.automechanika.com
mailto:info@canada.messefrankfurt.com


CARDON p17.indd   17 12/07/12   10:16 AM

http://www.cardone.com


COVER STORY

18 JOBBER NEWS / JULY 2012

Sutherland Automotive, Saskatoon, Sask.

MORE THAN
BRICKS AND 
MORTAR

2012 
Jobber News Jobber of the Year

By Andrew Ross

takes all kinds to run a jobbing 

business.

First, there are those who 

grow up in it. Then, there are 

those who grow up through 

it—from driver to counterperson to 

owner. And there are those who 

looked at it from afar, crunched the 

numbers, and made the rational 

decision to become a jobber.

And then there are guys like 

Saskatoon’s Eric Knogler, whose 

entry into the jobbing world was 

nothing like any of that. He just liked 

the sound of it, and at the age of 26, 

made the leap.

Continued on page 20

IT

Teresa and Eric Knogler,  
owners of Sutherland Automotive 

in Saskatoon, Sask.
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“I was always into cars, and I saw an ad 
for an Acklands Bumper to Bumper and 
went through the meeting and all the rest 
of it. I was looking, but nothing else really 
popped up that I was interested in.” And 
with that he and wife Teresa became the 
owners of Sutherland Automotive.

While the initial stay with Acklands 
didn’t last, it did set his business on 
a good footing. His association  with 
Independent Distributors Limited fol-
lowed through the late ’80s, until Uni-
Select took on the Consolidated Parts 
Distributors warehouse in 1994. That 
shift raised Uni-Select’s capabilities in 
the region, and with that Sutherland 
joined the Uni-Select network. Five short 
years later, in December of 1999, it added 
ACDelco to its offerings.

And yet even after all these years, the 
decision to get into the business—or at 
least Knogler’s explanation of it—continues to leave people 
wondering aloud if there wasn’t more to it.

“You know, I was always into cars, so it was a car thing. 
Everybody asks me that, and I don’t have a really good answer. 
When you’re that age, you think it’s a good opportunity and 
you go for it.”

Regardless of how much or how little thought might have 

gone into the decision, there is no doubt that it was the right 
one—even if the first few years were a grind for the modest 
1,200-square-foot operation. Long days where Eric and Teresa 
were the only ones in the store were common. 

“There were a lot of times that you ate your lunch early 
because you were bored,” he laughs. “It was tough, but I 

COVER STORY Continued from page 18
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Congratulations, sutherland automotive! 

2012 Jobber news Jobber of the Year
And congratulations on your investment in long-term growth with 

the powerful epicor® eagle® business management solution.

www.epicor.com  •  1-888-463-4700  •  automotive.marketing@epicor.com
© 2012 Epicor Software Corp. Epicor and Epicor Eagle are registered trademarks of Epicor Software Corp. All rights reserved.

Continued on page 22

The Lone Star Automotive team in Prince Albert has helped extend the reach of Sutherland 
outside the Saskatoon market.
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Continued from page 20

Congratulations

to the 2012 Jobber News 

Jobber of the Year Award winners 

Eric and Teresa Knogler
and the team of Sutherland Automotive 

From your friends at

Federal-Mogul Canada

Continued on page 24

never thought about packing it in. It was always onward and 
upward.”

Now, more than 25 years later, the organization is on 
the cusp of expanding beyond the two existing operations: 
Sutherland’s main operation, housed in a 26,000-square-foot 
facility since April 1, 2011, and the Lone Star Automotive 
branch in Prince Albert, acquired in 2009.

And Eric and Teresa still enjoy coming to work every day, 
though they have more help now than when they started out.

They have built a reliable, experienced staff and are able 
to get away for some vacation time—though they’re never 

far from the daily goings on—and Eric thanks the staff for 
helping to make that possible.

In fact, Sutherland’s people have always been top of mind 
for him. 

He is fond of saying that it takes more than bricks and 
mortar; it’s the people that make a company. And it’s the 
quality of the people at Sutherland that he is most proud of.

“We enjoy a really good staff. And that’s what makes it 
possible. It’s the same when you look at another business. 
We are in the midst of a branch acquisition right now, and 

Sutherland’s Saskatoon operation 
now consists of 26,000 square 
feet of showroom, warehouse, 
and office space, a far cry from 
the 1,200 square feet of the initial 
location.
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You Rock!

www.ngksparkplugs.ca

Congratulations to Eric and Teresa Knogler and The Entire Team  
At Sutherland Automotive On Being Named Jobber of the Year.

From your friends at NGK Spark Plugs Canada Limited.

when we look at a store, we look for 
the people.”

He’s worked hard to create a team 
atmosphere. Even the shipping staff, 
typically relegated to the back forty, are 
up front in full view of the counter staff. 
“Why have shipping and receiving at the 
back? They are as important as every-
body else. They can see everybody work-
ing. And why shouldn’t the people in 
shipping share in the air conditioning?”

Altogether, his approach certainly 
seems to be paying off: Sutherland just 
marked its most successful month ever, and each month is 
seeing more growth.

“Business has been absolutely terrific. Saskatchewan is in a 
bit of a pocket right now. Even the oil prices are down right 
now, but we have oil and we have potash. Everything is on a roll. 
There is a really upbeat feel out here.”

Of course, a booming economy 
presents its own challenges, especially 
in oil country where wellhead wages 
can draw away skilled and unskilled 
staff alike.

“When we talk to customers, they’re 
having problems getting techs. We are 
where Alberta was and still is. There is a 
labour shortage.”

And in a way, his focus on training is 
one way he can help shops become more 
efficient and effective with the techs they 
do have.

“We really believe in training. We have a separate training 
room where we bring manufacturing in to conduct training 
and where we also do the ACDelco training.

“Training is a really big part of the industry, although 
sometimes it’s hard to get customers out to it. A lot of them 
are screaming that they want training, but then a lot of them 

say they don’t have time for training. 
Sometimes you have to make time.”

While some of the less intensive 
clinics are held at night, Eric believes 
strongly that for the full, hands-on 
technical training they conduct—the 
training room can even accommodate 
a vehicle, for true hands-on training—
it can really only be effective when it’s 
conducted during the day, when the 
technicians are fresh and alert.

Congratulations  
Eric & Teresa Knogler of 
Sutherland Automotive!

1-877-677-6577

Winners of Jobber of the Year 2012.

BluewaveEnergy.ca

Continued on page 26

Paint and bodyshop supply salesman  
Darryl Tomyn checks stock on the company’s 

Epicor Eagle system.

Some of the Saskatoon sales and management team assemble in the boardroom. Left to right, 
Darryl Tomyn, Brett Cozens, Eric and Teresa Knogler, Bob Kennedy, Roly Genest.
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Gates would like to congratulate everyone  
at Sutherland Automotive on receiving the 
2012 Jobber of the Year Award!

HOW DOES A COMPANY CONTINUE TO EXCEL
FOR OVER 100 YEARS IN AN INDUSTRY?

INNOVATION + FIRST TO MARKET.
For the past century Gates has been powering progress as one of the world’s leading parts  

manufacturers in the automotive industry, working with virtually every Original Equipment  

Manufacturer worldwide to design products for new vehicles as they are being developed.  

These strong relationships together with our commitment to continuous innovation enable  

us to offer a complete line of OE quality products for the Aftermarket. From Timing Belts to  

Micro-V Belts, Tensioners and Hose, for both import and domestic vehicles, you can be  

confident every time you sell or install Gates.

CONGRATULATIONS!

PATENTED PULSATING TECHNOLOGY 
ENSURES A SUPER CLEAN COOLING SYSTEM. 
PART # 91002 cleans radiators, heat exchangers, hoses and engine  
blocks more effectively than conventional flushes, maintains system  
integrity and ensures warranty coverage on replacement parts,  
including water pumps.

PROFESSIONAL TRAINING - FREE! 
Accelerate your automotive knowledge by learning technical information  
about belts, hoses and hydraulic products. We know you’re busy, so we  
launched Gates Performance Center, your source for free, self-directed  
online courses available anytime, day or night. 

DOWNLOAD THE NEW PICTM GAUGE  
BELT WEAR TOOL WITH YOUR iPHONE. 

Gates Parts Image Capture (PIC) Gauge Belt  

Wear App is the automotive aftermarket’s  

first digital belt wear tool designed for  

professionals. 

 
Gates PIC Gauge utilizes a photograph  
taken with the smartphone’s built-in  
camera, which is then analyzed by  
patent-pending software to determine  
the degree of rib wear detected. The  
analysis returns one of three results:  
within specifications (green), wear  
detected (yellow), or replace belt (red).  
Belt wear measurements can be  
captured from any automotive or  
heavy-duty K-section serpentine belt.

A NEW WORLD OF SALES OPPORTUNITIES. 
G-Force drive belts are designed for today’s recreational and utility  
all-terrain equipment. Whether trail riding, farming, ranching or extreme  
power sports, G-Force belts are engineered for drop in performance on  
demanding off-road conditions.

FOR MORE INFORMATION PLEASE CONTACT

 PACIFIC / WEST 
 Ray Lukat 
 rlukat@gates.com

 ONTARIO 
 Mike Smith  
 m.smith@gates.com    

 QC / ATLANTIC 
 Mike Metcalfe      
 mmetcalfe@gates.com
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C    ongratulations 
to Eric, tErEsa

and the sutherland team
from your friends at 

tenneco

Dixie congratulates 
Eric and  

Teresa Knogler 
and the team at  

Sutherland  
Automotive 

upon winning  

Jobber  
of the Year.

“We keep them here. We feed 
them lunch. We make sure that 
they don’t leave the facility.”

Average class sizes run eight 
to 12, three days a month, nine 
months a year. So despite the fact 
that he is sometimes frustrated by 
the attendance, he still manages to 
generate more than 200 technician 
training days a year, plus nightly 
clinics. Plus, he ensures that his own 
staff are trained and up to date. He 
adds that the CARS OnDemand 
testing and training provides an 
excellent resource for him.

“You have to keep on it. I don’t 
care which customers come. I 
don’t care if they buy from us or not. I don’t care who they 
are a customer of; they need training out there. 

“It’s easy to get jaded, but I refuse to throw in the towel 
on it. It is needed.”

He sees change wherever he looks, and believes in investing 
to ensure Sutherland is ahead of the curve. He also says that 
the investment in an Epicor Eagle system a year and half ago 
has helped keep inventories efficient, and it has had another 
side effect.

“We are doing more business now than in our old location, 
and the guys are saying it was kind of slow today,” he smiles. 
“That’s the point of having good systems and a good flow.”

He believes that investments like that help staff stay positive 
about their future too. They see the investment and they see 
the growth, and they want to be a part of it. 

He and Teresa both share a strongly positive attitude 
about the business and the future and, he believes, that flows 
throughout the organization. 

“If the top is happy and reinvesting some money, the busi-
ness flows down to the employees. They see different things 
happening; they see a proactive approach. They see we’re 
not sitting still.”

Sutherland is doing anything but. With one acquisition 
currently in the final stages, Eric is already thinking about 
next steps. He plans on creating a strong hub-and-spoke net-
work with Saskatoon as the base. 

He won’t say just yet where he’s looking, but he is looking. 
And if the past is anything to judge by, future expansions 

are going to be based on the people he can grow with—not 
the building they’re in.

Sutherland Automotive’s Saskatoon team; one of the best groups of aftermarket professionals you 
will find anywhere, says Eric Knogler.
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I t’s no secret that the financial crisis and ensuing recession’s 
aftermath have caused North Americans to hang on to their 
vehicles longer. Less known is how this trend has played out 
in the catalytic converter aftermarket, which has grown by 

leaps and bounds. 
According to data supplied by Tenneco Inc., manufacturers 

of Walker exhaust systems, an estimated 136 million of the 250 
million vehicles on U.S. roads alone are out of warranty. 

“In a growing number of cases, owners are choosing to 
invest in more moderately priced aftermarket converters, 
rather than OE-sourced replacements,” notes Pat Haynes, the 
company’s product manager, catalytic converters. “They are 
increasingly being regarded as representing the best value, 
particularly those sourced from leading manufacturers and 
brands.”

Canada too has seen the buildup of a large catalytic converter 
aftermarket to replace devices damaged, worn out through 
improper vehicle maintenance, or stolen (for the expensive 
alloys within), making them must-stock items, notes another 
expert, with a slightly different take.

“It is a good business,” says Pat Bruder, co-owner (along 
with brother Peter) of Exhaust Direct, which supplements its 
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Continued on page 30

exhaust bracket, front pipe, and resonator sales by distribut-
ing several lines of cats. “Not too long ago the market was 
dominated by a few large brands, but in recent years the prod-
uct has become increasingly commoditized and customers are 
now looking for the best value wherever they can get it.” 

Exhaust Direct recently began taking advantage of the trend 
by introducing its own private-label line of catalytic converters. 
“Expectations regarding cats are similar to those in almost any 
other industry—customers want everything,” says Bruder with 
a laugh. “Drivers want a superior product that will last forever. 
But they also want it cheap and they want it now.”

Surprisingly, it was sales in the company’s high-end line 
which beat expectations most handily. “Several years ago it was 
all about getting the cheapest model all the time,” says Bruder. 
“Nobody wanted to pay more than they had to. But at the same 
time, the cost of installing a new cat is so high, relative to the 
part itself, that many customers are now concluding that it 
makes more sense to go with quality.” 

Walter Fantin of Cat Exhaust Systems agrees. “In the old 
days, there weren’t as many universal and direct-fit converter 

Cleaning Up With  
Catalytic Converters

An aging vehicle fleet and tighter under-vehicle packaging are  
among the factors boosting direct fit catalytic converter market opportunities for jobbers.

By Peter Diekmeyer
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options (available),” Fantin explains. “Today I think that more shops are willing 
to spend a few dollars more to get the proper unit.” Fantin however cautions that 
demand for economical alternatives remains strong, and companies that service this 
market are rewarded accordingly. 

One of the major trends over the years in catalytic converters has been incremental 
product improvements by a slew of manufacturers, which have driven the industry as 
a whole forward. “In the old days many people used to cut off their cats because they 
were only there for anti-pollution purposes,” notes Bruder. “These days they do more 
than that—they actually also make your vehicle function better.”

Despite the fact that catalytic converters have been around for decades, the market 
continues to be dominated by major brands.

Yet the segment is constantly evolving, with dozens of players hacking at various 
niches. “In many respects it is very much shifting into a regional commodity business,” 
says Bruder. Customers want to deal with someone close to them who can make quick 
shipments in order to keep inventory low.”

Indeed, stocking the right parts is key, notes Fantin. “Imagine not being able to 
offer (customers) more than one line of brakes. What would happen to your brake 
sales?” he asks. “Exhaust is no different. Customers are looking for alternatives.”

Haynes agrees that effective inventory management is one of the best ways for 
jobbers to grow catalytic converter sales. “You have to make sure you have the right 
mix for your market,” says Haynes. “If you work with a major manufacturer, it should 
be able to provide you with a detailed analysis of the vehicles in your area, along with 
insight into the popularity of specific part numbers. For example, Tenneco sales 
representatives use a tool called WalkerINVision, to create comprehensive inventory 
recommendations based on documents and emerging demand patterns in each 
market. In many cases, this tool can help jobbers reduce overall inventory dollars 
while increasing sales.” 

Guy Trottier, product manager, aftermarket, at Ultra-Fit Exhaust Systems, which 
sells a full line of cats for domestic and import vehicles. also makes a big effort to 
keep a vast range of inventory. “We cover about 80% of market needs,” says Trottier. 
“But we can also manufacture a ‘one-off’ in 24 hours if a client is really in a jam.”

That said, those market needs are growing, says Trottier, in part due to changing 
systems in late-model cars, due to tightening government emissions regulations that 
necessitate higher-load converters. For the past 10 years, Ultra Fit has also been making 
more direct-fit (as opposed to universal) converters, which require less installation 
time.

Haynes has noted a similar movement among Tenneco’s customers. “Direct fit 
has seen significant growth—more than 50% since 2009—due in part to a continued 
shift from universal,” says Haynes. “The trend is being driven by a number of factors. 
But the most significant is the rapid growth of the foreign nameplate population. 
In many of these applications, the under-body packaging of the emissions control 
systems is very tight, so the converter needs to be more compact and might have 
complex pipe bends. As such, it is more difficult for the shop to install a universal 
converter, which typically requires cutting and bending.”

One good way to maximize catalytic converter profits is to minimize returns. That 
starts with customer education at the garage level, done either through clinics or 
visits by experts. Two years ago, Tenneco’s Walker team began conducting intensive 
emissions control diagnostics workshops that have proven popular with technicians 
and parts professionals. 

These kinds of initiatives remain important, says Fantin, as the market remains 
rocked by the aftermath from a glut of converters a few years back that caused engine 
warning lights to flash. “There were several reasons for this,” notes Fantin. “The first 
was that the market was feeling pricing pressure and was thus flooded with pre-OBD-
II approved catalytics. Most installers think that all universal converters are the same 
and are only focused on price, not realizing that if you put a pre-OBD-II converter 
on an OBD-II vehicle, it will pull a PO420 code.”

In fact, industry personnel agree that many returns are simply due to errors 
elsewhere in the system. “Many clients simply don’t have the money to properly 
maintain their vehicles by doing regular tune-ups and the like,” explains Bruder. 
“If that happens and the spark plugs foul up or if they use bad gas, the catalytic 
converter can blow. That’s why you are getting returns. And it is very important to 
try to find out the source of the problem. Often it is not a product defect.”
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New Diagnostic Tool Line 

Innova Electronics Corporation’s new Innova 
Pro CarScan line of professional-grade auto-
motive diagnostic tools is designed to help 
automotive technicians efficiently and effectively 
diagnose and repair “check engine” problems 
on 1981 to current vehicles, and troubleshoot 
anti-lock brake system (ABS) and supplemental 
restraint system (SRS) problems on newer 
model OBD-II vehicles. Each tool features 
a state-of-the-art processing chip that makes 
diagnosing vehicles faster than ever, new 
architecture to stand up to the rigours of daily 
shop use, and bigger, easier-to-read screens. 
The line offers five different tools at various 
price points, with a variety of features and 
functions to meet a wide range of professional 
automotive diagnostic needs and requests. 
Innova Electronics Corporation 
www.innova.com

ABS Wheel Sensors
Airtex Vehicle Electronics are 

designed for direct replacement 
of OE ABS wheel-speed sensors. 
The new Airtex sensors match 

the original parts’ mounting and 
connector designs and wire lengths to ensure 
fast, easy installation. Unlike many OE and 
replacement sensors, however, Airtex units 
are equipped with heavier wire insulation and 
harness sheathing to prevent impact- and 
corrosion-related damage. Each sensor also 
features weather-pack connectors that lock out 
dirt, moisture, chemicals, and other contami-
nants. Airtex ABS wheel-speed sensors come 
complete with mounting hardware, grease (as 
appropriate), and installation instructions. 
Many OE sensors offered in the replacement 
channel no longer include grease.
Airtex Vehicle Electronics
www.airtexVE.com

New Window Lift Regulators
Cardone has announced it has added 95 

new SKUs of its Cardone Select brand 
new window lift regulators (some with 
motors) in 2012 with more on the way. 
A few of the popular new applications 

include: 82-15016AR Honda Accord F/R 
2003-2007 (pictured); 82-15017AR Honda 

Accord F/L 2003-2007; 82-1358CR Nissan 
trucks F/R 2005-2010; 82-1359CR Nissan trucks 
F/L 2005-2010; 82-3017AR Ford/Mercury trucks 
F/L 2001-2007; 82-3018AR Ford/Mercury trucks 
F/R 2001-2007; 82-3427C Mercedes E-Class F/R 

2003-2010; 82-3428C Mercedes E-Class F/L 2003-
2010; 82-610B Dodge Dakota F/R 1997-2004; 
and 82-611B Dodge Dakota F/L 1997-2004.
Cardone
www.cardone.com

Rockford Driveline Reduces Repair 
Costs
Rockford Driveline offers a money-saving solu-
tion to driveshaft replacement with its High 
Speed CV Joint product line. Those want-
ing to replace the CV joint on an OEM high-
speed driveshaft are often forced to purchase 
a complete driveshaft assembly as high-speed 
driveshaft service components aren’t available 
from the OEM, thereby adding significant 
expense to the repair. Rockford reduces repair 
expense by enabling the user to simply change 
out the defective CV joint, while maintain-
ing the balance of the OEM high-speed CV 
driveshaft. Rockford Driveline High Speed CV 
Joints come “fully loaded,” and are produced 
to meet the design requirements 
of the original equipment 
manufacturer. The new 
assembly includes Rock-
ford’s super-strength 
OE-designed hous-
ing with precision-
engineered internal 
components, as well 
as the new CV boot, 
end cap, grease, and 
hardware needed to 
do the job right.
Rockford Driveline
www.rockforddriveline.com

Flex Pipe Configurations

Eastern Catalytic now offers a full range of 
Flex Pipes to complement its industry-leading 
catalytic converter programs. The line fea-
tures a wide variety of configurations including 
interlock and double bellows designs, and outer 
braid and inner and outer braid styles. The 
pipes are available in lengths from 3.75” to 14” 
and inlet/outlet sizes from 1.75” to 3.25”. The 
Flex line can also be ordered with and with-
out end pipes. Eastern’s Flex Pipe program is 
included in Eastern’s full line catalogue, which 
contains complete listings, descriptions, and 
specifications. The new catalogue is available 
as a download from the Eastern Catalytic web-
site. 
Eastern Catalytic
www.easterncatalytic.com
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Truck Tire Service Kit

Ken-Tool now offers the truck service industry 
the ultimate truck tire service package: the 
Blue Cobra Truck Tire Service Set. The new 
Service Set (PN 35442) centres on Ken-Tool’s 
acclaimed Blue Cobra Truck Tire Demount 
Tool, and includes six other needed com-
ponents to service most 22.5-in. and 24.5-in. 
truck tires quickly and easily.
Ken-Tool
www.kentool.com

Nissan Versa Replacement Exhaust
Bosal has just introduced a direct-fit OE style 
replacement exhaust for the Nissan Versa. The 
system is designed for the 1.8L Versa engine and 
comes in both Federal (EPA) and California 
vehicles. The hatchback unit covers model years 
2007-2011 and the sedan unit fits 2007-2009. 
Bosal aftermarket exhaust products are quality 
built to OE-style specifications for fit and form. 
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Switching from a conventional to a high mileage motor oil will not create gasket leaks? TRUE FALSE
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They feature a direct-fit, 
one-piece configuration, 
which eliminates labour-
intensive pipe bending, 
welding, and cutting.
Bosal
www.bosalna.com

New Formula Hand Cleaner
Permatex has introduced a new formulation for 
its Fast Orange Hand Cleaner. It now incorpo-
rates MicroGel Technology, and an innovative 
Polymer Emulsion synthetic solvent that elimi-
nates the need for citrus (orange oil) or petro-
leum-base solvents, while continuing to deliver 
effective cleaning power. Infused with the 
MicroGel Technology, Fast Orange delivers 
the same powerful and quick cleaning per-
formance that has made it so popular with 
both professionals and consumers alike. It is 
very effective at removing the toughest dirt 
and stains, including resins, oil, grease, tar, 
grime, soil, epoxies, paint, adhesives, and 
gasket sealants. The MicroGel cleaner feels 
smoother and is gentler on the skin. Its gel-
like consistency adheres better to the hands, 
which reduces the amount of product needed 
to get the job done.
Permatex
www.permatex.com
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will not generate possible sparks during operation and a system 
(fan) that will provide regular air exchange within the machine’s 
cabinet, to prevent a possible buildup of refrigerant inside of it 
should leakage occur. Beyond that, compared to R-134a R/R/R 
machines, the operator may notice that R-1234yf machines use 
a slightly different recharge procedure.” 

Shops should not enter into any purchasing decisions lightly; 
auto A/C systems that use R-1234yf cannot be retrofitted to 
accommodate R-134a. 

“If an R-1234yf vehicle is retrofitted with R-134a, there will 
be a decrease in air conditioning system performance. Charge 
port fittings on the R-134a and R-1234yf systems are different, 
preventing retrofitting,” says Gordon. 

Gordon says that 18 new or revised standards from the SAE 
(Society of Automotive Engineers) have been developed with a 
switch to R-1234yf in mind. These standards touch on vehicle 
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M assive change might be coming for the A/C 
category, as carmakers contemplate the switch 

to a more environmentally friendly refrigerant. 
The refrigerant in question, R-1234yf, has a global 
warming potential (GWP)—a score for how much 
heat greenhouse gases trap in the atmosphere—rating 
of four, compared to a rating of 1,430 for the current 
industry standard, R-134a. 

“General Motors announced it will implement 
the use of R-1234yf in new vehicle production 
beginning with model year 2013. Mercedes is the 
first vehicle manufacturer to import a vehicle with 
R-1234yf, and the Cadillac ATS is the first domestic 
model vehicle with R-1234yf,” states Keith Gordon, 
director of Canadian sales for Delphi.

While it may be eco-friendly, R-1234yf comes 
with its own challenges. For a start, it’s more expensive than 
R-134a, and (slightly) flammable. 

An article posted March 17, 2011 on the website of the 
Mobile Air Conditioning Society (MACS) cites industry 
speculation about R-1234yf prices in the US$40 – 60 per 
pound range. 

“Dedicated equipment will be required for the new refrig-
erant. We estimate that the primary equipment (recovery/
recycle/recharge machines, refrigerant identifiers, and elec-
tronic leak detectors) costs from US$3,500 to $6,500 for 
R-134a. We would expect that the cost of the same equipment 
for the new refrigerant would be in that range or slightly 
higher,” writes MACS president Elvis Hoffpauir.  

“Recovery recycle recharge (RRR) machines have to be 
designed slightly differently—mostly to deal with slight flam-
mability of the refrigerant,” says Paul DeGuiseppi, manager 
of service training at MACS. “From a design perspective, the 
main changes will include new type switches and solenoids that 

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

The Cadillac ATS is among the first vehicles to use the new R-1234yf refrigerant.
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air conditioning system components, service equipment, and 
technician training, he explains.

SAE standard J2845, for one, states that only certified 
personnel should service A/C systems that use R-1234yf, 
because of the slightly flammable nature of the refrigerant.

Beyond service standards, a switch to R-1234yf could affect 
the internal workings of a/c systems. 

If such a switch happens, “Many vehicles are going to start 
using a device called the suction line heat exchanger. It’s a 
part that is now used on a few R-134a systems. From what I’m 
hearing and seeing, it appears that many [vehicles] are going to 
have this component to increase the system’s efficiency, because 
of the slightly different characteristics of how [R-1234yf] 
works compared to R-134a,” says DeGuiseppi.

The suction line heat exchanger, also called an “internal 
heat exchanger” or IHX for short, “helps the refrigerant more 
completely change state,” explains DeGuiseppi.  

IHX devices have been used in commercial refrigeration 
since the 1990s, but aren’t a common component in cars, 
though this might change.  

“Our best advance information is that [the IHX] will be 
used in most R-1234yf-equipped systems. The thermodynamic 
characteristics of R-1234fy mean that an IHX is more beneficial 
for this new refrigerant than for R-134a,” reads a MACS report 
from May 2012. 

DeGuiseppi says the only vehicle that he knows for sure 
that’s currently using an IHX is the 2011-2012 Toyota Sienna. 

“There are supposedly some other vehicles also using 
them, but I cannot verify that,” he states.  

A few non-refrigerant-related trends are hovering on the 
horizon as well.  

“You will likely see more and more vehicle OEMs move 
towards electronically controlled variable displacement 
compressors, as opposed to the older manual pneumatic 
type of compressors. These systems allow greater control of 
the compressor output, which can assist with fuel economy 
and passenger comfort,” says Gordon.

“Electrically driven compressors are necessary in hybrid 
applications, because the engine stops frequently. As a result, 
the engine can’t be used to drive the compressor. To overcome 
this problem, an electric motor is used to turn the compressor,” 
explains David Jack, manager of Aftermarket Planning 2, for 
Denso.

In February, 2012, Denso released a new inline “e-com-
pressor” for electric and hybrid Ford vehicles. The inline 
electric compressor is smaller than previous versions, but 
offers the same cooling capacity while consuming less power. 
This means the vehicle’s lithium-ion battery range is extended 
when the A/C is engaged. 

Cooled car seats are another innovation that could become 
more common. 

“That’s one of the technologies we keep hearing about, but 
it’s been a very slow rollout,” says DeGuiseppi. 

While cooled seats are currently confined to mostly higher-
end luxury models, such as those offered by Cadillac, Lincoln, 
Mercedes Benz, BMW, Audi, Lexus, Infiniti, and even Hyundai, 
the technology could eventually be the norm, he continues. 

“Some people are saying that in 20 years, you may be seeing 
[A/C] systems like we currently have going away completely, 
in favour of systems that specifically aim the cooling or the 
heating at the human, not necessarily the entire air volume 
inside the vehicle interior,” says DeGuiseppi.

ADVERTISEMENT

What’s your stress level?
Everyone knows the importance the serpentine belt has on 
the ABDS (Accessory Belt Drive System), and the conse-
quences associated with a failed belt. Considering the num-
ber of people who rely on their vehicles either for work or the 
simple things like getting groceries and running around, this 
is productivity. When their belt breaks, productivity comes to 
a standstill – in other words, downtime, and it’s a dirty word.

Now consider the expense of the tow and labour the end 
user will experience when he takes his car back to their 

service provider and asks why 
the belt failed when it was just 
replaced at the recommendation 
of the technician. Belts are being 
replaced and the tensioner is not 
given any thought. Yes, 1 in 5 
vehicles needs a belt replaced, 
but what about the automatic 
belt tensioner?

Consumers don’t need the 
added stress of having a road-
side breakdown, especially if 
they’re on vacation or on their 
way to work. Shops sure don’t 
need the stress of an unhappy 
consumer coming back after a 
part was just replaced. As true 
professionals, we know the link 

between a properly working tensioner and the serpentine 
belt should be obvious. Gates has done an excellent job at 
providing training, for free and online, to help educate tech-
nicians and counter personnel on the importance of replacing 
the tensioner at the same time as the worn belt. The tensioner 
reduces stress on other system components, and by ensuring 
a properly working ABDS environment, keeps the end user 
productive and happy (in other words, off the side of the 
road). 

Take a moment to sign up at Gates Performance Center 
and learn more how Gates tensioners help productivity. 
www.aftermarkettraining.com 
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Automotive Internet Directory
Visit these companies directly at their web addresses or check out the growing list of Hot Links at www.autoserviceworld.com. 
To find out how your organization can be included in this directory and on the web, contact aross@jobbernews.com

  AUTOMOTIVE PARTS &  
  ACCESSORIES
Aisin World Corp. of America, Inc. (AWA), 

a leading Tier One 
automotive components 

supplier and one of the world’s largest 
manufacturers of aftermarket parts. AISIN’s 
original equipment technology and know-how 
is used to ensure product quality and reliability. 
To learn more about our products, request a 
catalogue today. www.aisinaftermarket.com 

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

 AUTOMOTIVE RECYCLERS
Standard Auto Wreckers
View Our Online 
Inventory @ www.
standardautowreckers.

com or call 416-286-8686. Experienced Shipping 
Department to Ensure Parts Arrive Safely.

  BUSINESS MANAGEMENT 
  SERVICES 

The Automotive  
Aftermarket  
E-Learning Centre Ltd
www.aaec.ca 
AAEC - BEST - Business 

Evaluation Support & Training - Instructing and 
Coaching with the Proven Business Management 
Tools that drives a shop’s Bottom Line, Team 
Culture and Marketplace Credibility.

 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.

SALES-MARKETING 
MANAGER required.    
Busy	automotive	aftermarket	
brake	and	chassis	distributor.					
Excellent	opportunity	for	profit	
sharing	OR	equity	(ownership)	

	for	right	person.			
Be	part	of	a	TEAM!		

Reply	to	Box	2,	Jobber	News,		
80	Valleybrook	Drive,	
Toronto,	ON	M3B	2S9

Times are
tough. 

Save some 
big bucks.

Get rid of those
hefty monthly 

payments for your
old computer. 

Look us up and
see how much 

MIB
can save you.

www.mib4canada.com

888-536-1438M
ON

EY
 IS

 S
HO

RT

FREE SETUP6 mos. free support
Ontario	based	aftermarket	brake	parts	

wholesaler	–	Ready	to	go	national.	
Looking	for	a		

Sales Manager	to	make	it	happen.
Reply	to	Box	1,	Jobber	News,		

80	Valleybrook	Drive,	
Toronto,	ON	M3B	2S9
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Editorial
Comment

T raining, like the weather, is something that everybody complains 
about, but nobody ever seems to do anything about.

Despite the many protestations about timing, method of delivery, 
subject matter, length of clinics, sessions, conferences, and so on, and 
the consequent herculean efforts on the part of many individuals to 
make adjustments to all of the above, this industry continues to be 

saddled with a particularly acute brand of not showing up for what’s good for them.
This is not a new situation, but with so much changing in the business and 

automotive landscape—I am hard pressed to find any aspect of life or business 
that has not changed significantly in the last five years—the need for more than 
just the top-tier businesses to take training seriously is more critical than ever.

And, while pointed criticisms about unwillingness to attend technical and business 
training is often directed at the service provider, you, the jobber, aren’t getting let 
off so lightly. The distribution and wholesaling business has changed, and requires 
finely honed skills in using inventory management systems, cataloguing, and a 
greater understanding of automotive technology and the tools your customers use 
than ever before.

And you, the owner and manager, need to understand the larger market and 
your own market better than ever to capitalize on market shifts, to continue to 
evolve, and, for those with more grey hair and years behind them than ahead of 
them, a proper exit plan that allows the next set of owners to continue to move the 
business forward in the years ahead.

Yes, the crème de la crème of our industry are doing most if not all of these 
things. You know who they are. They’re the same folks who also seem to be able to 
work with the association for the betterment of the industry, run a successful 
business, keep themselves, their staff and their customers happy and well trained, 
and somehow manage to keep a smile on their face through it all.

And many even find the time to promote greater involvement by their competitors. 
However, it is my firm belief that there are, quite simply, not enough of this best-

in-class performer to leave the entire fate of our industry up to them alone.
We need a good, healthy chunk of those who aspire to be the best showing up 

and promoting the right skills even as they struggle to come to terms with these new 
demands. 

A healthy industry requires a broad base of prosperous participants to keep 
the diversity of ideas and communication flowing. And it needs that broad base to 
ensure that it is able to take advantage of market opportunities and to protect itself 
against threats.

To me, the foundation for all that is training. And we simply do not do enough 
of it in this industry. 

I know it’s a tough pill to swallow, especially for those who have tried long and 
hard to make it happen with mixed results at best, but I’m asking you to rededicate 
yourself to training.

Have faith. It does pay off. 
And for what it’s worth, I am issuing a guarantee of sorts: hold or attend a 

training session and send me a pic (no cell-phone pics, please, they’re just too 
small) and a short description and I will guarantee it makes it into the pages of 
Jobber News and onto AutoServiceWorld.com. I figure maybe it will be the little 
nudge that puts your attendance over the top. 

And, in any case, everyone who attends training deserves credit.
So over to you. Kick-start your training and get a measure of fame. Sound good? 

—Andrew Ross, Publisher and Editor 
aross@jobbernews.com

BE A TRAINING STAR

NEXT MONTH

The Import Vehicle 
headlines in August,  
with Tips for Building 
Sales and Profits.
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