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Cequent Acquires Hitch
Manufacturer in Brazil
Cequent Performance
Products, a TriMas
Corporation business,
has acquired Engetran
Engenharia, Industria,
e Comercio de Pecas e
Acessorios Veiculares Ltd.
Headquartered outside of
São Paulo, Engetran is a
leading manufacturer of
towing products including
trailer hitches, skid plates,
and related accessories.
Cequent designs,
manufactures, and
markets a broad range of
accessories for light trucks,
sport utility vehicles,
recreational vehicles,
passenger cars, and
trailers of all types.
Products include cargo
management and rack
systems, towing and hitch
systems, and trailer and
electrical brake systems.
“We are excited to expand
into Brazil and see
tremendous opportunity
to grow our entire product
line of towing, trailering,
and electrical products
in this emerging
market,” says Tom Benson,
president of Cequent
Performance Products.
“This acquisition allows us
to leverage our full line
of products in this rapidly
growing market, as well as
better support our global
customers.”

Follow us on Twitter.
Get AutoServiceWorld.com
News and more by

Report: Extended Terms Could Put
Aftermarket At Risk
In the face of potential shifts in the financial markets, the impact of extended terms for
the aftermarket industry is cause for concern,
according to a recent study by KPMG.
The study was commissioned by the
Automotive Aftermarket Suppliers Association,
but looked at the entire aftermarket supply
chain.
“This spring, AASA commissioned KPMG
to conduct an in-depth study of this rapidly
expanding practice,” said Steve Handschuh,
president and chief operating officer for AASA,
in a statement. “AASA’s initial step was to help
provide a better understanding of this trend,
and if it carries potential risks for the aftermarket supplier community and the entire supply
chain overall.”
The KPMG study found that payment terms
in the automotive aftermarket far exceed those
in any similar industry and that, while there
have been benefits to extended terms to customers, banks and suppliers in the near term, the
conventional wisdom that extended terms is a
win-win-win ignores substantive costs and future
risks.
The long-term impact of extended terms on
the aftermarket as a whole is cause for concern,
says KPMG. Risks to the aftermarket value chain
include the impact of rising interest rates that
will require the industry to reverse extended
terms—or come up with billions of dollars to
cover the costs of carrying this model forward.
In addition, the preponderance of extended
terms means the aftermarket industry is now
more sensitive to credit availability and cost, says
KPMG, adding that credit cycles, like economic
cycles, are inevitable and hard to predict. The

author says that this may be a greater near-term
risk than interest rates.
This risk exposure is a sea change for the
historically stable aftermarket, it says. The aftermarket traditionally has been one of the most
resilient industry sectors, highly insensitive
to changes in external business conditions.
However, this evolving business model makes
that less true for all players in the aftermarket.
The study also pointed out that extended
terms have exacerbated the long-standing
industry risk of excess inventory in the aftermarket and minimized the focus and need to
improve inventory turns.
Among the conclusions is that it will not take a
crisis or a substantive increase in interest rates for
extended terms to lead to significantly increased
costs for the industry. KPMG found that the
expected increase in sales under extended terms
will lead to a $12 billion increase in total receivables over the next three years, that suppliers will
potentially need to fund.
And these working capital increases will substantially decrease margins in likely future interest rate environments.
“In the end, the aftermarket value chain—
retailers, distributors, suppliers, and financial
institutions—need to work together to ensure all
participants are pursuing business practices that
promote long-term sustainability and resiliency
of the industry,” Handschuh said. “The automotive aftermarket is a healthy, growing market
that is attractive to investors. All members of the
aftermarket value chain should work together to
keep it that way for a long time to come. AASA
looks to help facilitate industry dialogue on this
important area,” he concluded.

Saskatchewan Industry Award Presented
Automotive Parts Distributors
has announced that Anthony
(A.J.) Paul, employed by
Parkland Farm Equipment in
North Battleford, Sask., is the
winner of the Top Achiever
for the 1st Year AST Program
at SIAST Kelsey Campus in
Saskatoon, Sask.
This award recognizes the
hard work of the automotive
students enrolled in the SIAST
program. The selection is
based on academic achievement, work attitudes, and
work habits, as demonstrated
in shop and lab work.

following JobberNews
on Twitter.
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Bosch Updates Part
Finder App
Users of an iPhone, iPad,
or Android phone or
tablet who need a Bosch
part for a vehicle can get
the information they need
right from their mobile
device. In addition to the
initial Apple version of its
Vehicle Part Finder app,
Bosch has now released
an Android version of
the app. Bosch products
currently covered in the
Vehicle Part Finder app
include spark plugs, wiper
blades, oxygen sensors,
fuel pumps, battery
chargers, and now air
management sensors,
gasoline fuel injectors,
and glow plugs, providing
part numbers along with
images, features, and
technical attributes for
vehicles operating in the
United States and Canada.

Uni-Select Posts Second Quarter
Results, Announces Intention to
Reduce Operating Costs

Auto parts and supplies distribution network
Uni-Select Inc. has seen the impact of the U.S.
slowdown on its financial results in the second
quarter of 2012, and says it will be implementing
a rationalization and consolidation plan it says
will save $20 million annually.
The board of directors approved a distribution
network rationalization and consolidation plan
that also includes a revision of the operational
structure and the reduction of administrative
expenses. The company expects cost savings of
approximately $8 million in 2012 and of $20
million annually beginning in 2013. The total
cost of implementing the consolidation plan
will be approximately $22 million, of which
approximately $13 million represents an asset
writedown.
Uni-Select generated sales of $483 million in
the second quarter of 2012, compared to $475
million in the same period of 2011. Adjusted
EBITDA amounted to $32 million this quarter
compared to $33 million in the second quarter
2011. Net earnings stood at $15.1 million or
$0.70 per share in the second quarter of 2012
compared to $18.5 million or $0.85 per share for
the same quarter of the prior year. (All figures in
U.S. dollars.)
The increase in sales stems primarily from
the addition of purchased assets in Florida in the
fourth quarter of 2011, which was partly offset by
the temporary slowdown due to economic and
climatic conditions that prevailed during the
quarter in the United States. The effect of variations of the Canadian dollar relative to the U.S.
dollar had an unfavourable impact of $6 million
on sales for the quarter. Canadian activities, with
revenues of $145 million, generated organic sales
growth of 0.4% in the second quarter. U.S. activities offset this increase with a decline in organic
sales of 2.8% on revenues of $337 million.
The adjusted EBITDA margin stood at 6.6%
in the second quarter of 2012 compared to
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7.0% in the corresponding quarter of 2011.
This decrease was mainly due to the pressures
on operating margin from the rapid decrease in
sales, exceeding the rate of decrease in expenses,
and to an unfavourable change in the distribution channel mix.
Higher IT maintenance costs and support
costs related to the ERP system transition also
had an adverse effect on the adjusted EBITDA
margin, while better purchasing conditions
obtained on certain product lines have partly
offset some of the previously mentioned items.
For the six-month period ended June 30,
2012, sales grew 7.1% to reach $933 million,
compared to $871 million for the same period
of the prior year. This increase is primarily
attributable to the purchased assets in Florida,
consolidated organic growth of nearly 1%, and
an additional billing day in the United States.
These items were partly offset by the effect of
variations of the Canadian dollar relative to the
U.S. dollar, which had a negative impact of $8
million on sales.
Sales in Canada totalled $261 million for the
six-month period ended June 30, 2012, compared
to $265 million for the same period of 2011. For
the six-month period ended June 30, sales from
the U.S. activities increased from $606 million
in 2011 to $672 million in 2012.

Advics North America, Inc.
Commemorates 10 Years

Advics North America, Inc. marked the company’s 10th anniversary this year with a celebration that included founding members, family
companies, suppliers, and employees.
Advics designs and manufactures brake components and systems for most of the major automakers. Their systems are used in many of the
top-selling vehicles in North America.
Advics North America opened its doors back
in 2002, establishing an Engineering Technical
Center in Plymouth, Michigan. Advics has
expanded to include three manufacturing plants
and employs over 1,200 people in the U.S.A.
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After establishing its reputation with brake system components in the original equipment vehicle market in North
America, Advics NA decided to penetrate the aftermarket,
initially offered under the Sumitomo friction and Aisin brake
hydraulic brands. Over the past seven years, these brands
evolved into the Advics brand.
“Advics is growing rapidly around the globe. Advics
North America, Inc. will be an important part of supporting
the region with its technical and manufacturing capability,” said Takahiro Goshima, president and CEO of Advics
North America, in a statement. “We continue to develop our
capabilities to meet our customers’ requirements. Since our
founding, we have added new equipment and enhanced our
skills. However, we must continue to improve.”

There are some things you
never want to come back!

Toyota Launches Certified Used Hybrid
Vehicle Program

In a move that is sure to remind automotive professionals just
how long hybrid vehicles have been a part of the automotive
landscape, Toyota has announced that it will now be offering
“certified used” hybrid vehicles at its dealer network in Canada.
Drivers have purchased more than 69,000 Toyota hybrid
vehicles since the first Prius arrived in Canada in 2000.
Toyota certified used hybrid vehicles undergo a special 134point inspection that includes all hybrid components. Toyota
Certified Used Hybrid Vehicles are reconditioned, then backed
by Toyota’s warranty, which includes an eight-year/160,000 km
warranty on all hybrid components.

Epicor Helps Florida Jobber Get Established
on eBay Motors

Miami-based New Jersey Auto Parts has become the latest auto
parts business to establish a successful online retail presence
using the Epicor ListingExpert software solution for eBay Motors.
Epicor ListingExpert enables businesses to list virtually
any part, in any quantity, for sale through the global eBay
Motors marketplace. The solution generates comprehensive
eBay Motors product listings that include part description,
application references, and photos, as well as quantity, pricing,
and shipping information.
“This software solution is awesome,” says Roger Tapanes,
owner and president of New Jersey Auto Parts. “Even though
we’re just getting started, we’re already making multiple sales
a day on just the part numbers we have in the store. We will be
expanding to our full available inventory as soon as possible,
and Epicor will automate the listing process so we can focus on
fulfilling online orders and serving our wholesale customers.”
Epicor ListingExpert is fully integrated with New Jersey
Auto Parts’ previously installed Epicor Eagle business management system. Confirmed orders are transmitted to their
system via secure Epicor AConneX electronic connectivity. The solution also automatically updates their inventory
records following each sale.
“eBay Motors is one of the aftermarket’s most promising
new channels,” says Paul Magin, senior director, content and
connectivity, retail distribution solutions for Epicor. “Epicor
ListingExpert helps distributors and jobbers reach millions of
prospective customers around the world without investing in
additional overhead or losing focus on their core business.”
Sellers utilizing Epicor ListingExpert simply provide Epicor
with lists of products to be sold via eBay Motors. Epicor
automatically populates each listing with all required part
information as well as pricing and shipping charges as established by the seller. Each resulting order is transmitted to the
seller’s business management system and payment is processed
through PayPal.

No one likes comebacks, especially when you have
invested hours in a complicated clutch replacement.
Installing inferior parts can cost you time, money and
most importantly - your reputation.
When you install a LuK RepSet®, you get the same
flawless performance as the original equipment parts.
Designed and engineered to work together.
LuK Clutches: Do the job right the FIRST time .
Why risk your time and reputation with anything else?

Schaeffler Group USA Inc.
5370 Wegman Dr.
Valley City, OH 44280
Phone: 800.274.5001
Fax: 330.220.6529
www.Schaeffler-Aftermarket.us
Certified to
ISO 9001:2008

Continued on page 8
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Continued from page 7

Mazda Adds Canadian
Parts Distribution Centre
Ramping up OEM competition, Mazda Canada Inc.
(MCI) has announced the
opening of its new
Western Regional
Operations and Parts
Distribution Centre
(PDC). The centre,
located in Langley, British
Columbia, supplies
Mazda automotive parts
to Canadian Mazda dealers in four provinces in
Western Canada. It also
hosts a dealer training
centre for service
technicians and is the
new home of Mazda
Canada’s Western
Regional office. This
125,000-square-foot
facility, which is the
second Mazda PDC in
Canada, creates 13 fulltime jobs in the local area.
The launch of the
Langley PDC is the final
piece in a $20 million
Parts Distribution Center
Network expansion
project that Mazda North
American Operations
announced in July 2010.
The expansion creates
a network of seven Parts
Distribution Centers in
North America—five in
the U.S. and two
in Canada.

LuK Clutch Technical Assistance
Poster Released

Schaeffler Group USA Inc. technical assistance
posters promote the proper diagnosis and
installation of clutch kits, clutch hydraulics, and
flywheels.
The poster helps the technician identify
common installation errors that lead to unwarranted product returns and reduction in productivity at the shop level. The technical information for the poster came directly from the
Schaeffler Automotive Aftermarket Technical
Hotline that helps consumers with proper
installation techniques and trouble-shooting
difficult applications.
The four-colour fold-out poster also contains
technical information regarding LuK flywheels
and hydraulics, which are often overlooked
components to the drivetrain repair process.
Clutch replacement is not an everyday
occurrence at the typical shop, and the conveniently sized poster is meant to be hung in the
bays for easy access to the information.
The Schaeffler tech-line number is also
featured so the technician can call for help in
trouble-shooting problematic applications.

AutoZone Heads North

AutoZone is heading north, but before
Canadian auto parts players get too excited,
note that it’s heading way north: to Alaska.
The auto parts chain announced the grand
opening of its newest store in Wasilla, Alaska,
marking the company’s 5,000th store and its
entry into Alaska. AutoZone now has stores in

49 states, plus the District of Columbia, Puerto
Rico, and Mexico.
“We are thrilled to have a presence in Alaska,
and to be able to provide quality automotive
parts and products to the community. It is also
a great honour to celebrate the opening of
our 5,000th store in Wasilla, Alaska,” says Bill
Rhodes, AutoZone chairman, president and
CEO, customer satisfaction.
The city may be well known to many as the
centre that elected vice-presidential hopeful
Sarah Palin as mayor. She was elected to Wasilla
City Council in 1992, and became mayor of
Wasilla in 1996.

Mr. Lube Canada Hits Milestone
of Support

The third annual Mr. Lube Week at the Zajac
Ranch reached a milestone of care by hitting
the $100,000 mark for donations, furthering
the company’s commitment to strengthening
communities coast to coast through proactive
children’s health and welfare programs. Since
its inception in 2010, the funds have gone
directly to support the Zajac Ranch’s programs,
additional staff, travel, and accommodations.
This year’s Mr. Lube Week, held between
August 6th and 10th at the 40-acre Zajac
Ranch, brought together over 40 children with
life-threatening illnesses and chronic disabilities from across Canada. The camp also offered
a much-needed respite to over-stretched caregivers, who were able to rest at night knowing
their children’s complex needs are being safely
Continued on page 10

Performance parts distributor Keystone
Automotive Operations Canada held its 4th
Annual Crossdock Trade Show in August.
The event featured more than 100 manufacturer exhibits and a strong showing of muscle
cars and hot rods. Also on hand—for the first
time—was a chassis dyno for enthusiasts to
prove who had the “go” and who just had the
“show.” And, naturally, burgers and hot dogs
were in plentiful supply for keeping customers
well fuelled.
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Alldata Launches Updated
Online Presence
Alldata, LLC, has
launched an updated
online presence. The
revamped website boasts
a fresh look and feel, with
new features including
links to social media pages
on Facebook and Twitter,
as well as visitor polling
and more. Rich content,
such as new product video
testimonials, describe
Alldata’s leading-edge
technology and real-world
applications by customers
themselves. New content
includes client video
testimonials less than five
minutes in length and full
webinars that can range in
length from 30 to 40
minutes, depending on
the topic. These videos
provide visitors the ability
to decide for themselves
how much or how little
content they will
consume.

looked after by a team of trained medical staff.
“Mr. Lube is an important partner for the
Zajac Ranch,” says Carmen Zajac, president,
The Mel Jr. & Marty Zajac Foundation. “Their
generosity to date and commitment of ongoing
support has played a critical role in creating
new opportunities and shared experiences for
the children who come to the camp.”

Mr. Lube Week at the Zajac Ranch is just
one important part of the Mr. Lube Kid’s
Drive, a national charitable program that also
supports children’s welfare initiatives across
the country. Since it was set up, the initiative
has raised close to $1,000,000, with every cent
going towards improving the lives of children
who need it most.

BREAKING NEWS: The Carlyle Group to Buy DuPont
Performance Coatings for $4.9 Billion
At press time, global alternative asset manager
The Carlyle Group and DuPont announced
that they have signed a definitive agreement whereby Carlyle will purchase DuPont
Performance Coatings (DPC) for $4.9 billion
U.S. in cash. The transaction is expected
to close in the first quarter 2013, subject to
customary closing conditions and regulatory
approvals.
DPC is a global supplier of vehicle and
industrial coating systems with 2012 expected
sales of more than $4 billion U.S. and more
than 11,000 employees. The investment will
be funded with equity from Carlyle Partners
V and Carlyle Europe Partners III.
While more details are expected to follow, Carlyle executives have committed to
developing DPC operations as a standalone
company and have stated particular interest
in developing markets in Brazil and China.

Beginning with the third quarter 2012,
DuPont will classify and report results of DPC
as discontinued operations on a retroactive
basis. DuPont expects 2012 full-year earnings
from discontinued operations to be in the
range of $.41 to $.47 per share. Full-year 2012
guidance was last updated on and as of July
24, 2012, and was not updated again, as of
press time. The company will begin providing
full-year 2012 guidance from continuing
operations when it issues its third quarter
earnings announcement on Oct. 23.
DuPont plans to eliminate general corporate overhead costs that were previously
allocated to DPC but are not part of the
transaction. Additional details will be provided during DuPont’s third quarter earnings
announcement. As part of the transaction,
Carlyle will assume $250 million of DuPont’s
unfunded pension liabilities.

Visit us at .
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APPOINTMENTS

Cardone Industries, Inc. has
announced the appointment of
Kevin Cramton as chief executive officer. Cramton, who will
assume his duties in September,
will succeed Michael Cardone
Jr. Cardone will remain as chairman and owner of the company.
Cramton brings to Cardone more
than 25 years of experience in
the general and financial management of leading and growing
businesses. Most recently, he served
as CEO of Revstone Industries,
a major supplier of highly engineered automotive components.
Before that, he served as managing director of RHJ International
(Ripplewood Holdings), a publicly
traded investment holding company where he was responsible for
overseeing portfolio companies.
His tenure there followed a 20-year
career as a Ford Motor Company
executive whose assignments carried him all over the globe.
JOBBER NEWS / SEPTEMBER 2012
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MARKET
TRACKER

The Evolving Cooling

System Market

Belts and Hoses and the Tools to Help You Sell Them Are Better Than Ever
By Steve Pawlett

I

t’s hot and it wants to get even hotter.
That’s because the most basic function of
a car’s internal combustion engine is to
transform heat energy into effective power.
But, unfortunately, all of this heat cannot be
used for motive power. About 25% is used for
power, while 45% of the heat generated escapes
as exhaust and frictional losses. The remaining
30% is transferred into the engine components.
The heat that is absorbed into the engine must
be discharged, or else the engine will overheat
and fail. So, to protect the engine against overheating, a sophisticated cooling system regulates
the engine temperature to a proper operating
range.
Today’s high-performance engines produce
more power, and thus more heat, so improved
cooling systems are needed to maintain a proper
operating temperature. Water jackets surround
the engine and cylinder heads to cool them.
These water jackets are supplied with the latest
engine coolants, through upper and lower rad
hoses connected from the radiator to the engine.
The coolant is heated in the engine and then
forced by a water pump to circulate through the engine and
out to the radiator, where it is cooled by the fan and also by air
travelling through the radiator. Another important component
of this system is the thermostat, which regulates coolant flow.
Add to this a serpentine belt, and myriad sensors to control
everything from emissions to fan operation, and you have a
complex array of components to be aware of when cooling
maintenance or repair becomes an issue.
According to the Car Care Council, one in five vehicles
on the road today needs a new belt. Due to advancements
in belt construction and rubber compounds, it is difficult to
detect when a belt is worn past its service life and needs to be
replaced.
However, inventory tools from major suppliers have become
increasingly useful in the jobber world of parts proliferation.
12
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Years ago, Dayco started working with vehicles in operation
(VIO) data to hone suggested inventories, and this has blossomed into a whole series of tools for jobbers and service providers. Today, tools are more sophisticated. The company offers
three key technology-based tools for the market: Automated
Order Writing, also referred to as Preferred Parts, is a internal
software program tool that suggests appropriate popular
inventory for a given region; Custom Cataloguing is another
tool designed to help installers or fleet accounts when they
work on specific makes/models only; the Profit Calculator is
designed to provide the jobber salesperson with ammunition
when reminding an installer of the cash flow and gross profits
available on serpentine belt and tensioner replacements.
Continued on page 14
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MARKET
TRACKER

Continued from page 12

Veyance, marketer of Goodyear
brand belts and hoses, offers its
DataDrive Market Intelligence
tool. It uses information about
geographical locations, vehicle
types, and other factors to help distributors of Goodyear Engineered
Products stock the right products specifically for their local
markets, with up-to-date information down to the part number,
and helps identify potential buyers in the area.
Algorithms help it predict parts failures in local and
regional markets.
Gates Corporation has released a new interactive Accessory
Belt Drive System (ABDS) display and sales support materials.
To assist distribution channel partners and automotive
service providers with educating consumers on the importance
of their vehicle’s accessory belt drive system and the benefits
of proper maintenance, Gates has created the engaging sales
tool and visual aid.
“With the success of our recent timing belt display and the
need for increased serpentine belt inspection and replacement in the marketplace, we have created an ABDS display
to promote the importance of inspecting and replacing belts,
tensioners, and pulleys when needed,” explains Dave Miller,
Gates Aftermarket vice-president marketing.
The Gates campaign focuses on a “system” approach to
diagnosing belt wear issues, and the display is a great way to
show customers exactly why these parts are important to maintain optimum engine accessory drive performance.
In addition to the display, the ABDS kit includes drive
system diagnostic tools for professional technicians and sales
aids to capture consumer attention. Each kit is shipped with
everything needed to educate consumers and show them the
value of a complete system repair, and includes:
Laser Alignment Tool – Confirms proper alignment of
belt drive system.
Belt Wear Gauges & Instruction Cards – Used to determine
wear of serpentine belts.
Customer Waiting Area Poster – Captures consumer
attention and encourages a request for belt inspection.
Counter Mat – Illustrates system approach, showing the
functions of individual components and symptoms of worn
belts, tensioners, and pulleys.
Belt Stick Sample – Visual aid to help consumers understand when a belt is ready for replacement.
Belt & Tensioner Rebates – Three $20 consumer rebates
off the purchase of a Gates Micro-V AT belt and DriveAlign
tensioner.
Having access to the proper inventory leads to customer
satisfaction, increased sales, and an efficient inventory system.
For example, CRP Automotive, makers of Conti Tech
Serpentine Belts, provides an online easy look-up of CRP’s
catalogue. It can be accessed through the CRP Automotive
Conti Tech brand website, www.showmetheparts.com/crp,
or www.contibelts.com.
CRP offers an all makes/all models Conti Tech serpentine
belt program for both domestic and import vehicles. Also
known as Multi-Rib belts, the Conti Tech belts are OE-quality
in form, fit, and function. They are designed with extended
service life intervals and require no re-tensioning.
Conti Tech serpentine belts come in a wide range of sizes
and are designed to be oil-resistant and temperature-stable
from minus 30°C to 80°C. They are built to deliver 98% power
efficiency and feature a lower profile design that easily handles
higher engine revs, reduces noise, and provides cooler running
temperatures.
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Gates launches Smartphone App
for belt wear diagnostics

U

sing state-of-the-art digital imaging technology in
concert with industry-standard specifications for

serpentine belts, Gates PIC Gauge utilizes a photograph
taken with a 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; Replace Belt – Red. Belt wear measurements
can be captured from any automotive or heavy-duty Ksection serpentine belt.
“One of the easiest and best ways to avoid expensive
repairs down the road is to replace a vehicle’s serpentine belt
on time,” explains David Miller, vice-president of marketing at
Gates. “While the typical customer may not think to have the
belt checked, PIC Gauge allows professional technicians
and service writers to easily inspect a vehicle’s belt while in
the shop for routine maintenance or repair.”

Since the late ’90s, auto manufacturers have phased out
the use of neoprene belts and now install ethylene propylene
diene monomer (EPDM) belts on new models. EPDM is a
superior technology with better performance characteristics;
but, like any wear part, belts made with this material have a
limited service life. As EPDM belts age, they rarely show wear
symptoms such as cracks and chunk-outs that are typical of
neoprene belts.
Along with its industry-wide cooling system maintenance
and awareness program, Gates has introduced the Powerclean
Flush Tool, which uses a patented pulsating technology, clean
water, and compressed air to scrub deeply into cooling system
corners and crevices, dislodging more debris and accumulated sludge than a garden hose or evacuation flush.
Gates offers the tool to address the need for a more thorough way to flush radiators, engine blocks, and most importantly, heater cores.
Extensive laboratory testing of coolants and their behaviour
on water pumps has shown that improper cooling maintenance adversely impacts the water pump. Cross-contamination
of coolant and mixing of coolant chemistry can lead to premature and catastrophic water pump failure.
Testing by the American Society for Testing Materials
(ASTM) as well as Gates research show that water pump surface
material loss does take place in the system, and is not limited
to the water pump. This material loss is harmful to water pump
seals and results in compromised mating seal surfaces. Over
time, all metal components in the cooling system can succumb
to premature failure.
Whether you are dealing with a customer walking in with
a broken belt in his hand or a professional technician on the
phone looking for a heater core for a PT Cruiser, by utilizing
all the tools made available to you by your suppliers you can
ensure your customers will leave satisfied that they received
the best advice and the best quality components for their
vehicle.
JOBBER NEWS / SEPTEMBER 2012

12-08-31 12:52 PM

GATE P15.indd 15

12-09-10 8:06 AM

ASRW PREVIEW

Automotive Service &
Repair Week (ASRW)

October 10 to 13, 2012 • Morial Convention Center, New Orleans

A

SRW, scheduled for
Oct. 10-13 at the Morial
Convention Center in
New Orleans, La., includes
the International Autobody
Congress & Exposition (NACE)
and the Congress of Automotive
Repair & Service (CARS), which
makes it an industry-leading
event for dedicated professionals to conduct business, network, and engage in industry
issues.
Online housing and attendee registration are open, and
provide a variety of hotel
options within the vicinity of
the Morial Convention Center.
For more information, visit
www.ASRWevents.com.
NACE represents the only
B2B event of its kind specifically designed for collision repair
industry professionals from
around the globe. NACE features a comprehensive educational conference and exposition, with hundreds of diverse
exhibiting companies displaying
the latest equipment, products,
services, and technology available to today’s collision repair
industry.
CARS features a high-quality
education lineup led by industry
leaders, along with an exhibitor
showcase of automotive service
and repair-related equipment,
products, and services.

SHOW HIGHLIGHTS

Major Exhibitors Commit to ASRW
Returning paint companies highlight the list of exhibitors at
this year’s show.
Confirmed paint companies that will exhibit at ASRW
include:
DuPont Performance Coatings
BASF – The Chemical Company
Sherwin-Williams Automotive Finishes Corporation
Valspar
16
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Matrix System Automotive Finishes, LLC
Axis Performance Coatings/Vogel Automotive
Coatings
Fashion Paint
Silver Sails Paints
Additional coatings companies exhibiting at
ASRW include:
Beta Color
Chemicar
ChemSpec USA Inc.
Lusid Technologies Inc.
Roberlo, S.A.
In addition to exhibiting, DuPont
Performance Coatings will again sponsor the Opening General Session/Keynote
on Thursday, Oct. 11, as well as the MSO
Symposium, and will exhibit in booth #1001.
BASF is also sponsoring the MSO Symposium
and will exhibit in booth #1229.
I-CAR Announces Training Schedule at ASRW

I-CAR has released its training schedule for this year’s event,
and will provide 11 training classes beginning Wednesday, Oct.
10, through Friday, Oct. 12. Each instructor-led (live) class will
be four hours in duration. Online registration is available for
$93/course at www.ASRWevents.com.
A long-standing supporter of ASRW, I-CAR will return to
the event this year with some of its newest training, such as the
premiere of its Blueprinting Process and Damage Discovery
JOBBER NEWS / SEPTEMBER 2012
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(BLU01) course. During this “live-demo” course, students will
learn how blueprinting can lead to more accurate damage assessments and gain insights into applying the blueprinting process
in their own shop environments. The live demo will include the
disassembly of a vehicle and steps to discover hidden damage.
The blueprinting course will take place Thursday, Oct. 11,
and Friday, Oct. 12, from 10 a.m. - 3 p.m. on the ASRW show
floor, and will have a maximum of 15 students per session. The
course costs $100/student and registration is available online.
Six Sessions Led by Carquest Technical Institute

Six technical training sessions within the ASRW Conference
Program will be powered by the Carquest Technical Institute
(CTI).
“Carquest Technical Institute is thrilled to again participate in the ASRW Conference Program. The high-quality
education ASRW provides complements our philosophy and
reputation of delivering first-rate instruction, and ASRW is the
perfect place for us to reach our target audience,” says George
Lesniak, Carquest Technical Institute director of training.
The conference sessions powered by Carquest Technical
Institute that will be offered at ASRW 2012 are:
• The Problem with Reprogramming
• Navigating the Electrical Roadmap
• Electronic Power Steering
• Modern Misfire Diagnosis – Part 1
• Modern Misfire Diagnosis – Part 2
• New Vehicle Technologies
“Providing Carquest Technical Institute sessions at ASRW
is an excellent value for our mechanical service/repair attendees. CTI has an outstanding reputation for providing practical
and useful information, from the best instructors in the industry. We’re so pleased to include their sessions in the ASRW
Conference Program again this year,” says Lindsay Roberts,
ASRW show director.
Conference sessions powered by Carquest Technical
Institute are offered as part of the ASRW Conference Program
beginning Wednesday, Oct. 10. Early bird pricing for conference sessions is available and an all-access Super Pass is only
$335 through Aug. 16; individual sessions are $70 (90-minute)
and $130 (3-hour), and all exhibitors are offering a discount
of $50 off any conference purchase. For detailed information
on the CTI conference sessions, including length, time and
instructor, as well as the entire conference program schedule,
please visit www.ASRWevents.com.
ASRW Recognized as a Top 250 U.S. Trade Show

Automotive Service & Repair Week (ASRW) has been named
to the 2011 Trade Show News Network’s (TSNN) U.S. Top 250
Trade Shows list for the second consecutive year.
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The list represents the top 250 trade shows held last year,
ranked by net square footage, in the United States. ASRW
2011 was held last October in Orlando, Fla. The full list can
be found at www.TSNN.com/datasite.
ASRW 2010, held in Las Vegas, was also recognized on the
inaugural TSNN Top 250 list last year. NACE was previously
recognized in 2004 on Tradeshow Week’s Fastest 50 list of the
fastest-growing trade shows in the United States, and appeared
on the magazine’s Top 200 list each year through 2010, when
the magazine ceased production.
“Continually being recognized on such a prestigious list
is not only a great accomplishment, but a great reminder of
what a large, relevant event ASRW continues to be. We’re
thrilled to be included again this year,” says Roberts.
SkillsUSA returns to ASRW

The winners of this year’s SkillsUSA Championships in
Collision Repair Technology and their instructors will attend
the event as featured guests at the ASRW Awards ceremony
and Opening General Session.
The winners and their instructors will be recognized at
the Opening General Session Thursday, Oct. 11, as well as
the ASRW Awards event Friday, Oct. 12, held off-site at the
National WWII Museum. Tickets for each event are $25 ($35
after Aug. 16).
“The SkillsUSA winners represent the next generation of
collision repairers, and we consider it a great honour to be
able to recognize their outstanding work among the industry
at ASRW. We are thrilled to welcome the SkillsUSA gold medal
winners and instructors back to the show,” says Ron Pyle, ASA
president and chief staff executive.
17

12-09-10 7:35 AM

When Bankruptcy Looms,

MONEY &
MANAGEMENT

H

Mark Borkowski is president
of Mercantile Mergers &
Acquisitions Corporation.
Mercantile specializes in the
sale of privately owned midmarket companies. He can be
contacted at www.mercantilemergersacquisitions.com.
Jeffrey Carhart is a
Bankruptcy and Insolvency
Partner of Miller Thomson
based in Toronto. He can be
contacted at www.millerthomson.com.
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What Are Your Options?

as the time come when you are seriously
considering declaring bankruptcy? Looking
at acquiring a business that has? There are a
number of crucial facts you need to know.
I spoke with Jeffrey Carhart, a respected
expert in the area of corporate bankruptcy and
insolvency and a partner in the law firm Miller
Thomson. and asked some key questions about
bankruptcy.
MB: You hear about certain different types
of insolvency proceedings: receivership, CCAA,
and bankruptcy. What are they and how are they
different?
JC: The simplest way to consider the differences is to think about who is in control of the
insolvent company. The Companies’ Creditors
Arrangement Act (CCAA) is the Canadian equivalent of Chapter 11 in the United States. It is a
system whereby the debtor itself can remain in
control of its affairs, under the supervision of the
court and with the benefit of a stay of proceedings. One of the unique features of the Canadian
system is that you have a monitor who will fill a
supervisory role. You do not have monitors under
Chapter 11.
With both receiverships and bankruptcy,
the control of the insolvent company has been
turned over to a third party—either a Receiver,
in the case of a receivership, or a Trustee, in the
case of a bankruptcy.
There is still such a thing as a private receivership, which is where a receiver is appointed
under security; however, today most receivership
is done through the courts.
MB: In your experience, what kinds of clients
run into these issues?
JC: I have always said that no matter how
perfect you may be as a company, it is almost
impossible to avoid being affected by the insolvency process at some stage or another. In my
experience, even the strongest companies will
encounter a situation where one of their customers or one of their suppliers gets into trouble.
MB: How should a supplier respond to a customer who is getting into trouble?
JC: A supplier should take security in unpaid
inventory or equipment that it is providing to
a customer. Rules under the Personal Property
Security Act legislation will allow a supplier to
take such security easily, and on the basis that it
will have priority over the specific inventory that
it has provided.
Once the customer commences formal insolvency proceedings, the waters can get rougher,
but there may still be some positive scenarios.
Under the CCAA it may be possible that the
debtor will designate a supplier as being a “critical supplier” and that may pave the way to getting
pre-filing accounts receivable paid. However,
I don’t want to give the impression that being
designated as a critical supplier is going to be a
common thing—on the contrary, it will be rare.

It is very important to stay on top of these situations. Most CCAA proceedings are really based
around a sale process. What tends to happen in
most of these cases is that the business will get
sold rather than reorganized.
The debtor may try to assign your supply contract, with or without your consent or participation in the process.
Canada has a remedy that allows unpaid suppliers to try to recover what are called “30 day
goods” in a receivership or a bankruptcy situation, but not in a CCAA situation. There are a
number of requirements that have to be met.
MB: In your experience, are there any “positive” opportunities that arise from the insolvency
process?
JC: Many businesses now change hands
through the insolvency process. While you often
see this happening on a massive scale with large
international companies like Nortel, it also happens to smaller companies that are not household names.
Canadian businesspeople should be alert
to the possibility of acquiring the business of
an insolvent competitor or just acquiring some
market share generally through the insolvency
process, but they also need to understand the
process. It is not the same as buying assets from
a solvent company. “You will be asked to buy the
assets “as is, where is” and you will not be able
to get long lists of representations and warranties. You should take out all of your concerns
through the price in the agreement. These can
be fast-moving transactions, but I have seen many
businesses succeed after being transitioned in
this way. It is critical to negotiate an agreement
appropriately.
It will be a competitive process, where the
receiver or the trustee or the company in CCAA is
going to be evaluating multiple offers. Therefore,
it is important to make your offer look the best,
while at the same time not giving away something
that is critical for your protection.
When you’re looking at investing in the
acquisition of an insolvent company you must
understand what the problem is, and ensure
your offer to purchase or to invest is structured
in a way where you do not get drawn into the
problem.
It is also critical to carry out due diligence
on all aspects of the business. In the last few
years there have been a lot of surprising court
decisions concerning employee-related matters.
Some of those decisions have related to pension
liabilities, and there are tremendous strains all
over the world right now on both private and
public pension plans. The bottom line is that
if you need to take on the employees to make
the business successful, it is vital to understand
exactly what is and is not owing to the employees
and how those arrangements can be moved over
to a new go-forward entity.
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By Steve Pawlett

ON

a scale of 1 to 10, how would you rate your customer skills?
When it comes to telephone communication, how
do you make your business stand out from your
competitors? Do your customers receive a great
experience each and every time they pick up the

phone to do business with you? Do you give them a reason to call back?
You need to own your customers before the competition does. Every single customer that
calls or walks into your establishment wants to feel special, to know they are well served and
not charged too much. By building good relationships with customers you improve loyalty,
repeat business, and of course, your bottom line.
On average, consumers spend $800 to $1,000 per year on vehicle repairs. With vehicle
ownership costs continually rising, vehicle owners are looking to find ways to reduce their
operating expenses. As a result, customer attitude towards vehicle maintenance is now
becoming more proactive rather than reactive.They’d rather follow through with preventative
maintenance now than deal with a bigger problem down the road.
As a service parts professional, your role is to determine what the customer really needs
and pair those needs with the right product, whether it’s an OE replacement part or an
aftermarket upgrade, each and every time.
Canada has one of the most diverse working populations in the world, and with a rapidly
changing global economy, it has never been more important to truly understand one another.
Diversity is good for business as it wins customers from varied backgrounds and improves
workplace morale. Promoting an inclusive atmosphere at work where there are various
ethnicities, generations, degrees of physical ability, sexual orientations, social groups, and

ales
g

cultures is the norm today.
Ask yourself, does your business stand apart from all the others when it comes to
customer service? A key step to ensure you exceed customer expectations each and
every time is to build product knowledge by working closely with your suppliers.
Always utilize Point-of-Sale (POS) material provided by suppliers. Talk to your reps about
upcoming training seminars/webinars and other product knowledge building clinics.
Check out supplier websites for product categories and specifications. Many suppliers now
offer interactive websites and detailed product bulletins online.
Also, industry resources such as those at CARS OnDemand can provide valuable
training to help bridge any knowledge gaps that can present themselves in the face of
changing automotive technology.
In addition, the CARS Ability resource will help you assess your sales team’s strengths and
weaknesses and what training should be sought.
Then contact the appropriate training suppliers and discuss online and in-class training
options with them. Working together will result in improved service and sales.
And, of course, check out the following pages, full of sales tips and market information that
can help improve your sales and your profits.
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Ride Control Sales:

Safety Issues Key
Educating customers on how shocks, struts, and ESC systems work in
unison to provide superior crash avoidance can increase your bottom line
By Steve Pawlett

W

hen we think of ride control, the first thing that comes
to mind is usually comfort. Certainly a quiet, smooth
ride is a major selling feature, and quality ride control will
deliver this in spades. However, a primary purpose of ride
control is accident avoidance. Keeping shocks and struts in
optimum operating condition is paramount to driver safety.
They ensure the wheels hold to the road, providing a safe,
smooth ride.
In a nutshell, shocks and struts affect the drivability of
the vehicle by optimizing braking, traction,
handling, and tire wear.
However, many vehicles just don’t
ride well, even when the original
equipment shocks and struts are in
perfect condition. The early generation SUVs fall into this category.
The combination of relatively stiff
springs, heavy-duty dampers, and
large wheels and tires is not one
that lends itself to a car-like comfortable ride. This is especially true
with short-wheel-base SUVs that
tend to have a rough, choppy ride.
Many small economy cars also
come up short in terms of ride quality
and handling performance. The low
mass of the vehicle, combined with a
lightweight strut suspension and rack and
pinion steering, means there is little to soak up road feedback
and harshness. Many small cars also fail to handle extra weight
gracefully, and bottom out quickly when loaded with extra passengers or cargo.
Performance cars with sport suspension can also be a source
of ride control complaints. A rock-hard suspension may be
fine for taking hairpin turns at high speeds and generating
impressive lateral acceleration numbers, but an overly stiff
suspension cannot handle the rigours of speed bumps and
potholes in everyday driving. Some vehicle owners soon get
tired of the harsh ride.
Being aware of these differences provides you the opportunity to sell the customer the components that are better suited
to their driving style and performance expectations.
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Worn shocks and
struts can be replaced
with a variety of upgrade
options. Heavy-duty shocks
and struts generally have a larger
piston bore, and are a good upgrade
option for trucks and SUVs used for
towing. Premium gas-charged shock
absorbers and struts can make a noticeable
improvement in handling and cornering
on vehicles that are not originally equipped
with such units. For this reason, gas dampers
should be recommended for all applications.
Special high-pressure gas struts and mono
tube and dual tube shocks are also available
for drivers who want the ultimate handling
performance. Adjustable dampers as well as
electronic shocks and struts are also available
for applications that require these types of
units.
Common signs of ride control
wear include nose-diving when
braking, steering wheel vibration,
and excessive lean or sway on turns.
Uneven tire wear, excessive bounce on
rough surfaces, and of course, the telltale oil leak
from a strut or shock is a sure sign of failure.
When selling components to consumers and technicians
alike, it is important to be aware of today’s more complex suspension systems and understand how each component interacts with the other.
A good analogy is a marathon runner training in worn-out
shoes. This will surely lead to not only painful foot blisters but
could result in a ligament or hamstring injury. Same goes for a
vehicle’s suspension system. One worn component can lead to
excessive wear to other parts, just as the kneebone is connected
to the thighbone, etc.
KYB Americas Corp. has launched a new comprehensive
stability control sales and training program for service providers.
The program came about in part due to the rapid increase of
Continued on page 24
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Continued from page 22

result in a happy, repeat customer.
According to a consumer survey by Monroe, 70% of people
think the primary function of shocks and struts is to provide a
comfortable ride. Consequently, replacement is seen as a low
priority. Only 21% of people surveyed recognized the fact that
new shocks and struts can improve handling.
By educating consumers on the safety benefits of upgrading their suspension system, your service provider customers
can improve the quality and safety of their customers’ ride and
increase their bottom line at the same time.
Some 56% of respondents said the most compelling reason
for replacing shocks and struts is to improve vehicle safety,
handling, and control. The safety aspect of the ride usually
does not receive much attention because few people realize its
importance. Outlining the safety improvements of a suspension
upgrade is an effective way to cinch the sale.
Tests carried out by the Cologne Institute for Traffic Safety
in Switzerland found marginal shocks (50% less dampening
ability than new shocks) increased the distance it took to stop
the vehicle by 21 to 31 feet at 31 mph (50 kph). That’s a 23%
increase!
This occurred because the worn shocks allowed the wheels
to hop, rather than maintain good contact with the road surface.
In other tests they found that braking while cornering on
slick roads with worn shocks could make a vehicle lose control.
It’s also prudent to ensure all staff have read and understand
the latest tech bulletins provided by suppliers. Knowing what’s
on the shelves and how it can improve vehicle performance
allows staff to answer customer questions with confidence and
ultimately make the sale.
Point of Sale (POS) material provided by suppliers should
be fully utilized to further educate customers. Ensure your reps
talk to service providers about training seminars, and make
sure staff attend all product knowledge building clinics.
Ride control remains one of the most communicationdependent categories jobbers deal with; strong communication
to consumers and professional technicians alike has proven to
benefit sales and customer satisfaction.

strut-equipped vehicles and the higher cost of replacing them,
which has made it more difficult for the service provider to earn
the sale.
KYB training includes shock and strut technical information, information on how to evaluate shock and strut performance, and how to easily communicate the purpose and value
of maintaining vehicle-design ride control performance to the
customer.
The training program is administered by qualified KYB
Ride Control Specialists in live classroom sessions or interactive online webinars in the U.S. and Canada. At the end of the
program, attendees can expect to have a better understanding
of the true purpose of shocks and struts, a belief in the value
of maintaining vehicle-designed control, and communication
techniques to explain these important points to the motorist.
“As a manufacturer, it’s vital to consider the knowledge
and training needs of our distribution and service provider
customers,” says KYB director of marketing and training Mac
McGovern. “We spearheaded our ‘Stability Control and Sales
Training’ program to supplement KYB’s superior product, with
knowledge and communication tools the service provider can
use to create sales opportunities in the shop.”

Electronic Stability Control

If a vehicle is a model year 2000 or newer, it very likely has an
Electronic Stability Control System, or ESC. This is an amazing
on-board electronic system that helps to prevent spin-outs and
rollovers.
It’s well known that most accidents that involve losing control of the vehicle occur when the vehicle is driven beyond its
traction limits, such as over-steer or under-steer or driving too
fast for conditions.
The ESC senses when the vehicle is rolling or leaning too
far or when the tires begin to lose traction. The system instantly
reduces engine speed and applies one of the individual wheel
brakes in just the right amount to keep the vehicle in control.
A wide array of sensors linked to an on-board computer is
the brains of this system. Numerous studies have shown ESC
is highly effective at preventing loss-of-control and fatal
crashes.
On average, more than 60% of vehicles entering
service bays are equipped with 10-year old ESC systems;
about a third of 2005 vehicles have ESC, and more than
half of 2007 light-duty vehicles are equipped with ESC.
While the electronic components of the ESC system
BS works great at preventing skidding and sliding in a straight
don’t wear out like shocks, struts, and tires, it is imporline, and Traction Control prevents wheel slippage, but only ESC
tant to inspect the system on a regular basis.
prevents vehicles from skidding during curves.
You should definitely point this out to your customer
ABS (Anti-lock Braking System) is designed to eliminate the tires
and recommend they check the owner’s manual for an
inspection schedule provided by the manufacturer.
from locking up or skidding during heavy braking. This helps keep
It’s also prudent to point out that the effectiveness
traction and improves manoeuvrability.
of the vehicle’s ESC system is drastically limited by the
Traction Control is designed to keep the tires from spinning during
condition of the tires and suspension system. If the tires
acceleration on slippery surfaces, such as on wet or icy conditions.
can’t grip the road, then it’s just like driving on ice yearThis helps traction during acceleration.
round.
Electronic Stability Control is designed to slow and control the
Replacement parts like shocks and struts must be calivehicle to prevent under-steer and over-steer. It uses both ABS and
brated to perform within the vehicle’s design. Customers
who come in looking for the cheapest replacement
Traction Control advantages, along with engine management and a
components should be advised that low-cost aftermarket
yaw rate sensor to know when the vehicle is going a different direction
components have limitations that can affect the perforthan the driver has intended. This hybrid system helps avoid spin-outs
mance of the ESC, possibly causing the brakes to apply
and roll-overs, which in turn, saves lives.
when you don’t want them to. Directing them towards
a brand that is going to improve ride performance will

How is ESC different from ABS or
Traction Control?

A
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GM’s Oil Life system is debatably
the most outward evidence of a
mass market push to extended
drain intervals, a move that is
closely aligned with the increase in
synthetic motor oil use.

OEMs Driving Growth of

Synthetic Oils
New Demands and New Standards are Improving the Breed
By Steve Pawlett

E

ven though overall consumption of lubricants has declined
since 2006, the demand for synthetic lubricants continues to
grow. In 2005, synthetic motor oil represented 5% of the motor
oil market. It now accounts for almost 9% of the market.
A leading industry research facility, The Freedonia Group
Inc., projects 7.3% annual growth for sales of synthetic motor
oil through 2013 and 6.3% growth for synthetic hydraulic and
transmission fluids.
A study by Kline & Co. indicates synthetics’ share of the
global lubricants market will hit 12.5% by 2019.
There are several factors driving this growth, most notably,
the decision by original equipment manufacturers (OEMs) to
install synthetic motor oil as the factory fill in mass-marketed
vehicles in addition to high-performance models.
Industry organizations and automakers continue to introduce tougher motor oil standards best suited to synthetics,
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while aggressive advertising has convinced more motorists to
begin using synthetics.
Not long ago, only high-performance cars, subjected to
increased power and operating temperatures, left the factory
filled with synthetic motor oil. Today we are seeing compact
cars, family sedans, and other common vehicles experiencing
driving conditions nearly as harsh.
To increase fuel economy, OEMs are equipping many
vehicles with the same sophisticated fuel injection technologies
and turbochargers once reserved for high-end vehicles. More
aerodynamic designs are resulting in smaller engine compartments and smaller oil sumps. This reduces the amount of oil
available to neutralize an increased level of contaminants.
Combined with higher operating temperatures, conventional
Continued on page 28
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oils in these environments quickly break down,
leaving engines and turbochargers susceptible to
wear and decreased life.

Longer drain intervals
With an eye towards reduced environmental
impact, recommended oil drain intervals on
newer vehicles continue to grow. Many are up to
10,000 kilometres, and some go as high as 20,000
kilometres.
The combination of increased engine stress
and longer drain intervals creates an environment
best suited to synthetic motor oils.
Honda and Toyota now install 0W20 synthetic
motor oil in most of their vehicles, in part to
increase fuel economy. Ford uses 5W20 synthetic
blend in most vehicles, also to help increase fuel
mileage.
Historically, motorists who purchase these vehicles will continue to use synthetic motor oil based
on the OEM factory fill, helping to drive future
sales.

Tougher specs
Partially in response to new engine technologies,
the trade associations and organizations responsible for finalizing engine oil specifications continue
to require motor oils to demonstrate increased
protection and performance.
To meet the ILSAC GF-5 spec unveiled last
fall, for example, an oil must meet a minimum
turbo cleanliness merit score nearly twice as
strict as was required for GF-2, the most recent
spec to evaluate turbocharger deposit formation.
Similarly, fuel economy improvement requirements continue growing more stringent. ILSAC GF-5 requires motor oils
to display a minimum 0.6 to 1.2% fuel economy improvement
(depending on viscosity) after 100 hours in use, compared to
a reference oil.
Some automakers require oils that meet their own, stricter
specs. Volkswagen 504.00/507.00 requires reduced sulfated
ash, phosphorus, and sulphur (SAPS), while the General
Motors Dexos 1 specs for gasoline engines mandates better
performance in specific areas compared to ILSAC GF-5 and
API SN.
Some automakers are pushing for a worldwide motor oil
specification, due in part to increased availability of highquality base oils—likely favouring synthetics, given the more
strict emissions regulations in Europe. Although some conventional oils are able to achieve these desired results, the
trend towards increased performance favours synthetics in
the long run. With environmental concerns, increased fuel
economy, and reduced emissions driving development of new
specifications, conventional oils are quickly being left behind.
Major oil companies clearly understand what the immediate
and future growth of synthetics means to business and have
dramatically increased the marketing of their synthetic oils.
Castrol, distributed in Canada by Wakefield Canada, has
recently unveiled the Edge with Syntec Power Technology
in a transition away from the Syntec name to keep in step
with a global move to the Edge identifier. Even so, it should
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The trend to canister-style oil filters is a less well-known shift at the OEM
level, but nonetheless critical to engine durability as automakers seek to
extend oil life.

be noted that this once head of the class product has been
exceeded by the addition of the Edge with Titanium Fluids
Strength Technology (TFST), which claims to maintained
maximum horsepower 25% longer than Edge with Syntec
Power Technology.
Pennzoil has heavily advertised its new Ultra Motor Oil,
while Mobil recently unveiled its Super line, which includes
a synthetic oil, via a widespread ad campaign. In fact, it’s rare
now to encounter a motor oil ad for a product other than a
synthetic.
Shell offers up its Helix line, including the Ultra E Synthetic,
which has a lighter viscosity, reducing fuel consumption.
Valvoline’s Synpower line offers up a 5W40 grade for highperformance European or diesel passenger cars, and a 5W20,
5W30, and 10W30 that exceed ILSAC GF-5 for North American
vehicles.
Havoline’s synthetic oil meets ILSAC GF-5 standards as well
as GM Dexos 1, GM 6094M GM 4718M; Chrysler MS-6395;
Ford WSS-M2C946-A; and Honda HTO-06.
Synthetic oils will continue to be fine-tuned in the laboratory
to give even higher levels of performance output. Like everything about automobiles, lubrication techniques are evolving
rapidly and the days of telling the guy at the gas station to “just
add a quart” are definitely over.
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Wipers & Lighting:

A Clear View To Increased Sales
Product knowledge and the right inventory are key
By Steve Pawlett

W

ith winter driving conditions just around the corner,
visibility is a concern for everyone on the road. Drivers
want to be seen, and want a clear, unobstructed view of the
road ahead under all conditions day and night. This is the
perfect time to remind customers to check and replace
worn wiper blades and examine headlight and signal lights
for proper operation and illumination. Replacement or an
upgrade to new technology may be in the cards.
Research has determined that over 90% of driver decisions
are based on a clear, unobstructed view of the road. It’s a
critical safety concern that your wipers provide your customers
with the cleanest windshield possible, and that their headlights
provide them with a clear view of the road ahead. Research also
shows daytime running lights offer increased visibility.
Shops can trigger sales by asking customers if they are as
conscientious about their windshield wipers and headlights as
they are about their car’s engine.

Not your grandpa’s wiper blades
Advise your service provider customers to point out how wiper
blades have come a long way in a short period of time thanks
to recent advances in materials and design.
For 80 years wiper blades remained virtually unchanged.
Now, almost as much design engineering has gone into today’s
offerings as goes into the latest vehicle designs.
“Consumers are becoming increasingly aware of the importance of wipers in protecting their driving safety,” says Mike
McKee, director, global visibility, Federal-Mogul, supplier of
Anco brand wipers. “This increased awareness has also led to
greater preference for specific wiper technologies. Whereas
yesterday’s consumer might only have asked for a replacement
wiper—without specifying the design—today they are more
likely to ask either for a direct OE-replacement technology or
an upgrade to a newer technology.
“The newest technology is the hybrid wiper, which com30
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bines the best characteristics of both traditional bridge style
wipers and newer, beam-type blades. While beam blades provide excellent aerodynamic features and all-weather performance, the greatest benefit of bridge style wipers is that they
provide multiple, precisely positioned pressure points along
the entire length of the wiping element, which helps ensure
excellent wipe quality.”
The market is rife with innovations.
For example, Trico’s NeoForm beam blades give drivers
the original factory quality they can depend on, with the valueadded performance of Teflon surface protector for a smoother
wipe and longer life. A memory curve steel beam provides
uniform pressure and exclusive dual-point couplers eliminate
streaking.
Today’s windshields are more sloped than ever before to
improve aerodynamics. But a sleek cab-forward windshield with
a lot of glass area directs more wind against the wipers, which
can force the blades away from the glass at high speeds unless
the wiper system is designed to resist lift.
Aerodynamic spoilers incorporated in many wiper blade
designs create improved down force, preventing blade lift at
highway speeds or in severe winds.
Federal-Mogul has launched the Anco Transform hybrid
blade line for the aftermarket. This new line is equipped with
an integral spoiler that helps maximize down-force and a
unique secondary linkage with bowed flexor for firm, consistent blade-to-glass contact at high speeds to optimize wiping
performance.
Ozone, airborne contaminants, oil, sunlight and dirt all
act to weaken and reduce the wiper blade’s ability to keep the
driver’s view unobstructed.
Advise service technicians to point out to their customers that wiper blades should be replaced every six months or
10,000 kilometres.
Continued on page 32
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Understanding Illumination
While halogen headlights are currently the most ubiquitous style of automotive lighting
due largely to their low cost, both HID and LED headlights are steadily gaining market
share.
Halogen lights have a lifetime of about 800 to 1,000 hours under normal conditions
and replacement cost is usually very low.
But today, there are some new improved lighting options available. For instance, GE
offers the Silverstar and GE Nighthawk halogen headlight as a quality upgrade from a
standard OEM halogen lamp.
Both the Silverstar and Nighthawk lamps create the impression that a car is equipped
with expensive high intensity discharge lights (HIDs).
The whiter light they produce is similar to daylight and contains light from all parts
of the colour spectrum, meaning it illuminates more roadside objects than the yellowhued light of regular halogen bulbs.
The Silverstar and Nighthawk produce 30% brighter light than standard halogen
headlights for increased down road viewing and side-road viewing. These lamps are
good options for customers looking for an aftermarket upgrade at a reasonable cost.
The first xenon headlight appeared on the BMW 7 in 1991 and slowly became the
number-one option for several car companies. Xenon headlights, also known as highintensity discharge (HID) headlamps, are a popular option at a higher price point than
halogen but do offer a more efficient solution, mainly due to the colour temperature
and the amount of light the lamps generate. These lights contain xenon gas, hence the
slight blue tint of the light as seen by the naked eye.
But LED headlights are now making a great deal of noise in the automotive market,
as they become a regular staple in the OEM market. Hella Inc. is the number-one supplier to OEMs for LED lights. The company supplied the first mass production line of
LED headlights for the Cadillac Escalade.
“There are many companies out there that provide LED lights but only two companies are currently OEM suppliers,” explains Hella’s vice president of production management and marketing, Alfredo de la Vega.
While an LED light is relatively easy to produce, the challenges to produce a reliable
LED lamp are two-fold—power management and thermal management. You can put a
lot of power in an LED and make it very bright, but it will not last.
“There are companies out there that will put as many as 40 LEDs into one unit. Sure
it’s bright, but it will consume as much power as a xenon light.” says de la Vega.
Jobbers should be cautious about the LED lights they carry as some newcomers to the
market may be offering an inferior product. Ensure the LED products you carry meet
North American standards.
Many lamp designs are built with lots of LEDs to make them brighter and attract
sales. Hella’s approach is to master the technology and use as few LEDs as necessary.
The company has developed a balance between power, illumination, and temperature
control.
Hella is also known for its advanced design skills in lens projection housings.
“We have been so busy developing products for the OEM market that we have not
had the resources available to expand our aftermarket lineup as quickly as we would
like,” says de la Vega.
Hella now supplies Audi and BMW as well as Cadillac with OEM LED headlights.
Hella recently introduced the first round LED light designed for off-road and Baja
racing. It contains just three LEDs, compared to a competitor’s 40-LED lamp. Hella’s
lamp uses less power and provides better illumination.
And, even though Canadian drivers have had the benefit of daytime running lights
(DRL) for decades, the arrival of DRL in the U.S. has spurred product introductions
that Canadian drivers may want to use to augment the existing DRL system.
Hella now offers a line of aftermarket LED daytime running lights: the LEDayline
DRL kit. The lights switch on automatically with the ignition by means of an integrated
relay. When the driver switches the headlights on, the daytime lights switch off automatically.
LED daytime running lights require 90% less power than low beams. They also offer
an extremely long service life of at least 15,000 hours.
Osram has introduced the innovative LED Light@Day daytime running lamp that
combines the latest technology with an attractive design. Its LED light sources are invisible and the lamps can be used as daytime running or position lamps.
Give your customers a clear view of product choices by keeping current on supplier
offerings and share this product knowledge with them. By educating your customer the
lighting options available to them you will gain their trust and keep them buying.
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HEAVY DUTY

Heavy Duty Truck Service Parts:

Growth
and
Opportunity in Store
By Steve Pawlett

eavy truck parts suppliers and technical service shops
have little to fear, as the number of commercial
H
vehicles (CVs) in operation are expected to grow in North
America from 6.5 million units in 2010 to 7.6 million units
in 2017.
A recent analysis from Frost & Sullivan of the North
American medium/heavy-duty commercial vehicle maintenance and repair market finds that the market for replacement
parts will grow from $16.0 billion in 2010 to $22.8 billion in
34
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2017, at a compound annual growth rate (CAGR) of 5.2%.
The last few years have been tough on the North American
trucking repair and maintenance market. The downturn
compelled many fleet owners and owner/operators to defer
major repairs and maintenance, causing a steep drop in
demand for replacement parts.
However, as the economy slowly improves, both freight
tonnage and average annual miles travelled are expected to
Continued on page 36
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increase for medium and heavy-duty trucks.
At the same time, fleets will continue to be
cautious about replacing their trucks, leading to greater component wear and tear in
an aging truck population.
Apart from a rebounding economy,
end-user concerns about lifecycle costs
and tighter regulations regarding emissions, idling, and safety are likely to stoke a
revival in the commercial vehicle aftermarket. With new government safety and emissions regulations, such as the Compliance
Safety and Accountability (CSA) 2010 and
Environmental Protection Agency (EPA)
2010 in place, fleet operators will have to
do their due diligence in maintaining their
trucks.
“Components and services related
to safety, fuel efficiency, and emissions
will keep the revenue streams flowing
at a steady pace,” says Frost & Sullivan
research analyst Kumar Saha. “The North
American commercial vehicle aftermarket
will show strong growth in services related
to braking, after treatment, filtration, and
replacement tire parts.”
As components grow more complex in nature, fleet
operators will seek to outsource complicated services, leading
to higher revenues for the repair market in the next six years.
Whatever the growth scenario may be for the commercial
vehicle aftermarket, the ability to undertake advanced repair,
competitive pricing, and quick turnaround times will set
service providers apart in this intensely competitive market.
The original equipment service (OES) channel has made
significant strides in these areas and is poised to gain significant market shares in the future. Conversely, independent
participants must strive to improve in the area of advanced
diagnostics to maintain or expand their business in a tight
economic climate. Aftermarket service providers have to
reinforce their value proposition to stay competitive.
“With increasing verticalization of components and rising
repair complexity, the OES channel has been successful in
demonstrating their viability in the aftermarket,” says Saha.
“Independent participants that desire to catch up with the
dealers will have their work cut out.”
Overall commercial vehicle life expectancy is expected
to increase year over year, with modern CVs lasting longer
than ever before. Additionally, OEM extended powertrain warranty coverage has assisted in reducing expensive
repair costs for vehicles with higher mileage. Also, with the
increased utilization of high-tech diagnostic equipment,
the likelihood of successful first-time repairs has increased,
which reduces labour costs and the use of unnecessary parts
to repair a vehicle.
Although quality is at an all-time high, modern vehicles
are becoming very complex, especially with the addition
of new in-vehicle technologies. These new technologically
advanced gadgets include touchscreens, dash GPS units,
safety equipment, several new sensors, and increases in
vehicle entertainment technology. While these systems are
generally reliable, when things go wrong it can be very
difficult to solve problems, which drives up labour costs.
The price of parts is estimated to rise, due to the increased
36
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cost of raw materials and manufacturing. Additionally, there
appear to be shortages for certain parts, which will impact
maintenance expenses by extending vehicle downtime and
increasing rental costs.
In 2011, tire prices increased at a higher rate than inflation,
especially for commercial vehicles, and this trend is expected
to continue during 2012. The main reason for the spike in
tire prices is the cost of raw materials, especially the cost of
oil, which is a primary ingredient used in manufacturing tires.
Also, the world’s supply of rubber is far more constrained than
in the past due to increased global demand that has the price
steadily climbing.
A common OEM maintenance trend is increased intervals
for oil draining, which has decreased preventative maintenance costs. Additionally, more fleets are utilizing onboard
oil monitoring systems that extend oil drain intervals. During
2010-2011, the average number of months between oil
changes increased from 3.2 months to 3.5 months, and the
overall average mileage for oil change intervals went from just
over 10,000 km to nearly 11,500 km according to GE Capital
Fleet Services.
Enhanced motor oils also allow for increases in intervals
for oil changes. The new oils also allow engines to run more
efficiently and promote higher fuel mileage estimates.
Roughly 65% of all fleet vehicle maintenance expenses
are related to conducting preventative maintenance and
replacing worn items such as belts and tires.
With such a focus on maintenance to keep these important
assets on the road, jobbers would be wise to focus their efforts
on emphasizing the reliability and quality of the premium
and super premium products they can offer for this market.
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®

BRAKE PARTS CLEANER – WITH POWER JET™ TECHNOLOGY
Premium Non-Chlorinated Formula

CRC Brākleen® is the best non-chlorinated, low VOC product on
, grease,
the market. This powerful formula removes brake
oil and other contaminants fast and
y. Use on all
brake related parts including rotors, cylinders, drums, linings,
brake shoes, calipers, clutch discs and disc brake pads. Safe for
ABS, disc and drum brakes.

NEW!t

Power Je
Spray Nozzle
TM

The Strongest Name in Brake Parts Cleaner Just Got STRONGER!!!
CRC Brākleen® Premium Non-Clorinated Formula utilizes Power
Jet™ technology. This new spray nozzle produces a burst of product
that forcefully breaks away contaminants, while the formula cleans
and degreases instantly. The strength behind the Power Jet™
spray nozzle means faster work, requiring less product per job. The
ergonomically-designed Power Jet™ spray nozzle is easier to press,
giving the user a quick, precise shot of product where needed.

Part No.
Package Type
Net Wt.
Units/Case
Unit Dimensions
Case Dimensions
Brakleen ® Non-Chlorinated Brake Parts Cleaner – Premium Non-Chlorinated Formula
75050
aerosol can
14 oz
12
9.25H x 2.63W x 2.63D
9.7H x 8.3W x 11.1D
75055
pail
5 gallon
1
13.8H x 11.3W x 11.3D
13.8H x 11.3W x 11.3D

CRC Industries is a worldwide leader in the production of specialty chemicals for the
DIY and maintenance professional, serving the automotive, marine, hardware, electrical,
d and adheres to the
industrial, and aviation markets. CRC is ISO 9001:2008
strictest guidelines for quality in all facets of research, development, and production.
CRC® , Sta-Lube® and products denoted with® and ™ are trademark
s of CRC Industries, Inc.

Proven. Global. Solutions.
www.crc-canada.ca
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NEW PRODUCTS
Gloves Protect and Retain Dexterity

Gojo HiTactile professional technician gloves
are designed to provide protection against cuts
and lacerations in applications where dexterity and hand protection are critical. The gloves
feature a Chemtrile Nitrile palm coat that
repels oils and liquids, and a breathable and
lightweight Maxflex weave with multi-directional
stretch for comfort and dexterity. With extended cuffs to provide wrist protection, the gloves
are available in large and extra-large sizes.
Gojo
www.gojo.com/automotive
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Wireless Control
Air Suspension
Systems
Firestone Industrial
Products Company,
LLC offers two new
Air-Rite air accessory systems designed to provide
an instant air source to Firestone’s complete
line of air helper springs. The new Xtra Duty
Remote Air Command and Xtreme Duty
Remote Air Command Systems each feature
a wireless controller for easier installation.
They also allow users to remotely adjust their
vehicles for varying load conditions and inflate
items such as motorcycle, truck, and RV tires.
Firestone’s Xtra Duty Remote Air Command
system features the wireless controller, Heavy
Duty compressor, and a 1/2-gallon air tank.
The Xtreme Duty Air Command system
includes the wireless controller, an Xtreme
compressor, and a 2-gallon tank.
Firestone Industrial Products
www.ride-rite.com
New Steering and Suspension Parts
Federal-Mogul’s latest Moog parts include left
and right lower control arms equipped with
ball joints for Volkswagen GTI, Golf, Jetta, and
New Beetle passenger cars, model years ranging from 1998 to 2010, and millions of General
Motors light trucks and SUVs manufactured
between 1988 and 2002. In total, FederalMogul has added 17 control arm SKUs for a
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broad range of foreign nameplate and domestic applications. Other new Moog parts include
a rear adjustable compensator link for several
Buick, Chevrolet, GMC, Oldsmobile, Pontiac,
and Saturn SUV and van applications, model
years 2001-2007; sway bar link kits for 20112012 Ford Mustangs; and lower ball joints for
2002-2005 Land Rover Freelander.
Federal-Mogul
www.moogproblemsolver.com

The tank features a pop-off safety valve and
12-quart capacity. In addition, the Pre-Lube
Tank features corrosion-resistant aluminum
tank; 8’ long, ¼” diameter fill hose with swivel
end; large 1-3/4” fill hole; integral handle for
quick and easy transport from one job to another; easy-to-read pressure gauge; and two standard fittings and one LS fitting. The Engine PreLube Tank is available now under order number
EPL-120.
Goodson Tools & Supplies
www.goodson.com
Continued on page 40

Engine Pre-Lube Tank
Goodson Tools & Supplies for Engine Builders recently completed the development of
a 12-quart Engine Pre-Lube Tank and has
released it to the automotive aftermarket.
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Monotube Shocks for Toyota
Tacoma
Rancho RS7000MT shocks for 2005-12
Toyota Tacoma trucks, including 2WD with
Pre-Runner or TRD Off-Road packages and
4WD models provide exceptional resistance
to overheating during extreme use. Each
Rancho RS7000MT Tacoma shock was engineered using advanced valving, precisely
tuned to this application. The shocks deliver
a fast, precise response in both on- and offroad environments for the popular Toyota
Tacoma truck model. The RS7000MT shock
for the Toyota Tacoma is finished by brushing and zinc plating then clearcoating the
shock body, providing extended life. Black
natural rubber bushings and rubber boot
protect the piston rod.
Rancho
www.gorancho.com

U A LI T

SO EUROPEAN

YOU MAY DRIVE HOME ON THE
WRONG SIDE OF THE ROAD
Sourced and bottled in the heartland of Europe, Beck/Arnley’s new European coolants
are the perfect match for European import vehicles. The same great OE quality that
you get at the dealer, Beck/Arnley’s European coolants are the real deal.

www.beckfluids.com


GENUINE Foreign Nameplate Parts

39

JOBBER NEWS / SEPTEMBER 2012
B026-153 fluids ad euro half page JN.indd 1

p38,39,40,41 SEPT PRODUCT.indd 39

8/16/12 11:48 AM

12-08-31 1:43 PM

NEW PRODUCTS

Continued from page 39

Wrangler Lift Kit
BDS Suspension’s redesigned 4/4.5” long
arm suspension lift kits for 2-door and 4-door
model 2012 Wranglers feature a new longer
4-link design, built to outperform the competition both on and off-road. New mounts are
made from 1/4” thick steel and work with the
new heavy-duty lower flex arms, and adjustable
upper flex arms to maximize suspension travel
and optimize handling characteristics. The kits
also include a set of ultimate sway bar disconnects (links for Rubicon models), front and
rear braided stainless steel kevlar-lined brake
lines, drop pitman arm, bump stop extensions,
track bar brackets, and your choice of BDS 5500
hydraulic or Fox 2.0 gas shocks.
BDS Suspension
www.bds-suspension.com

Your Profitable
Choice
-Popular Parts
-Right Fit
-Competitive Price

Call/Email today for your free quote
905-795-0344 (888-340-5643) sales@ultrafit.net
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Knock Sensors Improve on OE

Airtex Vehicle Electronics now offers a broad
new line of replacement knock sensors featuring a variety of design enhancements that
ensure better-than-OE performance and durability. Breakage of brittle piezos ranks as a leading cause of premature failure of many OE and
equivalent replacement knock sensors. Airtex
engineers identified a significantly more robust
sintered piezoceramic technology that virtually eliminates fractures. In addition, an extrastrength epoxy is used to lock the Airtex piezos
in place, for unsurpassed durability.
Airtex Vehicle Electronics
www.AirtexVE.com
Air Brake Antifreeze
CRC Industries has announced a new Air Brake
Anti-Freeze in two sizes,
946 mL and 3.785 mL.
The antifreeze uses a
formula of up of 99%
methanol, and provides
winter protection on all
air brake systems. It will
eliminate and prevent
moisture accumulation
and icing.
CRC Canada
www.crc-canada.com

Black Tips Offered For Corvette C5/
C6 Exhaust Systems
Corsa Performance Exhausts announces it will
offer limited edition Chevrolet Corvette C5 and
C6 exhaust systems with custom
Diamond Black tips. The exhaust
tips feature a Diamond Black finish on Corsa’s trademark Pro Series
Tips, which are manufactured from high-quality,
304L polished stainless
steel and laser-etched
with the Corsa logo.
The new Diamond
Black tips have undergone thorough testing to guarantee
they meet highquality standards,
including thermal testing
to ensure they won’t discolour under
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high temperatures, and chip-resistance testing to
prevent flaking. Corsa’s black tip exhaust systems
have a straight-through, 2.5-inch nonrestrictive
design, to maximize airflow as well as improve
performance and fuel economy. The systems
deliver an increase in airflow of up to 35% versus
stock exhaust systems, resulting in an average
gain of 12 HP and 13 lb.-ft. of torque.
Corsa Performance Exhausts
www.corsaperformance.com
Expanded Iridium Spark Plug
Coverage

for 97% of North American passenger cars, vans,
light trucks, and sport utility vehicles that were
originally equipped with iridium technology.
Federal-Mogul’s latest expansion of the Champion Iridium line includes seven new part numbers that cover late-model Acura, BMW, Chrysler, Dodge, Ford, Honda, Hyundai, Infiniti, Jeep,
Kia, Mercedes-Benz, Porsche, Saturn, Suzuki, and
Volkswagen applications.
Federal-Mogul
www.federalmogul.com
Headlight Upgrades
Philips offers a proven range of headlight
upgrades that give customers the ability to select
a replacement bulb of their choice for greater
safety, personalized driving style, or maximum
performance. These upgrades include Philips
Vision, Philips VisionPlus, Philips X-treme Vision,
and Philips CrystalVision Ultra, which are DOTcompliant and street-legal.
Philips
www.philips.com/automotive

Federal-Mogul has expanded its Champion
Iridium automotive spark plug line to cover an
additional 7.5 million late-model passenger vehicles; Champion Iridium plugs are now available
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MOTOR OIL
MYTHBUSTERS
CONTEST

Presented by

Test your knowledge of lubricants for a
chance to WIN a Valvoline® Prize Pack!
More than ever, consumers are looking to keep their
automotive investment running longer and more reliably.
Do you know the facts to help them decide?

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

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

Name

TRUE
TRUE
TRUE
TRUE
TRUE

FALSE
FALSE
FALSE
FALSE
FALSE

Get the answers
with your smartphone!
Scan this code.

Business

Address
Phone
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Knowledge Building:

TAPPING INTO TPMS
By Jim Curry

M

any Canadian jobbers are choosing to run and hide rather
than seek out the burgeoning tire pressure monitoring
system market (TPMS). These “hiders” are running away from
this lucrative market over fears of a complicated and costly
inventory system. However, thanks to the advent of programmable sensors, this fear is no longer valid.
Today, the vast majority of vehicles in Canada are equipped
with direct TPMS. These sensors accurately monitor tire
pressure as well as temperature, and continuously relay this
information via radio signals to the vehicle’s electronic control
unit (ECU).
The TPMS radio signals operate on one of two frequencies:
315MHz or 433.92 MHz. In order for a sensor to communicate,
the ECU and the sensor must be on the same wavelength.
The direct TPMS sensor is comprised of a body and a valve.
The body of the sensor houses a pressure sensor, a temperature
sensor, measuring and control electronics, and an antenna, all
energized by a sealed-in battery. A microchip converts this
information to a radio frequency so that it can be sent via the
antenna to a receiver, which then channels this data to the
ECU. The valve found in most direct TPMS is either a clamp-in
or a snap-in style.

The valve is the most common source of problems in TPMS
sensors, because it is vulnerable to mechanical damage as well
as the rigours of our Canadian winters, where road salt takes
its toll on exposed metals. This is never more apparent than
when metal valve caps corrode and become fused to the threads
of the valve. Another issue is galvanic corrosion, which is the
reaction (arcing) of unlike metals that are in close proximity.
Metal valve caps on a thread of different metallic composition
spell disaster as they fuse together. Always use a plastic cap
with seal on TPMS sensor valves.
The valve core is also a point of concern, as the incorrect
metal here can also lead to galvanic corrosion. Electrolyzed
nickel-plated valve cores are recommended; be sure to use a
valve core torque tool (4 in-lbs.) to properly install cores. Proper
torque will also minimize the chances of leakage around the
core.
With snap-in valves, there is usually a screw that holds the
TPMS sensor body to the valve, and this should be secured
using a properly calibrated torque screwdriver tool set at 11.5
in-lbs. If this is over-torqued, then there is a chance that the
Continued on page 44
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Bill Konlup, Edmonton West
Canadian Tire
2011 Counterperson of the Year

Do you know who the

Best Counterperson is?
The 2012 Jobber News Counterperson of the Year Award seeks to reward the
very best of the frontline workers in the Canadian automotive aftermarket.
Anyone can nominate a counterperson, and anyone is eligible.
Evaluation and selection of the winner will be made on the basis
of experience, training, as well as customer and store owner comments.
While not mandatory, participation in and organizing of training clinics,
proficiency in computer cataloguing programs, and professional
certifications such as Red Seal and ASE Parts Specialist will all be
,
considered strongly in a nominee s favour.

Formally named the Abe Schwartz Counterperson of the Year
Award, it is named after the late owner of century-old British Auto
Supply in Toronto, who worked behind the counter for more than
half a century.

The 2012 Jobber News Counterperson
of the Year Award is sponsored by:

www.epicor.com

Nominate your choice online at www.autoserviceworld.com or complete and mail the form below to:
Jobber Awards c/o Counterperson Award,12 Concorde Place, Suite 800, North York, ON M3C 4J2 or fax to 416-510-5140.

I nominate:__________________________________

The reason I believe this nominee deserves this award is:

Who works at ______________________________________

___________________________________________________

Address ___________________________________________

___________________________________________________

Phone (______)_____________________________________

___________________________________________________

My Name ________________________________________
Company __________________________________________
Address ___________________________________________
Phone (______)_____________________________________
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sensor body housing can be cracked—an expensive error! If
under-torqued, then there is a chance of air leakage or the
sensor body working loose with time.
Clamp-in valves are common on several different brands
of TPMS sensors. Here, the body of the valve is usually
made of aluminum, along with a plastic washer, metal washer,
nut, and plastic cap. A ¼” drive torque tool in combination
with an 11mm- or 12mm-deep socket is recommended for
applying the correct torque to the nut. The proper torque
often varies depending on the make of vehicle, so consult the
TIA Relearn Chart or Mitchell TPMS Systems Guide for
correct specifications.
It is strongly recommended that any time a tire is taken off
the rim, all of the valve components are replaced. Have your
sales team educate your customers on how inexpensive TPMS
service repair kits are. Valve components will deteriorate over
time, and this service will be appreciated by the customer. The
last thing that anyone wants is the constant annoyance of a slow
leak in a tire, which can be fatal if left unchecked. If the TPMS
sensor cannot be serviced, then it must be replaced with a new
TPMS sensor.
With over 300 different OE sensors on the market, a
jobber would have to stock at least 1,200 units to properly
service the market. This is a huge investment in inventory
and inventory management, not to mention the financial
investment required. However, today there are several manufacturers that have reduced this monstrosity of OE sensors
down to only two aftermarket-programmable sensors.
Some of these manufacturers are claiming 95% coverage of
domestic and 85% of imports with their programmable TPMS
units. However, before choosing a system to add to your business, ensure that top-selling makes like Honda, Hyundai, Kia,
Mazda, Nissan, Toyota, Volvo, and VW, to mention a few, are
covered by their sensors. Many programmable systems cover
North American makes plus some imports, which need to be
supplemented by OE sensors to cover the complete vehicle
market.
In order for a replacement sensor to be installed, the technician
now needs to know four key facts: the make, model, year, and
the ECU program (relearn) procedure for the vehicle.

Some makes, like the Chrysler 300, are auto-relearn; some,
like the Chevrolet Impala, are manual relearn, and others like
the Toyota RAV 4 require a properly formatted scan tool connected to the OBD-II, such as the ATEQ VT55 OBD-II or the
Bartec 400, to mention just two in the market.
A big advantage of the programmable TPMS sensor is that
the technician himself can now program the sensor in just a few
seconds. This is a huge savings in time, allowing more vehicles
to be serviced in a day.
Another feature of some programmable TPMS sensors is
that the ID number may be copied from the failing sensor and
pasted into the programmable unit. In this situation, the ECU
has no problem accepting information transmitted from the
new sensor as the original ID number is maintained—no timeconsuming and costly relearn stage where it is required.
Savvy jobbers across Canada are now finding a new stream
of revenue without the old frustration of the TPMS market.
Progressive jobbers are marketing activation tools (with scan
tool capabilities) along with programmable sensors, ECU programming tools, service parts kits, torque tools, and TPMS
hand tools.
In fact, a few jobbers have expanded their business to program sensors in-house for delivery to shops that may not have
the volume to purchase their own programmable package.
Some of the leading TPMS supply companies have everything
that is needed to be in the TPMS game, and a few even offer
training for your sales team as well as for your customer’s technicians.
The TPMS market is expanding each year as an increasing
number of new vehicles are OE-equipped with TPMS, and this,
coupled with older TPMS sensors needing to be replaced as
their batteries wear out, creates opportunity.
As we enter into the winter tire season of 2012, now is a
good time to seek out the TPMS aftermarket program that is
best to serve your customers. TPMS is not going away, so let’s
enjoy the benefits of the business that we are provided.
Jim Curry is account manager for Veritech Mfg. & Wholesale Inc.
which represents the 31 Inc .SmartSensor line of TPMS sensors.
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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.
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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.
Marketplace

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”.
Marketplace

MONEY IS SHORT
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TOOLS & EQUIPMENT

FREE SE

TUP
6 mos. free su
pport

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

888-536-1438

HERE WE GROW AGAIN!

North America’s leading import
auto parts distributor is
searching for motivated team
members across Canada.
Altrom Canada is currently hiring
for the following roles:
• Branch Managers
• Sales Representatives
• Warehouse Personnel
• Delivery Drivers
If you are interested in applying for
any of these great opportunities
please send your resume to
HR@Altrom.com

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
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Editorial
Comment

EASY MONEY?

E

NEXT MONTH

In October we focus
on Car Safety Month,
Brakes, Batteries,
Chassis, and Exhaust.
Also previews of AAPEX
and SEMA, and more
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xtended terms. It’s not a new issue, nor is it particularly complex for
anyone who has been in business for any length of time at all. And
certainly, for jobbers who must deal with a variety of financial issues
related to inventory investment, aging, valuations as well as shipping
costs, currency fluctuations, and the effect of price increases (and
decreases) on their financial statements, the terms of payment that they extend to
their customers is among the more simple.
And yet increasingly long terms are one of the most persistent and, as a recent
report suggests, harmful facets of today’s business environment.
The report, commissioned by the Automotive Aftermarket Suppliers Association
and authored by KPMG, called the impact of extended terms a major concern for the
health of the aftermarket.
Certainly, as a jobber, you can understand both the benefits of extending this
interest-free credit—that is, after all, what “terms” really are—as an accepted method
of allowing business to continue and consolidate the payment process (do you really
want every customer to be COD?), as well as the risks associated with having too many
customers go too long before paying, with the big risk of having some, many, or all
just fail to pay.
But, as the KPMG report highlights, the impact goes deeper than your own balance
sheet, when extended up and down the supply chain and internationally.
It does not take a forensic accountant to understand that when the payer at the
end of the supply chain gets terms, everyone upstream needs to borrow to cover their
costs—even if it only means borrowing from profits earned today—and that has a
financial impact.
And, says KPMG, these are enormous. Rising interest rates will require the
industry to reverse extended terms or come up with as much as $12 billion to
fund this business model across North America over the next three years alone.
And, as it would any borrower, the expansion of extended terms means the
aftermarket industry is now more sensitive to credit availability and cost. Credit
cycles, like economic cycles, are inevitable yet hard to predict. This may be a
greater near-term risk than interest rates, says KPMG.
And, not to leave out those in distribution, extended terms can allow you to
increase your inventory, but sooner or later you’re going to have to pay for it.
And that, for jobbers and distributors, is the risk-reward equation in a nutshell.
In an industry that has traditionally been very conservative in terms of its exposure
to the financial markets, this is new, unexplored territory.
With historically low interest rates embedding themselves into business practices
in the same way they have in the personal finance sector (expert pronouncements
that historically high levels of personal debt are a serious problem are met with nary a
shrug by most citizens), it is perhaps too much to ask that businesses so determined to
expand the breadth of their inventories and their customer base pull back.
But perhaps it is time to realize the impact of just pushing blindly ahead down this
dangerous road and at least operate with the understanding that suppliers, distributors, jobbers, and the service provider all need to have a truly healthy financial picture
for the aftermarket as a whole to prosper.
We can’t afford a subprime-mortgage or banking-sector-style crisis in this industry,
but if we’re not careful, we might just find ourselves creeping slowly toward that
eventuality.
—Andrew Ross, Publisher and Editor
aross@jobbernews.com
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It started with a spark...
but it’s our entire product line
that has everybody talking.

For more information, visit densoaftermarket.com/jn
©2011 DENSO Sales California, Inc. All rights reserved. First Time Fit® is a registered trademark of DENSO Sales California, Inc.
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