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Honeywell says it is confident that the Society of 
Automotive Engineers (SAE) International will 
confirm that its HFO-1234yf refrigerant is safe 
for use in automobiles.

SAE International, in announcing an update 
on its fourth and latest Cooperative Research 
Project (CRP) on the refrigerant, said, “To date, 
the majority of the OEMs involved in the new 
CRP do not believe that any of the new informa-
tion reviewed will lead to a change in the overall 
risk assessment.”

“With the exception of Daimler, no OEM in 
the CRP has provided information that would 
suggest a concern for the safe use of R-1234yf in 
their vehicles,” SAE International said.

“Based on this announcement, Honeywell 
believes that SAE International’s latest evalu-
ation will only reconfirm the overwhelming 
body of data – including rigorous and compre-
hensive studies conducted in Europe, the U.S., 
and Japan – that have clearly and repeatedly 
determined that HFO-1234yf is safe for use in 
automobiles,” said Dr. Ian Shankland, chief 
technology officer for Honeywell Performance 
Materials and Technologies. “HFO-1234yf is a 
safe and effective refrigerant, and it is better for 
the environment.”

Previously, HFO-1234yf was the subject of 
comprehensive testing conducted over a three-
year period under an SAE International CRP, 
using proven, standard methods for evaluating 
new products and materials in automobiles. That 
CRP, which was sponsored by 15 global automak-
ers including all leading German automakers, 
concluded that HFO-1234yf is safe for use in 
automobile applications.

HFO-1234yf is an efficient, low-global-warm-
ing refrigerant that was developed as a direct 
replacement to HFC-134a in mobile air-con-
ditioning applications. Compared with HFC-
134a, HFO-1234yf offers a 99.7% improvement 
in global warming potential and far exceeds 
the European Union Mobile Air Conditioning 
(MAC) Directive requirement.

Under rare conditions, HFO-1234yf exhibits 
mild flammability, but at levels significantly lower 
than highly flammable materials already pres-
ent under the hood of an automobile, includ-
ing motor oil, automotive transmission fluid, 
radiator antifreeze, brake fluid, and compressor 
lubricant – not to mention fuel. For a video on 
this topic, which includes a comparison of HFO-
1234yf vs. HFC-134a and other materials, visit 
www.1234facts.com/resources.

SAE International’s previous research proj-
ects have addressed the issue of flammability, 
employing proven and universally accepted fault-
tree risk assessment techniques to evaluate the 
real-world possibility of a fire and human impact. 
SAE International said in its latest statement 
that it has expanded its fault-tree assessment in 
the new CRP to “ensure that newly identified 
information and testing from each of the OEMs 
is incorporated.”

As part of SAE International’s programs, 
internationally recognized laboratories – includ-
ing Hughes Associates Inc. and France’s Institute 
National de l’Environnement Industriel et des 
Risques (INERIS) – conducted extensive testing 
on flammability and safety, and all concluded 
that HFO-1234yf is safe for use in automobiles.

Honeywell Confident R-1234yf Refrigerant will 
be Confirmed as Safe by SAE International
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Follow us on Twitter.
Get AutoServiceWorld.com 

News and more by  
following JobberNews  

on Twitter.

Philips Receives 2012 
Editor’s Choice Award 
from Popular Mechanics

Philips Automotive Lighting 
North America received the 
Editor’s Choice award from 

Popular Mechanics, for its 
new Philips X-tremeVision 
LED Interior Bulbs, which 
were singled out as one of 

the best new products at the 
2012 SEMA Show. 

*   *   *

Register For the 2013 
Taipei AMPA and 

AutoTronics Auto Parts 
and Accessories Show
The TAIPEI AMPA and 

AutoTronics Taipei shows 
will feature 1,100 exhibitors 
and 3,000 booths for 2013.  
In addition, the shows will 
occur in conjunction with 

the Taiwan Motorcycle 
Show and Taiwan Electric 

Vehicle Show at the 
Nankang Exhibition Center. 

*   *   *

New Technical Bulletins 
and Videos 

Cardone has released more 
of its popular, time-saving 

ProTech technical bulletins. 
Included with the written 

technical bulletins are links 
to several short new tech 
videos posted on their  

growing YouTube page.  
Visit the Tech Help section 

at www.cardone.com.

NEWS AND 

INFORMATION
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Call for Recommendations 
for the AIA Board of 

Directors
The AIA Nominating 
Committee is seeking 

recommendations from 
members for new directors 
to be appointed to the AIA 

Board of Directors. 
 If you are interested or 

know someone that would 
be a good candidate for 

an AIA Director position, 
complete the nomination 
form (which can be found 
on the AIA website) and 
submit it to the attention 

of Mauro Cifelli, chairman 
of the 2013 AIA nominat-

ing committee, at  
mcifelli@vastauto.com.

NEWS AND 

INFORMATION

OVER THE 
COUNTER
OVER THE 
COUNTER

AutoChoice Parts & Paints 
Confirms Acquisition of Robert K. 

Buzzell Auto Parts Operations
AutoChoice Parts & Paints Limited and Robert 
K. Buzzell Limited have announced that they 
have entered into a definitive share purchase 
agreement whereby AutoChoice will acquire all 
of the outstanding shares of the automotive divi-
sion of Buzzell’s.

Both AutoChoice and R.K. Buzzell are part of 
the Uni-Select network.

The acquisition will result in one of Atlantic 
Canada’s largest players with a total of 18 branch 
outlets in all four Atlantic provinces. The move 
marks AutoChoice’s first foray into the New 
Brunswick and Prince Edward Island markets.

The stock purchase agreement remains sub-
ject to customary closing conditions, including 
satisfactory completion of due diligence.

The transaction was expected to close on 
December 31, 2012.

“We are delighted to add Buzzell’s Auto 
Parts to the AutoChoice family,” says Bahram 
Mirzaagha, president of AutoChoice. “The 
Buzzell family has worked tirelessly over the 
last 92 years to create a jobber platform that, 
like ours, works with its customers, employees, 
and suppliers to deliver top-tier performance to 
all of its partners. Now with locations servicing 
New Brunswick, Newfoundland, Nova Scotia, 
and Prince Edward Island, we look forward to 
building on the formidable work that both enti-
ties have achieved to date and creating a truly 
Atlantic Canadian champion.”

“We are pleased to enter into this agree-
ment with AutoChoice,” says Robert K. Buzzell, 
president of Buzzell’s. “We believe that, as an 
independent jobber like ourselves, AutoChoice 
will continue building on the success that our 
family has achieved over the last nine decades. I 
want to thank all of our employees who, through 
their hard work and dedication, have helped to 
create a leading franchise.

“Upon completion of the transaction, I will 
be supporting AutoChoice’s management team 

during the integration and I know that I can 
count on all of our employees to continue to 
work hard and remain focused as our two job-
bers come together. I am pleased to be passing 
the torch of our automotive division on to a fel-
low independent Atlantic Canadian jobber and 
have full confidence that AutoChoice will con-
tinue to meet the same standards of excellence 
that we have prided ourselves upon since incep-
tion. Our plan for Robert K. Buzzell Limited is to 
concentrate our efforts on expanding our small 
engine division, Atlantic Air Cooled Engines, as 
well as investigating the possibility of opening a 
fee warehouse in the Moncton area. I think this 
is a tremendous opportunity for both companies 
to grow their respective businesses.”

Robert K. Buzzell, president of Buzzell’s, has 
agreed to support AutoChoice in a consulting 
role for a period of 12 months post-closing to 
assist in the integration process.

MAT Holdings, Inc. Acquires Gabriel 
Shocks

MAT Holdings, Inc., has announced its purchase 
of Ride Control, LLC, makers of Gabriel brand 
ride control, from OpenGate Capital, LLC.

According to MAT Holdings CEO Steve 
Wang, “MAT is extremely excited about this 
acquisition. There are tremendous synergies 
between our businesses and this will position our 
company to uniquely serve the OE and after-
market needs of the passenger and commercial 
vehicle segments for years to come.”

Ride Control, LLC, operates in both the 
aftermarket and original equipment manufac-
turer (commercial, industrial, and recreational 
vehicle) segments under the Gabriel (U.S. and 
Canada) and GRC (Mexico) brand names.

The business was acquired by OpenGate 
Capital in 2009 and underwent significant oper-
ational improvements that led to increased 
sales and profitability.

“We are energized by the future potential 
for growth and expansion as we look forward 
to a long and mutually beneficial relationship 
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Denso Announces Aftermarket  
Product Line Expansion

Denso Sales California has announced plans to expand cover-
age of eight of its aftermarket product lines as well as plans to 
combine two companies to form one aftermarket headquar-
ters for the Americas called Denso Parts and Services Americas 
Inc.

Denso will be expanding its domestic and import model 
coverage in the following product lines: oxygen sensors, A/C 
compressors, radiators, condensers, fuel pumps, alternators, 
starters, and coil-on-plug. The product expansion is a result of 
increased demand for its products in the Americas.

“We have experienced tremendous growth in our aftermarket 
product sales in the last three years,” says Fran Labun, vice-presi-
dent, sales group. “This expansion of our product line coverage, 
especially domestic model coverage, is the next step to achieve 
our goal of more than 10% growth each year by 2015.”

Denso is combining the two companies to form an after-
market headquarters that will support the increased demand 
for aftermarket parts more effectively.

The organizational change will allow Denso to develop and 
launch products more quickly for customers in the region, it says. 
The new organization will be responsible for the engineering, 
procurement, sales, service, and planning for aftermarket, heavy 
duty, OES, and non-automotive products.

Denso Sales California is an automotive components sales 
and distribution company that employs 300 people in Long 
Beach, Calif. The company’s product line includes heavy-duty 
automotive alternators and starters, oil, cabin and air filters, 
spark plugs, AC compressors, oxygen sensors, ignition wires, 
fuel pumps, and wiper blades.

Most Victorious Corvette in History to Cross the 
Block at Barrett-Jackson Scottsdale

Built from parts to become the most victorious Corvette in 
history, a legendary 1968 Chevrolet Corvette L-88 racecar 
was slated to cross the auction block January 19 at the Barret-
Jackson auction in Scottsdale, Ariz. 

Campaigned by Tony DeLorenzo, Jerry Thompson, Don 
Yenko, and Gib Hufstaeder, and pushing 600 horsepower, the 
1968 Chevrolet Corvette L-88 Owens/Corning racecar is among 
the most powerful production-based racecars of all time, with a 
near-perfect record in FIA GT and SCCA National racing.

Lorenzo and Thompson, the primary drivers for the Owens/
Corning team, racked up a remarkable record of victories in this 
stunning vehicle, including wins at the 1969 and 1972 SCCA 
National “A” Production Championships, 2nd Place in GT at 

the 1969 12 Hours of Sebring endurance race and 
1969 and 1970 GT class wins in the 24 Hours of 

Daytona race in Daytona Beach, Florida. 
This car, along with its team car, 

secured victory at 22 of 22 SCCA/
FIA National Events from 1969 to 
1971, with the 1968 L-88 winning 12 

of the events.

Wakefield Canada Awarded Two Honours 
For 2012

The winner of many business awards over its seven-year 
history, Wakefield Canada Inc. has now achieved two 
additional marks of distinction.
For the first time, Wakefield was selected one of Canada’s 10 
Most Admired Corporate Cultures of 2012 in the “mid-
market” division. Canada’s 10 Most Admired Corporate 

Continued on page 8

with MAT Holdings, Inc.,” says Lisa Bahash, president of Ride 
Control, LLC.
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TTX “Terrain Tough” 
Launches With New 

Website
TTX, a new line of 

Mevotech parts designed 
for applications that require 

advanced reliability and 
durability has launched  

with a new website,  
www.ttxterraintough.com. 
The website provides infor-

mation from Mevotech 
about the new product line 
including information on 
the new technologies built 

into the TTX line.

*   *   *

New Raybestos Brand Brake 
Pads and Rotors Released 
Raybestos brand brake 

parts, a member of Brake 
Parts Inc., has added 2013 
brake catalogue listings for 
256 makes and 52 models. 

AutoZone Inc. has lower than expected sales 
results in the first quarter of 2012, with only 
a modest rise in same-store sales, but still 
marked the twenty-fifth consecutive quarter of 
double-digit earnings per share growth.

While the past quarter’s sales results were 
lower than planned, net sales were $2.0 bil-
lion for its first quarter (12 weeks) ended 
November 17, 2012, an increase of 3.5% from 
the first quarter of fiscal 2012 (12 weeks). 
Domestic same-store sales or sales for stores 
open at least one year increased 0.2% for the 
quarter. (All figures in U.S. dollars.)

Net income for the quarter increased $12.3 
million, or 6.4%, over the same period last 
year to $203.5 million, while diluted earnings 
per share increased 15.7% to $5.41 per share 
from $4.68 per share in the year-ago quarter.

For the quarter, gross profit as a percentage 
of sales was 51.8% (versus 51.1% for last year’s 
quarter). The improvement in gross mar-
gin was primarily attributable to an improve-
ment in merchandise margins (53 bps), driven 
by lower acquisition costs and lower shrink 
expense. Operating expenses, as a percent-
age of sales, were 33.6% (versus 33.4% last 

year). The increase in operating expenses as a 
percentage of sales was negatively affected by 
higher store payroll (34 bps), partially offset by 
lower advertising expense.

The company’s inventory increased 6.8% 
over the same period last year, driven primarily 
by new store openings. Inventory per store was 
$537 thousand versus $524 thousand last year 
and $525 thousand last quarter. Net inventory, 
defined as merchandise inventories less accounts 
payable, was flat relative to last year, on a per-
store basis, at negative $64 thousand per store.

Additionally, AutoZone announced that 
it has entered into a definitive agreement to 
purchase the assets and select liabilities of 
AutoAnything, an online retailer of specialized 
automotive products.

During the quarter ended November 17, 
2012, AutoZone opened 19 new stores, and 
closed one store in the U.S., opened four new 
stores in Mexico, and opened its first store in 
Brazil. As of November 17, 2012, the company 
had 4,703 stores in 49 states, the District of 
Columbia, and Puerto Rico in the U.S., 325 
stores in Mexico, and one store in Brazil for a 
total count of 5,029.

Automotive Lift Institute (ALI) Launches Online 
Database of Lift Inspector Testing Locations

U.S. participants in the Automotive Lift Institute’s (ALI) new Lift Inspector Certification 
Program now have an easy tool to use to find local testing sites where they can take their 
Pre-Course and Course examinations. 

ALI has partnered with Applied Measurement Professionals (AMP) to create a search-
able database of locations that support the program’s tests at www.goamp.com.

While testing sites are located in most major U.S. cities, O’Gorman notes that Canadian-
based candidates can contact ALI directly for options available to them.

Applicants simply visit the website and click on the “candidates” box in the upper right 
corner. In the first and second drop-down menus, select “Other,” and then “Automotive Lift 
Institute, Inc.” Applicants choose which test they are approved to take, ALI’s Pre-Course or 
Course examination, in the third drop-down. After all the information is selected, AMP’s 
portal will show a “Locate Testing Centers” link. The testing sites listed can be narrowed by 
state or searched by ZIP code.

U.S. News: AutoZone Inc. Reports Net Sales  
of $2 Billion For First Quarter 2012, Acquires  

Online Retailer AutoAnything

Continued from page 7

Cultures is founded and presented by the executive search firm Waterstone Human Capital. The 
Award’s Board of Governors is a prestigious group of well-connected executives from both the 
private and public sectors, most of whom represent an organization that is a past winner of the 
program.

Wakefield has also once again been identified as one of the Best Small & Medium Employers in 
the GTA (Greater Toronto Area), achieving the #17 ranking. This award came as a result of partici-
pation in the Top 50 Best Small & Medium Employers.

The organizers explain, “If employees speak positively about their employer, want to continue 
working there and go ‘above and beyond’ to help the organization succeed, we identify them as 
being highly engaged.”

Bob MacDonald, president of Wakefield Canada, thanked his team for these two award 
recognitions, noting, “We’re not done, and it’s not easy. I thank each and every one of you for 
contributing to our company’s success.”

NEWS AND 
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Continued from page 8

New Fuel Assemblies 
Cover More Than 3.2 
Million Ford Vehicles

The 15 new fuel assemblies 
just added to Delphi’s fuel 

management portfolio 
cover more than 3.2 million 
North American Ford vehi-
cles from 1999 to 2011. Part 
numbers: FG0871, FG0877, 
FG0878, FG0879, FG0880, 
FG0881, FG0882, FG0883, 
FG0884, FG0967, FG0968, 
FG0969, FG0970, FG0971 

and FL0277.

*   *   *

CRP Automotive Introduces 
Ajusa Cylinder Head Bolt 

Program
CRP Automotive has intro-
duced a new Ajusa Cylinder 

Head Bolt program that 
offers coverage on Asian 

and European applications. 
The program features an 
OE-quality line of cylinder 

head bolts that come  
packaged as sets for vehicle 

specific applications.

Ken Coulter, president, Specialty Sales and 
Marketing, is pleased to announce the appoint-
ment of Robert Pitt as managing director, 
Specialty Sales and Marketing Automotive Group. 
Pitt will be responsible for all vendor sales and 
developing customer requirements in Canada, 
working with his new team of automotive field 
professionals in Canada. Pitt has a long history in 
Canada’s aftermarket, including his most recent 
posting as vice-president, Affinia Canada ULC.

Uni-Select Inc. has announced the appointment 
of Steve Arndt as president and chief operating 
officer, FinishMaster Inc. Arndt has more than 
20 years of experience at FinishMaster. As vice-
president, national sales, he led the sales force 
and dedicated himself to gaining market share, 
increasing operating income, leading acqui-
sitions, and developing vendor relationships. 
FinishMaster, a wholly owned subsidiary of Uni-
Select, is a leading national independent distribu-
tor of automotive paints, coatings, and related 
accessories in the United States. Headquartered 
in Indianapolis, Indiana, FinishMaster operates 
three major distribution centres and 164 branches 
in 29 metropolitan areas.

Zurawel Patton Sample has announced that 
Roy Shannon has joined the ZPS Team as sales 

APPOINTMENTS

representative for Atlantic 
Canada. Shannon is an 
industry veteran, serving 
many years with Federal-
Mogul as the Atlantic 
regional manager, various 
roles with Wagner/Cooper 
before that, and more 
recently with the Colonial/
APM Group. Shannon has 
also had a long history of 

involvement with the Automotive Industries 
Association of Canada, both regionally and as a 
director at the national level.

KYB Americas Corp. has announced the promo-
tion of Erin Manning to the position of customer 
support manager. Manning has been with KYB 
since 2005 where she has served as a customer 
support representative and specialized in inter-
national shipping logistics. In her new position, 
Manning will ensure the expectations of KYB’s 
customers are met and exceeded by coordi-
nating efforts of customer support staff and 
KYB’s sales team. Based in KYB’s Addison office, 
Manning will also be responsible for managing 
the day to day operations within the customer 
support department. Manning attended Harper 
College.

Dayco and Federal-Mogul 
Honoured by Alliance

Dayco Products, LLC, and Federal-Mogul were 
among the prime honourees at the 2012 
Aftermarket Auto Parts Alliance, Inc., winter 
meeting.

During the presentation of the annual sup-
plier awards, which are voted on by the share-
holders of the Alliance, Dayco was presented 
with both the 2012 Outstanding Manpower 
Support Award and the 2012 Outstanding 
Shipping Performance Award.

The Outstanding Shipping Performance 
Award was given to Dayco for the company’s 
95% or better shipping performance achieved 
in 2012.

The Outstanding Manpower Support 
Award was given to Dayco for its best-in-class 
field support, including technician clinics and 
store sales calls.

The Federal-Mogul Vehicle Component 
Solutions organization received the 2012 
Outstanding Training Support Award. 

The Outstanding Training Support Award 
recognizes the supplier that best supports 
the technical training needs of each Alliance 
shareholder business. Federal-Mogul provides 
an extensive range of training programs at its 
state-of-the-art Technical Education Center 
(FM TEC) in St. Louis, as well as at thousands 
of customer locations across North America. 
The company’s training program will be 

expanded in early 2013 with the introduction 
of a sophisticated in-market product, brand 
and technical support platform for vehicle 
service providers. The new platform features 
teams of ASE-certified specialists and sophis-
ticated technical support vehicles that will be 
deployed to key markets across North America.

Bestbuy Distributors Raises “Mo” 
Money for Men’s Health 

The “Bestbuy Handlebars” raised $5,000 in 
support of men’s health with their Movember 
campaign.

Headed up by president Jeff VandeSande, 
whose father is recovering well following a 
prostatectomy after he was diagnosed with 
prostate cancer earlier this year, the group 
sported significantly more facial hair than 
usual in order to raise donations.

“Men’s health is a cause I am passionate 
about,” said VandeSande at the start of the 
campaign. “My commitment is to grow a 

moustache for the 
month of Novem-
ber and in doing 
so, raise vital aware-
ness and funds for 
prost ate  cancer 
and male mental 
health.”

NEWS AND 

INFORMATION
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A s OEMs continue moving towards parts consolidation 
and lighter-weight components, aftermarket parts dis-
tributors are finding installers are requesting higher 

quality replacement parts.
“In our particular market, the ‘white box’ is dramatically 

shrinking,” says Jeff Fortin, president of Fortin’s Automotive 
in Chilliwack, B.C.

Fortin’s trading area is more rural and made up of primar-
ily pick-up trucks, so installers in his area tend to go with parts 
that are more robust and less likely to give them problems.

“Our customers are looking for more value. With the time 
required for installation in many vehicles, the price of the part 
is becoming less of a factor than it used to be.  More time is 
required now for most repairs, so there is an incentive for the 
installer to only want to do the job once. Plus, with the whole 
parts consolidation going on, cars are being built better and 
lasting longer and as a result, vehicle owners are willing to 
invest in quality replacement parts,” explains Fortin.

With these design changes coming down from the OEMs, 
control arm assemblies have become a higher-wearing compo-
nent, which has led to increased aftermarket sales for jobbers. 
Many aftermarket manufacturers have stepped up to the plate 
and now offer an extensive array of control arms and ball 
joints to fill this growing demand.

“Dodge trucks have always been a big seller for us. With known 
failures like Dodge truck ball joints, the aftermarket is able to 
respond quickly and provide problem-solver parts like beefed-

up ball joints to eliminate these chronic problems. The ability of  
the aftermarket manufacturers to respond to changing market 
needs is very beneficial,” adds Fortin.

Mevotech recently launched a new heavy-duty chassis 
component line called TTX, or Terrain Tough. “The TTX 
line comes from listening to our customers and understand-
ing their need for parts that would extend the maintenance 
cycle,” explains Scott Stone, vice-president of sales and mar-
keting at Mevotech.

With two patents, the TTX line includes a new boot 
design, new bearing design, new housing material, and a 
new Wintertech coating. There is also a new locking system 
for the pin. “The TTS line is designed for working truck 
applications, fleet applications, as well as some off-road Jeep 
applications. It also has a lot of applicability to the consumer 
market,” adds Stone.

TRW recently announced that it is launching a premium 
chassis parts program into the North American market this 
year. The program will be introduced in two phases and will 
cover 95% of the vehicles in operation in North America. The 
first phase consists of more than 2,600 parts and will include 
ball joints, control arms, inner tie rods, stabilizer links, idle 
arms, and pitman arms and bushings.  A further 2,500 parts 
will follow by the end of 2013.

From the aftermarket perspective, improvements can be 
made in the materials used to manufacture the bushings, ball 
joints, control arms, and other major chassis components that 
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CHASSIS COMPONENTS: tend to experience the most wear to extend the life of the 
component.

“There are still vehicles that use the metal-type bearings, 
which can create high resistance or a memory stair issue, but 
most new vehicles now require low-friction technology. They 
come with an enhanced bearing for best fit and form,” explains 
Dave Cerveny of the Raybestos chassis service department.

While the OEs no longer include grease fittings, Raybestos 
does add grease fittings to the majority of its parts. “We listened 
to our technicians and they are asking for grease fittings, so we 
put them in,” says Cerveny.  

“We also provide control arm assemblies that have the ball 
joint already installed. Installers love the fact they no longer 
have to press a ball joint in or out anymore. Now it’s just a 
straight bolt-on,” adds Cerveny.

While parts demands vary from market to market right 
across the country, complete assemblies are growing at a steady 
rate. Struts are another component that has become a com-
plete assembly that no longer requires a spring compressor. It’s 
just five bolts to take it out and put a new one in.

“In the old days, you would take the spring out and find 
another problem and it would mean another call to the cus-
tomer that the job was now going to cost more because of 
another problem. Now we just take out the whole assembly and 
put a new one in and there are no surprises for the customer,” 
explains Cerveny.
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In most cases, OEMs do not provide shims to adjust camber 
or caster. Vehicle owners who lower or raise their vehicles or 
make other suspension modifications often want the ability to 
fine-tune their suspension. Raybestos offers a wide range of 
alignment adjustment kits that allow customizers the opportu-
nity to dial in their vehicle.

“When I go out to speak to installers in the field, I am find-
ing they love the control arm assemblies. It just makes the job 
that much easier for them,” says Cerveny.

“For example,” he continues, “you have Hondas that are 
known for the upper ball joints going bad. You have the 
option of pressing a ball joint in or out, but now, nine times 
out of 10, the installer will go with the control arm assembly. 
If the installer presses in a new ball joint and that ball joint 
fails, there is always the question of whether the installer 
pressed it in correctly. By using an assembly, that worry is 
completely eliminated.”

While component replacement is still a big part of the 
market, the OEMs are moving in one direction, towards assem-
blies, and installers everywhere approve.

“I’ve been in the industry 30 years now so I have seen 
the trends come and go over the years. Generally across the 
country parts sales have been pretty flat, so if you are going to 
grow, it means increasing market share and staying on top of 
the latest trends. Jobbers with too narrow a focus could find 
themselves in trouble,” adds Fortin.
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MONEY &
MANAGEMENT

Mark Borkowski is president 
of Mercantile Mergers & 
Acquisitions Corporation. 
Mercantile is a mid market  
M&A brokerage firm. Contact 
the firm at www.mercantile-
mergersacquisitions.com. 

14  JOBBER NEWS / JANUARY 2013

Peter Churchill-Smith is managing director 
of Newport Private Wealth, one of Canada’s 

largest independent wealth managers, and has 
worked with entrepreneurs for the better part 
of his 30-year career as a wealth management 
professional. Recently Peter and his partners at 
Newport Private Wealth decided to conduct a 
national survey of entrepreneurs who had sold 
a business, to provide a perspective on what the 
experience is like.

The survey, conducted by Capital C 
Communications, determined that for the major-
ity of business owners, a business sale is an 
exhausting and totally consuming ordeal that 
left them with little time to think about their 
personal needs and new circumstances. Then 
there is the aftermath. If one is still running the 
business, one’s personal affairs often take a back 
seat to priorities such as staff and customer issues 
that have been deferred. 

One of the more significant findings of the 
survey was the admission by entrepreneurs that 
fewer than 25% of them had pre-planned the sale 
of their business. They also confirmed that the 
selling process was both distracting and exhaust-
ing. Under these circumstances, it should not be 
a surprise that many of them needed consider-
able time to re-engineer themselves and their 
money after the sale.

From two credible sources – entrepreneurs 
that have already experienced a “sale,” and the 
research findings – the following ten suggestions 
were compiled.

Take a breath. The sale of the business 
often creates a void that can last a year 
or more before you declare yourself 
ready for the next challenge. The 
management of your funds needs to 
reflect this new plan. 

Recognize your new reality. You are not 
any wealthier than you were prior 
to the sale. However, your balance 
sheet has changed dramatically. If you 
are working for the new owner, your 
wealth is no longer lodged at your 
place of work. It is at the bank! And 
it is not getting the same close atten-
tion from you that it received before 
the sale. 

Seek professional cash management. 
For any large amount of money, 
you should have access to wholesale 
rates. Ensure that you are dealing 

with someone with direct access to 
the money market that can ensure 
that you are receiving the rates you 
deserve.  

Draw up a new balance sheet. There’s 
no better time than now for you to 
take stock. Your affairs are probably 
more complex than you would like. 
You need funds to live, and you 
need to understand which funds 
are best accessed from a tax per-
spective. A detailed balance sheet 
will give you an accurate overview 
and help you identify issues that 
require immediate attention. 

Get organized. Your money may be in 
several places, such as a family trust, 
a holding company and several fam-
ily accounts. Many business sellers 
tell us that they are overwhelmed 
with the paperwork. You might want 
to consider hiring a part-time book-
keeper.  

Communicate your new reality with key 
family members. Many business sellers 
emphasized the importance of com-
municating their new reality with 
key family members. Recognize 
this possibility so as to avoid any 
unpleasant consequences.  

Get an estimate of the taxes owing, 
and when.  You need to obtain an 
estimate of your tax liability. It may 
be due over several years and some 
may be deferred indefinitely. There 
are many strategies available, includ-
ing insurance and philanthropy. 
Focusing on these issues may be the 
best way to increase your net worth 
in the short term.

Do an audit of your current estate plan. 
It is very likely that your estate plan, 
including your will and insurance, 
does not match your new circum-
stances. Does your will include 
provisions dealing with shares of 
a private company now sold? Are 
your current executors capable of 
handling the complexity of your 
new affairs? Make these necessary 
changes as soon as possible. 

Selling Smart
The first ten things you must do after you sell your business.
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Aftermarket’s Go-To Guide with Year Round Exposure:
2014 Jobber News Annual Marketing Guide

ONLINE
In a Digital Version of the Jobber News 

Hot Product Showcase at

www.AutoServiceWorld.com

E-MAIL
With the Jobber News Hot 
Product e-Newsletter
Reach Out to More than 14,000 
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CONTACT YOUR 
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REPRESENTATIVE 

FOR DETAILS!

Be prepared for solicitations from chari-
ties. Yes, they know you’ve sold. And 
they may even know the sale price. 
You have moved up their list and 
they may solicit you for a large com-
mitment. Again, recognize your 
new reality and be prepared. Many 
entrepreneurs find it helpful to 
have a gatekeeper who will handle 
these requests.

Develop an approach for loans to family. 
Sooner than you think, you may be 
asked for a loan by a family member 
or friend. They may think that the 
loan is trivial to you. Sadly, they may 
feel the same way about repayment. 
Do you take security? Or document 
the loan? Will it set a precedent? 
These are sensitive issues. A simple 
solution?  Buy yourself time by tell-
ing them that your money is tied up 
with your advisors. 

Newport Private Wealth is one of Canada’s 
largest independent full-service wealth 
management firms serving high net worth 
individuals. The firm manages more than $1 
billion of assets under management on behalf of 
families across Canada.

To download the business seller survey, visit 
www.newportprivatewealth.ca.

SOLD
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T
he push to improve vehicle fuel efficiency is ramping up as automak-
ers continue to make strides in driveline efficiencies. From transmis-
sions to drive shafts and U-joints, drivelines are going through a major 
design transition, becoming smoother, lighter and smarter. But at 

what cost to consumers?
Eight-speed automatic transmissions are no longer limited to high-end 

imports. Continuously variable transmissions (CVT), which offer an infinite 
number of gear ratios and much improved fuel efficiency, are now common-
place, as are double clutch systems (DCT). CV joints, which have replaced 
most U-joint applications, reduce vehicle weight and allow for a smoother 
rotating shaft, to transmit power on an angle, at a constant speed, without 

CV Shafts Now Rule
Where U-Joints Once Roamed

By Steve Pawlett
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an increase in friction. These upgrades are mated to 
the latest software-controlled electronics to further 
improve performance and reduce fuel consumption.

OEMs clearly have their sights set on the 54.5 mpg 
fuel economy goal recently set for 2025 by the Obama 
administration. In fact, according to a recent report in 
The New York Times, General Motors and Ford are close 
to announcing an agreement to jointly develop new 
10-speed automatic transmissions specially designed to 
reduce fuel consumption.

This is not the first time America’s two biggest auto-
makers have worked together on transmission develop-
ment. Just over a decade ago (2002), they shared the 
design and production of a six-speed automatic for front-
wheel drive cars. This program resulted in the Ford 6F 
and GM 6T70 transmissions, which shared mechanical 
parts but each had their own electronic controls.

The biggest benefit of GM and Ford working togeth-
er is the reduction in their investment risk.  If the two 
Detroit rivals go ahead with this plan, their sheer size 
and supply base could give them a huge manufacturing 
volume advantage over the competition.

Transmissions with a high number of gears allow the 
engine to operate in its most fuel-efficient rev range, 
thus reducing fuel consumption and CO2 emissions. 
Hyundai recently announced that it will offer a 10-speed 
automatic in its luxury models from 2014. 

Packing more gears into the compact transmission 
housings used in smaller vehicles, with all the needed 
hardware to deliver smooth, imperceptible shifts, is an 
increasingly tricky challenge. There is only so much 
space available under the hood of subcompact and 
compact carts with front wheel drive, in part because the 
transmissions are positioned across the chassis, rather 
than lengthwise as in trucks and SUVs (and most sports 
cars and luxury sedans). The limited width between the 
front wheels restricts how wide the transmission can be 
and ultimately, the number of gears that can fit inside.

This lack of space to package seven and more gears 
is one reason that subcompacts don’t achieve higher 
fuel efficiency than larger compacts. It’s also why com-
pacts can’t top the economy of midsize vehicles that are 
longer and have lower aerodynamic drag, which helps 
overall efficiency.

“Along with higher gearing and the increasing use of 
electronics to improve fuel mileage, the biggest change 
we have seen is the widespread use of high-speed CV 
joints in trucks and SUVs,” says Jerry Friesen, general 
manager of Pat’s Driveline in south Edmonton, Alta. 
Pat’s Driveline, one of 11 specialty driveline outlets oper-
ated across Canada, is a member of the Gear Centre 
Group of Companies. 

 As general manager responsible for all Canadian 
branches, Friesen has identified a few recent trends in 
the driveline parts sales business, one of which is a growing 

volume of CV joint replacements.
CV joints were originally developed for use in front-

wheel drive compact vehicles, but their versatility, per-
formance gains, and relative low cost have resulted in 
their widespread use on the main line of many SUVs 
and light trucks.

A few years back, OEMs focused on making the ride of 
light trucks and SUVs much more car-like, and with the 
use of CV joints they have done a really good job of isolat-
ing the cab from the drivetrain – so well, in fact, that Pat’s 
Driveline has had cases where a disintegrated constant 
velocity joint flies off a newly arrived vehicle, and the 
transfer case has broken in half from excessive vibration, 
but the vehicle owner never felt a thing.

Back in the day when U-joints were the norm, pickup 
trucks would travel on rough roads and the drive shafts 
would fall apart, but drivers would feel it going. With CV 
joints, that driver sensory perception is now gone.

“We see this over and over again, so this is not an iso-
lated event, and it’s not like OEMs are going outside the 
box and inventing something new. CV joints have been 
around a long time,” adds Friesen.

The high-speed CV joint started in the North 
American market with the Ford Bronco II. Ford upgrad-
ed that shaft a couple years in because it was failing. Then 
the exact same drive shaft with a different bolt pattern 
was put into the front drive shaft of the Chevy Astro van. 
The drive shaft continued to fail and GM upgraded it to 
U-joints. Since then, CV joints have taken over.

CV joints are inherently smoother and lighter 
than standard U-joints. Their widespread use today 
is likely based on a combination of performance and 
price. European vehicles also primarily use CV joints, 
but don’t experience the failure rate seen in North 
America. “We put more miles on [cars] here, and our 
vehicles tend to be heavier and our driving conditions 
harsher, which adds up to a higher failure rate. Back in 
the day, 150,000 kilometres was a car you wouldn’t buy. 
Now many vehicles have over 300,000 kilometres on 
them and are still on the road,” adds Friesen.

Today we are seeing two-litre engines, once only 
found in compact cars, powering SUVs like the Ford 
Escape. They are putting out way more horsepower and 
torque to move a much heavier vehicle. This also adds a 
great deal of stress to CV joints that were, after all, origi-
nally designed for use in front-wheel drive compact cars. 

For example, the four-wheel drive Jeep Grand 
Cherokee comes equipped with a Mercedes drivetrain 
and doesn’t have a single U-joint. Instead, it’s got a rub-
ber coupling, four high-speed CV joints, and another 
eight in the axle shafts. That’s a big change in the drive-
line. The OEM has taken out the vibration inherent in 
standard U-joints, and smoothed out the ride consider-
ably. This has effected a major change in the driveline 
repair business, because CV joints just don’t last as long.

CV Shafts Now Rule
Where U-Joints Once Roamed
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In addition to the added stress of operating in the heavier 
four-wheel or all-wheel drive vehicles, tire size is also critical to 
the life of the CV joint. If a vehicle owner puts smaller tires in 
the rear, it puts a tremendous load on the drivetrain as it tries 
to make up the rotating speed difference, and it just burns out 
the CV joints.

Typically, a CV or U-joint fails due to heat or lack of lubrica-
tion. “OEMs no longer include grease nipples, and I support 
that. I’m not a proponent of getting under my own vehicle 
and greasing it every couple of months,” adds Friesen. “But 
with selected components you have to know when it’s time to 
replace the part.”

If you take your vehicle to the dealer and they do their 
112-point inspection they will catch those things, because it’s 
in their best interest to. But the average lube shop isn’t going 
to find these things; and most consumers aren’t aware of the 
importance of regularly inspecting the drivetrain of their vehi-
cle. A lot of components that get replaced are often replaced 
with grease-able components because the consumer thinks it’s 
better. “But if the vehicle owner does not ensure that these 
joints are greased on a regular basis, they will wear out faster 
than the sealed units,” he cautions.

“So as a consumer you have to ask yourself, ‘What changes 
am I going to make to ensure I am looking after that?’ The 

lube shops know that your vehicle comes without grease fittings 
before it even hits the door, so they won’t even look for them. 
The onus is now on the owner to ensure the shop is aware of 
this change,” adds Friesen.

The next issue is how often do you grease these compo-
nents? Back when oil changes were done every 2,000 or 3,000 
kilometres, it wasn’t an issue. But now vehicles go 8,000 to 
10,000 kilometres between oil changes, and a lot can happen 
in that time period. Grease simply has not improved enough to 
last that long between service intervals. CV joints are covered 
by a protective rubber boot, but should a rock happen to rip 
one open, that joint could fail long before the next oil change.

Another concern for customers using grease fittings to pro-
long the life of their drivetrain components is knowing if the 
correct type of grease is being used.  

Just like oil, there is more than one type of grease to choose 
from. Unfortunately, many shops rarely choose the correct 
grease for CV joints or U-joints. You need high temperature 
grease – good to 163° Celsius – which very few will reach. If 
a technician chooses ball joint grease, which has more to do 
with pressure than temperature, it’s not going to be right and 
it won’t do the job. “We run into this in the heavy truck market 
all the time, because they will just use fifth-wheel grease or 
whatever they happen to have on hand,” explains Friesen.

Another trend in the driveline repair business is the short 
life span of many new OE components, which can result in a 
relatively young vehicle becoming un-repairable.

“With vehicles changing so fast these days, many parts are 
only used for a short window of time. So for a parts supplier, 
it’s more difficult to actually stock all the various parts. Even 
drive shafts are only around for a year or two now before they 
are changed. It’s to the point where it isn’t even to the manu-
facturer’s benefit anymore, because the more parts the OE has 
out in the industry the more overhead there is. What seems to 
be happening as a result is these parts are becoming obsolete 
quicker,” says Friesen.

In many cases, when a customer comes in needing a drive 
shaft replaced, he can’t get it. So now a five- to seven-year-old 
grocery-getter is non-repairable. The Chevrolet Equinox is a 
prime example. “What used to be a $700 drive shaft became 
a $2,400 drive shaft and now, you can’t even get them. An 
Equinox is something that should rust away, not become obso-
lete over lack of parts,” explains Friesen.

“There are so many changes happening right now on the 
technology side that it’s fine as long as the vehicle is under 
warranty, but once that is over, even we abandon the parts. 
Logically, having large component changes to an assembly 
means less parts, but even that is not the solution,” adds Friesen.

The other side to this situation is the fact that vehicles are 
lasting longer, so owners are tending to hang onto them longer.

Vehicle owners today have to be educated on vehicle main-
tenance and repair options if they are planning on keeping 
their vehicles for longer periods, because more and more 
vehicles are becoming either too expensive to repair, or you 
simply can no longer get the parts.

NOW STOCKING

FOR  4x4 APPLICATIONS!
CONSTANT VELOCITY DRIVESHAFTS

www.patsdriveline.com
For More Information, Visit:
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C
ontinually growing stock and limited space was 
adversely affecting productivity, at an automotive 
fleet repair shop that is as concerned with keeping 
the right stock on hand as any jobber.

Looking to increase parts storage space and improve 
parts retrieval efficiency, the shop decided to try out a 
new flexible storage system that more than doubled its 
storage capacity.

“Automotive manufacturers make a lot of changes to 
part designs and shapes from year to year,” says Bruce 
Donatelli, the City of Philadelphia’s fleet management 
supervisor.  “To increase our storage capacity and 
improve productivity, we decided to consolidate most 
of our parts storage from bulky, 
traditional shelves on the third 
floor down to a more flexible, 
space-efficient shelving system on 
the first floor – next to our service 
bays, where the work actually gets 
done,” explains Donatelli.

Donatelli turned to a flexible 
modular storage system called 
V-Grip by Equipto, a Tatamy, Penn.-based supplier of 
industrial storage designs and solutions.

What makes the V-Grip storage system unique is that 
it starts as raw shelving and allows parts managers to 
adapt and create denser and denser storage capacity as 
business, budget, or storage needs change. The modu-
lar storage system is more flexible than modular drawer 
cabinets or traditional shelves because it is designed 
so shelves, drawers, and other accessories can be inter-
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changed in the shelf cavity.  Since each shelf, drawer, 
or accessory is individually mounted to upright posts 
using a proprietary bracket system, they are individually 
adjustable and can be added at any time without disas-
sembly of the unit.

The modular storage system begins with heavy-duty 
uprights, and top, bottom, back, and side panels.  
Shelves with up to 400 lbs. capacity can be added and 
adjusted at three-inch increments for storage of bulk 
items and items of different sizes.  For more efficient 
storage of small- to medium-sized parts, drawers in 
three-inch increments can be added, along with drawer 
or shelf dividers to keep small parts from mixing. For 

more security along with visibility, locking and see-
through doors in various combinations can also be 
added.

“The option to add or adjust shelves, drawers, or other 
accessories as needed should help us maximize storage 
density where we needed it most, next to the service 
bays – even if part sizes or configurations change,” says 
Donatelli.

While multiple rows of adjustable shelving accom-

Parts Storage 
for Changing Needs

MARKET FEATURE

For those looking to increase parts storage capacity while improving retrieval 
efficiency, the right parts storage system makes all the difference.

“We decided to consolidate most of our parts storage from 

bulky, traditional shelves on the third floor down to a more  

flexible, space-efficient shelving system on the first floor – next 

to our service bays, where the work actually gets done.” 
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modated the bulbs, fuses, 
hoses, filters, brake pads, 
and other small to mid-
sized automotive items, 
Donatelli wanted to house 
more parts near the first 
floor service bays. He need-
ed more space to store larg-
er items, so he went up.

“With the V-Grip storage 
system, we at least doubled 
our storage in a limited 
space,” says Donatelli.  “We 
added vertical storage with 
a deck-over mezzanine 
above our shelves, with stair 
access. This gave us the 
room we needed for bulky 
items such as doors, hoods, 
fenders, and body panels.”

Adding vertical storage with a freestanding or deck-

over mezzanine is straightforward, if adequate vertical 
space is available. No bracing is needed. The storage 
just needs to be reconfigured to 
put a second floor right on top of 
the shelving.

For auto parts facilities that lack 
enough vertical space to add mez-
zanine storage above shelving, but 
still need to maximize their storage 
density, another option is to put 
existing shelves on carriages and 
platforms to create a mobile aisle 
system. Mobile aisle systems move 
the shelves toward each other to 
eliminate unnecessary aisle space. 
Reducing the number of access 
aisles can save as much as 50% 
of floor space, or double exist-
ing storage capacity. When need-
ed, a mechanical-assist drive sys-
tem means only 1 lb. of effort is 
required to move 10,000 lbs. of 
mobile aisle load on a system such 
as V-Grip’s.

Another advantage of mobile 
aisle systems is how easily they 

provide additional lay-
ers of storage security for 
high-value items. To lock 
the entire system down, 
just roll the mobile aisles 
together and lock the end 
carriage. Since such a lock-
down can be accomplished 
with a single key, the system 
is quick to lock down and 
quick to get back in use, for 
higher productivity on the 
shop floor. An additional 
layer of security can also be 
added with optional lock-
able doors in the shelving.

“Maximizing our storage 
space allowed us to consoli-
date most of our upstairs 

parts operation downstairs in a much smaller space,” 
concludes Donatelli. “Now our technicians have fast 

part access right in the ser-
vice bay. They no longer 
have to travel three floors 
up and three floors down 
to get a part. We’re more 
productive, and it won’t 
be long before we achieve 
ROI.”

The V-Grip storage system is equipped with a  
mechanical-assist  drive system that requires only .5 kg to  

move 4,535 kg of mobile aisle load.

The V-Grip storage system allows part managers to adapt and create denser storage 
capacity to meet current storage requirements.

“The option to add or adjust shelves, drawers, or other accessories 

as needed should help us maximize storage density where we needed 

it most, next to the service bays – even if part sizes or configurations 

change.” 
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T he 6.6L Duramax engine, used in the 
Chevrolet Silverado HD and GMC 
Sierra HD pickups and Chevrolet 

Express and GMC Savana cargo vans, 
is one of the most popular engines on 
the road in the category. More than 
150,000 of these engines have been built 
since it made its introduction in 2001. 

The engine, jointly developed by 
General Motors and Isuzu, does have a 
reputation for being reliable – it’s not viewed 
as a “problem engine” in most circles, even 
though there were some reported problems 
on early models – but due to the number of 
units out there, issues are bound to crop up.

Its reputation for reliability is likely 
due largely to the fact that the 32-valve, 
90-degree V8 was designed at the outset to 
vault GM back into the medium-duty diesel 
game, and was one of the most extensively 
field-tested engines even before it became 
known to many outside the Isuzu-GM corpo-
rate structure. When it bowed in, with 300 hp 
and 520 ft-lbs of torque as an option on the 
2001 Silverado and Sierra 2500/3500 HD, it 
certainly got people’s attention.

Still, nobody’s perfect, and the engine has con-
tinued to evolve.

To date there are five iterations of the engine: LB7 (2001 
to early 2004), LLY (late 2004 to early 2006), LBZ (2006-
2007), LMM (late 2007 to mid-2010), and LML (mid-2010 
to present).

Various changes to injection systems and output have 
accompanied these developments, with the LML version 
being equipped with diesel-exhaust fluid (DEF) injection and 
particulate filter to meet emissions reduction requirements.

While previous editions have been known for their easy 
handling of power upgrades – they’re a popular recipient of 
aftermarket injection controllers and can be seen running in 
diesel quarter-mile competitions – the latest edition’s use of 
DEF and particulate filters makes it less adaptable to this, as 

these systems often increase the soot production of the diesel, 
which could plug the filter. At least that is the thinking that 
is feeding the reluctance to upgrade this Duramax edition.

Besides, with output now up to nearly 400 hp and more 
than 700 ft-lbs. of torque, the engine should provide more 
than adequate (outside competition purposes).

One of the more prevalent areas of confusion involves the 

GM 6.6L Duramax Diesel:
Reliable, With A Few Complexities

ENGINE TECH
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head gasket. Engine builders are certainly used to need-
ing head gasket options to compensate for machining 
operations, from boring to decking – but the Duramax 
has to qualify as the granddaddy of all head gasket 
options, with a multitude of different OE head gasket 
options, and left and right hand gaskets to boot.

One head gasket design was used from the 2001 to 
2004 model years, and another from 2005 on, with three 
grades or thicknesses each. Plus, there are two separate 
thicknesses for use on overbored or overbored-and-
decked engines. Any engine builder can be forgiven for 
becoming more than a little confused. 

Fortunately, in a seemingly simple solution, GM has 
thoughtfully provided a system of identifying the gasket. 
The recessed “slot” with different hole placement indi-
cates which of the A, B, and C grades, overbore, or over-
bore and deck-milled option a gasket is intended for. In 
the aftermarket, Fel-Pro has consolidated these designs 
into two MLS gaskets, simplifying the whole selection 
process. Regardless of the supplier chosen, however, it 
is important to fully inspect all items involved the procedure.

Among the tips offered to engine builders is to simply use 
the thickest head gasket available. The issue at hand is piston 
protrusion, so any engine professional wants to ensure that 
there is sufficient thickness to prevent problems from arising.

There are differing options in the field on whether to go 
to the thickest available; it does slightly reduce compression. 
However, Fel-Pro’s consolidated offering has the standard 
gasket at .037”, with the overbore and decked thickness being 
.047”. When there is a correct head gasket for an application, 
that is what should be used. 

Also, engine builders should ensure that they don’t reuse 
bolts/studs, in accordance with standard best practices. Some 
facilities have recommended the use of upgraded studs to 
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help ensure against future failures. 
Ensure that all injectors are in good working order to avoid 

having to go back into the head afterward.
The Duramax engine’s popularity and its durability have 

made it a staple of the GM family for more than a decade now. 
It only makes sense to become as familiar with its peculiarities 
and variations as possible, as it is going to be an important 
part of aftermarket service and repair for some time to come.

Special thanks to Federal-Mogul’s Fel-Pro team for some information 
used here. 

GM provides a recessed slot with different hole placement to indicate 
which of the A, B,  and C grades, overbore or overbore and deckmilled 
option is intended.
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Headlamp Bulbs Deliver Look Of HID
Philips Automotive Lighting North America 
offers a new xenon-powered upgrade halogen 
headlight bulb for drivers who are looking for 
added styling and HID-type lighting perfor-
mance for their vehicle. The Philips CrystalVi-
sion Ultra headlight bulb provides better road 
illumination for increased vision.

These new bulbs use an advanced gradient 
coating technology to further improve the 
xenon effect in the headlight. With a light 
temperature of 4000°K, the CrystalVision Ultra 
headlight bulb produces one of the brightest 
white lights on the road. The bulbs also have 
an innovative blue cap, which creates a distinct 
blue reflection during the daytime.
Philips
www.philips.com/automotive

Casite Introduces New Packaging, 
Marketing Materials
Casite has redesigned the packaging and brand-
ing of its premium line of “Motor Honey” auto-
motive chemicals with clear bottles, easy-to-read 
neck labels, a no mess pull-tab, UV-coated face 
labels, and multilingual descriptions. Even the 
company’s familiar bee mascot, “Buzz,” has been 
given a new modern look. Casite’s new packag-
ing includes a QR code on the neck label that 
consumers can scan with their smartphones. 
Vehicle owners who scan the code are directed 
to a product landing page that includes the fea-
tures, benefits, and usage directions for each 
product, along with a short informational vid-
eo. Other marketing materials, including a new 
website, are in development as well.
Casite
www.casite.com

Sway Bar Frame Bushings 
Raybestos brand chassis parts, a member of the 
Affinia family of brands, has added sway bar 
frame bushings to the Raybestos chassis catalogue  
for the following 2000-2010 models:

NEW PRODUCTS

Suzuki Truck, Grand Vitara (2006-08), Suzuki 
Verona (2004-06), Subaru Impreza (2002-
07), Legacy (2000-08), Outback (2000-03), 
Baja (2003-06) and Forester (2003-06), and 
Subaru B9 Tribeca (2006-10).  Raybestos sway 
bar links use performance enhancing, low-fric-
tion designs and are cold forged for superior 
strength and stability. The full ball stud maxi-
mizes performance surface area. 
Raybestos
www.raybestos.com

Super Concentrated Fuel Additives
Rislone introduces a full line of six super-con-
centrated fuel additives, packaged in six-ounce 
bottles featuring Rislone’s new patent-pending 
EZ Nozzle delivery system 
that is guaranteed to work 
in any vehicle, includ-
ing the approximately 15 
million vehicles in North 
America equipped with 
capless or obstructed fuel 
systems. When inserted 
into a capless or obstruct-
ed fuel tank, the Rislone 
EZ Nozzle opens the fuel 
system safety door and 
allows the additive to flow in smoothly. Once 
installation is complete, the entire bottle is 
thrown away, eliminating the need to store a 
messy funnel or other device in the vehicle. 
Rislone
www.rislone.com

Paint and Body Protection
Armor All’s new Custom Shield Coating allows 
consumers the opportunity to ditch the cheesy 
automotive bra on the front of their car for a 
more sleek and non-abrasive look. This new 
innovative product is a temporary, spray-on 
peel-off coating that protects the vehicle’s paint 
and body from the elements, and comes in a 
variety of colours that gives the ability to create 
a temporary customization. Users can add rac-
ing stripes down the centre of the car for that 
instant racer look, or cheer on their favourite 
sports team by showing their team spirit on the 
hood of their car.
Armor All
www.armorall.com

Carb Converter Line Expanding
Eastern Catalytic, a world-class manufacturer of 
catalytic converters and related emission con-
trol components, is continually expanding its 
new Eco Carb Series of aftermarket convert-
ers with new California Air Resources Board 
(CARB) exemptions for use as aftermarket 
replacements. Eastern CARB-compliant con-
verters are available in universal and direct-fit 
configurations for OBD-II and pre-OBD-II Cali-
fornia vehicles. Like all Eastern catalytic con-
verters, the Eco Carb Converters are designed 
to fit right and work right, first time, every 
time. All Eastern Catalytic CARB Compliant 
California Application converters are covered 
by Eastern’s 50,000 mile warranty. Shops can 
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find the latest application coverage in Eastern’s 
online California converter applications catalogue.
Eastern Catalytic
www.easterncatalytic.com

52mm Tachometers
The new VDO 52mm (2-1/16 in.) tachometers 
are the latest addition to the VDO Viewline 
Instrument Series from Continental Commer-
cial Vehicles & Aftermarket. The new tachom-
eters come pre-programmed from the factory, 
and are easy to hook up. Available in 6,000-
RPM and 8,000-RPM versions, the VDO View-
line 52mm tachometer uses LED illumination 
and incorporates proprietary VDO high-reso-
lution stepper motor movement for smoother 
and more accurate operation. The VDO 52mm 
tachometers are offered in a wide range of 
design and style options that can be flush or 
panel-mounted, with a choice of Ivory or Onyx 
dial faces, and flat, round, or triangle bezels 
finished in white, black, or chrome.
VDO
www.vdo.com

Gasket Maker for 
Transfer Cases 
and Differentials
Permatex offers its 
innovative gear oil 
RTV Gasket Maker for 
use as a gasket or seal-
ant on transfer cases, 
differentials, and man-
ual transmissions. The 
new gasket maker is 
specially formulated to 
withstand the effects of today’s advanced syn-
thetic and petroleum gear oils, which are known 
to destroy standard RTV silicones. The seal-
ant has been developed to OE manufacturers’ 
specifications and is proven to meet demanding 
OEM sealing standards. It can be used as a dif-
ferential case sealant or as a drain plug gasket. 
The RTV sealant can withstand age and weather-
ing, and will not void manufacturers’ warranty 
requirements. 
Permatex
www.permatex.com

Headlight Restoration Kit 
Philips’ new headlight restoration kit brings 
back headlight clarity for improved night time 
vision and enhanced driving safety. The new 

kit, introduced by Philips Automotive Light-
ing North America, can restore the clarity of 
clouded plastic headlight lenses to a like-new 
condition in less than 30 minutes. The kit fea-
tures advanced coating technology that deliv-
ers excellent results with minimal effort, and 
does not require the use of power tools. It also 
adds a protective UV coating that can help pre-
vent future clouding for up to two years. The 
kit also works on taillights, turn signals, and 
reflective lens covers. 
Philips
www.philips.com/automotive

Fine Wire Double Platinum  
Spark Plug
Bosch has introduced the new OE-design fine 
wire Double Platinum spark plug, which com-
plements its OE fine wire spark plug family con-
sisting of the Iridium plug and platinum plug. 
As with Bosch’s other OE fine wire plugs, the 
Bosch Double Platinum plug line is based on 
the latest original equipment materials and 
manufacturing technology, 
and delivers extended per-
formance life and durabil-
ity. The complete line of 
New Bosch OE fine wire 
Double Platinum plugs 
offers 25 SKUs cover-
ing over 70% of vehi-
cles in operation, 
including over 86% 
of vehicles that were 
originally equipped 
with double platinum plugs. 
Bosch
www.boschautoparts.com

Windshield Wiper Blades  
Feature Graphite Coating 
The newly designed line of Hella Windshield 
Wiper Blades is made from high quality mate-
rials and components, and features a special 
graphite coating that extends service life up to 
3X more than other wiper blades. Hella’s Stan-
dard Wiper has two shock absorbers that pre-
vent excessive wear and concentration of stress 
on a single point, guaranteeing an exceptional 
sweep and clean. The Superwind Wiper has a 
“frameless” shape and 
curved design, which 
increases contact with 
the windshield and 
provides exceptional 
visibility and grip. 
Hella’s Heavy Duty 
Wipers offer the same 
maximum visibility 
and safety as the light 
equipment, but these 
wipers have been 
strengthened for 
heavy-duty vehicles. 
Hella
www.hella.com
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in looking for help. 
Below is a charging system troubleshooting refresher for 

counter staff so when temperatures drop and no-start prob-
lems begin walking in the door, you can quickly diagnose and 
solve a customer’s charging problem. 

As we all know, cold weather increases the strain on the 
battery, starting, and charging systems, and tends to bring out 
any weaknesses in these components.

Knowledge Building:

For the Counterperson January 2013

Charging Systems: 
A Refresher

Continued on page 28

A s the number of electrical components on vehicles contin-
ues to increase, so does the need for more available elec-

tricity. Vehicles have traditionally used 12-volt batteries and 
a 14-volt charging system, but to meet the increased demand 
from such high-usage systems as electric drives, higher voltage 
batteries and packs with an appropriately high voltage charg-
ing system are now necessary for many newer vehicles. 

By taking the time to brush up on the basics of how a 
vehicle charging system operates, counter staff will be better 
equipped to make the appropriate sale when a customer comes 
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the automotive aftermarket through business excellence, community service, 

and industry contributions.
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Cold weather thickens the oil, making the engine hard-
er to crank. Normal cranking loads can require anywhere 
from 125 to 200 amps or more from the battery, depending on 
engine displacement, compression, and temperature. At minus 
18 degrees Celsius, that number can increase by 200 to 250%, 
depending on the viscosity of the oil in the crankcase.

At the same time, freezing temperatures also sap the bat-
tery’s ability to supply amps. At  minus 18 degrees Celsius, 
most batteries can deliver only about 65%of their normal 
cranking amps. At  minus 30 degrees Celsius, battery power is 
cut in half.

A battery cannot deliver maximum cranking power if it is 
not maintained at or near full charge – especially when outside 
temperatures drop and reduce the battery’s amp output. So 
reliable starting also requires a good charging system that can 
both keep the battery fully charged and supply enough amps to 
meet all of the other electrical needs.

If the battery is low or getting old, the starter is weak, or 
there is too much resistance in the starting circuit, the combi-
nation of increased cranking load and reduced battery capac-
ity may prove to be too much when temperatures drop. The 
engine may not crank fast enough to start, or it may not crank 
at all.

Start With The Battery

The first thing that should be checked when diagnosing a 
no-start problem is the condition of the battery and state-of-
charge. The battery may be run down, but a good battery will 
accept and hold a charge, and deliver the rated number of amps 
on demand. A bad battery won’t accept a charge and cannot 
supply its normal supply of amps because the cells are damaged 
or worn out.

Use a voltmeter to check battery charge, even if it has a 
built-in charge indicator. Built-in charge indicators only read 
one cell, not all six cells. If another cell is bad, you cannot tell 
by looking at the charge indicator.

A fully charged battery should read 12.6 volts. A reading of 
12.4 volts equals about a 75% charge and is good enough for 
further testing. But anything less means the battery is low and 
needs to be recharged.

Battery Voltage and State of Charge: 
12.68v . . . . . . . . . . 100% 
12.45v . . . . . . . . . . 75% 
12.24v . . . . . . . . . . 50% 
12.06v . . . . . . . . . . 25% 
11.89v . . . . . . . . . . 0%

(NOTE: these readings are at 26 degrees Celsius. Battery 
voltage readings will drop with temperature roughly 0.01 volts 
for every 12 degrees Celsius.) (At  minus 1 degrees Celsius, a 
fully charged battery will measure about 12.588 volts, and at  
minus 18 degrees Celsius it will measure about 12.516 volts.)

A fast and easy way to check a battery is to use an electronic 
battery tester that does not require a fully charged battery 
for accurate test results. Many electronic battery testers also 
analyze the battery’s CCA (cold cranking amp) capacity, which 
can be used to estimate remaining service life. Some also allow 
you to measure the amps drawn by the starter while cranking 
the engine, and analyze the charging system output under load 
once the engine is running.

If the tester reads cold cranking amps, you can also use it to 
diagnose bad ground connections by running a battery CCA 
test at the battery terminals, then repeating the same test using 
a ground point on the engine or elsewhere. More than a 25% 

difference in the CCA readings between tests indicates a bad 
ground.

You can also use a voltmeter to check for voltage drop across 
the battery cable connections. More than a 0.4 volt drop would 
tell you a connection needs to be cleaned.

The alternator is designed to maintain battery charge, not 
to recharge a dead battery. Overloading the charging system 
with a dead battery can tax it to the point that it may fry the 
alternator.

Charging System
 

Always check the performance of the charging system when 
replacing or recharging a battery. A charging system that is 
working properly should produce a charging voltage of some-
where around 14 volts at idle with the lights and accessories 
off (always refer to the vehicle manufacturer specifications). 
When the engine is first started, the charging voltage should 
rise quickly to about two volts above base battery voltage, then 
taper off, levelling out at the specified voltage.

The exact charging voltage will vary according to the bat-
tery’s state of charge, the load on the electrical system and 
temperature: the lower the temperature the higher the charg-
ing voltage, and the higher the temperature the lower the 
charging voltage. The normal charging voltage on a typical 
application might be 13.9 to 15.1 volts at 25 degrees Celsius. 
But at  minus 30 degrees Celsius, the charging voltage might 
be 14.9 to 15.8 volts. For a hot engine on a hot day, the normal 
charging voltage might drop to 13.5 to 14.3 volts.

Charging amperage is another number that can reveal the 
condition of the alternator. With the engine idling and no load 
on the charging system (lights and all accessories off, and bat-
tery fully charged), the amperage output should be relatively 
low (typically less than 10 amps). With the headlights and 
heater blower fan on and the engine running at 2,000 rpm, the 
output should jump to a higher reading, typically 25 to 30 amps 
or more.

If a vehicle has a history of repeat alternator failures, it 
might mean the battery is not building up normal resistance 
as it accepts a charge. This, in turn, makes the alternator keep 
charging the battery at a higher than normal rate. The result 
is that the alternator runs hot, overheats, and eventually fails 
from being overworked. The battery charging current should 
gradually decrease after the engine starts, and taper off to less 
than 10 amps at idle (with no lights or accessories on) after five 
minutes of running. If a fully charged battery is still pulling 
20 or more amps after five minutes of idling, the battery is 
defective and needs to be replaced.
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Specialist Tool Sales and Service.
We provide service and warranty for most makes 
of automotive test equipment.

Company Page #

AIA Ontario Service Providers Forum  
(www.aiacanada.com) .................................. 11
Exedy Globalparts Corporation  
(www.exedyusa.com) ...................................19
Jobber News Jobber of the Year Nomination 
Form (www.autoserviceworld.com/awards/ 
jobber) ...........................................................27
Mevotech Inc. (www.mevotech.com) 
........................................................... 32 (OBC)
Paramount Group of Companies  
(www.paramountparts.ca) ............................13
Pat’s Driveline (www.patsdriveline.com) ......18
Promax Auto Parts Depot  
(www.autopartsdepot.ca) ...............................5
Schaeffler Group USA Inc.  
(www.Schaeffler-Aftermarket.us) ....................7
Taipei AMPA & AutoTronics Taipei  
(www.taipeiampa.com.tw) .......................... IFC
Uni-Select Inc. (www.uniselect.com) .. 31 (IBC)
W-D 40 Company (www.wd40.com) ..............9

Sales Manager in Fleet sector
Seeking a dedicated, self-motivated 
Sales professional based in the GTA, 
with at least five years relevant expe-
rience in the automotive and heavy-
duty truck Fleet market in southern 
Ontario. Candidate will utilize their 
significant Fleet contacts to pros-
pect new accounts. Must have own 
vehicle. Opportunity to earn up to 
$80,000 working independently five 
days a week in the GTA.
Candidates should submit their 
resume and covering letter to dave@
defender-plus.com Only successful 
candidates will be contacted.

Buy. Sell. Employ. 
Search.

Jobber News  
Marketplace Classifieds
Reach Key Aftermarket Players.

Across Canada.
Every month.

From less than $150 a month.

For more info, contact the  
publisher at  

aross@jobbernews.com or  
call toll free from Canada  

1-800-268-7742 ext. 6763, or from 
the U.S. 1-800-387-0273  

ext. 6763. 
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Editorial
Comment

N ot long ago I sat with a group of friends talking about some of the retail-
ers we had grown up with, and about how the “shopping experience” 
had changed.

It is an interesting study of the human mind, or mine anyway, in 
how at first blush one can barely remember the existence of businesses  

like Consumers Distributing, only to have detailed recollections come flooding back 
seconds later.

For those too young to remember, Consumers Distributing was what I can only 
call the first warehouse discount store, what used to be called a catalogue store. There 
were outlets dotted around my home city of Toronto. Catalogues would arrive at your 
doorstep, but then you would head down to the store, check the listing and product 
number at any of a number of plastic-protected catalogues, set in rows on stands in 
what would today pass as a showroom.

Then you’d write the product number on a slip, hand it to the desk attendant and 
he or she would disappear into “the back” and return with your purchase. Except 
that’s not quite how I remember it. The catalogues were almost always tattered, out-
of-stocks were common, and when something was in stock, it seemed that there was 
a 50/50 chance that it would be presented in a previously opened box with enough 
packing tape holding it together to withstand an attack.

But we also got some pretty cool stuff there; my very first set of golf clubs came 
from there when I was about nine (though I barely ever used them, only rediscovering 
the “joys” of golf much, much later in life). Consumers Distributing breathed its last in 
1996, but to be honest it became a mere shadow of itself long before that.

The idea of handing a slip of paper to store associates and having them retrieve 
your product unseen is an alien concept today. Now you get to schlep the stuff from 
aisle 74 back to the checkout all by yourself, as the warehouse stores replaced the cata-
logue store concept. And they call this progress.

Still much has changed for the better: with more selection, and generally better 
customer service. But things are changing again and whether you are in the retail  
sector or have your aim firmly focused on the trade business, as the vast majority of 
you do, you must take notice.

With toughening competition comes the need to more clearly define your position 
in the marketplace. The idea of having a clearly defined mission or positioning state-
ment for your business is important. When customers think of you, what do they think 
of? Great service? Lowest prices? The best inventory? Most knowledgeable counter-
staff? A valuable, giving member of the community?

If the experience of dealing with you is less than exemplary, you can expect custom-
ers and clients to look elsewhere, regardless of history. Consumers Distributing had 
243 stores in Canada at one time, and another 217 in the U.S. It operated for nearly 
40 years, but the shopping experience was awful. Efforts were made to tinker with the 
model, but it never really changed. Too little, too late, its low prices were simply not 
enough to save it. 

And because it failed, it will never share in the success of myriad online catalogue 
companies that are now the envy of the retail industry. People didn’t stop buying from 
catalogues; they just stopped buying from Consumers Distributing.

The lesson here is that to succeed, you must adapt. Do not throw away your history, 
but do not rely on it either. Keep listening to customers every day, and be prepared to 
change even those things about your business you may view as sacrosanct. 

The question is not whether or not customers will keep buying auto parts. They 
will. The question is whether they will keep buying them from you.  

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

LESSONS FROM RETAIL

NEXT MONTH

In February, we’ll  
feature our Shop Survey, 
as well as look at Brake 
Friction, Emission Parts, 
the Oil Change Market, 
Lighting, and Wipers.
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PRODUCTS offering you more options 
for more sales

• Extensive coverage (undercar, underhood, 
   chemicals, oil and lubricants)
• National brands
• Opening price point program
• Categories to differentiate and grow your business       
   (PBE, Tools, Equipment, Light Industrial, 
   Foreign Nameplate)

PRICING to help you compete in your marketplace 
and be profitable

• Dual sourcing
• Menu-based program
• Comprehensive rebate programs

PRODUCT PROMOTIONS to help you grow 
your business

• National and regional
• Exclusive Uni-Select promotions
• Sales flyers

SALES DEVELOPMENT TOOLS
• National Accounts
• Installer solutions
• Select Auto Xpert program – one of the best 
   programs in the industry!
• Ecommerce connectivity for you and your customers

To contact the regional office closest to you, 
visit www.uni-selectcanada.com

THE COMPETITIVE EDGE
YOU ARE LOOKING FOR!

uni-select p31.indd   31 12-12-31   1:31 PM

http://www.uni-selectcanada.com
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