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The Automotive Industries Association of 
Canada will be taking over the management of 
the Canadian Collision Industry Forum next 
year, the organizations have announced.

In an announcement made by CCIF chair 
Tom Bissonnette (pictured, right) at the well-
attended forum meeting in Toronto in late 
January, the need for more continuity of action 
was noted as a key reason for the move.

While the value of the CCIF has been regu-
larly hailed by participants across the collision 
industry, as pressure on the repair segment 
has increased both on the economics and on 
the regulator fronts, the need for the CCIF to 
evolve into something more has also been a 
topic of discussion in the industry.

“I think we’re going to have a lot more 
resources, so we’ll be able to offer a lot more 
resources of the AIA,” said Bissonnette. “The 
point man for the AIA at this time will be 
Andrew Shepherd, who is of course your I-CAR 
representative.”

The AIA already operates the I-CAR colli-
sion industry training programs in Canada, 
and also recently took over the management 
of the Heavy Duty Distributors Council, an 
association of truck and other heavy-duty parts 
distributors.

Bissonnette said that the chairman’s council 
would be reviewed, and ways to get more new 
people involved was a priority. “It’s good to 
get new people, new faces. There are so many 
people who have such great ideas, and maybe we 
just haven’t taken it upon ourselves to extend an 
invitation.”

He also emphasized the need to engage more 
insurance industry individuals on the chairman’s 
council.

“We’re going to need insurance people on 
the council. [With] some of the issues we are 

talking about, wouldn’t it be great to sit down 
and work out an agreement and work together 
to make it better for everyone?”

Bissonnette also called for more shop par-
ticipation in the council.

Administratively, the linking with the AIA 
should provide more ongoing resources, but it 
also requires a tighter organizational structure. 
Accordingly, Bev Cook, a long-time executive 
with the association, has been recruited to help 
put together the business plan and the gover-
nance model of the CCIF.

“The key thing is that we need to identify peo-
ple; we need to identify a strategy that is going to 
move forward,” said Bissonnette.

The goal is to have business and governance 
plans in place by the time the next CCIF event 
is held in St. John’s, Newfoundland, on May 25, 
2013. 

Register at  www.ccif.net.

Automotive Industries Association of Canada to 
Take Over Canadian Collision Industry Forum

4 JOBBER NEWS / FEBRUARY 2013

Follow us on Twitter.
Get AutoServiceWorld.com 

News and more by  
following JobberNews  

on Twitter.

NEWS AND 

INFORMATION

FEBRUARYFEBRUARY

OVER THE 
COUNTER
OVER THE 
COUNTER

Auto-Camping Ltd. Marks 
Program Growth

Auto-Camping Ltd. has 
added 2,320 new parts to 
its offerings. Applications 
in segments like braking, 

cooling, fuel system,  
lubricants, steering,  

suspension, transmission, 
and shop equipment were 
added. Auto-Camping has 

also introduced two  
additional OE suppliers 

and five additional  
aftermarket suppliers to 

its customers.
Visit www.autocamping.ca.

*    *    *

New Raybestos Brake Pads 
Released 

Raybestos has added the 
following late-model part 
numbers to the Raybestos 

brand brake catalogue:
2011-2013 BMW 528i: 

P/N PGD1504M, Front 
Brake Pads

2011-2013 BMW 535i and 
2012-2013 BMW 640i:  

P/N PGD1505M, Front 
Brake Pads

2011 Hyundai Equus and 
2012 Genesis: 

P/N PGD1396C, Front 
Brake Pads

2011-2013 Hyundai Sonata 
and 2013 Kia Optima: 
P/N PGD1445C, Rear 

Brake Pads 
Visit www.raybestos.com.
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Pinball Clemens to Speak at 
Ontario Automotive Service 

Providers Forum
Renowned professional football player and for-
mer coach of the Grey Cup winning Toronto 
Argos, Michael “Pinball” Clemens, will provide 
the keynote address at the Ontario Automotive 
Service Providers Forum in Toronto March 27.

The Ontario Division of the Automotive 
Industries Association of Canada has announced 
that his presentation will cap off the day-long 
event, which will also feature presentations on 
succession planning, the “Car of Tomorrow,” 
and why access to automaker service informa-
tion through the Canadian Automotive Service 
Information Standard (CASIS) is so important. 
And throughout the day, some of the best shop 
owners in the country will talk about what 
helped their businesses rise to the top.

Clemens, currently vice-chair of the CFL’s 
Toronto Argonauts, is a noted inspirational 
speaker and philanthropist who has worked 
with many organizations, in particular to help 
disadvantaged youth find ways to help improve 
their own situation.

A draw prize of a $1,000 credit toward shop 
tools and equipment is also being offered at the 
event.

The event is scheduled for March 27, 2013 
at the International Centre in Toronto, Ont. 
Registration is $199 per person.

The registration form is available at www.
aiacanada.com.

Optimism for U.S. Market Growth 
in 2013

Automotive aftermarket suppliers are optimistic 
about 2013, according to responses to the Q4 
2012 “Aftermarket Supplier Barometer” survey.

The survey is conducted quarterly by the 
Automotive Aftermarket Suppliers Association 
(AASA). Suppliers say that although market weak-
ness continues, the future may look brighter.

“AASA Barometer respondents indicated 
they expect aftermarket growth in 2013 to 
return to long-term trend levels or roughly the 
level of U.S. gross domestic product (GDP) 
growth,” says Bill Long, AASA president and 
COO. “Our industry’s slow but steady growth 
remains impressive in an uncertain economic 
climate,” he adds.

The AASA Barometer 2012 Q4 survey partici-
pants noted that the aftermarket has seen tepid 
performance over the previous three quarters. 
After a disappointing Q3 2012, performance in 
the fourth quarter remained flat.

“The number of Barometer survey respon-
dents who indicated sales growth decreased 
to 51% from 60% in Q3,” says Paul McCarthy, 
AASA vice president of industry analysis, plan-
ning, and member services. “Supplier sales 
to the independent aftermarket averaged an 
increase of 1%, a growth rate slightly below U.S. 
GDP, indicative of the recent market sluggish-
ness,” he explains.

The “AASA Aftermarket Supplier Barometer” 
is a quarterly survey of AASA full service supplier 
members on key indicators and market trends. 
The full survey report is an exclusive AASA 
member benefit, and is available only to mem-
ber companies that participate in the survey.

Uni-Select North American 
Convention Sells Out

Uni-Select reports that its first North American 
convention for independent jobbers and shop 
owners has hit capacity. The first event of its type 
in the automotive aftermarket, according to 
organizers, it takes place at the Wynn Las Vegas 
Resort from February 24 to 27, 2013.

The convention will focus on business semi-
nars with guest speakers and experts in their 
fields. Each of these individuals will share 
a unique perspective and advice on impor-
tant topics such as “Market Conditions Don’t 
Determine Growth – You Do,” by Mark King, 

Veyance Technologies 
Expands Coverage 

Veyance Technologies, 
Inc., announced the 

release of 112 new part 
numbers to its automotive 
aftermarket product line 
in the fourth quarter of 

2012:
• 86 moulded hoses

• 9 timing belt kits with 
water pump

• 7 tensioners
• 6 pulleys
• 2 OADs

• 2 poly-v belts
Visit www.goodyearep.com.
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Continued on page 8

president and CEO, Taylor Made-Adidas Golf; “How To Outsell 
Your Competition,” by best-selling author and speaker Michael 
Vickers; “Leadership for Growth,” by former head of training 
and development for Hard Rock Café, Jim Knight; and many 
more.

Customers will also assist and participate in a panel discus-
sion on “Industry Trends in the Next Five Years,” co-moderated 
by Kathleen Schmatz and Marc Brazeau, presidents of AAIA 
and AIA of Canada respectively.

The event will also feature an extensive trade show featuring 
Uni-Select’s key supplier partners, as well as hockey alumni, 
Uni-Select-sponsored racecar drivers, and entertainment by 
impressionist André-Philippe Gagnon.

Aftermarket eForum Registration is Open
The Automotive Aftermarket Industry Association (AAIA) 
announced that registration is open and available online for 
the Aftermarket eForum, May 22-23 at the Hyatt Regency 
O’Hare in Rosemont, Ill. Aftermarket eForum is the only 
conference devoted exclusively to identifying business tech-
nology and supply chain solutions in the automotive after-
market. Keynote speakers will address logistics and supply 
chain management, telematics and competition in the age of 
the connected car, and the new normal marketplace enabled 
by online retailers and virtual distributors.

“We listened to industry leaders to learn what they want 
when they invest time and money to attend a conference. 
This year’s Aftermarket eForum responds to their needs with 
a tighter schedule, strong talent and content, combined with 
the co-location with GAAS,” says Scott Luckett, chief informa-
tion officer, AAIA. “As the world of business and technology 
is rapidly evolving, the eForum delivers unique insights and 
strategies for aftermarket businesses to stay ahead of the 
curve.”

eForum planners have co-located the event, for the first 
time, with the Global Automotive Aftermarket Symposium 
(GAAS). GAAS, held May 21-22, will immediately precede the 
Aftermarket eForum and offer busy industry decision-makers 
the opportunity to attend both conferences with a minimum 
of time away from the office and travel costs. The proceeds of 
both events benefit the Global Automotive Scholarship Fund. 
Aftermarket eForum will open with an afternoon general 
session, and executive-level speakers after GAAS concludes 
on May 22.

The conference continues on the morning of May 23 
with several breakout sessions designed to explore technol-
ogy topics in greater depth. The conference is priced for 
value at $450 for AAIA members and $650 for non-members. 
Attendees who register for both GAAS and eForum save 
$250 on the combined registration fee. The final agenda 
and speaker line-up will be announced soon. For more infor-
mation and to register online, visit www.aftermarket.org/
eforum.

University of the Aftermarket and AAIA to 
Host Training Seminar

The University of the Aftermarket, in partnership with the 
Automotive Aftermarket Industry Association (AAIA), will host 
a two-day seminar on the implementation and management 
of aftermarket catalogue data standards. The program will be 
held March 27-28 at Northwood University’s satellite campus 
in Troy, Mich.

The program was developed for aftermarket catalogue 
managers and product information professionals who would 
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Voting Now Open in $125,000 
“Search for a Champion” Racing 

Sponsorship Contest
More than 160 racing teams have completed 
their two-minute video entries into the 
Champion spark plug brand’s $125,000 “Search 
for a Champion” racing sponsorship contest, 
and it’s now time for consumers to choose their 
favourites by logging on, viewing, and voting at 
www.AlwaysaChampion.com. 

The first phase of Search for a Champion 
voting will continue through February 3, 2013, 
when the 15 top videos – as judged by voters 
and NASCAR Sprint Cup driver and Champion 
spokesperson Kevin Harvick – will be selected 
as winners of $5,000 Champion sponsorships. 
In addition, these 15 first-round winners will 
advance into the finals for the Champion brand’s 
$50,000 grand-prize sponsorship. Harvick will 
announce the 15 finalists on February 21, 2013, 
just three days before NASCAR’s season-opening 
Daytona 500. Those who register and vote for 
their favourite videos will be entered into sweep-
stakes drawings for Champion T-shirts as well as 
posters autographed by Harvick.

“The videos are fantastic this year, which tells 
us that each of these talented racers has as much 
passion for their sport as I do for auto racing. 
And it shows that they’d love nothing more than 
to take their racing programs to the next level 
with a Champion sponsorship,” said Harvick, 
driver of the No. 29 Richard Childress Racing 
Chevrolet.

The Search for a Champion contest is open 
to grassroots racers in any engine-driven form 
of competition who created and submitted a 
two-minute video describing how a Champion 
sponsorship would help them dominate the 
competition during the 2013 season.

Continued from page 7
like to sharpen their knowledge and manage-
ment of the industry data standards, ACES and 
PIES.

Seminar topics will include:
•  Building the Foundation – Managing Brand 

Identification, using AftermarketMatch.com 
and working with product-specific attributes

•  Understanding how to get the most from the 
ACES and PIES documentation and rules

•  Working with the Vehicle Configuration data-
base and other components of the standards

•  Understanding how to get the most value from 
the ACES Enhanced Standard website

•  Using PIES to send packaging, pricing, inter-
change, and other product information

•  Understanding the best practices for product 
images and other digital assets

•  Real-world application exercises and discussion 
of compliance with trading partner require-
ments

Instruction for this seminar will make exten-
sive use of Web-based content and live data 
exercises. Attendees are required to bring a lap-
top, tablet, or other wireless Internet-capable 
device. All materials will be electronic and Web 
exercises will have students taking the first steps 
towards standards compliance. Instruction will 

Mahle Clevite Finalizes 
Acquisition of RTI 

Mahle Clevite Inc. has 
announced the  

completion of the  
acquisition of RTI 
Technologies. The  

transaction renames the 
company Mahle Clevite 
Inc., RTI Division. The 
company will continue 

to develop and distribute 
automotive maintenance 

equipment including A/C 
service, fluid exchange, 

and nitrogen tire inflation 
systems.

Visit www.mahle-aftermar-
ket.com.

*    *    *

Audi to Operate First 
Autonomous Vehicle

The State of Nevada has 
issued Audi only the  

second licence allowing 
the testing of autonomous 

vehicles on the state’s 
public roads. This makes 
Audi the first automotive 

original equipment  
manufacturer to obtain 
this special permit. The 

first licence went to  
technology giant Google.

*    *    *

New Dynomax 
Performance Exhaust 

Systems 
Dynomax performance 
exhaust has launched 

several new high-
performance exhaust 

systems for coverage of 
the 2012 Jeep Wrangler 
3.6L (p/n 39524), 2012 

Jeep Wrangler Unlimited 
3.6L (p/n 39523), and 
2011-2012 Jeep Grand 
Cherokees 3.6L (p/n 

39519).

Continued on page 10

Voting for the grand-prize winner will take 
place February 22 through March 24, with the 
$50,000 Search for a Champion sponsorship 
being awarded by Harvick on April 2, 2013.

For more information about the contest and 
“Performance Driven” Champion products, 
please visit www.AlwaysaChampion.com.

Promax Launches Ceramic Brake 
Pad Line

Promax Auto Parts Depot Ltd. has launched its 
Ceramic Plus brake pad line.

The new Ceramic Plus line is being offered 
for  approximately 350 part numbers and 
includes brake hardware.

“We are always striving to look after any 
needs that our customers may have with 
regards to the marketing of our products and 
these concerns will definitely be addressed 
with the addition of this new line,” says Ramzi 
Yako, president of Promax Auto Parts Depot. 
“Also, the premium quality of our new Ceramic 
Plus brake pads remains consistent with our 
philosophy to provide high-quality products to 
our customer base.”

The new line is being launched with an 
attractive new packaging design and look. The 
new line is available now.

Visit www.autopartsdepot.ca for more infor-
mation.

Three Companies Recognized for 
Outstanding Efforts by ASRW

Automotive Service & Repair Week (ASRW) 
has announced Terry’s Auto Supply, HMS 
Warehouse, and LKQ are the overall winners 
of the exhibitor marketing initiative launched 

be given by leaders of the AAIA Technology 
Standards Committee and principal architects 
of the industry standards.

“Every catalogue and product manager in 
the aftermarket must master the basics of the 
industry standards, ACES and PIES, even if they 
employ a service provider or software solution,” 
says Scott Luckett, CIO, AAIA and instructor, 
University of the Aftermarket. “The standards 
continue to expand and evolve. This compre-
hensive seminar will lay a solid foundation for 
implementation, even for veterans of the stan-
dards.” 

The seminar has been specifically designed 
to satisfy the education requirement for the 
Automotive Catalogue Professional (ACP) des-
ignation offered by the National Catalogue 
Managers Association (NCMA) and the 
University of the Aftermarket. The ACP designa-
tion recognizes automotive content managers 
who have committed to continued education 
and professional development. Seminar attend-
ees may be eligible to receive their ACP at the 
40th anniversary NCMA Knowledge Exchange 
conference in St. Louis, Mo., April 20-24. Visit 
www.ncmacat.org.
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Continued from page 8

Marx Group Advisors has announced 
that Ray Datt has joined the firm as vice-
president. In addition to continuing as 
president of R D & Associates, a strategic 
and business planning company, he will 
serve as a consultant for mergers and 
acquisitions in Canada and the United 
States for Marx Group Advisors and 
become a member of the firm’s Advisory 
Board. Datt is the former president of 
the Automotive Industries Association 
of Canada (AIA). Upon his retirement 
from AIA in 2007, Datt formed R D 
& Associates, Inc. located in Oakville, 
Ontario. In addition to his role as an AIA 
employee, Datt served for many years 
as a volunteer leader with the associa-
tion, becoming chairman of the board 
in 1989. In 1997, Datt received AIA’s 
Distinguished Service Award, recognizing 
his contribution to the aftermarket and 
the community. 

Sandy Kligman has joined the Nortool 
team in the role of sales manager. 
Kligman brings more than 15 years of 
Canadian aftermarket experience to this 
new position. He has worked for manu-
facturers, national warehouses, and large 
jobbers in his time in the aftermarket, 
including Tenneco, where he was named 
as the Ontario division rep of the year for 
a major distributor in 2007. Nortool is a 
Canadian-owned and -operated tool and 
equipment wholesale distributor serving 
the automotive aftermarket since 1989.

APPOINTMENTS

last summer, which encouraged all exhibitors 
to send invitations to attend ASRW 2012 to 
their customers and prospects. A total of 63 
exhibitors participated in the program, called 
Exhibitor Invites.

Among the participating exhibitors, Terry’s 
Auto Supply won the top award for sending 
the most invitations. HMS Warehouse received 
honours for the most attendee registrations, 
and LKQ was recognized as the Best in Show 
winner for sending the most customized emails 
and for their perfect verification rate.

Show management provided Exhibitor 
Invites as a value-add to all companies who 
invested in exhibiting at ASRW 2012. The 
online system allowed each exhibitor access 
to a secure website and the ability to custom-
ize and send invitations to their customer and 
prospect databases.

“Statistically speaking, it’s more meaningful 
for attendees to receive a personalized invita-
tion to the show from an exhibitor than to 
register on their own, and they’re more likely 
to attend,” says Lindsay Roberts, ASRW show 
director. “Our exhibitors diligently sent invita-
tions to their customers and prospects in the 
weeks and months leading up to the show, and 
we’re grateful for their efforts on the show’s 
behalf.”

New Rancho Torsion Key 
System 

Tenneco’s Rancho brand 
of performance suspen-

sion and shock absorbers 
has added Rancho  

torsion key systems for 
the following truck  

models:
· 1999-2007 Chevrolet/
GMC Silverado/Sierra 

1500 4WD (RS66300R5)
· 2001-2010 Chevrolet/

GMC Silverado/
Sierra 2500/3500HD 

(RS66350R5)
· 2011-2013 Chevrolet/

GMC Silverado/
Sierra 2500/3500HD 

(RS66351R5)
Visit www.GoRancho.com.
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When you choose VDO, you can be confident you’ve made the right 
call. VDO door system components are ready-to-install, right out of the 
box, restoring original equipment function and performance. The right 
parts, the first time, every time. That’s peace of mind. That’s VDO.

For more information, call: 800-569-5066 
or email: salessupport-us@vdo.com

Power Window Motors and Gear Kits
Power Window Motor and Regulator Assemblies 
Power Window Regulators
Door Lock Actuators
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Bosch Expands MAF Sensor Line
Bosch is now offering an expanded line of Mass 
Air Flow (MAF) sensors. 

The newly expanded line, with nearly 30 
new part numbers, features more than 120 part 
numbers covering popular vehicles in operation 
(VIO) in North America, including domestic, 
Asian, and European models. This new cover-
age is available through distribution channels 
immediately.

Bosch is supporting this line with new-gen-
eration cataloguing, which includes quarterly 
electronic catalogue releases, 360-degree on-line 
imaging, and ACES/PIES-compliant buyers/
stocking guides.

At the same time, Bosch engineers are prepar-
ing to introduce into the aftermarket new-gener-
ation HFM7 MAF sensors. To be available in early 
2013, new part numbers will be announced that 
incorporate new design technology that makes 
the sensors more responsive, more precise, and 
more durable. These new sensors are based on 
technology that Bosch currently offers to the 
OE automakers, and have the ability to provide 
either digital or analogue input to the vehicle’s 
ECM. As such, they will be direct replacements 
for domestic and European vehicles as new as the 
2012 model year. 

p4,6,7,8,10 FEBRUARY OTC.indd   10 13-01-30   10:24 AM

http://www.GoRancho.com
http://www.vdo.com/usa
mailto:salessupport-us@vdo.com


mahle clevite p11.indd   11 13-01-25   8:14 AM

http://www.mahleclevite.ca
http://www.mahle-aftermarket.com


MARKET
TRACKER
MARKET
TRACKER

Motor Oil Specs
Dexos 1 and GF-5 Update – 
What a Counterperson Needs to Know

Two years ago, the face of lower-viscosity motor oil changed 
with the introduction of ILSAC GF-5 and GM’s Dexos 1. 

Today, most OEMs now have standards that require lubricants 
that address the unique needs of new engine designs, includ-
ing emission system protection, fuel efficiency, and durability.

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 fuel 
economy. GM’s Dexos 1 specification became the standard ser-
vice fill for 2011-onwards GM gasoline-powered vehicles.

To meet the ILSAC GF-5 spec, an oil must meet a mini-
mum turbo cleanliness merit score nearly twice as strict as was 
required for GF-2. Similarly, fuel economy improvements con-
tinue to grow 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. 
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Continued on page 14

ILSAC GF-4 vs ILSAC GF-5 vs dexos1™

Which oil to choose?

ILSAC GF-5 was launched in October 2010, 
and all oil being commercially marketed was 
supposed to be converted by September 
2011. Now entering 2013, the majority 
of mainstream grades of oil on the 
market are GF-5. Since GM Dexos 
was a licensed specification, oil 
marketers who opted to display the 
Dexos logo on their products had to 
have their respective products tested 
and licensed. 

GM, Lubrizol, and Infineum each have 
educational material on their websites to 
help oil marketers and the general public 

P12,14 FEBRUARY TRACKER.indd   12 13-01-30   7:02 AM



 PROTECT YOUR ENGINE  
AND YOUR POCKET
Havoline® with Deposit Shield®

Did you realize that one simple way to maximize your mileage is to regularly change your oil? 

Modern life behind the wheel is full of short trips. All that starting and stopping stresses your car’s engine, 

which can increase the oil viscosity and lead to excessive fuel consumption. Make the change to Chevron 

Havoline® with the Deposit Shield® formulation. Havoline is proven to provide at least 10% better viscosity 

control than the highest API standard requires*. So look for the shield and protect the things you value most.

*Compared to the API standard. See our test results on Havoline.com
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1. If Dexos is a global specification, why is there one for Europe and another for North America?

While GM desires to have a global specification,  the company recognizes that the type of products needed in Europe to meet both diesel and 

gasoline requirements are much more costly than the type of products needed to meet gasoline-only requirements. Additionally, these universal 

type products provide much poorer fuel efficiency than the gasoline-only products, so they would adversely impact GM’s corporate average fuel 

economy (CAFE), likely resulting in heavy fines from the EPA. Please note that this in no way prohibits a consumer from using a Dexos 2 oil in a 

North American GM gasoline vehicle. 

2. How does Dexos 1 differ from ILSAC GF-5 and API SN/Resource Conserving?

The Dexos 1 specification provides for greater control of deposits, more restrictive volatility requirements, and introduces an aeration requirement. 

Interestingly, it lacks the emissions system protection and E-85 compatibility requirements of the ILSAC and API specifications, and only requires the 

fuel efficiency of the older ILSAC GF-4 and API SM/Energy Conserving specifications.

The more restrictive volatility requirement is likely to require greater use of synthetic base oils in Dexos 1 oils, as compared to oils just meeting 

the API/ILSAC specifications.  

3. Can I use Dexos 1 in a pre-2011 MY GM vehicle or in other types of vehicles?

Oils meeting the Dexos 1 specification are backward-compatible and can be used in earlier model year GM vehicles. Oils meeting only Dexos 

1 may not meet the API or ILSAC standards and should not be used in other makes. In all likelihood, most oils meeting Dexos 1 will also carry 

ILSAC GF-5 and API SN/Resource Conserving credentials and so can be used with other makes.

4. Do I have to use a Dexos-licensed product to maintain warranty for my 2011-MY GM vehicle?

Federal law prohibits GM from requiring you to use a Dexos-licensed product to maintain warranty. In the owners manual it specifically states that a 

“Dexos-licensed or equivalent” product should be used. In fact GM even allows the use of ILSAC GF-4 or ILSAC GF-5 products in most vehicles, 

if a Dexos or Dexos-equivalent product is not readily available. Corvettes and certain other vehicles that previously required a GM 4718M type oil 

will require a 4718M type oil or a Dexos/Dexos-equivalent oil.

Dexos FAQ

understand the differences between Dexos and 
GF-5.
GM Dexos - http://www.gmdexos.com/
 Infineum – GF-5 - http://www.infineum.com/
Pages/gf5-11.aspx
Lubrizol – GF-5 - http://www.gf-5.com/

The GF-5 spec can be met with today’s con-
ventional oil, using mostly Group II base oils. 
When it comes to Dexos, an oil must contain 
mostly Group III base oil in order to meet the 
specification. Thus, with the introduction of 
Dexos, GM has raised the bar for the perfor-
mance of motor oils to meet warranty require-
ments. Dexos is classified as a semi-synthetic, so 
the shift towards synthetics continues. A study 
by Kline & Co. indicates that synthetic’s share 
of the global lubricants market will reach 12.5% 
by 2019.

Currently, outside of the GM network and its 
OE supply of oil, the GF-5 and Dexos specification 

 

1 Based on Sequence VG Sludge Test using SAE 5W-30.
2 Pistons from standard V6 engine in ASTM Sequence IIIG Test using SAE 5W-30.
© 2013 SOPUS Products. All rights reserved. 
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seem to go hand in hand in the aftermarket. Oils 
meeting or licensed as Dexos-capable also, in most 
cases, are GF-5 approved. 

Jobbers should be aware of the GM warranty 
requirements, and should be recommending 
Dexos-licensed oils to their customers. Some 
may not be aware, however, that the Dexos spec-
ification is higher than the GF5 specification in 
everything but emission systems durability and 
E85 emulsion retention (see chart).

Jobbers need to look for the markings that 
must be on the bottle (or the product data 
sheet in the case of bulk oil) in order to ensure 
that the customer is getting the correct oil. The 
Dexos symbol and license number guarantee 
that the oil meets the specification. Simply stat-
ing this on the bottle does not guarantee the 
performance of the oil. Jobbers must ensure 
that they are provided the correct information 
regarding the vehicle’s requirement so they can 
ensure they are selling the right oil.
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Learn more about NextGen™ at NextGenMotorOil.caLearn more about NextGen™ at NextGenMotorOil.ca

Valvoline invented the engine oil category almost 150 years ago – and we haven’t stopped pushing new innovations since.

NextGen™ motor oil is the latest in a long line of category-changing introductions. 

Made with 50% recycled oil, NextGen™ delivers 100% Valvoline engine protection. NextGen™ motor oil is great for engines 
and better for the environment, it exceeds industry specifi cations with reduced environmental impact compared to
non-recycled motor oil.

Naturally, NextGen™ is supported by the full force of Valvoline’s innovative marketing programs.

Welcome to the Next Generation in motor oil.

Dr. John Ellis 
invents motor oil

1866

Valvoline introduces 
the fi rst & best 
selling racing oil
of all time

1965

Valvoline develops 
X-18, a single grade 
oil which could be 
used in place of 18 
different specified 
automotive lubricants

1939

Valvoline launches 
DuraBlend™, the fi rst 

synthetic blend
motor oil

1996
Valvoline launches 
NextGen™, the fi rst 
national branded 
recycled motor oil

2012

2000
Valvoline launches 
MaxLife®, the fi rst
motor oil for high 
mileage engines

© 201 , Ashland Inc. TM Trademark of Ashland or its subsidiaries in various countries.3
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A utomotive aftermarket lighting is a 
quick and easy way for customers 
to redefine the look of their car’s 
exterior, and improve driving safety 

at the same time. While most OEMs take 
a one-size-fits-all approach to car lighting, 
the wide range of aftermarket car lighting 
choices allows vehicle owners to customize 
their car’s style while improving visibility.

OEM headlamps may provide adequate 
illumination, but thanks to aftermarket 
innovation and a broad selection range, 
customers can easily pull their vehicle out 
of the past with any number of headlamp 
designs – that go above and beyond the 
utilitarian design of OEM lights to enhance 
both looks, performance, and safety. These 
accents range from the sleek and sophisticated 
to the rugged and race-ready, so you can 
meet every customer’s needs.

Aftermarket headlamps do more than just 
alter the look of a vehicle; they also enhance 
the car’s light output. Today, consumers 
have a wide choice of technologies to choose 
from: halogen, LED, HID, and CCFL lights. Plus there are 
even more lighting technologies coming down the pipe, 
including laser light and fibre optics. First, here’s a brief run-
down on the current choices.

Halogen
Halogen is the standard bulb for most replacement headlights 
and taillights. These lights burn brighter and longer than 
regular incandescent lights and are more energy-efficient.  
However, like other incandescent bulbs, halogen lights are 
more susceptible to wear and weather damage than LED 
lights. Fortunately, the aftermarket does provide more robust 
products, designed to provide better lighting and withstand 
the rigours of our weather conditions with weather-resistant 
coverings at competitive prices.

LED
LED lights shine brighter than OEM headlights, and can 
even triple the range of vision in some cases – a big selling 
factor. Additionally, they’re built to last longer than incan-
descent car lights. LEDs don’t have a filament, which makes 
them more resistant to water damage. LED lights also use 
up less battery power than incandescent lights and fire up 
faster than incandescent bulbs, making them ideal for brake 
lights.

HID Lights
The intense glow of HID (High Intensity Discharge) xenon 
lights is caused by a superheated ball of xenon gas, which 

burns with the same level of intensity as daylight. HID lights, 
which were initially found in off-road applications, are ideal 
for drivers looking for high-performance, high-efficiency 
lighting that can dramatically increase visibility at night.

CCFL Lights
CCFL stands for Cold Cathode Fluorescent Lamps. These 
lights are sometimes referred to as “halos” for the unique, 
circular light pattern. Halos produce a concentrated beam of 
light that shines farther down the road than other car lights, 
and are ideal for car driving at high speeds. CCFL halos give 
any vehicle a high-performance, high-tech style.  Customers 
seeking a performance halo light will find these lights can be 
installed easily with simple hand tools.

The Future of Headlight Technology
There are several new innovations in headlight technol-
ogy that will soon be appearing on production models.  For 
instance, adaptive brake lights will allow drivers to see more 
than just the car in front applying its brakes. You will also 
know how hard the driver is applying the brakes, giving you 
a good indication of the trouble ahead, or how much you 
yourself need to slow down. These brake systems will light up 
like normal brake lights under normal braking conditions. 
However, when someone presses on the brakes hard to make 
a more sudden stop, the brake lights shine more brightly. 
The lighting is progressive – when someone really stomps 
on the brakes, the very brightest brake light comes on, while 

Continued on page 18
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Making a Statement With

Aftermarket Lighting
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less degrees of braking force result in brightness in between 
“normal” and “full stop.”

Another wave in advanced lighting technology for the 
automotive market is lasers.

Automotive engineers are currently working on the intro-
duction of laser light in car headlights, with the aim to 
improve safety as well as efficiency. Laser lighting is radically 
different from sunlight, and also from the various types of 
artificial lighting currently in use today.

Laser lighting is monochromatic, which means the light 
waves all have the same length. It’s also a coherent light 
source, which means that its waves have a constant phase 
difference. As a result, laser lighting can produce a near-
parallel beam with intensity a thousand times greater than 
that of conventional LEDs.

The high efficiency of laser lighting means that laser head-
lights have less than half the energy consumption of LED 
headlights.  While LED lighting generates only around 100 
lumens (a photometric unit of light output) per watt, laser 
lighting generates approximately 170 lumens per watt.

With laser lighting, there is no risk to humans or wildlife 
when used in car lighting. This is due to the light not being 
emitted directly, but initially converted into a form that is 
suitable for use in road traffic. The resulting light is very 
bright and white.

With a length of just ten microns, laser diodes are one 
hundred times smaller than the square-shaped cells used in 
conventional LED lighting, which have a side length of one 
millimetre. This opens up all sorts of new possibilities when it 
comes to car designs and when paired with adaptive headlight 
systems.

Most adaptive headlight systems now include a self-
levelling system.  This is an additional levelling sensor that 
determines if the car is tilted forward or back. For example, 
if a car is driving over a bump, when the front of the car 
hits the bump, it lifts up. Standard headlights would briefly 
point up into the sky until the rear of the car moved over 
the bump and the car returned to the level position. With 
a self-levelling system, electric servomotors react to the level 
sensor and keep the headlights aimed down at the road, no 
matter the position of the car.

Self-levelling headlights are already required on new cars in 
Europe, and they are now required on all U.S. cars equipped 
with bi-xenon headlights. Bi-xenon lights are so bright that 
they would blind other drivers if they didn’t level themselves.

Another development to watch for is single-sourced fibre-
optic lights, which could allow for a wider variety of lighting 
options and optimal lighting configurations. A single source 
system, fibre optics use one light located somewhere in the 
inner workings of the car. Fibre optic strands then carry the 
light to wherever it is needed. Instead of two headlights, a car 
could have a wide light-emitting pattern on the front. The 
fibre optics could be manipulated by small motors, to allow 
even more versatile adaptive lighting. The drawback for the 
time being is that fibre optics will lose a lot of intensity as they 
carry it, so a very bright single source is needed.

Whatever your customer’s lighting needs are, it’s clear 
automotive aftermarket suppliers will continue to provide 
innovative choices to satisfy even the most discerning customer.
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Mark Borkowski is president 
of Mercantile Mergers & 

Acquisitions Corp. Mercantile 
specializes in the sale of mid 
market companies. He can  

be contacted at  mark@
mercantilema.com or www.

mercantilemergersacquisitions.
com.

Wendy Eustace can be reached 
at  wendy@claritycf.com, or 
check out the Clarity website 

at www.claritycf.com. 

about a concept that might 
look ridiculous to others. 
At the Business Advisory 
Centre, Eustace and a 
group of business advisors 

interviewed potential 
entrepreneurs 
and had them 
bring informa-

tion to support 
their idea. Then, 

Eustace’s group 
“pitched” the most 

viable ideas to a 
round table of experi-

enced businesspeople 
and colleagues.  After a 

process of elimination, 
about 15 new entrepre-

neurs were selected to go 
through a two-week mini-MBA.  

These budding entrepreneurs were 
supported for a year. They were assigned to 
create a business plan, and present it to bankers, 
accountants, and respected business leaders.  
Each month a profit and loss statement was 
sent to their advisor and became part of a 
monthly discussion on their progress, challenges, 
and future vision.

Feasibility isn’t just about the business con-
cept.  At least as important – arguably, more 
important – is ensuring that you are the right 
person to operate the business.  

Even if the answer is yes, and your concept 
is viable, you need to be aware of your own 
strengths and weaknesses. While in the begin-
ning it may not be feasible to hire someone 
who can do what you really don’t do well, you 
do need to be aware of your soft spots.  

Do you have someone who can provide 
backup for you? Do you have a coach, mentor, 
or advisor? Every business has success indica-
tors. What do you have in place that is going 
to indicate whether you are on- or off-track?  

Talk to someone who can be objective, and 
has expertise in the type of business you want 
to start.  Next, thoroughly research your idea. 
Ask questions of experienced business owners 
– and avoid asking Cousin Fred, who has many 
opinions on a variety of topics and little or no 
background in your chosen field.  

First ensure that your idea is sound, then 
take a hard look at yourself and ensure you 
are a good fit for the type of business you have 
chosen. 

SO YOU WANT TO 
OWN A BUSINESS
Tips for the “New” Entrepreneur 

W endy Eustace is referred by 
successful professionals, 

executives, and entrepre-
neurs as an excellent 
coach and facilitator 
who makes a lasting 
difference in the 
lives of clients 
and colleagues. 

For over 20 
years she has been 
an entrepreneur, 
and has developed 
programs and coached 
entrepreneurs.  In fact, 
most of her friends are 
(or have been) entre-
preneurs themselves.  

If you are thinking 
of becoming an entrepre-
neur and starting a business, 
please read on.

How do you know if your idea is a great 
hobby or a feasible business?

Eustace has many clients that come to her with 
an exciting idea that makes sense to them.  
However, it’s important to do the necessary 
research, crunch numbers, and talk to people 
with knowledge in that particular area, so you 
can determine if your idea is just a hobby or a 
great business idea.

For example, a client came to Eustace not 
long ago with a hat she had made. It was beau-
tiful, well constructed and eye-catching. The 
aspiring hatmaker had recently lost her hus-
band and needed to bring in more income, and 
felt this was her answer. But when Wendy asked 
how many she could make in a day, how much 
she was going to charge, and how much the 
materials cost, it became obvious that this was 
really just a great hobby. Wendy calculated the 
numbers and put them in front of the client to 
help her see why this was better as a hobby: The 
cost in time and materials was so high that mak-
ing a profit would have required her to charge 
over $200 for each hat. It was a tough message to 
deliver; however, she felt that it would have been 
cruel, as a trusted advisor, not to point it out.  

Are you planning on starting a business?  

If you’ve seen the television show Dragon’s Den, 
you know how passionate entrepreneurs can be 
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COVER STORY

avigating today’s murky friction material and rotor aftermarket requires a great 

deal of savvy and a thorough understanding of the product, as well as solid supplier 

and installer relationships. But with competition so fierce today, it can be tempting 

for many jobbers to circumvent one or more of these essential steps in a desperate 

attempt to hold onto market share.

To understand how the waters got so murky, we have to go back a couple of decades, to 

when cheaper offshore parts began to flood the market. Back in the1990s, the economy was 

not in a massive recession, and these new super-cheap parts had a “wow” factor. Jobbers 

could now buy parts for a lot less and make greater margins with the belief that these 

offshore parts were of the same quality. But this was soon proven not to be the case. You 

simply can’t reduce costs to that extent without sacrificing something in the process, and 

today, the aftermarket is overrun with sub-standard pads and rotors. “At the time, it created 

a false impression to the market that a new money tree had grown,” explains Ed Demirci, 

vice-president of Durotech. 

WHAT NEXT FOR

BRAKE 
STANDARDS?

DECISION TIME:

By Steve Pawlett
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Continued on page 22

Fast-forward to today, where the world economy is struggling to come out of a global 

recession the likes of which has not been seen for many decades. The recession just added 

more fuel to the fire for cheaper parts. But now, the pendulum is beginning to swing the 

other way, as more and more consumers are choosing to hang on to their vehicles longer 

and are spending more on repairs to ensure performance and reliability. 

“While more and more consumers are choosing to spend more to maintain their 

vehicles, too many jobbers are still caught up in the race to the bottom,” says Kevin 

Fleury, sales director at Transbec. “Cars are built better so fewer parts are wearing out, 

resulting in fewer sales. But friction will always be a seller. It’s designed to wear out. So 

in an effort to recapture or maintain market share, many jobbers are racing to the bot-

tom – offering the cheapest rotors and friction material to get that sale and hopefully 

gain additional business,” explains Fleury.
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“Due to inconsistent quality of parts in the aftermarket 
over the past 25 years, consumers have been slowly but 
steadily migrating to dealership service departments for 
brake solutions, as they perceive them to be of higher quality 
and a safer option,” adds Demirci.

According to the 2012 J.D. Powers Aftermarket survey,  
even though independent repair shops still hold a leadership 
position over dealerships in the eight to 12-year-old vehicle 
category, with 43% of the market versus the dealership share 
of 38%, customers in this category are clearly migrating to 
the dealerships in their search for better quality parts. The 
survey stats show dealerships have gained five points in the 
past year, growing from 33% to 38% of the brake work in 2012 
for vehicles aged eight to 12 years. Newer vehicle brake work 
remains unchanged at 62%. 

Durotech puts on a number of clinics every year with jobbers 
and installers, and one of the questions Demirci asks installers 
is, “How many of you currently purchase parts for some of your 
jobs from dealers?”

“Upwards of 80% of the installers in the room always put 
up their hand, and the look of horror on the faces of the jobbers 
in the room is palpable,” says Demirci. “Here they are killing 
themselves thinking everyone wants the cheapest rotor, and 
meanwhile, unbeknownst to them, their clients are paying 
premium dollars to dealerships for certain parts. It’s really a 
case of not keeping a finger on your client’s pulse.” 

A lot of jobbers think business is poor because they see a 
dip in business from some of their regular customers, when in 
fact these “loyal” clients have gone to other sources looking for 
premium product.

Ramzi Yako of Promax echoes these sentiments. “I had a 
call recently from a customer who normally doesn’t buy from 
me because my product is more expensive. I asked him why 
[he wanted to buy from me], and he said his normal supplier’s 
rotors were just too thin, and ‘I’m not going to put them on a 
truck.’”

Without this kind of feedback, many supplier shops are 
unaware of why they are losing business from certain clients. 
It behooves jobbers to get out from behind their desks and 
visit clients on a regular basis, to get a better handle on their 
changing needs and remain their supplier of choice.

“We brought in a good line of rotors that is a first-line product, 
and everyone was jumping on it right away – because everyone 
wanted something better. So this tells me there is an issue out 
there. Whether it’s a quality issue or techs [being] forced to do 
brake jobs twice, there is an issue out there,” says Yako.

“The perception of saving a few dollars on a rotor is really 
misleading,” he adds. “Sure, you pay a few dollars less, but 
you are getting a rotor that weighs 25 to 40% less than the 
original equipment. How will you get enough heat dissipation 
when there simply is not enough steel in the rotors to absorb 
the heat, or there aren’t enough fins to effectively cool it? The 
heat has to go somewhere, and that means the pads will get 
extremely hot and noisy and wear out faster,” explains Yako.

“A lot of aftermarket brake manufacturers aren’t OE sup-
pliers. They’re doing the best they can from a technology 
standpoint, but they simply might not have the necessary 
insight into the latest brake system operating requirements,” 
says Peter Murnen, global marketing director, Federal-Mogul, 
manufacturer of Wagner brake products. “As an example, GM 
is coming out with new brake pads that work on rotors that 
have been treated to prevent ‘lot rot,’ which is common when 
vehicles sit in a lot for extended periods. The friction material 
we design for these rotors has a higher Mu level [a measure 
of friction] to enhance their performance. That’s just one 

example of something an OE brake system supplier does, day 
in and day out, to make sure their replacement pads are just 
as good as or better than the OE parts. 

“One of the easiest ways to evaluate the quality of a manu-
facturer’s line is to ask whether it is an OE brake supplier. 
OE involvement is absolutely critical in this category, because 
each new generation of vehicles presents an entirely new set 
of braking requirements. That’s what sets Federal-Mogul and 
Wagner apart from many other aftermarket brake suppliers 
– we are also a global OE brake manufacturer. So the same 
engineers who are designing the OE brake pads for the big 
three, Asian, and European applications are working on our 
premium aftermarket products. That’s important to techni-
cians and shop owners, and it’s important to consumers. 
There are a lot of new things going on within the OE sector; 
we are on the leading edge of understanding what those 
things are and how the friction materials and rotors should 
work. It is very important that jobbers understand this and 
recommend premium brake lines if they want to build stron-
ger customer relationships,” adds Murnen.

The quality differences in brake pads can be huge. With no 
standards or regulations to set a minimum standard, virtually 
anything can be found in brake pads at the low end of the 
scale – from asbestos to cardboard. To avoid noise, low-end 
pads tend to be softer, creating more dust and sacrificing the 
life of the pad.

“You get what you pay for,” says Jim Marsh, a long-term tech 
instructor with Raybestos.

“The lower-end friction material and price point rotor will do 
the job. Yes, there is potential for less longevity and for noise. You 
take a plain-Jane vehicle with no problems and put economy stuff 
on it, and the odds are you will get no noise and no problems 
and a good friction coefficient that stops the vehicle like crazy. 
But you take a Dodge Charger, if the rotor isn’t precise and the 
calipers aren’t 100% and if the metallurgy involved in the rotor 
is sub-par and you throw on a cheap set of pads, you’re going to 
run into problems no question,” explains Marsh.
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While it is difficult to see differences in construction in isolation, when 
viewed together, those differences become clear. These brake rotors from 
different aftermarket suppliers, all intended for the same applications, 
display very different construction and dimensions. 
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Both jobbers and technicians need to educate the consumer. 
Presenting the facts clearly should result in an easy upsell to 
a premium line. If they ask about the lower-priced option, let 
them know it is available, but be sure to explain to them that the 
brake job will not last as long and the brake pads and rotors are 
a lower grade and may fade in emergency braking situations. Is 
this risk really worth the small savings? The labour rate to do 
the job is exactly the same cost, no matter what parts are used. 
The only difference is the cost of the premium parts compared 
to the low-end product. Premium brake pads and rotors may 
cost more; but the brake job is going to last two to three years, 
as opposed to one year, it comes with full warranty, and the 
components will perform at or better than OEM spec. 

This approach allows the consumer to make an informed 
choice, rather than the jobber or installer making an 
assumption on what level of quality parts to install without 
the customer’s input.

“Premium rotors have become very popular now, mainly 
because of the affordable price and the needs of the con-
sumer for both a better appearance in ‘open wheel,’ and also 
an improved coating to prevent rusting due to the inferior 
materials being used in offshore manufacturing. Fit is generally 
not an issue for both friction and rotor categories, and brake 
pads have shifted to ceramic materials to eliminate noise and 
dust. Premium quality pads now come with hardware, and a 
jobber should look for characteristics like ‘true’ ceramic pads, 
‘scorched in’ for a smoother break-in process, and semi-metallic 
pads for applications like heavy trucks, commercial vehicles, 
and fleets,” adds Dean Weber of Proforce Automotive.

The proliferation of substandard brake pads and rotors and 
the lack of a minimum standard are leading the aftermarket 
brake industry down a path that will soon bring driver safety 
into question. In fact, there is already a precedent in the United 
States, where there are lawsuits pointing at sub-standard brake 

parts as the cause of accidents.
“I believe it will be the insurance industry that finally will 

drive the need for a standard,” says Demirci, “when they begin 
to turn down claims, saying, ‘I’m sorry, we cannot cover you 
because the brakes on your vehicle are not the same grade or 
quality that the vehicle was originally equipped with.’ When 
your car has sub-standard brake pads on it as opposed to the 
original equipment level pads, it’s pretty tough to win that 
argument.” 

“A standard would be a good move for the industry. We 
need to ensure customer safety and we need to protect our 
environment and the health of our technicians by eliminating 
any brake pads with asbestos. I endorse the SAE’s recommenda-
tions for testing procedures to be used for the measurement of 
brake linings, materials, and disc brake pad wear. Vehicles have 
more horsepower and performance today than in the past – as 
a result, the brake system has to dissipate more thermal energy 
– the rotors are essential here, and proper quality standards 
testing should be the direction of the future,” adds Weber.

“The European union has regulations not only on brakes. 
We have them on the medium duty and the heavy-duty side of 
it – why can’t we just implement it on the light truck and car 
market as well?” asks Yako.

Fleury agrees. “I think there should be a standard. There 
are tests available, but they are not mandated by any governing 
body. This step would definitely level the playing field.

“Right now, virtually anyone can go offshore and bring back 
pads because the minimum shipping orders are lower now and 
they can literally peddle them out of the trunk of their car and 
there is no liability or recourse,” adds Fleury.

Given the current murky state of the brake friction and 
rotor aftermarket and the growing complexity of brake parts, 
a move to standardized testing for light trucks and cars may 
not be that far off. 
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Extreme Winter Weather Blade 

Trico Ice is an all-new winter weather blade that 
provides maximum performance in extreme 
winter driving environments. Its integrated 
wedge-shaped spoiler clears away snow and 
ice buildup and conforms to glass shapes to 
distribute even pressure for a clear wipe. The 
low-profile contour complements new vehicle 
models and maximizes the driver’s line of sight. 
Trico Ice is designed with a form-fitted boot that 
guards critical wiper components, yet allows 
complete flexibility. A Teflon-infused rubber 
element resists tearing and ripping in sub-zero 
temperatures while eliminating chatter for a 
smoother, quieter wipe. Currently Trico Ice is 
offered in lengths of 16-28 inches to fit a variety 
of standard and specialty wiper arm styles. 
Trico Products
www.tricoproducts.com

GM Fuel Modules, Ford Fuel 
Injectors 

Continental Commercial Vehicles & After-
market, a leading aftermarket supplier of OE-
engineered aftermarket parts for HVAC and 
engine cooling, door systems, brake systems, 
tire pressure monitoring systems, engine man-
agement, fuel systems, and instrumentation, 
has expanded its VDO Fuel System compo-
nents offering with a line extension of new 
SKUs for  Impala/LaCrosse/Grand Prix and 
GM SUV fuel pumps. New VDO Replacement 
Fuel Injectors have also been added for Ford 
vehicles. VDO Fuel Supply products employ 
state-of-the-art technology and are engineered 
to meet or exceed OE standards for fit, form, 
and function.
Continental
www.vdo.com/usa 

NEW PRODUCTS

Antifreeze For European Applications
CRP Automotive’s OE-quality Pentosin anti-
freeze is available in three formulations to cover 
a wide range of European vehicles, including 
Audi and Volkswagen models from pre-1996 to 
current model years. Additional makes covered 
by the line include BMW/MINI, Jaguar, Land 
Rover, Mercedes-Benz, Porsche, Saab, and Volvo 
models. Pentosin Antifreeze is an environmen-
tally friendly nitrate- and amine-free concentrate 
for multipurpose applications in water-cooled 
engines. Formulated for year-round use, Pen-
tosin Antifreeze protects the material used in 
cooling systems by preventing lime formation, 
protecting against corrosion, cavitation, and 
resisting foaming. All Pentosin Antifreeze fluids 
are manufactured to the exact specifications of 
DIN, ASTM, and DBL. 
CRP Automotive 
www.pentosin.net

HID-Look Xenon-Halogen Headlights
Sylvania SilverStar zXe lights are made to rival 
HID headlights in style and appearance. The 
special mirror tip and cobalt blue coating gives 
these headlights a remarkable jewel-like shim-
mer and crisp illumination from a headlight 
that’s noticeably whiter than standard halogen 
bulbs. SilverStar zXe headlights use a propri-
etary cobalt blue coating combined with xenon 
halogen gas technology to generate a colour 
temperature that rivals HID. These lamps are 
100% street legal and meet all DOT require-
ments. 
Sylvania
www.sylvania.com
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designed to maximize wheel travel and are 
constructed from high-strength, low-alloy steel. 
Rancho control arms complement the Ran-
cho RS9000XL and RS7000MT series of shocks 
and are compatible with factory replacement 
Moog ball joints. The kit also includes heavy-
duty, tubular-style joints with grease zerks 
added to the pivots, allowing for easier service 
and routine maintenance, and rear blocks for 
increased off-road clearance. 
Tenneco
www.Tenneco.com

Diagnostics Scan Tool, Flash 
Programmer

Delphi has launched a new Auto IQ Service 
Solutions program including a new diagnos-
tics scan tool and flash programmer. Delphi’s 
Auto IQ Service Solutions, a complete systems 
approach to service and repair, also includes 
the OE-based service repair information, dedi-
cated ASE-certified support, advanced training, 
a new mobile eCatalog and Delphi’s Connected 
Car Telematics Solution. The Delphi diagnos-
tics scan tool operates on a PC-based platform 
and easily integrates into any workshop’s exist-
ing platform. Delphi also offers a compact, 
WiFi-ready, touch-screen tablet PC as an alter-
native to the handheld tool and in-house work-
shop operations. 
Delphi Product and Service Solutions
www.delphi.com

Preassembled Strut Line Expands
The Original Gabriel (Ride Control, LLC), the 
originator of the world’s first automotive shock 
absorber in 1907, continues to expand its pre-
mium ReadyMount line. The company is intro-
ducing over 50 new SKUs, bringing its line to 
almost 200 ReadyMount preassembled struts. 
Of these new applications, 40 are first- or new-
to-market designs covering such applications 
as mid-2000s Toyota Corolla and Camry, 
Pontiac G6, Chevrolet Malibu, Chrysler 300, 
Dodge Charger, and Ford Crown Victoria. 
When customers use a new Gabriel Read-
yMount design, they are buying a design 
whose components have 
been put through over 10 
gruelling component and 
unit tests. 
Ride Control LLC
www.gabriel.com

New Fuel Delivery Part Numbers
Spectra Premium  has  introduced 103 new 
fuel delivery part numbers, including 34 first-
to-market applications, covering over 12M 
U.S.- and Canadian-registered vehicles.  Cov-
erage on late-model import, domestic, and 
HD applications includes filler necks, fuel 
tank strap sets, mechanical fuel pumps, and 
fuel pump assemblies, providing coverage 
on popular Toyota, Subaru, Mitsubishi, and 
Mercedes-Benz applications. First-to-market 
coverage is also achieved with Spectra Pre-
mium Fuel Filler Necks, covering 2012 Pickup 
Silverado and Sierra applications.
Spectra Premium
www.spectrapremium.com

MAF Sensor Line Expanded
Bosch is now offering an expanded line of Mass 
Air Flow (MAF) sensors, which play a critical 
role in maximizing engine performance and 
fuel economy while minimizing exhaust emis-
sions. The newly expanded line, with nearly 30 
new part numbers, features more than 120 part 

numbers covering 
popular vehicles in 
operation in North 
America. Bosch is 
supporting this line 
with new-generation 
cataloguing, which 
includes quarterly 
electronic catalogue 
releases, 360-degree 

on-line imaging, and ACES/PIES-compliant 
buyers/stocking guides. At the same time, 
Bosch engineers are preparing to introduce 
new-generation HFM7 MAF sensors in early 
2013. These new sensors have the unique 
ability to provide either digital or analogue 
input to the vehicle’s ECM. 
Bosch
www.boschautoparts.com

Ball Joints for Late-Model Imports
Raybestos brand chassis parts, a member of the 
Affinia family of brands, has added ball joints 
to the Raybestos chassis catalogue for the fol-
lowing 2012-2013 models: 2012-2013 Audi A3; 
2012-2013 Volkswagen New Beetle and Passat; 
and 2012-2013 Volkswagen Tiguan. Low-friction 
steering and suspension parts are used on more 
than 80% of modern vehicles. These Raybestos 
professional-grade ball joints match late-model 
import applications. Advanced technology syn-
thetic bearing designs hold tighter alignment 
tolerances for longer tire life.
Raybestos
www.raybestoschassis.com

Sport Suspension Systems for 
Tacoma
Tenneco has launched the 2.5-in. Rancho per-
formance suspension systems for Toyota 2005-
2013 Toyota Tacoma 2WD/4WD/PreRunner 
trucks that exceed the off-road ability of the 
stock suspension. This kit includes newly engi-
neered Rancho upper control arms that were 
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Drive Clean tests are mandatory for the 2.1 million drivers 
who live in the corridor from Windsor to Ottawa. They are 
required for vehicles that reach seven model-years old and 
are sold to non-family members. The price of the test ($35) 
remains the same.

Cars and trucks are responsible for nearly one-fifth of 
all Ontario-generated smog-causing pollution. Every year, 
Drive Clean removes more than one-third of this pollution. 
This is a real health benefit to us all, and particularly to any-
one with respiratory challenges.

“So far so good,” says Raymond Lee of Lee Automotive, 
in Thornhill, Ont. “The testing does go much faster with 
the new system. Before, there was a lot of setup time involved 
when using the dyno and tailpipe sensor. Now, if the vehicle is 
a 1998 or newer, we just hook it up to the new OBD-II scanner, 
which is connected to a desktop computer that the new unit 
comes with, and the information is uploaded to the Ministry 
automatically. If there are any issues with the vehicle, they 
can contact me via webcam and discuss the issue while the car 
is still in the shop,” explains Lee.

While the new OBD-II test is faster and more accurate, 
there will be a bit of a learning curve for those consumers who 
tend to ignore their check-engine light and show up for their 
emission test on the last day. 

“If the check-engine light is on the vehicle will fail the test, 
so the problem has to be diagnosed and fixed, then the owner 
will have to drive their car for two or three days to reset every-
thing before it can be re-tested.  

“I can see this being a real problem for people who tend to 
leave their emission test to the last minute,” says Owens.

Recent Changes to Standards
While the Drive Clean program continues to play an important 
role in keeping our air clean of smog-causing pollution, emis-
sion testing and repair staff could have a huge impact on verbal 
pollution by giving clients a heads-up on these recent changes.

It’s safe to say that everyone wants to reduce the amount of 
pollution produced by motor vehicles. In order to encourage 
this, governments have introduced tougher and tougher exhaust 
gas emission legislation.

The most popular method used by vehicle manufacturers is 
the three-way catalyst. This device converts the main pollutants 
in the exhaust gas to less harmful gases. However, the three-way 
catalyst only works efficiently if the air-fuel ratio can be kept 
within very tight limits. This is where the oxygen sensor fits into 
the picture.

The oxygen sensor is typically situated in the exhaust pipe 
just before the three-way catalyst. The central element of the 
oxygen sensor is exposed to the exhaust gas.

The oxygen sensor continually detects the oxygen content 
in the exhaust gas. Its output signal is connected to the ECU 
and changes to indicate a rich or lean fuel mixture. Through 
its output signal, the sensor “informs” the ECU if the vehicle is 
running rich or lean. The ECU uses the information supplied 
to it by the sensor to decide whether it needs to strengthen or 
weaken the fuel mixture to achieve optimum air-fuel ratio. 
This is referred to as “closed-loop control,” because the output 
(oxygen content in the exhaust gas) is measured and fed back to 

Knowledge Building:

For the Counterperson February 2013

Drive Clean, Emissions 
Controls, and OBD-II

Continued on page 28

A s of January 1, Ontario’s Drive Clean vehicle emissions 
testing program began using onboard diagnostics, or 

OBD-II, to read a vehicle’s computer history and determine if 
its emissions controls are functioning properly. 

According to Drive Clean officials, the new test is 20% 
more effective at identifying emission problems because it 
reads the emission information stored in each car’s built-in 
computer.

Previously, testing required running on a rolling chassis 
dyno, requiring shops to read tailpipe emissions under simu-
lated driving conditions.

“The testing is a lot quicker and you have to take pictures 
of the car, plus the Ministry can do an online audit with you 
live via the new system’s webcam,” explains Chris Owens, 
owner of Durham Auto Works in Oshawa, Ont.

Although OBD-II testing is new to Ontario, it has been 
operational in more than 33 provinces and states in North 
America for some time now. It has proven to be faster and 
more accurate than the old tailpipe test. It’s also better at 
identifying any needed repairs. 

“They can actually talk to me live, which is much better 
than calling me up to ask about a car I looked at three or four 
weeks ago,” adds Owens.
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the controller (ECU), which can then correctly control the fuel 
mixing system. By ensuring that the mixture strength is always 
correct, both combustion and catalyst efficiency are optimized.

Visual inspection by itself is not usually sufficient to deter-
mine if an oxygen sensor is functioning correctly; however, 
the lead wire and connector should be checked for damage. 
Any damage will interfere with the sensor signal. The sensor 
body should be checked for dents, which are a sign of mechan-
ical shock that can crack the sensor element. Also, the appear-
ance of the sensor’s protection tube can give an indication of 
possible problems. 

“Now most vehicles have four oxygen sensors on a car, versus 
the one or two we’d see a few years ago,” explains Owens. 

“OEMs now do pre- and post-converter, left, and right sen-
sors. And these oxygen sensors can cause a lot of problems. They 
can cause misfires, driveability problems, and there is no code 
for them, so it takes a bit more diagnosing to find the actual 
problem,” he adds. 

“Many technicians will say, ‘Oh, I have an O2 sensor code,’ 
so they change the sensor, but they still have the same problem. 
Just because there is a code for an oxygen sensor doesn’t mean 
that’s what it is. Something is affecting that sensor and you have 
to figure out what it is,” says Owens.

Increasingly strict, federally mandated emissions regulations 
demand that technicians ensure the vehicle’s emissions controls 
are in optimal form, and the oxygen sensor plays a vital role in 
this process. In fact, bad/poisoned oxygen sensors are the lead-
ing cause of excess harmful exhaust emissions, contributing to 
the greenhouse effect.

Because of the importance placed on the service life and role 
of the oxygen sensor on a vehicle’s emissions controls, much 
has been written by aftermarket manufacturers and suppliers 
attempting to determine the life expectancy and replacement 
intervals of oxygen sensors. Real-world conditions, however, 
truly dictate an oxygen sensor’s life span. Due to the hostile 
environment in which sensors operate and the very different 
circumstances and drivers each vehicle experiences, it would be 
impossible to definitively establish what the service life of a sen-
sor should be.

Oxygen sensors are subjected to a considerable amount of 
wear and tear, aging, and extreme temperatures even under 
normal operating conditions. Harmful contaminants that may 
be present in a vehicle’s exhaust stream can significantly reduce 
the lifespan of an oxygen sensor. Factors that affect the lifespan 
of the oxygen sensor include the location of the sensor on the 

Continued from page 26

vehicle’s exhaust system. Sensors located directly in the mani-
fold (usually, one- and two-wire sensors) typically have a shorter 
lifespan, due to the higher temperatures under which they oper-
ate and the increased exposure to harmful exhaust particulates 
(unspent fuel/oil). 

Conversely, sensors that have a heater in the thimble element 
(three- and four-wire sensors) are more quickly brought up to 
operating temperatures, and therefore are exposed to less harm-
ful contaminants and operate under lower exhaust temperatures, 
as they can be located further downstream in the exhaust sys-
tem.

Many automotive manufacturers, like Honda, Toyota, and 
Nissan, specify when to replace these oxygen sensors, usually 
somewhere between the 160,000- and 200,000-kilometre mark. 
This technology doesn’t normally wear out as long as everything 
is kept up.

“But I find a lot of people don’t maintain their cars and end 
up ruining a lot of sensors, which costs them a lot of money in 
the long run,” adds Owens.
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Building Intelligent Oxygen Sensors

As engine management and onboard diagnostic systems con-
tinue to evolve, so too do the oxygen sensors that monitor 

the air/fuel mixture. The latest generation of “wideband” oxygen 
sensors are smarter, faster, more durable, and capable of precisely 
measuring exact air/fuel ratios – a feat that was impossible with 
earlier generations of O2 sensors.

Traditionally, oxygen sensors have been used to monitor the level 
of unburned oxygen in the exhaust. The amount of oxygen that’s left 
in the exhaust following combustion is a good indicator of the relative 
richness or leanness of the fuel mixture.

When air and gasoline are mixed together and ignited, the 
chemical reaction requires a certain amount of air to completely 
burn all of the fuel. The exact amount is 14.7 lbs. of air for every 
pound of fuel. 

This is called the stoichiometric air/fuel ratio. It’s also referred to 
by the Greek letter lambda (λ). When lambda equals one, you have 
a 14.7:1 stoichiometric air/fuel ratio and ideal combustion. When the 
air/fuel ratio is greater than 14.7:1, lambda also will be greater than 
one and the engine will have a lean mixture.

Lean mixtures improve fuel economy but also cause a sharp rise 
in oxides of nitrogen (NOx). If the mixture goes too lean, it may not 
ignite at all, causing “lean misfire” and a huge increase in unburned 
hydrocarbon (HC) emissions. This can cause rough idle, hard start-
ing and stalling, and may even damage the catalytic converter. Lean 
mixtures also increase the risk of spark knock (detonation) when the 
engine is under load.

When the air/fuel ratio is less than 14.7:1, lambda also is less 
than one and the engine has a rich fuel mixture. A rich fuel mixture 
is necessary when a cold engine is first started, and additional 
fuel is needed when the engine is under load. But rich mixtures 
cause a sharp increase in carbon monoxide (CO) emissions. 
When the relative proportions of air and fuel are just right, the 
mixture burns cleanly and produces the fewest emissions. The 
trick is balancing the mixture, as driving conditions, temperatures, 
and loads are constantly changing. 

That’s where oxygen sensors come in. By monitoring the level of 
unburned oxygen in the exhaust, the sensor(s) tell the engine com-
puter when the fuel mixture is lean (too much oxygen) or rich (too 
much fuel). To compensate, the computer adjusts the fuel mixture by 
adding more fuel when the mixture is lean, or using less fuel when 
it is rich.
The Wideband Air/Fuel Sensor
The newest generation of oxygen sensors are being called wide-
band lambda sensors or air/fuel ratio sensors, because that’s exactly 
what they do. They provide a precise indication of the exact air/fuel 
ratio, and over a much broader range of mixtures – all the way from 
0.7 lambda (11:1 air/fuel ratio) to straight air.
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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

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

Department to Ensure Parts Arrive Safely.

  BUSINESS MANAGEMENT 
  SERVICES 

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

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

  HAND CLEANERS

GOJO Industries, Inc.
www.automotive.gojo.com
GOJO is a leading 
manufacturer of skin care 
products and services for 

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

  

  REFRIGERANT
Duracool Refrigerants

www.duracool.com
Nationally Distributed 
by: Deepfreeze 

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

  TOOLS & EQUIPMENT
AIR LIQUIDE CANADA INC.

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

  WAREHOUSE DISTRIBUTORS  
  & BUYING GROUPS
Bestbuy Distributors Limited

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

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

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

Kerr Machine Shop Group Inc.

www.kerrmachineshopgroup.com
Buying group for machine shops and 
performance shops.

Marketplace
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  AUTOMOTIVE ELECTRONICS
Allan’s Automotive Electronics Ltd.

www.allansautomotive.com
Phone: 780-469-8060
Your Automotive Test Equipment Repair 
Specialist Tool Sales and Service.
We provide service and warranty for most makes 
of automotive test equipment.

Mackenzie Marketing  
Consultants Ltd. is looking for 
a progressive agency for the 
representation of the PIAA  

product line in Eastern Canada.  
The ideal agency would have 
offices in Ontario, Quebec and 
possibly the Maritimes.  Agents 
need to be French speaking in 

Quebec, at a minimum.  
PIAA is a global leader in the 
design and manufacturing of 

world-class, race-proven  
professional lamp systems, 

high performance bulbs, vehicle 
specific kits, wiper blades and 

Powersports Products.

Contact Ian Mackenzie at 
ianm@piaa-usa.com

Seeking Sales opportunity
Experienced results driven 
relationship based Bilingual 

Sales and Marketing 
Professional with 20 years 
aftermarket, retail and OE 

experience with major parts 
manufacturers.  Ideally located 
to represent you in the Eastern 
and Northern Ontario markets.  

Sales is a passion with a hunter 
farmer approach and willing to 

relocate. 
Reply to Box 50, Jobber News,  

80 Valleybrook Drive, 
Toronto, ON M3B 2S9

SENIOR PARTS SPECIALIST REQUIRED
DENSO Sales Canada, Inc. 

is looking for Senior Parts Specialist,  
Full time, for the Quebec Region to 
help support its growing business.
The position involves conducting 

sales calls with customers in Quebec 
at the jobber and garage level, as 

well as conduct training events and 
working with sales agencies. Among 
other requirements, the successful  
candidate will have strong written,  
verbal, and presentation skills in 
French and English as well as be 

proficient in MS Office applications  
as well as possess a relevant  

post-secondary degree or equivalent  
industry experience and a valid 

driver’s licence. 
Please send resumes to  

the HR Dept. at  
DSCNJOBS@DENSO-DIAM.COM
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Editorial
Comment

L ike all jobbers, you rely on that enormous database of information about 
your products, prices, applications, and financials that resides amongst 
servers and floats out on clouds, waiting for you to poke them to see what 
riches rain down from that assembled wisdom. But what do you really do 
with that data, in terms of customer-building? Most do very little. 

As you know, the more recent data warehouse capabilities have made it possible to 
forecast demand more tightly than ever – though that is still far short of a crystal-clear 
crystal ball. For many, it is a whole new world so dominated by data that they’d rather 
not be a part of it. For others, the ability to really see the future is invigorating and 
empowering. 

To know two years ahead of time that a certain set of balljoint applications is going 
to see increasing demand – as predicted by their early failure rates and vehicle popu-
larity – means being able to be first into the market with serviceable inventories. And 
that means being able to command better prices and more market share. This is a very 
good thing.

Today, aftermarket data can tell you so much about the parts you sell that it’s hard 
to believe you made do with cardex and flat-file legacy systems not all that long ago.

In fact the sun has barely set on the legacy data. For those who care, the Legacy 
Make Model table was retired in December 2012 by the Automotive Aftermarket 
Industry Association. Yes, it will continue to be found, but I can still buy a buggy whip 
too.

But how much more do you actually know about the customer, your customer: the 
garage owner and the technicians who work for him (or her)?

I’ll hazard a guess that when you look at your customer information, it will reveal 
little more than the name, address, and outstanding balance. Maybe, just maybe, you 
have the historical purchases total at hand. But do you have the application split bro-
ken out? Their age? Their marital status? Whether they own a house or not?

Today, large retailers know so much about what shifts in purchasing patterns can 
mean that they can, and have, run afoul of families because they started sending 
expectant moms diaper flyers before they’ve told anyone.

Sometimes it is about being too smart, so I’d like you to play a little internal game. 
See what you can find out about a customer, business and personal, from polling your 
data and your counterpeople. Then ask a spouse, a close friend over forty, and an 
under-25-year-old, how comfortable they would be if you sent them a promo based on 
some of that information. 

I think you’ll get widely different opinions based on some very different views of 
privacy. 

I always think back to a story of a new sales rep calling and asking a customer how 
the wife and kids were, only to be told that it was none of his business because he 
didn’t even know the customer. The rep in this case had just gone from notes in the 
account book and overstepped his bounds in an effort to be friendly.

In a world where Amazon.ca suggests which books I should read, which tools I 
might need, and which promotional sporting goods offers I might be interested in, 
I’m not sure how many people would lash out so quickly.

But there is still a line between business and personal, and it’s tough to navigate. So 
tread carefully, but use the data and tools to ensure that your customer service is top-
notch, and that you know as much about your customers as they do about themselves. 
And maybe just a bit more.

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

AVOIDING INFORMATION 
“OVERLORD”

NEXT MONTH

Effective Sales Strategies 
for Key Lines, including 
Suspension, Steering, 
Ride Control, Emissions, 
Tune Up and more.
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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
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