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More than 140 technicians and 
shop owners attended a clinic 
on Ontario’s new DriveClean 
testing procedure hosted by 
Paste Auto Parts.

The Bestbuy Distributors 
shareholder, located in 
Toronto’s northwest, brought 
the CARS OnDemand training 
organization in to deliver the 
training session, which focused 
on diagnosing OBD-II system 
readiness flags. Trainer Will 
Carcone kept the attention of 
the technicians for nearly two 
hours, presenting diagnostic 
issues and taking questions.

The DriveClean emissions 
testing program moved from 
a tailpipe emissions test to an 
OBD-II-based diagnostic regimen on January 1 
of this year. Paste Auto Parts owner Jacob Yako 
says it was a challenging event to organize, but he 
felt it was important for the technicians.

“It wasn’t easy to put this event together. 
Most clinics are about one company and focus 
on sales, but not ours. We need the installers to 
find out what they’re missing in our automotive 
industry. I want our installers to know we are 
still here to look after them. Most jobbers are 
fighting over price. I’m fighting over education,” 
explains Yako.

Yako says there are so many changes in 
automotive technology, it is important to work 
to keep technicians and shop owners current. 
“Technology has changed year after year, and 
even though many of our installers have over 20 
years of experience, they don’t always have the 
time to study. Once in a while, they need to stop 
to look at how much they have missed in only a 
few years of automotive technology.”

Jobber-Hosted DriveClean Clinic  
Attracts Strong Crowd
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Proforce has added 
another 40 new hub  

bearing numbers,  
bringing the total to 620 

part numbers.

*    *    *

Cardone has created a 
digital Master Cylinder 

ID Guide to help identify 
master cylinders by image, 

bore, port size, and  
casting number, for new 

and reman Cardone  
master cylinders from  

1990 and earlier. 

*    *    *

Automotive Service & 
Repair Week (ASRW) has 

launched an all-new  
website combining 
NACE and CARS 

information, located 
at www.ASRWevents.

com. Features include a 
streamlined interface and 

easy-to-use navigation. 
Visit www.NACEexpo.com 

/www.CARSevent.com.

The CARS OnDemand organization said it 
was the biggest attendance for a jobber clinic 
they had ever been part of, and the feedback 
from customers has been great, according to 
Yako.

“From 7:30 a.m. the next day, my phone was 
ringing with great comments from our installers. 
One attendee said, ‘Thank you so much for 
showing us how much you care for smaller 
shops.’ Others told us it was the best clinic 
they have ever been to and have asked us to do 
more,” says Yako.

Yako says that other jobbers can learn from 
his experience that it pays to invest in customers.

“It is not about price; it is all about what can 
you do to be different from others.”

More than 140 technicians and shop owners attended 
a DriveClean clinic hosted by Toronto jobber Paste 
Auto Parts.

Jacob Yako, owner of Paste Auto Parts (second from right), poses with customers and staff with Toronto Maple Leaf 
great Johnny Bower (third from left), who was a special guest at the DriveClean clinic hosted by the Toronto jobber.
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AIA’s First Crack At 
The Grand Forum 
A Huge Success

This year, for the first time, the Automotive 
Industries Association (AIA) of Canada took 
the reins and organized and hosted the popular 
Quebec Grand Forum, and the result was better 
than expected.

 On March 13th, more than 300 individuals 
attended the Grand Forum in Drummondville, 
Que., to learn about improving customer service 
skills in an ever-changing industry.

“To be successful in today’s industry, service 
providers in the automotive aftermarket industry 
must be more than just specialists in their trade; 
they must also be specialists in communication 
and customer service to inspire confidence in 
their clients. Without these skills, shops are sure 
to fall behind, because customers want more 

than just quality auto work for their loyalty,” says 
Marc Brazeau, president and CEO, AIA Canada.

This year’s event was kicked off with 
a presentation by automotive journalist Éric 
Descarries, who spoke to technicians about keys 
to success, changes in the industry, and how 
to master new technologies. The forum also 
featured a number of workshops, a question 
and answer period, several information booths, 
networking opportunities, and a closing cocktail 
reception.

“A lot of hard work and preparation went 
into pulling off this event, and we couldn’t be 
more pleased,” says Carol Chartrand, chair, AIA 
Quebec Division. “I think that everyone left the 
event with some new knowledge and tools to 
help them provide excellent service and better 
manage their businesses, which speaks to the 
value of AIA to its members.”

Dayco Canada Corp. 
received the 2012 

Outstanding Shipping 
Performance Award 

from Uni-Select Canada 
during the annual Uni-
Select North American 

Convention in Las Vegas, 
Nev.
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In February, the European Import Parts 
Specialist Auto-Camping Ltd. opened a new 
warehouse in Kelowna in order to serve custom-
ers in the interior of British Columbia faster 
and more efficiently.

Auto-Camping’s local sales representative, 

Auto-Camping Opens Kelowna Warehouse

Auto-Camping 
Ltd. opened 
a new ware-
house in 
Kelowna, B.C. 
Shown are 
local sales rep 
Dallas Zita 
with counter 
staff Hugh 
MacDougall 
and Steve 
Lowen.

Dallas Zita, now enjoys full support of a  
comprehensively stocked regional branch. 
The location on 164 Asher Road in Kelowna 
will offer multiple local deliveries per day and 
will use Purolator and FedEx for overnight 
shipments. 
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Continued on page 8

Remanufacturing Section
Returns to AAPEX 2013

The Automotive Aftermarket Products Expo (AAPEX) 
Remanufacturing Section, co-hosted by the Motor & 
Equipment Remanufacturers Association (MERA) and the 
Engine Rebuilders Council (ERC), will return in 2013 to 
promote the environmental, economic, and product per-
formance benefits of remanufacturing in the automotive 
aftermarket.

AAPEX is set for Tuesday, Nov. 5 through Thursday, Nov. 
7 at the Sands Expo Center in Las Vegas, Nev., and delivers 
new products, the latest technologies, high-powered product 
demos, innovative business solutions, and invaluable net-
working opportunities, to “Grow Your Business at AAPEX.” 
The event is jointly sponsored by the Automotive Aftermarket 
Industry Association.

The AAPEX Remanufacturing Section will feature dozens 
of exhibits from ERC and MERA members, as well as live 
engine rebuilding demonstrations by Hendrick Motorsports 
technicians. To promote the sustainability benefits of reman-
ufacturing, the section will be surrounded by green carpet, 
highlighted in green on the show map, and recognized in 
AAPEX communications.

“Remanufactured and rebuilt engines deliver sustainability 
and value that not only benefits consumers, but the entire 
aftermarket,” says Courtney Carbone, director, AAIA member 
services, Engine Rebuilders Council. “ERC members are 
excited to return to this important section to promote these 
benefits in 2013.”

“Remanufacturing is really sustainable manufacturing, and 
members of MERA are recognized as leaders in our industry,” 
says Tom Rippinger, senior manager, communications and 
member services, MERA. “We look forward to working with 
ERC to bring even greater attention to the companies that 
will participate in this exciting section.”

The Remanufacturing Section sold out quickly last year, 
so prospective exhibitors from MERA and ERC member 
companies are encouraged to complete their AAPEX applica-
tions as soon as possible, with the appropriate box checked 
for the Remanufacturing Section. For more information, 
prospective exhibitors should contact Sandi Kulas, AAPEX 
Event Management, W.T. Glasgow, at 708-226-1300 or skulas@
wtglasgow.com.

AAPEX represents the $395 billion global motor vehicle 
aftermarket and is jointly sponsored by the Automotive 
Aftermarket Industry Association (AAIA) and the Automotive 
Aftermarket Suppliers Association (AASA). For more informa-
tion, please visit www.aapexshow.com or e-mail: info@aapex-
show.com.

Elgin Industries Receives Platinum 
Supplier Award 

from GM Customer Care and Aftersales
Elgin Industries, a leading U.S.-based manufacturer of engine 
and chassis components, recently received the Platinum 
Supplier Status award for Outstanding On-Time Shipping 
Performance from General Motors Customer Care and 
Aftersales.

This award recognizes Elgin for consistently performing 
above expectations and continuous excellence in supplying 
parts to General Motors. Elgin’s ultra-modern, fully inte-
grated manufacturing complex has earned a broad range of 
quality awards and certifications from leading customers in 
the automotive commercial vehicle markets.

“GM’s Platinum Award recognizes our dedication to supply-
ing the highest quality engine parts in a timely manner,” says 
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Continued from page 7

ASC Industries, Inc.,  
manufacturer and  

supplier of Airtex new 
water pumps and timing 

kits, has released the 2013 
Airtex Water Pump & 
Timing Kit catalogue.  
Visit www.airtex.com.

*    *    *

Tool Tech 2013 is  
coming April 23-25, 2013 
to the Hyatt Mission Bay, 

San Diego, California. 
Visit http://etools.org/
TT13Speakers to see the 

line-up of industry leaders 
addressing the issues,  

challenges, new  
technologies, and  

initiatives important to 
ToolTech attendees.

Bill Skok, president, Elgin Industries. “This is a 
highly respected award, and it recognizes our 
commitment to the category.”

Elgin Industries is a Tier-One supplier of 
original equipment engine and chassis com-
ponents to organizations such as General 
Motors, Mack, Navistar, and Harley-Davidson, 
and a leading, all-makes/all-models supplier of 
replacement automotive and heavy-duty parts.

Raybestos Brakes Helps 
Technicians “Go Green” with $50 

Cash Rebate
To help shop owners draw more brake jobs this 
spring, consumers will be enticed with some 
extra green: up to $50 with the purchase of quali-
fying Raybestos brake pads and rotors.

 The deal gets even sweeter for participating 
technicians, who can also earn some extra 
green: up to $25 in a cash bonus, plus the 
chance to win one of two trips to the race in 
Charlotte on October 12, 2013 and VIP access 
to the Joe Gibbs Racing Fan Fest that weekend.

The “Go Green” promotion for Raybestos 
brakes runs April 1, 2013 through May 31, 
2013. Consumers can earn up to $50 by mail-
in rebate with the purchase of Advanced 
Technology and Professional Grade brake 
pads and rotors.

The “Go Green” promotional point of sale kit 
is available through your local Raybestos brakes 
sales rep or WD. For additional information 
about the “Go Green” promotion, visit www.
RaybestosBrakes.com. 

Philips Selected By ADN to 
Provide Latest Automotive 

Lighting
Philips Automotive is now offering its full line 
of automotive aftermarket lighting products, 
including premium headlight bulb upgrades 
and LED accessories, through the Automotive 
Distribution Network (ADN).

With the new Philips program, ADN mem-
bers will be able to offer their customers 
Philips’ complete portfolio of aftermarket 
automotive lighting products, including acces-
sories featuring the latest in LED technology. 
The new program includes Philips’ full line of 
premium upgrade bulbs, which offer custom-
ers a choice of up to 100% more light or the 
stylish look of Xenon, Philips LED daylight 
daytime driving lights incorporating high-pow-
ered Philips Luxeon LEDs, Philips headlight 
lens restoration kits, and Philips state-of-the-art 
LED work lamps, as well as Philips’ full-cover-
age commercial and retail standard headlamp 
and signalling product line.

APPOINTMENTS

Affinia Group has appointed Rick Pizarek as president, 
Global Chassis, to lead the development and imple-
mentation of operational, sourcing, and marketing 
strategies. Pizarek joined Affinia in 1995 as division 
manager for the McHenry manufacturing operations 
and also served as director of manufacturing for the 
Drum, Rotor, and Foundry Group. He has served as 
vice-president and general manager of Affinia’s Global 
Chassis Group since September 2010. Prior to joining 
Affinia, he worked with Allied Signal Braking Systems 
in a variety of management roles in operations, sales, 
marketing, product design, and quality engineering.
He has been a member of the Society of Automotive 
Engineers for 34 years.

Dorman Products, Inc. has announced that Robert 
M. Lynch has been selected to the company’s board 
of directors and has been named to the board’s audit 
committee, compensation committee, and corporate 
governance and nominating committee.   Lynch fills a 
vacancy on the board created by the retirement of John 
F. Creamer, Jr.   He currently serves as president, chief 
executive officer, and a director of Lumber Liquidators 
Holdings, Inc., a publicly traded corporation and the 
largest specialty retailer of hardwood flooring in North 
America. From January 2011 to January 2012, he served 
as president and chief operating officer of Lumber 
Liquidators.  Prior to joining Lumber Liquidators in 
January 2011, he was the president and chief execu-
tive officer of Orchard Supply Hardware.   Lynch has 
also held positions with The Home Depot, Inc., and 
Accenture Consulting.   He began his career with Wal-
Mart Stores, Inc. 
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Bestbuy Distributors marked its 60th anniversary 
in fine fashion in Toronto with a family atmo-
sphere, music, and a solid open house event that 
has become a cornerstone of the buying group’s 
events.

Among the key events at the organization’s 
annual general meeting were recognizing 
its members’ contributions to the Toronto 
Hospital for Sick Children, raised throughout 
the year. 

This year Bestbuy raised some $20,000 for 
the leading medical facility.

“We are the largest training program for 
Canada,” said Dr. Robert Hamilton, who heads 
up the cardiac research teaching program at 
the hospital, which receives the contributions. 
“What that means is that by supporting our 
teaching and research, you allow us to bring 
the best of the best to come and train with us.” 

Hamilton says that some of the best cardiac  
care for children across the country has resulted  
from this program. Five cardiologists in 
Edmonton and all three cardiologists at the 
Calgary children’s program trained with the 
program; the chief of cardiology in Ottawa 
trained with them, too. Hamilton says hospi-
tals across the country have cardiologists on 
staff who have received training at Toronto’s 

Hospital for Sick Children.
“So I want to assure you that this is abso-

lutely a national program, and it is through 
your support that we are able to create the 
training. And your support is tremendously 
valued across the country.”

Bestbuy also recognized two outstanding  
individuals. Receiving the William Elton Award  
as Outstanding Shareholder was Fraser Wheatley 
of C.W.S. Automotive in London, Ont., though 
he was not able to attend. Also recognized 
with the Horace J. Pratt Award as Supplier 
of the Year was Dan Freeman of Auto Parts 
Associates, of which Bestbuy is a member.

The group also saluted new and long-time 
shareholders. New shareholders receiving their 
official code of ethics plaques included Tony 
Racioppo, Fincham Automotive Supplies; Ed 
Gabarro, West End Auto; Dominic Verrico, 
John’s Auto Parts; and Rob and John Cazzoli, 
Dial Auto Parts. Wayne Heimpel of Heimpel 
Automotive received his 45-year plaque, and 
Roger Copeland of Raco Auto received a 
25-year plaque. Receiving 20-year plaques were 
Farrukh Alam, Alam’s Auto; Martin Lalancett 
and Sylvie Lavoie, Distribution Pieces D’Auto 
Mobus; and Clement Samson and Michel 
Cote, Distribution Pieces D’Auto Rive Sud.

NEWS AND 

INFORMATION

APRILAPRIL

OVER THE 
COUNTER
OVER THE 
COUNTER

Bestbuy Celebrates 60 Years, Gives Big  
to Sick Kids

Bestbuy president Jeff VandeSande (at left) and chair Dale Devlin (at right) 
present Dan Freeman, Automotive Parts Associates (APA), with the Horace J. 
Pratt Award as Supplier of the Year.

The Bestbuy board of directors presented its annual contribution to the Toronto Hospital for Sick Children’s Dr. Robert 
Hamilton. This year’s contribution of $20,000 brings the cumulative total to $665,000 since the organization first began 
supporting the institution in 1985.  

Bestbuy president Jeff 
VandeSande (at left) and 
chair Dale Devlin (at right) 
present Wayne Heimpel, 
Heimpel Automotive with a 
45-year service plaque.  
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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
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2000
Valvoline launches 
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motor oil for high 
mileage engines
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Chassis Parts:
Building the Right Sales Strategy

A s a leading category for the automotive service sector, 
chassis service continues to also be among the most 
competitive.

This is true for parts available on the market as well as the 
techs performing the work for the car owner. Competition 
for market share between the original equipment service 
sector and the independent aftermarket is firmly divided 
into relative success in the older vehicle population, where 
independent service outlets enjoy a strong market share; 
and the original equipment service sector, which enjoys both 
a strong overall share and a truly dominant share of newer 
vehicle service.

Information gathered as part of the J.D. Power and 
Associates Canadian Customer Commitment Index Survey 
in 2012 puts firm numbers to the situation in terms of both 
steering system service and suspension and alignment services.

Dealerships remained the dominant player in the Steering 
System Service category overall, but in the aftermarket’s key 
market of eight- to 12-year-old vehicles, the combined shares 
of the independent service sector and branded aftermarket 
still hold the majority share with 54% (although there has 
been some migration between these players). However, while 
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Continued on page 14

Dealerships have gained only a single percentage point in market 
share overall, they also gained five points among four- to seven-
year-old vehicles, to 76% from 71%.

Independents show a significant drop in market share: down 
to 20% overall from 26% in 2011, and down three points to 33% 
among eight- to 12-year-old cars. Regionally, Independent Repair 
Shops also saw a drop in business. The East saw a three-point drop 
to 29% from 32% in 2011, while in the West they saw a significant 
drop down to 9% from 21% in 2011.

The situation is much the same on the Suspension System 
Service and Alignment occasions.

While the independent and branded aftermarket outlets 
enjoyed a combined majority of service occasions in the eight- to 
12-year-old vehicle service category – though they have not seen 
much growth here – they do not dominate the category overall or 
among the four-  to seven-year-old vehicles.

Dealerships are the market share leaders in this category of 
service, with more than twice the market share of the second-
place player, Branded Aftermarket outlets.

Dealerships currently enjoy a 59% market share, up three 
points from 2011, while Branded Aftermarket players register a 
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one-point decrease to 21% market share, just slightly more than 
Independent Service Shops, which dropped two points to 19%. 

Among older vehicles eight to 12 years old, the picture is 
only slightly different. Dealerships still have the number-one 
position with 45%, with Independents at 29% and Branded 
channels sitting at 25% market share.

Notably, while Independents have gained two points at this 
level from 2011, Branded Aftermarket players lost two points, 
which it appears went straight to the Independents. Regionally, 
Dealerships have maintained a stable picture across the country, 
growing to a 61% share in the West, 60% in the Central region, 
and gaining two points in the East for a 54% share of market. 
Clearly in a market segment where newer applications tend to 
generate higher demand for higher quality components, the 
real opportunity lies among capturing the service occasions of 
the newer applications on the road.

It is notable that leading chassis parts suppliers have focused 
strongly on releasing newer vehicle applications on an ongoing 
basis, to provide aftermarket players at the distribution, whole-
sale, and service sector with the parts they need to combat OES 
competition.

Of course, while the four- to seven-year old vehicle segment 
offers its benefits, there is ample evidence that the aging vehicle 
park may be playing into the independent aftermarket’s hands.

According to the Automotive Industries Association 
of Canada’s 2012 Outlook Study authored by DesRosiers 
Automotive Consultants, “Given the high number of new 
vehicle sales from 1997 to 2008 and improved vehicle reliability, 
the proportion of vehicles in the 6‐7-, 8‐11-, and 12‐14-year-old 
age segments has grown tremendously, such that 54.0% of 
Canadian light vehicles are now over the age of eight years. 
The average mileage for vehicles is also increasing at a rate of 
0.9% per year and now sits at 21,995 kilometres, leading to a 
Canadian total of 469.8 billion kilometres travelled in 2011. 
The growing number of vehicles in the prime maintenance 
years, and the fact that vehicles are now typically retired only 
when they reach an average of 320,000 kilometres, will translate 
to a larger potential market size for the aftermarket industry 
over the next several years and further boost the success of the 
industry.”

The challenge for many players in the aftermarket will 
be successfully distinguishing between a rise in demand as a 
result of the increased vehicle population, and actual market 
share improvement generated by penetrating new vehicle 
age segments more effectively.

Players who fail to recognize the difference may find 
themselves wanting when the current rebound in new vehicle 
sales becomes a more significant factor in the overall vehicle 
population.

Control Arms Take Hold
The drive for new applications and ease of service has, at least in 

part, been behind the increased push for control arm assemblies.

Control arms, in comparison with individual components, are 

expected to continue their upward trend.

According to a 2010 study by Frost and Sullivan on the North 

American linkage and steering parts aftermarket, the control arms 

segment is poised to offer the highest growth over the period from 

2009 to 2015-2017, growing at a compound annual growth rate of 

8.9%. The control arms segment occupied 27.5% in 2009; however, 

this share is expected to increase to 46.8% in 2016. 

Opportunities abound in this sector and both jobbers and their 

respective automotive repair shop customers should be working 

together on this category to achieve top-line growth.
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I t’s no secret many aftermarket friction 
products do a better job than the original 
equipment. In fact, some OE brakes 

have been known to have ongoing issues 
and recalls. In the current battle to reduce 
weight and improve fuel consumption, 
automakers often have to sacrifice component 
performance.

But meeting or exceeding original 
standards is no small matter for after-
market suppliers. Premium aftermarket 
products have to prove their worth. Most 
name-brand lines offer products designed 
for scenarios as specific as severe duty 
applications, low-dusting applications, and 
off-road applications.

“At Promax, we have been using an SAE 
J2784 quality test and SAE L.A. road and 
noise test. We recently implemented an AK 
master test, which outlines friction perfor-
mance on different levels of driving condi-
tions,” explains Ernie Fields of Promax Auto 
Parts Depot.

Jobbers need to be vigilant to avoid losing 
sales to local dealerships by ensuring that 
their customers are fully aware of the extent 
of the premium lines of brake products you 
carry. Your daily challenge is to ensure each 
customer is informed about these premium 
lines, and you need to have enough product 
knowledge to demonstrate to the customer 
why it is a superior product and worth the 
extra dollars. 

“When it comes to brake systems, tech-
nicians need to focus their efforts on sat-
isfying the client so they can retain business and gain new 
business through referrals, and premium brake products 
are the way to achieve this,” explains Ed Demirci, vice 
president, Durotech Automotive Industries. “All new car 
sales are driven by top-end safety ratings. By emphasizing 
safety through strong stopping power, low noise, low dust, 
and durability (no premature pad wear or rotor warping), 

technicians will find it quite easy to migrate more and more 
of their business over to first-line premium grade brake 
products,” he explains. 

For a few dollars, is it worth compromising safety? Counter 
staff need to communicate this point, along with the desirable 
goal of better stopping, to their technician client base. 

Continued on page 18

Premium Friction
Builds Premium Sales

By Steve Pawlett
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Often, the preferred category of friction material is influenced by the options 
chosen by the automakers: Japanese imports are more likely to come with ceramic 
brakes, while European makes come with semi-metallic friction.  The ability to spot 
the differences between premium and entry-level versions of these brakes requires 
strong product knowledge and the ability to look beyond the packaging.

The real differences are in the details.  Do you know the country of origin? 
There is a lot of quality offshore product, but unlike the U.S., Canada does not 
require suppliers to print the information on every box.  This missing information 
may be a sign that the manufacturer is trying to hide something.

The end results basically come down to the materials, along with construction 
and the formula used.  Premium manufacturers will guard their source of raw 
materials, for good reason. OEMs and premium aftermarket suppliers use positive 
mould processes, which use less resin, which means less noise and less fade. Plus 
you can use a higher volume of friction material for a longer service life.

“The less expensive flash-mould process uses more resin and less friction material, 
resulting in more noise and less stopping power, and of course a shorter service life,” 
says Demirci. 

The difference in premium products over entry level lines is not limited to just 
friction materials. The backing plate metallurgy affects durability and quality mount-
ing hardware can make a difference in performance and longevity. Rubberized 
shims can dampen noise-causing vibrations better than a bead of silicone. Quality 
OE-matched chamfers, slots, shims, and springs also play a key role in producing 
brake friction that performs at or above OE standards.

Jobbers can easily identify the difference between entry level and premium 
brake product by trying to flex or bend the metal. A superior abutment kit will not 
bend. The weight of the product will offer some proof, and denser pucks and heavy 
gauge metals will add to the mass as compared to lightweight designs that contain 
more resin.

New U.S. Rules On Copper Use Affecting All Formulations 

With new U.S. laws being phased in to regulate copper content in brake pads, many 
aftermarket suppliers are now working on new friction pad formulas.  To comply with 
new laws in Washington and California, the Brake Manufacturers Council (BMC) 
developed an industry-wide, self-certification program. The Brake Friction Materials 
Self Certification Compliance Program requires that friction material suppliers 
comply with applicable legislation, regulations, and requirements in those states in a 
phased approach.

“Xtreme Stop has always been cognizant of the environmental impact of certain 
heavy metals used in brake pad formulations, due to European standards that have 
been in place for over a decade, and the forthcoming phase 2 deadline in 2014 dead-
line for the reduction of copper, the main bonding agent in ceramic pads,” explains 
Demirci.

“We are reducing the amount of copper used in our formulations for our 
premium ceramic brake pads, which will culminate in a few years in a sizeable 
reduction of copper content,” explains Fields of Promax Auto Parts Depot.

“Our entire operation has already been converted to a paperless warehouse, and 
we have also installed a completely new environment-friendly utility 
and lighting system. Our objective is to become 
totally environment-friendly, even in our 
formulations, in the next few years,” 
adds Fields.

As members of the BMC, 
many friction material 
suppliers have taken the 
first step and are fully 
compliant with Phase 1 
of the certification pro-
gram. As required by law, 
they must provide baseline 
data to NSF International (an 
independent third-party industry-
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sponsored registrar) before the deadline of January 1, 2013. Then, NSF Int’l 
provided the data to the WA Dept. of Ecology, in compliance with the Washington 
Better Brake Rule.

Phase 2 of the new law limits heavy metals such as cadmium, chromium, mercury, 
lead and asbestiform fibres when tested to SAE J2975 by an independent third-
party lab. This happens in 2014 for California, and in 2015 for Washington. The 
new laws further limit copper to less than 5% by weight in Phase 3 on or after 
January 1, 2021. On January 1, 2025, California will limit copper to 0.5% by 
weight in Phase 4. That same requirement becomes effective in Washington on 
January 1, 2032, unless an advisory committee determines that alternative brake 
friction materials are available.

According to the state of Washington, the copper released from brake pads 
can affect sensitive species of algae (phytoplankton) that form the base of the 
aquatic food chain. Copper also directly damages the sensory capabilities of 
salmon, making it difficult for them to avoid predators or find their way back to 
their spawning grounds.

Friction manufacturers use copper in their formulations for faster curing and 
better heat dissipation. But as the industry learns more about copper’s effect on the 
environment, more experimentation is being done to find alternatives. Those safer 
alternatives include fibreglass, Aramid, and Kevlar fibres. 

“We are ahead of the curve from an environmental standpoint, with a copper-
free formulation for years now; and our research has already showed that the 
carbon graphite metallic formulation is superior to ceramic formulations in terms 
of first-line performance,” adds Demirci.

 Research is ongoing with ceramic pad manufacturers as they scramble to 
develop an alternative. Considerations include a significant reduction in ceramic 
content and the use of a “Hybrid” formula that uses a metallic composition as well. 

There are, however, concerns as to the problems that may arise with the new 
formulations being contemplated, similar to when the industry had to eliminate 
asbestos. Early non-asbestos formulations resulted in noise, premature pad wear, 
and brake performance issues. 

Ceramics came on the scene to solve the problems of the post-asbestos era. “There 
is certainly a concern of history repeating itself. All the computer simulations and 
dyno testing do not replace real-life testing out on the field; therefore there is a very 
real risk of issues when non-copper ceramics are introduced,” adds Demirci.

Both jobbers and technicians should be aware that each brake friction formula-
tion or material that is tested and found compliant will be given an edge code, per 
SAE J866. In addition to the edge code marking, product packaging will be labelled 
with a “LeafMark” to show its level of environmental regulatory compliance.

Jobbers should also inform their technician client base that these laws will 
eventually target the professional technicians. Currently in the U.S. a technician 
could be fined $10,000 per violation if a non-compliant brake pad is installed.

With such heavy fines ($10,000 per set of copper-based ceramics sold) there is 
some concern that some shady importers and manufacturers may be trying to “rid” 
themselves of existing inventory, leaving WDs and jobbers carrying the bag.

“We have seen evidence of discounting, and in some instances, almost full-
on dumping of ceramic products in local markets, in a few instances across the 
American, Latin American, and Caribbean markets, so a caution should be conveyed 
to the market at large,” adds Demirci.

California and Washington are the first states to pass specific laws regulating 
copper and other substances in brake pads, while Hawaii, New York, Oregon, 
Rhode Island, and other countries are considering similar laws.

As these new voluntary standards make their way across the U.S. and into 
Canada, these changes will serve to further strengthen the argument for stocking, 
recommending, and selling premium, name-brand brake components.

Ultimately, as we see these new voluntary standards come online, premium 
friction products will become the new minimum standard.
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Common Ground
Finding

 Robert Hattem, Incoming Chair, 
Automotive Industries Association of Canada
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R
obert Hattem is a rarity among senior automotive aftermarket executives.

While diverse professional experience is not unheard of in the board-

rooms of the automotive aftermarket industry, most of the seats are filled 

by those who have grown up within this industry and can count their 

involvement in terms of generations, rather than years. 

And even those recruited from outside the automotive aftermarket come 

from a tight bundle of industries accepted as having significant common factors. 

(The grocery and hardware sectors have proven to be fertile ground in the past.)

Currently the president and CEO of UAP Inc., which operates the NAPA 

business in Canada, Hattem has a background that is significantly more diverse 

than many of his predecessors, and that makes him particularly well suited to 

the current challenges of the Automotive Industries Association of Canada as he 

prepares to take on the role of its chair.

Once a junior hockey player, when it came time to seek a more conventional 

career, he was thrilled to join a 

sporting goods company, leading to 

a seven-year tenure during which 

he rose to become director of 

development. From there he went 

on to spend another seven years as vice-president at a hardware industry buying 

group,  the next 10 years in the pharmaceutical industry, and then a five-year stint 

as president of an office supply business. 

Continued on page 24
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He joined UAP as executive vice-
president of its Heavy Vehicle Parts 
Division 11 years ago, and only a short 
two years later, in 2004, was tapped 
to take on his present role as UAP’s 
president by Larry Samuelson, who 
was moving back to the U.S. for a role 
with UAP’s parent company, Genuine 
Parts Co.

“Several people have lived in this 
business for 40 years, so it is a pretty 
stable environment. The fact that you 
come from a different industry brings 
you a perspective of business that is 
broader. You can bring certain ele-
ments from the other industries into 
play when you are producing a strategy. 
That’s what I enjoy doing, and it is what 
I think I [have] brought to this organi-
zation.”

And that diverse experience comes 
at a time when the AIA is itself becom-
ing more diverse, with such recent 
developments as a recently added man-
agement contract with the Heavy Duty 
Distributors Council of Canada, and 
the even more recent announcement 
that it will assume the administration of 
the Canadian Collision Industry Forum 
over the next year.

Hattem sees great promise in these 
developments, and plans on working 
to ensure all groups see the benefits of 
finding common ground on industry 
issues.

“I think for it to work, people with 
the HDDC and the CCIF have to be 
willing to work together. You can’t force 
people to believe in these philosophies. 
It’s not a force-feed type of approach. It 
is a question of working together where 
we can. We have a strong association 
and a strong governance approach. 
We are building a very strong legacy of 
chairmen who believe in this strategy.

 “The important part is that the strategy is well defined and 
you don’t get a change in direction with every new chair.”

At the top of his list as chair is the creation of a new com-
mittee within the AIA to focus on human resources issues. It is 
an ongoing issue that has recently come to the forefront of the 
national scene, when the need for more skilled tradespeople 
was highlighted in the most recent federal budget.

It has been recognized as a major challenge in the service 
bays and jobber stores across Canada, as well as within the 
collision industry and the heavy-duty industry, where a recent 
Canadian Trucking Alliance-commissioned report by the 
Conference Board of Canada predicted dire consequences – a 
shortage of 25,000 to 33,000 for-hire truck drivers by 2020, 
disrupting not only the trucking industry, but the Canadian 
economy and ultimately affecting the well-being of consumers 
as well – if a big increase in driver supply didn’t occur. 

“One of the biggest shortcomings in our industry mov-
ing forward [is a lack of] technicians in our industry, people 
working in the jobber stores. And how, when we deal with 
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governments, to align ourselves for the future, and that ties 
ourselves into the consumer and what the government is try-
ing to do right now,” he says, referring to the federal skilled 
trades announcement. “We have to get some of our top human 
resource executives working together, collectively as an indus-
try, to try to address these issues.”

As one of the biggest issues going forward, it is important 
for the AIA to work toward solutions in this area in a way it has 
not been.

But it is not the only challenge the new chair faces going 
in. The ongoing effort to institute regular vehicle inspections 
across the country is equally pressing today. While the topic 
is certainly not a new one, it has taken on a new urgency in 
recent years, in the modern landscape of extended service 
intervals and drive-through maintenance programs that could 
result in a vehicle not seeing a full service bay for a compre-
hensive inspection for years on end, or when something goes 
wrong. Hattem sees this as a prime example of where the AIA’s 
focus on government relations can be brought to bear. 
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“When you deal with the government, it is important that 
it is a win-win-win situation. You have to focus on consumers’ 
needs and making sure that any strategy that the AIA and the 
industry develop is going to be beneficial to the consumer, 
the government, and the industry.”

It’s another example of common ground, he notes.
“You’re not trying to make the consumer pay more to help 

the industry. You’re there to try to find solutions for the con-
sumer. Underperformed maintenance is a big issue. Is that 
just for our industry? No. It’s for the consumer. We’re talking 
about consumers who are more and more indebted. If they 
can have a vehicle, one of the largest investments they make, 
last a lot longer, they free up capital to do other things. They 
pay off their debt, their car will last longer, and financially it 
will be beneficial to the consumer.”

He admits that some initiatives on this front can be traced 
back decades, but he sees greater promise in the new automotive 
service and economic landscape.

“It’s a long-term process. And there is a benefit to the con-
sumer. There is a benefit to the environment. All in all, you 
have to develop a case and you have to persevere with govern-
ment.

“I think we are starting to build a bigger case. A lot of work 
has been done through a number of studies and presentations, 
and we have to continue to do that.

“And as we continue to build a case for this, we are going to 
make some headway with governments. It is going to be a slow 
process, but if you get one government and then a second, 
you are going to see some progress.” He points out that New 
Brunswick and PEI have mandatory annual inspections and 
Nova Scotia’s program is conducted on a biennial basis, which 
can be counted as progress.

“It does serve the industry too, there is no question, and it 
serves the economy. These people are going to pay taxes and 
businesses will employ more people, and so there are a lot of 
benefits from that perspective. 

“We are going to focus a lot on this issue. It is a key element.”
Third in what will form his triad of initiatives over the next 

year is an increased push for better research and data, more 
detail, and better interpretation of trends.

“One of the things that will happen in this industry is 
change. Vehicles are being made better and technologies are 
more advanced. We are going to need to focus on that and get 
more market information.

“We have some surveys 
right now, but I think we have 
a lot more work to do in get-
ting a better understanding 
of the changes that are going 
to occur in this market and 
how it is going to affect our 
businesses, and what are the 
things the industry has to do 
in order to better position 
itself in relation to the overall 
automotive market.

“That’s going to be critical. 
What studies and surveys do 
we have to do in order to guide 
the people in our industry, so 
that they are focused on what 
they need to do? Every change 
presents an opportunity, but 
we have to take advantage of 

those opportunities if we are going to be successful.”
Drawing on his past experience, he sees room for the 

entire industry to improve in the creation and use of 
detailed research.

“I have come from different industries, and the level of 
sophistication of the data and the accuracy of the information 
is much more sophisticated in other industries.”

He recognizes the value of information from firms such as 
DesRosiers Automotive Research, Frost & Sullivan, Polk, and 
J.D. Power and Associates, but says more detail is needed.

“We have to go much more in-depth in how we interpret 
the data as we go forward. One of the things we are talking 
about is what data we require to better manage this industry.”

One of the barriers to greater detail has always been money. 
This industry has seldom made the kind of investments in 
research to provide the highly detailed results that Hattem is 
talking about. 

He is convinced that if the benefits to both larger and 
smaller players are made clear, this challenge can be met. 

 “Once you have that value, people will buy into it.”
Communicating these initiatives and getting more after-

market professionals to buy into the value of the AIA is cer-
tainly a key component of his plans for the next year. 

“We have to get people more involved in the association. 
We have to get the message out about the government rela-
tions, the market research, the human resources issue, and get 
people from the industry to work on these projects.

“I’m going to focus on communicating and getting more 
buy-in from the stakeholders in our industry. I’ll be going 
across the country, talking to other stakeholders in the indus-
try and working to have them buy into what the AIA is today 
and what it could bring to their business, at all levels of the 
industry.

“As an industry you have to work together hand in hand, 
dealing with governments and developing strategies that will 
be beneficial to the industry. You have to take your ‘company’ 
hat off and really focus on those opportunities. To grow the 
industry, we have to be committed to that together.”
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“I think for it to work, people with the HDDC and the CCIF have to be 

willing to work together. You can’t force people to believe in these 

philosophies. It’s not a force-feed type of approach. It is a question of 

working together where we can. We have a strong association and a 

strong governance approach. We are building a very strong legacy of 

chairmen who believe in this strategy.”
Robert Hattem, Incoming Chair, 

Automotive Industries Association of Canada
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T oday’s engines have evolved into 
highly sophisticated power plants 

manufactured to increasingly tight 
tolerances to improve performance. 
Going hand in hand with this evolu-
tion has been the need for improved 
lubricant technology that not only 
helps engines run more efficiently, 
but keeps them doing so for longer 
intervals.

For jobbers and their customers, 
ensuring that the right products go 
into consumers’ vehicles is becoming 
ever more complex.

Many engine design changes are 
government-driven as well as consumer-
driven, over concerns for improved 
fuel efficiency, performance, and 
engine protection.

These improvements have led to 
an increasing need for higher quality lubricants meeting OEM 
and ACEA approvals that cater to longer oil change intervals.

Sustainability has become a key driver for this category. 
Responsible product stewardship and reduced packaging 
have become standard requirements from key retailers. 
Heightened consumer awareness, government regulations, and 
a growing social conscience regarding the products’ carbon 
footprint is continuing to drive change in this category.

For jobbers involved with European vehicles, these 
changes began to emerge when EURO IV (2005) vehicles 
started to appear in showrooms. “Since then, there has been 
an increasing need for higher quality lubricants meeting 
OEM and ACEA approvals, which cater to longer oil change 
intervals and specifically rank whether the oil has a high 
HTHS (High Temp High Shear) (>3.5), or low HTHS 
(<3.5),” explains Gork Ma, sales manager at Speclube.  
SpecLube (Specialty Lubricants Inc.) is a leading importer 
of European quality synthetic lubricants and chemicals, 
including Motul automotive products.The once “niche” 
market oils are now becoming mainstream due to the fact 
that vehicle manufacturers will only honour warranties if the 
proper specification of lubricant is used. “Hence, major oil 
marketers in North America are starting to develop products 
that meet these standards,” says Ma.

“Typically North American oil marketers are importing 
European market products, or if the volume justifies, locally 
blending.   Whether these locally blended products carry the 
full OEM approvals is somewhat of a grey area,” he continues.

In Europe, the norm is 50,000 km oil change intervals 
and an annual filter change. Typically in North America, the 
identical vehicle will be on a lower oil change interval due 
to weather extremes and poor fuel quality, which equates to 
25,000 km oil change intervals. 

According to spokespersons from Shell Canada, oil filters 

and filter elements can easily last the 
duration of extended OEM oil change 
recommendations. Oil filters are set 
to catch nominal 20 micron or bigger 
pieces (some premium filters can go 
down to 10 microns); in a well- working 
engine with good quality oil, the filter 
should be free of particles of the size oil 
filters catch.

When looking through the lens 
of manufacturers’ extended drain 
intervals, this trend is actually helping 
the sale of premium products. With 
extended oil changes comes the very 
credible opportunity to recommend 
the highest quality and most durable 
products you can offer. This applies to 
the motor oils you sell – semi-synthetic 
and full synthetic for example – as well 
as filters that can withstand as much as 

five times the intervals that used to be the norm.
According to Shell Canada, filter technology has been 

advancing along with lubricants. For example, Pennzoil 
Platinum HE oil filters are engineered with synthetic-blended 
two-ply gradient density filter media designed to remove 99% 
of engine oil impurities. It is strongly recommended to use a 
synthetic oil filter with synthetic oils to ensure proper filtration 
performance.

Despite the availability of information published by suppliers 
of motor oil, there continues to be a great deal of confusion 
over motor oil selection, particularly in regard to semi-synthetic, 
synthetic, and high-mileage motor oils.

According to Bluewave Energy, the greatest confusion 
comes from oils that represent things that they are not. The 
publicity around GMs Dexos1 and ILSAC GF-5 created quite 
a bit of awareness that these oils are required and available. 
The GM Dexos1 requirement has split the market somewhat so 
choosing the correct oil for cars requires verifying an oil meets 
this specification. 

Bluewave Energy recommends jobbers verify the individual 
vehicle’s appropriate oil specification and viscosity grade though 
service information and owner’s manuals.  There is enough 
variety in requirements that it can no longer be assumed that 
a vehicle will take an oil just because it is from a certain vehicle 
manufacturer.  Turbocharged engines, for example, sometimes 
require higher viscosity oils, as do some gasoline direct-injection 
engines. There has always been separation between gasoline 
and diesel oils and many of the European carmakers. These 
differences have been finding their way into most car models in 
the last several years. 

For several years now, automotive manufacturers have been 
installing mileage monitors on dashboards that light up to 

Continued on page 28
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indicate when it’s time to change oil. These relatively simple 
mileage monitors have now evolved into more complex systems 
that not only monitor miles driven, but also monitor driving 
style and climate conditions to provide a more accurate oil 
change interval.

For instance, General Motors’ Oil Life System analyzes the 
engine’s operational data, including temperature, revolutions, 
and speed, to calculate the rate of engine oil degradation and 
determine when the oil is nearing the end of its life. At this point 
a message on the dashboard signals that it is time to change oil.

Each OLS computer model is engine-specific, because 
GM believes each engine behaves differently under various 
driving situations and conditions. Driving styles vary as well. 
The OLS purports to calculate all factors pertaining to both 
the engine and the driver and makes oil change recommen-
dations accordingly.

According to GM senior project engineer Robert Stockwell, 
who has been studying analyzed oil samples from vehicles with 
OLS, in all cases where the OLS signalled for the oil change 
it was before the oil was completely worn out.

 “Many of these samples were from vehicles with greater than 
16,000 kilometres on the oil, a few with more than 14,000 kilo-
metres and at least one with 22,500 kilometres. These intervals 
were recorded in vehicles using regular mineral oil. Synthetic oil 
gets even longer oil change intervals,” adds Stockwell.

Honda Motor Co. and its luxury marque, Acura, no longer 
have a set interval for motor-oil changes. Both Honda and Acura 
vehicles are equipped with a maintenance minder system that 
recommends oil changes and other services based on a number 
of vehicle-usage factors, including mileage and climate. Other 
manufacturers have similar systems that alert drivers to the need 
for an oil change.

The general concept here is to prevent either over- or under-
maintaining a car by following a set schedule. These new, intui-
tive systems are designed to take out the guesswork. Owners of 
late-model BMWs can go as many as 25,000 kilometres between 
oil changes, depending on driving conditions. BMWs also have 
sensors alerting drivers to the need to change motor oil based 
on conditions like driving in stop-and-go traffic, making short 
trips, and prolonged idling.

Despite these improvements, many old-school drivers still 
insist on changing the oil often even if it isn’t recommended, 
and this has prompted some new car dealers and automotive 
repair shops to ask customers who come in for an oil change 
when it’s not recommended to sign a document stating that they 
understand that the maintenance guidelines for their vehicle 
don’t require a change at that time. The dealers and repair shop 
owners are worried that someone might later accuse them of 
selling unnecessary maintenance services.

A second trend that is simultaneously occurring today has 
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to do with emissions. For a number of years the automotive 
and oil industries have been grappling with the problem of 
meeting increasingly stringent emissions standards. The result 
of this governmental pressure on OEMs is that oil companies 
have been forced to reduce additive content in order to 
increase catalyst life. Catalysts are the element in the catalytic 
converter that reduce the by-products of combustion in the 
internal combustion engine.

“Balancing pressures from government regulations to reduce 
oil additives to increase catalyst life and still maintain extended 
oil life requires constant R&D for improving and balancing 
additive packages. This involves researching new materials, 
compounds, and base stock materials. The subsequent results 
are strictly tested in-house and sent in for official approval by 
the ACEA and OEMs to achieve accreditation,” explains Ma.

“Oil life is greatly affected by base stock quality,” says Ma. 
“Using higher-quality base oils, such as Group IV, are the 
norm for street oils in Europe and hence their relatively 
higher price point, at which is about double what we pay for a 
litre of synthetic here in Canada,” he adds.

According to Shell Canada, recent and ongoing changes 
to engines have as much impact as government regulations, as 
each new engine design places different stresses on the lubrica-
tion within. The industry has been seeing tighter tolerances 
and higher temperatures for years now. 

When speaking to additives such as ZDDP (Zinc Dialkyl 
Dithiophosphate), Shell Canada states, “There are advances 
in technology that help us manage regulation, as is proven by 
Quaker State’s Defy engine oil. A new type of molecule is used 
to raise the zinc levels in the motor oil and address the needs of 
higher mileage engines or older vehicles using flat tappet cams 
and followers that rely on that sacrificial layer to protect against 
wear. More specifically, the Sequence IIIGB test is a phosphate 
retention test that all oils have to pass, keeping the ZDDP in the 
oil and not out the tailpipe.”

Most consumers who come into a service centre are not 
likely aware of all these recent technological improvements and 
the wide range of choices regarding oils and filters, but they 
do understand the advantages of protecting their investment. 
It’s all about maximizing the lifespan and performance of the 
engine, by performing oil changes as recommended by the 
OEM and using quality products to keep their vehicle running 
at peak performance.

Take the time to encourage your service provider customers 
to strike up a conversation with their customers when they 
come in for an oil change, to help them understand that there 
is a range of high-quality new options to meet a range of 
needs. This provides them not only an opportunity to build 
customer loyalty but increase profits as well, to both their 
benefit and yours.
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H ybrids, as so many dual-power vehicles have come to be 
termed these days, employ a variety of designs that are sure 

to drive technicians to distraction for years to come. 
The range now goes from the original “mild” hybrids, to 

micro hybrids at one end of the spectrum and strong hybrids 
at the other, to where vehicles like GM’s Volt aren’t even called 
“hybrids” by their makers.

What they all share is the need to cool the batteries that 
provide motive power to the electric drive. (There is one 
exception, the Nissan Leaf, which relies on passive cooling and 
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reducing the load – and output – of the battery packs should 
temperatures rise above the optimal range).

Hybrid designs on the market today employ a variety of bat-
tery cooling strategies, with forced air and liquid cooling all 
finding their place. But none have taken cooling to the level of 
obsession the way the Chevy Volt has. 

Taking a step back for a moment, it is important to recog-
nize that a key reason cooling is so important is the move to 
lithium ion batteries from nickel metal hydride (NiMH).

That shift has made packing more desirable, as the Li-ion 

The Chevy Volt’s Complex System
By Andrew Ross
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batteries pack more punch. The 
nominal voltage of a Li-ion cell is 
3.6V, versus the 1.2V for NiMH, but 
the Li-ion option takes up less space 
for a given power output. 

The downside with Li-ion tech-
nology is that their operating con-
ditions and charging parameters 
need to be tightly controlled, lest 
they suffer what has been termed 
“thermal runaway.” Thermal run-
away describes the condition of a 
battery overheating and releasing 
oxygen into the highly flammable 
electrolyte, which then explodes. As these battery packs are 
really made up of many small tightly packed individual cells, 
that condition can then spread to the next cell, and so on.

One has only to think of the ongoing 
bad press plaguing the Boeing Dreamliner 
battery packs to understand the implications. 
And, if you want some lurid pics, the Web is 
littered with images of the charred remains 
of early Tesla models that suffered this 
ignominious fate. 

Okay, so back to the Volt. 
There are in fact four cooling systems on 

the Volt:  engine, power electronics, battery, 
and electric drive unit, and GM goes to great 
pains to emphasize that Dex-Cool 50/50 pre-
mix be used in all but the electric drive unit 
cooling, which cools using its ATF.  

All four systems utilize their own sepa-
rate radiator (or rad-partition) for heat 
exchange, and are sandwiched together 
and mounted in the traditional location at 
the front of the engine compartment. 

These radiators (and internally routed 
coolants) are primarily cooled by undercar 
airflow, directed by an air dam through the 
radiators. Airflow is augmented by a pair of 
variable speed, electrically powered (12V) 
cooling fans controlled by the Engine 
Control Module (ECM). 

The most complex of these is the system 
used to control the temperature of the high 
voltage battery pack. 

The Volt has a very carefully planned 
and well monitored cooling system-battery 
arrangement, with plate-style batteries 
alternating with cooling fins throughout 
the battery pack  (something like a sliced 
loaf of bread), located in the equivalent 
of a transmission tunnel in a conventional 
front engine-rear wheel drive car.

The cooling system actually contains 
loops for coolant, and a secondary cooling 
loop using refrigerant and a coolant-to-
refrigerant heat exchanger (evaporator).

The plates are tightly packed, hence 
the automaker tells service personnel to 
be extremely diligent in using the 50/50 
Dexcool or or other GM6277M compliant 
coolant premix to keep contamination 
dangers and blockages to a minimum.

The Volt’s T-shaped battery is equipped 
with a pair of quick-disconnect fittings that 
create the coolant in/out connections to the 
high-voltage battery housing. The coolant inlet 

to the battery housing includes a 
debris filter and a variable high-
voltage heating element that 
operates directly off the 360V Li-
Ion battery.

The battery cooling system 
shares a radiator assembly and the 
twin 12-volt variable speed cooling 
fans with the power electronics 
cooling system. The lower section 
of the dual radiator is used for bat-
tery system cooling. The battery 
cooling system has its own 12-volt 
coolant pump, a refrigerant-to-

coolant heat exchanger and a three-way coolant flow control 
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valve to route coolant through the radiator, the heat exchanger, 
or go to bypass mode. There is also an air separator and surge 
tank that is integrated with the electronics reservoir/tank (a 
single housing divided internally into two separate tanks).

Controls are through the Hybrid Powertrain Control 
Module 2. This and other networked modules monitor 
ambient conditions, the battery in/out coolant temperatures, 
various Li-ion cell temperature probes, as well as refrigerant 
temperatures and pressures to establish battery heating or 
cooling requirements.

The module selectively turns the coolant pump on or off, 
positions the coolant flow control valve, and depending on 
whether cooling or heating is required, requests either the a/c 
loop compressor to operate (cooling), or turn on the battery 
coolant heating element, if temperature drops too low. The 
battery cooling/heating system can be activated when the 
vehicle is on and during charging operations if necessary.

When battery heating is required, the three-way coolant 
flow control valve will be moved to position “A” to permit fast 
heating of the battery cells in cold weather.

The three-way valve will be set to Position “B” whenever the 
Li-Ion battery cells are too hot. This routes coolant through the 
loop containing the refrigerant heat exchanger; refrigerant flow 
is controlled through a thermal expansion valve (TXV) ahead 
of this coolant to the refrigerant heat exchanger (evaporator). 
(There is a second TXV and evaporator for the passenger 
compartment.)

During more temperature-stable operating conditions, 
battery coolant would be circulating out to the battery-cooling 
radiator and back to the pump with the valve in “Position 
C.” This route permits temperature stability by controlling 
cell temperatures through pump control.

The key goal for this sophisticated system is to ensure that 
the battery provides a long, useful life.

For automotive aftermarket professionals, it is important to 
recognize that due to the temperature sensitivity of the battery 
pack it is critical to use only approved fluids in any service 
occasion – including the use of 50/50 Pre-Mix requirement 
to ensure that contamination does not damage the battery 
cooling system. 

It is also important for you and your customers to know 
where to go for service information as these vehicles will 
eventually find their way into customer service bays.

Continued from page 31

Work Safely
A s has been the practice for some time, whenever hybrid systems 

are discussed, it is important to emphasize the following proper 
safety practices, whether conducting an inspection or performing 
maintenance of a hybrid vehicle.
• Wear approved safety glasses.
•  Remove anything that can make you a conductor: rings, watches, 

belt buckles, etc.
• Wear rubber-soled shoes.
•  Use proper, good condition, high-voltage gloves, minimum Class 

0, 1000 volt AC (they can be damaged by petroleum solvents 
and UV light).

Also remember that even when it is off and the systems 
should be de-energized, things can go wrong, so the vehicle 
should be treated as possibly energized. 

Remember: the vehicle is in your shop because something is 
wrong with it. You shouldn’t assume that its systems are operating 
properly.
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Battery Tester
Clore Automotive presents 
the Solar Model No. 1860, 
a 125-amp digital fixed load 
battery tester designed for 
portable professional use, 
which tests both battery 
condition and charging/

starting system performance.
Solar fixed load battery testers 

offer quick, easy analysis of bat-
tery condition and starting and 
charging system performance. 
The 1860 features an ergonomic 

design for comfortable use and 
improved safety. It delivers a true 125-amp 
load and is calibrated to test batteries up to 
1000 CCA. This unit features an easy-to-read 
digital output meter and an LED status panel 
for battery condition assessment. It can be 
used to test most 12-volt batteries, starting, 
and charging systems.
Clore Automotive
www.cloreautomotive.com

Power Steering Pump

Cardone now offers worry-free power steer-
ing pumps with brand new metal pulley pre-
installed, for late model Ford applications as 
well as domestic and import coverage. Cardone 
also offers an option for the 2000-2004 Dodge 
Durango/Dakota that includes the pump with 
pre-installed pulley and the reservoir. All units 
are ready to install right out of the box.
Cardone
www.Cardone.com

Premium Headlamp Bulbs
Philips Automotive offers a new range of inno-
vative upgrade headlight bulbs that deliver 
advanced technology and performance with 
a focus on safety and style. In this range, Phil-
ips offers three lighting options: Philips Vision, 
which provides 30% more light; Philips Vision-
Plus offering 60% more light; and Philips 
X-treme Vision, which can deliver up to 100% 
more light than a standard halogen headlight 
bulb. All Philips headlamp bulbs are DOT com-
pliant and street legal.
Philips Automotive
www.philips.ca

NEW PRODUCTS

Leather Polishes
Mothers has introduced two all-new products 
for automotive leather care: LeatherTech 
Foaming Wash and LeatherTech Moisture 
Infusion Gel Cream. Mothers LeatherTech 
Foaming Wash features a moisture-balanced 
foam that digs deep into any stain. As the glyc-
erin-enriched lather is applied, an air-infused 
microemulsion formula uses encapsulating 
agents to safely dissolve and lift away dirt, 
leaving leather perfectly clean, well-hydrated, 
and ready for conditioning. Once clean, Leath-
erTech Moisture Infusion Gel Cream provides 
multi-layer hydration and anti-aging proper-
ties that take conditioning to a higher level, 
nourishing and protecting in one simple step. 
Heat and sunlight can rob leather of its natu-
ral oils, but you can replenish them to pre-
serve the luxurious look and feel, and prevent 
future fading, drying and cracking, without a 
greasy residue.
Mothers
www.mothers.com

Water Pump and Timing Kit 
Catalogue 
ASC Industries, Inc., manufacturer and supplier  
of Airtex water pumps and timing kits, has 
released the 2013 Airtex Water Pump & Timing 
Kit catalogue. The printed publication includes 
66 additional part numbers from the previous 
catalogue and special sections for heavy-duty 
pumps and timing kits. The catalogue also fea-
tures full-colour pages highlighting helpful 
information on water pumps, coolants, causes 
for water pump failure, and installation instruc-
tions. The product offering provides customers 
with extensive domestic and import application 
coverage for passenger, light and heavy-duty 
trucks and hybrids, including strong late-model 
coverage. 
ASC Industries Inc.
www.airtexproducts.com

Accounting Software
The latest version of the Epicor Vision busi-
ness management software enables automo-
tive replacement parts distributors to provide 
pricing, parts maintenance, and other central 
services to independent jobbers who utilize the 
Epicor Eagle store management solution. The 
Epicor Vision software also allows distributors 
to operate their own stores without the need 
of a separate business management solution. 
In addition to the new central services feature, 
this release extends the software’s timesaving 
graphical user interface to all areas of the inte-
grated accounting package, including a full 
range of Accounts Payable functions. Other 
key new enhancements include spreadsheet 
upload capability for transfers, orders, and 
credit memos covering multiple customers; 
the ability to stage automated purchase orders 
well in advance of anticipated business needs; 
and an expanded range of warehouse sourcing 
options by customer.
Epicor
www.epicor.com
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OBD-II READINESS MONITORS
By Andrew Ross

Continued on page 36

H ere are some important 
factors to consider in any 

emissions repair that your 
customers may be facing, 
whether or not you are work-
ing in an area with a legislated 
inspection and maintenance 
program.

Even skilled technicians 
can become frustrated when 
dealing with unfamiliar ter-
ritory. 

So, at the risk of providing 
you with just enough informa-
tion to be dangerous (please 
seek full, comprehensive train-
ing), the key to remember in 
this respect is that if emissions 
systems are malfunctioning, 
they should be fixed, whether 
or not a specific program is in 
place to monitor it or not.

As a professional counter-
person, you should be aware 
of the fact that different automakers have different procedures 
to follow to get what are called “readiness monitors” to run.

They’re called monitors because their job is to monitor the 
functioning of important emissions components and systems. 
There are 11 possible readiness monitors, though a vehicle will 
not have all 11, as automakers use different emissions control 
strategies.
• Misfire (continuous)
• Fuel Trim (continuous)
•  Comprehensive Components (continuous)
• Catalyst (CAT)
• Exhaust Gas Recirculation (EGR)
• Evaporative (EVAP)
• Oxygen (O2) Sensor
• Secondary Air
• Heated Catalyst
• Air Conditioning (AC) System

34

• O2 Sensor Heater
Under the Drive Clean program, regulated vehicles from 

model year 1998 to 2000 inclusive will fail if three or more 
monitors are set as “Not Ready,” while model year 2001 and 
newer vehicles will fail when two or more monitors are reported 
as “Not Ready.”

One reason some vehicles cannot complete the test is when 
the on-board diagnostic (OBD-II) system readiness monitors 
are not set. 

The fact that readiness monitors won’t set does not necessarily 
mean there is a malfunction.

Under certain conditions, even when a vehicle is not suffer-
ing from a malfunction, some readiness monitors will not run. 
When it is particularly cold, for example, an EVAP monitor 
will not run as it often requires that outside temperature be 
between, for example, 4°C and 30°C, and the tank between 
15% and 85%.

Frequently, however, readiness monitors that are not running 
can be caused by erasing the memory from the OBD system, 
by either clearing any diagnostic trouble codes (DTC) or dis-
connecting the battery. Either of these strategies can often be 
employed by consumers armed with a scan tool or a wrench, 
thinking that no MIL light means no problem.

A professional technician may employ a similar strategy as a 
quick check of the validity of a diagnostic trouble code (DTC), 
but in both cases would require that the readiness monitors be 
reset either naturally through daily driving, or more quickly – 
and more advisably – using a drive cycle reset procedure.

The best advice you can give your trade customers is to 
leave the DTCs in place and the MIL light lit, perform their 
diagnostics and repairs, and then perform the drive cycle 
procedures to spur the readiness monitors to completion.

That is, of course, in a perfect world.
In the real world, getting those monitors to run properly can 

be a source of frustration for technicians. 

This sample drive cycle, from Hyundai, shows the type of specific pattern required to set the readiness monitors. 
Drive cycles vary by manufacturer and model.

TOP REASONS READINESS MONITORS 
WILL NOT RUN TO COMPLETION

By Will Carcone, CARS OnDemand Trainer

• Incorrect coolant
• Defective thermostat
• Crankshaft relearn
• Fuel level not between 15-85%
• Pending, present, or stored DTCs
• Battery or charging issues
• Borderline test results
• PCM requires soft reset

Jobber News recommends that you encourage staff and trade 
customers to take advantage of industry training available. The 
specific course offered by CARS OnDemand, “Emission Special-
ist: Inspection/Maintenance Flag Diagnosis (Course E021-01)” 
should be strongly considered on your list of training resources. 
Visit www.carsondemand.com.
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At the very least, they can be time-consuming for a procedure 
that many shops still struggle to charge for. If the DTC(s) have 
been cleared, there are various drive cycles to reset the monitors. 
Some monitors are continuously checked and take little driving 
to reset those. Some other monitors are checked intermittently 
and take more specific driving conditions to reset. 

To understand, here is a sample drive cycle from General 
Motors:

According to information from General Motors, a complete 
driving cycle should perform diagnostics on all systems and can 
be done in under fifteen minutes. It should be noted that this 
time does not include the time it may take for the engine to 
cool down to allow step one, Cold Start, to be executed.

To perform an OBD-II driving cycle, do the following: 
1.  Cold Start. In order to be classified as a cold start, the 

engine coolant temperature must be below 50°C (122°F) and 
within 6°C (11°F) of the ambient air temperature at startup. 
Do not leave the key on prior to the cold start, or the heated 
oxygen sensor diagnostic may not run.

2.  Idle. The engine must be run for two and a half minutes 
with the air conditioner on and rear defroster on. The more 
electrical load you can apply, the better. This will test the O2 
heater, Passive Air, Purge “No Flow,” Misfire, and if closed 
loop is achieved, Fuel Trim.

3.  Accelerate. Turn off the air conditioner and all the other loads 
and apply half-throttle until 88 km/hr (55 mph) is reached. 
During this time the Misfire, Fuel Trim, and Purge Flow 
diagnostics will be performed.

4.  Hold Steady Speed. Hold a steady speed of 88 km/hr (55 
mph) for three minutes. During this time the O2 response, 

Continued from page 34
Air Intrusive, EGR, Purge, Misfire, and Fuel Trim diagnostics 
will be performed.

5.  Decelerate. Let off the accelerator pedal. Do not shift, touch 
the brake, or clutch. It is important to let the vehicle coast 
along gradually slowing down to 32 km/hr (20 mph). During 
this time the EGR, Purge, and Fuel Trim diagnostics will be 
performed.

6.  Accelerate. Accelerate at 3/4 throttle to 88-96 km/hr (55-60 
mph). This will perform the same diagnostics as in step 3.

7.  Hold Steady Speed. Hold a steady speed of 88 km/hr (55 
mph) for five minutes. During this time, in addition to the 
diagnostics performed in step 4, the catalyst monitor diagnostics 
will be performed. If the catalyst is marginal or the battery has 
been disconnected, it may take five complete driving cycles to 
determine the state of the catalyst.

8.  Decelerate. This will perform the same diagnostics as in 
step 5. Again, don’t press the clutch or brakes or shift gears. 
Many vehicle manufacturers now include these drive cycles 

in the vehicle owner’s manual. Others will provide information 
in Technical Service Bulletins (TSB). Please note, some specific 
published drive cycles are intended to reset all monitors in the 
shortest amount of time as possible. In many cases, a few days of 
normal driving, both city and highway, will reset the monitors.

This is not always the case, however, and some monitors, such 
as the EVAP, require specific conditions and time between tests.

For car owners waiting for a vehicle to be subjected to a 
“simple OBD-II test,” any delays can cause frustration for the 
technician and car owner alike.

Any help you can provide to ease this will surely be greatly 
appreciated.
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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.

Auto Test Tools.ca
Your one stop for 
specialized diagnostic 

tools and accessories. Contact; www.auto-know.
com, ronbrown@on.aibn.com, 1-800-665-8773

  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.kerrmachineshop-
group.com
Buying group for machine 

shops and performance shops.
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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.

BUSINESS FOR SALE:  
Mister Transmission business 

located in Regina, Saskatchewan, 
Canada. Perennial Top 10  

franchise sales achiever for over 
25 years. Very profitable.  
Owner retiring. Long term  

assistant manager in place.  
Financial information available 
upon signing of Confidentiality  

Agreement. Contact Jeff 
Sackville or Art Ingleby at 

306.359.9799, email jsackville@
ay-sk.com, aingleby@ay-sk.com.
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Advics North America  
(AMSales@advics-na.com) .......................17
Affinia Group (www.raybestosbrakes.com, 
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Agna Brakes (www.agnabrakes.com) ...... IFC
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Editorial
Comment

T oronto is often lambasted by just about every other part of the country 
for acting like it’s the centre of the universe, but blaming Canada’s 
most populous city for the fact that it is so often in the news is a bit 
like blaming the moon for the tides. 

It’s just big, and that bigness breeds some unique qualities, like 
the fact that you probably know the name of our Mayor (or at least what he looks 
like). Whether that is a good thing or not I’ll leave for you to decide.

However, all that aside, it is true that Toronto does have its special challenges – 
it is hyper-competitive in a way that no other market in Canada is. And one of the 
biggest challenges that this industry has faced over the years with the good citizens 
of Toronto is getting local shops to attend training events. (To attend just about 
anything, actually.)

There have been a few success stories over the years. I remember hosting a Partners 
In Training event that attracted double the capacity that consultant and trainer Bob 
Greenwood judged to be optimum. But generally, it’s slim pickings when it comes to 
getting shop owners and technicians (and jobber staff too) to dedicate an evening to 
their own good.

Which is why it was so much fun to see so many interested shop owners and techni-
cians attend the jobber training event put on in early March by Paste Auto Parts. Yes, 
it was fun to have a word with Johnny Bower, the first four-time Stanley Cup-winning 
Toronto Maple Leaf I had ever met (it’s a pretty small club), but it was even more fun 
to see dozens of technicians thoroughly engaged in the training, delivered by CARS 
OnDemand’s ace trainer Will Carcone.

At the risk of jumping ahead, the real keys to the success of the event were a 
thoroughly committed jobber, and quality training on a topic that was timed perfectly.

The topic, Inspection/Maintenance Flag Diagnosis, was delivered 10 weeks 
after Ontario’s new OBD-II DriveClean testing program came into force. That’s 
long enough for everyone in the clinic, and quite a few more I would hazard to 
guess, to have run up hard against the wall of what it was they did and did not 
know about OBD-II. 

Diagnosis is not, of course, ever as simple as plugging a scan tool into the data 
port and having all the solutions suddenly appear onscreen. Every tech knows this, 
and every counterperson should too. 

But the real point I wanted to make here was that the success of the training 
event was due, in my estimation, to two overriding factors: the near-perfect timing 
of training on the topic, and the energy and commitment of the jobber.

If the training had taken place six months prior to the dawn of the new OBD-
II testing, I doubt it would have been such an attraction. Same goes if it had been 
held six months from today, after the trial-and-error method had taught its own 
lessons. There was a lot of energy at the session, and reminders to keep it top of 
mind with the shops are really nothing more, and nothing less, than good old 
elbow grease. They don’t call it working the phones for nothing. 

We all know that training is critically important as technology changes and new 
demands hit the bays every day, but you should not just organize training for training’s 
sake; it must have a specific purpose in terms of content and timing.

The recent example in Toronto shows that such efforts are rewarded with attendance 
and, from what I hear, some business in return. And that’s a good lesson for every 
jobber. 

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

TRAINING: TIMING IS 
EVERYTHING 

NEXT MONTH

May is our Car Care Aware 
Issue with a focus on Selling 
Preventative Maintenance,
Ride Control, Emission 
Control Parts, and Cooling 
System Parts.
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