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The proliferation of foreign-nameplate  vehicles  

over the past two decades has  been a double-edged 

sword for jobbers.  While the rapid model expansion  

in this segment has provided a steady influx of new 

business, it has also created a stocking nightmare as 

SKUs continue  to expand unabated. Import vehicles 

now represent 40% of the North American market.
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The automotive sector led the way for the 
Canadian economy’s record growth in retail 
sales in May, reports Statistics Canada.

Retail sales rose 1.9% to $40.4 billion in 
May, the largest rate of growth since March 
2010, reports the agency, which was of par-
ticular note as sales had been relatively flat 
the previous two months. 

Automotive parts, accessories, and tire stores 
were both up a strong 8.8% from April, though 
the largest sales increase in dollar terms among 
all subsectors was a 4.3% gain at motor vehicle 
and parts dealers. Sales were up at new car 
dealers by 3.3% for a fifth consecutive month, 
mainly because of higher sales of light trucks. 
Not to be outdone, sales at used car dealers 
increased 3.5%.

Sales at other motor vehicle dealers were 
up 13.1%, which more than offset the decline 
in April. Other motor vehicle dealers include 
retailers of recreational vehicles, motorcycles, 
and boats. 

Together, the numbers point to strength-
ening consumer confidence and the effects 
of pent-up demand being realized in the 
market.

“These numbers from StatsCan illustrate 
what we are starting to hear from our members 
in recent months. After a rather soft start to the 
year, the automotive parts, accessories, and tires 
market is beginning to show signs of picking 
up,” says Marc Brazeau, president, Automotive 
Industries Association of Canada. “These new 
statistics may be a positive sign that consumers 
are beginning to understand the safety, envi-
ronmental, and economic benefits that come 
from better maintaining their vehicles. And 
as the economy strengthens, consumers are 
making choices to invest in both their vehicles 
and their safety.”

Of course the numbers do report a rise in 
new vehicle sales, which bodes well for the 
aftermarket in the future, but it is a complex 
equation.

“The impact of new car sales on the parts 
business, and in the parts aftermarket in par-
ticular, is always a bit tricky to quantify. Simply 
put, there are a lot of factors, and a lot of years 
between the initial sale, and the vehicle itself 
(not to mention the possibility of a different 
owner) making its way into the aftermarket,” 
offers J.D. Ney, supervisor, Canadian automotive 
practice for J.D. Power and Associates. “While 
intuitively more vehicles in the market mean 
more parts sales, from an aftermarket per-
spective, I’d be more interested in the market 
share of those sales gains. If most of the gains 
are among brands that do a terrific job of 
retaining customers within the dealership 
facilities, then the overall impact of those 
increases will undoubtedly muted. If, however, 
we see that the bulk of sales increases among 
brands that traditionally struggle to retain 

StatsCan Numbers Reveal Autos,  
Parts Sales Lead Retail Growth 
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Akebono Brake 
Corporation Expands 

Coverage 
Akebono Brake 
Corporation has 

announced that it has 
released 40 new part 

numbers in its Pro-ACT, 
Performance, and EURO 
ceramic brake pad lines 
to expand coverage on 

a greater number of 
vehicles.

*    *    *

Barton Auto Parts To Hold 
Annual Trade Show In 

September
Barton Auto Parts will 

hold its 60th anniversary 
trade show at the Ancaster 
(Ontario) Fair Grounds on 
September 11, 2013 from 

4:00 p.m. to 9:00 p.m.

their service customers, then that would pres-
ent a much more significant opportunity for 
the aftermarket parts industry.”

“The other potential upside for the after-
market would be if new vehicle sales were 
outpacing a manufacturer’s ability to service 
the vehicle and satisfy the customer. If a 
customer finds that the dealer cannot offer 
them an appointment on the day they desire, 
then their satisfaction with that service occa-
sion is essentially shot. So, if a flood of sales 
causes significant capacity challenges for a 
particular manufacturer’s dealer service bays, 
an inconvenient process would likely hasten a 
customer’s flight to the aftermarket.” 

In addition to the economic impact of 
consumers returning to the dealer lots and 
service counters, there are additional ben-
efits, says AIA’s Brazeau.

“The performance of the economy at large 
bodes well for Canadian consumers’ contin-
ued ability to have the economic resources 
necessary to maintain their vehicles going 
forward,” says Brazeau. “And although the 
results aren’t evident in the economic indi-
cators, this also has a positive impact on the 
environment as more vigilantly maintained 
vehicles also pollute less.”

Counterperson of the Year 
Nominations Open

The deadline to nominate your choice 
as Canada’s best auto parts counter-
person is Monday, October 21, 2013 at 
noon Eastern Standard Time.

The Jobber News Counterperson of the 
Year Award seeks to reward the very best 
of the frontline workers in the Canadian 
automotive aftermarket.

The Counterperson of the Year 
Award is sponsored by Epicor (www.
epicor.com). Anyone can nominate a 
counterperson, and anyone is eligible.

Evaluation and selection of the winner 
will be made on the basis of experience, 
training, as well as customer and store 
owner comments.

While not mandatory, participation 
in and organizing of training clinics, 
proficiency in computer cataloguing 
programs, and ASE Parts Specialist 
Certification will all be considered 
strongly in a nominee’s favour. 

Nominate your choice today at 
http://www.autoserviceworld.com/
awards/counterperson/.
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Auto International 
Association Accepting 

Entries for 2013 
 The Auto International 
Association is accepting 

entries for the 2013 
AIA Import Product 

and Marketing 
Awards. Entries and 

award winners will be 
recognized during the 

Automotive Aftermarket 
Products Expo  

(AAPEX) in Las Vegas, 
Nev., on Nov. 5. Visit 

www.aiaglobal.org for an 
entry form.

Uni-Select to Close Locations in 
U.S. Restructuring

Uni-Select Inc. has announced a restructuring 
of its U.S. operations that will see closures, 
divestitures, or consolidations involving 48 stores, 
to exit areas with less potential. The restructuring 
includes closure of 12 distribution centres and 
the opening of two regional distribution centres, 
as well as an investment of $8 million in a dozen 
distribution centres to improve efficiency. The 
company also said that it will cut 400 more 
positions on top of 214 already eliminated in the 
reorganization.

Uni-Select has shut 11 of the 48 stores it 
plans to close overall, along with one of 12 
distribution centres. The company plans to 
close an additional 30 stores and a second 
distribution centre in the third quarter, with 
the rest of the reorganization to be completed 
by late 2014.

The moves are a result of a slowdown in the 
aftermarket business that prompted a review of 
strategic alternatives designed to significantly 
improve the U.S. segment’s profitability by 
eliminating redundancies.

The corporation reduced its expenses by 
approximately $10 million, on an annual basis, 
of which $5 million will positively affect 2013 
results.

The Action Plan is in addition to the 
Network Optimization Plan launched in August 
2012 (rationalization and consolidation of 
distribution network). The annual savings 
of $20 million expected from the Network 
Optimization Plan have been realized; unfor-
tunately, the cost reduction stemming from 
the Network Optimization Plan were largely 
offset by lower sales in the past three quarters 
as well as the unfavourable change in the distri-
bution channel mix. These offsetting elements 
led Uni-Select to implement additional initiatives 
to improve results.

“With the support of our strong and dedicated 
team and the help of our advisors, we were able 
to assess our operations and assets, as well as our 

potential for growth. We have concluded that 
the Action Plan is the best alternative to create 
additional value for our shareholders and offer 
continued excellent service to our customers,” 
says Richard G. Roy, president and chief executive 
officer, Uni-Select.

“As we implement these initiatives, we still 
intend to achieve previously stated goals such 
as the reduction of indebtedness and carry 
out our sales strategy to diversify our market, 
increase market share, and execute accretive 
acquisitions. FinishMaster and Beck/Arnley are 
delivering good results, on which we plan to 
capitalize. We are focused and convinced that 
we will be able to deliver on expectations and 
generate beneficial value to all stakeholders. 
Our search for a new president and COO for 
our U.S. automotive business is progressing 
according to our plan,” adds Roy.

London Auto Parts Joins  
Vast-Auto Distribution

Vast-Auto Distribution Ontario has announced 
that London Auto Parts has become its newest 
Auto Value store. The announcement was made 
by  Jack Brooks, vice-president business develop-
ment for Vast-Auto Distribution Ontario.

Located in South London, Ont., London 
Auto Parts is owned by Jay and Amber Crick. 
In 1993, Jay, along with his father, Herb 
Lupson, opened London Reman. Specializing 
in rebuilding starters and alternators, they ran 
a successful business for over 20 years.

Due to customer demand, Jay, with his 
wife Amber, their two sons Mason and Jared, 
his daughter Rebecca, and his mother Susan, 
expanded the business to include the full 
automotive line under the name London Auto 
Parts.

Following in his father’s footsteps, Jay has 
decided to run London Auto Parts/London 
Reman as a family-operated business. His 
decision to partner with Vast Auto Distribution 
was motivated by the fact that it is also a family-
run business. 
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Continued on page 8

Saskatchewan Industry Award Presented

Automotive Parts Distributors has announced the recent 
winner of the Saskatchewan Institute of Applied Science & 
Technology “Highest Overall Achievement Award” for Auto-
motive Service Technician Program. This award recognizes 
the hard work of the fourth-year automotive students enrolled 
in the SIAST program. The selection is based on academic 
achievement, work attitudes, and work habits demonstrated 
in Shop and Lab work. The winner of the Fourth Year Award 
was Jordan Leier (Anderson’s Transmission and Auto Care, 
Saskatoon, Saskatchewan).

Transit And CMX Join Forces
Transit Warehouse Auto Parts Distribution Inc. has announced 
that it has joined forces with Toronto’s CMX Automotive 
Products. This merger will enable both companies to strengthen 
their overall product and service offerings.

“The strategic location of CMX in Canada’s economic capital 
will give Transit, one of Canada’s top auto parts distributors, a 
more prominent position in the auto parts and accessories 
market and position it favourably against its competitors. This is 
an important development that will benefit all Transit  clients,” 
says Stéphan Guay, Transit president and CEO.

“The main intention [of] this merger is to better position 
ourselves, and to continue to provide our customers with the 
high-quality services they deserve. CMX and Transit will keep 
their respective names and logos, as well as the brand images 
they have each become known for. The merger is being made 
in a spirit of continuity and with the singular goal of satisfying 
the clientele,” says Guay.

For over five years, CMX has been located in one of 
Toronto’s vital sectors, and its management has over 50 years 
of combined experience in the distribution of automobile 
brake parts. Transit  is eastern Quebec’s largest auto parts 
wholesaler. “We look forward to providing CMX customers 
with a wider range of products that drive today’s market,” 
says Eric Goodman, CMX president.

Study Concludes New Refrigerant Has Lower 
GWP Than Carbon Dioxide

Honeywell has announced that a new study has found  its 
low-global-warming refrigerant, HFO-1234yf,  has a global-
warming potential (GWP) four times lower than previously 
calculated – below that of carbon dioxide –  enhancing its 
standing as one of the world’s most environmentally friendly 
refrigerants.

The independent, peer-reviewed paper, published in volume 
51 of Reviews of Geophysics  by several leading chemists and 
environmental scientists from Europe and the U.S., is the 
first known study where the GWPs of all fluorocarbon-based 
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Auto-Camping Opens 18th 
warehouse

The European import 
parts specialist Auto-

Camping Ltd. opened a 
new warehouse in Laval 

in June in order to service 
customers in the greater 
Montreal area faster and 
more efficiently. This is 
Auto-Camping’s third 

warehouse in the GMA.

*    *    *

Federal-Mogul Awarded 
Patent 

Federal-Mogul has been 
awarded a U.S. patent for 
its innovative flat (“beam”) 
blade wiper design, which 

includes a number of  
proprietary features that 

help ensure superior 
windshield contact. The 

Articulated Contact 
Technology (ACT), 

covered by U.S. Patent 
8,347,449, is featured on 
all ANCO Contour and 

Profile flat blades.

2007 to 2009. That CRP, which was sponsored 
by 15 global automakers – including all lead-
ing German automakers, major suppliers, and 
18 international, independent research insti-
tutes – concluded that HFO-1234yf is safe for 
use in automobile applications.

“HFO-1234yf is safe to use, better for the 
environment, more economical for OEMs and 
car owners, and available today,” says Gayer. 
“Combined with SAE International’s compre-
hensive risk assessment, the new study on GWP 
further validates the decision of automakers 
around the world to implement HFO-1234yf 
in their vehicles.”

Dates Set for GAAS 2014
The leaders of the Global Automotive 
Aftermarket Symposium (GAAS) have 
announced that the 2014 edition of the highly 
successful executive education program will be 
held Tuesday, May 20 and Wednesday, 21, 2014 
at the Hyatt Regency O’Hare in Rosemont, Ill.

The annual two-day Global Automotive 
Aftermarket Symposium, now in its 19th year, 
brings together industry leaders and experts 
to examine the issues and trends affecting the 
worldwide automotive aftermarket and influenc-
ing its future. Each year the net proceeds of 
GAAS are invested in the organization’s scholar-
ship fund to help students get their automotive 
aftermarket career started. Additional scholar-
ship funding comes from industry contributions 
from individuals, companies, and foundations. 
To date, GAAS has awarded scholarships to more 
than 1,700 students representing $1.7 million in 
aid. For more information on GAAS, visit www.
globalsymposium.org.

refrigerants have been calculated consistently 
using all available atmospheric data, taking 
into account local atmospheric patterns.

The study found HFO-1234yf to have a 
GWP of less than 1. CO2 is considered the 
baseline with a GWP equal to 1. Earlier studies 
had calculated the GWP for HFO-1234yf at 4, 
which is still a 99.7% improvement over HFC-
134a, the refrigerant most commonly used in 
the world’s automobiles that will be phased out 
under the EU Mobile Air Conditioning (MAC) 
Directive.

“With the previous GWP rating of 4, it 
has been well-established that HFO-1234yf 
offers superior performance to HFC-134a, for 
which it is a near drop-in replacement. HFO-
1234yf also offers significant environmental 
and economic benefits over CO2-based air-
conditioning systems,” says Ken Gayer, vice-
president and general manager of Honeywell 
Fluorine Products. “For instance, a study 
by the Japanese Automobile Manufacturers 
Association found that HFO-1234yf air-condi-
tioning systems can produce 20-30% fewer 
global warming emissions in hot climates than 
CO2 systems, because HFO-1234yf systems 
require less fuel. If applied to the European 
automobile fleet, this fuel efficiency advantage 
for HFO-1234yf could save 8 million tons of 
greenhouse gas emissions, which equates to as 
much as 4.5 billion euros in lower annual fuel 
costs for Europeans. With a GWP of less than 
1, we can anticipate even more environmental 
and economic benefits to using HFO-1234yf.”

HFO-1234yf was the subject of comprehen-
sive testing conducted by an SAE International 
Cooperative Research Program (CRP) from 

Uni-Select Mobilizes For The Mira Foundation And Raises $119,000

Uni-Select has announced that 
it rallied its business partners 
to raise funds for the Mira 
Foundation through its annual 
golf tournament. Thanks to the 
generosity of its main spon-
sors, Raymond Chabot Grant 
Thornton, Total Canada, and 
RBC Capital Markets, as well 
as the contribution of all the 
other sponsors and players, 
Uni-Select was able to grant 

$119,000 to the Mira Foundation.
The assistant general manager and chief instructor of the Mira Foundation, Nicolas 

St-Pierre, received the cheque with much gratitude.“Uni-Select has supported Mira Foundation 
through its golf tournament for six years now. Their support enables the Foundation to con-
tinue developing its dog assistance program for children with PDD (Pervasive Developmental 
Disorder), among other things.”

Uni-Select, a major distributor of replacement parts and paint products for motor vehicles in 
North America, has attracted over 160 golfers at The Vallée du Richelieu Golf Club, Monday, July 
15, 2013. This event, which allows Uni-Select’s management to thank its members, customers, 
and business partners, also serves as an opportunity to support organizations working within the 
community.

Continued from page 7
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Vicky Forrester of Parry 
Automotive, Orillia, Ont.

2012 Counterperson of the Year

Do you know who the 
Best Counterperson is?
The 2013 Jobber News Counterperson of the Year Award seeks to reward the  
very best of the frontline workers in the Canadian automotive aftermarket.

Do you know who the 
Best Counterperson is?
The 2013 Jobber News Counterperson of the Year Award seeks to reward the  
very best of the frontline workers in the Canadian automotive aftermarket.
Anyone can nominate a counterperson, and anyone is eligible.
Evaluation and selection of the winner will be made on the basis  
of experience, training, as well as customer and store owner comments. 
While not mandatory, participation in and organizing of training clinics, 
proficiency in computer cataloguing programs, and professional 
certifications such as Red Seal and ASE Parts Specialist will all be 
considered strongly in a nominee,s favour.

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

I nominate:__________________________________

Who works at ______________________________________ 

Address ___________________________________________

Phone (______)_____________________________________

My Name ________________________________________

Company __________________________________________ 

Address ___________________________________________ 

Phone (______)_____________________________________

The reason I believe this nominee deserves this award is:

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

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

Please use a separate sheet if you require additional space

The 2013 Jobber News Counterperson 
of the Year Award is sponsored by:
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N orth American auto sales are 
showing strong growth in 2013, 
signalling a strong year ahead 

for most major automakers. Overall 
industry sales in Canada in May were 
up 5.3% for the month compared to 
the year-earlier period, according to 
DesRosiers Automotive Consultants. 
While that’s slightly below the 8.9% 
pace set in April, it’s still well above the 
lacklustre 2.4% year-to-date growth.

 “It was a big, big, big month,” 
Dennis DesRosiers said. “We’re upping 
our forecast for the year.”

The Canadian auto industry sold 
185,000 vehicles in May, just shy of 
the all-time high for May of 185,471 
reached in 2007, according to 
DesRosiers. The market is now on 
track to reach 1.76 million units for 
the year. The Detroit Three fuelled 
much of May’s increases, while the two 
leading Japanese automakers gained 
ground.

Last year was also a very good year for the car industry, 
with Canadians buying a total of 1,675,675 cars and light 
trucks, working out to a year-on-year increase of 5.7% 
(1,585,519 were sold in 2011). And 2013 is on track to be 
even better.

“Most importantly, the Canadian market still hasn’t reached 
its potential,” says DesRosiers. “We believe that 2013 should 
see increased light vehicle sales, potentially surpassing the 
export-inflated 2002 high water mark [of 1,703,246].”

By any measure, the market in Canada for new cars, mini-
vans, pickups, crossovers, and SUVs is very healthy. Jobbers can 
count on continued sales growth in these categories. Some 
companies and segments, however, are healthier than others. 
Growth in the import categories is not surprising, given the 
import parts proliferation that is ongoing for jobbers.

Kia and Hyundai have combined sales of 214,083 (77,800 
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for Kia and 136,283 for Hyundai). These two South Korean 
brands from the same parent company outsold Toyota/
Lexus/Scion (192,058) in Canada. If Kia and Hyundai 
reported combined sales, together they’d be the No. 4 auto-
maker in Canada – ahead of Toyota Canada, with its three 
brands.

Toyota Canada’s sales were up 18.4% in 2012, and with 
new models such as the latest version of the made-in-Canada 
RAV4 arriving in dealerships this year, Toyota will have plenty 
of products to drive sales higher in 2013. 

Honda and its luxury brand, Acura, combined for sales 
of 148,712 units, an increase of 20.8% from 2011. That was 
good, but Hyundai still outsold the Honda brand (136,283 
for Hyundai and 131,558 for Honda). Acura’s sales were 

Continued on page 12

Auto Sales
Strong Sales Bode 
Well For Jobbers
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up 12.3% (17,154), and might 
improve for 2013 if the ILX com-
pact finds traction in the market-
place. 

Total BMW Group Canada 
sales were 37,707, of which 31,402 
units were from the BMW brand. 

Mercedes-Benz Canada hit 35,503 in sales, including its 
Smart and Sprinter models. Audi Canada hit 20,000 in sales 
last year, for a year-on-year increase of 18.6%. 

Porsche Canada sold 3,003 vehicles in 2012, a sales increase 
of 35.6%. What’s interesting here is that Porsche Canada is 
expected to keep moving vehicles at a record rate in 2013. 
New models such as the next-generation Cayman will drive 
sales, and when in 2014 the 
Macan small sport-utility arrives, 
look for Porsche to top 5,000 in 
sales in the next couple of years. 

Strong truck sales by Ford, 
GM, and Toyota will continue to 
fuel aftermarket brake, chassis, 
and steering component sales 
for this market segment. With 
sales of 275,953 versus 275,850 
in 2011, Ford returns were good 
enough to keep it on top of 
the market for the third year 
in a row. “Ford’s performance 
this year is also noteworthy in 
that they topped the charts 
despite dropping out of the 
small pickup truck segment (the 
Ranger), which had represent-
ed over 20,000 units for Ford 
alone in the recent past,” notes 
DesRosiers. With high-volume 
models such as the Fusion mid-
size car, the Ford Escape SUV, 
and the Focus all quite fresh, 
Ford is likely to remain No. 1 in 
2013, too.

Once again,  Ford’s F-Series 
pickup was Canada’s best-selling 
vehicle and the top-selling light 
truck, with more than 100,000 
sold – the first time any single model has surpassed the 
100,000 mark. The Honda Civic remained Canada’s most 
popular car for the 15th straight year, with sales of 64,962. 
The Civic beat the Hyundai Elantra, at No. 2, by 14,012 units. 
Honda has re-minted the Civic for 2013 to address many 
concerns about the 2012 remake and Honda has plenty of 
Civic supply from its Alliston, Ont., plant. The F-Series and 
the Civic will remain on top for 2013. 

Chrysler is  continuing its drive for first place. In 2012, 
the former No. 3 moved up to No. 2 in the Canadian market 
(242,224 units sold for a 5.5% increase). But Ford Motor 
Co. of Canada Ltd. remains the market leader. The Oakville-
based company sold 32,490 vehicles in May, a gain of 0.5% 
over the year-earlier period, and its highest monthly level in 
16 years. Chrysler Canada sales grew 12% to 29,249 vehicles 
in May, the highest May performance in 24 years. General 
Motors of Canada’s monthly sales rose 1.6% to 23,654 
vehicles.

Among the Japanese automakers, Toyota Canada Inc. said 
May sales rose 12.3% to 22,250 vehicles, the highest-growth 
month since August 2008. The figures include its Lexus and 

Scion divisions. It was also Toyota’s best-ever May for truck 
sales, with a June record of 8,716 trucks sold, up 12.6% versus 
2012, leading to the new all-time best first half of the year for 
TCI truck sales with 45,299 trucks sold, up 10.7%. 

Leading the way was the Toyota RAV4, which had a best-
ever June, with sales of 3,193, up 38.8%. It’s the RAV4’s fifth 
consecutive best-ever month, meaning a new record has 
been set each month the all-new model has been on the 
market.  For the first half of the year, RAV4 sales were 16,660, 
up 36.3%. 

Honda Canada said May sales rose 22% to 16,723 units, 
including its Acura division.

German automaker Volkswagen Canada also had its best-
ever month, reporting 5% higher sales to 6,315 new vehicles.

Among the luxury vehicle 
makers, BMW and Mercedes-
Benz were down in May.

Nissan Canada was also down 
9.1%, to 8,367 units. Suzuki 
Canada, which announced in 
March that it planned to cease 
auto sales in Canada after the 
2014 model year, was also down.

In the U.S., an improving 
economy and higher demand 
for pickup trucks helped drive 
sales in May. Americans are 
currently buying new vehicles 
at a pre-recession pace despite 
lacklustre macroeconomic indi-
cators, such as 1.8% growth in 
gross domestic product in the 
first quarter and about 175,000 
jobs a month being created, 
which is just enough to main-
tain the current unemploy-
ment rate at around 7.6% but 
not enough to push it down.

Nevertheless, purchases of 
cars and light trucks are con-
tinuing at a pace that could 
push the U.S. auto market into 
full recovery mode by next 
year, when annual new-car-
sales numbers could approach 

pre-recession levels. Fuelling that demand is the strong 
American appetite for pickup trucks, especially the Ford 
F-150 and the Dodge Ram, and the recently upgraded selection 
of crossover SUVs.

Nissan Motor Co. said May sales rose 25%, also beating 
analysts’ estimates. General Motors Co. deliveries rose 3.1% 
and Toyota Motor Corp.’s rose 2.5%, both less than analysts 
had estimated.

The full-size pickup market in the U.S. expanded 20% 
this year through April, almost triple the increase for all 
U.S. light vehicles. Ford, Chrysler, and GM, which dominate 
domestic truck sales, are marketing more efficient pickups 
as a rebounding housing market boosts demand. The auto 
industry is also creating new jobs and bringing back previously 
laid-off workers for extra hours this summer to meet demand. 
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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

© 2013, Ashland Inc. TM Trademark of Ashland or its subsidiaries in various countries.

Valv_History_ENG_Jobber.indd   1 3/21/12   3:38 PM

volvoline p13.indd   13 13-07-29   1:16 PM

http://www.nextgenmotoroil.ca
http://www.valvoline.com


COVER STORY

14 JOBBER NEWS / AUGUST 2013

By Steve Pawlett

T
he proliferation of foreign-nameplate vehicles over the past two decades has been a double-edged sword for 

jobbers. While the rapid model expansion in this segment has provided a steady influx of new business, it 

has also created a stocking nightmare as SKUs continue to expand unabated. Import vehicles now represent 

40% of the North American market.

It wasn’t all that long ago that if you owned an import vehicle, you had to either deal with the dealership or 

scout out a specialty import supplier for replacement parts. Both jobbers and aftermarket parts manufacturers 

recognized this growth sector early on, and began adding to their import product lines.  The 

steady expansion of this sector is now to the point where most import vehicle 

owners have as many component options as domestic vehicle owners.

Today, upwards of 50% of a jobber’s business involves brake com-

ponents, and based on current North American aftermarket sales 

figures, it’s clear the brake business will continue to grow.

According to recently released retail sales figures for May by 

Statistics Canada, new cars and aftermarket parts sales are leading 

the retail sales comeback.

Considering the fact that import vehicles are now a mainstream 

staple for jobbers and no longer a “specialty product,” the 1.76 

million vehicles expected to be sold this year mean jobbers can 

expect continued growth in their biggest market segment. 

Brake Sales:

Jobbers Face
Import Challenges
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“Today it really doesn’t matter if 
a vehicle is an import or a domestic 
model; they all basically use the same 
brake technology,” explains Kevin 
Fleury, sales director for Transbec. 
“There was a day when ABS was new 
and used only on imports, but today 
it’s all standard stuff. Even if you look 
at the very high-end European vehicles 

that have advanced radar systems, this technology does not affect the 
choice of brake components.”

“The market has become very convoluted, and we have reached a point 
now where many import makes are not considered imports anymore, simply 
because most of the lines are built in North America,” explains Dale Devlin 
of Halton Automotive.

“As the import market has grown and evolved, our mindset has also 
evolved, and we now look at it from a broader, global manufacturing per-
spective. We treat a Toyota the same as a Chevrolet as far as our stocking 
influence goes,” adds Devlin.

 “Import vehicle proliferation means more SKUs on the jobber’s 
shelves, and most customers require at least two levels of ‘good’ and ‘best,’ 
which means two sets of pads and rotors for a much expanded SKU base,” 
explains Dean Weber of ProForce Automotive.

“All brake manufacturers make brake components for all makes now. It’s 
no longer like it was many years ago when if you wanted something non-
domestic you would have to go to Altrom, Worldpac, or Auto-Camping for 
parts. In today’s marketplace, everyone sells everything.  It’s now one big 
market,” says Devlin. 

One thing that hasn’t changed is the ongoing issue of parts proliferation. 
With shelf space at a premium, strategic parts management is a daily task. 
With vehicle owners becoming more proactive now and showing a positive 
attitude towards regular maintenance to extend the life of their vehicle, 
having a good selection of quality brake parts on hand is paramount in 
today’s competitive marketplace.

“Because of the increase in demand and the growing number of SKU’S 
required for late model vehicles in the past few years, the jobber has little 
choice but to increase his inventory, especially coverage-wise, in order to 
properly service his customer base,” says Ernie Fields, marketing manager 
for Promax Auto Parts Depot.

“We look at the big picture: in essence, North America,” explains Jim 
Marsh, technical trainer for Raybestos. “We look at the cross-section of 
vehicles being purchased and our inventory planners look for trends. Our 
inventory is constantly under the microscope, because inventory is looked at 
as money sitting on the shelf so you don’t want a huge amount of inventory 
sitting idle. But without a doubt, you never lose sight of the fact that if you 
don’t have it you can’t sell it,” adds Marsh.

“Keeping on top of the new models is difficult with the amount of SKUs 
out there now,” adds Wayne Hoskins, owner of Pacific Parts in Vancouver, 
a Uni-Select shareholder. “One trend we are seeing is the move towards 
replacement more than repair, especially with the younger technicians. 
Disc brake rotors are rarely turned anymore. And with some of the designs 
of new rotors on some import vehicles, and the age of the disc brake rotor 
machines out there in the shops, some of the rotors that do get turned end 
up in worse shape than the rotor that came off the car,” adds Hoskins.

“We sell a lot of rotors for foreign cars in many different flavours, because 
that’s what our customers are looking for. We also have a multitude of 
brands of brake pads to satisfy customer requests. The demand for ceramic 
pads has declined somewhat out here. At one point, there was talk that we 
need ceramic brake pads to cut down on the dusting on Mercedes, BMW, 
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Audi, and some other imports that had problems with the rims 
getting coated in black dust. But it turned out that the black 
dust was coming from the high carbon content of the rotors 
that these high-end vehicles were equipped with, not the brake 
pads,” explains Hoskins. (The high carbon content provides 
better dampening and a smoother braking experience.)

As well as managing crowded shelves of brake parts, jobbers 
need to take the time to ensure their customers are fully aware 
of premium lines of brake products and the benefits that come 
with that level of purchase, such as a lifetime warranty. They 
should also be prepared to offer a second-line quality brake 
pad or rotor at a lower price point to avoid losing a sale. Many 
jobbers now carry private-label lines that are just as good if not 
better than OE at a much more competitive price point.
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 “To help manage proliferation of brake pads and rotors 
that continues to grow with every model year, jobbers need 
to be aware of what’s in their backyard, and probably one 
of the best resources out there is the DesRosiers Automotive 
Report,” adds Fleury.

“Another thing jobbers should look out for is what new 
high-end import vehicles are coming off lease. For example, 
three years after the Porsche Cayenne came out, we could not 
keep brake pads and rotors on the shelf. The reason was very 
simple. People bringing them back off lease are obligated to do 
the brakes, and the price to have it done at the Porsche dealer 
is insanely high, so most Cayenne drivers turned to their local 
auto repair shop to find a lower cost, quality aftermarket brand 
to install before returning the vehicle,” adds Fleury.

In response to the ongoing parts prolif-
eration issue facing jobbers, Transbec has 
opened up multiple depots in strategic mar-
kets just for short order pickup. “About 80% 
of orders for pickup are not stock orders but 
short orders, and when we look at the num-
bers at the end of the year it’s significant,” 
says Fleury.

“Upwards of 50% of a jobber business is 
now dependent on brakes. It is critical that 
this market is reached with coverage and 
quality brands to fill the demand. Pricing is 
still an important purchasing factor, so the 
true economy pad is now being replaced by 
a mid- and high-end tier pad that addresses 
noise suppression and competitive pricing 
needs,” explains Proforce’s Weber.

“Brakes are still the most popular item 
we sell, but we don’t see as many customers 
specifying the same brakes the car came 
with as much as we used to,” adds Devlin. 
“The quality of the private labels, which a 
lot of jobbers have now, has gotten to the 
point where there is a confidence level in 
it. This goes back to the point that if the 
technician has confidence in the product 
he gets from his distributor, and his dis-
tributor in turn has confidence in certain 
brands, it becomes a continuous process,” 
explains Devlin.

Out at Pacific Parts in Vancouver, Hoskins 
has the opposite situation to Ontario-based 
Halton Automotive. He deals with a large 
import-heavy marketplace that demands a 
wide range of name brands. “Our custom-
ers are specifying they want what came on 
the car, time and time again. Plus OEs like 
Mercedes, BMW, and Ford are running 
expensive radio campaigns advising owners 
of their vehicles to put the same pad that it 
came with back on the vehicle,” explains 
Hoskins.

When it comes to brand preference, 
there is no true consensus. Like most 
consumer purchase patterns, it really is 
affected by the geographic and demo-
graphic makeup of the area a particular 
jobber is located in. 

Continued on page 18

* Visit www.RaybestosBrakes.com for full application listing.
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POWER AND SAFETY  
For drivers that expect strong and silent braking with low dusting, improved 
pedal feel and enhanced responsiveness, choose the brake pad that’s 
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“In a market that is 
predominantly populated 
with baby boomers, you 
have customers that are 
very familiar with after-
market brand names and 
have the cash to have 
their vehicle fixed. But 
now we also have a young-
er generation of consum-
ers who were raised in the 
computer age, and who 
typically aren’t as familiar 
with many of the brand 
names out there. So while 
brand awareness is very 
strong amongst the baby 
boomer generation, this 
younger generation of 
customers is much less 
brand-aware. They also 
tend to spend a lot of 

time online in chat rooms to find out what everyone else is using before making 
a purchase,” explains Fleury.

The importance of educating this new generation of consumers on the value 
of premium brands as well as the benefits of lower-cost private-label or second-line 
brake pads and rotors is growing every day.

“Everyone, including us, has our economy part viewpoint. Number one, it has 
to meet all the specific guidelines and it has to be dimensionally accurate. So after 
all this is met, how different is the economy part from the premium part?” asks 
Marsh.

 “It has to be the same thickness, same diameter, have a certain amount of met-
allurgy. When you are talking rotors, this is a method of dampening by using more 
and bigger carbon particles in the rotor. That being said, the economy rotor meets 
all the standards; it just doesn’t have the bigger chunks of carbon in it, so there is 
the possibility it may be a little noisier than the premium rotor that has the large 
chunks of carbon,” he adds.

“We often have customers who call in and are adamant that they are not going 
to buy anything from offshore. Well, if that is their buying guideline, they aren’t 
going to be getting anything,” adds Marsh. “What they don’t know is that we own 
the facility in China. We own the blueprints, the chemical analysis on the metal in 
the rotors, and the standards and specifications. A scenario like that is a lot differ-
ent from a ‘run-and-gun’ entity that is buying parts from five different providers 
to fill one part order.”

“Without a doubt, our premium parts have to participate in every desirable 
aspect that OE had, and our engineers have the ability to understand some of the 
weaknesses of the OE component and augment those, often making it better than 
OE in many cases,” explains Marsh.

“For 90% of the industry, a good brake pad is one that makes no noise and no 
dust. Surprisingly, stopping distance isn’t as much an issue with customers as you 
would think,” adds Fleury. “When it comes to the end user, they just want some-
thing that is quiet and won’t mess up their rims.”

Weber agrees. “We deal with technicians all the time, and they are adamant that 
they are looking for a brand that will eliminate noise. The consumer is not making 
the purchase decision; it is the technician and they buy based on a brand that will 
eliminate issues, with their number-one concern being noise.”

“There are a lot of buying groups that had gone to application-specific pads 
when the industry was looking to replace asbestos. But these application-specific 
pads are now being phased out,” explains Fleury. “When you look at platform shar-
ing, you can have a pad that could go on several models. But when it’s application-
specific, one vehicle might call for semi-metallic and one might call for ceramic. 
Jobbers can now find a supplier with a very good formula that can do everything, 
so they are no longer obliged to carry dual inventory for those pads.” 

With vehicle sales coming back to pre-recession levels, jobbers can look forward 
to continued growth in their largest segment. The challenge will continue to be 
shelf space as parts proliferation continues unabated. Working closely with suppli-
ers to find efficiencies will continue to be a prime objective.
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Following the same rapid 
expansion as the import 
car market, the driveline 

business is offering jobbers 
increasing sales opportuni-
ties, while at the same 
time challenging their 
product and stocking 
capabilities. Where 
20 years ago there 
were just a few basic 
driveline and trans-
mission designs to be 
aware of, there are now hundreds of 
computer-controlled transmission models 
and numerous drive shaft designs that in many cases, as a 
result of improved, lighter-weight designs, can’t be repaired. 

 “Depending on the make and model of transmission, there 
are quite a lot of variations, and the sheer proliferation of units 
is staggering,” explains Bob Roxburgh of King-O-Matic. “It’s 
not just that they have become more technical; there are now 
so many different models out there.  It’s our job to make sure 
we ask jobbers and technicians the right questions, so they get 
the right piece.”

“Rear-wheel drive is making a comeback with the growing 
number of performance vehicles on the road. However, they 
are not equipped with the traditional style of driveline that 
was used in the ’70s; it’s a more European design that doesn’t 
allow you to change out a U-joint. You now have to change the 
whole driveshaft,” explains Jerry Friesen, general manager for 
Pat’s Driveline.

Drivelines today are designed to be much lighter and very 
precise because there is not a lot of mass, and in the manufac-
turing process, friction welding is used to reduce a lot of the 
material and still keep the components true to reduce noise 
and vibration harshness. This manufacturing technique is very 
high-tech and is not something that can be easily reproduced 
at any repair shop.  “In many cases repair methods still have 
to be invented,” says Friesen. “If there is a popular vehicle, we 
start working on it, but a lot of the vehicles will last five years 
before you ever have any need to begin to invent a method of 
repairing them. Then that window is quite short, because at 
that time the vehicle has high kilometres on it so it becomes a 
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question of whether or not 
the vehicle is worth the 
investment to repair it,” 

explains Friesen.
 “Driveline parts 

proliferation has had 
a big impact on our 
business,” agrees Tom 
Little, general manager 

of Young Automotive 
Professionals in Port 

Colborne, Ontario. Young 
Automotive Professionals  was founded 

back in 1966 by the Young brothers of Port 
Colborne, and is affiliated with the Bestbuy Auto Parts 

automotive buying group. “There are just so many variations 
now that we’re forced into increasing the selection of the seals, 
solenoids, and transmission fluids that we keep on the shelves – 
from the old standby Dexron III, to Mercon 5 and the synthetic 
oils, plus all the different standard transmissions and the fluids 
they require.” 

With this proliferation of parts and OEs introducing new 
generations of units so often, it can be challenging for job-
bers and technicians to find the right component for a given 
model.

 “Our regular core business, the transmission repair shops, 
might call in and say they need an EPC for a given vehicle, 
and we need to know the year and some other defining fac-
tors, because there may be a shift in the manufacturing of that 
unit. These guys have a lot of product knowledge, but because 
of the complexity of the market now, we still may have to ask 
questions to narrow it down for them. The jobbers we deal 
with simply can’t be expected to have that level of knowledge, 
so we often provide them with the questions to ask their cus-
tomers. This is the expertise that we can provide to them,” 
adds Roxburgh. “Frankly, in most cases now, it’s the only way 
we are going to sell the right part.”

Proper cataloguing supports this market as well. King-O-
Matic has invested a great deal into cataloguing not only for 
use by its customers, but for their own people as well to stay up 
to date on the latest variations. The basic hydraulic function of 
a transmission hasn’t changed. What has changed is control.   

Continued on page 22
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 “Today the vehicle is an integrated 
system that requires input from MAP 
sensors and a multiple of other func-
tions in the vehicle in order to deter-
mine what gear to be in, when to 
upshift, when to downshift, and when 
to respond when there is a heavier 
load or demand for power. Where those functions used to be 
mechanical, or purely hydraulic, they are now electronically 
controlled, so the solenoid gives the signal to shift. In the 
old days when the manifold vacuum dropped, the modulator 
valve would move and it would shift. But those days are long 
gone. The modulator hasn’t been put in a vehicle since 1991,” 
explains Roxburgh.

“There are so many transmissions now that have a spin-on 
filter as well as the internal filter but no dipstick, so many 
vehicle owners can’t check the fluid levels and they don’t 
always know there is a problem sometimes until it’s almost 
too late,” explains Little. “We have a few delivery vehicles of 
our own, where we have to keep on top of the maintenance 
schedule on those vehicles; because we are unable to check 
the fluid levels on a regular basis as part of our circle check, 
we have to make sure we keep to the OE-recommended filter 
change schedule.”

“We do see engines and transmissions in general lasting 
longer. Because they do last longer, when it does come time to 
do the normal maintenance, you have to make sure that you 
do it,” adds Little.

 “We are seeing transmissions lasting longer. Aside from 
the fact that every transmission has a weak point and it’s not 
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unusual for various manufacturers or 
specific units to have problems over-
all, automatic transmissions built in 
the last 10 to 15 years are lasting even 
longer now and it’s the fine tuning 
by the computerized components that 
are contributing to that,” explains 
Roxburgh.

 The downside to the vehicle owner 
(and upside to the jobber) is the 

fact that more electronics onboard mean there are more 
opportunities for problems. “For example, if a TPS (Throttle 
Position Sensor) isn’t working properly, then the PCU doesn’t 
get a signal for greater demand, so the pressure doesn’t rise 
in the transmission and the clutches won’t hold. So you can 
get secondary failures related to breakdowns in another part 
of the vehicle,” he adds.

Fortunately, there is great diagnostic equipment out there 
today, along with special software to diagnose most transmission 
problems. Now most transmission specialists are working with 
a laptop to diagnose driveline performance issues. “A lot of 
the inherent issues can come from the OE where there is a 
software problem. Some of the recalls are simply re-flashing. 
Very often after you do a repair on a transmission, depending on 
the manufacturer, you have to re-flash,” explains Roxburgh.

Looking at the service market, Roxburgh is seeing a shift in 
the types of shops moving forward with this new technology. 
“We are seeing a division between the people who have been 
in the industry for many years, and are getting close to retire-
ment. They are deciding not to invest in the equipment for the 
late-model vehicles, because the cost is substantial. As a result, 
we are seeing more of a concentration effect happening. The 
number of shops has decreased but the size of the individual 
shop has gone up.”

Tony Cicciarella of C&R Transmission Service in Uxbridge, 
Ontario, agrees with Roxburgh’s observation. “We are an 
Alison warranty dealer, so we have to keep everything up to 
date and have three Alison certified technicians on staff. The 
dyno machine and all the diagnostic equipment and software 
that goes with it is extremely costly, so you are seeing the 
bigger shops that are capable of making the investment like 
ourselves, move in that direction,” explains Cicciarella. C&R 
recently purchased a dyno machine and all the diagnostic 
equipment and software programs that are required to cover 
all the different transmission models.

 “We carry a little bit of everything here, like most jobbers, 
and we’re now at 18,000 sq.ft. after a couple of expansions. 
When it comes to internal transmission parts, there are so 
many different variations from transmission to transmission, 
it’s tough to find one staffer who would have that kind of 
knowledge. Our customer service reps are fairly knowledge-
able, but we also have suppliers like King-O-Matic that we can 
rely on for assistance to find the right parts for the job,” says 
Little.

“We are in the Niagara Peninsula, which is still a depressed 
market right now. We have an awful lot of older domestic 
vehicles from the ’80s and ’90s; however, the imports are com-
ing up quickly especially with the new financing rates and war-
ranties that they are offering. Hyundai and Kia are very active 
in this area,” adds Little. “If someone has a $1000 repair bill 
on an older model and can buy a brand new car for $200 per 
month, that becomes the easier choice.”

“We do have access to things like Alldata when shops turn 
to us for advice, and we do have a very good customer base 
that we can reach out to for advice as well. We do our best to 
give our customers enough reason to call us back,” adds Little. 
“If we can help them, then it helps us in the long run.” 

Continued from page 20
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A s OEs continue to work towards meeting increasingly 
tough CAFE (Corporate Average Fuel Economy) 
standards for better fuel efficiency and lighter weight, 

modular chassis componentry is becoming standard equipment. 
Comparatively light unitized control arm assemblies, while 
only introduced relatively recently, have rapidly become 
mainstream, leaving jobbers with both a sales boon and a 
SKU headache.  

All-in-one control arm assemblies are mainly constructed 
of lightweight aluminum, making them more susceptible 
to becoming banged-up than the components they replace, 
and they tend to wear out more quickly, making them a 
high-demand item. But at the same time, the proliferation 
of individualized types for different vehicles has led to rapid 
SKU growth in this category, creating a stocking nightmare 
for jobbers. With the import car market now capturing 
almost 40% of this market, aftermarket chassis component 
manufacturers have responded to fill an increasing number 
of individualized replacement units.

“The proliferation of vehicle nameplates and platforms 
has been occurring for several years, so many successful dis-
tributors and jobbers have become quite skilled at analyzing 
and adjusting their stocking strategies to reflect these changes,” 
says Adam Richardson, product manager, Moog Steering and 
Suspension, Federal-Mogul.

“One of the most significant trends is the rise of Korean 
nameplate applications that are now entering the aftermarket 
repair cycle. Our engineering and product management teams 
have [responded] by expanding our line of Moog Asia-Spec 
components. The good news for the aftermarket is that the 
owners of these vehicles – and millions of other foreign-name-
plate applications – are now more likely than ever to rely on 
an aftermarket service provider rather than the dealer,” adds 
Richardson.

Toronto-based Mevotech, an aftermarket manufacturer 
of driveline, steering, and suspension parts, has seen rapid 
growth in this market. “Control arms are a big category for 
imports, and that is a big category for us. We have a leader-
ship position on this trend away from the common ball joint 
and bushing replacement to complete control arms,” explains 
Scott Stone, Mevotech vice-president of sales and marketing.

“With the OE move to a unitized control arm, you can no 
longer service or replace the ball joint. It is now an integrated 
unit. The new lighter materials used in the design, such as 
aluminum, seem to be moving the unitized control arm trend 
to a consistent failure rate,” adds Stone.

As more OEs move to this design, the market continues to 
grow. Dave Ceverny, a technical trainer for Affinia, agrees with 
Stone. “[As] one of the leaders in being first to market, we see 
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the import unitized control arm segment growing rapidly.” 
“Traditionally, import vehicles were specialized and only 

supported by specialty parts suppliers like Worldpac, Altrom, 
Auto-Camping, etc. But jobbers have recognized this segment 
as a growth area for them. With imports now representing 
about 40% of the market, it’s simply too large a segment to 
ignore,” says Mark Thorpe, product group manager for TRW.

Not all that long ago, jobbers only carried a minimum 
number of control arms, since it really wasn’t viewed as a wear 
part and rarely required replacement unless the vehicle was 
involved in an accident.

With the growing demand for replacement control arms, it 
is essential for jobbers to stock premium product and at least 
a private label or entry-level product. But this means doubling 
up on inventory.  It’s all about the jobber’s relationship with 
the repair shops that rely on components that are engineered 
specifically for each foreign-nameplate application, and which, 
in many cases, address known performance and/or durability 
issues associated with the original parts. 

“We recommend that jobbers work with their shop 
accounts to develop a collaborative strategy that will help 
the shop increase its share of the growing foreign-nameplate 
category. Of course, the brand and technology that you as a 
jobber carry is a huge part of that strategy. To earn consumer 
trust, the shop must commit to providing world-class steering 
and suspension components from a trusted brand and manu-
facturer. And those parts must be offered with a solid warranty 
that will protect both the consumer and the shop owner,” adds 
Richardson. 

“Keeping on top of the new models is difficult with the 
number of SKUs that are out there now. Also, on the newer 
stuff, it’s pretty tough to determine what the failure rates 
are going to be,” explains Wayne Hoskins of Pacific Parts in 
Vancouver, a Uni-Select shareholder. “You need a real good 
dartboard for that.”

“On chassis parts like sway bar links, just by the function 
and design of it, you know that is generally going to wear; 
but unlike in the past, we can’t say every tie rod end is going 
to fail, or say every ball joint is going to fail. The shift over 
to unitized control arms is so prevalent on everything now, 
that category is growing substantially in SKU count, but not 
necessarily in large stocking numbers that dominate it. It’s a 
difficult one to control. We are getting a lot of information 
through Uni-Select about vehicle car counts, and through the 
manufacturers as to what vehicles are out there, but it’s the 
old thing of knowing what parts on the vehicle are going to 
fail. It’s awfully expensive to try and predict those categories,” 
adds Hoskins.

Continued on page 26

By Steve Pawlett

Modular Control Arms: 

Sales Boon, or
Stocking Nightmare?
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“Each brand represents different things to different 
customers, and that’s where they want to go hunting. 
With our Mevotech Supreme brand, we have 
developed a feel for the business, particularly 
in the high-wear categories like the control 
arms and stabilizer links,” says Stone.

“The brand that is most important to the 
consumer is that of the service provider,” adds 
Moog’s Richardson. “Once the owner of a foreign-nameplate 
vehicle finds a shop that can provide the specialized, high-
quality service they need for their vehicle, they become very 
loyal to that business. But that loyalty depends on trust – 
they’re trusting that the shop will only use the best-quality 
replacement components to help keep them safe on the road 
and provide a superior long-term value for their repair dollar.” 
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Continued from page 24

“The newer vehicles are more modular now so you 
see more replacement work going on, as opposed 

to repairs like the all-in-one strut assem-
blies or the control arm assemblies. 

There is a definite labour savings by 
replacing the complete assemblies, 

where before if you re-installed the 
old parts with the new, it could cause issues 

down the road,” notes Dale Devlin of Halton Automotive in 
Ontario.

For technicians, replacing a complete control arm 
assembly can increase productivity. Replacing the complete 
assembly, instead of taking the arm out and replacing the 
ball joint and bushings, means less time in the bay. 

“If you have a load-bearing arm, the control arm bears 
the weight of the vehicle, and to replace it 
requires a lot of pieces to be removed from 
the vehicle,” says Thorpe. “So if the bush-
ings are fine, the technician can just replace 
the ball joint rather than the entire arm.” 
But the decision is in the hands of the tech, 
who may find it more efficient to replace 
the entire assembly. 

“Usually if a ball joint has failed, there 
may be fatigue in the control arm anyway, 
so it would be quicker and probably better 
for the vehicle owner to restore the vehicle 
back to an OE-level suspension system,” 
adds Stone.

“We have traditionally seen a greater 
demand for premium replacement compo-
nents among the owners of foreign-name-
plate applications, and expect this trend 
to continue. Statistics show that these con-
sumers tend to hold onto their vehicles for 
longer periods, so when they have repairs 
performed, they want the shop to use the 
best parts for enhanced performance and 
longer life. Additionally, because so many 
foreign-nameplate vehicles are equipped 
with lighter-weight suspensions and low-
profile tires and wheels, changes in steering 
response are much more apparent. This 
makes premium technology the best choice 
for avoiding an unwanted comeback,” says 
Richardson.

It all comes down to the jobber’s rela-
tionship with the repair shops, who rely on 
components that are engineered specifically 
for each foreign-nameplate application and 
which in many cases address known per-
formance and/or durability issues associated 
with the original parts. 

Jobbers need to work with their shop 
accounts to develop a collaborative strategy 
that will help the shops increase their share 
of the growing foreign-nameplate category. 

Advises Richardson, “The brand and tech-
nology that you as a jobber carry is a huge 
part of that strategy. To earn consumer trust, 
the shop must commit to providing world-
class steering and suspension components 
from a trusted brand and manufacturer. 
And those parts must be offered with a solid 
warranty that will protect both the consumer 
and the shop owner.” 

* Visit www.RaybestosChassis.com for full application listing.

AdvAnced Technology guArAnTees The besT possible 
pArT for The ApplicATion 
When you need low friction on one end of an idler arm and high load capability 
on the other, choose a Raybestos® Professional Grade® chassis part that 
matches the specific technology of that vehicle. The Advanced Technology 
double-duty design provides the smartest, most application-specific undercar 
solution … and with the best parts and labor guarantee in the industry… you 
can install the choice in chassis™ with 100% confidence. 
Visit RaybestosChassis.com or call 800-323-3022 for more information.

  One part tOugh guy... 
One part smOOth OperatOr

ApplicATion specific
2005 Chevy Astro
Raybestos Idler Arm
P/N 450-1102 *

high loAd cApAciTy
One Piece Metal Bearing Design
Zero Side-to-Side Endplay

smooTh sTeering
Low-Friction Synthetic Bearing Design
Improved Returnability

MARKET FEATURE

p24,26 chassis.indd   26 13-07-31   9:52 AM

http://www.RaybestosChassis.com
http://www.raybestoschassis.com


AIA p27.indd   27 13-07-29   9:39 AM

http://www.aiacanada.com


ADVERTISEMENT

You Will Grow Your Business at AAPEX

As a jobber, you will grow your business at the 2013 Auto-
motive Aftermarket Products Expo (AAPEX) by seeing, 
touching, and comparing the newest products in the 
industry. Whether you’re looking for parts and components, 
chemicals and car care products, tools and equipment, 
business products and services, or accessories and custom 
parts, it’s all at AAPEX, Tuesday, Nov. 5 through Thurs-
day, Nov. 7, at the Sands Expo Center in Las Vegas, Nev. 
Registration is open at www.aapexshow.com/Register.

In 2012, more than 2,300 companies exhibited at 
AAPEX. Of these exhibitors, 1,000 companies displayed 
5,174 parts and components, while 179 companies dis-
played 1,048 chemicals and car care products. An addi-
tional 352 companies showcased 1,309 tools and equip-
ment, 75 exhibitors featured 245 business products, and 
424 exhibitors displayed 1,190 accessories and custom 
parts. To check out the exhibitors and products at this year’s 
AAPEX, visit the Find Products & Exhibitors section of 
the event’s website, www.aapexshow.com/Search, where 
you can search by product, exhibitor, or brand.

In addition to having the latest products in the indus-
try, AAPEX also is the No. 1 place to meet the right peo-
ple for your business, including current or new suppliers 
and warehouse distributors (WDs). It offers an excellent 
opportunity to review your current product lines and 
explore new products. If you have a plan to expand your 
product mix, there are plenty of exhibitors ready to meet 
in person with you at AAPEX. 

If you are interested in networking with people facing 
similar business issues and challenges, AAPEX is attended 

by the best in the industry. Last 
year, buyers at AAPEX totalled 
more than 39,500, of which 
11,130 were WDs, 5,185 repre-
sented auto parts retailers, and 
7,028 were service and repair 
businesses. 

Another compelling reason 
buyers attend AAPEX is to get 
answers to their important busi-
ness questions. They get their 
answers by seeing the thou-
sands of products on the show 
floor, meeting with exhibitors 
and suppliers, and talking with 
other buyers throughout the 
event. In addition, the AAPEX 
Learning Forum, with its more 
than 30 educational sessions, 
provides many answers to your 
business questions and con-
cerns. Sessions are offered at 
no charge and topics include 
WD management, employee 
productivity, sales, marketing, 
branding, and technology.

With the newest products, 
the right people and the best 

seminars, you will grow your business at AAPEX. To learn 
more about AAPEX, visit the event’s newly redesigned 
website at: www.aapexshow.com. The AAPEX App – for 
taking AAPEX with you on the go – also is available and 
may be downloaded at: www.aapexshow.com/app. 

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 information, visit the AAPEX Web site, www.
aapexshow.com, or email: info@aapexshow.com. AAPEX 
also is on Facebook, www.facebook.com/AAPEXShow, 
Twitter, www.twitter.com/AAPEXShow, Pinterest, www.
pinterest.com/aapex, and LinkedIn, the AAPEX Show 
Group, tiny.cc/aapexlinkedin. 

    
Contact Information:
William T. Glasgow, Inc.
AAPEX Event Management
10072 W. 190th Place, Mokena, IL 60448
info@aapexshow.com
www.aapexshow.com
Tel:  708.226.1300
Fax:  708.226.1310
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O xygen sensors have been 
standard equipment on pas-

senger car and light truck engines 
since the early ’80s. Back then, 
vehicles had one or two oxygen 
sensors. Since the introduction of 
Onboard Diagnostics II (OBD-II) 
in 1995-96, the number of oxygen 
sensors per vehicle has doubled 
and even tripled on many late-
model vehicles today. 

Yet, as important as oxygen sen-
sors are, few people are even aware 
of their presence, let alone the key 
role oxygen sensors play in engine 
performance and pollution reduc-
tion. One survey found that 99.7% of all consumers did not 
know their vehicle even had an oxygen sensor.

Increasingly strict provincial emission regulations 
demand that vehicle owners ensure their vehicle’s emissions 
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controls are in optimal form, and 
the oxygen sensor plays a vital 
role in this process. In fact, bad/
poisoned oxygen sensors are the 
leading 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 manufac-
turers and suppliers attempting to 
determine the life expectancy and 
replacement intervals of this com-
ponent. Real-world conditions, 

however, truly dictate an oxygen sensor’s lifespan. 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 sensor should be.
Oxygen sensors are subjected to a considerable 

amount of wear and tear, aging, and extreme tem-
peratures, even under normal operating conditions. 
However, harmful contaminants that may be present 
in a vehicle’s exhaust stream can significantly reduce 
the lifespan of an oxygen sensor. Factors that con-
tribute to the lifespan of the oxygen sensor include 
the location of the sensor on the vehicle’s exhaust 
system. Sensors located directly in the manifold 
(usually one- and two-wire sensors) typically have 
a shorter lifespan, due to the higher temperatures 
under which they operate and the increased expo-
sure 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 fewer harmful contami-
nants, and operate under lower exhaust temperatures 
as they can be located further downstream in the 
exhaust system.

How to test an oxygen sensor
Properly functioning oxygen sensors are important 
when it comes to maintaining a vehicle’s fuel efficiency 

Knowledge Building:

For the Counterperson August 2013

Oxygen Sensors:
Tighter Emission Standards Drive Sales

Installation Tips
1. Remove protector cap just prior to installation.
2.  If not already coated, apply anti-seize (often included in the 

box) to oxygen sensor threads.
3. Ensure lead wire is not twisted or bent during installation.
4.  Install all sensors with new gasket supplied, and torque to 

proper specs as below:
•     M18 sensors: Install finger-tight, then 1/2 -3/4 turn with 

wrench/O2 sensor socket to 35ft.lbs.
•    M12 sensors: Install finger-tight, then 3/4-1 turn with wrench/

O2 sensor socket to 18ft.lbs.
•   Flanged applications (where flange is not already installed 

on sensor): 
Install flange to exhaust manifold first, then mount sensor in 
flange. A copper gasket is bonded to the flange and no ad-
ditional gasket is required.

•    Flanged applications (where flange is already installed on 
sensor):

     It is important to use the supplied gasket before installing 
sensor.
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and reducing harmful exhaust emissions. Problem sensors may 
cause engine performance issues, such as hesitation and surging, 
and accelerate catalytic converter damage. The 02 sensor measures 
the oxygen content of the exhaust. It works by producing a 
small voltage proportionate to the exhaust oxygen content. If 
the oxygen content is low, it produces a high voltage (0.90 volts 
– rich mixture), and if the oxygen content is high it produces a 
low voltage (0.10 volts – lean mixture). Although theoretically 
the 02 sensor should cycle between 0.00 volts and 1.00 volts, in 
reality it usually cycles between 0.10 and 0.90 volts.

Upstream and downstream 02 sensors
In OBD-II vehicles, oxygen sensors are found “upstream” and 
“downstream” in the exhaust system. That means they are 
located before and after the catalytic converter. In vehicles 
that have dual exhaust systems, there are two oxygen sensors 
in the front and two in the rear of the vehicle. The upstream 
sensor is able to determine if the engine is running rich (too 
much fuel) or lean (too little fuel) and communicates with the 
vehicle’s onboard computer to adjust the ratio of air to fuel in 
the combustion chamber. The downstream sensor is in place 
to ensure that the catalytic converter is functioning properly; 
if the readings from the upstream and downstream oxygen 
sensors are the same, it means that the catalytic converter is 
not doing its job and may need to be replaced. Replacing a 
worn-out oxygen sensor can improve engine performance, 
prevent premature failure of the catalytic converter, and also 
help to reduce harmful emissions.

   
Narrow Band and Wideband
Wideband Air/Fuel Ratio Sensors, the newest design in oxygen 
sensor technology, use a more sophisticated sensing element 
than earlier designs that enables them to produce a more precise 
output in proportion to the air/fuel ratio. All of the original 
equipment manufacturers (OEM) are utilizing Wideband A/F 
technology to help them achieve the U.S. government’s average 
fuel efficiency targets of 54.5 mpg by 2025.   

   
How often should 02 sensors be changed?
Oxygen sensors should be changed according to the individual car 
manufacturer’s recommendations, unless the “Check Engine” 
light comes on and one or more sensors are found to be 
worn out.

Continued from page 30

Premature Failures 
Oxygen sensors are an important engine component, indispens-
able for reliable engine performance and correct emission values. 
But it can be jeopardized by environmental influences (salt and 
dirt); extreme temperature fluctuations; poor quality fuel; and 
soot and oil residue in the exhaust gas. Poorly manufactured 
oxygen sensors can spontaneously fail. In fact, a driver may not 
be able to detect a failing sensor until the “Check Engine” light 
comes on and the technician/jobber (who offers a free scan service) 
uses a scan tool to pull the codes.  Some symptoms of a worn-out 
or failed oxygen sensor are:

- The vehicle fails the emission test
- A damaged catalytic converter
- Poor fuel mileage
- Sluggish performance

Handling An Oxygen Sensor
•  Do not drop or use an oxygen sensor that has been 

dropped, as this may have caused shock damage to 
the ceramic cell.

•  Do not use any compounds on or around the sensor 
unless the product is labelled as “oxygen sensor-
friendly.”

•  Do not use an impact wrench or conventional socket-
type wrench to install the sensor.

•  Do not allow lead wire to touch the exhaust manifold or 
any other hot component.

•  Do not expose the sensor to water, oil, windshield 
cleaner, anti-corrosion oil, grease, terminal cleaner, etc.

•  Do not use leaded fuels, silicone, or metal-based 
additives.

•  Do not store under high-temperature or high-humidity 
conditions.

Jobber News would like to thank Sean Lappin, senior 
product manager, Gasoline Systems, Robert Bosch 
for providing technical information for this article.

Troubleshooting A Defective Oxygen Sensor
Oxygen sensors eventually need to be replaced in all 
vehicles. If the customer has a faulty O2 sensor, chances 
are there will be signs. Use this list to see if it’s time for 
your customer to replace the vehicle’s oxygen sensors:
•  A sudden decrease in fuel mileage. A defective O2 

sensor will likely cause the air-fuel mixture to be too 
rich, and directly affect fuel economy.

•  Flashing Check Engine light or malfunction indicator 
lamp in the vehicle’s dashboard. Of course this can 
happen for other reasons as well, including a defective 
oxygen sensor.

•  Failure to pass emissions test. Almost 60% of all 
emissions-test-related failures are attributed to de-
fective oxygen sensors, causing either low or high 
CO2 emissions.

•  Overall poor vehicle performance: rough idling, stalling, 
hesitation on acceleration, etc.

The most accurate diagnosis is achieved using an 
OBD-II code checker. All cars made in 1996 and later 
are equipped with an OBD-II interface. An OBD-II code 
checker identifies de-
fects in the exhaust 
system of the car. If 
the oxygen sensor 
has failed, the code 
checker will generate 
a diagnostic trouble 
code that specifically 
indicates the oxygen 
sensor has gone bad.

p30,32 august COUNTER TALK.indd   32 13-07-29   8:13 AM



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
Research and testing. Just two of 
the reasons Goodyear automotive 
replacement products deliver the 

ultimate in performance and value.

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.

  

   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
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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.
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Search.

Jobber News  
Marketplace Classifieds
Reach Key Aftermarket Players.

Across Canada.
Every month.

From less than $150 a month.
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publisher at  

aross@jobbernews.com or  
call toll free from Canada  

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

Y
ou are, as is every business, in the customer service game. 

You aim to please your customers, because you know that’s what 
brings in the dollars to keep the lights on and the staff fed. If you run a 

successful, profitable business, you will also know that this is a result of the 
quality of work that you do as well as the way you relate to customers.

And you probably also try to keep abreast of trends in management, and look for 
examples that you can learn from: everything from “Good to Great,” to “Freakonomics,” 
the several ongoing investigations into human social interaction by Malcolm Gladwell, 
and an endlessly replenished selection of tomes by entrepreneurs looking to impart 
their wisdom (and, as often as not, satisfy their egos).

There’s good and bad in all, but you probably also learn at least as much from your 
own interactions as a customer as you do from the other side of the counter. Every 
time you walk into the bakery, you scan the selection, and study staff comportment. 
When you go to the grocery or big-box store, you probably see those “out of stock” tags 
and wince.

The best, and worst, are out there for your everyday study. 
So my question is this: Can you learn about customer service from your Internet/

wireless/cable provider?
I say, without equivocation, “Yes!” But not because of what they do right, but for 

what they do wrong.
So, based on my own experience with such providers, here’s what not to do:
Do not pass customers with a problem from one person to the next. Unless you 

have to deploy a technical expert to solve a problem, or in that rarest of all occasions, 
the customer insists on speaking to the owner, the front-line person should have 
the authority to solve a customer issue.

Do not treat prospects better than customers. Special offers must be extended to all 
customers, or risk alienating those folks who keep you profitable today in a bid to find 
customers for tomorrow. 

Do not, ever, take your customers for granted. They do not have to do business 
with you, even if you are the only supplier in town. Treat them badly enough and 
they will go to the next town for what they need. They might even stop buying things 
altogether.

Do not hold onto credits. This one has been regularly stated as an issue in the 
industry, but my current wireless (and former home phone, cable, and Internet 
provider) has to take the cake. A credit left after cancelling these services in February 
has still to be paid as of this writing.

Do not treat small dollar amounts as insignificant. See above on this one. The 
sum in question is $22.80, hardly princely I know, but it’s my $22.80, and when, after 
nearly an hour on the line telling them to cut me a cheque – after five months of 
waiting while monthly statements declaring the credit rolled in (and other similar 
calls in the interim I should add) – I was told by a “customer service” person they 
would “see what they could do.” Well, you can guess my reaction.

I’m sure you, as a successful reader of this magazine, don’t often find yourself 
or your business falling into any of these patterns. But if you do, just remember 
that the last thing you want to do is emulate the worst examples of customer service 
experiences. 

You can do better. It’s practically impossible to do worse.
—Andrew Ross, Publisher and Editor 

aross@jobbernews.com, Twitter: Andrew Ross (@JobberNews)

SERVICE KILLERS: LEARNING 
FROM THE WORST

NEXT MONTH

Parts Sales Training  
Visibility, Lighting,  
Wiper Blades Plus a look  
at Ride Control, Electrical  
Components, Belts &  
Hoses, and Synthetic  
Motor Oil
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 ©2013 DENSO Products and Services Americas, Inc. First Time Fit is a registered trademark of DENSO Products and Services Americas, Inc.

Scan with your 
smart phone 

to learn more

 a/c compressors & components • cabin air fi lters • air fi lters • fuel pumps • oil fi lters • ignition wire sets • oxygen sensors • spark plugs • starters • alternators • wiper blades

Check out our full line of First Time Fit® OE replacement parts  1-888-96-DENSO  310-834-6352  densoautoparts.com/oxygen-af-sensors

Who makes O2 sensors with 
no tolerance for failure?

DENSO Oxygen Sensors: The Tightest Tolerances in the Business.
DENSO has made oxygen sensors for as long as carmakers have been using them. That lets us meet and surpass increasingly close tolerances 
demanded by OEs. Corrosion-resistant DENSO O2 sensors are built to last, delivering the increased performance and enhanced fuel effi  ciency 
today’s drivers demand. Our full line covers Acuras to Volvos. Anything but DENSO? The thought is intolerable!
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