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In today’s competitive marketplace, it’s important 
to take every opportunity to enhance profit-
ability. On September 12, 2013, more than 
100 individuals did just that by attending the 
Automotive Industries Association (AIA) of 
Canada’s Western Canada Automotive Service 
Providers Forum at the beautiful Elk Ridge 
Resort in Waskesiu Lake, Saskatchewan.

“The success of the Canadian automotive 
aftermarket industry is dependent on the 
success of each level of the supply chain, 
which is why AIA is committed to helping 
automotive service providers reach their full 
potential and improve the profitability of their 
shops through events like the Western Forum,” 
said Marc Brazeau, president and CEO, AIA 
Canada, at the event.

This year’s participants, half of whom were 
automotive service providers, were treated to a 
number of high-quality speaker presentations. 
James Shields kicked off the presentations by 
addressing advancements in vehicle technology, 
followed by Rui Martins who discussed business 
management processes that ensure prosperity, 
and Susan Hitchon who presented strategies 
for embracing TPMS technology. Robert Scott 
(Glenwood Auto), Bill Bentley (Clavet Service 
Station), and Don Klassen (Crestview Auto 
Service) also gave shop owner presentations 
in an interview format, led by Allan Janssen of 
Newcom Business Media.

This year’s Forum also featured a highly 
informative panel discussion on skills short-

Unlocking The Secret To Profitability At The 
Western Forum
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Bosch Adds Part Numbers 
For OE Specialty Wiper 

Blades And Engine 
Sensors

Bosch has announced that 
it has added 59 new part 

numbers to the Bosch OE 
specialty wiper blade and 

engine management  
sensor categories,  

expanding coverage by 
more than 43.8 million 

new domestic, European, 
and Asian vehicles.

*    *    *

Continental To Sponsor 
AAPEX Media Center
The Media Center at 
this year’s Automotive 
Aftermarket Products 

Expo (AAPEX) is being 
sponsored by long-time 
exhibitor Continental 

Commercial Vehicles & 
Aftermarket Business 

Unit, part of Continental’s 
Interior Division. AAPEX 
is set for Tuesday, Nov. 5 

through Thursday, Nov. 7, 
at the Sands Expo Center, 

Las Vegas, Nev.

ages in the industry. The discussion, which 
was moderated by Sean Corcelli of Uni-Select, 
examined key trends in skills shortages as well 
as a variety of recruitment strategies, government 
programs, and incentives to help deal with 
employment issues. The panel featured Bill 
Bentley of Clavet Service Station, Andreas 
Hofstaetter of Employment and Social 
Development Canada, and Penny Sommervill 
of Saskatchewan Labour Market Services.

The presentations were followed by a recep-
tion and dinner, and the successful day was 
closed by an engaging speech by Olympic Gold 
Medalist and former member of the Canadian 
Women’s Hockey Team, Cheryl Pounder, who 
brought along her gold medals from the Salt 
Lake City and Torino Olympic Games and spoke 
to attendees about the importance of one’s jour-
ney. Cheryl kept her audience on the edge of 
their seats and patiently answered questions and 
posed for pictures following her presentation.

The next day, more than 85 golfers hit the 
links at the Elk Ridge Resort for the Saskatchewan 
Division’s annual golf tournament.

Thanks to everyone who attended and made 
this year’s Western Canada Forum another 
great success! Be sure to check AIA’s Facebook 
page for photos from the event.

Continued on page 6

James Shields spoke to participants about technological 
advancements in the automotive sector.

Ray Wilson, chair of the Saskatchewan Division, spoke 
to attendees.

Sean Corcelli (Uni-Select) moderated a discussion 
panel addressing labour issues in the aftermarket.

Penny Sommervill of Saskatchewan Labour Market 
Services, Andreas Hofstaetter of Employment and 
Social Development Canada, and Bill Bentley of Clavet 
Service Station made up the discussion panel that 
talked about skills shortages in the industry.
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Anco Expands Contour 
Coverage With “Narrow” 

Series Wipers 
Federal-Mogul’s 

Anco Wipers brand has 
expanded its line of  
premium Contour 

profile-type (“beam”) 
wiper blades to include 

coverage for the  
19-millimetre bayonet 

and side-pin connections 
featured on several  
popular late-model 

European passenger  
applications. The new 

Anco Contour “Narrow” 
Series blades are available 
in nine lengths ranging 
from 14 to 26 inches.

formed maintenance, reducing the total and 
helping the industry continue to grow.”

However, there is still cause for concern, 
McCarthy notes. “The less good news, though, 
is that unperformed maintenance remains 
high,” he said. “Unperformed maintenance – 
and its consumer safety and vehicle longevity 
implications – will be an ongoing challenge for 
the aftermarket.”

CAA Car Care Centres Up for Sale
CAA South Central Ontario (SCO) has 
announced that it is actively accepting bids for 
its 13 Car Care Centre locations across southern 
Ontario.

All 13 locations will remain open as the 
organization actively seeks potential buyers.

CAA Car Care Centres are located across 
southern Ontario in Cambridge, Elmira, 
Georgetown, Guelph, Kitchener (Fairway and 
Westmount), Listowel, Milton, Orangeville, 
Peterborough, Stratford, Waterloo, and 
Scarborough.

“Our intention was to provide our members 
with a full end-to-end service model of road-
side assistance and automotive repair,” says 
Cindy Hillaby, vice-president, membership and 
automotive services. “CAA SCO will continue 
to offer our members an automotive repair 
solution through our network of Approved 
Auto Repair Service facilities. We thank our 
Car Care customers for their support and 
patronage over the years.”

CAA South Central Ontario is a not-for-
profit auto club offering roadside services, 
automotive care, travel, and insurance. There 
are more than 1.9 million CAA members in 
South Central Ontario and over 5.9 million 
members in Canada.

Mark Borkowski, Mercantile Mergers & 
Acquisitions Corporation, has been retained 
to conduct the sale. He can be reached at 
mark@mercantilema.com or (416) 368-8466 
x232.

U.S. Report: Unperformed 
Maintenance Hurts Aftermarket; 
Larger Concern Is Vehicle Safety

The “untapped market” of unperformed and 
underperformed automotive maintenance 
represents a significant 27% of the total after-
market potential – but the larger concern is 
vehicle safety, according to the Automotive 
Aftermarket Suppliers Association (AASA) in 
the U.S.

“While customer behaviour may affect after-
market revenues, vehicle safety is the greater 
concern. Customers who avoid or delay main-
taining their vehicles pose a potential safety 
risk to themselves, their families and everyone 
travelling on U.S. roads and highways,” says 
Bill Long, AASA president and chief operating 
officer. “AASA strongly supports addressing 
the issue of unperformed/underperformed 
maintenance through continued consumer 
education and reasonable, safety-friendly, and 
cost-effective vehicle inspection programs 
throughout the country.”

AASA has reported the estimate of vehicle 
maintenance that annually goes unperformed 
or underperformed since 1978. Its recently 
released report, “Unperformed Maintenance,” 
is based on analysis of a broad spectrum of 
product groups, including regular mainte-
nance, engine, undercar, cooling, and air 
conditioning. The unperformed maintenance 
figure is reported in end consumer dollars 
spent, including parts and labour.

“In 2012, unperformed and underperformed 
maintenance in the U.S. totalled $66 billion,” 
says Paul McCarthy, AASA vice-president of 
industry analysis, planning, and member ser-
vices. “Although unperformed maintenance 
declined by approximately $1 billion year over 
year, it remained near a record high.”

There is potential good news for future after-
market growth, McCarthy explains. “Stronger 
economic growth and increased employment 
could reduce the cyclical component of unper-
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Bestbuy Goes Mountain High, 
Raises More Than $27,000

Continued on page 9

Bestbuy’s board of directors presided over one of the most successful 
Buy and Sell events to date.

Bestbuy Distributors held its annual Buy and Sell Event in 
Mont-Tremblant, Que., and raised more than $27,000 for 
the Toronto Hospital for Sick Children.

The automotive aftermarket buying group’s event was 
attended by some 250 shareholders and suppliers. Funds were 
raised from a combination of golf sponsorships, raffle ticket 
sales, and the auctioning off of a Hawaiian cruise donated by 
Bestbuy shareholder IDL. Winners of the cruise tickets were Fat 

Guys Auto Parts, 
Thunder Bay. 
Two tickets went 
to The Partsman, 
Oshawa, and  IDL 
won the fourth 
ticket, which they 
generously auc-
tioned off to Down 
East Auto Parts, 
Charlottetown, 
with a winning bid 
of $7,500.00.

In addition, the following prizes were raffled off to the 
following highest bidders for the Sick Kids Raffle:
•  50” Toshiba 1080P LED HDTV – courtesy of UCI-Fram 

Group
Derek Chinn of Mevotech
•  Phil Mickelson 2013 British Open Champion Framed 

Photo – courtesy of Federal- Mogul
Fred Ladwig Jr. of Central Alberta Paint Supplies (Red Deer)
•  $300 VISA Gift Card – courtesy of Irving Blending & 

Packaging
Lynn Bryce of Hamilton Auto Supply (Hamilton)
• $150 Golf Town Gift Card – courtesy of Mevotech
Jeff Olefson of OEM Forecast

The event was held at the Mont-Tremblant resort and 
focused on one-on-one supplier-shareholder meetings over 
two days. It also included an enjoyable, if chilly, golf outing 
at the Le Maitre golf course and a special closing dinner at 
the Grand Manitou accessible only by gondola located at the 

highest point in the area, 
providing wonderful views 
of the famed ski region.

Some 250 shareholders, suppliers, and 
guests attended dinner at the Summit Grand 
Manitou Restaurant in Mont-Tremblant.

In addition to the excitement of 
prize draws and the auctioning  
off of a Hawaiian cruise, guests 
were treated to a diverse selection 
of musical numbers, from jazz 
standards to Johnny Cash.
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Continued from page 7

UAP Opens New Logistics Centre 
UAP Inc. has opened a new Logistics Centre in 
Long Sault, Ontario. The 200,000 sq.  ft., facil-
ity will hold more than 30,000 parts in stock, 
including chemicals, accessories, hardware, 
tools and equipment, as well as paint, body, and 
equipment products.

“This new facility is designed to improve our 
distribution operations so that we can better 
serve our customers across the country,” says 
Robert Hattem, president and chief executive 
officer. “There will be more space to man-
age our tools, equipment, and non-application 
product inventory and ensure rapid service to 
all of our distribution centres. We will also be 
able to broaden the range and number of avail-
able products and increase our inventory level.”

The UAP Logistics Centre’s location near 
Trans-Canada Highway 401 will allow UAP to more efficiently meet the needs of its distribution 
centres and stores across the country. The centre will create nearly 40 jobs.

“We are very pleased with the opening of this new Logistics Centre, which will strengthen our 
extensive distribution network and reinforce our first-class service,” adds Hattem.

Mevotech Receives 2013 AAIA Head Of The 
Class Award For Mid-Size Manufacturer 

Presented at the AAIA Fall Leadership DYS event in Dallas 
by the Education and Learning committee, Mevotech was 
one of six companies to be recognized with the prestigious 
2013 AAIA Head Of The Class Award. AAIA advocates for the 
automotive aftermarket industry and builds and maintains 
industry standards.

The Head of the Class award was given to Mevotech 
based on the company’s exceptional investment in employ-
ee education and training. Mevotech exhibits a high level of 
dedication to training and demonstrates great enthusiasm 
for future goals.

 “We are honoured and humbled by being recognized for 
the award,” said Scott Stone, vice-president of sales and mar-
keting. 

Over 80 Parts Added 
To Moog Steering And 

Suspension Line
Federal-Mogul’s 

Moog Steering and 
Suspension brand has 

introduced over 80 addi-
tional parts with combined 

coverage of several mil-
lion late-model foreign-
nameplate and domestic 
vehicles, including rear 
control arms for dozens 
of late-model applica-

tions. Federal-Mogul also 
has introduced premium 
Moog ball joints for Lexus 
CT 200h (2011-2012) and 
Toyota Prius (2010-2012) 
models, and 16 new con-
trol arm bushings, 14 new 

strut mounts and strut 
mount kits, several new 
alignment kits, and four 
commercial vehicle king 

pin sets. 

Carquest Canada Raises $15,000 At Annual Charity Golf Tournament 
Carquest Canada Ltd. held its annual Charity 
Golf Tournament at Springfield Country Club to 
raise funds for the Carquest/Worldpac Charitable 
Foundation. The foundation raises funds that are 
used for a variety of charities in need in the com-
munity.

On hand were close to 140 golfers represent-
ing Carquest customers, employees, and suppliers 
from both Canada and the United States.  “In the 
seven years we have been running this charitable 
tournament, we have raised close to $150,000,” says 
Steve Gushie, president of Carquest Canada, “and 
we are very pleased to present a cheque for $15,000 
out of this year’s funds in support of the Children’s 
Breakfast Club.”

On hand from the Children’s Breakfast Club 
to accept the cheque were Ted Woloshyn, Zubeda 
Nanji, and Rick Gosling, the founder of the 
Children’s Breakfast Club.

Left to right: Ted Woloshyn, a supporter of the Children’s Breakfast Club; 
Steve Gushie, president of Carquest Canada; Jason Yurchak, vice-president 
of Worldpac Canada; Zubeda Nanji from the Children’s Breakfast Club; and 
Rick Gosling, founder of the Children’s Breakfast Club.
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UAP Inc. has opened a new Logistics Centre in Long 
Sault, Ontario. The 200,000 sq. ft. facility will hold more 
than 30,000 parts in stock, including chemicals, acces-
sories, hardware, tools and equipment, as well as paint, 
body, and equipment products.

Scott Stone accepts the Head of the 
Class award given to Mevotech based 
on the company’s exceptional invest-
ment in employee education and 
training.

p4,6,7,9,10 OCTOBER OTC-V5.indd   9 13-10-10   11:28 AM



10 JOBBER NEWS / OCTOBER 2013

NAPA Announces Global Dealer Customer 
And Store Owner Exposition

NAPA has announced plans for a four-day global exposition 
aimed at gathering dealer customers and store owners from 
around the world. 2015 NAPA EXPO will be held at the 
Mandalay Bay and Luxor hotels in Las Vegas, Nevada, May 5-8, 
2015 to coincide with NAPA’s 90-year anniversary.

Thousands of dealer customers and store owners are 
expected to join NAPA field personnel and suppliers for this 
unique event.   Information sessions, seminars, and educa-
tional exhibits will keep the information flowing throughout 
the four days in Las Vegas. Additional 2015 NAPA EXPO event 
and registration information will be announced later this fall.

FORCanada’s

EDMONTON
1-800-665-7671
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1-877-560-0287
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#2675 
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management solution:
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generate new profits with

Driving Business Performancewww.mamsoftware.com

A message from Doug Coates

Doug Coates, who has just recently left Lordco Auto 
Parts, owned by his older brother Ed Coates, got in 
touch with Jobber News recently to say that he wanted an 
opportunity to thank everyone who had supported him 
over the years, and who had made his time at Lordco so 
enjoyable.

He also wanted to let everyone know that with the new 
generation coming up in the Lordco organization, he felt 
the time was right for him to step away from the company 
he’d grown with, and to embark on new opportunities. 
“Lordco was and is a great organization but it’s time for 
me to look at what I can accomplish outside it. I haven’t 
settled on a particular direction just yet, but I’m sure I’ll 
be seeing my aftermarket friends when I do.”

Doug Coates joined his brother Ed at Lordco in 1984 
and, as vice president, sales and marketing, was an inte-
gral part of a driven team that saw the British Columbia 
auto parts chain grow from three stores to its current 
complex of 100 stores, machine shops and warehouses.

Doug wants to express his deepest gratitude to all who 
have offered him their best wishes and support as he 
transitions to life after Lordco, and welcomes messages 
from aftermarket friends who would like to get in touch. 
He can be reached at cdcoates@telus.net.

Linda Donnini has been appointed senior director, National 
Business Solutions, for Uni-Select. Donnini will lead the new 
National Business Solutions group dedicated to identifying 
strategies and implementing sales, banner, and training pro-
grams as well as driving major accounts business. Ms. Donnini 
has over 12 years of experience in the automotive industry. 
She joined Uni-Select in 2007. She helped redesign mem-
ber platforms, assisted in the FinishMaster integration, and 
recently developed a new banner, securing existing sales.

Dan Billie has been promoted to SVP of sales for Cardone 
Industries. Previously responsible for half of Cardone’s sales, he 
now leads the entire sales division. Reporting to Dan are Jayme 
Farina, Calvin Kaemmerer, Ron Spuhler and Tim Rhodes, who 
have all been promoted to the position of channel vice-president.

APPOINTMENTS

Continued from page 9
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S tocking what your custom-
ers need when it comes to 
exhaust systems is becoming 

increasingly difficult as the number 
of vehicles in their prime mainte-
nance years continue to grow. The 
fact that most vehicles are only 
retired when they reach an average 
of 320,000 kilometres means an 
incredibly large potential market 
exists for jobbers willing to fine-
tune their exhaust sales channel 
and overcome the stocking chal-
lenges of this category.

“Given the proliferation of vehicle models, it’s virtually 
impossible for jobbers to have enough space to stock every 
exhaust component customers may need. There are just far 
too many SKUs, and you don’t necessarily know what parts 
are going to fail. The market has grown so big that it’s not 
possible to simply carry the top 100 numbers that are going 
to move for you. It just doesn’t work that way,” explains Cat 
Exhaust Systems president Walter Fantin.

“For an example of the parts proliferation explosion that 
the exhaust market has experienced of late, just take a look 
at a 2005 Honda Civic,” says Fantin. “You have your basic 
setup on that Civic. You have the DX, the CX, and the LX, 
and then you have the EX, which has a different muffler, 
and the SI model, which has a different converter system 
altogether. So, just for one Civic model you are probably 
looking at 20 different SKUs.”

“You’ll have three different mufflers, three different reso-
nator pipes, different converters and a few different pipes, 
not to mention all the hardware, and that’s just one car,” 
says Fantin.

 To get a handle on this market and make it work, jobbers 
need to focus on the sweet-spot years and know what models 
are predominant in their particular area. If, for example, you 
are selling a lot of brakes for 10-year-old F-150 pickup trucks, 
then that is going to be part of your exhaust market too.

“It’s very important to have the coverage and availability 
to complete every sale, particularly when you’re working 
with a technician who has a customer waiting for a repair. 
Rapid availability has become increasingly important due to 
the growth of the e-commerce channel, where a customer 
can get an overnight shipment of almost any common part. 
Having the right parts in stock at the right time is one of 
the biggest challenges facing jobbers, and it’s becoming 

more complex as the number of 
nameplates and models continues 
to grow. A leading manufacturer 
like Tenneco can help jobbers man-
age this complexity – and ultimate-
ly help increase their inventory 
turns – through advanced market 
intelligence solutions. The Walker 
INVision solution, for example, can 
help the jobber build the right 
product mix based on the unique 
characteristics of their market 
area,” explains Steve Myers, emis-
sions control engineering director, 

North America Aftermarket, Tenneco.
“Flex Repair pipes have become an enormous part of the 

direct fit market,” adds Pat Bruder, president and co-owner 
(with brother Peter) of Exhaust Direct. “You can consider 
anything that has flex in it, that is part of the exhaust system, 
to be a high-wear product.”

Flex pipe is the most dominant replacement part, followed 
by the muffler and resonator. “We personally stick to a lot of the 
OE-type direct fit, so if someone says, ‘I have a front pipe for a 
Ford Focus,’ I will make it match. I like to use original flanges 
whenever possible, so 90% of my pipes come with original 
flanges. Our approach is to use customer feedback on anything 
we do in the direct fit market,” explains Bruder.

In most cases, repair shops are finding the converters in 
good shape but the flex pipes are failing, so a lot of compa-
nies are now offering repair pipes. “GM makes it easy with 
its 3.5 litre engine. Whether it’s in a Montana or another 
vehicle, the flange and flex pipe are the same. Chrysler has 
the 3.5 and 3.3, and those flanges will fit four or five different 
vehicles, but there are differences. For example, the Caravan 
has zero room at the front so you have a flex and flange, 
whereas the Neon has a two-metre pipe after it that goes 
down to the converter,” explains Bruder, adding, “I find the 
all the big custom exhaust guys carry a lot of stock.”

“I order quite a bit of stock,” says Scott Anderson of Hot 
Rod Scott’s, a specialty exhaust shop located in Etobicoke, 
Ontario. “If you’ve got it, you sell it. If you don’t have it, you 
talk about it,” he quips.

“My business is pretty much split 50/50 for domestics and 
imports, and exotics make up about 8% of the custom work I 
do. Trucks used to be quite good too, but as fuel costs go up 
they tend not to spend as much on them. The Dodge trucks 

Continued on page 14
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How To Carve Out your Niche

12 JOBBER NEWS / OCTOBER 2013

By Steve Pawlett

MARKET
TRACKER
MARKET
TRACKER

p12,14 OCTOBER TRACKER-V1.indd   12 13-10-10   11:20 AM



The GOODYEAR (and Winged Foot Design) trademark is used by Veyance Technologies, Inc. under license from The Goodyear Tire & Rubber Company. Goodyear Engineered 
Products are manufactured and sourced exclusively by Veyance Technologies, Inc. or its affi liates. ©2011 Veyance Technologies, Inc. All Rights Reserved.

WE KNOW
RUBBER

To see how we can make rubber work for you, visit 
www.goodyearep.com

or call 1-800-869-0435.

AND WE KNOW HOW TO MAKE IT WORK FOR YOU

Connect with our unique programs designed to help you grow your business and increase profitability.

Veyance Technologies engineers more than 100 years of innovation, research and 
testing into every one of our aftermarket products, including Goodyear Gatorback® belts.

Want to accelerate your business? 

Veyance p13.indd   13 13-10-04   9:48 AM

http://www.goodyearep.comor
http://www.goodyearep.comor
http://www.goodyearep.com
http://www.goodyearep.com


Continued from page 12

14 JOBBER NEWS / OCTOBER 2013

are popular because you can actu-
ally increase the fuel economy on 
them by changing the muffler,” 
adds Anderson.

Vehicle registrations dictate 
market distribution. Based on the latest Polk VIO data, 
domestic nameplates make up approximately 60%, Asian 
about 34%, and European about 6% of vehicles between five 
and 25 years of age.

Anderson handles his shop’s stock needs himself and he 
deals with a wide variety of suppliers to ensure he has what 
his customers are looking for. His suppliers include Fincham 
Automotive Supplies, Exhaust Direct, Auto-Camping, 
Cochrane Automotive, and Parts Source, to name just a few.

“There are a lot of older cars on the road these days, and 
a lot of unusual stuff too, which makes it particularly hard 
to stock everything. As a specialty exhaust shop, my custom-
ers come in looking for brand names because they want to 
tell their friend what they put on their vehicle,” explains 
Anderson.

“FlowMaster and Magna Flow are my bestsellers. My 
approach is, if I get no headaches from it, I keep buying it. 
If it gives me headaches, I stop buying it,” says Anderson. 
“You need a good selection of quality stock, you need skilled 
installers, and you need to keep things rolling as well as you 
can.”

Anderson admits the late models are becoming more 
challenging. “With the new converters now, it’s just stupid. 

They’ve made them so complex when they don’t need to. 
Now we find a lot of the manifolds are going. We do a lot of 
Ford manifolds because the studs break in the head. GM and 
Dodge have problems too but not quite as bad.” 

Volkswagen has gone to using an electric welding tech-
nique on the front pipes and they break all the time, accord-
ing to Anderson. “It’s a two- to three-hour labour charge to 
take it apart and repair it.”

Fantin adds, “With these later models, the systems are so 
complicated you just can’t repair them so you have to go to a 
whole new pipe. Some things you just can’t fix now.

“I am a warehouse and I deal mostly with jobbers that use 
me as their warehouse, just because of the parts prolifera-
tion. Most complain about it – that they don’t want to be in it 
but they do it as a service to their customers. There are some 
significant jobbers that are involved in a big way, but for a lot 
of them, it just isn’t a big part of their business anymore.”

For the savvy jobbers that know their market in terms of 
stocking, the aging car park is a booming market for exhaust 
system sales. “I am ridiculously busy,” says Bruder. “I was up 
30% for July compared to last year, and I back-order a pile of 
stuff that I just can’t keep up with. Some of my numbers are 
up 200 to 300%. A lot of it is the accessories. The economy 
has actually strengthened and helped things out. Pipe sales 
alone are up 250% just in the last three months,” he adds.

“Most jobbers would proudly and rightfully claim that 
they have built tremendous goodwill and customer trust 
through the years. The brands they carry are a significant 
part of that customer experience. Consequently, by selling 
an off-brand to customers, they could be putting their hard-
earned reputation at risk. In fact, just one negative experi-
ence could eliminate years of goodwill,” says Myers.
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Continued on page 18

“Copper pollution is an issue affecting the waterways, poten-
tially harming the aquatic species and polluting our streams 
and rivers. It is a movement that is currently moving forward 
in several states (less than 5% total volume by 2021) and is 
expected to take effect in Canada and the U.S. in subsequent 
years,” explains Dean Weber of Proforce Automotive.  “Copper 
is a heat dissipater and reduces the temperature between the 
pad and disc, but there are viable alternatives that improve 
braking power and lower dust.” 

To comply with new laws in Washington and California, 
the Brake Manufacturers Council (BMC) has developed an 
industry-wide, self-certification program. The Brake Friction 
Materials Self Certification Compliance Program confirms 
that friction material suppliers comply with applicable legisla-
tion, regulations, and requirements in those states in a phased 
approach.

The provisions of this law are being phased in over several 
years. Beginning in 2013, manufacturers are now required to 
report the concentrations of several metals in brake pads sold 

in Washington state. Brake pads manufactured after January 
1, 2015, may not contain asbestos or certain heavy metals. By 
2021, brake pads must contain less than 5% copper. 

This law is the result of lengthy negotiations between the 
braking industry and environmental groups. Both groups sup-
port the final outcome, which gives the braking industry ade-
quate time to develop, manufacture, and safety-test new brake 
pad formulations for the full range of vehicle models and types.

The small amount of copper that is shed from brakes each 
time they are operated is washed down storm drains and into 
our streams and rivers, where it is highly toxic to fish, inver-
tebrates, amphibians, and phytoplankton. It is particularly 
harmful to the sensory systems of threatened and endangered 
salmon. Copper reduces the ability of young salmon to escape 
from predators, and it hinders adult salmon from finding their 
spawning streams. These toxic effects limit the abundance of 
salmon returning to our fisheries and spawning grounds.

 “The main benefit of low-copper brake pads is to keep 

COVER STORY

By Steve Pawlett

E
ach time a driver presses on the brake pedal, a small amount of copper and other metals are deposited on roadways from 

the vehicle’s brake pad. These metals then wash into streams and rivers. With millions of drivers using their brakes each day, 

these small amounts significantly pollute our waterways. Copper is very toxic to aquatic life, and it is estimated that brake 

pads account for up to half of the copper entering water systems in urban areas.

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 and some brake manufacturers have already brought these new low-copper formulations to market.  

And, even though the restrictions do not currently apply to brake products for sale in Canada, manufacturers aren’t inclined to 

supply separate formulations for non-regulated areas.

Low-Copper Brake Pads:

Cashing In
On The 

New Standard
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Copper has long been a key 
ingredient of ceramic friction 
materials. However, trace  
amounts of this material can  
enter rivers, streams and other 
marine environments, where it 
is toxic to aquatic organisms.

Beginning January 1, 2014 in 
California and January 2015 in 
Washington State, copper and  
other hazardous substances  
must be phased out of OEM and 
replacement brake pads and shoes. 
By 2021, copper must be reduced  
to 5% or less of total material 
content by weight, and to just  
0.5% or less by 2025.

 

low-copper 
legislation 
is CHanging 
your brake 
business...

today.

Continued from page 16

Continued on page 20

our river and lake waters free 
of copper. Studies conducted 
in California and Washington 
showed that copper levels are 
extremely high due to dust 
created from brake pads that 
is then washed into the water 
system. It’s really an environ-
mental benefit rather than an 
improvement in brake pad for-
mulation,” explains Ramzi Yako, 
president of Promax Auto Parts 
Depot.

In general, most disc and drum 
brakes that are used on licensed motor vehicles 
are required to comply with the law. However, some brakes designed for use on certain 
vehicles are exempted from the law. These include brakes used on motorcycles, collec-
tor cars, trailers, off-road vehicles, and military combat vehicles.

In the U.S., all brake pads manufactured after January 1, 2015, must be marked 
on both the pad and its packaging with a registered certification mark that will be 
designed by the brake manufacturing industry. Brake pads must also be marked with a 
unique code, commonly called an “edge code,” that ends in a letter indicating the level 
of environmental compliance followed by the last two digits of the year the product was 
manufactured.  While it’s still unclear when the Canadian market will adopt these new 
standards, you can expect to see them on your stockroom shelves in the coming year.

If original equipment replacement brakes use the same brake friction material for-
mulation that originally came with a vehicle manufactured before the effective dates in 
the law, it is exempt from some of the requirements. This is to ensure that consumers 
have access to the same brake pad that came with the motor vehicle they purchased.

Brake pads manufactured before 2015 containing copper or other regulated con-
stituents may be sold or installed on vehicles normally until January 1, 2025. Brake pads 
manufactured before 2015 containing copper or other regulated constituents may be 
sold or installed on vehicles normally until January 1, 2025. Unmarked products may 
be sold until January 1, 2025. After this date all products must be marked with proof 
of certification. 

Stocking no/low-copper product

For jobbers who are not already stocking low/no-copper pads, you may want to con-
sider offering a low/no-copper product; there are already several companies that are 
making and selling these pads. However, for many products it can still be difficult to 
find out which pads have copper or other toxins, and manufacturers may be reluctant 
to reveal the content of their pads. Jobbers should also be aware that there are compa-
nies that advertise their products as environmentally friendly, yet when they are asked, 
they will tell you their pads do contain copper. Until products are marked, it is best to 
be cautious and ask manufacturers and suppliers directly if their pads contain copper 
or other toxic substances.

Federal-Mogul Corporation recently introduced environmentally friendly low-
copper brake pads through its Wagner Brake brand. More than one million new 2014 
vehicles from leading original equipment light vehicle manufacturers will be equipped 

with Federal-Mogul’s Eco-Friction pads. “As a leading manufacturer of fric-
tion for the total OE and replacement market, we have taken the lead 

in developing eco-friendly formulations that also provide improve-
ments in overall brake pad performance,” says Martin Hendricks, 
vice-president and general manager, braking, Federal-Mogul 
Vehicle Components.

Now featured in Wagner ThermoQuiet  Ceramic  pads, 
Federal-Mogul’s new Wagner OE21 low-copper formulations 
are 35% quieter and offer 15% more stopping power and up to 

40% greater fade resistance than previous formulations.

COVER STORY
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“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, [along 
with] the forthcoming Phase 2 deadline in 2014 for 
reduction in copper,” explains Durotech Automotive 
Industries vice-president Ed Demerci.

“We are reducing the amount of copper used in 
our formulations for premium brake pads, which will 
culminate in a sizable reduction of copper content. We 
are currently testing two formulations with low- and no-
copper disc brake pads. Our Positive Mold ceramic formula 
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will have either no copper or very 
low copper by 2014,” adds Yako.

When it comes to brake sys-
tems, jobbers need to focus their 
efforts on satisfying the client so 
they can retain their business and 

gain new business through refer-
rals, and the recent introduction of 

premium, environmentally friendly 
low-copper brake products is a way to 

achieve this.
 “New car sales are driven by improved 

environmental standards and top safety 
ratings. By emphasizing both the safety 
features and the eco-friendly features of 
low copper brake pads, jobbers will find 
it quite easy to migrate more and more of 
their business over to this premium-grade 
product as it becomes more mainstream,” 
explains Yako. 

More alternatives to copper

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, and is expect-
ed to come into force in the remaining 
U.S. states, and the Canadian brake mar-
keta nd some time in the future. 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 effec-
tive in Washington on January 1, 2032 
unless an advisory committee determines 
that alternative brake friction materials are 
available.

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

 “New brake pad formulations are devel-
oped by understanding the composition 
of copper and establishing alternative 
chemical compositions with equal or supe-
rior benefits relating to the braking pro-
cess. Semi-metallic pads use steel fibres in 
place of the ceramic and copper found in 
most ceramic pads today. Low-steel brake 
pads reduce overall dust by up to 50%, 
[feature] increased longevity, and are eco-
friendly so they protect our environment 
and water systems, and will meet fed-
eral legislation as it spreads into Canada,” 
explains Weber.
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W ith a growing car park of 
vehicles in their prime 
maintenance years, and 

the continuing proliferation of 
unitized control arms, opportuni-
ties abound for jobbers willing to 
focus on this growth sector. 

According to a 2010 study by 
Frost & Sullivan on the North 
American linkage and steering 
parts aftermarket, the control arms 
segment is poised to offer the high-
est growth to 2017, growing at a compound annual growth 
rate of 8.9%. 

“A jobber’s stocking strategy has to be extremely aggressive 
in order to fully capitalize on this market,” says Mevotech VP 
sales Scott Stone. “Many jobbers just aren’t used to having 
that many control arms in stock. There has been a big prolif-
eration in SKUs, and the changes in the design elements are 
moving the business towards unitized control arms, so you 
have two factors happening at the same time. They really have 
to get their heads wrapped around the fact that they have to 
be aggressively stocking many numbers of control arms and 
the fact that they are bigger and bulkier than ball joints and 
bushings, so they also have to overcome the issue of stocking 
space.”

Mark Boyle, director, steering and suspension, North 
America for Moog, explains, “In many cases, the service pro-
fessional will choose a control arm assembly when it provides 
the best overall value for the consumer in terms of out-the-
door cost. If the finished repair ticket will be close enough, 
it makes sense to go with an assembly, because the consumer 
will benefit from all-new components: the control arm, ball 
joint, and bushings. But this added value only exists when 
you’re choosing quality parts.” 

Stone adds, “It’s a good market for them. It’s a high-dollar 
sales item and potentially a high mark-up item. Jobbers have 
to think about control arms the way they used to think about 
ball joints. They have to be very aggressive in their stocking 
strategies, and not be afraid to put the product on the shelf. 
If you don’t have it on the shelf, you are wasting your time.” 

OEMs are very much trying to meet their CAFE (Corporate 
Average Fuel Economy) requirements and lighter-weight 
components are a big part of those efforts, so by light-sizing 
their vehicles, they are light-sizing the designs for some of 
these control arms. However, using different types of materi-
als, such as aluminum alloys, in order to get the weight out of 
the vehicle can cause the suspension system to become more 
susceptible to wear and tear. When a vehicle equipped with an 
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aluminum unitized control arm 
hits a pothole, there is a strong 
chance that it is going to be dam-
aged or get out of spec –  and 
often, the only way to correct it is 
to replace it.

“Control arm assemblies are 
not necessarily ‘high wearing’,” 
says Boyle. “Rather, they are 
becoming an increasingly popular 
repair solution for many applica-
tions, due to the complexity and 

extra time associated with installing a replacement ball joint 
and/or new bushings on an original control arm. In many 
cases, the best value for the consumer is to install a complete 
assembly rather than charge for the added labour needed to 
replace individual components. 

“The jobber should remember that control arms and 
assemblies are safety-critical parts, so the materials, processes, 
and technology used in developing them deserve careful 
attention. It’s always best to rely on a manufacturer and brand 
you can trust, because one catastrophic failure of a part could 
put you out of business.”

From an inventory standpoint, the jobber should expect 
their parts supplier to provide the market insight necessary 
to decide which assemblies represent the best use of their 
capital. Boyle continues, “A leading manufacturer can help 
the store owner customize his or her inventory to the unique 
characteristics of the specific market area, based on vehicle 
population and emerging parts replacement trends. If your 
supplier can’t or isn’t willing to offer this level of market intel-
ligence, find one that will. This is a key element of business 
support that we provide to Moog customers.” 

Says Stone, “There is still a fair bit of control arm work 
on what you would call domestic vehicles, as well. Foreign 
nameplates are certainly expanding their models, and I think 
that’s why we are having such an explosion in parts prolifera-
tion. There are just so many models and so many makes now 
on the roads. But you see unitized control arms, along with 
aluminum control arms, hitting both foreign and domestic 
models. Domestic working trucks, Silverados, F-150s, Dodge 
Rams, etc., are all big category killers for control arms, but so 
are foreign nameplates, European vehicles, and even domes-
tic passenger vehicles now like the Dodge 300 and Dodge 
Caliber, so it really is quite diverse.” 

Boyle observes that as lighter-weight aluminum control 
arms rise in popularity, every steering and suspension compo-

Continued on page 24
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nent on a foreign nameplate vehicle also plays an important 
role in providing the tight control and enhanced responsive-
ness that are common to vehicles with comparatively light-
weight suspensions. “Bottom line: the technology you choose 
can make a big difference in the driving experience for the 
consumer. Given the growth of the foreign nameplate market, 
it makes sense to cater to these consumers by providing parts 
that are engineered and built to deliver an OE style ride.” 

 Stone notes that because it is becoming a high-profile 
category, warranties are big, and doing the job right is a 
huge part of the equation. “Control arm sales are becoming 
as important as the brake category and are potentially more 
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profitable to the jobber,” he says.
“We are not just replacing or offering a product that is like 

original equipment; we are producing a product that is better 
than original equipment. We put in better components that 
are going to provide an extended wear period and different 
driving characteristics than the original equipment would.” 

Boyle points out that a strong warranty can tell you a great 
deal about the care that went into that part, from the design 
process, selection and treatment of the raw materials, to pro-
duction and quality assurance processes. “It’s very common 
for a consumer to ask either a counterperson or shop service 
writer why one part is more expensive than another. There are 
huge differences between a name brand and a lesser part, and 
sometimes those differences are invisible to the naked eye. In 
those cases, the warranty can tell the customer everything he 

or she needs to know. Will this part help 
keep me safe and provide the like-new 
performance I expect over the long run? 
A name brand will guarantee that level of 
performance.”

Jobbers should be working with their 
shop accounts to develop a collaborative 
strategy that will help the shop increase 
its share of the growing foreign-nameplate 
category. The brands you choose to carry 
are going to be a big of the success of this 
strategy, so choose wisely. To earn consum-
er trust, you need to commit to providing 
premium steering and suspension com-
ponents from a trusted brand, and they 
should come with a solid warranty.

Keeping on top of the new models is an 
ongoing challenge that must be continually 
addressed as the SKU count continues to 
grow. In addition, it is next to impossible to 
predict what the failure rate will be on the 
newer models. This is where working close-
ly with suppliers and monitoring your own 
market sales data can guide you towards the 
models you should be stocking.

Mevotech has introduced more SKUs 
to its TTX Terrain Tough X-Factor line. 
This line is designed for the heaviest-duty 
vehicles and working truck applications.

“We encourage Jobber News readers to 
stop by the Federal-Mogul and Moog exhib-
it (No. 3217) at AAPEX in Las Vegas next 
month to learn about an innovative new 
Moog Problem Solver technology that elim-
inates the premature control arm bushing 
wear issues associated with the original 
parts and conventional aftermarket designs 
used on millions of vehicles. This design 
sets an entirely new standard for bushing 
performance and durability in control arm 
applications.  Our product and technical 
representatives will be available throughout 
AAPEX to provide detailed information 
about this important new technology,” adds 
Boyle.

The challenge for many jobbers will 
be successfully navigating between the 
demands of the growing car park of aging 
vehicles and increasing needs of the newer 
vehicle segment. Finding the sweet spot in 
both of these areas will guarantee contin-
ued channel growth.

Continued from page 22MARKET FEATURE
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Old Man Winter can be tough on any vehicle, but the bat-
tery particularly takes a beating. A vehicle’s battery loses 
33% of its power when the temperature dips below zero 

Celsius, and over 50% of its power when the temperature falls 
below minus 18.

With cold weather right around the corner, recommending 
a dependable name-brand battery to your customers will pro-
vide them with a worry-free winter of cold starts. 

Dead batteries are very common this time of year, so you 
want your customers to know how to prevent a stalled car. 
When temperatures become colder, turning over an engine 
can take up to twice as much current as needed under more 
favourable conditions, and low temperatures can significantly 
decrease battery output.

Some of the most common causes of premature battery 
failures include:

• Deep discharges (e.g., leaving your lights on)
• Misapplication
• Installing an undersized battery
• Loss of electrolyte due to underhood heat or overcharging
• Undercharging or loose alternator belt
• Excessive vibration (due to loose hold-down clamp)   
• Corrosion
• Freezing (any fully charged vehicle battery will not freeze 

until the temperature is minus 60 degrees C. Frozen batteries 
are not warrantable.)

• Failure to charge a battery for six months or more
What to recommend to your customers to make the sale:
• Quality of the name-brand product
• It meets or exceeds  CCA  (Cold Cranking Amps) 

and RC (Reserve Capacity) ratings for their specific vehicle
• Availability of correct product to fit the vehicle
• Nationwide distribution of product
• Warranty (free and pro-rated)
 Buying a battery for use in Canada is very different than if 

you lived in a hotter region like Texas. In colder climates, high-
er CCA ratings are more important, whereas in a hot climate, 
higher RC ratings are more important (once the CCA rating 
has satisfied the OEM’s vehicle cranking amp requirement).   

What are the dimensions of the original equipment battery? 
The Battery Council International (BCI) uses a number 

called group size to identify the height, length, and width of 
numerous original equipment sizes. Most battery manufactur-
ers offer a battery selector to help you find the correct type of 
battery for your customer’s vehicle quickly and easily. You can 
also consult the owner’s manual of the vehicle. Either of these 
options will provide the vehicle manufacturer’s group size and 
CCA rating requirements for the vehicle. 
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What are the power requirements of the vehicle? 
There are two ratings, which may be important to consider:
Cold Cranking Amps (CCA) – This industry rating measures 

the cranking power a battery has available to start a car’s 
engine at minus 17 Celsius (0 degrees F).  Battery Council 
International defines it as the number of amperes a lead acid 
battery at minus 17 Celsius (0 degrees F) can deliver for 30 
seconds and maintain at least 1.2 volts per cell. In general, the 
higher the number, the greater the starting power of the bat-
tery. 

Remember: Never use a battery with a CCA lower than 
the manufacturer’s recommendation. Also, be judicious when 
choosing a battery with a CCA level higher than necessary for 
the application. A higher CCA does provide greater starting 
power that might be needed in extreme conditions, but in 
some group sizes, it also reduces the amount of acid in the bat-
tery and this can be a cause of reduced battery life. However, a 
battery with a higher CCA is more capable of providing for the 
electrical needs of older vehicles, and will not adversely affect 
the vehicle’s electrical system. 

As power demands become increasingly important, so does 
the need for more reserve capacity. A battery’s Reserve Capac-
ity represents the length of time the battery can maintain the 
vehicle’s electrical needs without the engine turned on or in 
the event the alternator fails. 

Battery Council International defines Reserve Capacity as 
a measure of the time (in minutes) a lead-acid battery can 
deliver 25 amps at 26 degrees Celsius (80 degrees F) and still 
maintain a terminal voltage of at least 1.75 volts/cell (battery 
voltage of 10.5 volts). In general, the higher the minute rat-
ing, the greater the battery’s ability to run your lights, DVD 
player, radio, and other accessories with the vehicle off before 
recharging is necessary.  

Customers want to feel confident that in the event of a bat-
tery failure, they will be covered with a good warranty. Most 
name-brand batteries currently on the market feature the lat-
est in power storage technology and offer high performance in 
extreme weather conditions, and back this up with very com-
petitive warranty programs.

For example, Interstate’s name-brand line includes the 
MT7 AGM Pure Matrix Power. This battery comes with a 
48-month free replacement warranty. This high-performance 
battery features 99.9% pure-lead absorbed glass-mat and is 
ideal for luxury cars, SUVs, and emergency vehicles with high 
power demands.

Interstate’s Megatron Plus is a High Cranking battery that 
comes with a 30-month replacement warranty. With high cold 
cranking  (CCA) ratings, it’s a top performer in cold weather.

Batteries:

MARKET FEATURE
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VDO REDI-Sensor Installer Kit 
Continental Commercial Vehicles & 
Aftermarket has introduced the VDO REDI-
Sensor Installer Kit for automotive techni-
cians. The new kit comes with one of each 
of the three REDI-Sensor sensor assemblies 
and four sensor service kits. The REDI-Sensor 
Multi-Application TPMS Sensor Program 
allows technicians to cover 85% of TPMS-

equipped vehicles without wait-
ing for parts delivery. All of 
the components in the kits are 
included in a special tackle box. 

Continental Commercial 
Vehicles & Aftermarket
www.redi-sensor.com

Vehicle-Specific Light Bars For 
Pickups, SUVs
PIAA has introduced a new line of compre-
hensive light bars for mounting auxiliary light-
ing on popular domestic and imported pickup 
trucks and SUVs. Some twenty part numbers 

will cover popular trucks from 
Ford, Chevrolet, GMC, Dodge, 
Jeep, Nissan, and Toyota, with 
coverage for some models as old 
as 2004. These new light bars 
from PIAA are engineered to 
be direct bolt-ons for the desig-
nated vehicles, and are supplied 
with all necessary hardware and 
illustrated instructions.
PIAA
www.piaa.com

Analogue Valve Spring Tester
Goodson Tools & Supplies for Engine 

Builders has introduced a new 
Analogue Valve Spring Tester. The 

new Analogue Valve Spring 
Tester features 600-pound 
capacity in 10-pound incre-

ments, 5” diameter Ashcroft 
quality analogue pressure gauge, 
and a Spring platform that handles 
springs up to 2” diameter x 4.5” 

overall height. The press assem-
bly is height-adjustable in 1/2” 
increments with pressing anvil 

adjustable in 1” increments; 
height is measurable in 1/16” 
increments; and the adjust-

able vertical scale rotates 180 degrees for 
left or right reading. 
Goodson Tools & Supplies
www.goodson.com

LED Forward Lighting
Peterson has entered the LED forward light-
ing market with the introduction of a new 
U.S.A.-designed, tooled, and manufactured 
7-inch round LED headlight. Peterson’s new, 
DOT-legal 701C 7-inch round headlight is a 
drop-in LED replacement for all PAR56 stan-
dard headlights, including popular H6014, 
H5024 and H6024 halogen sealed beams. It 

exceeds FMVSS-108 and CMVSS-108 require-
ments, and its construction and performance 
conforms to all applicable SAE standards.
Peterson Manufacturing
www.pmledheadlights.com

Headlight Lens Correction Kit
Meguiar’s has introduced a new  Headlight 

Lens Correction Kit that contains 
everything needed to beautify 

the headlights of any car, 
effectively eliminating light 
oxidation, general cloudiness, 
and surface scratches. The 
Headlight Lens Correction 
Kit  includes a four-oz. bottle 
of PlastX, three double-sided 
sanding discs with four dif-
ferent grits (1800D, 2400D, 
3200S and 4000S), a premium 
Meguiar’s microfibre towel, 

and a one-oz. sample of Meguiar’s 
Headlight Protectant. 
Meguiar’s
www.meguiars.com

Aftermarket Turbochargers 
Mahle Clevite now offers a complete line 
of turbochargers specifically for the after-
market, available in a range of sizes and 
types. Designed to enhance performance, 
reduce fuel consumption, and lower exhaust 
emissions, Mahle Original  turbochargers are 
available for high-performance and high fuel-
economy diesel and gasoline engines. Mahle 
Original  turbochargers feature high-speed 
compressor wheels to provide greater balanc-
ing precision, optimized speed stability and 
reduced running noise. Double piston rings 
on the rotor shaft reduce oil consumption and 
enhance protection against foreign particles. 
Additionally, turbine housings manufactured 
from high-tech materials provide greater sta-
bility and longevity. 
Mahle Clevite
www.mahleclevite.com

Continued on page 32
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“Smart” Emergency 
Tire Inflator
The Penray Companies, 
Inc.’s Penray Plus Tire Fix 
Plus emergency tire infla-
tor uses exclusive and pro-
prietary technology to pro-
vide motorists with greater 
value  and technicians with 
added assistance in execut-
ing a repair. In addition to 
providing emergency leak 
repair and tire inflation, Penray’s Tire Fix Plus system fea-
tures Leak Detective, an exclusive feature designed to leave 
an easily identified fluorescent mark at the location where 
it has sealed a leak. This makes it much easier for the tech-
nician to find the leak or leaks which are no longer hissing 
or blowing bubbles.
The Penray Companies Inc.
www.penray.com

Wiper, Engine Management 
Sensors
Bosch has added  59 new part numbers 
to the Bosch OE specialty wiper blade 
and engine management sensor 
categories, expanding coverage by 
more than 43.8 million new vehi-
cles. Bosch Gasoline Systems has 
released 10 new Mass Air Flow 
(MAF) sensors, including next-gen-
eration HFM7 (Hot Film Air Mass 
Meter) sensors. These sensors cover 
310,000 import vehicles including BMW, Mercedes, 
Audi, Volkswagen, and Porsche. Bosch has also introduced 
41 new engine management sensor part numbers – includ-
ing wheel, pressure, temperature, cam, crank, and knock 
sensors. The new numbers cover European and domestic 
vehicles including model years up to 2013, and extend 
Bosch coverage by 23.8 million new vehicles.
Bosch
www.bosch.com

Low-Copper Brake Pads
Federal-Mogul has introduced Wagner 
ThermoQuiet Ceramic brake pads featuring the first full-
line offering of 2021-com-
pliant low-copper for-
mulations. Recent legis-
lation in California and 
Washington State has 
mandated that copper 
content in friction for-
mulations be reduced 
below 5% (low-copper) 
by 2021. Federal-Mogul’s 
product development is well ahead 
of that requirement. Now featured in Wagner 
ThermoQuiet Ceramic pads, Federal-Mogul’s new Wagner 
OE21 low-copper formulations are 35% quieter and offer 
15% more stopping power and up to 40%  greater fade 
resistance than previous formulations.
Federal-Mogul
www.federalmogul.com
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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, 80 Valleybrook Drive, Toronto, ON M3B 2S9 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:

www.epicor.com
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Engine rebuilders looking to keep the machine shop floor 
moving in today’s economy have to be open to all types of 

rebuilds. From basic automotive repairs to high performance, 
marine, and industrial engine rebuilds, nothing should be 
turned away.

“We have found that we have to be extremely diversified. 
Basically, if it comes through the door, we’re going to work on 
it,” says Mark Shuppener, shop manager for Pendozi Machine 
Shop in Kelowna, B.C.

“The problem is in this economy, if you turn down a job 
you risk being limited to certain models, and it may become 

34

quite a downturn for you. We were fortunate to get some 
insight into what was happening a few years ago and have been 
able to diversify,” explains Shuppener.

Shuppener says he has seen about a 30% decline in the 
number of machine shops in his area. “Even five or 10 years 
ago, it was a completely different market from today. Back 
then, we used to inventory engines that were more popular 
that we thought would come up. Some did and some didn’t. 
Now we find basically that anything that comes through the 
door, we get components for it. We don’t turn anything away 
– industrial, automotive, marine, performance and compressor 
work. The only thing we haven’t gotten into is electrical and 
rotary engines,” adds Shuppener.

The Pendozi Machine Shop is now seeing some of the later 
model engines begin to trickle in for cylinder head work and 
some bottom-end work. According to Shuppener, the used 
engine market has grown from 10% to about 50% of the 
market. “The engines are lasting a lot longer now – 400,000 
to 500,000 kilometres is normal if it is properly maintained, 
compared to older engines that would only go 200,000 kilo-
metres and would need to be rebuilt,” he explains. 

“There is still the risk with the used engine market of not 
knowing the prior owner or how the engine was maintained. 
With a rebuild, you at least have control over what has trans-
pired inside the motor and what’s been done,” adds Shuppener.

“The light-duty automotive business is pretty much gone. 
There are just too many good, low-mileage used engines that 
are being put out on the market by insurance companies that 
write off cars because they are too expensive to fix once the 
airbags have blown the dashboard,” explains Rick Miller, 
president of engine parts buying group E.R.I., which serves 
machine shops and jobbers across Canada.

Action Parts in Medicine Hat, Alta., which has a large 
farming industry, has also learned the value of diversifica-
tion. “We are located between agriculture and the oil fields, 
so our work tends to fluctuate depending how these markets 
are doing,” explains Jim Cameron, machine shop manager for 
Action Parts.

“We have diversified quite a bit from the traditional every-
day automotive work. We have gotten into more agriculture 
and industrial rebuilds. We are finding the way OEMs are 
having their warranty programs set up, that by the time the 
engines do need repair, they are usually not repaired but 
replaced by a low-mileage used motor,” adds Cameron. “We 
do have a fairly strong business in the diesel market. The 5.9 
and 6-litre Fords and the Duramax engines are popular out 

Engine Rebuilding:

For the Counterperson October 2013

Engine Rebuilding Trends:
Diversification, Sourcing Is Key

By Steve Pawlett

NEED DRIVELINE PARTS?
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If there was a simple thing you could do to help protect all you have invested in your car, would you?

Every day your engine is under attack from abrasion and corrosion. Change your motor oil to Chevron Havoline® 

with the Deposit Shield® formulation. In tests, Chevron Havoline delivered 30% more protection from corrosion 

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

 AN INVESTMENT
WORTH PROTECTING
Havoline® with Deposit Shield®

*Compared to the API standard. See our test results on Havoline.com

Havoline.com
 PROTECT WHAT MATTERS™

© 2013 Chevron Canada Limited. All rights reserved. All trademarks are the property of Chevron Intellectual Property LLC.
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RED-L DISTRIBUTORS LTD

9727-47 Ave.
Edmonton AB  T6E 5M7
Tel: (780) 437-2630

OAKPOINT 
OIL DISTRIBUTORS

33-A Oakpoint Hwy.
Winnipeg MB  R2R 0T8
Tel: (204) 694-9100

THE UNITED SUPPLY 
GROUP OF COMPANIES

2031 Riverside Dr.
Timmins ON  P4R 0A3
Tel: (705) 360-4355
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R. P. OIL LTD

1111 Burns St. East 
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2320 Métropole
Longueuil QC  J4G 1E6
Tel: (450) 679-8866

NORTH ATLANTIC 
PETROLEUM

29 Pippy Place 
St. John’s NL  A1B 3X2 
Tel: (709) 570-5624

Chevron Products 
are available 
from the following 
locations: 

CHEVRON CANADA LTD

1500-1050 Pender St. West.
Vancouver BC  V6E 3T4
Tel: (604) 668-5735

LORDCO AUTO PARTS

22866 Dewdney Trunk Rd.
Maple Ridge BC  V2X 3K6 
Tel: (604) 466-4162
Toll Free: 1 (877) 591-1581

NORTHERN METALIC 
SALES (GP)

9708-108 St.
Grande Prairie AB  T8V 4E2
Tel: (780) 539-9555

HUSKY ENERGY 
CORPORATION

707-8th Ave. S.W.
Calgary AB  T2P 1H5
Tel: (403) 298-6709

UFA

4838 Richard Rd. S.W. 
Suite 700 
Calgary AB  T3E 6L1
Tel: (403) 570-4306
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Edmonton AB  T5L 3B2
Tel: (780) 451-4373
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here due to the industries we 
have.”

Since word has gotten out 
that Action Parts rebuilds indus-
trial diesel engines and tractors, 
it’s begun to build a name for 
itself in this sector. “It’s surpris-
ing how many people now come 
to us for this work. We’ve had to 
add more equipment to do this 
work. It’s just bigger and heavi-
er and harder to work on. You 
don’t just carry a John Deere 
cylinder head under your arm,” 
jokes Cameron. “The big thing 
with this kind of work is not so 
much the cost but the timing. 
Most need it fixed right away, 
and fixed properly, because this 
is their livelihood.”

Pendozi recently had a 
long-term project on a 1928 
Seagrave engine. It took them 
12 months and about 180 
hours to complete. “Every 
single component we had to 
machine or custom-manu-
facture from scratch, with 
the exception of the piston 
rings,” says Shuppener. “We 
had a lot of situations where 
we machined new valves and 
modif ied guides to make 
them work in this situation.” 
A unique feature of the 1928 
Seagrave engine is that it is 
designed with the valve train 
exposed. “The customer was 
very pleased with the end 
result and that’s what counts,” 
adds Shuppener.

“This year has been quite 
busy for us; we dropped off a 
bit this last month but the first 
eight months of the year have 
been good. We attribute this 
to the fact the economy is bet-
ter now and the oil fields are 
busy and the logging industry 
is coming back,” says Shup-
pener.

Part sourcing is anoth-
er challenge facing engine 
rebuilders in Canada. “Back in 
the late ’80s and early ’90s we 
had three engine parts ware-
houses in Kelowna alone, and now there is not even three in 
Canada,” adds Shuppener.

“Shipping parts up from the U.S. is one of our biggest costs 
now,” says Cameron. “With parts from other U.S. sources, 
you are incurring those extra brokerage and shipping costs 
that you now have to pass on to the customer. I explain to my 
customer the cost of the part is X dollars and the freight is this 
much so they fully understand the costs of the job. In some 
cases the shipping costs can triple the cost of the part.”

Continued from page 34

“Engine work comes in 
waves and it has been pret-
ty steady lately,” says Frank 
Vrensen of Sumner Engine 
and Machining Inc. of Monc-
ton, N.B.  “We work mainly 
on marine and industrial 
engines and do very little auto-
motive work here. We are a 
member of E.R.I., so we buy 
most of our parts through 
them, but some parts we have 
to get out of the U.S.,” adds 
Vrensen.

 “There was a time when 
you could pick and choose 
what you wanted to work on, 
but not anymore. Anyone that 
says that now is a dinosaur and 
will be out of business,” adds 
Miller. “The shops that have 
diversified to survive to this 
point, will continue to do so in 
the future.”

And the future is bright 
for machine shops willing to 
invest in the needed equip-
ment and diversify into other 
markets in their area, accord-
ing to Miller.

“There will continue to 
be a lot of work in marine, 
industrial, and agriculture. 
That type of work isn’t going 
away. The restoration and 
performance businesses are 
also holding their own and 
will continue to do so into the 
future,” adds Miller.

 “For the shops that are 
still here, the work has not 
increased.  It has decreased 
overall, but with the lesser 
competitors going out of 
business, the work they leave 
behind makes up for the slack 
that the existing shops have 
lost,” explains Miller.

According to Miller, the 
over-saturation of shops will 
continue to show some redun-
dancy, but it should level off in 
a couple more years.

“There is a lot of steady 
repair work with f leets and 
rental vehicles, but you have to 

have the proper equipment. The technologies have changed a 
lot with the newer motors. Some of the equipment from days 
gone by will not give sufficient surface finishes and the accu-
racy required with the newer motors. So by attrition, shops 
that don’t invest in the newer equipment will drop off because 
they can’t or won’t make the investment in newer equipment 
and perform the functions properly. You’ve got to be willing 
to invest in technology and in training and information access 
to survive in this market,” concludes Miller.

The future is bright for machine shops willing to invest in the needed 
equipment and diversify into other markets in their area.
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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
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

  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  
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Across Canada.
Every month.
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call toll free from Canada  
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Editorial
Comment

D
on’t think for a minute that I don’t recognize the rising need for every-
one in this industry to understand the technological challenges that face 
it.

There is a coming wave of ever more sophisticated vehicle systems that 
will tax every individual’s capabilities, from the bay right up to the engi-

neering labs of our most sophisticated aftermarket suppliers.
Telematics, accident avoidance systems, Vehicle-to-Vehicle (V2V) communication, 

vehicle-to-infrastructure (V2I) communication, or self-driving vehicle technology 
HUD for data about objects in real time, will join (now sounding old hat, but still on 
the horizon) evolving hybrid and electric vehicle technologies to keep our brightest 
minds hopping.

I’ll bet that if you hosted a seminar on self-driving vehicle technology, you’d prob-
ably pack the place. And with the right approach and press, you’d probably even get 
a politician or two to attend. It would be an awesome thing to excite your community 
about. It would probably even elicit critics from around the block, talking about so-
and-so heard that they crashed in testing, and so on, igniting a debate that could last 
for some time. It would, as they say, “have legs.” But it would do absolutely nothing for 
your customers other than pique their interest. 

Judging from the demographics of the service professionals, very few will be still in 
a bay by the time they are in wide use – never mind that they wouldn’t hit aftermarket 
outlets until years later.

The reality is that even the most popular hybrids out there make up a very small 
proportion of the vehicle population; and other than those organizations with a 
hybrid taxi fleet as an account, hybrids will be few and far between for most service 
outlets. This is not to say that we should ignore all these developments, but they need 
to be kept in perspective.

I have to hand it to the founders of the recently created Automotive Aftermarket 
Suppliers Association Telematics Council for positioning it as being a factor to consid-
er about 20 years down the road. That sounds about right to me (even though we’ve 
seen OnStar and its other branded siblings for a decade and a half).

The fact is that far too few technicians, counterpeople, and jobbers thoroughly 
understand the systems on vehicles that are currently filling aftermarket service bays to 
waste valuable training resources on the admittedly cool future ahead.

The simple fact is that the vehicles jamming our roads only seem mundane because 
we’re used to seeing them, but they are still incredibly sophisticated vehicles that take 
training and patience to understand. 

OBD-II may be a teenager, but it’s not the same as it was in the 1990s. Mention 
Mode 6 data (also not new, but evolving) to a technician and they will know what 
you’re talking about, but dig a little deeper and on balance, I believe you’ll find that 
their understanding is often skin deep and they rely on their deductive powers, rather 
than solid training and understanding, to analyze what’s going on when emissions sys-
tems go wrong.

So I am urging the aftermarket to push for and deliver training that meets the 
needs of the service professionals and those who serve them, and leave the world of 
tomorrow to the folks who can afford to speculate about what the future might hold. 
This industry doesn’t have that luxury: it has cars to fix today. 

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

HIGH TECH,  
HERE AND NOW

NEXT MONTH

Jobber Technology  
Putting data to work for 
you; Wheel Bearings and 
Seals; Winter Chemicals 
and Additives.
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/pages/AutoServiceWorldcom/
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Twitter: Andrew Ross (@
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There are GE NIGHTHAWK™ products for nearly everything 
on wheels – from long-lasting LEDs to xenon-charged 
headlamps that focus up to 120% more light on the road.* 
Give your customers the benefi ts of advanced technology 
from a leader in automotive lighting:  

DELIVER 
MAXIMUM LIGHT 
AND BETTER PERFORMANCE

GE NIGHTHAWK™ is a trademark of GE. ©2013 GE.
*GE NIGHTHAWK™ XENON halogen lamps focus up to 120% more light in an 

area illuminated with more than 15,000 candelas in light intensity compared to 
a standard halogen headlamp bulb. Specific light levels vary by bulb type and 

headlamp assembly.

Give your customers the benefi ts of advanced technology 

• Superior light quality 
• Exceptional visibility
• Lasting performance 

To learn more about the full line, 
including GE NIGHTHAWK™ XENON, speak to your 
GE Automotive Representative or go to www.gelighting.com. 
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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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