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Advance Auto Parts, Inc. has entered into a 
definitive agreement to acquire General Parts 
International, Inc. (GPII). Industry analysts 
say this is just the beginning of a consolidation 
trend in the automotive aftermarket.

GPII, the largest Carquest member, is also 
the parent company of Carquest Canada.

The transaction creates the largest auto-
motive aftermarket parts provider in North 
America, with annual sales of over $9.2 billion 
and more than 70,000 team members. The 
strong combined financial profile allows for an 
all-cash transaction and supports Advance’s com-
mitment to maintain its investment grade rating. 
The acquisition of GPII will accelerate Advance’s 
growth strategy and enhance shareholder value 
through a number of strategic benefits.

Darren Jackson, chief executive officer  
of Advance Auto Parts, states that O. Temple 
Sloan, III, president of General Parts 
International, Inc. will continue as president of 
GPII, reporting to Jackson, and is expected to 
join the Advance Auto Parts board of directors. 
The combined company will be headquartered 
in Roanoke, Virginia, and will continue to 
maintain a presence in Raleigh, N.C., where 
General Parts has been headquartered.

“This transformational transaction provides  
a compelling strategic opportunity for Advance 
to expand our geographic presence and com-
mercial capabilities to better serve customers. 
The addition of 1,246 company-operated stores 
and 1,418 independently owned Carquest loca-
tions provides us with an immediate platform 
and scale across North America, full market 
coverage, and the opportunity to position our-
selves as the market leader in the commercial 

Advance Auto Parts Acquires General Parts 
International, Inc.
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Anco Profile Beam Blades 
Offer Nearly 100% 

Coverage 
Anco Wipers has 

introduced an enhanced 
range of Anco Profile 

beam (flat) wiper blades 
with several new features 
that help ensure best-in-
class performance and 
provide nearly 100% 

coverage of late-model 
vehicles with just 12 SKUs. 

Anco Wipers are the 
official wiper blade of the 
National Hockey League.

*    *    *

Conti Tech Accessory 
Drive System Service 

Poster 
CRP Automotive has  
developed a special 

ContiTech Accessory 
Drive System Service 

Poster, which is part of  
an overall support  

program for its 
ContiTech Serpentine 

Belts and Accessory  
Drive Kits.

business. We believe the combination of the 
two companies is a great fit and the synergy of 
GPII’s assets with our capabilities will allow us to 
capitalize on market opportunities that will cre-
ate value for our shareholders and provide even 
better service to our customers. We welcome 
and look forward to working with the talented 
leaders and team members from GPII,” says 
Jackson.

With the ink barely dry on this mega-deal, 
Frost & Sullivan analyst Stephen Spivey says he 
expects more merger and acquisition activity to 
occur in the automotive aftermarket arena.

Spivey, Frost & Sullivan’s aftermarket pro-
gram manager, says Advance Auto’s acquisition 
of GPII’s Carquest distribution chain is just the 
beginning of an accelerating trend of consoli-
dation in the automotive parts aftermarket.

“Carquest was the fifth-largest parts distribu-
tor in North America and the acquisition now 
makes Advance Auto the largest participant in 
this market, both in terms of store locations and 
revenue,” explains Spivey.

“The buyout also dramatically enhances the 
role of retailers in the aftermarket. With a two-
step distribution structure that includes overseas 
purchasing teams, companies such as Advance, 
AutoZone, and O’Reilly Automotive have taken 
market share away from traditional wholesale 
distribution groups, such as Carquest,” says Spivey. 
“The result will be a continuing spiral of acquisi-
tions of independent warehouse distributors by 
larger market participants to remain competitive.”

The transaction is subject to regulatory 
approvals and customary closing conditions 
and is expected to close by late 2013 or early 
2014.

Vast-Auto Adds Patterson Auto Parts
Vast-Auto Distribution 
Ontario has announced 
that  Patterson Auto Parts 
of Sterling, Ontario,  owned 
by Dan Patterson, is Auto 
Value’s newest store.

At the age of 19, Patterson 
opened a small car lot in 
Sterling, using a credit card 
to finance the three to six 
vehicles on the lot. As time 
went by, he found himself 
turning down customers 
because he did not have a 
supplier for parts they were 
looking for.

After some research 
and phone calls, he finally 
connected with Vast-Auto 
Distribution. Patterson 

recently built a brand new professional-looking showroom under the Auto Value brand. 

Left to right: Steve Azzopardi of Vast-Auto; Rob Weese and Dan 
Patterson, Patterson Auto Parts; and Jack Brooks, VP business 
development, Vast-Auto.
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Bosch Expands Engine 
Management Portfolio 

Robert Bosch has expanded 
coverage of gasoline fuel 
injectors for domestic, 

Asian, and European appli-
cations with 11 new gaso-
line direct injector (GDI) 

part numbers covering 
4.1 million new vehicles 
in operation and 12 new 

gasoline port fuel injector 
part numbers covering 
2.4 million new vehicles 
in operation. Coverage 

includes Audi, VW, BMW, 
Cadillac, Chevrolet, Ford, 
Infiniti, Mazda, Mercedes-
Benz, Mini Cooper, and 

Porsche.

of awareness among repair professionals on 
the value of specifying and installing high 
quality premium parts on customers’ vehicles. 
KnowYourParts.com, the website for the cam-
paign, receives thousands of repair professional 
visitors every month. It is an excellent platform 
from which to launch the new Hub and Wheel 
Bearing campaign, according to Hanvey.

What Youth Think About the 
Skilled Trades

The Canadian Apprenticeship Forum/Forum 
canadien sur l’apprentissage (CAF-FCA) provides 
fresh insights into the way youth across Canada 
perceive the skilled trades in its latest report, 
Apprenticeship Analysis: Youth Perceptions of Careers 
in the Skilled Trades.

The current skilled trade shortage, combined 
with the demographic crunch as baby boomers 
retire, has raised expectations around recruiting 
the next generation. A key element to attracting 
young people to this sector is understanding how 
their perceptions and attitudes about a career in 
the skilled trades affects their career decisions.

In this report, CAF-FCA documents the 
findings of a national survey with more than 
800 students across Canada in spring 2013, and 
compares the results to findings from a parallel 
investigation in 2004.

“CAF-FCA members have placed a high 
priority on raising awareness among young 
people about apprenticeship, trade certifica-
tion, and career opportunities in the skilled 
trades.  Apprenticeship remains a first-choice 
solution to addressing skills shortages,” says CAF-
FCA executive director Sarah Watts-Rynard. 
“Over the last decade, the apprenticeship 
community has expended tremendous resources 
on this effort. Gauging how youth perceive the 
trades today tells us where we’ve seen successes 
and provides a roadmap to inform future 
initiatives.”
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Continued on page 8

AASA Launches Hub Bearings 
Quality Awareness Campaign

The Automotive Aftermarket Suppliers 
Association has launched a new marketing 
campaign as a part of its successful “Know Your 
Parts” program focused on the hub bearing 
category.

The hub bearing campaign is the first in a 
series of category-specific campaigns designed 
to educate technicians, shop owners, service 
writers, and other industry repair profession-
als on the value of installing only quality pre-
mium parts. The campaign is funded and 
sponsored by AASA and member hub bearing 
suppliers SKF, Timken, NTN, Federal Mogul 
(Moog), Schaeffler (FAG), and Brake Parts Inc. 
(Raybestos).

The new campaign kicked off in October 
and will run for three months. It will be multi-
channel with a dedicated micro website, print 
ads in targeted trade publications, digital 
banner ads, a fully mobile optimized site, a 
strong social component and major presence at 
AAPEX, the industry’s largest trade show.

The site features unique articles, graphics, 
and videos as well as informative content from 
sponsor companies. All of the content educates 
the repair professional audience on the benefits 
of installing only quality hub bearings. Those 
benefits include durability, proper ABS function, 
and elimination of noise and vibration in vehicle 
operation.

“Hub bearings is a logical place to start for 
our new category-specific strategic focus,” says 
Bill Hanvey, AASA vice-president, programs and 
member services. “The benefit of installing a pre-
mium product may not be initially perceived, but 
in the long run a premium product would prove 
its value through longer service life and better 
performance to both the vehicle owner and the 
service technician.”

The “Know Your Parts” program, launched 
at AAPEX in 2009, has generated a good deal 
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Continued from page 6

Survey results indicate youth are more open 
to considering a skilled trade career than they 
were in the past, are more aware of career 
options, have better access to information, and 
value the contribution of tradespeople.

“We can definitely see improvement in youth 
awareness and attitudes,” Watts-Rynard says. “At 
the same time, we’re seeing the need for stronger 
messages around opportunities for women and 
better outreach to parents and others who provide 
career direction to students.”

Read the full report at www.caf-fca.org.

Canadian Used Car Prices 
Strengthen: Scotiabank Global 

Auto Report
Global car sales gained momentum during the 
summer with a 6.5% year-over-year increase in 
July and August, up from a 4% advance in the 
first half of the year, according to the latest 
Scotiabank Global Auto Report.

“The improvement reflects double-digit 
advances in the U.S. and Asia, especially China 
– the world’s largest and fastest-growing auto 
market,” says Carlos Gomes, Scotiabank’s senior 
economist and auto industry specialist. “In 
Canada, car and light truck sales set a third con-
secutive monthly record in September. In addi-
tion, used car prices picked up in early October 
alongside the recent expiry of enhanced incen-
tives on several new vehicles, and will remain 
strong in coming months due to ongoing tight 
supplies of pre-owned models.”

Highlights in the report include:
•  Incentives on new cars and light trucks surged 

during the summer in Canada, reducing 
new vehicle prices by 5% since the opening 
months of 2013. This represents the fifth 

 
Mobile App Speeds Repair 

Process 
Federal-Mogul has intro-

duced a powerful free 
mobile app designed to 

help automotive  
service providers increase 
operational efficiency. The 

“SmartChoice Mobile” 
app enables users to utilize 
their iPhone or Android 
devices to instantly access 

the latest parts information 
for virtually any passenger 

car or light truck and  
communicate detailed 

inspection findings. 

*    *    *

Matco Tools Product 
Launches

Matco Tools’ product 
lineup now includes the 
MSCX service cart and 
the 18-volt, 3/8-inch 

Cordless Impact Wrench 
Kit. The MSCX service 
cart offers 16,458 cubic 

inches of lockable storage 
capacity and the 3/8-inch 
impact wrench generates 

up to 230 ft. lbs. of  
working torque.
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consecutive year that automakers have boosted 
incentives on new vehicles to spur sales.

•  Similar to Canada, a shortage of used cars 
and light trucks is also being felt in the U.S. 
As a result, the number of pre-owned vehicles 
imported into Canada from the U.S. has 
dropped sharply.

•  However, after several years of fewer vehicles 
coming off-lease in both countries, some 
loosening will begin in 2014, as the new 
vehicle sales recovery finally increases the 
supply of pre-owned models for the first time 
since 2009.

Heavy Precipitation Spurs 
Windshield Wiper Growth

The good news for windshield wiper manufac-
turers and retailers is that heavy precipitation 
in the first half of the year resulted in a lot of 
wiper sales. The not-so-good news is that heavy 
precipitation in July didn’t get the same result, 
finds The NPD Group, a leading global infor-
mation company.

Through April 2013 the wipers category was 
the fastest growing do-it-yourself automotive  
category out of 29 categories tracked by NPD’s 
Retail Tracking Service, which monitors sales of 
automotive products from 25,000 retailers across 
the mass and automotive specialty channels. 
NPD reports that the monthly sales of wipers 
correlated with the amount of precipitation each 
month until July.   Wipers growth slowed in July 
falling to the #15 category position at 1.9% dollar 
volume growth versus last year, despite NOAA 
reporting that July was the fifth wettest July in the 
past 119 years.

8 JOBBER NEWS / NOVEMBER 2013

Continued on page 10

Honeywell Friction Materials Honoured 
The National Pronto Association recognized 
Honeywell Friction Materials as its 2013 “Supplier 
of the Year” and “Partner of the Year” at the 
group’s recent annual meeting.

The event, which took place on Sept. 17, in San 
Antonio, Texas, brought together more than 800 
Pronto participants, all of whom were asked to 
vote on which suppliers should receive the eight 
vendor awards presented during the event.

The National Pronto Association, an 
organization of independent automotive 
aftermarket warehouse distributors, auto parts 
stores, and auto service centres, has members 
throughout the United States, Puerto Rico, 
Mexico, and Canada. 

The Supplier of the Year Award recognition 
was based on the Bendix team’s ability to 
deliver on product quality, profitability, delivery 
performance, service, support, marketing, 
technology, and manpower. This is the second 

year in a row that Honeywell received this honour.
The Bendix team also won The Partner of the Year Award, based on the company’s 

efforts to help members grow sales and profitability, as well as assist with local market-
place challenges.

The National Pronto Association recognized 
Honeywell Friction Materials as its 2013 
‘”Supplier of the Year” and “Partner of the 
Year” at the group’s recent annual meeting. 
(Left to right:) Mauricio Montero, sales  
manager at JM Garcia; Dennis Grau, 
Bendix national sales manager; Grif 
Jordan, Bendix product marketing  
manager; Mike Mohler, AAP vice-president; 
Jim Kelley, Bendix director of sales; Juan 
Ahumada, Bendix account executive.
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The Automotive Industries Association (AIA) of 
Canada has announced several appointments, 
promotions, and role redefinitions at its nation-
al headquarters in Ottawa. The first of these 
changes is the promotion of Andrew Shepherd 
to senior director of industry programs and 
executive director of I-CAR Canada. In this 
capacity, Andrew will continue to oversee the 
I-CAR training program and direct AIA’s overall 
collision sector strategies, but he will now also 
manage all of AIA’s market research efforts 
in collaboration with the Market Research 
Committee. As announced in August, Leanne 
Jefferies has now officially joined AIA’s colli-
sion team as director of collision programs, 
and will work to organize and administer the 
Canadian Collision Industry Forum and to help 
expand the Association’s role and involvement 
in the collision industry across Canada. Therese 
Santostefano has been promoted to senior 
director of operations and finance and execu-
tive director of the Heavy Duty Distributor 
Council (HDDC). HDDC recently renewed its 
management contract with AIA following a very 
successful inaugural year, and Therese will con-
tinue to assist the Board and be responsible for 
all activities of staff in relation to the day-to-day 
management of HDDC. She will also continue 
to oversee all of AIA’s operational and financial 
activities. As of October 1st, Jason Kerr will now 
act as manager of government relations, and 
will focus all of his energy on building part-
nerships with all levels of government across 
the country, providing input to various policy 
working groups and working on issues such as 

APPOINTMENTS

Continued from page 8

SBI 30th Anniversary 
Catalogue

SBI has released its 30th 
Anniversary edition 

2013 valve train parts 
catalogue. The 2013 

catalogue includes more 
than 200 additions to its 
comprehensive line of 

cylinder head parts since 
its previous catalogue in 
2010, as well as a 32-page 
supplemental catalogue 
insert of K-Line Bronze 
Bullet-brand valve guide 

liners.

telematics, provincial inspection programs, and 
the Canadian Automotive Service Information 
Standard (CASIS). As part of this same restruc-
turing, AIA has announced the appointment of 
Jennifer Stewart to the position of manager of 
communications, a newly created position that 
will oversee all communications-related strate-
gies, projects, and programs on behalf of the 
Association. Many members may be familiar 
with Jennifer, as she has worked closely with 
AIA for the past 18 months as a senior con-
sultant on several government relations and 
communications initiatives. Jennifer will now 
bring her wealth of experience and expertise 
in communications and media relations to AIA 
on a more regular basis by working closely with 
the communications team starting October 1st. 
Lisa Leblanc-Hébert has also been promoted 
to senior coordinator of membership and pro-
grams. This spring Lisa took on a number of 
new responsibilities within the membership 
and programs department, and her new title 
now reflects those added responsibilities. Lisa 
will work more closely with members from 
coast to coast on all related membership ser-
vice programs. Finally, in addition to her work 
as assistant to the president and CEO, Didina 
Kyenge will now assume responsibility for the 
administration of AIA’s scholarships and the 
maintenance of committee, council, task force 
and division listings in AIA’s new CRM data-
base. Didina will work more closely with the 
membership team to ensure that members are 
well served at all times.

NEWS AND 

INFORMATIONAA

NOVEMBERNOVEMBER

OVER THE 
COUNTER
OVER THE 
COUNTER

Two lucky winners and their 
guests joined representa-
tives from Raybestos brand 
brakes at the Sprint Cup 
Series race in Charlotte. The 
race weekend was the grand 
prize in this year’s Raybestos 
brakes “Go Green” sweep-
stakes and promotion.

Keith Penner, a represen-
tative from Raybestos brand brakes, recounted 
some weekend highlights. “We were set up with 
box seats and we enjoyed a great buffet of food 
and beverages. We were also able to go down 
to the track and tour pit road,” said Penner. 
The group was able to get pictures, view the 
cars up close, and see the teams prepare for 
the evening’s race. The group also had a brush 
with The King. “Just before the race, the group 
took the elevator up to the tower box seats and 
Richard Petty joined them on the elevator. We 
had a great time and developed some new 
friendships,” adds Penner.

For Christopher Roy Clarke from the 
Stop’N Steer shop in Thunder Bay, Ontario, 

it was his first race ever. “It 
was unreal,” he said. “To be 

there live and visit pit road was an incredible 
experience.”

Shari Ann Klindt of Boubin Automotive in 
Iowa City, Iowa, said the highlight of the trip 
was the race. “On Saturday night they were 
very close to setting a new track record for 
the highest overall average speed at Charlotte 
Raceway, but there was a caution flag near the 
end. The driver who held the lead and was 
expected to win [Kasey Kahne] got pushed 
back a few spots and a different driver [Brad 
Keselowski] won the race.”

The winners also went down to pit road and 
saw a performance by the Goo Goo Dolls.

Winners of Raybestos Brakes “Go Green”
Promo Go to the Races

Raybestos “Go Green” winners. 
Shown left to right: Christopher 
Ray Clark (winner), Jordan Rae 
Riggenback, Shari Ann Klindt 
(winner), and Richard Jospeh 
Oloughlin.
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T here are few repairs where the inferior quality of the parts 
can become apparent to the customer in a more dramatic 
fashion than with hub bearing replacement: front-end 

noise and vibration is very disturbing to drivers. The customer’s 
annoyance will likely be directed at the shop that installed the 
hubs, because they naturally expect the shop to 
steer them in the right direction when it 
comes to quality components. 

By recommending quality 
wheel hub bearings, jobbers 
can avoid these comeback 
nightmares. Given the 
growth of the aging car 
park “sweet spot,” there is 
ample opportunity for mar-
ket growth in this category – 
by stocking and selling pre-
mium name-brand bearings 
and wheel hubs, and educat-
ing customers on the impor-
tance of preventative maintenance 
using quality components.

The Automotive Aftermarket Suppliers Association (AASA) 
recently launched a new marketing campaign as a part of its 
successful “Know Your Parts” program that focuses on the hub 
bearing category.

“Customers who avoid or delay maintaining their vehicles 
pose a potential safety risk to themselves, their families, and 
everyone travelling on roads and highways,” says AASA presi-
dent and CEO Bill Long. “AASA strongly supports addressing 
the issue of unperformed/underperformed maintenance 
through continued consumer education and reasonable, safety-
friendly, and cost-effective vehicle inspection programs.”

The hub bearing campaign is the first in a series of category-
specific campaigns designed to educate technicians, shop owners, 
service writers, and other industry repair professionals on the 
value of installing only quality premium parts. The campaign is 
funded and sponsored by AASA and member hub bearing sup-
pliers SKF, Timken, NTN, Federal Mogul (Moog), Schaeffler 
(FAG), and Brake Parts Inc. (Raybestos).

The new campaign kicked off in October and will run for 
three months. It will be multi-channel with a dedicated micro 
website, print ads in targeted trade publications, digital banner 
ads, a fully mobile optimized site, a strong social component, 
and major presence at AAPEX.

The site features unique articles, graphics, and videos as 
well as informative content from sponsor companies. All of 

the content educates the repair professional audience on the 
benefits of installing only quality hub bearings. Those benefits 
include durability, proper ABS function, and elimination of 
noise and vibration in vehicle operation.

“We’ve had success with the Know Your 
Parts campaign to date,” says Bill 

Hanvey, AASA vice-president, 
programs and member 
services. “It is was time, 
however, for us to take the 
message to the next level 
and provide service provid-
ers and consumers alike a 
resource that provides the 
information they need to 

make an informed product 
decision.” 

Along with the launch of 
the new hubs campaign, AASA 

has refreshed and re-launched 
the Know Your Parts site. The 

refreshed site features a video player and 
will be mobile-friendly. In addition, the association plans to 
increase social marketing efforts for the program.

“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 services. 
“Although unperformed maintenance has declined by approxi-
mately $1 billion year over year, it remains near a record high.”

There is potential good news for future aftermarket 
growth, McCarthy explains. “Stronger economic growth and 
increased employment could reduce the cyclical component 
of unperformed maintenance, reducing the total and helping 
the industry continue to grow.” 

Lower quality hubs can cause excessive front-end noise 
and vibration. There are several reasons for this, but primarily, 
it is caused by a lesser hub design and the use of heavier com-
ponents. This saves money initially, but can be very costly 
for the shop that loses a customer due to annoying clicking 
noises or excessive front-end vibration.

In addition to heavier components, value-grade hubs 
generally use lower-quality steel for their bearings. This often 
leads to bearing raceway spalling at as little as 1,600 km of driving. 
This can cause the hub noise and vibration that can drive 
customers away for good. 

Inferior steel will cause raceway spalling, creating noise and 
vibration in the wheel. A wheel bearing out of adjustment can 
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reduce bearing life and can affect more than just the bearing: it affects the operation 
and service life of the spindle, wheel seal, and brake components. It is important to 
adjust the wheel bearing end play to the proper specifications. If the bearing set is 
adjusted too loose or too tight, it can cause the bearing to fail prematurely. 

The hub is directly affected by the condition of the bearing. The driver may first 
notice a noise coming from the wheel of the vehicle when the steering wheel is 
turned. There will be noticeable end play when the wheel is unloaded. A check using 
a dial indicator will show an end play greater than 0.100 mm (0.004 inch). Bearing 
end play can also affect a wheel speed sensor and cause an intermittent ABS trouble 
code. If the bearing flange has a runout, that runout will be magnified at the rotor 
friction surface. A runout of 0.00254 mm (0.0005 inch) at the bearing flange could 
result in a 0.0025 mm (0.001 inch) runout at the rotor friction surface.

The wheel bearing is the most critical component of the braking system.  It 
positions the wheel and rotor to the caliper, the wheel and drum to the backing 
plate, and controls the input to the wheel speed sensor. As electronic stability 
control (ESC) braking systems become more complex, the wheel bearing will 
still be the central component to the system’s operation. With the introduction 
of the electronic wedge brake (EWB) just around the corner, the caliper, wheel 
speed sensor, and chassis controller will become the ABS system. These changes 
will require greater care in the servicing of the total suspension system.

To avoid comeback headaches, jobbers should always carry a wide selection of 
quality bearings and hubs. Refresh your knowledge on hub bearings by visiting the 
AASA site for the Hub Bearings campaign at: http://www.knowyourparts.com/hubs.
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Signs Of A Worn Wheel Hub Bearing

Signs of a worn wheel hub bearing vary in severity. Some may be difficult 

to detect, leading to damage before corrective action can be taken. The 

time frame in which damage occurs is linked to driving conditions and/or the 

mechanical practices that were followed at installation. Noise is a classic sign of 

a bad wheel bearing or wheel hub bearing. Here are some indicators of a worn 

wheel hub bearing or other wheel-end damage:

• Snapping, clicking, or popping. 

This can indicate a worn or damaged outer CV-joint. However, it also can 

be related to excessive bearing endplay, usually associated with inadequate 

clamping. This noise is typically heard when cornering or making sharp turns.

• Grinding when the vehicle is in motion.

Typically, this means there is mechanical damage in a wheel-end system. 

Related to a bearing, it means a loss of integrity such as roller or raceway 

damage. The noise is normally heard when turning or when there is a shift in load.

• Knocking or clunking.

This can signal excessive play in the CV-joints or U-joints. It also can be caused by 

excessive backlash in the differential gears. This is not generally associated with 

bearings and is normally heard either when shifting from changing directions, such 

as from forward to reverse or transitioning from accelerating to coasting.

• Humming, rumbling, or growling.

These noises are normally associated with tire, electrical, or drivetrain components. 

If bearing-related, the noise or vibration is present when driving in a straight line, but 

intensifies when turning the steering wheel slightly to the left or right. Typically, the 

side opposite the rumbling is the defective side.

• Wheel vibration and/or wobble.

This is generally associated with a damaged or worn tire, wheel or suspension 

component, or severe chassis misalignment. When related to the hub or bearing, 

this normally indicates the loss of clamp or a bearing with extreme mechanical 

damage. It also can occur when lug nuts are not properly torqued.
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MONEY &
MANAGEMENT

In the last century, the world was transformed 
by technological innovations – antibiotics, 

jet travel, telephone, television, computers, the 
Internet. Man has walked on the moon and 
decoded the human genome. Life expectancy 
has soared. Agriculture has advanced to where 
the world can feed a global population that 
has more than tripled. Productivity in the U.S. 
has multiplied by five or six times, an average 
increase of 2% a year, and Canada and most 
other countries are catching up fast.

By comparison, the march of technologi-
cal progress has been uneven across different 
sectors. Change has been far more rapid in 
information processing and health care than 
in energy, transportation, and manufacturing. 
In many industries, we still depend on tech-
nologies that date back to as far as the 19th 
and early 20th centuries. 
The internal combustion 
engine was invented in 
the 1860s; commercial 
electric power started in 
1882. Changes are over-
due in these important 
areas, as problems mul-
tiply with conventional 
energy resources and 
transportation.

As the 21st century 
progresses, where is the 
Innovation Economy 
heading? Will the next 
century bring the same 
exciting and radical innovation?

Indeed, innovations are now brewing that 
could revolutionize our lives. Nanotechnology 
– engineering at the scale of atoms and 
molecules – is leading to miniature medical 
probes, new types of lights and solar cells, 
and exponentially faster computing based on 
carbon nanotubes.

There are signs that energy technology will 
soon leap ahead as well, with the promise of 
efficient fuel cells, new approaches to solar 
power, and safer nuclear plants. Such advances 
have the potential to overturn the economics 
of energy, making the world less dependent 
on oil and other fossil fuels. Meanwhile, in the 
biological sciences, the current limits on health 
and mortality are moving ahead rapidly.

Today, innovation is not just in the so-called 
developed countries – it is spreading world-
wide, fast. Scientific research has increased 
in just the last decade or two, with the gains 
spread around the world. And many countries 
in Europe and Asia are devoting more money 

to higher education, which produces educated 
workers, the keys to innovation.

The U.S. is still the leading engine for 
innovation, and is still strong, followed closely 
by Canada and other first world economies. 
North America still has the best graduate 
programs in science and engineering, and the 
kind of economic system and capital markets 
that support the exploitation of technological 
innovation.

The rapid pace of financial innovation (like 
Venture Capital in the U.S.) have translated into 
more innovation and growth. The invention 
of the credit card by Bank of America in 1958 
gave middle-class Americans access to easy 
and immediate credit. And the creation of 
mortgage-backed securities markets in the 
1970s transformed the way that housing was 

financed, enabling home-
owners to tap into their 
home equity.

Without technological 
breakthroughs, it will be 
difficult to solve the most 
pressing long-term prob-
lems. The fast-growing 
energy needs of emerging 
economies such as China 
and India will impact 
world supplies of limited 
oil resources. This can 
only be solved with new 
sources of energy. 

Moreover, providing 
affordable health care to aging populations 
around the world will be a major challenge, 
requiring that medical productivity improve 
dramatically through health-care technology 
advances such as robotics.

 It will not be possible to generate enough 
good jobs for North American workers in the 
future without new, innovative industries. A 
technology breakthrough like nanotechnology 
or new energy sources will create whole new cat-
egories of occupations, just as automobiles and 
railroads have done in the past. 

More than ever, North America’s prosperity 
depends on its ability to remain the global 
innovation leader. Innovation is good for 
us and good for the world. The benefits 
trickle down to reach every corner of the 
globe. Innovation can conquer poverty, hunger, 
disease, and ignorance. And perhaps too, 
this will bring reason and understanding to 
humanity at large.

How Technology Has 
Changed The World

Mark Borkowski is president 
of Mercantile Mergers & 
Acquisitions Corp.
Mercantile is a mid-market 
M&A brokerage firm. You 
can reach Mark at  
mark@mercantilema.com or 
www.mercantilemergersacqui-
sitions.com 
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By Steve Pawlett

ecent advances in technology have made automotive parts sales more challenging than 
ever before. Today, competition among retailers and e-tailers has never been tougher.  
Superstores are battling each other on every corner, while Internet marketers are stealing 
customers from bricks-and-mortar stores. With the landscape changing so rapidly, jobbers 
need an edge in order to maintain their competitive position in the marketplace. 

Fortunately, the sophistication of today’s database management systems offers jobbers the ability to 
gain valuable insight into customer buying patterns, sales trends, seasonal factors, and stocking needs that 
are vital to their survival.

“Jobbers need to understand that the landscape is changing at a rapid pace, and technology is playing 
a big role in that. Being able to serve customers through multiple channels is key to their success, so it’s 
important to have the right parts, at the right time, at the right price,” explains Parrish Wood of MAM 
Software Inc.

Database management allows jobbers to gain an edge on their competition by providing customer and 
business insights that help them make better decisions faster.

 “For example, with the comprehensive forecasting and pricing tools available in our Autopart software, 
jobbers can identify sales trends that are happening within the organization so they can stock or market the 
business accordingly. Having the right tools to service those customers is important. The ability to utilize 
other selling sites, or even having a mobile app or mobile optimized website, can be crucial to success,” 
adds Wood.

“If you already carry an item in inventory, your in-house computer system and database should be 
able to suggest stocking levels that are realistic given factors such as sales volume, seasonality trends, lead 
time, safety stock, and turns,” explains Rinax Computer Systems president Jerry Fugina. “Your proximity 
to a source of supply is another key factor in determining stocking levels.”

“The longer it takes to source product and the more the cost of freight, the more important it is 
to factor in lead time and safety stock. Assuming this information is established, your computer system 
should be able to suggest stocking levels for each part that meet the challenges of having the right inven-
tory,” adds Fugina.

In addition, if you don’t carry an item, your computer system should help you track non-stocked parts 
and lost sales and use this information to recommend whether or not to stock an item, and if so, how 
much of it.

“We have a warehouse with a store in front of it so we have the challenge of moving large amounts 
of parts through our warehouse to our other locations, [while] still being able to get parts picked for a 
speedy delivery for our parts store here in Fredericton,” explains David Vaughan, vice-president of Eastern 
Automotive Warehousing.

Eastern Automotive went live with the MAM software system in July of 2012. “Basically, they had 
everything we were looking for in one all-inclusive package, and they have been very flexible in working 
with us to tailor the system to our needs,” says Vaughan.

“Before we went to this system, we could look at the sales numbers of our counter staff to see 
how they were doing, but we really couldn’t see the productivity of our other staff. Now with the MAM 
system, we can track every employee as well as monitor all aspects of our stocking needs. Our end goal 
is customer service, so now we can use the data to get the parts faster, have them picked faster and 
delivered faster,” he adds. 

COVER STORY
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Jobbers can enhance efficiencies and increase sales targets 
with tools that rank their inventory in multiple ways and com-
pare those results to buyer data (i.e., sales). Those comparisons 
are a huge advantage because they give jobbers information 
about what is selling and what isn’t selling. They can then 
return lower-ranked inventory that isn’t selling 
and purchase inventory with high turnover rates, 
thus increasing sales and margins.

Epicor Software recently unveiled version 6 of 
Epicor Vista for the automotive aftermarket. Its 
Web-based market and category intelligence ser-
vices solution enables jobbers to create location-
specific inventory models based on actual parts 
demand by vehicle, brand, and other criteria.  
The solution also offers an array of new data visu-
alization applets designed for use on distributor 
sales representatives’ mobile devices.

“Vista 6 delivers advanced, aftermarket-specific 
analytics that can enhance inventory efficiency 
and sales performance at the distribution cen-
tre, store, and installer levels,” explains Steve 
Bieszczat, senior vice-president, automotive and 
marketing, retail distribution solutions for Epicor.

The Epicor solution includes new data visualization technol-
ogy in the form of easy-to-use applets that present key informa-
tion in clear presentations designed for mobile devices. “As one 
example, the solution’s new ‘Installer Insight’ applet summa-
rizes account-specific vehicle repair and parts consumption pat-
terns for the shop owner, manager, or service writer, as a means 
to increase customer loyalty and sales volume,” says Bieszczat.

“We find the applets are a great feature for inventory files. It 
allows you to sort things by columns and provides lots of options,” 
says Doug Borland, president of Western Bearing and Auto Parts 
in Parts in Portage La Prairie, Manitoba. Borland has been using 
various editions of Epicor software for more than 25 years. “We’re 
also able to email invoices and statements and the Windows-based 
software is much more intuitive and easier to use.”

 “The way I view it, your software is really your partner, 
because you really live inside your software on a day-to-day 
basis. It such a critical component now,” explains Borland. “For 
instance, we can actually delay re-ordering parts for a period of 
time, like 72 hours, that we set. This way, if a customer comes 
back a couple days later with parts that weren’t needed, we can 
re-stock them and not run the risk of having already re-ordered 
and be faced with extra parts on our shelves.” 

“A database management tool that is widely used in our 
Rinax system is something we call the Min/Max Wizard,” 
explains Fugina. “It is an interactive screen that allows a jobber 
to look at inventory levels on a ‘what if’ basis. In other words, 
without affecting live inventory levels, the screen can report on 
suggested stocking levels based on criteria such as the number 
of weeks’ supply and a percentage of the established maximum, 
among others. The suggested stocking levels can be fine-tuned 
by additional criteria such as compensating for low sales volume 
and omitting changes to items recently added to inventory. 
When the system has completed its calculations, you can view 
the results on the screen, which displays changes in min/max 
by highlighting them and showing what your new stocking levels 
would be compared to your current inventory values.”

After making any desired edits to individual items, users can 
cause the changes to go into effect on their live inventory with a 
touch of a button. If the results are not to their liking, they can 
re-calculate with different criteria, or simply cancel the whole 
process and start again.

Richard Doiron, owner of Auto Concept Inc. in Bathurst, 
New Brunswick, has been using the Rinax computer system 
since 2004 and he has found the recently introduced Min/Max 
Wizard a very useful addition to the system. With four locations, 
three under the Max Pieces name, the wizard helps him to 
track sales and adjust stocking needs more accurately.

“With the Min/Max Wizard you can see what is moving from 
store to store and adjust stocking according to demand in a 

particular location. We can also identify both 
positive and negative trends and make adjust-
ments in inventory more quickly. The ability see 
a lost sale is just as important as seeing existing 
sales levels,” adds Doiron. “By identifying our lost 
sales we can adjust our inventory and eliminate 
those missed opportunities.

“MAM’s customers often use EMI+ to store 
buyer data for quick trend identification, result-
ing in improved business performance and less 
time scrutinizing numbers. EMI+ is our business 
intelligence application that analyzes a com-
pany’s performance across a range of criteria. It 
integrates with Autopart to collate data from the 
system and present accurate, up-to-date informa-
tion about business performance, helping job-
bers identify trends, highlight areas of improve-

ment, and make informed decisions about future business 
strategies,” says Wood.

With so much competition these days, jobbers need to 
have the right parts at the right time. Being able to monitor 
buying patterns and emerging trends is essential. If you don’t 
have what your customer needs, that customer will just go to 
a competitor, creating a lost sale and lost opportunity to serve 
that customer.

With use of database management software like the programs 
mentioned above, jobbers can gain valuable insight into what 
customers are buying, and more importantly, what they are not 
buying. Having this information at your fingertips is key when 
making purchasing and pricing decisions so you can maximize 
your investment in the correct inventory mix. This software also 
puts you in a position to take corrective measures right away, 
instead of waiting until a month-end report and reactively making 
up for lost sales from the previous month.

Another emerging trend that is gaining speed rapidly is the 
use of mobile apps to purchase products.

“Many people have a smartphone, a tablet, or both, and 
OEMs are now building these mobile capabilities into their 
vehicles (see sidebar), so customers have instant access to infor-
mation. This means jobbers can now service their customers 
through yet another avenue. With the DIY market, jobbers can 
use mobile apps to access a new stream of customers that they 
didn’t have before,” explains Parrish. “But it’s not just a way of 
gaining new customers; mobile apps also help manage customers 
you already have. For example, our SalesRep product gives 
field-based representatives a way to manage their customer base 
without being physically connected to their home.”

Rinax offers Lenovo tablets with Windows 8, which allows 
outside sales staff to connect remotely with the store. Sales 
staff can go into a repair shop with their tablet and restock the 
shelves while they are there. 

“These tablets also have Bluetooth scanners, so you can scan 
items to build an order remotely then print a ticket right there 
in the shop,” explains Fugina. “They can create an invoice for 
the repair shop and email it directly to the shop, and the repair 
shop has it in their system and can print out a hard copy if 
needed. So you don’t have to physically show up with an invoice 
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with the parts; it’s already in their system. With the tablet, sales 
staff can use their smartphone to get a Wifi connection and 
interface with the store to complete the order.”

Some of the latest tools from MAM Software include MAM 
SalesRep, a tablet app that empowers field sales staff to strengthen 
customer relationships and improve productivity. It provides a 
real-time connection to your Autopart system, enabling your staff 
to access account information, customer notes, and transactional 
history. They can check pricing, view stock availability, and raise 
orders directly from the app. It also allows your staff to conduct 
stock checks and create replenishment orders. It provides details 
of visits, and calls can be logged on the app and synced with 
Autopart’s Call Management system.

Autopart Online is now available as a remotely hosted, fully 
managed service. Offering the complete functionality of Autopart, 
this application utilizes virtual servers located in a state-of-the-art 
data centre, eliminating the need for users to invest in costly server 
hardware and maintenance. 

Rinax offers solid-state hard drives that have no moving 
parts, so they have no mechanical failure; they are more 

COVER STORY

reliable and much faster than conventional hard drives. 
“With regards to changes in software, we’ve made a lot of 
enhancements to our program to handle special orders 
more efficiently, because that has been an area that job-
bers have always had difficulty with, and it goes directly to 
the productivity of the staff and to customer service. The 
bonus, of course, is that if handled correctly, it allows the 
store to carry less inventory on the same or higher volumes 
of sales,” adds Fugina. “Another area we concentrated on was 
improving accuracy in picking and shipping parts to reduce 
errors, reduce returns, and improve customer service. We’ve 
done this with a scan-and-ship capability, allowing jobbers 
to re-scan items on an order before they leave the building. 
Discrepancies are brought to the attention of the picker/
shipper with a visual and audible alert.”

“Today the depth of the software that is available is so massive 
that it really comes down to how much time you want to spend 
on the various features for your particular business. The sky is 
really the limit,” concludes Borland.

Advances in technology and the level of sophistication now 
available in database management systems provide a seamless 
connection to sales data that jobbers can use to gain valuable 
insight into customer buying patterns that are key  to helping 
them maintain their competitive edge.

Mobile communication is changing how business 
is done, from retail to health to automotive to 

finance to education and beyond – and this change is 
happening at an astonishing scale and speed. 

It is expected that the next 10 years will dwarf the 
last 10 in terms of new mobile services. One driver of 
change will be the shift to 4G; another, the millions more 
consumers who will get connected; and another, the 
rapid spread of machine-to-machine communication.

Already mobile communication is moving well beyond its role as a 
phone and even as a communication device, becoming an enabler for 
a wide range of experiences from TV viewing to shopping to banking. In 
this respect, mobile is evolving into a primary screen for consumers. It 
is expected that mobile will soon become the starting point for brands, 
not an add-on. 

With the advent of in-car 4G, built-in Wifi and ever more partnerships 
between apps and automakers, the automobile is becoming a speedy 
smartphone. Intel forecasts that by 2014, cars will be one of the three 
fastest-growing market segments for connected devices and Internet 
content. 

GM recently announced it will start embedding 4G LTE connectivity 
and touchscreens into its vehicles. Ford is promoting connected cars, 
and Audi has been advertising its A3 Sportback as “The world’s biggest 
smartphone.” 

Connectivity can be achieved by embedding a wireless modem into 
the car, or through the vehicle interfacing with drivers’ smartphones. 
However it’s executed, the potential that advanced connectivity brings 
to cars, for improved car safety, myriad entertainment options, geo-local 
advertising, etc., is enormous. 

Ford, AppLink: Ford lets drivers control in-car apps with voice com-
mands, instructing the car to share its location with contacts or social 
networks (using the Glympse app), for instance, or requesting songs 
on Spotify (Ford announced a partnership with the streaming music 
service). Ford’s SYNC technology wirelessly syncs with drivers’ smart-
phones, allowing them to use Ford-approved apps including iHeartAuto, 
MOG and Slacker Personal Radio. 

GM, 4G LTE: GM plans to start outfitting cars with 4G LTE, intro-
ducing in-vehicle Wifi hot spots, streaming entertainment and apps 
designed for its proprietary browser. It’s the first mass-market automaker 

to do so (Audi was the first to introduce 4G LTE, in its 
A3 model). 4G LTE will be included in most Chevrolet, 
Buick, GMC, and Cadillac vehicles in North America 
starting in 2014 (via a partnership with AT&T), and GM 
said it will subsequently expand to brands including 
Opel and Vauxhall in Europe. GM also recently demon-
strated a prototype vehicle with embedded cameras that 
will enable owners to remotely monitor their car. 

Volvo, Connected Vehicle Cloud: Starting with its 2014 models, 
Volvo drivers will be able to link in to Ericsson’s Connected Vehicle 
Cloud – accessing streaming radio, navigation apps, etc. – using an 
Android-powered touchscreen on the dashboard. The system will also 
automatically schedule an appointment with a local repair shop if the 
car’s computer detects a problem. And the Parrot SmartLink app will let 
users “mirror” their smartphone on the larger touchscreen.

Toyota, Friend: Launched in Japan in 2012, Friend is a social net-
work of sorts that connects customers with their cars, dealerships, and 
Toyota HQ. Owners can “friend” their vehicle, getting information such 
as battery charge and fuel level. The car can also alert owners to issues 
such as low battery power or tire misalignment with tweet-like notifica-
tions. Consumers are coming to expect constant connection, and the car 
will be the next means to achieve this.

 Already 37% of people want to stay as connected as possible 
in their vehicle, according to a 2012 report from Deloitte. Expect to 
see a lot more collaborations among automakers, tech companies, 
app developers, network operators and all kinds of brands, working 
together to add enhancements and functionality for drivers. 

As screens proliferate in cars, vehicles will become a platform for 
delivering targeted, tailored value to drivers in multiple ways:

With cars able to stream video, brands will have opportunities to 
deliver specialized content for passengers.

By combining data points like location, time, and user profiles, 
the car will deliver personalized recommendations and time-sensitive 
promotions. 

Drivers will get ever smarter, using apps and other resources to find 
parking spaces or the nearest auto parts store. 

The car will be an e-commerce platform, enabling purchases via the 
dashboard. Toyota’s Entune, for example, lets drivers make restaurant 
reservations or buy movie tickets using in-car apps.

COVER STORY Continued from page 18
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Thank  You!

A special thank you on behalf of the entire Jobber News team to the many, many aftermarket 

industry professionals who have made what we do at Jobber News possible.

To the many people who have offered their wisdom and guidance in the many articles 

throughout the year, thank you.

To those who have trusted us with their advertising investments, thank you.

To the great many among you who have taken the time to read and to offer us your knowledge 

and perspectives, on the phone, in writing, and at the many industry events we attend, 

thank you.

Together you keep Jobber News Magazine current, relevant, and successful, even after more 

than 80 years.

Thank you and here’s wishing everyone a safe and happy holiday season and great year ahead. 
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C oolant is often an overlooked product inside 
the consumer’s vehicle. While technicians 
are good at checking the engine oil and 

ensuring a vehicle goes through its service inter-
val changes on schedule, they often fail to do the 
same thing when it comes to coolant system main-
tenance.  With winter just around the corner, combined 
with the fact that there are more aging vehicles on the road 
than ever before, it’s a good time to recommend a coolant 
flush and change. 

 “When you look at the aging vehicle market, the average 
vehicle age is increasing, and that means the vehicles coming 
in for maintenance are prime for someone to take a look at 
the coolants for them,” explains Jeff Snyder, industrial brands 
specialist, Chevron Products Company.  “You need to take a 
look at the coolant from a service perspective. If there is still 
conventional green coolant in the system, it’s prime to get 
switched out for an extended-life coolant.”

All coolants have a specific life span. Extended-life coolants 
will typically last five years. A conventional green coolant 
generally lasts about two years. “It’s been quite some time 
since a factory OEM has used a conventional green coolant,” 
adds Snyder.

GM started factory filling with extended-life coolant back 
in the 1996 model year with its new extended-life Dex-Cool. 
A lot of other companies have recently begun to endorse 
these products. Ford North America began focusing on 
extended-life coolant technology for its entire lineup in 2010. 
Chrysler has been using a Hybrid Organic Acid Technology 
(HOAT)  coolant technology for a few years now, but really 
started moving towards that with its 2013 models. 

 “The market has, in my mind, completely moved towards 
extended-life technology in the automotive space. So with all 
those aging vehicles that are still using conventional products, 
it makes for a great opportunity for jobbers to recommend 
extended-life products,” says Snyder. “All coolants protect 
well; there are just different features that you are really 
bringing out. If you maintain a conventional coolant or an 
extended-life coolant, it will all provide adequate protection.”

However, extended-life products provide a couple of things 
to the automotive and light-duty vehicle market: they bring a 
longer service life, and they bring enhanced heat dissipation 
technology.

“When you look at what has happened with engines of late, 
you are getting smaller engines producing more horsepower 
that is generating more heat. An extended-life product is 
going to handle the heat better,” explains Snyder.

Cooling system failures 
A low coolant level can generate multiple issues inside a 
cooling system. It could be as simple as not having as much 
warmth coming through the heater, because you are actually 
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causing cavitation in your system. It can also cause corrosion. 
Some of the most common problems are leaking coolant 
systems from mishaps such as a small rock in the radiator, a 
hose that has deteriorated and is leaking, or a worn head 
gasket. A leaking coolant system can lead to other issues 
alongside the initial source of the low coolant levels.

According to Valvoline, just like waiting for a heart attack 
to occur before switching to salads, waiting for your vehicle 
to overheat before servicing the cooling system is not the best 
strategy.  Coolant should be changed according to the service 
maintenance schedule requirements of the vehicle; this is 
the perfect time for a cooling system flush, since removal of 
the coolant is the first step in the introduction of the coolant 
flush.

Coolant that has reached the end of its life span will 
eventually begin to degrade, and incur a drop in pH. The 
drop may be slow or fast, depending on whether you have a 
mechanical issue.

As the coolant begins to degrade and is well beyond its ser-
vice life, it actually begins to increase in viscosity. As this hap-
pens, it causes the water pump to work harder, which could 
cause a shortened water pump life. And it generally uses more 
energy than it is designed for.

 “Once an engine begins overheating because the coolant 
has exceeded its service life, you really need to get it out of 
there, and get new coolant in there,” advises Snyder. “It will 
start to put deposits throughout the system and this will cause 
you to eventually have to change other items, like a thermo-
stat that will no longer open properly.”

 
Pre-season cooling inspection
When recommending the newer extended-life coolant, it’s 
also advisable to recommend a proper flush of the cooling 
system. Take a look at the coolant level to make sure it is full. 
Also, take a look at the coolant colour.

Each manufacturer has a slightly different coolant colour. 
You want to make sure that colour is clear and free of haze. 
You shouldn’t see any precipitate or sediment inside the cool-
ant, whether it’s particles that sink to the bottom or oil that 
floats on top. You should also smell the coolant. If it has a 
burnt smell, then it’s way past time to replace it. If it has a fuel 
smell, that could lead to other issues: A fuel injector may have 
a leaking O-ring that is allowing fuel to get into the cooling 
system, which will quickly degrade the coolant. You also want 
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to make sure you check the freeze 
point. 

Prestone recommends a seven-
point preventative cooling system 
maintenance check be performed 
at least once every two years. This 
inspection is designed to identify 

areas that need attention:
• A visual inspection of all cooling system components, 
including belts and hoses
• A radiator cap pressure test to check for the recommended 
system pressure level
• A thermostat check for proper opening and closing
• A pressure test to identify any external leaks to the cooling 
system parts, including the radiator, water pump, engine cool-
ant passages, radiator, heater hoses, and heater core
• An engine cooling fan test for proper operation

“Checking the freeze point is another very critical step, and 
if you have the capabilities, you should check the pH of that 
coolant as well. That can tell you quite a bit. The pH of an 
extended life coolant is in the range of 7.5 to 8.5, while the pH 
of a conventional green coolant is between 8 and 10.

“If the pH gets too high and exceeds 11, that can be cor-
rosive to aluminum inside the system. If the pH is too low, 
about one point below where it naturally starts from, then 
it can become corrosive and you may also see that there is a 
mechanical issue that caused this change, like a head gasket 
leak. You can pick that up by a rapid pH drop,” adds Snyder. 

“The pre-season inspection is the same inspection a techni-
cian can do all year long. If a car comes in for an oil change, 
it takes about 30 seconds to open the hood and take a look 
at the coolant reservoir, take a look at the colour and make 
sure it is full and clear, then take another 30 seconds to do a 
refractometer test,” explains Snyder.

Any time a technician has to add coolant to a system, he 
should be questioning why he is adding coolant to the system, 
and what is the opportunity here? The tech is in there already, 
and cooling system-related failure is one of the most common 
failures that occur with all engines. So when the technician is 
in there, taking an extra minute or so to check the cooling sys-
tem could really add to his sales quota, and save the customer 
from an expensive repair down the road.

When a cooling system is operating as designed, it is a 
trouble-free system. One of the benefits of doing a cooling 
system flush is you are actually flushing out any contaminants 
or sediments that have built up from using that product over 
time. Even though a cooling system is classified as closed, it’s 
not fully closed. It still brings air into the system, and when 
you do that you can also bring in contaminants.

“In newer vehicles, you can still have manufacturing debris 
inside the system. As they drill all the little ports, you can have 
very fine particulate that remains inside the system. Doing 
an engine flush on a vehicle when you hit your first service is 
actually a good thing to remove all those particulates,” adds 
Snyder.

An engine flush is among the most overlooked, easy-
maintenance tasks to do. It really comes down to educating 
customers on the importance of preventative maintenance for 
the engine’s cooling system, since the relatively low cost of an 
engine flush and coolant change is cheap insurance against a 
overheating issue that could do serious damage to the engine, 
and the customer’s wallet.
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Metal Flake Paint

For use on automotive and motorcycle equip-
ment and accessories as well as bicycles, 
PlastiKote Metal Flake Paint is lacquer-based 
and available in red, green, black, clear, blue and 
burgundy. Featuring the innovative twist-lock 
cap that reduces accidental sprays and ends the 
era of lost tops forever, PlastiKote Metal Flake 
Paint also sprays 33% easier from any angle for 
smooth, even coverage in tough-to-reach spots.
Plastikote
www.plastikote.com

Air Horn Kits
Kleinn Air Horns manufactures a complete 

line of air horn and train horn kits to fit 
virtually any vehicle. From smaller cars to 
the largest SUVs and full-size trucks, one of 
nine different systems will fit most vehicles.

All HK Kits feature complete 
installation instructions and 
all of the connectors, fit-
tings, and wiring needed for 

a complete and professional-
looking installation. Additionally, 

all HK kits come with a sealed heavy-
duty air compressor and high-pressure 

steel air tank to feed the air horn or train horn 
that comes with each kit. 
Kleinn
www.kleinn.com

Beam Wiper Blades
AncoWipers has introduced an 
enhanced range of Anco Profile 
beam (flat) wiper blades with sev-
eral new features that help ensure 
best-in-class performance and pro-
vide nearly 100% coverage of late-
model vehicles with just 12 SKUs. 

Manufactured by Federal-Mogul Corporation, 
Anco Wipers are the official wiper blade of the 
National Hockey League.

New Anco Profile wipers feature patented 
Articulated Contact Technology, which permits 
unrestricted flexing for more uniform pressure 
distribution and improved conformance to 
today’s curved windshields. 
Anco
www.ancowipers.com

24 JOBBER NEWS / NOVEMBER 2013

NEW PRODUCTS
Disc Brake Pads

Bosch has introduced Bosch Blue Disc Brake 
Pads, targeted to general repair shops that 
service a variety of makes and models. In pro-
viding comprehensive coverage for domestic, 
Asian, and European vehicles, new Bosch Blue 
Disc Brake Pads are perfectly suited for the 
everyday driver who is looking for the best 
performance and value.

Packaged in a distinctive blue box familiar 
to automotive technicians across the world, 
Bosch Blue Disc Brake Pads cover vehicles 
from 1956 through the current model year. 
With 997 SKUs for North America (United 
States and Canada), Bosch Disc Brake Pads 
provide over 95% coverage for vehicles in 
operation.
Bosch
www.bosch.com

Turbochargers

Mahle Clevite now offers a complete line of 
Mahle Original turbochargers specifically for 
the aftermarket, 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 balancing 
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 stability and longevity.
Mahle Clevite
www.mahle-aftermarket.com
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Ram Factory Match Gauges 

Auto Meter has introduced new 4th Gen Ram 
Factory Match gauges that are available in 
the most popular and critical diesel perfor-
mance parameters including boost, pyrometer 
(EGT), transmission temperature, fuel pres-
sure and fuel rail pressure, for purchase indi-
vidually or as pre-packaged kits complete with 
vehicle-specific mounting solutions.
Auto Meter
www.autometer.com

Wireless Mobile Column Lifts 
Maha USA  has introduced its new and rede-
signed MCL family of ball-screw-powered 
mobile column lifts. The wireless lifts 
are the first of their kind in the 
industry, as the only non-
hydraulic wireless 
mobile column lifts in 
the industry. The new 
lifts also exponential-
ly expand the variety of 
tire profiles and vehicles 
that can now be served 
by wireless mobile lifts. 
The MCL 12 and MCL 
15 lifts are completely 
new products, while the 
MCL 16 and MCL 18 
have been significantly 
redesigned. 
Maha USA
www.maha-usa.com

Cordless Impact 
Wrench Kit
Matco’s 18-Volt, 3/8-inch 
Cordless Impact Wrench Kit 
includes an impact wrench, 4.0 
Ah 18-volt lithium battery, and a 
14.4-volt/18-volt slide type battery 
charger, all within a convenient, 
rugged case. The new 4.0 Ah 
battery delivers 33% longer run-
time than 3.0 Ah batteries, giving 
technicians more time to get the 
work done. Plus, the new battery 
capacity indicator reminds the user how long 
the cordless tool will continue working.
Matco
www.matco.com

Sway Bar End Links

SuspensionMAXX has developed MAXXLink 
Heavy Duty Sway Bar End Links as a durable, 
cost-efficient and long-lasting solution for 
Dodge OEM end links – which are known to 
have a short service life. MAXXLinks are also 
available in extended lengths for vehicles that 
have been levelled or lifted up to six inches. 
The MAXXLink end link system replaces the 
vulnerable OEM ball-in-socket style link with 
a simple and robust design.
SuspensionMAXX
www.suspensionmaxx.com

Synthetic Transmission And  
Hydraulic Oil 
Champion Brands LLC has announced the 
introduction of Champion 4000 Ultra Synthetic 
with DYNAVIS Technology, a new, high-effi-
ciency synthetic transmission and hydraulic oil. 
This fluid is made with premium additives and 
extremely shear-stable polymer thickeners to 
allow for maximum efficiency and protection 
in all temperatures. It has exceptional low tem-
perature pumpability and high temperature 
shear stability, thus minimizing pumping losses 

and startup wear 
while ensur-
ing maximum 
film strength 
and minimum 
internal leak-
age at any oper-

ating tempera-
ture.
Champion
www.Champion-
Brands.com

NEW PRODUCTS
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Continued on page 28

K nown for its large displacement engines, the North 
American trucking industry is now moving towards 

downsized engines.
Greenhouse gas emission regulations for  heavy-

duty trucks that come into effect in 2014 have created a sense 
of urgency among the market participants to identify, develop, 
and deliver advanced powertrain technologies aimed at reducing 
emissions and enhancing fuel efficiency. 

According to a recent report by Frost & Sullivan, the 
complete set of such technologies – which includes down-
speeding, downsizing, hybridization, waste heat recovery, 
boosting technologies, after-treatment, in-cylinder advance-
ments, and engine prognostics – is on every major truck 
original equipment manager’s radar for potential incorporation 
into products in the near future.

“Based on our research in this  market, we expect the 
weighted average Class 8 truck engine displacement in 
North America to shrink by 2 to 3% during the next five to 
seven years, moving from the current range of 13.7L-14.1L in 
2012, to 13.4L-13.7L by 2018. This shift does not necessarily 
mean that fleet owners/operators will have to compromise on 
power. [In fact], the development of advanced technologies will 
enable downsized engines to deliver higher power output 
compared to the current levels. The corresponding weighted 
average power density of Class 8 engines is expected to rise 
from 36.6 bhp/L in 2012 to 38.9 bhp/L by 2018 (an increase 
of between 6 to 8%). This presents a win-win scenario for 
fleet managers, who will be better equipped to meet total 
cost of operation (TCO) pressures without compromising 
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on performance,” explains Ananth Srinivasan, team leader, 
Frost & Sullivan.

 Amongst the different technologies mentioned, the level 
of industry interest is relatively higher for down-speeding, 
advanced after-treatment, and waste heat recovery. Down-
speeding is emerging as a key focal point, both in conjunction 
with and independent of engine downsizing to improving 
fuel efficiency. On the other hand, engine downsizing, which 
offers slow lifecycle cost and higher payload-carrying value 
propositions, is also expected to be the major focal point in 
every OEM’s product development plans for the next five to 
seven years.

This downsizing trend is expected to be stronger in the 
regional, local, and vocational haul segments, when compared 
to the line haul segment. Frost & Sullivan expects a 13L 
engine platform, scalable for both long and regional haul 
segments, to become a strategic imperative for all heavy-
duty engine manufacturers in North America. This, in turn, 
is expected to enable North American manufacturers to 
develop regionally scalable global engine platforms, thus 
paving the way for sustained sales and revenue in a market that 
is becoming increasingly competitive globally.

What does this mean for the trucking industry?
In the strongly inter-connected business environment of 
which the  heavy-duty  truck  market  is a part, trends in any 
tier of the business are anticipated to have both upstream and 
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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.
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downstream implications. The engine downsizing trend, in 
particular, is expected to have important implications for the 
entire trucking industry.

It is important to note that the OEMs’ aggressive promotion 
of engine downsizing is a clear indicator of their movement 
towards global platforms.  Frost & Sullivan’s previous research 
on global vehicle platforms in the heavy-duty  truck industry 
also revealed similar trends, wherein all the key truck OEMs 
displayed a paradigm shift in their manufacturing and product 
development processes. This shift is towards a global platform-
based, regionally customizable product development process that is 
expected to enable OEMs to expand into newer markets and ensure 
sustained profits in today’s challenging business environment.

It is recommended that tier-1 suppliers and component 
manufacturers within the engine and powertrain technolo-
gies domain develop strategic partnerships with truck OEMs 
to effectively leverage opportunities arising from this trend. 

Continued from page 26
As the downsizing activities gain momentum, the industry is 
expected to offer growth opportunities for advanced boosting 
technologies, hybridization and electrification of powertrains, 
innovative material coating technologies, precision manufac-
turing of components, automated manual and fully automatic 
transmissions, and advanced after-treatment technologies.

“Although we expect the composition of the  heavy-
duty  engine  market  to shift towards smaller-sized engines, 
the 14L to 16L segment is anticipated to continue to dominate 
line-haul applications. Sub 14L and 12L engines are likely to 
gain prominence in the ‘Baby 8 truck class’ and natural gas 
powered Class 8 trucks. Every major OEM is increasingly 
adopting an integrated approach; freight efficiency improve-
ment and downsizing, along with the above mentioned key 
technologies, continue to be on their research radar. Ten years 
from now, the industry is forecast to feature cleaner, smaller, 
leaner, and more efficient heavy-duty engines, compared to 
products currently in the market,” says Srinivasan.

Emission Standards, Aging Trucks Driving Aftermarket Parts Growth

Strict emission standards and the rising number of trucks exiting the warranty period are fuelling aftermarket 
replacement parts growth for the trucking industry. North America has one of the strictest emission control 
regulations in the world, with the U.S. Environmental Protection Agency (EPA) continually increasing the 

standards.
To become compliant, engine and truck OEMs have developed technologies focused on emission control and 

on after-treatment. While emission control works in reducing the production of NOx in the engine, after-treatment 
system components reduce particulate matter from the engine exhaust before it is discharged into the air.

According to a recently released market analysis by Frost & Sullivan, the addition of these technologies has 
added components to engines which require higher service and replacement, depending on their operation. 

For example, revenue for EGR valves, EGR coolers, and 
diesel particulate filters in the Class 6-8 truck aftermarket will 
grow by 15.7% annually, from $160 million in 2012 to $445 
million by 2019, according to Frost & Sullivan’s analysis. In 
addition to aftermarket replacement parts, demand for DPF 
cleaning services will grow by almost 10% annually. The ris-
ing number of 2007-2010 trucks exiting the warranty period 
will drive the sharp increase in demand, along with contin-
ued economic recovery and positive growth in new truck 
sales. EGR valves have the highest replacement rate, but 
EGR coolers and DPFs are also being serviced more often.

In 2002, engine manufacturers for North American commercial vehicles adopted exhaust gas recirculation 
(EGR) for emission control. The system worked on displacing oxygen with inert gases during combustion, 
thereby reducing NOx formation. An advanced version of EGR technology, cooled EGR, further reduced NOx 
formation. Around the same time, the OEMs introduced after-treatment systems with DPFs. These compo-
nents are now standard equipment on post-2010 commercial trucks, a positive indicator for the aftermarket as 
they approach the prime replacement age.

The truck OEMs and their dealers in the OES channel are expected to dominate the aftermarket in the 
early years, since few manufacturers are prepared to make them. Many of the technical specifications are still 
unknown to non-OE suppliers, giving the engine and truck manufacturers control over the supply of replace-
ment parts. But that will change as the market grows. As more trucks enter the aftermarket, remanufacturers 
and core brokers could also join.

For now, there is an emerging high-growth opportunity for manufacturers that can produce new EGR valves, 
EGR coolers, and DPFs to OE specification. The installed base of vehicles equipped with EPA-compliant 
emission control and after-treatment systems that enter the aftermarket each year will continue to rise.

This chart illustrates the total market size and forecasted revenue growth for Class 6-8 Selected Emission 
Control and After-treatment Components Aftermarket in North America over the 2009-2019 period.
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Editorial
Comment

I
have to admit that in the past when have I mulled over which U.S. aftermarket 
business would become the next player in Canada, Advance Auto Parts was not 
at the top of the list.

While there is no indication that you will see an Advance Auto Parts sign on 
Canadian soil any time soon, the organization’s impending purchase of General 

Parts International Inc., the largest Carquest member and outright owner of Carquest 
Canada, does place them unequivocally in the Canadian market. 

And I am sure I am not alone in suggesting that this acquisition came as a surprise 
to many – some stock analysts had saddled Advance with an “underperform” rating 
24 to 48 hours before the announcement, upon which the stock surged about 20% – 
which is just to say that reading that others had missed this one made me feel the same 
way I do when I see Tiger Woods hit a rare bad shot: if he can shank it, however rarely, 
maybe there’s hope for me yet.

Thinking a bit more deeply though, General Parts was known to have been looking 
for suitors. And surprise or no, this is a game changer, creating as it does a network 
to rival AutoZone as the largest in North America. Those in the know estimate that 
this deal will turn Advance from a retail-heavy business (65% of its store sales), to one 
where more than half of its revenues will be from the commercial segment.

Granted, the impact will be felt most keenly south of the border, and perhaps little 
or not at all in Canada, but it does make one think about what the future might bring.

For one, the deal shifts the balance of cross-border organizations within the after-
market. Alongside Uni-Select and Genuine Parts Inc. (parent of UAP Inc.), Advance 
becomes the third significant player with holdings in Canada and the U.S., and the 
largest by some measure.  Looked at a certain way, it makes other large players in the 
U.S. appear like they’re limiting themselves by not looking north.

While speculation had quieted somewhat over the past few years about AutoZone’s 
intentions north of the border, both as a matter of practicality as it pushed further 
south in Mexico and as the U.S. economy cooled, for many I believe it is still among 
the likely suspects to forge northward.

Frankly, there weren’t really any other players that approached the likelihood of a 
Canadian expansion, though they undoubtedly have the resources. O’Reilly’s, though 
I have never seen an indication of its interest north of the border, was certainly next 
on the list. With its acquisitive history and considerable resources, I doubt that few 
would have been overly surprised.

Even Manny, Moe and Jack – The Pep Boys – were at least occasionally noted as 
contenders in informal banter at industry events. But it was always really AutoZone 
that was the focus of most attention and speculation.

From a larger perspective, the move should provide anyone in the traditional 
aftermarket with a great deal of confidence about the future of this industry. Advance 
didn’t buy into the traditional aftermarket for the glamour; it bought into it for the 
future earnings.

The wise minds at the Wall Street Journal say that the acquisition enables Advance to 
penetrate more deeply into the commercial market – which it does – and holds great 
potential benefits for them. “With cars becoming more sophisticated and complex, 
and with increasing amounts of electronics in them, more auto parts are being sold 
through that channel as opposed to so-called do-it-yourself buyers.”

I don’t have a crystal ball, but when the investment community starts talking like 
that, and including Canada in the conversation, I can’t honestly say I’ll be surprised if 
there’s another deal cooking on the horizon.

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

DOES ADVANCE DEAL 
SERVE AS NOTICE?

NEXT MONTH

Counterperson Of  
The Year Issue
Plus: Remanufactured 
Product Developments,
The Year In Review,  
and an Automotive  
Business Perspective 
Special
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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.  The Gatorback trademark is 
licensed to Veyance Technologies, Inc. by The Goodyear Tire  & Rubber Company. ©2013 Veyance Technologies, Inc. 
All Rights Reserved.
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no tolerance for failure?
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DENSO has made oxygen sensors for as long as carmakers have been using them. That lets us meet and surpass increasingly close tolerances 
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