
Visit AutoServiceWorld.com

Car Care Aware Relaunches  •  YES Workshop Gets Back to Basics  •  Auto-Camping Opens New Warehouse

Jobber News
M A G A Z I N E D E C E M B E R  2 0 1 4

Serving the Automotive Aftermarket Since 1931

The Total Package
2014 Counterperson Of The Year

Market Tracker: Aftermarket Growth  
Higher Than Forecast

CounterTalk: Continued Growth  
Predicted For Reman Market

Andrew Malone,  
B&B Dixon Automotive Inc.,  

Newmarket, Ont.

p 01 cover.indd   1 14-12-08   7:18 AM

http://issuu.com/action/page?page=18
http://issuu.com/action/page?page=18
http://issuu.com/action/page?page=14
http://issuu.com/action/page?page=16
http://www.autoserviceworld.com


p 02 Mevotech ad.indd   2 14-12-08   7:18 AM

http://www.mevotech.com
http://www.partsonline.mevotech.com


JOBBER NEWS / DECEMBER 2014 3

This Month
 Contents December 2014   Vol. 82,   No. 12

Andrew Malone, B&B Dixon Automotive Inc.,  
Newmarket, Ont.
When it comes to customer service, Andrew Malone is 
the total package. 

“You get counter guys in this business that are personable 
but may not have strong computer skills, or they have great 
product knowledge or a great sense of humour or endless 
patience. Most often, they have this or they have that, but 
they don’t have it all,” explains Bruce Dixon, an owner at B&B 
Dixon Automotive. “Well, Andrew Malone has this and that.”

Appointments ........................................................... 8

Departments
Marketplace Classifieds /Advertisers Index .......... 29

https://www.facebook.com/pages/
AutoServiceWorldcom/244916465611841

Twitter: Andrew Ross (@JobberNews) www.autoserviceworld.com.

 4  Over the Counter
Car Care Aware Relaunches With A New Look; 
Young Executive Society Workshop Mentor Gets 
Back to Basics; Uni-Select Announces Improved 
Profitability In Q3 2014; OEM’s Privacy Principles 
Fail to Adequately Provide Consumers Control of 
Their Car’s Data; Auto-Camping Ltd. Opens New 
Warehouse; Saskatchewan Industry Award Presented; 
Akebono Brake Corporation Launches New Website; 
Advance Auto Parts Third-Quarter Report Shows 
Growth of 27.7%.

10  Year In Review
Our complete wrap-up of the highlights of 2014 
as detailed in Jobber News, including the explosion 
of e-tailing, a conversation with the incoming AIA 
chair, Robert Pitt, and more, plus complete Over the 
Counter highlights of the past 12 months.

14   Market Tracker: Aftermarket Growth 
Higher Than Forecast
While miles driven is still the strongest indicator for 
business growth post-recession, there are a number 
of other trends emerging that are affecting after-
market sales. Even though miles driven show modest 
post-recession growth, they are still well below pre-
recession levels.

THE TOTAL PACKAGE
2014 Counterperson Of The Year

16  AAPEX 2014 Sees Continued Growth 
The level of activity on the packed show floor on 
opening day was palpable. Everywhere you looked, 
booths were full of people talking business. 

24  SEMA Show Continues Growth Trend
The Specialty Equipment Market Association 
(SEMA) in Las Vegas just gets bigger, bolder and a 
little more outrageous with each passing year. Nearly 
all of the auto manufacturers were represented, 
either by themselves or by some over-sized wheel 
company that loves custom sheet metal. 

26   Continued Growth 
Predicted For Reman Market
The reman powertrain components market, includ-
ing engines, transmissions, clutches, and turbocharg-
ers, earned revenue of $3.19 billion in 2013, and that 
number is expected to reach $3.52 billion in 2019, 
according to a recently published study by Frost & 
Sullivan.

30  COMMENT
THE LONG VIEW WINS TODAY TOO

18 COVER

p 03 contents.indd   3 14-12-08   7:18 AM

http://www.autoserviceworld.com
https://www.facebook.com/pages/
http://issuu.com/action/page?page=18
http://issuu.com/action/page?page=18
http://issuu.com/action/page?page=4
http://issuu.com/action/page?page=10
http://issuu.com/action/page?page=14
http://issuu.com/action/page?page=16
http://issuu.com/action/page?page=24
http://issuu.com/action/page?page=26
http://issuu.com/action/page?page=30
http://twitter.com/jobbernews
http://www.autoserviceworld.com
http://issuu.com/action/page?page=8
http://issuu.com/action/page?page=29


4 JOBBER NEWS / DECEMBER 2014

INFORMATIONAA

2014

1313

20142014
DECEMBERDECEMBER

OVER THE 
COUNTER

Tenneco Expands 
Monroe Max-Lift Lift 

Support Line
The Monroe Max-Lift 
line of direct original 

equipment replacement 
and universal lift 

supports from Tenneco 
has been expanded 

to include coverage of 
significantly greater 
shares of the North 
American passenger 
vehicle and specialty 
categories. Tenneco 
added more than 90 

parts to the Max-Lift line 
in October and plans to 
introduce 75 additional 

SKUs in early 2015.

*    *    *

Cool Sea A/C Leak 
Sealer Is Effective With 
All Popular Refrigerants 

Including R-1234yf
Tracer Products has 

introduced Tracerline 
Cool Seal A/C Leak 

Sealer, a unique additive 
that seals slow pesky 
leaks in compressors, 

condensers, evaporators, 
accumulators, O-rings, 
and hoses quickly and 
permanently. It seals 

leaks as large as 0.2 inch 
(0.5 mm). Meeting SAE 

J2670 standard for mobile 
A/C system additives, 

Cool Seal is compatible 
with all popular 

refrigerants, including 
R-1234yf.

Car Care Aware Re-launches With A New Look
Time dulls the shiny and new, but Be Car Care 
Aware has a new look and feel. After 10 years of 
operation in Canada, the Be Car Care Aware 
program has been re-launched.

On Wednesday October 22, the BCCA 
program celebrated its 10th anniversary in 
Canada at Centennial College in Scarbor-
ough, Ont. Many industry guests, representing 
BCCA sponsors, came out to celebrate the 
program and to witness the unveiling of new 
BCCA resources.

“We’re very excited to offer Canadian con-
sumers a new, sleek, mobile-friendly website, a 
new Car Care Guide, and a new Service Inter-
val Brochure. After 10 great years in Canada, 
BCCA is updating its arsenal of tools to help 
provide Canadians with the information they 
need to make educated decisions about vehicle 
maintenance,” says Ray Proulx, chair, BCCA 
Advisory Committee.

The Automotive Industries Association of 
Canada, which operates the Canadian BCCA 
program, recently conducted a series of con-
sumer focus groups with the Canadian Auto-
mobile Association and found that consumers 
feel a great imbalance in information when it 
comes to automotive repair. Participants felt 
that automotive service technicians possess all 
the knowledge when it comes to maintenance 
and repairs, while consumers know very little.

“Canadian car owners have indicated that 
they feel somewhat out of their depth when it 
comes to car care,” says Marc Brazeau, presi-
dent and CEO, AIA Canada. “The goal of the 
BCCA program is to help bridge that gap in 
knowledge so that consumers feel confident 
about maintenance decisions that will keep 
them safe on the road.”

The new www.becarcareaware.ca features 
information on vehicle systems and compo-
nents, seasonal maintenance, emergency pre-
paredness, how to find a service provider, and 
more. It also features a media section with car 
care articles, an industry section with tools 
and resources for shops, a blog and a feed of 
the BCCA Twitter account and Facebook page.

To celebrate the program’s 10th anniver-
sary, BCCA also developed a new 74-page, full-
colour Car Care Guide that covers basic main-
tenance and vehicle components and systems, 
as well as an accompanying Service Interval 
Brochure that outlines a basic maintenance 
schedule. Both of these new products are avail-
able in Flipbook format on the new website 
and can be purchased in hard copies from the 
BCCA e-store in either official language. 

For program sponsors, the Guide and Bro-
chure can also be customized and branded 
with logos and company information.

In addition to unveiling the program’s new 
resources, the event featured a series of demo 
inspections by six students from the automo-
tive program at Centennial College, which 
provided invaluable networking opportunities 
for both attendees and the students.

“As Ontario’s first community college and 
largest automotive training provider, Centen-
nial College is proud to continue preparing 
students for careers in the automotive after-
market. We’re so grateful for the opportunity 
to partner with AIA to celebrate the anniver-
sary of the BCCA program and look forward to 
working with the association again in the near 
future,” says Alan McClelland, dean, School of 
Transportation.

Young Executive Society Workshop Mentor Gets Back to Basics
The Young Executive Society Workshop at the 
Horseshoe Resort north of Barrie, Ontario, 
heard from mentor speaker Ken Coulter about 
what works today in the aftermarket, and what 
doesn’t.

Leaning heavily on the profound lessons 
of creative thinking found in Dr. Seuss’ “On 
Beyond Zebra,” Coulter, president and owner 
of Specialty Sales & Marketing, former chair of 
the Automotive Industries Association of Can-
ada, and recipient of the AIA Distinguished 
Service Award, told attendees about the priori-
ties in business and in life.

“Family and health first, customers second, 
everything else will follow your lead, every-
thing else will fall into place.”

He spoke at length of the priorities that 
young professionals should set.

YES Workshop mentor Ken Coulter, Specialty & 
Sales & Marketing, reads a passage from Dr. Seuss’ 
“On Beyond Zebra,” which he says has lessons 
beyond its status as a children’s book.

Bill Hay, Dayco Canada, and Robert Pitt, Brake Parts 
Inc. and AIA chair, meet Centennial College students 
at the Be Care Care Aware 10th Anniversary event 
and relaunch.
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New Ultralight Air 
Hose From K-Tool 

International
The new ultralight 

flexible Bluebird air 
hose from K-Tool 

International (KTI) can 
withstand temperatures 
from minus 50 to 180 

degrees Fahrenheit. Its 
high-strength polyester 
reinforcement makes it 
super strong. The cover 
is ozone- and abrasion-

resistant EPDM blended, 
has RMA Class C oil-

resistant synthetic rubber 
tube and cover, and a 

bend restrictor to reduce 
kinking. 
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“You need to be considered consistent 
before you are considered good,” he said. 
Preparation is everything, he added. He told 
attendees that the aftermarket business has 
become much more reliant on quick service 
and less on long-standing relationships.

But above all of the nuts and bolts of this, 
what will truly make your success, he said, is 
your creativity.

“It is your imagination that is going to take 
you the farthest.”

Uni-Select Announces Improved 
Profitability In Q3 2014

 Uni-Select Inc. has reported EBITDA, EBIT-
DA margin, and net earnings growth for the 
third quarter ended September 30, 2014.

Overall sales grew by 0.2% or 1.3% organi-
cally. EBITDA grew 3.7%, while net earnings 
increased by 3.9% in the third quarter as a 
result of savings derived from the Corpora-
tion’s Action Plan. Notwithstanding expenses 
related to the network optimization, adjusted 
EBITDA grew by 4.5% this quarter, resulting 
in an adjusted EBITDA margin of 6.8%.

“I am overall pleased by our third-quarter 
results and the stronger profitability margins 
we have systematically been recording quar-
ter after quarter since the implementation 
of our Action Plan. Through our healthier 
distribution network, we are now able to offer 
increasingly more flexible, sustainable, and 
customer-centric solutions,” said Richard G. 
Roy, president and chief executive officer of 
Uni-Select, in a statement.

“The Uni-Select team remains committed 
towards our Action Plan, which is mainly 
completed and will be finalized during the 
first half of 2015. We now turn to the quarters 
ahead with the objective of converting aggres-
sive new sales initiatives, higher fill rates, and 
optimal product assortment into a renewed 
sales momentum across the entire organiza-
tion,” added Mr. Roy.

Uni-Select recorded an overall sales increase 
of 0.2% to $465 million in the third quarter of 
2014. Organic growth of 1.3% and revenue 
derived from recent acquisitions were largely 
offset by the impact of the declining Canadian 
dollar and sales lost from store closures under 
the Corporation’s Action Plan. Sales of U.S. 
operations reached $340 million, up 1.6% 
over last year, with an organic growth of 1.3%. 
Canadian operations reported $126 million in 
sales in the same period, down 3.5% over 2013 
mainly due to the impact of a lower Canadian 
dollar, but partially compensated by a 1.2% 
organic growth.

OEM’s Privacy Principles Fail to 
Adequately Provide Consumers 

Control of Their Car’s Data
The Alliance of Automobile Manufacturers 
and the Association of Global Automakers 
has released “Consumer Privacy Protection 
Principles,” which are intended to provide car 
owners with a set of principles regarding the 
sharing of the personal information available 
over vehicle telematics systems.

While the Auto Care Association applauds 
the car companies for taking this initiative 
to inform consumers of the sizable amount 
of personal information that is being trans-
mitted to manufacturers from their custom-
ers’ vehicles, the association believes that the 
manufacturers are still failing to provide car 
owners any choices regarding the information 
that is available from their vehicle.

Currently, car owners are at the mercy of 
the vehicle manufacturers as to where infor-
mation on their vehicle is sent. This includes 
vehicle diagnostic, mileage, and geolocation 
information. All of this information is sent 
directly to the manufacturer, and they decide 
with which third parties to share that informa-
tion. 

In many cases, car owners have established 
trusted long-term relationships with repair 
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We Share the 
Road to Success!

Over the years, LuK has earned a 
reputation for the highest quality 
clutch products. What LuK is to 
clutches, FAG is to bearings.

FAG products set the standard for 
quality, durability, and performance.

www.Schaeffler-Aftermarket.us

shops and other vehicle service enti-
ties to which they would prefer their 
diagnostic and other personal data 
be sent, in order to ensure more con-
venient and efficient service for their 
vehicle. Since these third parties often 
compete with the franchised dealer, it 
is unlikely that the data produced by a 
car owner’s vehicle will be made avail-
able by a manufacturer to an indepen-
dent service entity. 

The Auto Care Association strong-
ly urges the vehicle manufacturers 
to build into their vehicles a secure 
gateway that will allow motorists to 
have information that is transmitted 
by their vehicle sent to the third party 
of their choice, not the car compa-
nies’ choice. Such action will permit 
car owners to have full control of 
the information available from their 
embedded vehicle telematics systems. 

Saskatchewan Industry 
Award Presented

Automotive Parts Distributors (APD) 
is pleased to announce the recent win-
ner of the Highest Overall Achiever 
for the 1st Year AST Program at SIAST 
Kelsey Campus in Saskatoon, Sas-
katchewan. The winner was Cheney 
Penner, employed by Expert Auto Ser-
vice in Swift Current, Sask. The award 
recognizes the hard work of automo-
tive students enrolled in the SIAST 
program, and the selection is based on 
academic achievement, work attitudes, 
and work habits demonstrated in shop 
and lab work. 

KYB Americas Awarded 
National Pronto Association 

Partnership Award
KYB Americas Corp. has been pre-
sented with the National Pronto Asso-
ciation’s Partnership Award. 

The announcement was made at 
the Pronto Fall Shareholder’s Confer-
ence and Expo in San Francisco, Calif. 
The award is voted on by Pronto’s 
members across North America using 
relevant criteria that help members 
achieve their goals.

“Partnership is a concept that some-
times carries a nebulous meaning, 
due to the overuse of the term. Not 
so at Pronto,” said Mike Mohler, vice-
president, National Pronto Associa-
tion at the presentation. “When mem-
bers vote for this prestigious award, 
they are asked to concentrate on ‘that’ 
vendor who is indispensable to their 
business – one who transcends the 
boundaries of a mere seller and buyer 
relationship, stepping solidly into the 
realm of consultant, analyst, catego-

ry manager, and confidant. We are 
thrilled to honour the folks at KYB for 
delighting our members and exceed-
ing our lofty expectations.”

“We are incredibly honoured to be 
recognized by Pronto’s membership as 
their Partner of the Year,” comment-
ed KYB vice-president Mike Fiorito. 
“Everyone in our organization has a 
hand in helping KYB provide world-
class support to each member’s unique 
needs. When Pronto’s members have 
success, we succeed. We look forward 
to our continued partnership with 
Pronto and their membership.”

Akebono Launches 
New Website

To drive and support the growth of its 
North American business, Akebono 
Brake Corporation has launched a 
new website to help customers more 
easily find information about its prod-
ucts and where to purchase them.

The newly designed Akebono-
brakes.com offers an enhanced user 
experience with improved navigation 
to specific product pages for each of 
its aftermarket brands – Akebono Pro-
ACT, Akebono EURO, and Akebono 
Performance ultra-premium ceramic 
disc brake pads – along with informa-
tion about their company history and 
original equipment business.

“As we celebrate our group’s 85th 
year of providing best-in-class braking 
solutions, we are pleased to offer this 
new, user-friendly, online experience 
to our customers,” says Ted Saito, pres-
ident and chief executive officer, Ake-
bono. “We will continue to embrace 
digital communication technologies 
that help us provide exceptional cus-
tomer service and satisfaction.” 

The new website connects to the 
company’s social media pages and 
is mobile-friendly, allowing users to 
browse the site with ease from any 
device. The site features a searchable 
literature library and an online parts 
catalogue, so users can find which 
Akebono brake pads they need for 
their specific vehicle. In addition, the 
site features a dealer locator that auto-
matically detects the user’s location 
to find auto parts distributors in their 
area that carry Akebono’s ultra-pre-
mium line-up of replacement ceramic 
disc brake pads.

Advance Auto Parts Third-
Quarter Report Shows 

Growth of 27.7%
Advance Auto Parts, Inc. has 
announced its financial results for the 
third quarter ended October 4, 2014. 
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Buyers Products 
Introduces New LED 
Spot-Flood Light Bars

Buyers Products 
introduces four new 

LED combination spot-
flood light bars for 

maximum visibility on 
construction, utility, 

municipal, off-road, and 
agricultural vehicles. The 
combination of spot and 
floodlights allows for a 

wide-patterned beam and 
also a focused, targeted 

light in one hard-working 
unit.

*    *    *

TRW Announces Fourth 
Premium Friction Range 

Extension This Year
TRW Automotive 

Aftermarket’s business 
in North America has 
announced its fourth 
2014 range extension 
for its premium brake 

pad program. The range 
extension comprises 
27 part numbers and 
will provide coverage 
for an additional 4.7 

million newer vehicles. 
This brings the total 
number of references 

in the program to more 
than 880 and covers 

over 97% of the vehicles 
in operation in North 

America.

Third quarter comparable cash earnings per 
diluted share (Comparable Cash EPS) were 
$1.89, an increase of 27.7% versus the third 
quarter last year. These third-quarter compa-
rable results exclude $0.08 of amortization of 
acquired intangible assets, integration costs 
of $0.14 associated with the acquisition of 
General Parts International, Inc. (including 
Carquest Canada) and $0.01 of integration 
costs associated with the integration of B.W.P. 
Distributors, Inc. (All figures in U.S. dollars.)

The company’s Comparable Operating 
Income was $236.8 million during the third 
quarter, an increase of 33.3% versus the third 
quarter of fiscal 2013. As a percentage of 
sales, Comparable Operating Income in the 
third quarter was 10.3% compared to 11.7% 
during the third quarter of fiscal 2013. On a 
GAAP basis, the company’s operating income 
during the third quarter of $209.2 million 
increased 22.5% versus the third quarter of 
fiscal 2013. On a GAAP basis, the Operating 
Income rate was 9.1% during the third quarter 
as compared to 11.2% during the third quar-
ter of fiscal 2013. Year-to-date, the company’s 
Comparable Operating Income rate was 10.3% 
versus 11.4% during the same period last year. 
Year-to-date, the Company’s GAAP Operating 
Income rate was 9.3% versus 11.2% during the 
same period last year.

Operating cash flow increased approxi-
mately 35.6% to $540.3 million from $398.5 
million through the third quarter of fiscal 
2013. Free cash flow increased 51.0% to $378.8 
million from $250.8 million through the third 
quarter of fiscal 2013. Capital expenditures 
through the third quarter were $161.5 million 
as compared to $147.7 million through the 
third quarter of fiscal 2013.

“We are pleased with our overall financial 
performance in the third quarter, delivering 

positive comparable store sales performance, 
strong growth in free cash flow, and 33.3% 
growth in Comparable Operating Income 
dollars,” said Mike Norona, executive vice-
president and chief financial officer, in a state-
ment. “We continue to stay focused on our 
base business while meeting our integration 
milestones and continue to remain on pace 
to deliver against our full-year guidance for 
Comparable Cash EPS in the range of $7.50 
- $7.60 including achievement of our full-year 
synergy targets.”

 “We will continue to make improvements 
to our website into the future to ensure quality 
communication with our customers,” added 
Saito. “Our digital platforms are key to making 
that happen.”

Auto-Camping Ltd. 
Opens New Warehouse

The European Import Parts and Lubricants 
Specialist Auto-Camping Ltd. opened a new 
warehouse in Hamilton, Ontario, in order to 
make service for customers in the Niagara Pen-
insula area faster and more efficient.

The location at 11 Brockley Drive in Hamil-
ton offers multiple local deliveries per day. The 
order desk can be reached at 905-625-0032. 
ACL Online, Auto-Camping’s online parts 
catalogue, will electronically complement the 
personal service of the new warehouse.

Brake Parts Inc. has named 
Robert Pitt as vice-president, 
sales and global business devel-
opment, announces Bruce M. 
Tartaglione, senior vice-presi-
dent, global sales and market-
ing. An active member of the 

industry, this year Pitt has been serving as 
chair of the Automotive Industries Association 
of Canada. In his new role at BPI, Pitt will lead 
sales growth initiatives for major customers 
in North America and Latin America. Before 
rejoining BPI, Pitt served as vice-president 
of sales at Specialty Sales and Marketing in 
Canada. Pitt previously spent 12 years with 
BPI as vice-president of sales, Canada, and was 
responsible for all Canadian sales activities, 
including the oversight and direction of the 
BPI Canadian sales team. Pitt will work out of 
the company’s McHenry, Ill., headquarters.

Tenneco has announced that Jeff Koviak 
has been promoted to the position of vice-
president and general manager of the North 
America aftermarket. Koviak succeeds Joe 
Pomaranski who has been elevated to the 
newly created position of senior vice-president 
and general manager, global aftermarket. Kov-
iak will report to Pomaranski and be respon-
sible for all aspects of the North America 
aftermarket business including aftermarket 
plant operations, engineering, sales/market-
ing, strategic planning, and business develop-
ment. Koviak originally joined Tenneco in 
1992 as Walker sales territory manager and 
has held positions of increasing responsibility 
before assuming his current role as director of 
U.S. and Canadian sales in 2009. Koviak holds 
both an associate’s degree in automotive after-
market management and a bachelor’s degree 
in business administration from Northwood 
University.

APPOINTMENTS
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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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FEBRUARY
The Three Rs Of Success: 
Relationship, Response, Respect
Insights From Our  
Third Annual Shop Survey
The speed at which we conduct business 
has increased dramatically, thanks primarily 
to the computerization of every aspect of 
daily life. What this means to repair shops 
is the key factors that are most important to 
them when it comes to dealing with a first 

call jobber – parts availability; a superior working relationship with 
the jobber; qualified, reliable counter staff; and fast, efficient delivery 
service – are even more important than before.

U.S. Aftermarket Calls End To Right To Repair Battle
Key U.S. aftermarket auto parts and automaker industry associa-
tions and their membership have reached an agreement that will 
effectively see the end of the state-by-state fight for so-called Right 
to Repair legislation in favour of a national voluntary agreement.

ALSO IN THE NEWS:
Record Global Car Sales Projected for 2014; Parts For Trucks 
Relocates Moncton Store; Federal-Mogul to Purchase Affinia 
Chassis Components Business; New ALI Interactive Online Lift 
Safety Training Course Is Now Live; Denso Expands Its North 
American Headquarters; MEMA Meets With European And Japanese 
Associations; MACS 2014 Board of Directors And Officers Installed 
At Annual Meeting; Dayco Receives Outstanding Manpower Support 
Award; ContiTech Strengthens Presence in China.

From telematics to e-tailing to smartphone apps, new technology is 
stomping on the aftermarket gas pedal, providing jobbers with 

numerous new sales opportunities. The challenge today is having the 
ability to identify newly emerging trends in your particular market, and 

then implementing the necessary steps to take full advantage. REVIEW
YEAR IN

JANUARY
Advanced Driveline Technology
What’s Behind Double-digit Growth?
The driveline business continues to expand 
and offer increasing opportunities for job-
bers, while at the same time creating product 
mix and stock challenges.

Honeywell To Increase  
HFO-1234yf Production
Honeywell has announced that investments 

of approximately $300 million will be made by the company and key 
suppliers to increase production capacity for HFO-1234yf, a new 
refrigerant for automobiles with a global-warming potential (GWP) of 
less than 1.

ALSO IN THE NEWS:
Mahle Clevite’s RTI Division Restructures Sales Team; AAIA 
Commissions Major e-tailing Research Project; American Tire 
Distributors Inc. Expands Presence in Canada; 6th Annual Walkathon 
for Hope & Cope Raises $69,000; Great Northern  
Ride Fundraiser; Ontario Drive Clean Fee Reduction.

MARCH
Relationship Building:
Crank Up Steering, Chassis,  
and Driveline Sales
When it comes to steering, chassis, and driveline 
parts, components change is a constant factor 
as original equipment manufacturers continue 
to move towards lighter, more fuel-efficient 
vehicles.

Meineke Canada Acquires 12 CAA Car 
Care Centres in Ontario
Meineke Canada, part of the Driven Brands family of automotive compa-
nies, announced that it has purchased 12 CAA Car Care Centres formerly 
owned and operated by CAA South Central Ontario (CAA SCO). The 
acquisition will allow Meineke to expand its presence in Canada as well as 
benefit from the best practices and technical expertise of the CAA brand.

ALSO IN THE NEWS:
NASTF Responds to Right-To-Repair Agreement; AAPEX Debuts Webinar 
Series to More Than 300 Attendees and Exhibitors; Schrader Expands 
Training & Educational Program In 2014; Mahle Service Solutions 
Becomes New Division’s Name; Denso Announces Third-quarter Financial 
Results; Brake Parts Inc. Merges Sales And Marketing Departments; Ed 
Coates Obituary.

APRIL
Robert Pitt, Incoming Chair, Automotive 
Industries Association of Canada
Robert Pitt believes that the most important part of 
his commitment to the association over the coming 
year is to solidify the connection for the wholesale 
members on a local level. A large part of this con-
nection will be built on how well they see the value of 
the association.

Telematics Lowdown At  
Automotive Service Providers Forum
The well-attended 6th annual Automotive Service Providers Forum opened 
with a presentation on the Connected Car delivered by Malcolm Sissmore, 
Delphi Product & Service Solutions (DPSS), North American sales director for 
telematics, diagnostic tools, service data, and training.

ALSO IN THE NEWS:
Vast Distribution Presents 10-Year Plaque To Caledonia Auto Supply; 
Jobber-Hosted TPMS Clinic A Big Success; AAIA Creates Young Auto Care 
Network Group; New Reman Venture Rises in Toronto; Women’s Leadership 
Conference; MotoSkill Shop Tech Training Offers Pass Or Don’t Pay 
Guarantee; The Hitch Company Unveils New Name; This Spring...Raybestos 
Chassis Is “State of the Cart”; Veedol Lubricants Appoints Grant Brothers 
Sales For Canadian Market; Uni-Select Acquires J.K. Distributors, Inc.; Elgin 
Industries Receives Jasper Supplier Award; NACE/CARS First Round Of 
Exhibit Space Draw Complete; Denso Launches Tire Pressure Monitoring 
System Sensor Program.

MAY
Jobber Technology Systems
It’s Time To Warm Up To e-Commerce
For jobbers, the landscape is changing at a rapid pace, and 
technology is the driver with a lead foot. The ability to serve 
customers through multiple channels is now a key component 
of every successful jobber’s marketing plan.

Uni-Select Unveils A New Banner Strategy  
For Its Canadian Shops

ALSO IN THE NEWS: AIA Disputing Parliamentary Report 
There is No Labour Shortage; B.C.’s Auto Sector Aims To 
Enhance Labour Market; New Lordco Senior Management 
Team Announced; Uni-Select Delivers Solid Earnings Growth 
In The First Quarter Of Fiscal 2014; Automotive Aftermarket 
Suppliers Are Optimistic For 2014; Aftermarket Leaders Will 
Look At Top Trends; University of the Aftermarket, AAIA To 
Host ACES & PIES Training Seminar; Walker Kicks Off Spring 
Car Care Season With “Exhaust Extravaganza.”
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OCTOBER
New Technology, Safety Concerns, Boosting 
Premium Brake Component Sales
Brake part sales across Canada and the United States are 
skyrocketing as consumers choose to keep their vehicles 
longer and spend more on parts and service. Brake pad sales 
reached approximately 89.2 million units in 2013.

Canadian Shop Among “Head Of The Class” Winners
Roy and Beth McNeill of Don McNeill Enterprises, Ltd., 
Elmsdale, Nova Scotia, have won the Auto Care Association 

(formerly AAIA) North American “Head of the Class” Award in the Repair Shop 
category.

ALSO IN THE NEWS: Vast-Auto Distribution Ontario’s 3rd Annual Golf Tournament; 
Manitoba Meetings Yield Apprenticeship Resource; 2014 Auto Care Association 
Impact Award Winners Announced; Automotive Specialty Sales Hit $33B in 2013; 
E-Tailing Is Fastest Growing Aftermarket Retail Sector; Epicor ListingExpert Solution 
Now Available For Amazon.com; Automechanika Sets New Exhibitor Record.

JUNE
11th Annual  
Retail Intelligence Issue
Is E-Commerce  
The Aftermarket’s Holy Grail?
E-commerce, which literally 
exploded onto the market in the 
early ’90s, is expected to reach $11 
billion this year and grow to almost 

$50 billion by 2020, according to a report by OC&C Strategy 
Consultants. Successfully embraced by mainstream e-tailers 
like Amazon since the mid-’90s, e-commerce is just now tak-
ing hold in the automotive aftermarket as a few savvy jobbers 
begin to explore the potential of this burgeoning medium.

Vast-Auto Distribution Acquires  
Eastern Automotive Warehousing
John Del Vasto, president of Vast-Auto Distribution and 
David Vaughan, vice-president of Eastern Automotive 
Warehousing, have announced that they have formed a 
strategic partnership through the acquisition of the business 
operations of Eastern Automotive Warehousing.

ALSO IN THE NEWS: Uni-Select Ontario Hits the Races; 
Calgary Rep Wins Veyance Year-End Draw; Raybestos 
Rattlesnake Sweepstakes Winner Receives His Ride; Advance 
Auto Parts Reports First Quarter Growth Of 35%; Spectra 
Premium Industries Inc. To Purchase Assets Of Richporter 
Technology Ltd.; New Monroe Campaign Reminds Consumers 
That Potholes Can Damage Shocks And Struts; Popular 
$10,000 Champion “King of the Road” Contest Returns.

JULY
2014 Jobber of The Year: 
Active Group Inc.— 
Outstanding Customer Service 
Is AGI’s Formula For Success 
A Uni-Select member since day one, 
Active Group Inc. (AGI) began as 
a single automotive parts store in 
Brooks, Alberta, back in 1997 and is 
now the largest Uni-Select member 

in western Canada. Its diversified portfolio currently includes 
four separate divisions: AGI Automotive, AGI Lubricants, AGI 
Industrial, and AGI Motorsports. 

Inaugural Women’s Leadership Conference: 
“Uplifting,” “Inspiring” And “Truly Life-Changing”
On June 18, the Automotive Industries Association (AIA) 
of Canada hosted its first Women’s Leadership Conference 
in Niagara Falls, Ontario, with over 90 women from across 
Canada and the U.S. in attendance.

ALSO IN THE NEWS: Young Automotive Professionals Hold 
Largest Trade Show In Southern Ontario; Shad’s R&R Raises 
$160K; New Vast-Auto London Distribution Centre; Heavy 
Duty Distributor Council Conference Raises Over $85,000 
For SickKids; AAPEX To Feature New General Session Open 
To All Attendees; Young Technician’s Symposium To Debut 
At CARS; Beck/Arnley Holds 100th Year Celebration Car 
Sweepstakes; Mister Transmission Commits to Raising $50K 
for Canadian Breast Cancer Foundation; Advanced Innovative 
Technology Corp Opens Canadian Distribution Centre; 
Fountain Tire “Flips” For Edmonton; Michael Cardone, Jr. 
is EY Entrepreneur Of The Year; Valeo Kicks Off Its Second 
Annual Global Innovation Contest; Mevotech On The Road; 
Monroe Taking “Everything Gets Old” Message to 50 Cities.

AUGUST
Import Undercar Parts
Lighter Designs Boost Aftermarket Sales
Challenged by the increasingly tough CAFE (Corporate 
Average Fuel Economy) standards for better fuel efficiency, 
import OEs are focusing more and more on light-weighting 
vehicles by using lighter materials and more modular com-
ponent designs. As a result, many of these new components 
are proving to have a much shorter lifespan and require 
replacement on a much more frequent basis. This is proving 

to be both a blessing and curse to the automotive aftermarket.

Passenger Vehicle Sales Soar To Record Heights
Passenger vehicle sales in Canada soared to a record high of 1.89 million units 
annualized in May, surpassing the previous peak of 1.88 million set in January 2008, 
according to the Scotiabank Global Auto Report. Global car purchases re-accelerated 
in May, climbing 4.5% above a year earlier – a significant upturn from only a one-
percentage-point gain in April.

ALSO IN THE NEWS: Sun Fund For Kids Charity Golf Tournament Raises Over 
$6,000; Epicor Marks 30th Anniversary Of eCatalogue; Uni-Select Awarding Over 
$100,000 To The Mira Foundation; AAEC Announces Best Of The Best Award Winner 
For 2013; Federal-Mogul Motorparts Announces Organizational Leadership Changes; 
KYB Launches New Website; Akebono Receives 2013 Altrom Group Supplier Of The 
Year Award; Bendix Operations In The U.S. Are “Business As Usual”; Snap-on Acquires 
Pro-Cut International; CRP Automotive Launches Brand Awareness Campaign; 
Denso Tests Advanced Driving Support Technology; ContiTech Acquires Aftermarket 
Company In The U.S.; New Instructional Video Shows How To Improve Vision With 
Philips Windshield Treatment Kit; GAAS Board of Directors Votes To Defer Educational 
Event for 2015.

SEPTEMBER
Taking Visibility To The Next Level
Critical driver decisions, which are often made in split sec-
onds, require a clear, unobstructed view. This means it is 
paramount that both vehicle lighting and wiper blades are in 
peak operating condition, providing vehicle owners with a 
clear view at all times in all conditions. Advances in technol-
ogy in both of these categories are continuing to lead the 
way to increased sales opportunities for jobbers. 

Less Frequent Service Results  
In Lower Customer Satisfaction

Vehicle owners in Canada who take their vehicle in for maintenance or repairs twice a 
year or less pay more per visit and are less satisfied with their service experience than 
owners who have three or more service visits annually, according to the J.D. Power 
2014 Canadian Customer Commitment Index (CCI) Study.

ALSO IN THE NEWS: KYB Americas Completes Tech Centre Expansion; Bosch 
Automotive Aftermarket Division Helps Develop Future Automotive Technicians; Philips 
Introduces New Anti-Counterfeit Xenon HID Packaging; Epicor Parts Network Features 
Enhanced Repair Shop Capabilities; Prestone Introduces Improved Antifreeze/Coolant; 
Cardone Introduces Digital Parts Catalogue; Penray Introduces Heavy Duty Coolant 
Filters; Fel-Pro Design Addresses Sealing Issues.
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NOVEMBER
Riding The E-Tailing Wave 

This Low Risk Sales Opportunity  
is Exploding
Back in the conventional days of aftermarket auto 
parts retailing, if you wanted to increase sales you 
had to either expand your existing store or look 
at adding additional stores. Both of these options 
come with considerable investment and consider-
able risk. Fast forward to today’s retail world and 

jobbers now have the option of expanding sales through e-tailing, which 
offers a lower-risk opportunity to increase sales targets without overlever-
aging the assets of the company.

The AARO Celebrates 75 Years
The Automotive Aftermarket Retailers of Ontario celebrated 75 years of 
servicing the needs of the independent garage in style, with a gala event in 
Niagara Falls, Ont.

ALSO IN THE NEWS: Bestbuy Raises $20,000 for Charity at Victoria 
Buy & Sell; Transbec-DAI Opens Dartmouth, N.S. Warehouse; Cequent 
Doubles Its Commitment to Canada; Honeywell Forecasts 49 Million 
Turbocharged Vehicle Sales Annually By 2019; Sensata Technologies 
Completes Acquisition Of Schrader International; Counter Professionals 
Earn Incentive For Monroe Quick-Strut; NARSA, MACS Team Up To Grow 
Your Business; Earn Rewards With Dorman’s New Tech Tube Installation 
Video Program; Denso Named OE Supplier Of The Year; Epicor Introduces 
Epicor Eagle N Series Business Management Software.  

DECEMBER
The Total Package
2014 Counterperson Of The Year
Andrew Malone, B&B Dixon Automotive 
Inc., Newmarket, Ont.
When it comes to customer service, Andrew 
Malone is the total package. 

“You get counter guys in this business that are 
personable but may not have strong computer 

skills, or they have great product knowledge or a great sense of humour 
or endless patience. Most often, they have this or they have that, but 
they don’t have it all,” explains Bruce Dixon, an owner at B&B Dixon 
Automotive. “Well, Andrew Malone has this and that.”

Car Care Aware Re-launches With A New Look
Time dulls the shiny new and new, but Be Car Care Aware has a new look 
and feel. After 10 years of operations in Canada, the Be Car Care Aware 
program has been re-launched.

ALSO IN THE NEWS: Young Executive Society Workshop Mentor Gets 
Back to Basics; Uni-Select Announces Improved Profitability In Q3 
2014; OEM’s Privacy Principles Fail to Adequately Provide Consumers 
Control of Their Car’s Data; Auto-Camping Ltd. Opens New Warehouse; 
Saskatchewan Industry Award Presented; Akebono Brake Corporation 
Launches New Website; Advance Auto Parts Third-Quarter Report Shows 
Growth of 27.7%.

p 10,12,13 Year review.indd   13 14-12-08   11:16 AM

http://www.autoserviceworld.com/issues/de.aspx?id=15574
http://www.shradercanada.com
mailto:sales@shradercanada.com


14 JOBBER NEWS / DECEMBER 2014

MARKET 
TRACKER

Aftermarket Growth 
Higher Than Forecast

By Steve Pawlett

W hile miles driven is still the strongest indicator for 
business growth post-recession, there are a number 
of other trends emerging that are affecting aftermar-

ket sales. Even though miles driven show modest post-reces-
sion growth, they are still well below pre-recession levels.

“Miles driven in 2014 was just a little bit better than 
expected, plus there was a little movement on price, and 
that’s why we are seeing 3.3% growth rather than the 
2.3% that we had predicted,” explained David Portalatin 
of the NPD Group Inc., to a packed room at the morning 
Aftermarket Outlook session held at AAPEX.

“The reality today is that we are driving 60 billion fewer 
miles than we were before the reces-
sion. That’s a big loss and a big hurdle 
to overcome since the recession. We 
can see that in the last five years or so, 
miles driven has come up but is not 
showing a sustained recovery. However, 
that being said, in the past year we are 
up 19 billion miles. Now just calculate 
how many oil changes 19 billion miles 
equals and you can see the significance 
of increased mileage,” says Portalatin.

The three key indicators of after-
market parts sales are miles driven, how 
consumers use their cars, and pricing of 
both new and used cars.

“Studying 29 automotive categories, we tried to get a little 
more granular and get down to more details in the forecast 
to be more specific about drivers in the market. The reality 
is there have been some substantial changes in our work 
habits, with more people working at home or living closer 
to work. There have also been some generational changes. 
The millennial generation is less likely to get their driver’s 
license when they are 16 years old. Our research suggested 

that only 37% of millennials got their driver’s license at 16. 
This generation that is coming online is different than the 
boomer generation it is replacing,” explains Portalatin.

“This market was built by 80 million baby boomers, with 
dual income lifestyles, driving two cars every day to and 
from work, vacations, shopping trips, etc. This generation 
created a car culture. Now as those baby boomers shift into 
lifestyle changes that include not working as much and 
driving much less, what we would like to see is the 75 to 
80 million millennials who replace them, adopt the same 
behaviours. But the reality is they are on a different plane. 
They don’t start driving at the same age as boomers did, 

they don’t own cars at the same rate as boomers, and they 
live a more urban lifestyle. So even though we will see this 
group replace the boomer generation, which was the largest 
generation of drivers we’ve ever seen, I don’t think the mil-
lennials will be using vehicles at the same rate as boomers 
did,” said Portalatin.

So what does this mean to jobbers? 
“You just cannot expect 3-4% growth every year.  It’s just 

not there anymore. Thirty-five percent of the population 
is working closer to home or working 
at home, and many people are work-
ing less as, obviously, unemployment is 
higher than it was before the recession,” 
he added.

The NPD Group’s data shows just 6% 
of vehicle owners are considering buy-
ing a new or used car next year. But the 
key data is the 62% who don’t plan on 
replacing their vehicle next year, which 
means they are going to be driving a 
vehicle that is another year older. Plus, 
there is a bit of difference in what con-
sumers say and what they will do. 
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“It’s really about intentions. There’s no way all 6% will 
buy a new car next year. A lot of people thinking new will go 
used too, so we will see 15 to 17 million new cars in 2015 and 
40 million used cars purchased in 2015,” said Portalatin.

“The used cars that consumers are buying today are dif-
ferent than the used cars they have bought in the past and 
I think it represents a new model,” continued Portalatin. 
“Consumers have fundamentally 
re-evaluated the way they think 
about the age of a car. A 10-year-
old car is not even at the average 
age yet; that’s how much it has 
changed. The sweet spot is now 
much older than it ever was in 
the past. This is a huge oppor-
tunity for the repair business 
and it’s going to be around for a 
long time.”

According to the NPD report, 
on average, people bought their 
used car when it was three or 
four years old, but as Portalatin 
points out, averages don’t always 
tell the whole story. There are cars in that average that are 
20 years old, and the NPD Group commissioned a separate 
piece of research to go after these used car buyers to get 
more insight. 

People who bought three or so years ago bought a three- 
to four-year-old car. Four-year-old cars today are in short 
supply. Of the people who have bought a used car in the 
last three years, nearly a third of them purchased a car 
that is already 10 to 15 years old. A lot of people who own 

these older cars are millennials 
who don’t have a lot of money 
to spend, and they are also turn-
ing to online sites like YouTube 
to watch videos on how to fix/
tweak their cars.

“People are more willing to 
invest money today in older cars. 

They value older cars much more than they used to. Plus, 
when those purchases happen, there is a lot of spending that 
goes with it. The buyer might want to dress this vehicle up or 
might want to tweak this or check on that. The growing gap 
is in the 11-year-plus category. The sweet spot is changing 
and consumers are spending money on their used vehicles,” 
he adds.

“Some owners of 11-year-old vehicles are looking to 
replace them in the next couple years. But, more than that, 
some are saying they are going to keep that car for three 
more years or longer. That raises the question, when they do 
replace the car, what will they buy?” said Portalatin. “Who 
buys a new car? People that already have a new car. You have 
two cohorts: the new car group and you have your old car 
group, and in the middle is the four- or five-year-old cars, 
but there’s not very many of them.”

Cars are made better and they are lasting longer. Many 
are lasting well over 200,000 miles. Owners of 11-year-plus 
vehicles are much more likely to do some DIY work. “As 
we move into these older cars, we are investing in a value 
proposition that says, ‘I don’t want to replace my vehicle.’ 
When you ask people how much do you plan on spending 
to repair your vehicle? Most say, yeah, I will be spending at 
least $1000,” said Portalatin.

Even though the millennial generation lifestyle is not as 
dependent on vehicle ownership as the boomer generation 
was, their affinity for older vehicles, regular maintenance, 
and customization bodes well for the aftermarket. The key 
is understanding this client base and communicating with 
them via smartphone apps and digital gathering places 
such as Facebook, YouTube, Twitter and Pinterest. 

Tracking 29 categories,  
NPD points out some highlights:

•  Diesel additives are growing as more diesels get on the road. 
•  A higher amount of rain this year brought up wiper sales 

significantly. 
•  Oil filters and lighting were also strong categories.
•  The large number of high-mileage cars on the road mean 

high-mileage oils are a strong seller.
•  Average age of vehicles on the road now is 11 years, so you’re 

looking at replacing bulbs and batteries and refrigerant.

p 14-15 Market tracker.indd   15 14-12-08   7:22 AM



AAPEX REPORTS

AUTOMOTIVE AFTERMARKET INDUSTRY WEEK 2014

AAPEX 2014 
Sees Continued 

Growth

T
he level of activity on the packed show floor on open-
ing day was palpable. Everywhere you looked, booths 
were full of people talking business. Showgoers had 

the opportunity to view thousands of new products in 
every category, and meet with plenty of new and current 
suppliers over the three-day show period. Several exhibit-
ing manufacturers also hosted product training seminars 
where participants could see and hear first-hand about 
technical applications of the new products.

Education has always been a staple of AAPEX and this 
year was no exception, with sessions packed with attendees 
listening to leading experts who were brought in to teach 
new skills and strategies and provide some insight into future 
trends and growth opportunities for the aftermarket.

Nathan Fitchette Named Winner  
of Beck/Arnley Custom Scion FR-S

Beck/Arnley has announced that Nathan Fitchette from 
West Seneca, New York is the winner of the 100 Year 

Anniversary Edition 2014 Scion FR-S. Fitchette was handed 
the keys to the car at Beck/Arnley’s booth during the AAPEX 
show. As part of his prize, Fitchette also won a trip for two to 
Las Vegas and passes to the AAPEX and SEMA shows.

“We congratulate Nathan as the grand prize winner of 
this incredible car,” says Sandy Norris, director of market-
ing for Beck/Arnley. “We are thrilled to give away the car 

and trip as part 
of our anniversa-
ry celebration. It’s 
an exciting way to 
feature the Beck/
Arnley brand and 
honour our 100-
year history.”

The car sweep-
stakes generated 
nearly one mil-
lion entries, more 
than doubled the 

number of Facebook followers, and generated over 125,000 
shares throughout the United States and Canada. The 
Scion FR-S includes thousands of dollars in upgrades done 
by Auto Pro of Nashville. Upgraded features include a 
satin pearl blue exterior, premium two-tone leather from 
Katzkin Leather, a 13-speaker audio system from Memphis 
Car Audio, LED lights, and much more.
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Brian Williams from Lynchburg, Va. is 
the lucky grand prize winner of the 

Raybestos Brand 1971 Chevrolet Camaro 
RS “G-Machine,” featuring the innovative 
new Element3 brake pads with Enhanced 
Hybrid Technology (EHT), the company 
announced at its booth during AAPEX 
on Wednesday, Nov. 5. 

As part of his prize, Williams received 
a trip for two to Las Vegas and badges 
to attend AAPEX and the SEMA Show. 
Jeff Schwartz, who directed construc-
tion of the project at his shop, Schwartz 
Performance in Woodstock, Ill., was also 
on hand to congratulate Williams on 
winning the ultimate high-performance 
vehicle.

“We congratulate Brian as the 
grand prize winner of the custom-
built Raybestos Brand 1971 Chevrolet 
Camaro and we thank him for support-
ing the Raybestos brand,” says Bruce 

Tartaglione, senior vice-president of 
global sales and marketing for Brake 
Parts Inc. “He really did hit the jackpot, 
as we received over 400,000 entries in 
the Raybestos Camaro sweepstakes. As a 
Camaro enthusiast, we know that Brian 
really appreciates all of the hard work 
and talent that Jeff and his team put into 
building this one-of-a-kind car. He will 
definitely enjoy driving around town, 
showcasing his new ride.”

The Raybestos Brand Camaro RS packs 
plenty of power with a 700-plus horse-
power Schwartz-modified, GM LS3 V8 
engine with SLP supercharger, mated to 
a Tremec six-speed manual transmission 
and severe-duty Moser nine-inch rear 
axle. The Schwartz team prepared the 
Raybestos Brand Camaro with a perfor-
mance disc brake upgrade package using 
Raybestos Brand brake components and 
featuring Element3 brake pads.

Brian Williams Is Grand Prize Winner of the  
Raybestos Brand 1971 Chevrolet Camaro RS “G-Machine”

Donations To High Fives For Kids Exceeds Expectations
Wrapping themselves with pride and 

generosity, attendees at Canada Night 
sported commemorative scarves received 
for donating to the High Fives for Kids 
Foundation. Canada Night was held on 
November 4, 2014 during Industry Week 
in Las Vegas, which saw over $9,000 raised, 
with all funds going to the Foundation.

It was the first year for this initiative and 
it proved to be very popular with attend-
ees, who left with a warm keepsake and the 
knowledge they supported a great cause.

The donations at Canada Night bring 
the total amount raised for High Fives 
for Kids to a quarter of a million dol-
lars since the Foundation became opera-
tional in 2005. The Foundation uses the 
funds to provide grants and scholarships 
to benefit children and youth. The grants 
support local or national registered chari-
ties, with programs like the Sun Fund for 
Kids, which sends underprivileged youth 
to summer camp in Manitoba.

“Our industry comes together to sup-
port each other and the communities 

where we live,” says Ken Coulter, chair 
of the High Fives for Kids Foundation. 
“From golf tournaments to barbecues, 
luncheons, and Canada Night scarf 
donations, the industry continually 
steps forward to support charities like 
High Fives for Kids. We extend our 
heartfelt thanks for the incredible gen-
erosity of the individuals and organiza-
tions that consistently donate to help 
others.”

For every $100 donation, contribu-
tors received a tax receipt and five 
scarves – or one scarf for every $20 
donated. The limited edition red, 
black, and white scarves were embroi-
dered with the year 2014, the High Fives 
for Kids logo and the words “Canada 
Night.”

The scarves proved to be such a 
successful fundraiser that plans are 
already underway for the 2015 design, 
which will be available at next year’s 
Canada Night.

Ken Coulter, chair, High Fives 
Foundation; Zara Wishloff, APD 
Automotive Parts Distributors; and 
Marc Brazeau, president and CEO, 
AIA Canada, sporting their com-
memorative scarves.
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house in Toronto, has been with B&B Dixon for 14 years now, 
following the buyout of Country Wide Automotive back in 
2000 by Uni-Select. “At that time the word on the street was 
there were two counter people available that you had to have, 
but we were focused on one,” explains Barry Borovoy, one of 
the owners of B&B Dixon.

“Day one, when I sat down with these guys, I knew they 
were the right fit for me. They are exceptional owners and 
exceptional co-workers,” says Malone.

The Jobber News Counterperson Of The Year Award, 
sponsored by Epicor, was formally named the Abe Schwartz 
Memorial Award after the late owner of one-time Toronto 
jobber British Auto Supply, who worked behind the counter 
for more than half a century. The award is presented annu-
ally and honours the best among those who work on the front 
line at auto parts wholesalers in the Canadian automotive 
aftermarket.

“I don’t mind saying that in a lot of ways, he makes the 
three of us owners” – Bruce and Bill Dixon and Barry 
Borovoy – “feel a little redundant,” jokes Bruce Dixon wryly. 
“For example, we just had our company meetings with our 
four stores and he carried the ball for those.”

B&B Dixon Automotive, which has been in operation for 
27 years now, added a third store in 2012 and a fourth store 
in 2013. “We opened these stores to provide better service to 
our customers,” explains Borovoy.

The company added its second store in Aurora in 1991. 
In 1996 the company moved its headquarters to its current 
location at 395 Harry Walker Parkway North in Newmarket. 
Over the next 15 years, B&B Dixon achieved a steady pattern 
of growth and development, adding the third and fourth 

The Total 
Package

2014 Counterperson 
Of The Year
Andrew Malone 

B&B Dixon Automotive

“When it comes to customer service, Andrew Malone 
is the total package.”
“You get counter guys in this business that are 

personable but may not have strong computer skills, or they 
have great product knowledge or a great sense of humour or 
endless patience. Most often, they have this or they have that, 
but they don’t have it all,” explains Bruce Dixon, an owner 
at B&B Dixon Automotive. “Well, Andrew Malone has this 
and that.”

“I only deal with Andrew,” says Frank Baudo of Baudo 
Auto Service in Gormley. “The other counter staff at B&B are 
good too, but he’s the best. He never has a bad day, you know. 
He’s always up, and that’s not always easy to maintain in 
this business,” adds Baudo. “I was with Warden Automotive 
for 15 years until I moved up to Gormley. Then it was too 
far for them to make deliveries, so they introduced me to 
B&B Dixon and I never looked back. I’ve been dealing with 
Andrew now for 14 years. The service I get from Andrew and 
B&B is second to none. They are the only jobber I will deal 
with. I’m very comfortable dealing with Andrew.”

“He’s fast and efficient. No matter how difficult an item 
is to find, he will find it or find another solution,” says Hans 
Helleman of Helleman Tire Sales in Keswick, Ontario. “I’ve 
been 40 years in the business and he is definitely in the top 
three of my whole career.”

Mike McGraw of Mr. M’s Auto Service in Newmarket calls 
Malone simply “the best.”

“Andrew Malone does an amazing job. He knows his stuff 
and will go above and beyond every time,” says McGraw.

Malone, who worked his way up from a radiator and gas 
tank supplier in Nepean, Ontario, through to a jobber ware-
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stores in Keswick and Jackson’s Point in 2012 and 2013 
respectively. Mark Dixon manages the Aurora location, Dave 
McNeill manages the Keswick store, and Grant Mayo man-
ages Jackson’s Point. Originally a McKerlie-Millen Associate, 
B&B Dixon Automotive entered into a new association with 
Uni-Select in 1998.

“I don’t have a whole lot of experience in other business 
sectors, but I can’t imagine another sector being quite like 
this,” says Malone. “One minute you can be talking to some-
one who is so upset with a problem, then the next minute 
you are talking to the happiest guy in the world, and it’s 
okay, because that’s your job. No two calls are alike. You are 
trained and you want to help the person in distress and the 
customer that is so happy. You just want to ride that wave and 
keep them happy. That’s kind of the way that it works for me.”

A number of Malone’s family members also work in the 
industry. His brother, Daniel Malone, works at Uni-Select in 
IT – member connectivity, and his uncle, Adam Malone, is 
also at Uni-Select in purchasing. His father, John Malone, 
joined B &B Dixon as a salesman one year after Andrew. 
Another interesting connection is the fact that Sam Dixon, 
Bruce and Bill’s dad (and a former editor of Jobber News), and 
Sid Borovoy, Barry’s dad, were close friends in the industry.

“This was another thing that came together well for us,” 
explains Bruce Dixon. “This being a family business and 
Andrew having family in here too, it just marries right up in 
terms of us all going to war together.”

“It’s all about the customer here at B&B Dixon,” explains 
Malone. “Some people call just to order a part, some call 

because they have a problem, and some are just seeking 
information, while others are really just looking for an ear. 
Over time you develop friendships and relationships with 
your clients, so throughout the course of the day, everything 
is kind of the same yet different and there is always, always 
something unexpected. But at the end of the day, you feel 
you’ve done a pretty good job and that’s what counts, and 
then you get something like this award,” smiles Malone.

“I take it (Counterperson of the Year) as a real big honour, 
not only for me but for the company and everybody that I 
work with here. It’s because of guys like Barry, Bill, and Bruce 
and all the staff here that I get to do what I do. We all work 
together and that’s why we have so many happy customers. 
You do the best you can and you hope for the best,” adds 
Malone.

“Andrew gets our way and that is so important. We have a 
philosophy of how to do business and how to move forward 
in the industry and he gets our vision and we get his. It’s very 
seldom that there isn’t a meeting of the minds between us 
all,” says Bruce Dixon.

“We all started from the ground up and have done every 
job here, so we understand every aspect of the business. Our 
philosophy is always striving to be number one. We don’t 
want to lose our humility,” explains Borovoy. “When it comes 
to the customers, you don’t always know the pressure they are 
under, so they need to understand that they are dealing with 
people like themselves and not a machine that doesn’t care. 
We do care. That’s the biggest thing – that our customers 
understand that we do care.”

“When we go to a garage, the first thing we do is stick out 
our hand and usually have to convince the garage owner to 
shake that hand with their dirty hand. We just say, ‘Give me 

Congratulations Andrew 
on being selected as  

Jobber News Counterperson  
of the Year, 

from your good friends at

Congratulations!

Andrew Malone
B&B Dixon Automotive

Jobber News 
Counterperson of the Year 

From your friends at Delphi.
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your hand, sure you have grease on your hand, I don’t care.’ 
We are in the parts business, we don’t walk around in suits. 
We are on their level always.

“The thing about this industry is that we still maintain 
that grassroots level,” adds Borovoy. “It really comes down to 
how you measure success. We measure success by the success 
of our staff and the success of our customers, and our success 
is tied directly to that. And we never look past that.”

“The thing we are most proud of is every single person 
that has worked here. We have employees that have been 
here for over 20 years. We have had a few veterans who have 
come from elsewhere, who have had a sense of relief at the 
atmosphere of this place and of the way they are treated 
here,” says Bruce.

“We try to provide an environment where a person can 
thrive and be happy and not feel immense pressure. Sure, 
there is always pressure in this business, but we try to make it 
manageable,” he adds.

“I’ve been here 14 years but I still feel like the new guy 
because there are so many here that have been here a lot 
longer than me,” adds Malone. “A lot has changed in that 
14 years.”

“The two main changes for sure are the knowledge base 
and access to more parts. Ten or so years ago, you had two 
tiers of books to go through for parts, and you’d have lower 
shelves under the counter and they would be jammed full 
of books too, and you still didn’t have enough information. 
When things started going online, like anything new, there 
were a lot of errors at first, just like there were errors in the 

catalogues. But generally you 
stuck with it, and now it has 
gotten a lot easier to get infor-
mation. And it’s cleaner now, 
with fewer errors. And for 
those of us in the Canadian 
market, there are so many 
niche vehicles that people 
don’t catalogue. Americans 
don’t recognize it because 
they don’t sell it, so there 
are some vehicles where you 
have to know where to look,” 
explains Malone. (B&B Dixon 
uses the Epicor LaserCat 3 
Windows-based electronic cat-
alogue system.)

“Parts availability has also 
changed drastically. Fifteen 
years ago you’d be saying 
‘dealer item only’ all day 
long. Now, the suppliers have 
expanded what they are offer-
ing so you can often go a 
day or more without saying 
‘dealer only.’ There are parts 
for everything and ways to get 
them. One of the things we 
practice here is to never say 
‘no.’ We have so many people 
with so much experience here 
that if you’re having trouble 
finding something, you just 
yell out whatever it is and one 
of us might know where to 
find it, and we generally do,” 
said Malone.

“No matter what, I am 
going to find the part I need, 
whether I have to go to a 
dealer or the Internet or into 
the U.S. to find it, I will get 
it. You want the customer to 
be served,” adds Malone. “For 
instance, I had a customer 
come in recently that was looking for a furnace switch. They 
had the part number and we obviously don’t sell furnace 
switches, but they have an account with us and they are a very 
good client and we sell parts here and he has a part number, 
so it’s easy for me to go with the part number and look it up. I 
have a litany of places where I can get it. So I tell the custom-
er, if you want me to take care of this for you I will get it taken 
care of. You never say ‘no.’ Sometimes the requests you get 
can be challenging, but we can almost always find what they 
need, so there is a resolution and you can move on. It’s now 
rare the times that we can’t find what they need, and when 
it does happen, it’s a let-down because no matter what, you 
weren’t able to make that customer happy,” explains Malone.

“Everywhere you go, you will hear that the customer is 
number one, the customer always comes first, and that is 
true, because without them what do you have? It’s really how 
we work with them that counts. If they do well, we do well, so 
it’s a win-win,” adds Malone. “Our philosophy is to just treat 
people right. No one wants to have a bad day, nobody wants 
to have anything go wrong with their vehicle, and when 
people need your help, just help them the best you can.”

Rocky Newbold, Andrew Malone, 
and Keith Morris.

Andrew Tibbitts, Andrew Malone, 
Dan Hill, and Bob Boake.

Barry Borovoy, Bill Dixon, Andrew 
Malone, Bruce Dixon.

Jonathon Higgins, Kenna 
Vasiliadis, Andrew Malone, Fred 
Campbell.

Congratulations 
Andrew Malone 

on Being the Jobber News

From your friends at  
NGK Spark Plugs Canada Limited.

Counterperson 
of the Year.
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T
he Specialty Equipment Market Association (SEMA) 
expo in Las Vegas just gets bigger, bolder, and a little 
more outrageous with each passing year. Nearly all 

of the auto manufacturers were represented, whether 
by themselves, or by some oversized wheel company 
that loves custom sheet metal. This year’s event drew 
over 60,000 international and domestic buyers. With 
the number of expanded displays this year, walking the 

AUTOMOTIVE AFTERMARKET INDUSTRY WEEK 2014

SEMA Show 
Continues  

Growth Trend

This year’s SEMA Awards for the top-
trending vehicle models in four catego-

ries were announced on the opening day of 
the 2014 SEMA Show. The Ford Mustang 
was named Hottest Car, the Honda Fit 
took the Hottest Sport-Compact honours, 
the Chevrolet Silverado won Hottest Truck, 
and the Jeep Wrangler received the Hottest 
4x4-SUV award.

“The SEMA Show has always been the 
annual event where the newest and most 

innovative products are seen first,” says 
Chris Kersting, SEMA president and CEO. 
“The SEMA Award celebrates the industry’s 
unique ability to identify and set the trends 
that influence consumers worldwide.”

The SEMA Award recognizes vehicle 
models that specialty-equipment manu-
facturers believe are the best platforms 
for accessorization and that showcase the 
year’s coolest products. It also underscores 
the cooperative relationship between the 

automakers and SEMA-member companies.
“Now in its fourth year, the SEMA Award 

helps guide consumers toward the hot-
test-trending and most accessory-friendly 
vehicles on the market,” adds Kersting. “Our 
Show exhibitors are industry visionaries 
who determine the winners of the SEMA 
Award. The booth space is a ballot, and 
the vehicles they choose to showcase in 
their booths are a vote. The most prominent 
models in each category are the winners.”

Hottest Car, Sport Compact, Truck, And 4X4-SUV announced at SEMA

Clockwise from top left: Dave Pericak, Mustang chief engineer, 
receives the Hottest Car award for the ’15 Ford Mustang.

Pietro Gorlier, president and chief executive officer, MOPAR brand 
service, parts and customer care, Chrysler Group, accepts the 
Hottest 4x4-SUV award for the ’14/’15 Jeep Wrangler.

Jeff Conrad, senior vice-president and general manager of the 
Honda Division, receives the Hottest Sport Compact award for the 
’15 Honda Fit.

Alan Batey, president of GM North America, global Chevrolet brand 
chief, accepts the Hottest Truck award for the ’14/’15 Chevrolet 
Silverado.
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show floor you could see a clear increase in activity at every 
booth – throughout the course of the show.

“We are seeing more exhibitors take part in programs 
such as the New Product Showcase,” says Chris Kersting, 
SEMA president and CEO. “This is an 
indication to us that exhibitors are looking 
for and taking advantage of ways to get the 
most out of their show experience.”

More than 2,000 entries were submit-
ted into the Showcase, with the best of the 
best receiving special recognition. SEMA’s 

Annual Market Report, available exclusively to SEMA mem-
bers at www.sema.org/automotive-aftermarket-research, esti-
mates that overall retail sales reached more than $33 billion, 
marking a fifth year of growth.

SEMA Announces New Product Award Winners
SEMA’s New Products Showcase Awards recognize the most cutting-edge automotive products either on the market  

or about to hit the market. This year, more than 2,000 new products were submitted for consideration. 

The 2014 New Product Award Winners are: 
Collision Repair & Refinish Product
Winner: Malco Products Inc., 

Quarter Panel Hemming  
Air TurboXTool

Runner-Up: 6 Hands, 6-Hands 
Universal Body Panel Holder

Runner-Up: Luma III Inc., Aurora

Engineered New Product
Winner: Holley Performance 

Products, Holley EFI  
Digital Dash

Runner-Up: Aeromotive Inc.,  
X1 Fuel Pressure Regulator

Runner-Up: Silverback Carbs, 
Silverback Carb

Exterior Accessory Product
Winner: Lund International, AVS, 

Lund, Amp Research, Belmor, 
Amp Research PowerStep XL 

Runner-Up: Rigid Industries LED 
Lighting, Rigid Industries 
Capture

Runner-Up: Westin Automotive 
Products Inc., Overhead  
LED Light Hoop

Interior Accessory Product
Winner: Switch-Pros, SP8100 

Switch Panel System
Runner-Up: Rightline Gear,  

Roll Bar Storage Bag
Runner-Up: US Speedo,  

Stainless Steel Gauge Face

Merchandising Display

Winner: Mickey Thompson 
Performance Tires & Wheels, 
Metal Series Jeep Bumper 
Display

Runner-Up: Husky Liners,  
The “Rider” POP Display

Runner-Up: N-Fab Inc., N-FAB  
Step System Display

Mobile Electronics Product
Winner: App-Tronics LLC, 

SmartNav 5
Runner-Up: Custom Autosound 

Manufacturing, Slidebar Radio 
by Custom Autosound

Runner-Up: Palmer Performance 
Engineering, DashLogic 
Display Controller

Off-Road/4-Wheel Drive Product
Winner: Bubba Rope, Gator-Jaw 

Soft Shackle
Runner-Up: Factor 55,  

ProLink Bridle
Runner-Up: Omix-ADA/Rugged 

Ridge, Exo Top Soft Top & 
Cargo Rack System

Packaging Design
Winner: Husky Liners, X-act 

Contour Floor Liners 
Packaging

Runner-Up: Aero Products,  
6-Pack Traveler

Runner-Up: Painless Performance 
Products, PowerBraid

Performance-Racing Product
Winner: Silverback Carbs, 

Silverback Carb
Runner-Up: 3pConnect,  

Turbosmart Position Sensor 
Wastegate Caps

Runner-Up: COMP Performance 
Group, FAST Bump Stager

Performance-Street Product
Winner: Aeromotive Inc., Phantom 

Flex Stealth Fuel System
Runner-Up: Hotchkis Sport 

Suspension, Hotchkis 
Performance Front Upper 
Control Arms for 1964.5-1966 
and 1967-1970 Ford Mustangs

Runner-Up: RideTech, C2-C3 
Corvette Suspension System

Powersports Product
Winner: Dakota Digital, MCL-3014 

Digital Plug-In Instrumentation 
for 2014-up Harley Touring 
Models

Runner-Up: Kicker, PSM3 Mini-
Enclosed Speaker System

Runner-Up: Lazer Star Lights, 
Motorcross Headlight Kit

Street Rod/Custom Car Product
Winner: Ron Francis Wiring, 

Blackbox Relay System
Runner-Up: NotcHead,  

NotcHead Line Clamps
Runner-Up: Vintage Air Inc., E-Z 

Clip Refrigerant Hose Kit

Tire and Related Product
Winner: Continental Tire, 

Continental TrueContact
Runner-Up: Cooper Tire & Rubber 

Co., Discoverer SRX
Runner-Up: Nitto Tire U.S.A. Inc., 

EXO Grappler AWT

Tools & Equipment Product
Winner: Tire Profiles-TreadSpec, 

Groove Glove, Mobile Tire 
Laser Diagnostics

Runner-Up: Celette, Naja Evolution 
3D Measuring System

Runner-Up: Luma III Inc., Aurora

Van/Pickup/Sport-Utility Product
Winner: Decked, Decked Pickup 

Truck Bed Organizer and 
Storage System

Runner-Up: AnzoUSA, L.E.D 
5-Function Corner Step  
OE Replacement

Runner-Up: Rampage Products, 
Portable WIFI Back-Up 
Camera/Multi-Function 
Monitor

Wheel and Related Product
Winner: Deluxe Wheel Co.,  

Wide Whitewall Tire Rim
Runner-Up: Topline Products,  

Verde Custom Wheels –  
V25 – Quantum

Runner-Up: Vorsteiner, Vorsteiner 
Flow Forged V-FF 103
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For the Counterperson December 2014

The reman powertrain components market, including 
engines, transmissions, clutches, and turbochargers, 
earned revenue of $3.19 billion in 2013 and is expected 

to reach $3.52 billion by 2019, according to a recently pub-
lished study by Frost & Sullivan.

The research company cited the environmentally 
friendly image and the reliability factor of reman parts 
as two of the reasons for this growth.

The report cautioned that “increased 
sophistication in the functionality of heavy-
duty engines and variable geometry turbo-
chargers will raise the unit prices 
of remanufactured components.” 
But it could be argued that 
those same forces will 
be raising the cost of 
new components as 
well.

“Without a doubt, 
there are tremendous 
growth opportunities in 
all distribution channels 
for automotive electronics 
and turbochargers. This is 
driven by the continued prolifera-
tion of electronic content in vehi-
cles, combined with the expand-
ing application of turbochargers 
to reduce emissions, improve fuel 
economy, and increase overall 
powertrain efficiency,” explains 
Jeff Green, senior product manag-
er, electronics and distributor prod-
ucts, Cardone Industries.

Honeywell Turbo Technologies recently 
released its Global Turbo Forecast, which esti-
mates the industry will generate $12 billion 
in revenue by equipping 49 million vehi-
cles with turbochargers annually by 2019. 
The continued growth of turbocharging 
technologies will be driven by require-
ments for manufacturers to meet global envi-

ronmental emissions regulations and bolstered by strong 
demand in emerging markets.

Turbochargers can help downsized engines improve fuel 
economy as much as 20 to 40% in gas and diesel engines, 
respectively, when compared with larger naturally aspirated 

engines, and still provide the same or 
better engine performance. In addi-

tion to improving fuel efficiency, 
downsized turbocharged engines 
also reduce harmful exhaust emis-

sions.
“Continued pressure to 
improve the driver expe-

rience and meet future 
industry requirements 

is spurring the posi-
tive trend seen in this 
year’s forecast, which 
includes double-digit 
growth in both North 
America and China,” 
says Honeywell Trans-

portation Systems presi-
dent and CEO Terrence 

Hahn. “We expect the industry 
to produce more than 200 mil-
lion new turbo-equipped vehi-
cles during the next five years, 
driving continued demand for 

well-designed, boosted engines 
that reduce fuel consumption and 
improve vehicle performance.”

“Growth in vehicle electronics 
is touching nearly every part of the 

car, each equipped with 30 or more 
electronic control units. By some esti-
mates, 40% of the component con-
tent of a new car is now comprised of 

electronic modules, and that percentage 
will grow over the coming years as more 

features are added for convenience, safety, 
connectivity, improved fuel economy, and 

Continued Growth Predicted For Reman Market

Product Image And 
Reliability Help Drive Growth
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emissions,” explains Mark 
Shasteen, vice-president of 
CTDI’s automotive division. 

Reman components also 
provide the bonus of reduc-
ing downtime, since they 
can be installed in less time 
than it would take to com-
plete a major component 
repair. For any customer, 
downtime is not an option, 
so having a reliable supplier 
of reman components can 
be key.

“Cardone’s remanufac-
tured products are ‘Engi-
neered for Sustainability,’ 
meaning that Cardone parts are sustainable to the environ-
ment as well as the aftermarket, because we bring late-model 
technology to the aftermarket first. Aftermarket new com-
petitors have to make a significant investment of time and 
money to tool up [intricate parts], as well as new drive-by-
wire and brake-by-wire technologies. Because of parts prolif-
eration and the fact that newer parts tend to fail less often, 
the demand for high volume is not there, which leaves little 
ROI for aftermarket new competitors to produce products 
like this,” explains Eric Griffin, senior director of product 
management, Cardone.

 “Truck manufacturers are also interested in widening 
their participation in the remanufacturing industry, hence 
providing added opportunities for remanufacturers to part-
ner with OEMs to keep pace with technology changes and 
offer differentiated products,” says Anuj Monga, automotive 
and transportation research analyst at Frost & Sullivan.

Another plus for buyers is that there will be some assur-
ances of product quality, especially with powertrain compo-
nents, as major component suppliers and truck makers take 
the lead role in growing this market.

“We expect significant growth as we continue to expand 
our coverage of existing product applications, as well as 
introducing more products previously only available through 
the OE dealer network,” says Green.

“With consumers keeping their cars longer, remanufac-
tured parts for electronic control modules are often the 
best and sometimes the only option to meet vehicle lifecycle 
demands,” adds Shasteen.

“We get the cores that fail, remanufacture them, and get 
them back out into the marketplace. New manufacturers 
don’t have the advantage we have in seeing what fails, so 
they are not able to target problem applications like we can. 
These advantages help us ramp up production much faster 
than aftermarket new suppliers,” says Griffin.

“Another point to consider is that aftermarket new com-
panies basically copy the OE design, which in most cases 
is perfectly acceptable. However, since Cardone sometimes 
receives many cores that all have the same failure mode, 
our engineers are able to enhance the design to prevent the 
same failure from reoccurring in our reman replacement 
parts. Also, some aftermarket suppliers substitute cheaper 
materials into their designs, whereas Cardone uses the actual 
OE core. We do remanufacture aftermarket new products as 
well, but we account for any discrepancies we see between the 
aftermarket and OE designs,” he adds.

The best opportunities for jobbers exist in educating 
customers about the benefits of the growing reman market. 
“Jobbers should remind customers of the value proposition 

of reman. Not only are they 
saving the environment by 
using reman; they are sav-
ing money. They should also 
point out the quality advan-
tages, where we see recur-
ring failures and adjust the 
designs to fix those issues. 
Every part we introduce to 
the market is tested on the 
car for fit and function, and 
then every part we produce 
after that is tested on com-
puter simulators before it 
leaves the factory,” explains 
Griffin.

During the next five 
years, fleet managers are expected to spend more on 
remanufactured components than they ever have before, 
even as they buy fewer parts. According to the study, North 
American suppliers will ship fewer remanufactured engines, 
transmissions, and clutches due to “improving original 
equipment quality and increasing competition from new 
replacement parts.” In contrast, the report’s authors say the 
number of shipments of remanufactured turbochargers will 
increase 2.1% annually.

Even as the overall number of shipments falls, Canadian 
and American parts buyers will see an increase in unit pric-
ing, which the study predicts will range from 1.5% to 5.5% 
per year. That increase means producers of remanufactured 
components will see their revenues rise. In 2012, suppliers 
and manufacturers of remanufactured components earned 
revenues totalling US$3.13 billion. By 2019 that figure will 
be US$3.52 billion.

“I think there is a plethora of opportunities for servicing 
this market and, of course, people are keeping their cars 
longer so this invites even more opportunity,” says Shasteen.

A big factor will be the availability of information and 
training for technicians to first, carry out diagnostics, and 
second, in terms of the service solution, ensure they get 
the right part on the car. With vehicle sales climbing and 
the interweaving of communication protocols getting more 
complex, service centres need to step up to the challenge of 
repairing cars with more and more electronics. 

The study’s authors say that price increases will be driven 
by a number of factors, including the increased amount of 
electro-mechanical content in the systems to make them 
compliant with fuel economy and emissions regulations.

The study also looks at the state of competition within 
the market, and predicts independent remanufacturers will 
enhance their competitive position as they develop their 
technological expertise and enjoy greater access to cores, 
while at the same time it warns that market consolidation 
will happen with large remanufacturers and distributors 
acquiring smaller competitors unable to keep up with the 
pace of change.

“Some of the challenges to be faced in this market will be 
access to information for independents. This is going to be 
just one of the many challenges facing technicians and job-
bers. Having the right tools and being able to service all the 
various generations of the components is going to be chal-
lenging,” adds Shasteen.

As content continues to expand, the market will continue 
to grow and, given the depth of service required, there will 
be plenty of opportunity for jobbers to build sales in this 
channel.
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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.

Introducing Snap Admail™ for small business
Snap Admail™ is 
a fast and easy 
online tool for 

marketing your small business. It gives you a 
variety of design templates to choose from, 
precise ways to target your audience and 24/7 
expert consultation. Plus printing and mailing 
of your message is looked after for you. Let Snap 
Admail™ take the complexity out of marketing 
your business.

Enter promo code 50SAVE4 and SAVE $50* 
on your FIRST ORDER at canadapost.ca/
snapadmail

Vehicle Integrity Manager
www.vehicleim.com/
More than just a 
replacement for your 
inspection sheet. 

Electronic Inspections are just the beginning!

  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.bestbuydistributors.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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Editorial
Comment

NEXT MONTH

https://www.facebook.com
/pages/AutoServiceWorldcom/
244916465611841

Twitter: Andrew Ross (@
JobberNews)

www.autoserviceworld.com

Earlier this year, I had the opportunity to reach back into my past and do a little 
driving instruction. Not the “Can you parallel park” type of driving instruction; 
the “Here’s the right line through Corner 2 and Mosport to go fast, but be safe” 
type.

It had, as I said, been a while, so when the call came to lend my services to 
the Cadillac Experience, I was more than pleased to be able to oblige. But it was also a 
learning experience, to say the least.

Not so much on the customer side – everyone of whom were attentive listeners, able 
to take direction, albeit with a couple of exceptions (does the fact that bloggers live in 
the cyber world isolate them from the realities of the physical world?) – but from my side.

For one, it had been a while since I sat in the passenger seat of a car going super-legal 
speeds on a racetrack. It took a little getting used to. 

It had also been a while since I had been called on to talk drivers through a corner, 
whether from the driver’s side or the passenger side. And as people say, if you want to 
really learn about something, teach. 

Just to be clear, this is not a racing instruction course (though I did a bit of racing in 
the past). It’s really about General Motors giving the owners a real appreciation of the 
capabilities of their Cadillac, with the hope, one would imagine, that they would buy 
another. 

Drivers were run through a series of handling and stopping exercises in addition to the 
on-track portion, and what it drove home to me (if you’ll pardon the expression) was how 
much emotion has to be taken out of such exercises to get them right. Want to stop in the 
pit box properly? Don’t get caught up in the excitement of acceleration and the scenery 
whipping by. Want to get the slalom correct? Feel the car; don’t try to go faster than the 
last guy. Want to get Corner 2 right? Don’t yank the wheel hard just because you can’t see 
the corner dropping away.

The common factor in all these is that getting the drivers to look further ahead almost 
immediately solved most of the herky-jerky steering motion. Just getting them to scan 
ahead to pick up their turn-in points, apex, and exit, got some of my students up to speed 
with such aplomb I was asked to politely slow them down to give them something to work 
on in the afternoon.

The key to being effective on the track is to focus on hitting your marks, and not worry 
about the speed. You, the driver, are just sitting there. No reason to get excited. And, for 
the most part, plenty of time to pick where you need to put the car, using brakes, steering, 
and throttle smoothly. 

On the flipside, problems come immediately when the gaze drops to the hood ornament. 
It’s exactly the same in business. When you plant your gaze firmly upon just the day 

before you, you are doomed to be reactionary (and probably, even a bit panicked). 
But when you take the long view and understand the strategic objective towards which 

you are working, your motions become smoother, your heart rate drops, and you become 
far more effective – today and tomorrow. 

This is not to say that you should not react to a crisis of the moment, but crisis should 
not be your constant operating condition. And if you’re operating to a strategy, you’ll be 
much more able to deal with the unanticipated without throwing the whole operation 
off-course.

Smooth and fast wins the day. And the year, and the decade. 
— Andrew Ross, Publisher and Editor  

aross@jobbernews.com

THE LONG VIEW 
WINS TODAY, TOO

We focus on Driveline 
and Undercar Tech, and 
look at Starting & Charg-
ing Systems and Engine 
Rebuilding Solutions.
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November 3 - 5, 2015 
Sands Expo    Las Vegas, Nevada

AAPEXSHOW.COM

THANK
YOU Auto Parts Retailers, 

Service Professionals, WD’s,
Jobbers, Manufacturers, 
Suppliers, Repair Businesses, 
Media and all Channel Partners...
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On Line Ordering* 24 Hour Shipping
*Contact us for details

For the best quality, service and value try 
the full line of ADB Disc Brake Rotors 
available at Auto Parts Pro Canada.
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