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AAPEX 2014 Reports 
Buyer Attendance 

Increase 
Buyer attendance at 
the 2014 Automotive 
Aftermarket Industry 

Week in Las Vegas 
increased in key target 
buyer categories, with 
independent repair 

garages leading the way 
with the largest growth 
at 12%. Attendance also 
increased in AAPEX’s 

target buyer categories of 
auto retailers, warehouse 
distributors, heavy-duty 

truck, and tool and 
equipment dealers.

*    *    *

Epicor Introduces U2 
Database Transition 

Program
Epicor Software 
Corporation has 

announced a 
comprehensive transition 
program that will enable 
users of Epicor Ultimate 
business management 

software to transition to 
a UniVerse or UniData 

(U2) database platform. 
This process will enable 
Epicor Ultimate software 

users to upgrade their 
businesses to more 
efficient hardware, 
and access an array 
of additional system 

capabilities. 

Outlook Study Says 
Trends Positive for Aftermarket 

According to the Automotive Industries 
Association (AIA) of Canada’s newly published 
2014 Outlook Study, the aftermarket’s future 
looks bright.

The new vehicle market set an all-time sales 
record in Canada in 2013, having sold 1.74 mil-
lion light vehicles across the country. Although 
dealerships were the most popular choice for 
automotive maintenance of these new vehicles, 
holding a 36.6% share of the service and 
repair market, this success will ripple through 
to the aftermarket as these vehicles age in the 
next decade.

Though many Canadians purchased new 
vehicles in 2013, consumers are now keeping 
their vehicles longer such that the average age 
of a light vehicle in Canada is 9.3 years. As 
these 2014 model year vehicles age over the 
next couple of decades and require an increas-
ing amount of maintenance and repairs not 
covered by warranty, they are likely to bring 
business to the aftermarket industry.

In 2013, aftermarket parts and labour sales 
totalled $19.1 billion, a number that is expect-

ed to grow to $21 billion by 2017. This expect-
ed increase can be attributed to the increasing 
life expectancy of new vehicles, the expanding 
Canadian vehicle fleet, and the aging of the 
record volumes of new vehicles sold in recent 
years. The majority of this growth will be seen 
in the service segment of the industry as the 
increasing complexity of vehicles forces car 
owners to seek professional maintenance ser-
vices.

“This is an exciting time for the Canadian 
aftermarket industry as we sit on the cusp of 
significant growth,” says Marc Brazeau, presi-
dent and CEO, AIA Canada. “AIA is pleased 
to provide this thorough report to its members 
to help them effectively plan for the upcoming 
changes to the market.”

The 2014 Outlook Study is available to all 
AIA members free of charge. Members can 
access the report by logging onto AIA’s website 
with their email address and password. The 
study is also available for purchase to non-
members on AIA’s website, www.aiacanada.
com.

Top Service Technician Students Recognized At NAIT

A 10-year sponsor of the Northern Alberta 
Institute of Technology (NAIT), Warehouse 
Services recognizes leading students in the 
automotive apprenticeship program and now 
also sponsors the General Motors Automotive 
Service Education Program (GM ASEP).

For every second-year apprenticeship 
class, the student with the highest overall 
grade receives a personal plaque donated by 
Warehouse Services, his/her name engraved 

on a school plaque, and a tool set.
The General Motors ASEP sponsorship is 

given once a year to students in the program 
who attain the top academic achievement 
and technical skills. Along with the personal 
plaque, and engraving on a school plaque, 
the student also receives a gift; this year, it was 
a tablet. The awards were presented by Jim 
Fraser of Warehouse Services.

ASEP winner Adrian Bandura.

The 3rd quarter second-year tech, 
Christopher Fletcher.

ASEP runner-up Shane Duncan.

The 4th quarter second-year tech, 
Randy Lien.
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Akebono Brake 
Corporation Launches 

New Website 
The newly designed 
Akebonobrakes.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 information about 
the company’s history 

and original equipment 
business.
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Federated Auto Parts and 
National Pronto Announce Merger
National Pronto Association and Federated 
Auto Parts have announced they are merging 
their efforts and resources in a number of key 
areas.

The newly formed organization will be 
known as “Automotive Parts Services Group” 
or simply “The Group.”

“This association is based on the desire to 
continually improve services and value for the 
entire set of Pronto and Federated suppliers, 
members, and customers throughout the after-
market,” explains Bill Maggs, CEO of National 
Pronto Association.

“We believe it provides increased value for 
our constituents and a foundation for con-
tinued success in serving the industry,” says 
Rusty Bishop, CEO of Federated Auto Parts. 
“Both Pronto and Federated headquarters will 
remain in place and continue to support their 
respective members’ needs and marketing pro-
grams while progressing to shared resources 
in all areas that offer efficiencies and improve-
ment opportunities to remain competitive in a 
changing market.

“Recognizing the industry is evolving faster 
than ever, we wanted to take a proactive stance 
to lead the traditional automotive distribution 
channel into the future. Both Pronto and 
Federated are thriving and growing organiza-
tions. By combining two of the major program 
groups we will be positioned to compete suc-
cessfully in our rapidly consolidating indus-
try,” adds Maggs.

“Our members have significant investments 
in our marketing names (Federated and 
Pronto) plus numerous support programs,” 
says Larry Pavey, president of Federated Auto 
Parts. “We will build on that strong history and 
are confident we will make a more profound 
impact in the market working together.”

“The Pronto and Federated affiliation will 
provide meaningful benefits for our members 

and vendors,” says Yvan Domingue, chair-
man of National Pronto Association. “We are 
always looking for continuous improvement 
in all areas of our business and this union is a 
logical next step towards insuring our mutual 
continued success.” 

The combined organization will operate 
more than 5,000 locations in North America 
with estimated member revenues of approxi-
mately $7 billion.

7th Annual Walk-a-thon Raises 
$72,000

Dorval Auto Parts, Sources, and St. Henri Auto 
Parts teamed up with Hope & Cope to raise 
much needed funds for ActivOnco, an innova-
tive, highly effective, individualized exercise 
program that teaches cancer patients how to 
incorporate physical activities into their daily 
lives, both during and after cancer treatment. 
ActivOnco staff also conduct research on how 
exercise can prevent and/or mitigate serious 
treatment side effects such as radiation fibrosis 
and osteoporosis.

Held on September 7th at St. Maxime Park 
in Chomedey, Laval, the 2014 walk-a-thon 
raised $72,000, double the amount raised in 
2008, when the first walk-a-thon was held. 
In fact, the combined seven-year total is an 
impressive $359,000. Participants, who come 
from all walks of life, are asked to raise a mini-
mum of $25 each. Volunteers and suppliers 
contribute to the festive atmosphere, which 
includes a delicious BBQ lunch.

“This really is a community affair, attract-
ing our employees, their families, suppliers, 
sponsors, and walkers who come together with 
one goal in mind: to make a difference in the 
lives of cancer patients,” explains Alex Trichas 
of Dorval Auto Parts.

“Our partnership with Dorval, Sources, and 
St. Henri Auto Parts has been very successful 
and we are grateful for their continued sup-
port,” says Hope & Cope executive director 

p 04-8 OTC.indd   6 15-01-12   2:16 PM

mailto:aross@jobbernews.com
mailto:spawlett@jobbernews.com
mailto:mbraun@bizinfogroup.ca
mailto:jhunter@businessinformationgroup.ca


JOBBER NEWS / JANUARY 2015 7

12

1414

2015
1313

2015

OVER THE 
COUNTER

CRC Industries 
Launches Product 

Videos
CRC Industries, Inc. 

has introduced a series 
of 10 videos to educate 
its customers about the 
features and benefits 
of several of its most 
popular products. 

Also included in each 
video is an application 

scenario for the featured 
product conducted 
by an ASE-certified 

technician. Targeted 
to DIYers and service 

professionals, these 10 
instructional videos cover 
automotive systems and 
products such as brake 
maintenance, cleaners, 

fuel treatments, and 
electrical maintenance.

*    *    *

2015 Autocare Head 
Of The Class Award 

Applications Now 
Available

Applications are due by 
Friday, April 17, 2015 

and winning companies 
will be notified in May. 

Application forms 
and full submission 
requirements are 

available at http://
www.autocare.org/

headoftheclass. 

Suzanne O’Brien. “As our ActivOnco program 
continues to show, there are many benefits to 
exercising during cancer treatment, includ-
ing improvements in flexibility, endurance, 
balance and strength, enhanced mood, and 
the ability to better tolerate some of the more 
challenging side effects of treatment such as 
extreme fatigue.” 

Next year’s walk-a-thon will take place on 
Sunday, September 13, 2015. Anyone who 
is interested in participating, as a sponsor, 
walker or supplier, can contact Alex Trichas at 
(514) 633-0920 ext. 222, or at alex@dorvalau-
toparts.com.

Carstar and Quality Assured Join 
Forces In B.C.

Carstar Automotive Canada Inc. has entered 
into a multi-store franchise agreement with 
Quality Assured Collision & Glass, the lon-
gest standing co-operative network in British 
Columbia. All 10 independently owned and 
operated Quality Assured locations will now 
be part of Carstar’s nationwide network.

“We are honoured to partner with the 
Quality Assured group,” states Lisa Mercanti-
Ladd, executive vice-president of Carstar. 
“They operate as best in class and have a long-
standing reputation for being focused on ser-
vicing their customers and insurance partners 
with excellence. These qualities are important 
to us when looking for partners; upon meeting 
their owners it was crystal-clear that there was 
a great fit between both organizations.”

This partnership will provide Carstar with a 
strong and solid presence in the B.C. market. 
Carstar has seven locations in B.C. that will 
continue operating as Carstars in 100 Mile 

House, Abbotsford, Chilliwack, Courtenay, 
Duncan, Mission, and Walnut Grove. Growing 
to over 200 stores in Canada, 2014 was a year 
of momentum across the country, but espe-
cially in B.C., where in the New Year Carstar 
will have over 20 locations. Both organizations 
will work together on continued growth and 
expansion in the B.C. market.

“Our members are excited about this part-
nership with Carstar,” adds Lonnie LaPlante, 
president of Quality Assured. “With access to 
more resources we can strengthen our network 
and together we can collaborate on key areas 
of the business. Carstar is a progressive orga-
nization operating with ethics and integrity, 
which was important for our organization and 
this partnership.”

Stores will be listed as Carstar Quality 
Assured, followed by their business name. The 
Carstar Quality Assured stores are located 
in Armstrong, Vancouver, Ladysmith, Prince 
George, Mission, Campbell River, Cranbrook, 
Kimberley, Langley, and Parksville. The 
Quality Assured locations will begin to prog-
ress through Carstar’s conversion action plan 
which will include integrating the Carstar 
brand within their existing businesses.

AutoChoice To Acquire Miramichi 
Auto Value Inc.

AutoChoice Parts & Paints Limited 
(AutoChoice) has announced that it has 
entered into a definitive share purchase agree-
ment whereby AutoChoice will acquire all of 
the outstanding shares of Miramichi Auto 
Value Inc. (MAV).

The acquisition of MAV expands the num-
ber of AutoChoice locations from 17 to 18, 
servicing all four Atlantic provinces. “We are 
delighted to add MAV to the AutoChoice 
family,” says Vafa Mirzaagha, vice-president of 
AutoChoice. “This acquisition enhances our 
presence in the Moncton-to-Bathurst corridor 
of New Brunswick, as we currently have loca-
tions in both of those cities, as well as Shediac 
and St. Antoine.”

“Miramichi is a robust market that we have 
been eyeing for some time. This bolt-on acqui-
sition presents meaningful growth potential; 
we are excited to enter this complementary ter-
ritory. By integrating MAV into AutoChoice’s 
distribution network, we will achieve signifi-
cant logistical and operational synergies,” says 
Mirzaagha.

Joseph Luc Michaud, owner of MAV, and his 
wife, Angela Cameron, have both entered into 
employment agreements with AutoChoice. 
AutoChoice will also retain MAV’s other two 
employees. The share purchase agreement 
remains subject to customary closing condi-
tions, including satisfactory completion of due 
diligence. 

Separately, an affiliate of AutoChoice has 
entered into a definitive agreement with an 
affiliate of MAV to purchase the building and 
land out of which MAV operates, located at 
730 Newcastle Boulevard, Miramichi, N.B.

Alex Trichas, Chris, Nick and André Dimopolous, pro-
prietors of Dorval Auto Parts, have a proven knack for 
philanthropy. Seven years ago, they teamed up with 
Hope & Cope, offering to raise much-needed funds 
for ActivOnco, an innovative, highly effective, individu-
alized exercise program that teaches cancer patients 
how to incorporate physical activities into their daily 
lives, both during and after cancer treatment. The 
2014 walk-a-thon raised $72,000, double the amount 
raised in 2008, when the first walk-a-thon was held. 
The combined seven-year total is an impressive 
$359,000.
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AAPEXedu Sets New 
Records

The AAPEXedu set two 
new records at the 2014 
Automotive Aftermarket 
Products Expo (AAPEX) 

by having the highest 
attendance ever and 
offering the largest 
number of sessions 
in AAPEX history. 

Attendance increased by 
8% over 2013 and a total 
of 51 free sessions were 

part of the 2014 program. 

APPOINTMENTS

Brake Parts Inc. Acquires 
Raybestos Brand

Brake Parts Inc. has completed the acquisition 
of the Raybestos brand from Affinia Group 
Inc. and Affinia International Inc., according 
to David Overbeeke, president and CEO of 
Brake Parts Inc.

“This is a very significant day for us,” says 
Overbeeke. “This closes the final chapter of 
the BPI acquisition from Affinia. Having full 
ownership of the Raybestos brand ensures that 
its proud tradition will continue on, backed 
by the innovative product design and manu-
facturing excellence of Brake Parts Inc. It is 
important that we not only own the Raybestos 
brand with its strong heritage, but have firm 
control of its future as we expand the brand’s 
global footprint.”

Since becoming privately held, Brake Parts 
Inc. has licensed the Raybestos brand. By 
purchasing the brand outright, the company, 
through its affiliate, now owns the brand 
rights across all categories globally, including 
its line of Raybestos premium quality brake 
products. 

“Owning the Raybestos brand provides 
great value for us and, most importantly, for 
our customers,” says Bruce M. Tartaglione, 
senior vice-president, global sales and market-
ing for Brake Parts Inc. “As the best brake 
brand for 112 years, the Raybestos brand 
has been trusted by automotive profession-

als everywhere. They know they can rely on 
Raybestos because of its long history of quality 
brake products and demonstrated commit-
ment to innovation and new brake technolo-
gies.”

Automotive Lift Institute Elects 
2015 Board 

Jerome Lentz of Challenger Lifts, Louisville, 
Ky., has been elected chairman of the Auto-
motive Lift Institute Board of Directors for 
2015. Voting took place at ALI’s annual mem-
bership meeting, held Nov. 3 in Las Vegas. 
Lentz’s 2015 term will be his third as chairman 
of the ALI board.

In addition to Lentz, returning board mem-
bers for 2015 include Jeff Kritzer of BendPak, 
Inc., Santa Paula, Calif.; Peter Liebetreu of 
Hunter Engineering Co., Bridgeton, Mo.; Stet 
Schanze of Gray Manufacturing Co., Inc., St. 
Joseph, Mo.; and O’Gorman.

New members include Stan Poweska of PKS 
Equipment & Engineering, Inc., Ancaster, 
Ontario; Matt Webster of Vehicle Service 
Group, Madison, Ind.; and Associate Class 
representative Gary Wainwright of Weco, Inc., 
Bradford, Ark.

Representatives on the ALI Board of 
Directors are drawn from the North American-
based vehicle lift manufacturers that belong to 
ALI. 

Autolite, a division of UCI-FRAM AutoBrands, recently com-
pleted a series of strategic personnel hires including the 
appointment of Josh Gordon as vice-president of sales and 
marketing. The announcement of Gordon’s hire comes on 
the heels of Mike Mizusawa joining as president of Autolite 
in August 2014. Gordon joins Autolite from Fram Filtration, 
where he most recently served as director of marketing and 
sales. Gordon will focus on strengthening commercial initia-
tives at Autolite in 2015, and oversee all advertising, customer 
programs, key accounts, and training. Mizusawa brings exten-
sive management experience to Autolite, having most recently 
served as president and CEO of New Hampshire Industries.

Rodger L. Wagner, executive vice-president of PIAA North 
America, has announced his retirement, effective December 
15, 2014. Replacing him in this position is Curt Bryant, for-
mer operations manager and controller for the company. 
Wagner retires after three years with PIAA. His retirement 
puts an exclamation point on a distinguished and successful 
career in the North American automotive aftermarket. Prior 
to his tenure with PIAA, Wagner held executive sales and 
management positions with such industry-leading compa-
nies as Robert Bosch, LLC, Tenneco Automotive, and KYB, 
LLC. He leaves a track record of sales growth and enhanced 
profitability at each of these former posts, due to his inti-
mate insights into the needs of distributors, retailers, and 
installers, as well as his vision for successful marketing strate-
gies. Replacing Wagner is Curt Bryant, who moves up from 
operations manager and controller of the company. Bryant 
is a three-year veteran of PIAA who brings a unique blend of 
talents in finance and marketing to this new position, with a 
B.S. degree in marketing and an M.B.A.

EDMONTON
1-800-665-7671 SURREY

1-877-560-0287

MISSISSAUGA
1-877-564-3116

CANADA’S #1 SOURCE FOR
POWERTRAIN PARTS!
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MARKET 
TRACKER

As the automotive industry becomes more global, auto-
makers are moving towards more flexible, modular plat-
forms. This helps them to adapt to changing customer 

preferences, and also frees up resources to invest in pow-
ertrain technology to satisfy increasingly tough environmen-
tal regulations. In addition, the rise in economic power of 
emerging markets is seen as a dominant force for automotive 
growth over the next decade, according to a recent global 
survey conducted by KPMG.

The Global Automotive Executive Survey is KPMG 
International’s annual assessment of the current state and 
future prospects of the worldwide automotive industry. In 
this year’s survey, KPMG researchers interviewed 200 senior 
executives from the world’s leading automotive companies, 
including automakers, suppliers, dealers, financial services 
providers, rental companies, and mobility solution providers. 

Forty percent of the executives are based across Europe, 
Middle East and Africa; 35% in the Asia-Pacific region; and 
25% in the Americas. All of the participants represent com-
panies with annual revenues greater than US$100 million, 
and 39% work for firms with revenues of over US$10 billion. 

Respondents to this year’s survey believe that emerging 
nations offer the best hope for expansion as many traditional 
automotive markets continue to decline. Eighty-five percent 
say that growth in the BRICS region (BRICS is the acronym 
for an association of five major emerging national econo-
mies: Brazil, Russia, India, China, and South Africa) and 
other up-and-coming nations is the biggest single industry 
trend up to 2025, which is consistent with the 2013 survey.

These findings reinforce wider market data predicting 
that China, for instance, will account for almost one-third 
of annual new worldwide vehicle sales by 2020, making it the 
major automotive market by some distance.

Perhaps more surprising is the sharp decline in the impor-
tance of pure-battery-electric mobility compared to the 2013 
survey, as automakers turn their attention to improving the 
efficiency of the traditional internal combustion engine. 
Seventy-six percent believe that ICE engine downsizing and 
optimization is a key issue, compared to just 59% for battery-
powered technologies.

There is a noticeable difference in views between the 
emerging and more mature markets. Auto executives from 
the BRICS are less likely than their TRIAD (Japan, Western 
Europe, and North America) counterparts to consider ICE 

downsizing as important. Indeed, 60% of the respondents 
from China believe ICE downsizing is a major trend, a big 
fall from the 2013 figure of 80%. 

Enthusiasm for ICE downsizing appears to have swung, 
pendulum-like, over the last few years. The most recent 
Five-Year Plan’s positive outlook for e-mobility has been tem-
pered somewhat by a lack of breakthroughs, and the future 
outlook appears to favour a balance of the two technologies, 
although the situation could change very quickly. Fuel cell 
mobility, on the other hand, is generating increasing enthu-
siasm, with 69% considering this technology as critical to 
future growth. Respondents from the established TRIAD 
markets are more optimistic about fuel cells than those in 
the emerging regions, which reflects the relatively advanced 
state of manufacturers in these geographies. 

The second most critical global trend is the growing use 
of platforms and standardization of modules. As the indus-
try strives to become more efficient and benefit from scale 
economies – while also offering a broad and diversified prod-
uct portfolio – a modular approach can bring significant sav-
ings, enabling OEMs to produce larger volumes on common 
platforms. It is estimated that by 2020, the 10 major OEMs 
will concentrate mass production across a few core plat-
forms, enabling them to reduce the total number by about a 
third. GM alone plans to halve its vehicle platforms from 30 
in 2010 to 14 in 2018, in the process saving around a billion 
U.S. dollars a year. By 2015, the top 20 platforms are forecast 
to account for 45 to 47% of passenger cars launched glob-
ally. With 80% rating the prospects for platforms significant, 
OEM respondents from the established TRIAD markets are 
more positive than their peers from the BRICS; only 59% 
chose this trend. 

Global Forces Shaping The Sector
The continuing urbanization of the world’s population is 
putting unbearable strains on road infrastructure, and calls 
not just for new vehicles but a new approach to ownership. 
Mobility-as-a-service (MaaS) is starting to make inroads, but 
with a whole new generation of city inhabitants possibly never 
owning a car, the sector needs to find ways to satisfy this 
segment and build brand loyalty. Finally, as the BRICs take 
up a greater share of the global market, auto executives face 
tough choices on how to expand and who to partner with, as 
well as having to square up to the growing competition from 

A Tidal Wave
of Change

Global Market Report:

By Steve Pawlett
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overseas producers looking to gain a foothold in traditional 
developed countries.

Fears over the imminent demise of the internal combus-
tion engine are clearly premature. Almost half of all respon-
dents – 46% – say that over the next five years their biggest 
powertrain investment by far will be aimed at downsizing 
and optimization of ICEs. This is a huge leap from 2013, and 
suggests that ICE will remain the dominant technology for 
the foreseeable future, as fuel consumption and emissions 
continue to fall, and power grows. 

Plug-in Hybrids Remain The E-vehicle Of Choice
Over the next five years, plug-in hybrids are forecast to 
attract the greatest demand of any e-vehicle, for both TRIAD 
and BRICS markets. Many premium OEMs have elected to 
introduce hybrid engines in higher-end models, such as the 
Mercedes S500, the BMW i8, as well as the Lexus Ct 200h 
and GS 450h, Lincoln MKZ and Infiniti M35h, which signals 
a transformation in image away from the more utilitarian 
look of most hybrids. Nevertheless, the fact that the majority 
of investment is still going into ICE downsizing could hold 
back further advances.

The Changing Shape Of Mobility 
Respondents feel that mobility solutions are becoming an 
increasingly viable alternative to car ownership, particu-
larly in the more established automotive markets, as well in 
Russia. And almost half feel that these services can deliver a 
profit within the next five years.

As the world’s population grows and cities become more 
congested, traditional patterns of vehicle ownership are likely 
to change dramatically. However, not everyone is quite yet 
ready to give up his or her cherished automobile. The vast 
majority (almost 80%) of the survey participants believe that 
those aged 25-50 will continue to own a car as their main 
form of transport. In the established TRIAD markets, where 
consumers are accustomed to such personal mobility, the 
figure is closer to 90%. Age is a contributing factor. Just 46% 
of respondents think that those under the age of 25 will be 
interested in owning a car, and 54% of executives believe that 
those over the age of  50 feel the need to own a car. In the 
BRICS, where automobiles have traditionally been unafford-
able to most of the population, the findings are even more 
pronounced. Respondents from these regions say that just 
28% of under-25s and 42% of over-50s view car ownership as 
essential for personal mobility. Such a mindset could have a 
particularly strong impact on second-car sales; KPMG’s self-
driving cars study shows that many drivers would consider 
giving up their second car – so long as an alternative vehicle 
was ready for them within 15 minutes.

This trend calls for wide-scale mobility solutions in urban 
centres, and OEMs and other players are considering their 
roles in the new model. The so-called Millennial generation 
of young adults appears less interested in traditional pur-
chases such as houses and cars (preferring alternatives such 
as mobile devices and clothes), and the challenge for the 
main auto brands is to come up with a new way to meet their 
needs.
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As OEMs continue to work towards meeting the increas-
ingly tough CAFE (Corporate Average Fuel Economy) 
standards for better fuel efficiency and lighter weight, 

modular chassis componentry is becoming standard equip-
ment. Comparatively light unitized control arm assemblies 
have quickly gone mainstream, providing jobbers with a 
steadily growing revenue stream – albeit while creating a bit 
of a SKU nightmare.

All-in-one control arm assemblies are mainly constructed 
of lightweight aluminum, which makes them more suscep-
tible to damage from road hazards such as potholes; as a 
result, they tend to wear out more quickly, making them a 
high-demand item. At the same time, the continued prolif-
eration of individualized types for different vehicles has led 
to rapid SKU growth in this category. With the import car 
market rapidly closing in on the 50% mark for market share, 
chassis component manufacturers have responded to fill an 
increasing number of individualized replacement units.

Judging by the response to our chassis component sales 
survey, most jobbers are experiencing a significant increase 
in sales in this category. Overall, 87.6% of respondents 

indicated they have seen an appreciable increase in chassis 
component sales. The majority of jobbers responding to the 
survey are seeing anywhere from a 5% increase in chassis 
component sales to as much as a 70% increase in sales.

According to our survey of jobbers and wholesale dis-
tributors across Canada, over 27% of respondents report 
they have seen a 20% increase in chassis component sales 
for vehicles in the four- to seven-year-old category; over 15% 
have seen more than a 40% increase and 5% of respondents 
have experienced 70% growth in sales in this category.

In the seven- to 12-year-old category, almost 12% of 
respondents have seen a 30% increase in sales, while more 
than 25% of respondents report a 50% increase in sales in 
this category.

In the 13- to 25-year-old category, over 27% of respon-
dents report a 20% increase in business, while just over 18% 
report 30% growth; another 5% report 50% growth in the 
older vehicle segment.

“With many foreign nameplates, in most cases it’s difficult 
if not impossible to get just the ball joint. You usually have to 
do the control arm, and if you look at suspensions now, you 

Chassis Component Sales Survey
Jobbers Report 

Significant Sales Growth
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are not just talking the front end; you’re also talking the rear 
on many vehicles. If it’s got control arms on the back, then 
you’re doing those as well. The design of the car is chang-
ing, so I would say yeah, this market is definitely growing,” 
explains one respondent.

The proliferation of vehicle nameplates and platforms has 
been occurring for several years now, but one of the more sig-
nificant trends is the rise of Korean nameplate applications 
that are now entering the aftermarket repair cycle. The good 
news is that owners of these vehicles are now more likely than 
ever to look to the aftermarket service provider rather than 
the dealer for repairs.

Not long ago, import vehicles were specialized and only 
supported by specialty parts suppliers like Worldpac, Altrom, 
Auto-Camping, etc. But jobbers have recognized this seg-
ment as a growth area for them. With imports now represent-
ing close to 50% of the market, it’s simply too large a segment 
to ignore.

Statistics show that consumers are holding on to their 
vehicles for longer periods, and when they do have repairs 
performed, they want the repair shop to use the best parts 
for enhanced performance and longer life. Additionally, 
because so many vehicles are now equipped with lighter-
weight suspensions and low profile tires and wheels, changes 
in steering response are much more apparent. This makes 
premium technology the best choice for avoiding an unwant-
ed comeback.

According to our survey, both price and brand are 
key decision-making factors, while many report that war-
ranty also plays a slightly smaller but significant role in 

the purchase decision. “Customers usually will purchase a 
higher-priced product for newer vehicles, while older vehicle 
suspension purchasers are usually more price-conscious,” 
commented one respondent.

Other respondents to the survey claim that 80% of their 
customers buy on quality and 20% on price. Another jobber 
commented, “We offer top brands at a normal price, and it’s 
the service that brings in the business.”

“Unfortunately there are still many customers making 
decisions based on price only rather than quality, which 
means your counter staff must be pro-active and take the 
time to educate those customers on the importance of pur-
chasing quality chassis components,” explains another survey 
respondent.

“It’s up to the parts counter people to qualify the customer 
on what is a better choice of quality and price for the particu-
lar application. The brand name does not seem to be a factor 
as much anymore, as long as the supplier stands behind the 
product and its warranties,” adds another respondent.

Other comments included a need for better cataloguing 
and more availability of rear chassis components. “Brand is 
important to my customers/installers, who are looking for 
both quality and warranty coverage. Our premium sales are 
far outpacing the economy line in recent years.”

Having the right inventory in stock is the key to strong 
sales. Prudent jobbers will work with their local repair shops 
to develop collaborative strategies that will help both parties 
increase their share of this growing category.

“I have sold a lot more control arms than I have in the 
recent past, and I don’t see that growth slowing down any-
time soon,” concluded one jobber.

Chassis Component Sales
4-7-year-old Vehicles
Sales Increase:  5% 10% 15% 20% 25% 30% 40% 50%  60%  70%
Jobbers: 8.47% 6.78% 11.86% 27.12% 6.78% 6.78% 15.25% 8.47% 1.69% 5.08%

7-12-year-old-vehicles
Sales Increase: 5% 10% 15% 20% 25% 30% 40% 50% 60% 70%
Jobbers: 1.69% 3.39% 3.39% 3.39% 6.78% 11.86% 22.03% 25.42% 15.25% 3.39%

12-25-year-old Vehicles
Sales Increase: 5% 10% 15% 20% 25% 30% 40% 50% 60% 70%
Jobbers: 8.62% 12.07% 6.90% 27.59% 8.62% 18.97% 6.90% 5.17% 1.72% 1.72%

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

price

brand

Are chassis parts sales primarily based on:

p 12-14 Chassis Survey.indd   14 15-01-12   2:18 PM



2015
please join us in Detroit where we’ll go back-to-back

in the Motor City!

Featuring a three-day Expo, expanded demo space and more

where bigger really is better!

p 15 NACE ad.indd   15 15-01-13   11:16 AM

http://www.naceexpo.com
http://www.carsevent.com


16 JOBBER NEWS / JANUARY 2015

COVER STORY

Driveline Innovations 
Pushing Growth By Steve Pawlett

With OEMs continuing to push innovations in driveline 
technology to improve ride, handling, safety, and fuel 
efficiency, jobbers can expect this burgeoning market 

to continue to expand on many fronts.
According to a recently published study by Frost & Sullivan 

on driveline systems in North America and Europe, OEMs 
are focusing on the use of on-demand disconnect driveline 
systems and right-sizing of drivelines for the SUV and CUV 
markets, to improve performance and fuel efficiency to meet 
consumer demand for vehicles in these markets.

“In terms of driveline efficiency, this is something the 
industry has been talking about for a long, long time,” 
explains Frost & Sullivan automotive and transportation 
research analyst Vikram Chandrasekar. “The trend we are 
seeing is the OEMs moving towards implementing this in 
more front-wheel drive vehicles, because you don’t have to 
send power to the rear wheels, which would involve more 
parasitic losses.”
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COVER STORYBy 2020, the penetration rate of AWD systems in North 
America is estimated to reach over 80% in the sport utility 
vehicle segment, thereby driving the adoption of driveline 
disconnect solutions. According to the Frost & Sullivan 
report, front-wheel drive-based, all-wheel-drive disconnect 
systems; true torque vectoring systems; electronic limited slip 
differential systems; and power transfer units will remain the 
most important parameters defining OEMs’ driveline sys-
tem strategies. Currently, OEMs are focusing on automatic 
switching systems, as consumers prefer them to manual 
systems. These systems were first introduced to the market 
over 20 years ago, and are now coming back. This bodes well 
for jobbers, as more driveline components are developed 
and brought to market by OEMs looking to improve perfor-
mance, reliability, and fuel economy.

“For front-wheel-drive vehicles, cost is a major concern 
because the OEMs have to add disconnects at two loca-
tions so the axle won’t spin. For transverse engines and 
the compact SUV market, those consumers do not want to 
switch manually, so it’s about how they can get an automated 
process into it. And this is an extremely difficult challenge, 
according to the OEMs,” explains Chandrasekar. “Another 
reason for an automated system is if the driver gets caught in 
the wrong mode and gets a wheel slip, it’s a huge risk.”

According to the report, TTV (True Torque Vectoring) 
is only being considered by a few OEMs because of the cost 
constraints, and there is only a marginal increase in perfor-
mance when compared to electronic slip differential. “TTV 
will remain a niche technology for high-end vehicles. OEMs 
will likely focus more on pseudo-torque vectoring (fixed 
ratio split) as it is less expensive than the true torque vector-
ing system,” adds Chandrasekar.

“There are two types of torque vectoring systems. One is 

a variable ratio system (from 1 to 1.5, for example), which is 
a way it can be used on all-wheel drive and front-wheel drive. 
The second type is a fixed-ratio split. The two torque vector-
ing systems would have split ratios or variable ratios. The 
variable system is much more expensive and will likely only 
be seen on high-end vehicles. There are other systems in the 
market, called torque vectoring, that are really brake torque 
vectoring systems. They utilize the braking system to vector 
the torque, so these are really pseudo-torque vectoring sys-
tems,” explains Chandrasekar.

“Torque vectoring systems are something that you add at 
the coupling mechanism to the axles. Each of the axles gets 
power based on the conditions of the road and what angle 
you hit the road. Torque vectoring is like rowing. If you row 
only on one side of the boat, it will veer to one side. With 
torque vectoring, it regulates torque to each wheel depend-
ing on several conditions to help stabilize the vehicle.

“BMW has true torque vectoring, which is a hydraulically 
controlled system and has hydraulically actuated clutches to 
each of the rear wheels. This system is targeted for models 
like the M version of the X6 and X5. Audi will have a very 
similar system that will be targeted at the Q5, S5, S4, and A5.

“Honda has a totally different approach. It has more from 
the controllable ratio system of the true torque vectoring 
system with a fixed ratio mix-match system. The trade-off 
is less torque vectoring, but at a lowered cost. The Honda 
Acura has it, and the MDX RDX and the LX and SX have it,” 
adds Chandrasekar.

CHART ONE

Key Considerations For Driveline Sizing And Performance Requirements

Full driveline torque is not the norm. OEMs such as Toyota, Ford, and Chrysler are considering the customers’ vehicle use 
profile to design the driveline system on C-segment SUVs.

FWD-Based AWD Disconnect Systems: Driveline Sizing – Vehicle Benchmark Examples, North America 
and Europe, 2013

Vehicle VW Tiguan Dodge Journey  Ford Edge Toyota RAV4

Engine/Trans. 2.0 T/A6 3.6L V6/A6 3.5 V6/A6 3.5 V6/A5

Max. Vehicle Weight 2,210 kg 2,210 kg 2,333kg 2,207 kg

Max. Rear Axle Load 1,160 kg 1.315 kg 1,245 kg 1,058 kg

Rear Skid Torque @ u=1 3,811 Nm 1,026 Nm 2,900 Nm 1,651Nm

Max. Avail. Driveline Torque 3,811 Nm 1,026 Nm 2,900 Nm 1,651 Nm

Available Rear Axle Torque 
As Percent Of Skid 98% 66% 64% 46%

•   AWD system designs are increasingly optimized for transferring the required amount of torque to the secondary axle to 
get good driveability in slippery conditions such as rain, snow, and muddy roads or dirt/sand. This system is not for off-
road type conditions.

•   Ford and Chrysler have reduced the torque transferred to the rear to approximately 60 to 65% of the skid torque and are 
considering reducing it further to about 50%.

•   Asian OEMs typically have a better understanding of the customer driving profile (duty cycle histogram of driving) and 
have generally optimized the rear axle torque bias for FWD-based AWD systems. For example, Toyota has downsized the 
driveline on the RAV4 by reducing the torque transfer to the rear to 45% of the skid torque.

•   Honda and Hyundai/Kia designs are similarly optimized for an average customer’s duty-cycle profile.

Source: BorgWarner, Frost & Sullivan
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“Certain OEMs are also looking to replace AWD vehicles 
with an eLSD system only. The pickup segment will likely 
introduce eLSD, and OEMs such as Toyota and Ford are 
looking to introduce this in the near future.

“The eLSD should also see more demand from the perfor-
mance hatchback segment since its introduction in the VW 
Golf,” adds Chandrasekar.

Similar to torque vectoring, brake eLSD systems come 
at no additional cost. However, the problem with the brake 
eLSD system that it’s very limited, and there are issues like 
extra brake wear and traction control issues as well as tem-
perature increase issues with this system.

“This system is focused more on the performance audi-
ence. There are even claims from within the industry that the 
eLSD system can help as much as an all-wheel drive system 
on a small car, but that isn’t expected to happen for some 
time, according to industry sources,” says Chandrasekar.

“In terms of eLSD systems, we have the high performance 
rear-wheel drive, the front-wheel drive, the utilitarian SUV 
market, and the truck market, and according to my research, 
these markets will catch up. There is a lot of growth poten-
tial in these markets. It’s the cost of the software that is 
making it really hard to make the technology work on such 
lower-priced cars, but the market has, from my analysis, great 
potential as software requirements and safety requirements 
mature and you gain economies of scale for these eLSD sys-
tems. I think we will see them come to the SUV market,” says 
Chandrasekar.

Premium OEMs such as Mercedes-Benz and BMW will 
likely introduce FWD-based AWD vehicles with single stage 
PTUs in the C-segment. Most OEMs are moving to single-
stage power transfer units to gain efficiencies, but packaging 

constraints are a major concern in the left-hand shift PTUs.
“There are single-stage PTUs, dual-stage PTUs, or a three-

stage PTU. As of now, we see that OEMs are moving towards 
single-stage PTUs. Ford, for instance, has a three-stage PTU, 
and it has an efficiency of 90%, which is very bad in terms of 
driveline efficiency today, so Ford is moving towards a single-
stage PTU. You can expect to see legacy models like the Ford 
Flex having the single-stage PTU,” says Chandrasekar.

While Ford is moving towards a single-stage PTU, GM is 
still using a two-stage PTU while it contemplates whether to 
move to a single-stage PTU to gain more efficiency. “When 
you go to a single-stage PTU from a dual-stage PTU, you save 

CHART TWO

Disconnect Driveline System Potential Analysis

The disconnect driveline system makes a strong business case on the SUV segment and potential business on C-segment 
vehicles.

FWD-based and AWD Disconnect Systems: Disonnect Driveline System Potential Analysis, North America 
and Europe 20-14 – 2020

Vehicle Type Vehicle Attributes AWD Duty  Efficiency Gain By  Recommendation 
  Cycle Using Disconnects 

SUV/Pickup Rotating Mass High  ✭ ✭ ✭
 Base Driveline Efficiency Low  ✭ ✭ ✭
 Traction Needed High Med ✭ High Potential
 Dynamics Low Low ✭ ✭ ✭

CUV/Sedan Rotating Mass High  ✭ ✭ Dependent on AWD
 Base Driveline Efficiency High  ✭ duty cycle,
 Traction Needed Base Low ✭ ✭ favourable for high
 Dynamics High High No Change duty cycle vehicles

B Segment   Rotating Mass Low  No Change Difficult business
And Below Base Driveline Efficiency High  No Change case
 Traction Needed Low Low ✭ 
 Dynamics Low  Low ✭ 

✭ Low  ✭ ✭ Medium  ✭ ✭ ✭ High
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approximately $100 per PTU and you improve efficiency. GM 
is one OEM that is still sticking to the two-stage unit, but I 
believe going forward, they will eventually move to a single-
stage PTU. But that’s yet to be seen,” adds Chandrasekar.

“In terms of PTUs, there are the left-hand shift and the 
right-hand shift. The left-hand shift is the closest to the 
transmission, and it’s the most difficult to package because 
it’s on the transmission side. There are a lot of moving parts 
in the front engine bay, so apart from the engine you have 
the power going to the transmission and the transmission 
sending power to the PTU, and the PTU will split the power 
between the wheels. So when this happens, the PTU has a lot 
of work to do – and having a left-hand shift is a real packag-
ing problem,” explains Chandrasekar.

A right-hand-shift PTU is much easier to package, but 
the right-hand shift costs more. Because of these cost rea-
sons, OEMs try to put in the left-hand shift where they can, 
but right-hand shifts are there as well. “The evolution has 
occurred and there are different ways in which the PTU is 
activated. You have the synchroniser in the driveline of the 
Land Rover models, for instance, and then you have the dog 
clutch, which is less expensive but much more difficult to 
control, so both of these are being considered now based on 
cost. It really depends on what OEMs are looking at and what 
they are likely to have in terms of cost,” he adds.

“From my analysis, I don’t see too many OEMs going in for 
the disconnect systems, mainly due to the cost factors. Most 
OEMs will likely focus mainly on systems where they can use 
the existing hardware and not spend a lot of money on new 
hardware, so the focus will likely be more on driveline right-
sizing,” surmises Chandrasekar.

Driveline right-sizing allows OEMs to reduce the mass of 
the driveline, particularly in the coupling technology, which 
will help reduce driveline masses and reduce parasitic losses.

“When you downsize, in terms of coupling technology, 
it should have a high level of torque agility and load capac-
ity and there are a number of coupling technologies avail-
able. You have hydraulic-based coupling, electro-magnetic 
coupling, and electronic coupling,” explains Chandrasekar. 
“There are different coupling mechanisms and there are 
different suppliers working on various systems. For example, 
BorgWarner is participating in both all-wheel drive dis-
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connect systems as well as driveline right-sizing. GKN is 
another major North American supplier that is participat-
ing in driveline right-sizing to reduce parasitic losses,” says 
Chandrasekar.

“Realistically, there is a crucial difference between what 
consumers really want and what vehicle development engi-
neers really want. For example, you have the non-Japanese 
OEMs that generally tend to oversize the driveline because 
they would like to have as much power as the coupling mech-
anism could take, while OEMs like Honda and Toyota design 
their systems differently. For example, Toyota launched the 
RAV 4 knowing their target audience isn’t going to take it on 
a road that is half-ice and half-rock at open throttle, so they 
size the driveline for that particular market. These designs 

help to reduce parasitic losses and bring down the driveline 
sizing based on what the market wants and how it is posi-
tioned in the market,” explains Chandrasekar.

“So it will be more of a cost reduction, and this is what 
most OEMs will be focusing on, but there are inherent 
limitations to downsizing and still achieving the same per-
formance. You can categorize the market based on the target 
audience. A RAV 4, for instance is an urban SUV, so you don’t 
need a powerful four-wheel drive system, but if you take a 
Ford F150 or 250, which requires much higher performance 
in terms of all-wheel, drive capability, the requirements are 
much different. Again it depends on your audience,” adds 
Chandrasekar.

Electric all-wheel drive systems
Even though electric all-wheel drive systems can have a 
significant impact on parasitic losses, the Frost & Sullivan 
report predicts they will be limited to use primarily on 
hybrid models.

“Basically, in a traditional all-wheel drive system, power 

from the engine is being delivered to the front wheels and/
or the rear wheels, and when the system takes a wheel slip 
the power is transferred to the follower axle – the front or 
the rear axle. This is done by putting the power through a 
couple of shafts to a coupling mechanism and to a transfer 
case, which means a lot of unnecessary losses trying to spin a 
lot of parts in the driveline system,” explains Chandrasekar.

“These parasitic losses can be overcome by the E-all-
wheel-drive system, by fitting an electric motor on the front 
axle or the rear axle. For example, on the Audi Q5 the motor 
powers the car and when required, the electric motor works 
in sync with the front axle to provide extra power when it’s 
needed, to pull up a hill for example. This means you can 
downsize the engine and the electric motor will give assis-
tance when the power is required, and there are no mechani-
cal connections or parts to spin in the axle. So there is only 
the electric motor which is powering the set of wheels,” 
explains Chandrasekar.

“In terms of in-wheel motors, it’s been talked about in the 
industry for a really long time, but we don’t see any applica-
tion for it, although prototypes are out there. The question is 
who is going to buy the car, and cost is going to be a limiting 
factor.

“From my analysis, in-wheel motors will not be coming 
into the market any time soon. But we will see the axle-split 
hybrids where there is some connection between the axles 
and the wheels – the front axle being powered by the engine 
and the rear axle being powered by an electric motor. That 
is the only kind of architecture that I think we will see. The 
BMW I8 is an axle-split hybrid system…that is an all-wheel 
drive system. And you have your Audi Q 5 that is an axle split 
hybrid,” says Chandrasekar.

As long as OEMs continue to strive for improvements in 
traction and fuel economy, jobbers can rest assured that 
their driveline parts list will continue to grow as these vehi-
cles begin making their way into independent repair shops 
for driveline service on a regular basis. And it’s a good bet 
that many will be in sooner rather than later.
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NEW PRODUCTS

Ball Joint Service Tool
For use in removing and replacing ball joints, K-Tool 
International has announced the addition of the ball 
joint service tool and master adapter set. With this set, 
universal joints can be removed and replaced by using 
the C-frame press. Components work on press-fit upper 
and lower ball joints for most Ford, GM and Dodge 2- 

and 4-wheel drive pickups, vans, and sport utility vehicles 
through 1997 models. Set includes one live centre-forcing 
screw, receiver tubes, and removing/installing adapters. 
It comes in a red blow-mould storage/carrying case. The 
ball joint service tool and master adapter set has a lifetime 
warranty.
K-Tool International
www.Ktoolinternational.com

Economical A/C Leak Detection Kit
The economical Tracerline OPTI-PRO EZ-Shot 
A/C Kit makes it easy for technicians to find all 
air conditioning leaks, quickly and efficiently. At 
the heart of the kit is the OPTI-PRO — a cordless, 
“true UV” (ultraviolet light) LED leak detection 
flashlight that provides optimal fluorescent dye 
response and contrast so all leaks glow brilliantly. 
It works with all Tracerline universal/ester and PAG 
A/C dyes. The unit has power comparable to high-
intensity 100-watt lamps, with an inspection range 
of 15 feet (4.6 m) or more. Powered by three AAA 
batteries (included), it has a 100,000-hour LED 
service life. Also included in the kit are an EZ-Shot 
A/C dye injection gun with hose and coupler, an 8 
oz. BigEZ universal A/C dye cartridge for servicing 
up to 64 vehicles, an 8 oz. spray bottle of Glo-Away 
dye cleaner and fluorescence-enhancing glasses.
Tracerline
www.tracerline.com

Enhanced Xenon Capsules
Hella, Inc. has launched a new line of perfor-
mance enhanced xenon capsules. The new 
lights deliver a colour temperature range that 
is dramatically higher than the light output 
of standard halogen bulbs. Hella offers two 
choices: Hella Xenon and Hella Xenon +30. 
Hella Xenon has a colour temperature range 
of 4300°K and delivers approximately 3X the 
light output of halogen bulbs. With this per-
formance level, the white light of these new 
generation xenon capsules ensures optimal 
safety and relaxed driving. It is available in 
D1S, D2S, D2R, D3S, and D4S. The newly 
developed Hella Xenon +30 capsules have a 
colour temperature up to 5000°K. This new 
light rivals white LED daytime running lights, 
offering maximum illumination and visibility 
similar to daylight. They are available in D1S, 
D2S, and D2R. With a low power consumption 
of 35W, excellent vibration resistance, and a 
long lifespan, the new Hella Xenon capsules 
give today’s drivers the maximum in perfor-
mance and lighting value.
Hella Inc.
www.hella.com
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NEW PRODUCTS

Black Plastic Welder
Permatex Black Plastic Welder is a weather-resistant structural 
adhesive designed for general purpose bonding of most plastics, 
composites, ceramics, and wood. Black Plastic Welder can be used 
to form a durable bond on acrylic, fiberglass, glass, PVC, styrene, 
vinyl, wood, and ABS. The non-sagging formula sets in only five 
minutes and achieves a complete cure in 24 hours. Fills gaps up 
to 0.125 in. Black Plastic Welder resists weathering, humidity, and 
most chemicals. It is tested to work in temperatures from minus 
60 °F to 250 °F. The product features a dual-chambered syringe 
that dispenses the correct amount of adhesive and hardener, to 
minimize mixing guesswork and mess. No primer is required. 
Permatex Black Plastic Welder dries to a black finish.
Permatex
www.permatex.com

Undercoat Finish
PlastiKote Undercoat provides 
the perfect finish to protect 
vehicles from rust, moisture, 
and corrosion, especially during 
harsh winter months. Available 
in rubberized (272) and pro-
fessional (273) undercoating, 
PlastiKote Undercoat provides 
durable protection against rust, 
corrosion, moisture, fumes, 
dust, heat, and cold. PlastiKote 
rubberized undercoating offers 
a flexible, non-asphaltic coating 
that contains no asbestos fibre, 

while professional undercoat-
ing delivers an effective sound 
barrier to reduce road noise. 
PlastiKote Undercoat products 
feature an easy-to-use trigger 
that allows for simple applica-
tion, accurate aim, and easy 
clean-up. They are ideal to pro-
vide protection for wheel wells, 
gas tanks, frames and supports, 
weld joints, floor pans, doors 
and quarter panels.
PlastiKote
www.plastikote.com

Diagnostic Scan Tool
Mahle Service Solutions has introduced the 
TechPRO diagnostic scan tool, a software-
based, laptop or tablet-enabled tool to help 
professional technicians analyze, diagnose, 
and repair today’s sophisticated computer-
controlled vehicles. The new TechPRO was 
designed so the vehicle communication 
interface and software can be used with a 
technician’s current desktop, laptop or tab-
let making it unnecessary to buy or lease 
extra hardware. Among TechPRO’s features is 
J-2534 pass-through capability for re-flashing/
reprogramming. TechPRO also features an 
ergonomically engineered VCI with a bright 
LED light for high visibility and confirmation 
that the VCI is connected and communicat-
ing. Other useful functions include cylinder 
balance tests, compression testing, and key 
relearn and misfire graphing.
Mahle Group
www.mahle.com

Wiper Blade Catalogue
Anco Wipers has published a comprehensive 
new master catalogue that helps speed the 
selection of the right replacement blades 
and related Anco products for virtually any 
automotive, vintage, heavy-duty, specialty and 
other application. The new catalogue (No. 
3095-14) covers the complete Anco line of 
replacement wiper blades including heavy-
duty and refills, washer system parts, adaptors, 
connectors and miscellaneous components. 
The catalogue also highlights the brand’s 
aggressively expanded line of innovative wiper 
solutions engineered to meet the needs of 
virtually any vehicle and match a broad range 
of customer needs and budgets. The Anco 
line includes premium Contour beam blades; 
Profile beam blades, Transform hybrid blades; 
AeroVantage and 31-Series conventional wip-
ers; rear blades; and winter wiper blades.
Federal-Mogul
www.ancowiperblades.com
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NEW PRODUCTS

Axles for Wranger JK

Dana Holding Corporation has introduced The Ultimate 
Dana 60 axles for the Jeep Wrangler JK. The new axle line, 
which includes bolt-in replacement upgrades for front and 
rear axles on the Jeep Wrangler JK, reflects the experience of 
serious off-roaders and incorporates many of the features they 
need. Among these improvements are 35-spline, SAE-4340 
nickel chromoly steel axle shafts designed for higher torque, 
larger tires, and off-road punishment; a greatly enhanced 
carrier with Spicer performance ring and pinion gearing; 
massive SPL 70 U-joints, exclusive to Dana; full-float design 
for greater load-carrying capacity; and upgraded, heavy-duty 
brakes with plug-and-play ABS.
Dana
www.DanaUnleashed.com

Control Module Tester
The new 4400 Coil and Control Module Tester from Innova 
Electronics is designed for in-store use to easily and safely test 
the ignition circuitry of ignition coils and DIS/EIM control 
modules to determine if the part is good or bad. The 4400 
Coil and Control Module Tester is user-friendly and saves time 
and money at the point-of-sale by helping counter personnel 

quickly evaluate modules and sell 
the right part the first time.

Innova Electronics 
Corporation

www.innova.com

$26175
Jobber

Starting at

• Unique model specific design 
• 1/2” thick rubber to reduce sailing  
• Rust proof aluminum frame
• Easy to assemble, remove, and re-install 

Purchase any set of mud flaps and receive a 
FREE display package including stand, signage, 
and literature!

Product not included.
Display part number 90127

rockstarmudflaps.com
(888) 463-6214 
Start Selling Today!

• Bright White LED’s
• Die Cast Aluminum 

Housing 
• Stainless Steel 

Mounting Hardware 
• Waterproof 
• Long Lasting

START SELLING TODAY! 
(888) 291-3450 

SEE VIDEOS AT WWW.ACILEDLIGHTS.COM

18w & 42w Spot 
LED Light Display
Part Number 80965

Jobber

$5175

90° Flood
PN 90083

1200 Raw Lumens 2800 Raw Lumens

60° Flood 
PN 90067 PN 90051

42W LED Lights18W LED Lights

8° Spot

25° Spot
PN 90099

Jobber Jobber

$3971 $8696

The BEST VALUE in 
Work/Off-Road LED Lights!
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NEW PRODUCTS

Drone-Free System for Chevy Silverado/GMC Sierra
DynoMax Performance Exhaust has added 
coverage of 2014 Chevrolet Silverado/GMC 
Sierra 1500 trucks through a new drone-free 
performance DynoMax VT system. The new 

DynoMax 2014 Chevy Silverado/GMC Sierra 
1500 8-cylinder/5.3L engine (p/n 38531) 
performance exhaust kit includes a 25-inch 
DynoMax VT muffler featuring a precisely cal-

ibrated internal valve that provides 
a drone-free driving experience. 
Offering maximum performance, 
the VT muffler design also includes 
slotted bushing ends; Continuous 
Roving Fiberglass (CRF) technol-
ogy to absorb unwanted interior 
resonance and provide a rich, deep 
performance tone; and a show-
stopping finish that includes an 
embossed body and high-impact 
micro-finish. The new system fits 
143.5-inch and 153-inch wheel 
bases.
Dynomax
www.dynomax.com

LED Combination Spot-Flood Light 
Bars
Buyers Products introduces four new LED 
combination spot-flood light bars for max-
imum 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. These new LED combination spot-flood lights, available in four different sizes: 12-1/2 
inches, 19-3/4 inches, 27-3/4 inches and 34-3/4 inches long, range from 2,700 lumens achieved 
with 12 clear LEDs to 10,800 lumens achieved with 48 clear LEDs. All four LED light bar units 
are economically priced and proven to withstand the harshest weather conditions. L-shaped 
brackets at the end of the units are designed to pivot or rotate on a vehicle’s horizontal or verti-
cal surface. Each unit includes a 20-gauge-shock rating and IP67 water/dust-proof rating with 
a five-year warranty.
Buyers Products Company
www.buyersproducts.com

Shock Series For Lifted Trucks, SUVs

The Rancho brand has released a new larg-
er RS5000X shock series that helps deliver 
precisely controlled off-road performance to 
lifted trucks and sport utility vehicles found 
around the globe. The new RS5000X shock 
series includes Cross-Tuned Technology, 
a new, unique valve design that allows for 
increased control and consistent ride profile 
with a larger shock body. The new Rancho 
RS5000X shock series has a large 2.25-inch 
diameter reserve tube that delivers greater 
oil capacity and can enhance overall per-
formance. The larger body diameter allows 
the RS5000X shock to run cooler and more 
consistently in more extreme conditions and 

varying vehicle speeds while extending shock 
durability.

Each new RS5000X shock also includes a 
solid, 16mm nitro-carb rod to offer strength 
and durability during off-road driving. The 
RS5000X shock is gas pressurized to add 
a mild boost of spring rate to potentially 
minimize foaming and shock fade. The series 
also features a glass-filled fluon-banded pis-
ton that provides smoother piston travel and 
greater responsiveness when road conditions 
vary.
Tenneco
www.GoRancho.com
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MONEY & 
MANAGEMENT

Mark Borkowski is presi-
dent of Mercantile Mergers 
& Acquisitions Corp. 
Mercantile is a mid market 
M&A brokerage firm focus-
ing on the sale of private 
companies. He can be 
reached at www.mercantile-
mergersacquisitions.com 

Is Your Competitor 
The Best Buyer For 

Your Business?
By Mark Borkowski

Is your competitor the best buyer for your 
business? For some reading this article, the 
answer might be obvious. However for those 

that have run sell side deals without comb-
ing through the full list of competitors, or 
who are perhaps executing said deal at this 
moment, this could be worth the five-minute 
read. Others would rather burn their company 
than to sell to their competitor. It has many 
downsides. 

There are two core reasons that competi-
tors make good buyers: deal motives and deal 
synergies.

How does that work? Whenever there are 
two businesses competing for the same mar-
ket, there will most likely be both (a) strategic 
incentives for an acquisition, and (b) overlap-
ping operations.

The presence of these two things is almost 
always accompanied by motive and synergy, 
things that are very valuable to anyone selling 
a business. In fact, these two characteristics are 
arguably the two most important buyer traits.

Why? Because they have an overwhelming 

influence on both the interest level of a buyer 
and how much it’s able to pay.

First, the greater the need for an asset, the 
more a buyer will be willing to pay to acquire 
it. Second, the greater the synergies involved 
in a combination and consolidation of the two 
businesses, the higher the valuation the buyer 
will ascribe to the target company, and there-
fore the greater its ability to pay.

Competitors have a high likelihood of rank-
ing near the top of the list on both the motives 
scale and the synergies scale. When you’re 
ramping up to build a buyer list, start with your 
direct competitors.

It’s easy to do this from your computer. 
Screen for competitors by going to your recom-
mended buyers list. Do as much due diligence 
as feasible on the company name to form 
a summary of the business, products, and 
market position. Start with the players that 
compete directly in your space. These tend to 
be the highest-probability buyers given their 
tendency toward a higher level of interest in a 
deal and greater ability to pay.
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For the Counterperson January 2015

Thermostats have been an important component in auto-
motive internal combustion engines for almost a cen-
tury. Thermostats were originally incorporated to speed 

engine warm-up and reduce cylinder ring wear. Today, ther-
mostats play an important role in increasing engine combus-
tion efficiency and reducing emissions. To accomplish that 
task, thermostat functions are controlled by the engine’s 
electronic control unit (ECU), ensuring precise regulation 
of temperature based on the engine’s loads.

Basic Mechanical Thermostat Operation
The combustion process in a passenger car engine runs 
optimally at an operating temperature of approximately 230 
degrees Fahrenheit. However, in older engines the engine 
temperature was kept below this ideal temperature level 
to prevent component damage. Since an engine requires a 
certain power reserve, especially when operating at full load, 
conventional thermostats start to open at an engine tempera-
ture of approximately 110 degrees Fahrenheit, by opening 
the coolant circuit. 

The most basic type of thermostat is a by-pass valve ther-
mostat. These have a sensing element containing a wax and 
aluminum mixture that expands when heated. When the 
engine is cold, the wax is solid, and as it expands, the sens-
ing element slides, opening a valve and allowing coolant to 
flow to the radiator. A tension spring presses against the 
sensing element and closes the valve when the operating 
temperature falls below the opening level of the thermostat. 
This process may occur multiple times a day, especially in 

colder climates.
This technology – which still serves reliably to this day 

– has been in use for decades, but the open temperature set-
ting of the thermostat can only be adjusted slightly by chang-
ing the wax compound.

The Electrically 
Assisted Thermostat:

A Smarter Way To 
Greater Engine Efficiency

Figure 1: Typical operating map for a sports car. To set the optimum 
coolant temperature for the corresponding operating condition, 
there are various predefined “if-then” situations available in the 
engine control unit (set points); the ideal coolant temperature can be 
derived from the load and vehicle speed.

By Bill McKnight
Team Leader - Training
MAHLE Aftermarket Inc.

Knowledge Building:

p 26-28 Counter Talk.indd   26 15-01-12   2:22 PM



YOUR NAME:_________________________________ YOUR COMPANY NAME:____________________________________________

YOUR COMPANY ADDRESS:_____________________________________________PHONE NUMBER:(____) ____________________

I NOMINATE_________________________________________ WHO OWNS______________________________________________

AND IS LOCATED AT THE FOLLOWING ADDRESS:____________________________________________________________________

BUSINESS PHONE:(____)_________________________ HE/SHE HAS BEEN IN BUSINESS FOR APPROXIMATELY___________YEARS

AND I NOMINATE THIS PERSON FOR THE FOLLOWING REASONS: (attach a separate sheet if necessary)

BUSINESS SUCCESS: ___________________________________________________________________________________________

____________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________

INDUSTRY INVOLVEMENT:
____________________________________________________________________________________________________________

___________________________________________________________________________________________________________

COMMUNITY SERVICE: _________________________________________________________________________________________

____________________________________________________________________________________________________________ 

___________________________________________________________________________________________________________

(Your Signature) _________________________________                (Date) ____________________________________________
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NOMINATE SOMEONE TODAY!

Named after the founders of Jobber News Magazine, E.J. & A.E. Wadham 

Memorial Award recipients are a who’s who of the best in the Canadian  

automotive aftermarket, representing aftermarket auto parts wholesalers 

from across Canada, from businesses large and small, and of all affiliations. 

Since 1984, the award has recognized those who epitomize the values of  

the automotive aftermarket through business excellence, community service, 

and industry contributions.

JOBBER OF  
THE YEAR AWARD
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Mapping The Engine’s Optimum Performance
New technologies are pushing engine efficiency and combus-
tion quality ever closer to optimum operating conditions. As 
we push the engine closer to the desired 230-degree range to 
improve both emissions and fuel economy, we need a more 
advanced thermostat technology. 

An electrically assisted (also called “map-controlled”) 

thermostat provides broader and faster operation than tra-
ditional thermostats. In addition to the mechanical function 
of the wax element, electrically assisted thermostats incor-
porate an electric heater within the sensor. This heater is 
controlled by the vehicle’s ECU, which receives information 
on the speed and load conditions of the engine. It uses this 
information to regulate the temperature of the coolant. A 
data set, or “map,” is stored within the ECU to govern when 
and how heat is added to ensure optimum engine perfor-
mance.

Consequently, the thermostat can influence the tem-
perature considerably more quickly, allowing the engine to 
operate in various load and operating conditions within the 
corresponding optimum range. 

This level of temperature regulation yields several ben-
efits:

• Optimum combustion due to increased cylinder wall 
and component temperatures

• Reduced fuel consumption due to reduced viscosity of 
the engine oil and consequently reduced frictional loss 

• Lower pollution emissions due to improved combustion
• Improved power output at full load due to reduced cool-

ant temperature
• Increased comfort due to higher coolant temperatures 

and, as a result, an improved interior heating performance

How An Electrically Assisted Thermostat Works
In standard operation, an electrically assisted thermostat 
functions in the same manner as a conventional thermostat 
– just at a higher engine temperature. Coolant flows around 
the wax of the thermal expansion element. As the tempera-
ture rises, the expansion material melts, increasing in size 
and moving a piston, which in turn increases the flow volume 
of the coolant. If the temperature drops, a spring pushes the 
piston back to its starting position, reducing the flow rate of 
the coolant or closing the coolant circuit altogether. 

Under partial load conditions (city driving), the ther-
mostat stabilizes the engine at a higher temperature by 
staying closed longer to obtain benefits such as good power 
response, lower emissions, and reduced friction (with a cor-
responding reduction in fuel consumption).

When under a sudden, heavy load, an additional heat 
source comes into play with the map-controlled thermostat. 
Once the conditions of the stored operating map have been 

fulfilled, a heating resistor integrated in the expansion mate-
rial is enabled by the engine management system. This addi-
tional heat source allows the wax to expand more quickly, 
opening the thermostat fully regardless of actual coolant 
temperature, so the coolant flow is increased, immediately 
allowing the engine to operate within the optimum tempera-
ture range without danger of overheating.

Since the electric thermostat is controlled by the engine 
computer and mapped to driving conditions, when the sud-
den heavy demand is removed, the current is shut off to 
the electric heating unit and the thermostat again acts like 
the traditional wax unit, with a fully open temperature of 
approximately 230 degrees Fahrenheit. These actions can 
happen many times a day, especially if you are driving up and 
down in the mountains, where the engine and cooling system 
experience heavy demand going up a grade then may cool as 
much as 30 to 50 degrees Fahrenheit going down the other 
side. The beauty of this concept and design is that it operates 
completely unnoticed by the vehicle operator and continues 
over the life of the thermostat with no required service.

Important Considerations For The Aftermarket
As is the case with conventional thermostats, electrically 
assisted thermostats are not subjected to materials wear; 
they are maintenance-free and designed to last for the entire 
engine service life. However, external factors such as the 
use of low-grade coolant and failure to regularly service the 
coolant can lead to material failure. Other possible causes of 
failure include previous damage caused by thermal overload-
ing or contamination due to work carried out on the cooling 
system, e.g., when replacing the coolant or water pump, the 
cooler, the coolant hose, timing belt, or V-belt. 

It is important for the technician to remember that the 
map-controlled thermostat is only part of a more complex 
cooling system, consisting of coolant passages in the engine, 
a coolant mixing chamber around the thermostat, coolant 
hoses, a radiator, electric fans, and the actual coolant. When 
replacing faulty parts in the cooling system, thermostats 
and/or integral thermostatic housings should also always be 
replaced at the same time, because any loss of functionality 
or even complete failure can have severe consequences – 
including engine damage. 

Bill McKnight is team leader-training for MAHLE Aftermarket Inc. 
He formerly served as the director of training and as the director of 
marketing for Clevite bearings. McKnight also represents MAHLE 
Aftermarket Inc.’s bearing and piston ring products at NASCAR, 
NHRA drag racing, diesel motorsports, Formula Drift, and most 
other motorsports venues. He is a PERA and AERA member and has 
made numerous presentations for both organizations. 

Figure 2: Cross section of a map-controlled thermostat with electrical 
connections and heating resistor integrated in the wax element.
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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.
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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
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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.

Buy. Sell. Employ. Search.
Jobber News  
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Reach Key Aftermarket Players.
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From less than $150 a month.
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aross@jobbernews.com or  
call toll free from Canada  

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

IT’S ALL GOOD

NEXT MONTH

Shop Survey: Customer 
Priorities; Oil Change  
& Lubricants
Brake Parts: Friction  
& Rotors
Plus: Hot Winter 
Products
Lighting and Wipers

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

Twitter: Andrew Ross (@
JobberNews)

www.autoserviceworld.com

The just-released AIA Outlook study predicts a bright future ahead for 
Canada’s aftermarket, and that is, to my view, a pretty accurate assess-
ment.

If I am to be totally honest, however, I didn’t actually need that report 
in order to come to this conclusion. This is not to say that it doesn’t fill 

in many important details about the whys and wherefores of the optimistic outlook 
for the near future – though it does – but the broad strokes of the positive trend 
should be apparent to anybody working in this industry.

At its core is the ongoing tie that this industry has to the trends in aging vehicle 
populations. The bulge in vehicle sales that occurred in the mid- to late 2000s has 
been moving its way through the aftermarket and this will continue to be a strong 
factor for at least the next couple of years.

The current state of vehicle sales, now at record levels for many automakers, will 
stand the aftermarket in good repair for the next wave of demand for its services.

The “sweet spot” for the aftermarket, seven- to 11-year-old vehicles, has contin-
ued to be just that, even though many in the aftermarket have seen a trend toward 
the older end of that age range for some time now; OEM components last longer 
than they did a couple of decades ago, even outliving their design life in some cases.

Of course none of this happens in a vacuum. As much as the aftermarket contin-
ues to be well positioned to serve that aging vehicle fleet, it is also the case that the 
original equipment service (OES) sector is doing what it can to win market share 
in the service bay and, failing that, market share in parts sales to the independent. 
This is nothing new, but independent aftermarket players do need to be mindful of 
the improving ability of OES players to market to their customers.

And then there is the price of gas. While business pundits have cast the drop in 
oil prices as an economic disaster for Canada, there is absolutely no doubt that the 
rank and file of the Canadian driving public have greeted the recent steep decline 
in the price at the pump with unabated glee.

While there is certainly some degree of wait-and-see in the public at large – few 
are running out to replace the subcompact they bought when prices went up with 
a full-sized SUV – it does present the kind of easing on the pocketbook that can 
increase the willingness of folks to get in their vehicle of choice and drive. For many 
the impact of changing gas prices has been more psychological than real, but even 
I can’t deny that a 40-cent drop in the per-litre cost becomes a very real benefit to 
the household bottom line.

And, if history is anything to judge by, over time that bottom line will translate 
at least somewhat into greater expenditures in the service bay.

Add to this related economic shifts, and things can look even rosier.
Yes, there are regional effects, some positive and some negative. For those reliant 

on the price of oil and the wages being paid as a result, the drop in employment 
that will result from the drop in oil prices will surely be a negative, though they 
might find hiring for vacant positions a tad easier.

And for Canada’s manufacturing sector, improved competitiveness and growth 
are sure to follow – and since the aftermarket relies strongly on the volume gener-
ated by them, it will help build demand.

So that’s good news too.
Maybe it’s just the advent of the new year, but I’m finding it difficult to find any 

negatives to bleat about; 2015 and beyond is looking good for the aftermarket.
It surely won’t be without its challenges, but I think we’re up to it, don’t you?

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

AAPEX!

5370 Wegman Drive • Valley City, OH 44280 
Phone  800 274 5001 • Fax  330 273 3522
www.Schaeffler-Aftermarket.us 

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

In 1883, Friedrich Fischer invented the 
steel ball grinding machine, paving 
the way for the modern ball bearing.  
Fischer AG, now known as FAG, is one 
of the leading bearing manufacturers 
in the world, providing OE solutions 
for automotive, aerospace and 
industrial applications.

Building on a 130-year heritage 
of excellence, FAG products are 
supported by the same trusted R & D, 
engineering and manufacturing teams 
that bring you LuK clutches.

FAG products — setting the standard for 
quality, durability, and performance.

We Share the Road to Success!
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