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SEMA Show Issues Open 
Call For Speakers

Business and industry 
experts are invited to 
submit applications to 

present a seminar at the 
2015 SEMA Show, taking 
place Nov. 3-6, 2015, in 
Las Vegas, Nevada. The 
association is especially 

interested in experts 
within a few key topics, 

including “How to 
Protect a Business from 

Online Hackers” and 
“How Today’s Kids Will 

Regard Cars and Trucks.”

*    *    *

Innova Adds New 
Features To Quicklink 

App
Innova Electronics 

Corporation has added 
new key features to its 

Quicklink App 2.0 Live 
for Apple and Android 

devices to improve 
the overall flow and 

functionality of the app, 
which can be downloaded 

from the Google Play 
Store and Apple Store.

Bestbuy Celebrates 
Expansion Grand Re-Opening

Bestbuy Distributors welcomed former Mayor 
of Mississauga Ms. Hazel McCallion, and the 
Honourable Mayor Bonnie Crombie of Mis-
sissauga for the expansion grand re-opening 
ribbon cutting ceremony at its head office and 
distribution centre in Mississauga, Ont. 

Bestbuy Distributors’ 61st annual sharehold-
er meeting was held in Toronto at the Westin 
Bristol Place hotel on February 20th and 21st 
2015. The two-day event brought together Best-
buy members from across Canada and vendors 
from across North America to attend meetings 
and celebrate Bestbuy’s expansion and grand 
re-opening of the Mississauga warehouse.

A highlight of the AGM was the annual din-
ner, which honoured retiring Board Chairman 
Dale Devlin of Halton Automotive. Devlin has 
served on Bestbuy’s Board of Directors since 
1993, and was chairman for five years.

President Jeff Van de Sande and Chairman 
Douglas Squires had the honour of announc-
ing and presenting the 2014 Horace J. Pratt 
Award (Supplier of the Year) to ProMax Auto 
Parts Depot, in recognition of its excellence 
in service, sales performance, and support. 
Ramzi Yako, Sam Yako, and Doug Curliss were 
on hand to accept the award. 

The organization also presented its annual 
contribution to support The Family Heart 
Centre at the Hospital For Sick Children in 
the combined amount of $40,600 including 
$15,600 raised by the IDL Shareholder Group. 
Dr. Robert Hamilton, director of cardiology, 
was on hand to accept the donation. Best-
buy has been supporting this worthy cause 
since 1986 and has contributed in excess of 
$750,000.

There was a strong turnout of 225 for the 
Friday evening cocktails and dinner. The crowd 
was mesmerized by internationally renowned 
celebrity impressionist Martin Dubé. With his 
five-octave voice range, he brought the crowd 
to their feet with his stellar impersonation 
performances.

The Friday afternoon portion of the Share-
holder AGM was opened to attending Best-
buy vendor partners. Guest speakers in the 
afternoon included Andrew Shepherd of AIA 
Canada presenting “Canadian Automotive 
Aftermarket Outlook,” Benjamin Tal of CIBC 
discussing “Canadian Economic Outlook,” 
and Donald Cooper familiarizing the audi-
ence with “Succession Planning.”

Shareholders from across Canada pro-
claimed their 2015 Board of Directors. Best-
buy’s new chairman is Douglas Squires of 
Colonial Auto Parts and APM Limited; new 
vice-chairman Brad Nahorney, Sapphire Auto 
(IDL); secretary/treasurer Don Harvey, Cen-
tral Transport Refrigeration; Claudio Sceppac-
erqua, The Young Automotive Professionals; 
Ghazi Mankal, Canadian Auto Parts Suppli-
ers; Gino Morelli, Pièces d’auto G.C.M.; Scott 
Manz, Den-Paul Distributors; and new director 
Rob Dow, Jack Dow Auto Supplies.

During the evening, Bestbuy had the plea-
sure of formally welcoming Kumar Thuraisa-
my of 747 Auto Parts, Ameen Suleman of 
Ameen’s Auto Parts, and Bill and Mike String-
er of John’s Auto Parts. The three new share-
holders were each given a Bestbuy Code of 
Ethics plaque. Bestbuy also presented service 
recognition awards to Auto Body Specialties 
(30 years); Central Transport Refrigeration 
(30 years); Halton Automotive (30 years); Van-
couver Auto Parts (30 years); Dorval Auto Parts 
(20 years); and Canadian Auto Parts (10 years).
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Moog Reports 
Record Year 

The Moog Steering 
and Suspension brand 

completed a record-
breaking expansion of 
application coverage in 

2014 with more than 
800 new part numbers, 

including nearly 600 
additional control 

arms and assemblies – 
representing in excess 

of 470 million potential 
parts replacement 

opportunities.
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Marc Brazeau Leaving AIA 
Robert Pitt, Chairman of the Board of the 
Automotive Industries Association of Canada, 
has announced the resignation of AIA’s presi-
dent and CEO, Marc Brazeau.

Marc has led the AIA for the past eight 
years, and previous to that he had assumed 
various management responsibilities after join-
ing the association in 1995. Marc also repre-
sented the association on a number of leading 
industry boards and advisory groups both in 
Canada and in the United States.

“Over the span of his 20-year career with 
AIA, Marc has worked tirelessly to enhance 
the image of our industry, to keep the after-
market sector at the forefront of important 
competitive issues, to build a highly credible 
and trusted voice with governments, and to 
rally many different stakeholders to support 
common industry goals and programs. But 
above all, it was through Marc’s strong and 
dedicated leadership that he built a dedicated 
and high-performing team in Ottawa, and 
across Canada, to advance the strategic goals 
and directions of the Association,” states Pitt. 
Marc will leave the association at the end of 
April to help ensure a proper and smooth tran-
sition in leadership. 

Online Parts Sales 
To Double By 2018

The Auto Care Association has released a new 
infographic detailing the expanding trend of 
e-tailing, the fastest-growing retail sector in 
the auto care industry and a significant rev-
enue stream for auto parts sales.

Key findings include:
•  E-tailing accounts  for $6 billion  in replace-
ment parts sales;
•  service  providers  make  more  online  parts 
purchases than consumers/DIYers;
•  online parts  sales will double  in  volume by 
2018; and
•  automotive  replacements  parts  are  among 

the top purchases in overall online consumer 
purchasing trends.

“Our new infographic provides unique 
insight into the e-tailing purchase behaviours 
that are most impacting our industry,” says 
Kathleen Schmatz, president and CEO, Auto 
Care Association. “These select details from 
our groundbreaking new study provide a suc-
cinct perspective on this growing trend, and 
how it is shaping our industry now and in the 
future.”

It serves as the foundation for the asso-
ciation to provide a unified estimate of online 
sales within the aftermarket. In addition to 
the full report, the research is also available 
in four modules: Executive Summary, Market 
Size and Growth, Repair Shop/Installer Sur-
vey Results, and Consumer/Vehicle Owner 
Survey Results. The e-tailing infographic is 
available at www.autocare.org/etailing. Online 
ordering for the study is now available at www.
autocare.org/etailing.

Raybestos 1971 Chevrolet Camaro 
Goes On Tour

The Raybestos 1971 Chevrolet Camaro RS 
“G-Machine” is going on tour before heading 
to the Virginia home of grand prizewinner 
Brian Williams. The Raybestos Camaro RS 
was awarded to Williams during the Automo-
tive Aftermarket Products Expo (AAPEX) 
in Las Vegas and will be delivered to him in 
Lynchburg, Va. Before reaching its final des-
tination, the one-of-a-kind vehicle will travel 
coast to coast and back again, following a route 
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We Share the 
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Over the years, LuK has earned a 
reputation for the highest quality 
clutch products. What LuK is to 
clutches, FAG is to bearings.

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 set the standard for 
quality, durability, and performance.

www.Schaeffler-Aftermarket.us

that starts in Woodstock, Ill., heads to 
Washington, D.C., on to Vancouver, 
B.C., and ends back in Virginia. To see 
where the Raybestos 1971 Chevrolet 
Camaro RS “G-Machine” stops on its 
journey to Virginia, visit www.face-
book.com/RaybestosCanada.

Action Car and Truck 
Acquires CTP Distributors/
Custom Truck Parts Inc.

Action Car and Truck Accessories has 
announced that it has acquired CTP 
Distributors/Custom Truck Parts Inc. 
of Western Canada.

The strategic union will enhance 
the company’s competitive positioning 
within the wholesale, retail, and fleet 
upfitting sectors while offering more 
choices and greater convenience. In 
addition to enhancing the wholesale 
and retail sectors, the new landscape 
will position the company as the largest 
commercial fleet installation network 
in Canada. The combined companies 
will now consist of four major distribu-
tion centres (Surrey, Edmonton, Pick-
ering, and Moncton), four secondary 
distribution points (Calgary, Grande 
Prairie, Winnipeg, and St. John’s), 37 
retail stores with installation facilities, 
and e-commerce stores catering to 
wholesale, retail, and commercial fleet 
segments. 

Wagner Receives Product 
Leadership Award

Wagner brake pads have been selected 
for the prestigious Frost & Sullivan 
North American Product Leadership 
Award for the fourth consecutive time. 
The award is presented to the auto-
motive brake products brand with 
the highest combined score across 
nearly 20 performance categories in 
a survey of professional automotive 
technicians. Manufactured by Feder-
al-Mogul Motorparts, a division of 
Federal-Mogul Holdings Corporation, 
Wagner pads are the first four-time 
winner of the award.

Veedol International Limited 
Sets Up Offices In Canada

Veedol International Limited, based 
out of Glasgow, Scotland with offices 
in Dubai, United Arab Emirates, has 
announced it has set up offices in 
Canada.

The recently incorporated Veedol 
International Americas will be respon-
sible for overseeing the manufactur-
ing, sales, and marketing of the Veedol 
brand of lubricants in North and 
South America. With offices located 
in Mississauga, Ontario, having an 
official presence in the Americas will 

enhance the growing global awareness 
of the Veedol brand, besides returning 
it to the part of the world where it all 
started for the Veedol brand.

“We are committed to developing 
the Canadian market for the Veedol 
Brand,” says Antonio Ramos, market-
ing manager at Automobile Solutions 
Americas Inc., the Canadian licensed 
manufacturer and distributor of 
Veedol branded products. “Our goal 
is to raise awareness of this historic 
brand, which was well supported here 
in Canada, and to restore it as one of 
Canada’s top brands of lubricants.”

Philips Automotive Wins 
AAPEX Awards

Philips Automotive North America 
received two awards during the 2014 
Automotive Aftermarket Products 
Expo (AAPEX) Show in Las Vegas, 
Nev. For the second consecutive year, 
Philips was cited for its packaging 
efforts and received the Automo-
tive Communication Best Packaging 
Award for its Anti-Counterfeit Xenon 
HID package design. In addition to 
the ACA award, Philips was also select-
ed as a winner of the New Product 
Showcase for its new Philips Vision 
LED line.

Shell And BMW Deepen 
Collaboration

Shell is expanding its collaboration 
with BMW AG, following on from 
being named the recommended sup-
plier of genuine BMW engine oil and 
BMW Group’s only recommended 
global supplier for aftermarket motor 
oils. Shell Lubricants – Shell Helix 
Ultra and Pennzoil Platinum – joins 
forces with BMW Motorsport as its pre-
mium technology partner and exclu-
sive supplier of premium motor oils. 
And Shell V-Power will be the recom-
mended fuel for BMW M Automobiles.

The fuels alliance means Shell 
V-Power Gasoline and Shell V-Power 
Diesel are recommended for BMW M 
automobiles, recognizing more than 
100 years of heritage in innovation 
and fuels leadership. With its unique 
formulations designed to actively 
clean and protect vital engine parts, 
Shell V-Power is seen as an ideal part-
ner for BMW M automobiles, BMW’s 
pinnacle of technology.

Shell will allocate a dedicated team 
of engineers who will work alongside 
BMW Motorsport engineers. They will 
apply decades of motorsport experi-
ence to develop a bespoke blend of 
motor oil for the BMW M4 DTM car. 
This development will be ongoing dur-
ing testing and the race season. 
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Marc Brazeau, formerly president and chief executive officer 
of AIA Canada, will join Uni-Select Canada in the newly cre-
ated position of vice-president of sales and marketing for parts 
distribution activities. Marc will join Uni-Select on May 4, 2015, 
immediately after his resignation from AIA Canada is effective. 
Marc’s role will be to develop sales strategies for various seg-
ments of the markets including national and regional accounts 
and banner programs and support the execution of marketing 
programs and strategies.
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Wearable Wheel 
Alignment Device
The Cartek Group 
has announced the 

addition of the Multi-Tek 
wearable wheel alignment 

device to its family of 
products. The Multi-Tek 
is a lightweight portable 

device that is worn 
on the wrist or can be 

conveniently mounted to 
any steel surface.

OBITUARY

John H. MacDonald, Ideal Supply, Passes at 83
John Hay MacDonald, of 
Listowel, Ont., passed away 
Saturday, February 14th, 
2015 peacefully at home 
surrounded by his family. 
He was 83. 

MacDonald was an 
owner and leader of the 
Ideal Supply Company, 
based in Listowel, Ont., 
which still operates as a 
MacDonald family business 
and is one of the leading 
wholesaler operations in 
the country. He was also 
the very first to be named 
the Jobber News Jobber of the 
Year, in 1984. MacDonald 
was the beloved husband 
of Colleen (Forrest) for 60 years, much-loved 
father of Tim and Alexandra of Stratford, Joan 
and Paul Waechter of Shelburne, and John and 
Norma MacDonald of Listowel, and wonderful 
Papa to Johnathon MacDonald of Colling-
wood and Gregory MacDonald of Toronto.

John was born in Listowel to Archie and 
Helen (Hay) in 1931. He spent his child-
hood in Toronto and Port Elgin, returning to 

Listowel with his mother 
when he was 13, follow-
ing his father’s death. He 
married Colleen in 1954, 
and worked as a territory 
manager for the Champion 
Spark Plug Company.

John and Colleen 
returned to Listowel in 
1958, where John joined his 
father-in-law, Earl H. For-
rest, in Ideal Supply. He 
purchased the company in 
1968. Under his ownership 
and leadership, the com-
pany grew to become one 
of the largest distributors of 
electrical supplies and auto 
parts in the country. He was 

very proud that the company continues to be 
a family-owned business under the combined 
leadership of Tim, John, and Joan.

John was a proud Canadian and believed 
acting locally to build strong communities 
went a long way to building a stronger nation. 
To that end, he served as the president of his 
local Kinsmen Club, Rotary Club, and Cham-
ber of Commerce.

Sumrell Lundh

APPOINTMENTS

SurTrack CV Axles meet or exceed all OEM requirements.
Every part is 100% new, built in our state-of-the-art 
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SureLift Premium 
Window Regulators, 
Ensure Extended 
Service-Life & Durability 

SurTrack ATV-UTV Axles 
Exceed OEM Quality in 
Fit, Form, Function.

Canadian Head Office & Distribution Center
6180 Ordan Drive, Mississauga, ON L5T 2B3
905-670-1502 Fax: 905-670-6693
orderdesk@aitauto.com

TRW’s North American (NA) Aftermarket Group has appoint-
ed Chris Sumrell as sales manager for the Eastern U.S. parts 
and service business. An aftermarket professional with more 
than 30 years’ industry experience, Sumrell joined TRW in 
December 2014 from Honeywell Friction Materials, LLC, 
where his most recent role was manager of program group and 
Canadian sales. Matthew Lundh has been appointed as busi-
ness development manager, TRW Automotive Aftermarket, 
North America. Lundh brings with him more than 19 years 
of auto care experience in business development, sales opera-
tions, and project management. 
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MARKET FEATURE

Not all that long ago, no matter which brand of antifreeze 
you chose, it was green. 

Today, with different types of antifreeze technology 
in a rainbow of colours, confusion abounds among automo-
tive people and consumers alike as to what colour antifreeze 
is best. The easy part is that most antifreeze manufacturers 
still make coolant with ethylene glycol (EG), while some use 
less-toxic propylene glycol (PG).

“Coolants in automotive light-duty applications are dyed 
many different colours; the colour of any automaker’s par-
ticular coolant does not tell the technician what the formula 
is. It doesn’t even signify what manufacturer the coolant 
was OE on. As an example, there are at least three different 
shades of green coolant from three different manufacturers, 
[and] none are the same formula,” explains Prestone techni-
cal training director Jay Buckley.

Evolving Antifreeze
Engine coolants perform several functions in addition to 
providing freeze and boil protection. Coolants must also con-
tain additives that inhibit corrosion and scale formation in 
the engine and radiator. There are very many different types 
of corrosion inhibitor compounds in the market that are 
used in the formulation of engine coolants. Many of these 
are selected specifically for the purpose of inhibition of cer-
tain types of metal surfaces found in engine systems. Many 
modern engines use a variety of metals – from lightweight 
aluminum and aluminum alloys through to heavy-duty mild 
steel and heavier alloys. Each of these metal surfaces, and 
coolant design systems, present different corrosion inhibi-
tion problems that are addressed by different inhibitor 
compounds.

Generally, coolant corrosion inhibitors can be catego-
rized into three distinct types:
1.  Conventional inorganic corrosion inhibitor compounds 

(traditional coolants).
2.  Extended-life organic-acid inhibitor compounds (OAT 

coolants).
3.  Combinations of OAT and traditional inhibitors (hybrid 

or HOAT coolants).
Inorganic acid technology (IAT) is the chemical basis 

for the traditional green antifreeze. IAT contains either 
EG or PG, and is usually fortified with silicate or phosphate 
additives to make it compatible with metal cooling system 
components.

Conventional inorganic (traditional) inhibitors have been 
known in the marketplace for over 60 years, and were first 
known to exhibit corrosion prevention features early in the 
previous century. These compounds are soluble inorganic 
molecules, which react (passivate) with the metal surfaces 
to produce an impervious physical layer that prevents any 
further corrosion reactions from taking place. These com-

pounds are therefore very effective at producing a barrier 
against corrosion. They are typically readily available and 
relatively cost-effective.

Such types of compounds include a variety of elements: 
silicates, nitrites, nitrates, molybdates, phosphates and 
borates. In the past, amines were also used, but these have 
since become unfavourable due to the formation of carcino-
genic nitrosamines.

The disadvantage of the traditional inhibitor type is that 
over time, these impervious barriers can break away from the 
metal surface, exposing fresh metal underneath to further 
corrosion, and also creating insoluble particles in the bulk 
fluid that can be further abrasive. Therefore, such coolants 
have limited life, generally in the order of 50,000 km maxi-
mum.

The life of a traditional coolant can sometimes be boosted 
by the incorporation of SCAs (supplemental coolant addi-
tives), which act as boosters, with super-concentrated mix-
tures of the same traditional inorganic inhibitors.

Organic Acid Technology (OAT) is a long-life coolant 
(LLC) / extended-life coolant (ELC), widely used in Europe 
before its introduction in North America. OAT is usually 
EG. The generally recommended replacement interval is five 
years or 225,000 kilometres. Vehicle owners should always 
refer to the vehicle manufacturer’s recommendations for 
coolant type.

Since the late 1980s, considerable research has been 
undertaken on the development of genuine long-life cool-
ants, which form a molecular layer or barrier. Unlike the 
physical barrier formed in the use of traditional inorganic 
inhibitors, these molecular layers are formed by the OAT 
molecules lining up on the metal surface, due to very finely 
tuned behaviour in their polarity. These molecular layers 

How To Identify
The Correct Coolant

By Steve Pawlett
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exhibit the same effect, preventing the metal surfaces from 
coming into contact with the corrosive base fluid. When the 
molecular layer is periodically interrupted (say, from particles 
of debris in the cooling system), it automatically reforms from 
other temporarily unattached OAT molecules in the cooling 
system. In this way, the layer continually reforms and repairs 
itself, and therefore the fluid’s life is considerably extended.

OAT molecules are typically weak buffered carboxylic acids 
with long (C8-C10) carbon chain length “tails” and polar heads. 
A wide number of different OAT molecules are now used – some 
more widely than others, some with more unique preferences 
than others. Different OAT molecules exhibit different corro-
sion behaviour in different metal surfaces, and therefore many 
modern OEMs can be quite specific about the types of OAT 
molecules that the formulation must (or must not) contain.

Hybrid organic acid technology (HOAT) combines IAT and 
OAT with nitrites. Antifreeze manufacturers often refer to it as 
“global,” indicating on the bottle that it meets or exceeds the 
specification G-05 for most vehicles newer than 2002 and G-11 
or G-12 for Volkswagen and Audi.

Valvoline’s Zerex G-05 antifreeze is a hybrid organic acid 
technology (HOAT) chemistry that combines the best of con-
ventional and organic acid-based chemistry to provide protec-
tion against rust and corrosion. Zerex uses ethylene glycol for 
freeze and boilover protection, and a hybrid organic acid corro-
sion inhibitor package to protect engines from liner pitting and 
corrosion, and protects all system metals including aluminum.

Due to the rapid development of different engine compo-
nentry and metallurgy since the 1990s, much effort has gone 
into the development of enhanced OAT coolants. Many engine 
types have indeed been shown to exhibit improved corrosion 
resistance over a longer life, with a combination of both OAT 
molecules (providing an extended life molecular barrier) with 
some specific inorganic compounds that enhance very specific 
performance features of the coolants.

This is particularly the case in some heavy-duty on- and off-
road engine types, which may specify the use of OAT type cool-
ants fortified with nitrites and/or nitrites and molybdates, but 
also some passenger-car engine types that specify OAT inhibi-
tors fortified with silicates and others, or phosphates.

Such engine coolants are generally referred to as “hybrids,” 
and typically offer similar life and performance to OAT-type 
coolants, specifically tailored to certain engine types.

The generally recommended replacement interval is five 
years or 225,000 kilometres. Always recommend your customers 
check their vehicle manufacturer’s recommendations for their 
car or truck.

Can You Mix Antifreeze Technologies?
The one universal coolant that all agree on is water. For best 
performance, water needs a little help. What happens when 
coolants are mixed?

A lot of the confusion about mixing coolants stems from 
early work with carboxyl coolants. In an American Society of 
Testing and Materials (ASTM) test, mixing IAT and OAT cool-
ants resulted in more corrosion than either antifreeze alone. 
Subsequent tests revealed a testing error: the corrosive environ-
ment occurred because the coolant was too diluted.

It is best to recommend to your customers to use the same 
type of coolant originally used by referring to the vehicle manu-
facturer’s recommendations.
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The primary key to increasing ride control component 
sales is to ask the right questions and take the time to 
educate the customer/technician on the safety and 

performance benefits of replacing the four corners of the 
vehicle. In addition, replacing shocks and struts will also save 
on future repair costs by reducing excessive wear on other 
components.

A number of research studies into the effect of poor ride 
control on the safety of the vehicle have shown unequivo-
cally that poor ride control can manifest itself in a number 
of negative ways. These include degraded handling, braking, 
steering, and excessive tire wear, as well as a negative perfor-
mance effect on the electronic stability control system.

“The one study I’m keeping a close eye on is from the 
NHTSA. The December 2014 Traffic Safety Facts shows that 
vehicle crash fatalities dropped every year from 2004 until 
2012, but have levelled out since then. My belief is that crash 
avoidance technology is working great until the vehicles get 
older and under-maintained,” explains KYB director of mar-

keting and training Mac McGovern.
Today the average vehicle age is over 10 years, and that 

means a lot of vehicles on the road are in need of ride control 
repairs. Research has shown that having just one degraded 
shock or strut can lengthen stopping distance, because tires 
can lose contact with the road. Degraded shocks and struts 
also reduce the vehicle’s ability to handle turns, especially in 
evasive man oeuvres.

“The biggest thing that has happened in this category is 
the quick strut or the complete strut assembly. It has made 
it almost obsolete for someone to call up and order just a 
strut or just coil springs,” explains Andrew Malone of B&B 
Automotive. “Even though you are spending another hun-
dred dollars for the complete assembly when you only need 
a certain portion of it, with the labour that you are saving 
on the job by going this way, it doesn’t make sense to disas-
semble the old part and put the new part in and re-assemble 
it and re-install it.” 

“Ride control (steering, suspension, brakes, and tires) 

Ride Control: How to 
Educate The Consumer

By Steve Pawlett
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comprises the mechanical side of crash avoidance systems. 
The electronic (thinking) side of crash avoidance doesn’t 
wear and lose performance, but the ride control components 
do, and the outcomes of crash avoidance situations become 
‘at risk.’ Smart vehicles deserve smart parts – parts that are 
capable of vehicle-designed performance, not just a portion 
of it,” explains McGovern. “The term ‘premium parts’ is 
outdated. Counter staff professionals should be helping the 
customer make wise choices about maintaining designed 
ride control performance that [maintains] crash avoidance.”

Also, be sure to point out to your customers that worn 
shocks and struts also lead to other suspension component 
wear. This means if the vehicle owner ignores the problem 
for too long, additional repairs will be required much earlier. 
Recommend that the technician do a visual inspection of the 
shocks and struts, and examine the tires closely, looking for 
signs of cupping, which is caused by weak shocks or struts. 

It’s also helpful to point out that most vehicle owners 
can’t easily inspect their shocks and struts. They often can’t 
feel the loss of steering precision, stopping performance, 
and stability, as these components slowly wear out. But in an 
emergency situation, they need their tires planted firmly on 
the road to help avoid an accident. That’s a big part of what 
new shocks and struts do. 

“Ride control companies, like Tenneco’s Monroe Shocks 
& Struts and KYB, invest a great deal in educating both 
the consumer and technician about when you should look 
at replacing ride control components. The general rule 
is 80,000 kilometres now. It may not be accurate for every 
vehicle, but is a good general benchmark. Consumers don’t 
generally think of ride control, because it’s something that 
degrades so slowly over time that they may not even notice 
it. The ride is getting worse and worse on the vehicle, and 
the customer may have close to 200,000 kilometres on their 
vehicle now and they still have the original shocks on it. 

“We are always aware of the promos that are going on. For 
example, right now there is a Tenneco Quick Strut program 
on where installers get back $30 for every pair they sell. So 
when we are quoting out those strut assemblies, we are going 
to have a premium choice, which is the Tenneco Quick Strut, 
and we also have Monroe’s Econo-Matic strut assembly line, 
which is an entry-level model with a basic warranty (no life-
time warranty). But if you factor in the $30 savings that the 
shop gets for selling the premium pair, that may be enough 
incentive to push them towards the premium product line, 
which comes with a lifetime warranty,” adds Malone.

“The challenge for most counter staff, and even techni-
cians, is trying to convince a consumer they need to change 
ride control. The key is making sure the consumer under-
stands the condition of the car, and the challenge for the 
counterperson is to show and present facts of what that cus-
tomer’s car is actually doing,” explains KYB senior business 
development manager Ray Proulx. “What we have seen over 
the years with counter staff and technicians is that when they 
try to describe a condition to the customer it often seems to 
the customer that they are speaking a foreign language. The 
layperson just doesn’t understand the terminology.”

To help motorists protect their driving safety, Monroe 
ride control engineers suggest that automotive shocks and 
struts be inspected at 80,000 km. After the initial inspection 
at 80,000 km, it is always a good idea to recommend a “safety 
triangle inspection” of chassis system components – includ-
ing ride control components – every 15,000 km. 

Ride control components wear out due to everyday driv-
ing and a variety of load and road conditions:
•   Shocks and struts may not show any visible signs of wear, 

but internal components may be past their useful life.
•   Typical  shocks  and  struts  “stroke”  an  average  of  1,750 

cycles per mile – that’s 21 million cycles per 15,000 km.
•   Shocks and struts are susceptible to additional wear caused 

by heavy use and severe road and environmental condi-
tions.

•   Ride  control  components  interact  with,  and  depend  on, 
other key steering and suspension parts.
KYB has developed a DVD that features full 3D anima-

tion, which the company makes available to service providers 
so they can show consumers what the car is doing.

“Our goal is to educate counter staff and technicians on 
how you present, in layman’s terms, the conditions of the 
car to consumers so they can understand that they need to 
change their ride control components,” adds Proulx.

The DVD shows nine different elements affected when 
a car is not performing at 100%. These include steering 
response, stopping distance, nosedive, acceleration squat, 
and body roll. “You really have to show the customer what 
the car is doing for them to truly understand the effect it is 
having on their vehicle,” adds Proulx.

When you look at what is now referred to as electronic 
crash avoidance systems, you are talking about electronic 
stability control, anti-lock brakes, traction control, proximity 
sensors, automated driver assist, autonomous driver override, 
telematics, and remote control. Clearly, the platforms are 
getting much more sophisticated now. But the point is that 
when you look at the core products – tires, brakes, steering, 
and suspension – if they are not performing at 100%, those 
other systems will not perform as they are designed to.

“It gets back to the point that you have to make sure that 
steering, brakes, tires, and suspension as maintenance items 
are always maintained properly. If these systems don’t get 
addressed, the other systems will be impacted in a negative 
way,” advises Proulx.

Whenever possible, utilize point-of-sale material and 
cutaways to help illustrate your points on ride control. Once 
customers understand how a worn ride control system can 
compromise the safe performance of their vehicle, all that is 
left is to close the sale.

In addition to regular training programs, KYB provides 
replacement struts and shocks to service-provider custom-
ers. “In most situations, we have found that even the owners 
of these shops, as well as the technicians, have more than 
80,000 kilometres on their own vehicles with the original 
ride control still in place. We want them to feel the before 
and after first-hand, so when they do change the four corners 
they can see how that car dramatically changes how it han-
dles itself. It becomes like a testimonial. That technician can 
now say, ‘Look, I did my four corners and I couldn’t believe 
the change in how that car performed,’” explains Proulx.

By taking the time to educate your customer on the real 
facts about deteriorated ride control, you will earn that cus-
tomer’s trust and make them feel important and valued, key 
factors in effective salesmanship. In addition, having confi-
dence in the products you sell will come across to your custom-
er. If you believe in what you have to offer, the customer will 
sense your sincerity and be inclined to have confidence too.
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With economic indicators pointing to a long 
period of steady growth, this is an ideal time 
for jobbers to evaluate current sales and 

inventory management strategies for steering and 
chassis components. Faced with the ongoing prolif-
eration of parts in this category, as OEs continue to 
focus on light-weighting vehicles to meet pending 
CAFE standards, along with an aging car park that 
has extensive maintenance needs, this category 
probably offers jobbers the greatest growth poten-
tial – and yet is the most challenging category for 
jobbers to manage effectively.

By Steve PawlettMEETING INVENTORY CHALLENGES

GETTING THE
    COMPLETE  

   PICTURE

STEERING   
& CHASSIS  

PARTS
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“Inventory management really is the game in this cat-
egory,” says Mevotech vice-president of sales and marketing 
Scott Stone. “Parts proliferation has hit this category in a big 
way. A lot of OEs are on second-, third-, and even fourth-
generation designs because they’ve had some challenges, 
so it’s not easy for jobbers to keep up with this change. Our 
company sees this as an opportunity and we have invested a 
lot in inventory optimization and analytics for our customers. 
We ask them to lean on us in terms of trying to make those 
inventory recommendations. We do that very specific to each 
market that they trade in. We are very good at that, and we 
know that the commitment they have in this category takes a 
lot of dollars, so our thought is, we will spend those dollars in 
as meaningful a way as possible. We will develop the knowl-
edge to help them pick the 
best inventory recommenda-
tions, predict the rising stars, 
predict the failure rates, and 
predict those opportunities, 
and we have been very suc-
cessful at it.”

“Of course inventory man-
agement is critical in any 
category, but perhaps more 
critical in the chassis catego-
ry, because of the high value 
of the components and the 
part number proliferation caused by the changing demand 
for vehicle types,” agrees XRF Chassis president John Thody. 
“As the automakers struggle with trying to make a car be like 
a truck and a truck be like a car, they are constantly making 
changes in suspension systems, in order to give the consumer 
the ride and safety they need while still considering CAFE 
requirements.”

“For us, it comes down to platform development: making 
sure that we cover vehicles in their entirety, instead of just 
sub-components. We do a lot to ensure we are supplying all 
the parts, not just the convenient parts for the vehicle. And 
we use the critical mass that we have from a customer stand-
point to make those progressive inventory recommendations 
to our customers. This helps them with their turns, and helps 
them invest their dollars in new SKUs, and helps them get to 
the forefront,” adds Stone.

“As manufacturers, we can provide fairly accurate sug-
gested inventories, then temper that with current relation-
ships with the customer base and brand of dealerships in a 
jobber’s trade area,” adds Thody.

“I see the supplier and jobber getting more connected. 
It’s going to happen over time. That’s the trend that we 
have seen over the years. I don’t think that trend is going 
to change. The relationship between the supplier and the 
wholesaler will get even closer. It’s now almost impossible for 
the jobber to handle inventories on his own without having 
a good supplier to lean on and to frankly help take some of 
the responsibility for those inventories. There are just too 
many parts coming at them, too many new design elements,” 
says Stone.

“Mevotech has a procedure where every 18 months or so, 
they look at inventories and make sure that everything is cur-
rent and is moving, see what we may be missing, what should 
we put in, what should we take out,” explains Andrew Malone 
of B&B Dixon Automotive.

As a service parts professional, your key role is to deter-

mine what the customer really needs and pair those needs 
with the right product, whether it’s an OE replacement part 
or an aftermarket upgrade. It’s a well-known fact that many 
aftermarket parts include enhancements that address short-
comings in OE parts that may have actually caused the part 
failure in the first place.

The phrase “Better than OE” should be commonplace 
with counter staff. Having confidence in the products you 
sell will come across to your customer. If you believe in what 
you have to offer, the customer will sense your sincerity and 
be inclined to have confidence too.

One of the reasons why customers are holding on to 
their cars longer is that the vehicles themselves are far more 
sophisticated and reliable. And that fact alone makes the 

choice of a replacement com-
ponent extremely important 
in a number of product cat-
egories, including steering 
and suspension parts.

Most customers are look-
ing to restore their vehicle to 
“like-new” steering response 
and handling performance, 
and this can only come 
through highly engineered 
premium technologies from 
leading manufacturers. You 

should always ask the customer, “What do you expect from 
this repair? Do you want to restore your car’s steering and 
handling to OE or better? Do you want a part that will help 
prevent the same type of problem you experienced with the 
existing component? Do you want a component that will 
last longer and help protect your safety?” In each of those 
cases, the customer will most likely answer “Yes.” This is a 
key approach that can help them understand why a higher-
quality part from a trusted brand is the best choice for them.

“We carry good, better, and best lines and we consider the 
Moog Problem Solver and the Mevotech Supreme line our 
best lines,” explains Malone. “We also carry the Mevotech 
Original Grade line, which is an entry-level line with a lim-
ited warranty. It’s definitely a price line that is not as wide as 
the other two, but basically still has about 90% to 95% cover-
age. Even though I say it’s not wide, it’s still thousands upon 
thousands of SKUs available.”

“It really comes down to the year range of vehicles and 
maybe not having a lot of the entry-level chassis parts for the 
brand-new vehicles, but once the chassis is 10 years old or 
older, that’s probably a price level where consumers want to 
take advantage of the economy line instead of getting a pre-
mium part at a premium price. The truth is that the quality 
of that entry-level chassis part has come leaps and bounds 
over the last 10 years or so. I cannot even think of a time 
when I have had a problem. When it goes on it doesn’t come 
back,” adds Malone.

“Trying to put two three or four different flavours of the 
same parts on the shelf is just prohibitive today. We are even 
working with customers who want to streamline down to one 
line, or one-and-a-half lines, if you will,” explains Stone.

Not that price isn’t still a major part of the industry, but 
availability and supply have become much more critical in 
today’s marketplace than they ever have before. “[The job-
ber] who has the right inventory at the right time at the right 
place is the one who is likely going to get the sale. The price 

As a service parts professional, 
your key role is to determine 

what the customer really needs 
and pair those needs with the 

right product
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on something you don’t have is almost irrelevant. If you can 
predict the right inventory, then you can drive some good 
margin out of it,” adds Stone.

“Most of the large alignment shops carry an inventory of 
popular parts. At $135/hour for the alignment rack, the shop 
cannot afford to wait several hours for parts. It is less critical 
if the shop owner plans the day and orders the parts he needs 
in the morning for the afternoon jobs, but in most cases, 
when chassis work needs to be done, it needs to be done right 
away,” adds Thody.

Jobbers tuned into this category are ones that have coun-
ter staff that really understand the parts and the language 
that goes with them. The reality is the suspension systems 
that the technicians have to work on are not the suspen-
sion systems that came off 
the assembly line. By the 
time they get to the shop, 
there is a lot of wear and 
stress and fatigue in those 
suspension systems. It’s 
almost an entirely differ-
ent vehicle.

“Suspension systems 
from the OEs are much 
more fragile now. In the 
last few years, there has 
been a lot of light-weight-
ing going on, taking a 
lot of structural integrity 
out. It’s no longer enough 
to know you have a Ford 
F-150 that you are working 
on; you now need to know 
the suspension system in 
that F-150 and its condi-
tion when it gets into that 
bay, and that will help you 
recommend the most effi-
cient and best repair for 
that job and the parts that 
are needed for it,” advises 
Stone.

The counterperson’s 
job is to interpret what the 
technician’s job is and what that particular vehicle needs, 
and recommend the most efficient replacement part or parts 
for that job so they can get that vehicle back up and keep it 
up for a long period of time.

“All too often the counterperson will just react to the 
‘what’s yer price?’ question by simply giving a price when he 
could have offered the customer better value, if only he had 
some product knowledge,” says Thody.

“It’s just becoming more and more complicated, so the 
counterperson really has to be on the ball and understand 
the language of this category. They have a lot coming at 
them, so we are working hard to try to make that as easy as 
we can. We are developing locator modules in our electronic 
catalogue so the people can point and click on the part that 
they are talking about. We are also developing a library of 
acronyms – you call it this but we may call it that, so be aware 
– just to help make sure the communication process is easy 
for everybody,” adds Stone.

“It used to be just tie rods, ball joints, and sway links, so 

it was pretty simple. Now you have some BMWs and other 
German-made vehicles that have as many as eight different 
control arms on the vehicle. So it can be difficult trying to 
get at that information to determine which one you need, 
and the terminology can be different from each supplier. 
Your customer is going to call it one thing, your supplier will 
call it something else, and you’re going to call it something 
else again, and that’s where the illustrated online catalogues 
come into play,” explains Malone.

“We have many designs that are beefier and have more 
structural integrity than the original equipment. They have 
heavy-duty components in them. They have different bear-
ings sometimes. The majority of our parts are improved 
over the original equipment just for those reasons. The 

counterpeople and the 
outside salespeople need 
to understand that the 
part may not look exactly 
like the OE part that came 
off the vehicle; it may look 
beefier and chunkier and 
bigger than OE, and there 
is a reason why that is, and 
they need to understand 
those benefits and be able 
to explain it to the techni-
cians. Ultimately it helps 
everybody maintain these 
vehicles,” adds Stone.

“I can’t count how 
many times I have been 
told by a manager, ‘My 
counter guys don’t have 
time to sell.’ But, when 
you offer three options – 
good, better, best – you 
are begging questions 
from your customer, and 
your counterperson had 
better have some answers. 
Chassis parts are consid-
ered by government agen-
cies and insurance compa-
nies to be ‘critical automo-

tive parts.’ This means that failure of the parts could result 
in death, injury, and/or damage to your vehicle,” says Thody.

As chassis components become more expensive, counter 
staff need to have more product knowledge so they can sell 
up to a safer part. “XRF has held many a product knowledge/
sales clinic for inside and outside salespeople. Every time we 
do, sales at the store have had a considerable increase, and 
not only in chassis but in other product lines, because the 
customer develops confidence in that counterperson and he 
becomes the go-to guy,” explains Thody.

Waiting for parts is just not where the market is today. 
You’ve got to have it when they need it; and parts prolifera-
tion makes it more complicated, so it’s a continual race to 
service these bays.

“This is an ‘I need it in half an hour’ world now, and so 
we are investing in inventory optimization to make those 
predictions, and the wholesaler that acts upon those recom-
mendations and has the part available is the one that will win 
the game,” says Stone.
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Holmes Racing
Wins The Baja 1000!

You guessed it…
on XRF Zero-Lash™ Ball Joints
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Strong enough, right off the shelf, to win the
Baja 1000, imagine what they will do

for your fleet over the road!
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 ©2015 DENSO. First Time Fit is a registered trademark of DENSO Products and Services Americas, Inc.

Scan with your 
smartphone to 

learn more

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

Check out our full line of First Time Fit® replacement parts     1-888-96-DENSO     densoautoparts.com/jobbernews 

Who Makes Installation 
Practically Turn Key?

DENSO Mass Air Flow and Oxygen Sensors, Spark Plugs, Coil 
on Plug and Ignition Wire Products:  Accept No Substitutes.
DENSO continues to make critical replacement parts for most applications.  First Time Fit® ensures 
that the job will be done correctly the fi rst time. Built for reliability and performance, DENSO 
standards live up to the highest expectations.  Get DENSO and relax.  We’ve got you covered.

Practically Turn Key?

Knowing all those features and benefits and how they are 
designed is important for counter staff. They need to know 
the aftermarket components may be improved upon from 
the original equipment, then they must make sure the tech-
nician knows that what they are sending him is an upgrade 
from OE and that’s what he is paying for. The benefits of 
that level of service will translate into more efficiency in the 
shop’s bays, and customer longevity as the part and mainte-
nance cycle is now extended. “These suspension jobs are not 
small-dollar jobs. The con-
sumer is investing a lot and 
is expecting a lot, and they 
deserve a lot,” adds Thody.

“The best counterpeople 
are recommending the best 
parts for that solution. It’s 
no longer just keeping that 
vehicle moving; it’s working 
on restoring it back to origi-
nal equipment design characteristics. And the parts can be 
significantly different from what came off the assembly line 
and the counterpeople who know that blossom with our pro-
gram for sure,” adds Stone.

Many customers don’t understand that there really are 
differences between the lower- and higher-priced parts. 
It’s your responsibility to take the extra minute or two and 
explain that the lower-cost part might not come with a war-
ranty and might be manufactured from inferior materials 

that could compromise the part’s durability and their driving 
safety. Be sure you know the two or three leading advantages 
of the higher-quality part, such as premium materials, prob-
lem-solving design, and comprehensive warranty coverage. 
Then ask them whether saving $10 or $15 really outweighs 
those advantages. In a majority of cases, the customer will 
make the right decision and will gain respect for your store’s 
value-added approach to customer service.

“XRF’s big seller is most likely different from other brands 
because we are very strong 
in the light/medium-duty 
truck fleet niche market. In 
the later-model car market, 
ball joints are rapidly being 
displaced by complete con-
trol arms. These are big-tick-
et items, and counterpeople 
would do well to gain some 
product knowledge so that 

they can support this new trend with some good sound 
advice,” adds Thody.

As a service parts professional, you need to own your 
customers before the competition does. Each customer who 
walks into your establishment wants to feel special, to know 
they are well served and not overcharged. By building strong 
relationships with your customers and having the parts they 
need readily available, you improve customer loyalty, and of 
course, your bottom line.

Waiting for parts is just not 
where the market is today. 
You’ve got to have it when 

they need it
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NEW PRODUCTS

Versatile Coolant Leak Repair
K-Seal permanent coolant 
leak repair is designed for use 
with all makes and models 
and all types of water-cooled 
engines, and is compatible 
with all types of coolant / anti-
freeze, so there is no need to 
drain the cooling system. The 
product permanently repairs 
leaks in the head, head gasket, 
block, radiator, heater core, 
and water pump. A global 

bestseller, K-Seal is university-
tested to meet ASTM D3147. 
K-Seal Canada ST9501 is spe-
cially formulated for Canada 
with anti-rust protection and 
contents are freezeproof to 
minus 38° Celsius. K-Seal is 
manufactured in the U.S.A. 
by Solv-Tec and is available in 
Canada from FMSI.   
Solv-Tec
www.kseal.com

Hi-Temp Paint
PlastiKote Hi-Temp Paint is formulat-
ed to resist intermittent temperatures 
up to 1,300 degrees and is the right 
paint choice for engines, exhaust mani-
folds, and headers. Formulated to pro-
vide a hard and lasting finish, PlastiKote 
Hi-Temp paint will deliver solid pro-
tection for many years to come. Once 
properly cured, PlastiKote Hi-Temp paint 
forms a hard, lasting finish that resists 
salt spray and will not chip or peel. Once 
applied, it dries to the touch in 60 min-
utes. PlastiKote Hi-Temp Paint is avail-

able in seven colours: black, white, red, aluminum, orange, blue, and 
cast grey.
Plastikote
www.PlastiKote.com

Common Rail Injector Test Solution
Delphi Product & Service Solutions has launched 
its all-makes Common Rail injector test solution, 
the YDT-35, specifically developed in collabora-
tion with Hartridge, for garages and general diesel 
workshops. The YDT-35 combines an electrical 
injector test with visual spray pattern checks to 
quickly identify failed individual injectors in the 
garage.

Complementing the existing Delphi on-vehicle 

test solutions for Common Rail injectors, the YDT-
35 is easy to use, affordable, and able to withstand 
the tough garage environment. In less than five 
minutes and seven easy steps, the YDT-35 indicates 
if an injector can achieve basic mechanical and 
electrical operation, helping to save the garage 
and its customers time, as well as providing another 
profitable service opportunity for workshops.
Key Functionality:
• Tests  all  diesel  Common  Rail  injectors  from 

major manufacturers.
• Electrical  injector  tests  resistance,  inductance, 

capacitance.
• Nozzle spray-pattern visual observation.
• Optional back leak measurement.
• User-friendly  guided operation  to  assist  in diag-

nosis.
• Easy  fixtures  with  a  comprehensive  range  of 

optional adapters.
The YDT-35 is available worldwide from Delphi and 
Hartridge local distributors. For a complete step-
by-step guide showing how simple it is to use the 
YDT-35 to check basic functionality of Common 
Rail injectors, check out the DelphiAutoParts 
YouTube channel (https://www.youtube.com/user/
DelphiAutoParts) or the Hartridge YouTube chan-
nel (https://www.youtube.com/user/hartridgeltd).
Delphi
www.delphi.com

Micro-V Enhancement Kits
Responding to customer needs for a solution 
to problematic accessory belt drives, Gates 
engineers went to customer fleets and evaluat-
ed the issue. The solution was a re-engineered 
tensioner and more robust belt that increases 
performance and durability. By listening to 
customers, conducting research, identifying 
pressing needs, and then engineering cost-
effective, smart solutions, the Gates tensioner 
outperforms other enhancement kits on the 
market by providing a FleetRunner Micro-V 
belt, heavy-duty tensioner, and exact length 
tensioner bolts, all at a better value, which 
helps reduce overall fleet operational costs.
Gates
www.gates.com
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High-Performance Halogen Headlight Bulbs
Hella, Inc., has launched a new line of Hella 
High Performance 2.0 Bulbs that deliver up 
to 100% more light on the road than Hella 
standard halogen bulbs. They feature an 
exclusive halogen gas formulation that deliv-
ers the ultimate HID look and performance 
in a halogen bulb.

Key design advantages include a re-engi-
neered filament for greater light output and 
a platinum tip on select bulbs for precise 
light focus. The new bulbs are offered in a 
kit that includes a pair of bulbs, gloves, and 
dielectric grease to ensure an ideal con-
nection. High-quality quartz glass is used 
for overall construction, and a specialized 
blue coating is added to create distinctive 
styling. Hella HP 2.0 Headlight Bulbs are 
DOT-compliant and come with a one-year 
warranty. 
Hella
www.hella.com

Dodge Ram Diesel Valve Cover Gaskets 

Magnum Gaskets by MSI has further 
expanded its coverage for the rap-
idly growing diesel pickup truck ser-
vice market with Set No. VS25182 for 
2006-2011 Dodge Ram 5.9L and 6.7L 
trucks. These engines are part of the 
Cummins ISB inline six-cylinder die-
sel series, one of the toughest engines 
on the road. Magnum’s U.S.A.-made, 
precision-moulded MaxDry SS gasket 
replaces Cummins OE# 5264950. This 
F.I. service requires replacement of the 
valve cover gasket, which not only must 

seal the valve cover, but also becomes a 
critical link in the fuel injector electri-
cal connections. In the past, OE-quality 
gaskets for this application commanded 
extremely high prices, but Magnum has 
now added major brand engineering 
and USA-made quality at a reasonable 
price.

Magnum’s broad gasket coverage for 
the light duty diesel market includes 
Ford Powerstroke and GM Duramax V8 
engines. Magnum’s valve cover gaskets 
for Ford 7.3L diesels also feature pre-
cision-moulded designs with integral 
electrical connectors. VS25013 with two 
connectors fits 1994-1997 models and 
VS25004 with one connector fits 1998-
2003 trucks.
Magnum Gaskets
www.magnumgaskets.com

Window Regulators
TrakMotive utilizes stringent testing to 
ensure its window regulators exceed 
quality standards in fit, form and func-
tion.

TrakMotive Sure-lift window regu-
lators utilize advanced manufactur-
ing processes and control methods to 

ensure extended service life. The pre-
mium motors are built with high-quality 
materials to ensure window regulators 
hold up in the harshest conditions.
They feature:
• High-strength premium materials
• Temperature resistant materials
• High-capacity magnetic shoes 
• Morgan Brushes
• Japanese water-proof film 
• Omron thermal protector
AIT Automotive
www.trakmotive.com

A COMPLETE LINE OF
STOPPING SOLUTIONS

FROM A NAME
YOU TRUST

PREMIUM SOLUTION

ULTRA-PREMIUM
SOLUTIONS

VEHICLE-SPECIFIC ENGINEERED FRICTION 
FORMULATIONS FOR PASSENGER 

VEHICLES, HARD-WORKING TRUCKS, 
EMERGENCY AND FLEET VEHICLES

PERFORMANCE-VERIFIED 
FRICTION FORMULATIONS FOR

SAFE, QUIET BRAKING

 PREMIUM BRAKE SHOES ENGINEERED 
TO MATCH OE SPECIFICATIONS

SHOE SOLUTION

WWW.MONROEBRAKES.COM
© 2015 Tenneco Automotive Operating Company Inc.
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For the Counterperson March 2015

In recent years, European imports have risen to account for 
an increasing share of the vehicle population in Canada. At 
the same time, the age of the cars on our roads has risen to 

an average of almost eleven years. This vehicle trend is likely 
to continue as more car buyers look at foreign nameplates to 
replace the older domestic models in driveways throughout 
the country.

Even as recently as 1999, there were only a few million 
European import cars on Canadian roads. Today, that num-
ber has more than doubled, and this presents an opportunity 
for general repair shops and service stations to cater to this 
growing category.

However, as these cars get older, they are passed to their 
second, third, or fourth owner. In most cases, these new 
owners share the same passionate pride in their automobile 
that the original owner did. And they look to maintain their 

automobile to the same high standards to which it was manu-
factured.

Owners of these cars will increasingly look to local after-
market stores for parts. But keep in mind that owners of 
European cars tend to be very particular about maintenance 
– as you probably know already. They tend to maintain OE 
brand loyalty, and extend this to the parts used in repairs.

This means the quality of the parts you sell them is par-
ticularly important to your European-car owners. And this 
applies not only to critical suspension and engine compo-
nents, but to regular replacement items like filters.

Filter media needs to be designed to trap contaminants 
without restricting the flow of the oil. The material and 
quantity of the media is important, especially in turbo-
charged engines, to ensure an extremely clean flow of oil 
without restricting the supply.

European Import Owners 
Value Quality Oil Filters

By Bill McKnight
Mahle Aftermarket Inc.

Embossing 
bumps

Pleats close 
together

No embossing 
bumps

Pleats far 
apart

More filter media Less filter media

continued on page 28
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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) ____________________________________________

a l s o  o n l i n e  a t  w w w . a u t o s e r v i c e w o r l d . c o m

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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OE design standards dictate that the filters installed at 
the factory must be able to exceed normal service intervals. 
Plus, they are designed to meet the increased flow require-
ments of high-performance European engine designs.

Anatomy of a canister-style oil filter
If you cut apart an OE-quality and a regular oil filter, you can 
see the difference visually:

Check Valve (Anti-drainback Valve)
The oil filter check valve prevents the engine oil from flow-
ing out when the engine is turned off. It ensures the engine 
will be lubricated when it is started again. The check valve 
should be made from high-temperature silicone material. 
Some oil filters on the market just use a nitrile rubber mate-
rial, which saves money for the filter manufacturer but may 
fail from the extreme heat often seen in today’s engine com-
partments.

Bypass Valve
When cold, even multi-grade oil will be thicker than at 
normal engine operating temperatures. When the engine 
is started, the flow of oil through the filter can be restricted 
until the temperatures rise. The oil filter bypass valve allows 
oil to flow through without filtering, if necessary, to ensure 
adequate supply of lubricant to the engine during the initial 
warm-up period. OE-quality filters use a tempered steel 
spring and an elastomeric gasket to completely seal off the 
bypass valve, ensuring oil is only allowed to bypass the filter 
media when necessary. Oil filters without this quality seal 
design may allow some bypassing all the time.

Some oil filters use a spring plate with integrated bypass 
valve. The spring is actually a plate made of thin sheet metal, 
providing minimal movement compared to a coil spring, and 
leading to poor sealing capability.

Canister-style Oil Filter Element
The heart of an oil filter is the filter element. The materials 
used, and the way the media is constructed, greatly affect the 
filtration performance.

On an OE-quality filter, the filter pleats are organized 
closely together and are all very even in appearance. This 
ensures optimal oil flow through the filter material. Lesser-
quality filters have fewer pleats, meaning less filter media. 
Less filter media can result in a higher pressure drop across 
the filter; also, these filters will collect fewer contaminants 
since there is less surface area. The final result is a filter with 
a shorter filtering life.

Another interesting feature of OE-quality oil filters are 
the embossed media that oppose each other on the inside 
of the pleats. These work to maintain even spacing between 
pleats. Even when the filter gets old, these help prevent the 
filter from clogging and reducing filter efficiency. Some oil 
filters either have minimal embossing or none at all.

In an OE-quality oil filter, the adhesive used to seal the 
filter material to the top and bottom plates is evenly applied, 
ensuring a perfect seal all around. If you look inside some 
oil filters, you’ll see the adhesive used is very haphazardly 
applied. This can allow gaps, allowing oil to bypass the filter.

The top and bottom plates of OE-quality filters are manu-
factured from high-gauge metal to withstand the pressure 
inside the filter. Some filters only use thin gauge metal, while 
others do not use metal at all, but instead use cardboard.

Inside the filter media of an OE-quality filter is an inner 
filter tube that is made of heavy-gauge steel. This keeps fil-
ter material from collapsing from pressure in the oil system. 
Some filters have tubes made from thin-gauge steel, or card-
board that can collapse under pressure.

Finally, the filter housing of an OE-quality filter is made 
from heavier-gauge steel. This is important since when driv-
ing, the engine creates a pulsing oil pressure situation that 
can rupture the housing if it is not designed to handle this 
pressure.

European cars can represent a lucrative opportunity for 
your operation, especially as these quality automobiles are 
being passed down to subsequent owners. However, these 
new owners are no less demanding than the ones who drove 
the car off the new car dealer’s lot. Be sure to recognize the 
need for original-quality replacement parts, and the very real 
differences they represent.

Heavy guage steel top 
and bottom plates

Cardboard 
top and bottom

continued from page 26
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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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Annual Chairman’s Issue
Profiling the incoming 
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Special Report: 
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Brake Parts, Chassis 
Parts, Motor Oil
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Twitter: Andrew Ross (@
JobberNews)

www.autoserviceworld.com

There are few things that will set a business owner’s teeth on edge more 
than being told by an outsider (and by “outsider,” I mean anyone 
outside his or her own head) that they’re running their business “the 
wrong way.”

I have to say that there are a good many open-minded business 
owners in the aftermarket, but when it comes to advice, it is often only accepted in 
part. Bits and pieces of advice may be accepted from the most trusted of sources – 
although what passes as trusted sources (like the brother-in-law) sometimes amazes 
me – but as far as wholesale change or even major adjustments go, that’s another 
matter entirely.

Anyone looking to make such suggestions, whether at the jobber level or to the 
owner of an independent repair facility, had better keep his coat and boots on, if 
you know what I mean.

I would hazard a guess that if Warren Buffet himself were to sit down at the table 
with a group of aftermarket business owners, at least one of them would point out 
that his opinion didn’t carry much weight on account of his having failed at to make 
a go of a Texaco service station business back in ’52. 

At the time the young Warren Buffett was also teaching investment principles to 
night school students and working as an investment salesman during the day. If that 
had been the end of it, it would have made for a perfect example of an investment 
“expert” failing to translate that into real-world success. Of course we all know how 
things have turned out for Mr. Buffett; I think it’s a safe assumption that he has 
learned a few things on the way.

What I am politely suggesting is that you keep an open mind over the coming 
months at seminars (yes, you should go); the management books you might read 
(yes, you should read them); and people you talk to in and outside of your business. 
Look for kernels of good ideas, rather than focusing on what you think won’t work 
in what they’re offering and then throwing out the whole package.

You simply never know when some rookie rep might sit down in your office and 
say, “Hey, have you ever considered . . .?”, and that such a suggestion might actually 
make a considerable difference to your business.

While I have always shied away from offering much in the way of direct advice, 
one of the underlying truths in business is that there is no silver bullet to solve all 
your woes. The other underlying truth is that we keep looking for one. That has 
to stop.

The only key to a successful business model that will endure is continuing evolu-
tion and continuing improvement, which avoids the disruptive effects of massive 
change that leaves customers wondering if you’re the same supplier they’ve known 
and trusted, and staff wondering what’s expected of them.

The reality is that this business is about small successes, incremental wins, fleet-
ing gains, and learning every day. Enduring truths about this being a people busi-
ness remain true, but how that loyalty is built and lost, and the tools we use to get 
it back, continue to change as society and technology changes.

It is true that you don’t need to be Warren Buffett to succeed in this business – 
but you should probably read one of his books.

— Andrew Ross, Publisher and Editor aross@jobbernews.com
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As the definitive leader in innovative, best-in-class 
ceramic disc pad braking solutions, Akebono is proud 
to manufacture 100 percent of our aftermarket pads 
right here in the USA. Akebono’s ProACT®, EURO® and 
Performance® Ultra-Premium ceramic disc brake pads 
are the best replacement brakes in the world for clean, 
quiet and smooth braking. OEM’s choose Akebono, 
you can too!

• Higher customer satisfaction 

• Fewer comebacks 

• Increased bay utilization 

• Greater profitability for technicians

Demand the OEM brand of choice, factory installed on more than 270 models.

Demand Akebono.

akebonobrakes.com
Find us on Facebook
facebook.com/akebonobrakes

FACTORY INSTALLED

270+
M O D E L S

OEM BRAND OF CHOICE

The world demands them.

The USA builds them.
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The content of this publication is not legally binding and is provided as information only. The trademarks displayed in this publication are the property of 
Continental AG and/or its a� iliates. Copyright © 2015 ContiTech AG. All rights reserved. For complete information go to: www.contitech.de/discl_en 

Contact us at 1-888-275-4397   www.contitech.us

An aftermarket line so premium, 
you can only call it Elite®.  

For aftermarket parts that live up to a higher standard, depend on 

Continental Elite. Our full line of automotive and heavy-duty products 

delivers proven results every time, without exception. 

Elite Engineering

Driven by more than a century of groundbreaking 

research and proven track-to-street technology.

Elite Fit

Products meet or exceed OE standards, with 

expanded coverage for all makes and models. 

Elite Performance 

Best-in-class 

reliability and 

durability for 100% 

customer satisfaction. 
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