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Huge Fan of 
Stopping Sooner

First, we put new Wagner OEx brake pads for Pickups, SUVs and CUVs through rigorous 3rd party validation. Then we got them 
into the hands (and vehicles) of top techs around the country. The verdict? Wagner OEx changes the game for braking performance. 

• Stops up to 50 feet sooner than other leading pads* 

• Lasts up to 2x longer† 

• Custom-designed to your vehicle’s unique brake system 

WHICH BRAKE PAD   
STOPS YOU UP TO 50 FEET SOONER?*

THE GUYS WHO KNOW, KNOW IT’S WAGNER® OEx

Explore the Science Behind the Stop at  
wagnerbrake.com

*  Results based on 60 mph post-fade performance testing, conducted by Link Engineering Company, comparing Wagner OEx brake pads to competitors’ brake pads on the 2014 Ford F-150,  
2011 Toyota RAV4 and 2013 Chevrolet Tahoe.

†  Results based on internal testing comparing Wagner OEx to other Wagner offerings.

©2017 Federal-Mogul Motorparts Corporation. All trademarks shown are owned by Federal-Mogul LLC, or one or more of its subsidiaries, in one or more countries. All rights reserved.

#partsmatter
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T
he U.S. Department of Transportation recently issued a 

proposed rule that would require V2V technology in all 

new light-duty vehicles. 

Vehicle-to-vehicle (V2V) communication technology allows 

cars to share information about traffic, driving conditions, 

accidents, and other safety data that could potentially save lives 

and streamline traffic flow. In conjunction with vehicle features 

such as advanced driver assistance solutions, sensors, smart 

braking, and other systems, V2V can help reduce crashes.

The Notice of Proposed Rulemaking was issued in 

mid-December 2016. The National Highway Traffic Safety 

Administration originally issued an advance notice of the rules 

back in 2014. The NHTSA estimates that V2V and vehicle-

to-infrastructure (V2I) systems could eliminate or mitigate 

the severity of up to 80% of non-impaired crashes, including 

crashes at intersections or while changing lanes.

The proposed rule announced by DOT would require 

automakers to include V2V technologies in all new light-

duty vehicles. The rule proposes requiring V2V devices to 

“speak the same language” through standardized messaging 

developed with automakers.

The Department’s Federal Highway Administration plans 

to issue guidance for V2I communications as well, which 

could help transportation planners integrate the technologies to allow vehicles to 

communicate with roadway infrastructure, such as traffic lights, stop signs, and work 

zones to improve mobility, safety, and congestion. Some of these technologies are 

already being tested.

V2V devices would use dedicated short-range communications (DSRC) to transmit 

data such as location, direction, and speed to other nearby vehicles. That data can be 

updated and sent up to 10 times per second to nearby vehicles.

Armed with information from other vehicles, a car could identify risks and warn the 

driver about potential crash conditions. Vehicles with automatic emergency braking, 

adaptive cruise control, and other technologies could use the data to improve their 

functioning as well.

In more advanced systems, the data from a V2V system could help drivers determine 

if it’s safe to pass on a two-lane road, turn left against oncoming traffic, or even tell if 

another vehicle approaching an intersection is likely to cause a collision.

The advantage of V2V over existing sensor-based systems is that it can provide data 

on vehicles and conditions that are hundreds of yards away and out of the range of 

most sensor-based solutions.

A number of industry groups announced support for the proposed rules, including 

the Self-Driving Coalition for Safer Streets, an OEM organization formed to support the 

expansion of autonomous vehicles.

In addition, a number of consumer advocacy groups have asked the Federal 

Communications Commission to block the use of the DSRC spectrum used in V2V 

solutions from commercial use. The groups asked for an emergency stay on the use of 

DSRC in the 5.9GHz spectrum band because of the possibility of connected cars being 

hacked or companies misusing vehicle owners’ personal information.

NHTSA estimates it would cost between $135 and $300 per vehicle to add V2V to a 

single car.

The rule would be effective for manufacturers two model years after the final 

adoption of the rule.   JN
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Bestbuy Distributors’ 63rd Annual General 
Meeting for Shareholders was held in Toronto on 
February 24th, 2017. The two-day event brought 
together Bestbuy members from across Canada 
and vendors from across North America to attend 
meetings and networking events.

A highlight of the AGM was the gala dinner and 
show. There was a strong turnout and the crowd 
was entertained by Canadian comedian Derek 
Edwards. As Rick Mercer says, “Everyone knows 
Derek is the funniest man in Canada.” He had the 
crowd roaring with laughter. 

Shareholders from across Canada re-acclaimed 
their 2017 Board of Directors. Bestbuy’s returning 

board is chair Douglas Squires of Colonial Auto 
Parts and APM Limited; vice-chair Brad Nahorney, 
Sapphire Auto (IDL); treasurer Gary Thibault,  
The Partsman; Gino Morelli, Pièces d’auto G.C.M.; 
Rob Dow, Jack Dow Auto; Scott Anderson, 
Peterborough Automotive; Andre Dimopoulos, 
Dorval Auto Parts; and Doug Wilson, Fat Guys 
Auto Parts. 

President Jeff Van de Sande and chair Douglas 
Squires had the honour of announcing and 
presenting the 2016 Horace J. Pratt Award (Supplier 
of the Year) and three new vendor awards. 
ProMax Auto Parts Depot was the recipient of the 
prestigious Horace J. Pratt in recognition of the 

“     A highlight 
of the AGM 
was the gala 
dinner and 
show. There 
was a strong 
turnout and 
the crowd was 
entertained 
by Canadian 
comedian 
Derek Edwards.
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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 — setting the standard for quality, durability, 
and performance.

p s.

BESTBUY CELEBRATES 63RD ANNUAL MEETING  
AND TRADE SHOW 

Bestbuy’s annual 
warehouse trade event, 
held at its Mississauga 

distribution centre, 
was a full house with 

vendor companies on 
hand eager to discuss 

their new business 
developments directly 

with Bestbuy members.
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Ask for Wagner® brakes.
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company’s excellence in service, sales 
performance, and support as voted by the 
Bestbuy members. Ramzi Yako, Sam Yako, 
and Doug Curliss were on hand to accept 
the award. 

Three new vendor award categories 
were introduced, to demonstrate the 
importance of strong partner relationships 
between Bestbuy and the supplier com-
munity. The Cornerstone Partner Award 
was presented to Interstate Batteries, 
Marketing Partner Award was received 
by G2S Equipment, and the Rising Star 
Partner Award went to Spectra Premium 
Industries. 

The organization also presented its 
annual contribution to support The 
Family Heart Centre at the Hospital 
for Sick Children in the amount of 
$25,000. Dr. Robert Hamilton, director of 
cardiology, was on hand to accept the 
donation. Bestbuy has been supporting 
this worthy cause since 1986 and has 
contributed close to $800,000 to date. 

During the evening, Bestbuy had the 
pleasure of formally welcoming Adam and 
Jason Cormier of Big Bargain Auto Parts, 
in Dartmouth, Nova Scotia. Bestbuy also 
presented Service Recognition Awards to 
members APM Limited, 55 years; McLeod 
& Richmond, 55 years; Temlac Ltée, 40 
years; Centre du moteur J.S. Levesque, 35 
years; Busch’s Auto, 35 years; Spark Auto 
Electric, 25 years; Port Moody Auto Parts, 
20 years; Cawthra Automotive, 20 years; 
and Harding Automotive, 10 years. 

The AGM concluded on Saturday 
with its annual warehouse trade event 
at Bestbuy’s Mississauga distribution 
centre. It was a full house with vendor 
companies on hand eager to discuss their 
new business developments directly with 
Bestbuy members.  JN

ProMax Auto Parts Depot was the recipient of the prestigious 
Horace J. Pratt award in recognition of the company’s excellence 
in service, sales performance, and support as voted by Bestbuy 
members. From left: Sam Yako, Ramzi Yako, and Doug Curliss 
were on hand to accept the award. 
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Robert Hamilton, director of 
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Building on its momentum from last fall’s theme 
#iamvast #youarevast #wearevast, the OttoFran and 
Vast-Auto family held the 2017 edition of their annual 
convention at the Hilton Lac-Leamy in the Outaouais 
region of Quebec. 

Nearly 80 suppliers of parts, equipment, and 
services welcomed clients and guests until late 
Friday evening. The promotional poker run resulted 
in numerous happy participants among stores and 
workshops. In total, over $50,000 in prizes were 
awarded (consisting of the $25,000 poker run 
promotion and many vendor draws). 

On Saturday morning, guest speaker Jimmy Sévigny 
moved and motivated the group. His comment 

from his Facebook page sums up his experience: “This morning, Vast-Auto 
Distribution trusted me with the opening of their convention at Lac-Leamy. 
Amazing gang and thanks for everything.”

During the weekend, the Vast-Auto and OttoFran marketing and sales team 
held various workshops, during which the latest market information, the new 
banner programs, marketing campaigns, and the action plan for 2017-2018 
were presented. 

Recognition banquet 
Faithful to its tradition, the convention’s closing banquet was an opportunity 
to greet a good number of clients who were celebrating anniversaries, and 
to honour the finalists and winners of the 2016 awards. Master of ceremonies 
Alain Dumas hosted with gusto. His friend, Jean-Guy Hood, also came to share 
his perspective regarding environmental and technological challenges, a 
humorous moment that was particularly appreciated by attendees. 

Vast-Auto Distribution president John Del Vasto closed the formal part of the 
evening with a speech touching on the values of the company and the team: 
strong ties with customers and vendors, as well as the importance of customer 
service.   JN

2017 VAST-AUTO DISTRIBUTION AND 
OTTOFRAN CONVENTION 

1. The winner of the Vast-Auto 
Distribution and OttoFran 
2017 Convention Auto Value 
Parts Store of the Year: Marc 
Lefebvre & Caroline Kingsbury, 
Pièces d’auto JG André.
From left: Alain Dumas; 
John Del Vasto (Vast-
Auto president); Marc 
Lefebvre (Pièces d’auto JG 
André); Caroline Kingsbury 
(Pièces d’auto JG André); 
Jeff Landriault (business 
development manager); 
Mauro Cifelli (VP sales 
and marketing); Daniel 
Malandruccolo (VP business 
development), Steve Bujold 
(sales director).

2. Auto Mécano of the 
Year: Patrick Labelle – Pro-
Mécanique de la Gare. From 
left: Alain Dumas; Daniel Paul 
(manager, development of 
installer banners); Patrick 
Labelle (Pro Mécanique de 

la Gare); Julio Tavares (Auto 
Value Blainville); Steve Bujold 
(sales director).

3. Auto Value Certified 
Service Centre of the Year: 
André Guilbeault & Philippe 
Bellemare – Bellemare 
Guilbeault Mécanique Plus. 
From left: Alain Dumas; Jean 
Leblanc (P.A. Jean Leblanc); 
Philippe Bellemare (Bellemare 
Guilbeault Mécanique Plus); 
Daniel Paul (manager, 
development of installer 
banners); Steve Bujold (sales 
director).

4. Monsieur Muffler of the 
Year: Martin Gauthier & 
Gabriel Fisette – Monsieur 
Muffler Mont-Laurier. From 
left: Alain Dumas; Gabriel 
Fisette (Monsieur Muffler 
Mont-Laurier); Martin 
Gauthier (Monsieur Muffler 
Mont-Laurier); Antoine 

Janisse (account and 
training director);  Daniel 
Malandruccolo (VP business 
development).

5. OCTO Auto Service Plus  
of the Year: Roger Asselin –  
OCTO Beaumont. From 
left: Alain Dumas; Roger 
Asselin (OCTO Beaumont); 
Jean Robitaille (business 
development manager); Daniel 
Malandruccolo (VP business 
development).

6. Vendor of the Year: 
Mevotech. From left: Joey 
Miceli (VP purchasing and 
operations); Scott Stone 
(Mevotech); Marc-André 
Arsenault (Mevotech); Charles 
Touchette (Mevotech); Paul 
Tremblay (Mevotech); Alain 
Dumas; John Del Vasto 
(president); Nelson Estrela 
(director of operations and 
logistics).

John Del Vasto, Vast-Auto 
Distribution president
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AIA KICKS OFF MAJOR LABOUR MARKET PROJECT 
A technician working in Ontario has no 
idea if he could make more money working 
in British Columbia. A high school student 
thinking about becoming a technician 
in Halifax doesn’t know what the job 
prospects are in her city, nor what emerging 
skills she’ll need to be successful.
Well, the Automotive Industries Association 
of Canada is ready to change that.

The group announced the launch of the 
Aftermarket Labour Market Intelligence 
(ALMI) project at Centennial College’s 
Ashtonbee campus in Toronto, along with 
John McKay, parliamentary secretary to the 
minister of national defence and Member of 
Parliament for Scarborough-Guildwood.

The AIA says the project will create an 
online, bilingual, and interactive tool that 
will be open to anyone to access labour 
market information for the industry. 
Visitors to the portal will have up-to-
date information about trends, whether 
there may be a labour shortage or a high 
unemployment rate in a particular area, 
and get a picture of what job availability 
looks like by region, occupation, and demographic 
projections. It is also designed to support the 
development of education programs and help 
underrepresented groups, such as women and 
Aboriginals. And, of course, it will also include 
information on compensation.

The federal government will kick in more than 
$560,000 towards the project, through its Sectorial 
Initiatives Program. It is set to launch in the second 
half of 2018.

AIA president Jean-Francois Champagne says 
that while labour market information may seem 
unimportant, it is in fact critical to the industry. 
“Once you start to learn more about it, you start to 
realize how important it is to all of us.”

The AIA would regularly receive requests from 
many parties – such as the government and  
media – “but, unfortunately, that information is 
simply not available. This knowledge gap means 
that decisions are made, for example, with regards 
to policy development, curriculum planning, and 
strategic hiring, without a complete and accurate 
picture of the current state of the industry.”

McKay feels the same way. “It’s also critical to 
track the labour market information at national 
and provincial levels, to ensure that we mirror the 
knowledge and skills Canadians will need in the 
future to find and keep good middle-class jobs.”

The industry is facing many questions that can 
be answered with this initiative, Champagne says. 
“Do we have the labour force within the pipeline to 
meet current and future demands throughout the 
aftermarket? Are the graduates that we are hiring 
today equipped with the knowledge necessary to 

fulfill today’s and tomorrow’s 
jobs in the automotive 
aftermarket? They’re great 
questions.”

Not having such 
information available puts the 
industry at risk of being an 
“afterthought,” Champagne 
warns. And this can be 
critically damaging when it 
comes to attracting young 
people into the industry, 
he adds. “Students may be 
asking, ‘How does geography 
impact job shortages and 
compensation? Is a job going 
to pay the same in Ontario 
as it would if you decided to 
relocate to British Columbia? 
And what’s the type of 
shortage you can face in 
different provinces?’”

The ALMI will also compare 
the aftermarket to other 
industries, Champagne says. 

“I think that’s important as you look to a career 
path and make a choice in your career. You 
want to know, how does that compare to other 
industries and what kind of expectations do I have 
for available jobs, how much do they pay?” For 
students, “that’s key information to have.”

So, for the technician wondering if he can get a 
better paying job in B.C. or the student wondering 
about job prospects, the portal aims to provide 
unprecedented access to fundamental labour 
market information and shed light on this lack of 
knowledge, Champagne says.

“We all know the future is bringing a greater need 
for highly trained workers and jobs that require 
more skills,” McKay says. “We want Canada’s 
workforce to be among the most competitive in the 
world. For this to happen, we need to adapt to the 
new realities of the job market.”

Technology is changing the way many industries 
operate, including the auto sector, McKay says. He 
recounts a story of how a friend of his complained 
that he still needed to use a key to turn on his car. 
“Keyless entry and keyless ignition systems are just 
one example of new technologies that will have an 
impact on the automotive industry.”

Educating the workforce about such a shift is 
critical, as is ensuring there are enough trained 
professionals to serve the needs of the market, 
McKay adds. “Without a doubt, the industry’s 
various subsections need to stay connected with 
the latest technologies in order to capitalize on the 
potential business value.”

The project has already started, Champagne says, 
with the research portion already underway.    JN
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NAPA’s Buckley 
To Retire 
A career that has spanned 
45 years is coming to an 
end.

NAPA Canada executive 
vice-president John 
Buckley will retire May 1, 
UAP Inc. has announced. 
Buckley joined the 
company when he was 
just 18 years old. He was 
always on the move up, “as 
he consistently delivered 
outstanding results in 
every role he played,” the 
announcement said.

Buckley served in many 
roles, including store 
manager, general manager, 
regional vice-president for 
Canada West and Pacific, 
and senior vice-president.

“We would like to thank 
John for his many years of 
dedicated service to the 
organization,” said Alain 
Masse, president of UAP, 
in the statement. “He truly 
has played an instrumental 
role in building a strong 
leadership team across the 
country and strengthening 
the NAPA brand in all of 
our regions. His natural 
sense of leadership, 
combined with his great 
personality, inspired his 
colleagues for more than 
four decades. He will be 
missed by the team but 
we’re excited for him and 
wish him all the best for 
this new chapter in his life.”

AUTOMOTIVE AFTERMARKET TO TOP  
US$486 BILLION BY 2025
The global automotive aftermarket is expected 
to reach US$486.36 billion by 2025, according 
to a new report by Grand View Research. 
Digitalization of automotive repair and component 
sales, complemented by advanced technology 
incorporations in the automobile aftermarket 
component-manufacturing sector, is expected to 
boost the market growth. 

The surging reception of semi-autonomous 
electric vehicles and hybrid/autonomous cars in 
the years to come is expected to further bolster the 
new component market growth. The market can 
be categorized, based on replacement parts, into 
tire, battery, brake parts, filters, body parts, lighting 
and electronic components, wheels, and exhaust 
components.

The increasing vehicle penetration is driven by 
the overall improvement of lifestyles in developing 
countries such as India and Brazil, and is expected 
to drive the growth of the automobile industry 
in the region. Similar surges in the automotive 
manufacturing sector across various regions, along 
with increasingly stringent emissions norms, are 
expected to drive the growth of automotive after-
market component sales over the forecast period.

The Asia-Pacific regional market is expected 
to be the fastest-growing market for automotive 
collision repair services over the forecast period, 
owing to its developing living standards and high 
vehicle production. The region is also anticipated 

to be the fastest-growing market in automobile 
production. With a growing penetration and 
acceptance of gas and hybrid electric cars, 
specialized repair centres dedicated to repair of 
particular vehicles are expected to increase.

The global automotive aftermarket is also 
expected to witness tremendous growth, due to an 
upsurge in the number of vehicle collisions along 
with the inclination of owners toward repair of 
their automobiles.

Further key findings from the report suggest: 
 The automotive aftermarket is estimated to grow 

significantly over the forecast period, owing 
to an increase in the number of lightweight 
vehicles coupled with the increasing age of the 
light vehicle fleet.

 North America has a higher technology adoption 
rate, which is anticipated to result in faster and 
higher adoption of hybrid electric automobiles 
in the region as compared to other regions.

 The global automotive aftermarket is anticipated 
to witness a phase change attributable to the 
growing proportion of specialized automotive 
collision repair centres dedicated toward serving 
specific vehicles such as alternate fuel-powered 
vehicles.
Key industry participants include Magneti Marelli 

S.p.A., Continental AG, 3M Company, Federal-
Mogul Corporation, Delphi Automotive PLC, Robert 
Bosch GmbH, and Denso Corporation.    JN

MILES DRIVEN IN U.S. REACHED 3.2 TRILLION IN 2016

Estimates from the Federal 
Highway Administration (FHWA) 
show driving in the U.S. reached 
3.2 trillion miles in 2016, marking 
the fifth straight year of increased 
mileage on public roads.

The data is from the most 
recent Traffic Volume Trends 
reports, which showed 263.6 
billion miles were driven in 
December last year, an increase 
of 0.5% compared to the same 
month in 2015.

The top region for December 
traffic was the West, which 
is made up of 13 states from 
California to Montana along 
with Hawaii and Alaska. This 
area increased the most at 2.9% 
in unadjusted vehicle miles 
travelled. FHWA says mileage 

dropped in the Northeast and 
North Central states.

California led all states with the 
most miles driven in December, 
at 33.9 billion, which was slightly 
more than 22 other states 
combined.

Louisiana had the largest 
unadjusted single-state traffic 
percentage increase at 5.8%, 
compared to December 2015. 

Utah was second at 5.2%, 
followed by Nevada at 5.1%. 
North Dakota actually dropped 
by 6.2%, the largest single state 
decrease and the 10th monthly 
decline in a row for the state.

The Traffic Volume Trends 
report compiles data collected 
from roughly 4,000 continuous 
traffic-counting locations across 
the U.S.    JN P
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s COLLISION REPAIR MARKET TO REACH US$200B BY 2022

According to Global Market Insights, the 
automotive collision repair market is expected to 
reach US$200B by 2022.  

The report states that growing demand for 
improved repair quality in large and medium shops 
is expected to drive the automotive collision repair 
market share. Increasing consumer preference 
toward buying advanced and technologically 
equipped vehicles will drive automobile sales 
and prove favourable for the automotive collision 
repair market size.

The advent of new safety technologies – which 
include lane departure warning systems (LDWS), 
automatic high-beam control, night vision and 
pedestrian control, forward collision repair, auton-
omous emergency braking, etc. – are expected to 
reduce collisions as well as severity of accidents. 
Incorporation of these reliable technologies in 
vehicles will restrain the industry demand. Improv-
ing highway and roadway infrastructure will lower 
the crash rate, which in turn will negatively affect 

automotive collision repair market growth. 
Customers prefer using authorized channels 

over other alternatives due to their lower rates of 
depreciation. Vehicles older than a range of four 
to eight years are usually garaged at independent 
channels or small workshops, owing to lower 
cost advantages over authorized channels and 
unavailability of parts.

Paints and coatings accounted for 20% of the 
automotive collision repair market share in 2014 
and will grow significantly from 2015 to 2022. This 
growth can be attributed to rising demand for 
quality, competitive paint jobs. Increasing traffic in 
urban areas presents a higher risk of small crashes 
and minor dents, which require touchups to 
restore the vehicle to its original appearance.

Light-duty vehicle repair demand will surpass 
$150 billion by 2022. Fuel economy initiatives 
by OEMs and regulatory bodies are also set to 
augment vehicle sales and provide a growth 
platform for the industry.    JN

UPS TESTS DRONE LAUNCHED FROM ATOP PACKAGE CAR

UPS announced that it has successfully tested a 
drone that launches from atop one of its package 
vehicles. The system is designed to autonomously 
deliver a package while the truck is driven on a 
route.  

The drone can autonomously deliver a package 
to a home and return to the truck while a delivery 
driver continues along the route to make a 
separate delivery.

The test was conducted in Tampa, Fla., with 
Ohio-based Workhorse Group, a battery-electric 
truck and drone developer. Workhorse built the 
drone and the electric UPS delivery truck used in 
the test.

“This test is different than anything we’ve 
done with drones so far,” says Mark Wallace, 
UPS senior vice-president of global engineering 
and sustainability. “It has implications for future 
deliveries, especially in rural locations, where our 
package cars often have to travel miles to make a 
single delivery.”

Rural delivery routes are the most expensive to 
serve for UPS due to the time and vehicle expenses 
required to complete each delivery. A reduction 
of just one mile per driver per day could save UPS 
up to $50 million in a single year, according to the 
company.

If implemented, the drone can aid drivers at 
various points along a route to help save time and 

reduce costs. The drone docks on the roof of the 
delivery truck. A UPS driver can load a package 
into a cage suspended beneath the drone through 
a hatch built into the truck. The driver can then 
direct the drone along a preset autonomous route 
to the address.

The drone in the test was a Workhorse HorseFly 
UAV Delivery system model. It has a 30-minute 
flight time and can carry a package weighing up to 
10 pounds. The drone recharges in between flights 
while it is docked.

“Imagine a triangular delivery route where 
the stops are miles apart by road,” said Wallace. 
“Sending a drone from a package car to make 
just one of those deliveries can reduce costly 
miles driven. This is a big step toward bolstering 
efficiency in our network and reducing our 
emissions at the same time.”

The drone in the test was loaded with a preset 
route, but in the future, routes could be determined 
by UPS’s On-Road Integrated Optimization and Nav-
igation, which is the company’s proprietary routing 
software.

“It’s wonderful to see this technology applied 
in such a practical way,” says Stephen Burns, 
Workhorse founder and CEO. “The drone is fully 
autonomous. It doesn’t require a pilot so the 
delivery driver is free to make other deliveries 
while the drone is away.”    JN
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BY STEVE PAWLETT

A
utomotive Industries Association 

of Canada incoming chair Dave 

Fifield says that even though the 

chairman’s role is fairly short (one year), 

which doesn’t offer a lot of time to make 

a huge impact or point the ship in a radi-

cally new direction, he sees no need for 

radical change at this point in the associa-

tion’s history. In fact, he feels very positive 

about where the AIA is today and where 

it is going.  

“We have great staff and a great board 

with really terrific people, who are very 

experienced in the business. There’s our 

new president, J.F. Champagne. He has 

been in the role for just over a year now, 

and he’s doing a terrific job. It’s been a 

long time since I joined the industry, but 

as most people can attest, when you first 

come into an industry it can be a little 

daunting. Getting to know who all the 

players are, and getting to know what the 

priorities are, is challenging. I think J.F. 

has done a great job of getting up to speed 

very quickly. He has great support from 

the staff and the people on our board.

Q What do you see as your most 

important task as incoming chair?

 For me this role is really about  

 trying to ensure the strategic priori-

ties of our members are identified, and 

the valuable resources of the association 

are fully deployed against those inter-

ests; to link the strategic priorities of the 

members in our industry; and make sure 

that the resources of the association are 

deployed in such a way as to maximize 

and advance those interests.

This is a one-year tenure, so I don’t 

have enough time to set a whole lot of 

new priorities, but what I can do is make 

sure that many of the important ones that 

are looming large in the windscreen are 

aligned with the organization, because 

those are going to be most important to 

our membership.

Q What other goals do you have for 

the AIA?

 The AIA is now celebrating 75 years,  

 so really, it’s about continuing to 

build on the strong legacy the AIA has 

built over the past 75 years and focusing 

on some of the biggest challenges facing 

our industry today. These include:

 Right to Repair – Making sure our 

members and ASPs have the right infor-

mation to service the vehicle fleet. 

 Underperformed Maintenance – The 

ability to access the underperformed 

maintenance segment that we know is a 

very large sub-segment of the market. 

 Disruptive Technologies – Preparing 

our industry for the disruptive technologies 

and business models that are coming our 

way. It’s coming in a couple of different 

forms. We have disruptive technologies at 

play – whether it’s the connected car or 

autonomous driving. We also have new 

business models that are really challenging 

the business models that have existed in 

this industry for many years. For me, it’s 

about trying to make sure those priorities 

continue to be advanced and progressed 

during the time that I am in the chair.

Q What is your perspective on the 

current economic outlook for the 

industry?

 We are coming through a period  

 of record vehicle sales, which have 

been throttling along since the downturn, 

and we have seen some very strong years 

of new car sales here in Canada. These 

vehicles are entering the aftermarket and 

will continue to enter the aftermarket in 

increasing numbers over the next five to 

ten years. I am very optimistic about the 

aftermarket, because we do know that a 

sizeable portion of those vehicles will be 

entering the aftermarket looking for parts 

and service providers. Overall, I am bull-

ish on the aftermarket. 

Q How do you see the continuation 

of consolidation playing out in 

the industry? 

 In the auto industry in general, we 

 have many categories that our 

members are operating in, which I see 

continuing to consolidate. As the industry 

continues to mature, and as companies 

look to grow market share, look to build 

greater scale and drive efficiencies in 

their businesses, I see the trend of con-

solidation continuing. Depending on 

what opportunities are available, this 

consolidation will move at different rates 

over the coming years, but the trend line 

on consolidation will continue and will 

probably come more quickly in some seg-

ments than others.  

Companies are always looking to grow 

share. They are looking to take advantage 

Wakefield Canada Inc. president Dave Fifield joined Castrol Canada upon graduation from 
Ryerson University with a bachelor’s in chemical engineering. He has held senior positions in 
sales, marketing, business development, and technology. Fifield spent several years working in 
the U.S. for Castrol North America, with responsibility for sales in the U.S., Canada, and Mexico. 
Following BP’s acquisition of Castrol in 2000, Dave took responsibility for the Castrol and BP 
lubricants brand marketing across the American region.
In 2004, Fifield relocated to the U.K. as vice-president, marketing strategic accounts, 
responsible for developing global strategic partnerships with Fortune 500 companies. In 2008, 
he joined Wakefield as chief operating officer, responsible for all aspects of Wakefield’s business 
operations. Dave was promoted to president of Wakefield in 2013.
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of their scale, efficiencies, and synergies, 

and in an economy that is still projected to 

grow by 2-3% if we are lucky, many of the 

companies that operate in the aftermarket 

have aspirations to grow faster than that. 

To do so, you either have to steal share or 

buy share. Those are really the only two 

ways to achieve your business objectives. 

I think the auto industry has demonstrated 

that consolidation is a viable way to do 

that. Growing businesses organically is 

another option, but it is hard work.

Q How can the AIA assist members 

through this transitionary period?

 The AIA is a strong resource and  

 voice for our industry when it comes 

to government relations and market 

research. The AIA is very strong in both of 

these areas, and is providing great value 

to its members.

In my view, the greatest value for AIA 

members, and I can speak personally to 

this, is getting involved in the industry and 

the association. Our industry and member 

companies represent some of the brightest 

talent in Canada. And many of the best-

run companies operate in the aftermarket 

today. By getting involved, you have the 

opportunity to work alongside some of the 

best operators in the business. Many of 

these companies have been recognized as 

Best Managed companies in Canada.  I am 

a big believer in “if you want to play good 

golf, you have to golf with better golfers.”

I do think that by getting involved in 

the AIA, you get closer to [those] who I 

believe are some of the best operators in 

our industry. A tremendous amount can 

be learned by working closely with these 

folks – what they are doing, how they are 

winning, the success they are having, and 

the challenges they face. Sometimes it is 

gratifying to know that you are not the 

only one facing a particular challenge. I 

think it’s one of the big value propositions 

that the AIA provides to its members.

Q Technology is continuing to 

develop at a rapid pace. What 

role will the AIA play in helping 

members to adapt to these disruptive 

changes?

 Staying at the forefront of disruptive  

 technology changes is more press-

ing now than ever. It’s coming quickly. 

The connected car, autonomous driving, 

autotainment, etc. – there is a whole 

new set of new jargon coming our way. I 

believe the AIA’s market research team is 

highly engaged in helping our members 

understand these emerging trends. The 

AIA recently published an e-tailing study 

on the online shopping habits of Cana-

dian car owners. This is just one example 

of how the AIA is active in directing its 

market research efforts in areas to help 

inform and educate our members about 

these emerging trends. I see this continu-

ing to be a rich space for the AIA to be 

involved. This is not just market research 

but market insights, which look at emerg-

ing trends and how they might impact the 

industry that we participate in. 

Q With the aging population, both 

jobbers and auto repair shops are 

faced with the very serious challenge of 

attracting new talent to their businesses. 

What is the AIA doing to help attract 

more youth to this industry?

 I believe that attracting talent to  

 this industry is clearly a challenge 

for this industry, and to help better 

understand the issue, the AIA recently 

announced their labour market intel-

ligence project, in partnership with the 

federal government, which will provide 

a lot of additional access about how the 

labour market is functioning, and more 

specifically, how it relates to our industry. 

It’s a big issue for our industry. Many 

of our members are owner-operators and 

many have children who have no interest 

in taking over the family business, and that 

is a huge issue for many of our members.

The AIA continues to work closely with 

trade schools and colleges to promote 

the aftermarket. A great example of that is 

the work that the AIA has done with the 

Automotive Business School of Canada at 

Georgian College. This is where we have 

the annual student day, and where we 

actually sponsor the student lounge. There 

is a lot of activity that the AIA is directing 

towards youth, and programs for those 

who are considering careers after gradua-

tion in the automotive aftermarket.There 

are different drivers for youth today. They 

are more interested in connectivity than 

the generation before them. My genera-

tion, the boomer generation, grew up with 

the automobile being synonymous with 

independence and economic well-being. 

Mobile phones now provide youth with 

the independence they desire. In many 

ways, the phone has replaced the car as a 

symbol of that independence. The phone 

has become a proxy for the vehicle.

For many of us boomers growing up, 

we had to have that car as soon as we 

were 16, and in many cases, it was an old 

beater that we had to fix up before we 

could get it on the road. That became our 

independence and how we were able 

to connect with people. I think that has 

been largely replaced by mobile com-

munications. People aren’t falling in love 

with the automobile like we used to. We 

were in love with our cars and we would 

personalize them and make them our 

own. We were immersed in that market 

and became very interested in the auto-

motive business as a result.

Many people went on to create busi-

nesses and build careers in that industry. 

Those times have changed in a big way. 

For many of today’s youth, transportation 

is really just something they need and they 

can access it on their phone. They don’t 

need to make the big investment in a vehi-

cle and all the expense that comes with it. 

This is more of an urban issue. In the 

rural parts of Canada, the vehicle will 

still be a very important part of being 

connected. But in urban environments, 

where you have alternatives like Uber and 

ride sharing, I think vehicle ownership 

can easily be supplanted by other means 

of transportation.

In conclusion
We have some really talented, smart 

entrepreneurs and business people who 

are engaged on the AIA Board and they 

have a lot to offer and are willing to give. 

Getting involved helps you to understand 

the industry, how it works and the key 

challenges. By virtue of doing that, you 

learn things about how our industry works 

and the businesses that are really helpful 

in your own business. I bring it back to the 

notion of, “If you want to raise your game, 

you have to play with better players.” 

I believe we have a lot of great players 

in this industry. Getting involved, I think, 

is an important aspect of realizing those 

benefits as a member, so I would encour-

age everyone to participate. It’s one of 

those things that’s like many things in life. 

You get out of it what you put in!  JN



Their livelihood and the 
sustainability of the industry 

depends on access to OEM 
repair information.

The Automotive Industries Association of Canada
www.aiacanada.com | @aiaofcanada

We need 
to hear from 
your 
customers. 

We need to hear from your customers. We want to understand what works and what 
doesn’t  for service providers when they have a vehicle that requires a reprogramming or 

update. Please share this link: www.surveymonkey.com/r/AIACASIS

ATTENTION JOBBERS!



20 www.autoserviceworld.com | JOBBER NEWS / APRIL 2017

BY TOM VENETIS

T he advantages of premium motor oils 

are obvious. So why are not more 

jobbers seeing increasing sales of this 

premium product?

One reason is that many service writers 

are not positioning a premium product 

to vehicle owners, and many jobbers are 

not doing enough to position a premium 

motor oil product to those service writers.

Andre Bolduc, senior technical consul-

tant with Total Canada Inc., says sales of 

premium synthetic motor oils by jobbers 

to service operations should be higher 

than they are currently, since vehicle mak-

ers now recommend a premium synthetic 

motor oil as the standard fill oil for the 

vehicle.

“I had a conversation with a service 

operation owner recently and I asked him 

if his motor oil sales were 60% or more 

synthetic, and he told me no,” Bolduc 

says. “I took the time to run some figures 

and I looked at all the cars sold between 

2012 and 2016 in Canada. I took a close 

look at what these vehicle makers recom-

mended for the motor oil to be used in 

those vehicles. Take GM, as one example. 

Since 2012, it has recommended synthetic 

motor oil as the fill oil. All European 

nameplate vehicles [also recommend] 

a full synthetic motor oil. That is 45% of 

vehicles today. And if you look at Ford, all 

their vehicles are recommended to use a 

synthetic blend of motor oil. So now you 

are up to 60% of the vehicles on the road 

today needing a premium motor oil. So I 

have a difficult time understanding how 

someone can say they are having a prob-

lem selling premium synthetic motor oil, 

when most vehicles on the road right now 

need to use a premium synthetic motor oil 

as recommended by the vehicle makers.”

Ian Hutchison, marketing manager, 

aftermarket with Wakefield Canada, says 

the demands of OEMs, the increases 

in pressures of new engines, and 

government regulations are forcing the 

elevation of specifications of motor oils, 

resulting in the lines between synthetics 

and conventional motor oils blurring. 

“There are, however, very real and 

tangible benefits from recommending 

premium fully synthetic motor oils,” 

Hutchison points out. These include 

better protection for the engine over 

longer drain intervals, and improved 

additive packages made to protect engine 

components involving hard accelerations 

and stop-and-go traffic.

“These additives are also designed 

to protect the highest-pressure areas, 

such as the valve-train,” Hutchison adds. 

“These additional protection benefits are 

designed to help consumers extend the 

life of their engine.”

“I always recommend a synthetic oil, as 

it has many benefits that can be measured 

against a conventional mineral oil,” says 

Antonio Ramos, marketing manager with 

Automobile Solutions Americas (ASA) Inc. 

“Synthetics move through the engine more 

quickly after start-up and coat moving 

parts much better than conventional min-

eral oils. Synthetics also stand up to higher 

temperatures and maintain their viscosity 

longer than a conventional mineral oil. 

Synthetic oils are better in every way over 

a conventional mineral oil, which is why 

they justifiably cost more.”

Total’s Bolduc thinks that some of 

the reluctance of service writers to 

push a premium synthetic is that the 

vehicle owner does not comprehend the 

differences between premium synthetic 

and lower-cost conventional motor 

oil. “Even if the consumer does not 

understand the complex chemistry in 

a synthetic motor oil or how those oils 

are blended, they do understand that 

a synthetic motor oil is better for their 

vehicle. No one disagrees with that.”
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writers to position premium synthetics to 

their customers? 

The key thing all blenders of motor oil 

insist is to make sure that service writers 

understand that today’s motor oils are 

matched to different kinds of engines. And 

those engines are designed to use specific 

blends and viscosities of motor oils. The 

days of pouring any 5W30 motor oil into 

an engine are over. Making a mistake in 

matching an oil to a vehicle is costly. So if 

a vehicle’s manual recommends the use 

of synthetic motor oil, it is not wise to use 

a non-synthetic blend to save a vehicle’s 

owner a few dollars.

“The world of the shop owner is much 

different than it was only a few short years 

ago,” Wakefield’s Hutchison says. “While 

choosing the correct oil grade is abso-

lutely important, there are also OEM-spe-

cific specs that need to be considered for 

imports, such as the 50501 VW spec for 

their diesels, as well as domestics such as 

GM with their Dexos1 and Dexos2 spec-

ifications. Applying the incorrect grade 

or specification of oil in many vehicles 

can have catastrophic consequences – as 

severe as complete engine failure.”

ASA’s Ramos says that while a mismatch 

can sometimes lead to rapid engine 

damage, often the damage is subtle 

and will take time to make itself known. 

“The modern engine is designed to meet 

certain performance requirements, and 

sometimes part of that design is using 

a specific grade of oil that meets the 

specifications from the OEM to maintain 

the integrity of the engine and all of its 

parts. You should always use an oil that 

meets or exceeds the OE specifications to 

ensure that the requirements of the engine 

are fully addressed.”

“In the end, it is less about viscosity 

than about the specification which the car 

manufacturer prescribes for the vehicle,” 

says Peter Szarafinski, head of media 

relations international, marketing, with 

Liqui Moly. “Sometimes, the specification 

allows different viscosities, sometimes 

opportunity to upsell on other premium 

products related to the sale of premium 

motor oils. The most obvious one is the 

oil filter.

Bert Verriet, manager, marketing and 

customer relations with Mann+Hummel 

Filtration Technology Canada, says filters 

today are more likely to be matched with 

specific oil blends and engine makes than 

in earlier years. 

“Like other engine and drive train 

components, filter designs and materials 

have evolved as the service life intervals 

have lengthened,” Verriet adds. “Filter 

media, sealing gaskets, and structural 

components for newer engine model 

filters are designed to withstand the 

acidic environment of the engine oil over 

a longer period of time or miles, and at 

temperatures much higher than the days 

of carburetors and no computers.

“Consider these trends, for engines 

produced over the last ten years,” Ver-

riet continues. “The average OE recom-

mended oil change mileage interval 

has doubled, the average OE maximum 

recommended oil change time interval 

has doubled, most new engines require 

synthetic-base oil, 10W-30 viscosity rec-

ommendation has virtually disappeared, 

the amount of oil the engine holds has 

increased, and most every vehicle is 

equipped with an oil life monitor.”

Marcel Ayasse, senior product 

manager with Robert Bosch Automotive 

Aftermarket Division, says that new 

oil blends and engine designs have 

advanced filter designs, so that there is 

now a qualitative difference between 

lower-end oil filters and premium filters. 

“The biggest advancements in oil filter 

technology have come from the media 

that is used inside. The synthetic blends 

and full synthetic media can be designed 

to be more durable and more efficient 

as compared to conventional oil filters,” 

adds Ayasse. “The difference really lies 

in the composition of the media. The dif-

ferences can typically be seen in features 

and benefits, such as the quality of the 

filtration, durability as well as efficiency. 

High-end filters should have a very high 

efficiency as well as high capacity, so 

they can be used over longer periods of 

time and miles.”   JN

market watch  |  premium parts sales: motor oil & filters

“In the end, it is less about viscosity than about the 
specification which the car manufacturer prescribes for 
the vehicle.”– PETER SZARAFINSKI, MEDIA RELATIONS INTERNATIONAL, MARKETING, LIQUI MOLY

only one. It is very important to follow 

these specifications. Using the wrong oil 

is like installing the wrong part. This has 

technical implications as well as for the 

warranty. In the case of engine damage, 

because [the technician] used the wrong 

oil, the jobber is held responsible.”

Too many jobbers continue to think 

that the surest way to make a profit 

involves moving as much volume of an 

item as possible. The more volume of 

oil you sell, the more your profit is going 

to be. The fear amongst many jobbers is 

that if the counter staff push a premium 

product, they may lose the sale. So it is 

safer to push a lower-cost conventional 

oil to make that sale and keep the 

volumes going out the door.

While today’s extended drain intervals 

may suggest that such a sales equation 

needs to be flipped on its head, the reality 

is that in the case of premium motor 

oil, the volumes may be higher than 

conventional motor oils.

“With the extended drain interval often 

comes a larger volume of oil needed 

per service, usually in excess of six 

litres,” suggests ASA’s Ramos. “The extra 

amount of oil needed for the oil change 

can offset the reduced frequency. Your 

service customer may have been able 

to get three or four oil services out of a 

carton of oil, but with the extended drain 

intervals, he may only get one or two oil 

changes out of the same carton, which 

will require him to keep more inventory 

on hand or risk losing sales. Most repair 

shops know their customer’s driving 

habits and can recommend a shortened 

repair interval based on the severe service 

recommendation in the owner’s manual. 

Also, some car owners do not feel 

comfortable with the length between oil 

changes.  More frequent oil changes will 

not harm an engine, and can only benefit 

it in the long run.” 

Liqui Moly’s Szarafinski points out that 

there is another benefit to jobbers with 

extended drain intervals, and that is the 
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It’s 2020 and, as you start your fully 

autonomous vehicle for your morning 

commute, something is wrong. The touch-

screen flickers to life, but instead of the 

usual map there’s a message. “We control 

your data, brakes, and steering. To unlock 

your car, send $500 to this numbered 

account.” 

With over 100 million connected vehi-

cles on the road worldwide, you are just 

one of many connected vehicle owners 

getting a taste of auto ransomware.

It might sound like fantasy, but this 

could actually happen. It happens now 

with desktop computers and business 

operations. It’s just a question of time 

before the cybercriminals move into  

your car, too.

In the last several years, we have seen a 

rapid increase in the complexity of vehi-

cles. It’s not unusual today for a vehicle to 

have over 50 million lines of code and 50 

or 60 electronic computing units (ECUs) 

to control its functions. By 2020, virtu-

telematics  |  cybersecurity

c
IS CHALLENGING THE 

AUTOMOTIVE MARKETPLACE

H
O
W

ally all manufactured vehicles will come 

with embedded, tethered, or smartphone 

mirroring connectivity. (In 2016, cars 

accounted for one-third of all new cellu-

lar devices.)

But this highly efficient interface is a 

double-edged sword – by connecting the 

vehicle to the Internet of Things, we have 

opened up the traditionally closed vehic-

ular system, making vehicles a very attrac-

tive target to cybercriminals.
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attractive goal for cyberthieves, and per-

sonal data is increasingly available in car 

networks as the cars themselves become 

more sophisticated and connected.

If a physical device is connected to the 

Internet, it can be targeted with a cyber-

attack. With tens of millions of connected 

cars on the road today – and hundreds of 

millions more expected to be by 2020 – 

threats to the safety and privacy of motor-

ists, passengers, bystanders, and private 

as well as corporate property already exist 

and are set to grow substantially.

Once inside, hackers may be able to 

send commands to the vehicle from a 

remote location in order to steal private 

and corporate data, track individual vehi-

cles or entire fleets, and hijack non-safety 

and even safety-critical functions: imagine 

losing the ability to steer or brake while 

speeding down a highway.

The remote hacking of a Jeep Chero-

kee’s steering and braking capabilities in 

2015 proved the very real and ever-pres-

ent danger of “whitehat” hacking of both 

private and commercial vehicles.

Cybersecurity Ventures predicts global 

annual cybercrime costs will grow from 

$3 trillion in 2015 to $6 trillion annually 

by 2021, which includes damage and 

destruction of data, stolen money, lost 

productivity, theft of intellectual prop-

erty, theft of personal and financial data, 

embezzlement, fraud, post-attack disrup-

tion to the normal course of business, 

forensic investigation, restoration and 

deletion of hacked data and systems, and 

reputational harm.

Fortunately, customer safety and sat-

isfaction are the foremost concerns for 

automakers. As a result, OEMs, Tier 1s, 

regulatory bodies, insurance companies, 

technology companies, telecommuni-

cations providers, and organizations 

affected by the new attack landscape are 

all working to strengthen the industry’s 

cybersecurity posture.

Due to the dynamic and developing 

threat environment, industry stakeholders 

are taking a number of approaches. Both 

Tesla and General Motors have official 

responsible disclosure programs where 

researchers can submit any vulnerabilities 

they discover. The automakers review 

those submissions and work to remediate 

the flaws to help keep customers safe. 

Tesla launched its program in mid-2015; 

GM followed suit in January 2016.

Unlike Tesla (and many technology 

companies, including Google, Facebook, 

and Microsoft), GM is not currently offer-

ing any rewards in its disclosure program –  

though it has not ruled out doing so in 

the future. The GM program is adminis-

tered through an online portal run by a 

San Francisco startup called HackerOne, 

which provides the disclosure portal free 

Breakthrough 
fingerprinting 
technology 
Argus Cyber Security recently 

announced its new groundbreaking 

ECU Fingerprinting technology. This 

technology makes it much harder 

for hackers to perform successful 

cyberattacks on vehicles. For the first 

time, it is now possible to identify 

and trace to their source messages 

that were maliciously initiated by an 

unauthorized or wrong electronic 

control unit (ECU). Tests have shown 

this technology to be highly accurate 

at identifying malicious messages 

with zero false positives.

This exceptional ability, which 

examines the physical attributes of 

an ECU, is currently unparalleled 

in the automotive industry. ECU 

Fingerprinting pinpoints a malicious 

message and the ECU that triggered 

it. This vital information was to date 

unattainable due to the nature of  

the communication protocol in the 

in-vehicle network.

“We are very excited about 

collaborating with our OEM and 

Tier 1 customers as well as with our 

partners to bring this revolutionary 

technology to market,” says Yaron 

Galula, co-founder and CTO of 

Argus. “Combined with our existing 

solutions, this latest technology 

will further improve detection 

accuracy, radically reduce false 

positive rates, and shorten the time 

and effort during deployment. Its 

implementation will substantially 

increase the difficulty for hackers to 

wage a successful cyberattack. All of 

these benefits make it cost-effective 

when compared with other tools that 

protect against messages coming 

from an unauthorized ECU, such as 

secure onboard communications, 

which is based on message 

authentication. This all adds up to 

incredible gains for our customers 

and motorists alike.”
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legions of hackers-for-hire, and the more 

sophisticated cyberattacks launched at 

businesses, governments, educational 

institutions, and consumers globally,” 

explains Morgan.

“We anticipate 12 to 15% year-over-year 

growth through 2021, compared to the 8 

to 10% projected over the next five years 

by several industry analysts,” he adds. 

In today’s shadow economy, thieves 

now run cybercrime as a business, offering 

low barrier-to-entry options to potential 

customers. Even now, perpetrators can 

easily purchase “off-the-shelf” exploit kits.

Many corporations are hesitant to 

announce breaches they’ve suffered – 

and the amounts of their increased secu-

rity budgets – for fears of reputational 

damage and of antagonizing cybercrim-

inals. “By 2020, we expect IT analysts 

covering cybersecurity will be predicting 

five-year spending forecasts (to 2025) at 

well over $1 trillion,” says Morgan.

With nearly 112 million vehicles now 

connected around the world, the global 

market for automotive cybersecurity 

is expected to grow exponentially – to 

$US759 million in 2023, according to a 

new report, “Automotive Cybersecurity 

and the Connected Car,” from IHS Auto-

motive, a division of IHS Markit.

Hackers are getting savvier in perpetrat-

ing cyberattacks on connected vehicles. 

Fortunately, OEMs and suppliers are tak-

Elektrobit and Argus 
collaborate to advance 
security features 
Elektrobit, a pioneering provider of cutting-edge, embedded, 

and connected technology solutions for the automotive industry, and Argus  

Cyber Security, the world’s largest independent automotive cybersecurity company, 

recently announced a collaboration to advance the adoption of cybersecurity 

features in highly connected, autonomous cars.

Together, the companies will be offering a solution to make it easier for 

automakers to enhance the safety and cybersecurity of automotive electronic 

control units (ECUs), which are the embedded systems that control a vehicle’s core 

functions. The solution integrates the AUTOSAR-compliant (AUTomotive Open 

System ARchitecture) Argus Intrusion Detection and Prevention Solution (IDPS), 

which detects and prevents cyberattacks in vehicles, and EB software and tools  

for developing secure, state-of-the-art ECUs, based on the AUTOSAR standard.

 “Just like computer systems, today’s cars are networked with the Internet 

and external services. As the level of networking increases, so does the risk of 

unauthorized access, which is significantly challenging the automotive electronics 

sector,” says Argus Cyber Security executive vice-president, strategy and 

partnerships, Martin Schleicher. “By joining forces, Argus and EB are making it  

easier for car manufacturers to take a proactive approach to cybersecurity.”

“Collaborating with EB will help the automotive industry embed cybersecurity 

into every layer of their software solutions,” says Yoni Heilbronn, vice-president 

marketing for Argus Cyber Security. “The integrated Argus-Elektrobit solution 

will enable carmakers and their suppliers to adapt quickly to growing demand for 

cybersecurity solutions.”

EB has worked for over a decade with leading global automakers and Tier 1 

suppliers to provide them with AUTOSAR-compliant embedded security solutions, 

which are currently on the road in millions of cars. 
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of charge and makes money by taking a 

percentage of any rewards paid out for 

verified vulnerabilities.

Another important step forward for 

the industry was the establishment of 

the Automotive Information Sharing and 

Analysis Center (Auto-ISAC). ISACs are 

now increasingly common in a wide 

range of industry verticals including util-

ities, healthcare, financial services, and 

now automotive. The Auto-ISAC currently 

includes most major automakers from 

North America, Europe, Japan, and South 

Korea; its goal is to provide a platform to 

share information about cybersecurity 

threats and vulnerabilities that put both 

the general population and the auto 

industry at risk. The Auto-ISAC began 

operations in late 2015 and is likely to 

become a very important tool in the effort 

to prevent malicious attacks on the trans-

portation ecosystem.

The mobility business is changing. Nav-

igant Research’s latest Autonomous Vehi-

cles Report projects there will be almost 

85 million autonomous-capable vehicles 

on the world’s roads in the next 20 years, 

and far more vehicles that will have 

some level of connectivity. Road safety 

is already a difficult issue to tackle, with-

out the problem of malicious attackers 

intruding from a distance. Fortunately, the 

industry is now tackling the issue head-on 

on numerous fronts via improved system 

architecture, more robust software devel-

opment processes – and by collaborating 

with anyone willing to step up and help.

Worldwide spending on cybersecurity 

products and services is expected to top 

$1 trillion cumulatively for the five-year 

period from 2017 to 2021, according to a 

report by Steve Morgan, founder and “edi-

tor-in-chief” at Cybersecurity Ventures. “IT 

analyst forecasts are unable to keep pace 

with the dramatic rise in cybercrime: 

the ransomware epidemic, the refocus-

ing of malware from PCs and laptops to 

smartphones and mobile devices, the 

deployment of billions of under-protected 

Internet of Things (IoT) devices, the 

“Cybersecurity will be one of the toughest challenges 
that the auto industry will face in the next decade or 
two.” – COLIN BIRD, SENIOR ANALYST, IHS MARKIT
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or executing critical system commands, 

such as making a car swerve or brake. 

It’s considered a more robust approach, 

rather than trying to find traditional anti- 

virus signatures, because it doesn’t rely 

on having constant updates. The software 

seeks to discover malware-like activity 

before it has a chance to infect.

According to IHS Automotive, the auto-

motive cybersecurity market will consist 

of two distinct segments. Some cyberse-

curity software programs will be installed 

onto the multitude of special-purpose 

computers (ECUs) and data buses that 

control and regulate vehicle functions, 

such as the airbags and fuel intake. The 

other segment will be cybersecurity cloud 

services. These cloud services will track 

and manage whole fleets of vehicles 

through management service software 

that will track and assess irregularities, 

allowing carmakers to identify unau-

thorized attempts to attack or alter their 

vehicles. Most cars will have multiple 

cybersecurity software programs to pro-

tect the key ECUs in the car. 

In 2023, 25% of vehicles sold globally 

will be equipped with cybersecurity 

cloud services. The revenue of cyberse-

curity cloud services is expected to reach 

$389M globally in 2023. Nearly 65 million 

vehicles are forecast to be subscribed to 

cybersecurity services by 2023.

The royalty revenue for the cyberse-

curity software programs is expected to 

grow to $370 million in 2023, from less 

than $1 million in 2016. Due to multiple 

cybersecurity software programs per 

vehicle that use cybersecurity protection, 

nearly 150 million software programs will 

be sold in 2023, according to IHS Markit 

forecasts.

“Cybersecurity will be one of the 

toughest challenges that the auto industry 

will face in the next decade or two,” says 

Colin Bird, senior analyst, connected car 

consumer insights and software, apps 

and services (SAS) for IHS Markit, and 

one of the report’s co-authors, “especially 

as more vehicles with telematics and 

embedded modems make connected 

cars an attractive target to cybercriminals, 

terrorists, and nation states.”

The U.S. and Western Europe are 

expected to be the leading markets for 

these technology developments, given 

the propensity for connected cars in both 

regions. 

According to IHS Markit forecasts, 2018 

will be the year of largest growth, and it 

will taper somewhat in the years follow-

ing. General Motors, BMW, and Mercedes 

currently lead the implementation of 

cybersecurity solutions in their vehicles.

Today’s suppliers are offering solutions 

that will improve security to wireless 

interfaces within a vehicle, such as 

telematics control units, and are also 

designing solutions that isolate safety 

critical systems from non-critical systems 

through the use of automotive network 

firewalls. Longer-term integral electrical 

architectures within vehicles will be 

designed from the ground up with 

cybersecurity in mind. These future 

systems will likely have the capability to 

isolate critical safety systems – such as 

propulsion, braking, and steering – from 

security systems that may handle personal 

or financial data. These solutions will 

include auto-grade Ethernet and domain 

isolation.

“Cybersecurity is becoming a key tech-

nology for the automotive industry as 

connected cars grow,” says Egil Juliussen, 

research director for IHS Markit. “It is espe-

cially important for self-driving and driver-

less cars, where it will be required.”   JN

OEMs partner to create  
telematics solution
Ford, Toyota, Peugeot-Citroen, Suzuki, Subaru parent company 

Fuji Heavy Industries, and a group of suppliers have said they 

want to develop an open-source software platform to improve in-cab connectivity 

and security.

The consortium plans to use Ford’s AppLink software as the basis for the new 

open-source platform. The new platform will allow smartphone app developers to 

integrate their app functions into in-vehicle tech including infotainment screens, 

steering wheel controls, and voice-activated features.

This new uniform standard will also benefit consumers as the open-source format 

will promote greater software security.

“Connectivity between smartphones and the vehicle interface is one of the most 

important connected services. Using SmartDeviceLink, we can provide this service 

to our customers in a safe and secure manner,” says Shigeki Tomoyama, president of 

Toyota’s Connected Company.

Reportedly, Toyota plans to offer a telematics system based on SmartDeviceLink in 

its cars in 2018.

ing these threats seriously, with increased 

interest in developing and implementing 

cybersecurity solutions to address vul-

nerabilities and system design changes 

needed to accommodate them.

There are currently many software 

approaches to cybersecurity for the car. 

While Internet-connected vehicles offer 

an avenue for attack, they also provide 

a potential solution to cybersecurity, 

via over-the-air (OTA) software updates. 

Those updates are only now being offered 

by a limited number of automakers.

Some software provides heuristic scan-

ning of the vehicle’s data traffic – rather 

than the traditional anti-virus approach, 

where it’s looking for virus signatures.

While heuristic-pattern software is not 

perfect in that it doesn’t block malware 

directly, it watches a vehicle’s computer 

network for any unusual messages or code 

that shouldn’t be there. It then mitigates 

the infection by keeping it from spreading 

“In today’s shadow 
economy, thieves now run 
cybercrime as a business, 
offering ‘off-the-shelf’ 
exploit kits to potential 
customers.”
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B rake technology is one of the greatest contributors to noise, 

vibration, and harshness (NVH) in vehicles. However, top-

quality brake technology can successfully control NVH to give 

a safer, more comfortable ride. Friction formulations and shim 

technology are particularly critical to automotive NVH control, 

as is getting a complete brake job, including rotor replacement 

or resurfacing, each time pads or other brake components are 

replaced.

Though heavy vibration can affect brake safety, as it can affect 

steering stability particularly while turning, noise elimination is 

of greatest concern for automotive brake manufacturers. Drivers 

expect brakes to operate quietly, and can be distracted or frus-

trated by noisy, vibration-prone brakes. 

Noise, vibration, and harshness in brake technology

The term NVH came into popular use in the automotive brake 

industry about 20 years ago. At that time, friction formulations 

and other aspects of brake design were changing in response to 

issues of rotor pulsation and significant premature rotor wear. 

Older friction materials caused rotors to wear out prematurely, 

which in turn caused vibration that could be felt by drivers. 

Around this time, OE brake manufacturers also decided to make 

rotors thinner to save on material costs. 

Rotors feature fins in between inner and outer plate layers. 

The plates on the outside of the fins get worn down little by little 

while braking, and the fins expand and contract based on the 

heat generated by braking friction. As a result, the plates wear 

evenly at the high temperatures caused by braking; but once the 

brakes cool back down and the fins contract, the rotor surface 

becomes uneven, with small peaks and valleys apparent at ambi-

ent temperatures. When brakes are still cold – for instance, when 

a driver has just started up the car, before the brakes have gen-

erated enough friction to warm up – the uneven surface of the 

rotors comes into contact with the flat brake pads, which can 

cause the front end, steering, and/or brake pedal to vibrate and 

sometimes generate noise. This accounts for the brake noise that 

is primarily noticeable when first starting a car. A visual inspec-

tion of rotors worn in this way, and causing vibration, will often 

show scoring.

Once rotor design became thinner, friction formulations 

needed to be changed as well, as the highly abrasive formula-

tions of the past would cause even more vibration with thinner 

rotors, which wear out more quickly. New friction materials were 

developed that are softer and work in conjunction with rotor 

design to minimize vibration and noise. NVH control is at the 

forefront of modern automotive brake design, as brake manu-

facturers strive to provide customers with the quiet, comfortable 

ride performance they expect. P
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Top brake manufacturers design for NVH control

Two components aid in the control of NVH for braking: the fric-

tion material, and the shims, which are small rubber or adhesive 

components that fit between other brake components (notably, 

the pads and rotors) to reduce noise and vibration. Friction 

materials work in conjunction with rotor design to minimize 

vibration and noise by damping vibration and noise harmonics. 

Shims also aid in noise and vibration damping, and their design 

and formulation can be as advanced as the friction materials 

themselves. Friction formulations are proprietary to each brake 

manufacturer, so it is important to purchase brake products from 

industry-leading manufacturers if NVH control is a priority. 

Ultimately, every part of the braking system works together to 

eliminate NVH effects: calipers, caliper hardware, backing plates, 

rotors, shims, and friction formulations. Automotive brake manu-

facturers, like GRIE, which has a long history of working with all 

of these components together rather than manufacturing just a 

single component of the system, are more able to ensure that all 

of the parts of the brake system work together to eliminate noise 

and vibration from braking.

Just as manufacturers who work with every part of the brake 

system are more capable of managing NVH, performing a com-

plete brake job is also key to controlling noise and vibration. 

Even if you are replacing your brake pads with pads that have 

been expertly engineered for quiet performance, if your rotors or 

shims are worn down, noise and vibration can occur. 

This means that when changing brake pads, rotors should 

either be replaced as well, or if the rotors are still within specifi-

cations, should be thoroughly cleaned and resurfaced. The cal-

iper and caliper hardware, piston, seals, and other components 

should be checked to ensure that they are all working properly 

and are adequately lubricated. Opting for a complete brake job 

when it is time to service your brakes is the best way to ensure 

that all components will work together for noise-free braking. 

Attempting to cut costs by not replacing or resurfacing rotors will 

almost certainly lead to noisy, uncomfortable braking.

To conclude, automotive brake technology has come a long 

way over the past two decades in the control of NVH. Indus-

try-leading manufacturers create top-of-the-line friction formu-

lations and shim technology that work together to damp the 

frequencies of sound and vibration caused by braking. Relying 

on these top-quality manufacturers, as well as ensuring that your 

comprehensive brake service includes a complete brake job, will 

help to virtually eliminate noise, vibration, and harshness from 

your braking experience.   JN

With almost 20 years of experience in the aftermarket as a friction 

engineer, Ron is the engineering manager of Friction Products at  

GRI Engineering & Development, Inc.

“Elimination of noise, vibration, and 
harshness is critical to a comfortable, 
safe ride.”
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Antoine Labbé always wanted to give 

back to his community. He just didn’t 

quite know how. 

The automotive tech teacher at École 

secondaire E.J. Lajeunesse, a French- 

language high school in Windsor, Ont., 

knew his skills as a certified automotive 

service technician could be put to good 

use by helping families in need to have a 

car to get to and from work.

“I’ve had [the idea] since I started teach-

ing, but I just haven’t had the support or 

experience to launch a project like that,” 

he says.

In 2013, he applied for a grant, through 

a program from the home improvement 

chain Lowe’s called Toolbox for Educa-

tion. He had to show he had partners in 

the community to help with his plan.

That was easy, Labbé found.

He got in touch with the local United 

Way. He called up Family Services 

Windsor-Essex. It didn’t take much to 

convince those groups.

“We threw the idea at them and they 

pretty much said yes on the spot,” Labbé 

says. The United Way, Labbé says, donates 

$5,000 a year to purchase parts, and Family 

Services takes care of the application pro-

cess to find families in need of a vehicle.

Then he contacted local businesses. 

They, too, jumped at the chance to help 

out. Beverly Tire donated tasks like the 

safety inspection and e-test for certifica-

tion. Benson Auto Parts secured parts 

donations from suppliers. Shelley Ryan, 

a fellow teacher who used to work in the 

marketing department at Chrysler and 

now heads the business program at the 

school, helped with filling out the paper-

work, since Labbé admits that wasn’t quite 

his forte. “I couldn’t have done all of this 

without her.”

For Aaron Habib, Benson’s operations 

manager for southwest Ontario, being part 

of the project was a no-brainer.

“To see that much passion to support 

people in our community was unbeliev-

able,” he says, adding that it was “unreal” 

to see all the partners come together to 

back Labbé.

Armed with so much support, Labbé 

was awarded a grant of $9,000 to start 

Rebuilding Wheels, Rebuilding Lives. 

“We needed those community partners 

to make the project viable and to get the 

grant,” he says.

The reason the project got such a positive 

reaction was that it served a need within 

the community, he says. “In this area here, 

we have a challenge with not enough pub-

lic transit. And for people who need to get 

TEACHER, STUDENTS HELP REBUILD WHEELS AND LIVES

to work, it’s tough if they can’t afford a  

vehicle. It’s a serious problem here.”

Recipients need to have a job so they 

can care for and maintain the vehicle, 

Labbé says.

And the support has continued to grow. 

Labbé, who has been teaching for seven 

years, is partnered with Jeff Smith’s County 

Chevrolet dealership, which supplies three 

cars a year. Usually, these vehicles are 

trade-ins, and the dealer handpicks which 

cars will be right for the project.

“It’s awesome to see the kids being a 

part of it, and knowing that they’re helping 

the community and helping families,”  

says Barb Monette, office manager at the 

Chevrolet dealership. “People can get to 

work and back and help their families out. 

It helps them tremendously.”

The dealership also helps with the 

transfer of ownership, licensing, and all 

the other administrative tasks that go into 

getting the car ready for the family. The 

dealer covers these costs and provides a 

one-year warranty on the powertrain.

Education/Community Support

AUTO TECH TEACHER ANTOINE LABBÉ STARTED REBUILDING WHEELS, REBUILDING LIVES TO REPAIR CARS WITH HIS STUDENTS AT ÉCOLE 

SECONDAIRE E.J. LAJEUNESSE IN WINDSOR, ONT., SO THAT FAMILIES IN NEED WOULD HAVE A VEHICLE TO GET TO AND FROM WORK.

Students and partners of the Rebuilding 

Wheels, Rebuilding Lives project gathered 

for the giveaway of a rebuilt 2006 Pontiac 

Grand Prix in September 2016. Students, led by 

teacher Antoine Labbé, replaced the brakes, 

muffler, battery, struts, and more.
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“We know it’s helping a family directly, 

and it’s a great feeling,” Monette says.

It’s a lesson that his students can learn 

from. Labbé wants his kids to help out and 

be involved in the community. “I try to 

teach my kids that you got to do what you 

are able to do. Use your talents. Do some-

thing productive with your talents.”

And they responded. “The kids are 

pumped. You should see the students at 

these events,” Labbé says, adding that 

they’re “beaming” at events and “proud  

to be part of the project.”

And it’s not just his auto students help-

ing out. Other departments like the culi-

nary team and business class help put on 

the events when giving away the car. So 

far, five have been given away.

“The culinary arts class did a barbecue. 

The music class did a show for one event,” 

he says. “The business is in charge of set-

ting up the event and coordinating logis-

tics. It’s a school project.”

Labbé limits what kind of car he and his 

students will take in.

“I’m not a body mechanic,” he says, so 

any vehicle requiring such work won’t 

be accepted. But he looks for something 

with a decent powertrain, and ideally, low 

mileage and a transmission that is in good 

shape and doesn’t need rebuilding.

“We’re doing a lot of tuning up of the 

engine, timing belts, water pumps, shocks, 

struts, brakes all the way around, align-

ment (and) tires,” he lists as common 

tasks performed.

Labbé is thankful for all of the support 

he has received so far. “Everyone has been 

on board 100%,” he says.   JN

Top: Students Owen Seeger (left) and Joseph 

Reaume replace the fluids and filter in the 

transmission of a 2006 Pontiac Grand Prix. 

Above left: Students Joseph Reaume (left)  

and Owen Seeger replace the front brake  

pads and rotors of a 2006 Pontiac Grand Prix 

in September 2016.

Above right: Hunter Hill, a student of the auto 

shop program, raises a 2006 Pontiac Grand 

Prix to replace control arm bushings  

in September 2016.
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LinkedIn was once derided as the 

“biggest social media platform you 

never visit,” but that’s no longer the case. 

If you’ve just been using LinkedIn for 

HR-related research – whether you’re 

a professional seeking to change your 

employment or an employer looking 

for suitable candidates – you’re missing 

out on a large portion of its connectivity 

potential. In fact, you really can’t afford 

not to have a presence on the platform 

these days.

LinkedIn combines two useful streams: 

both personal and company profiles. 

Both have certain advantages, but each 

serves a unique purpose. It’s worth your 

while to create profiles both for your 

company as a whole, and for yourself 

personally, although each may have a 

slightly different goal.

LinkedIn’s prime virtue is its ability 

to connect professionals all over the 

world. But its marketing potential tends 

to be underappreciated, simply because 

it’s not as high-profile as social media 

headliners like Facebook and Twitter. 

It’s true LinkedIn’s user base is dwarfed 

by Facebook (as of Q3 2016, it had some 

467 million active users, compared to 

Facebook’s 1.86 billion), but numbers 

like these only tell part of the story. By its 

very nature, LinkedIn users are primarily 

oriented to business and professional 

interests, so the uses who are likely to 

seek out and visit your LinkedIn page are 

likely to be much more focused on the 

advantages your company offers.

The platform has a number of unique 

features that set it apart, from Showcase 

pages that allow you to organize your 

company’s different specialties, to very 

powerful search capabilities. Another 

or auto parts wholesale, for example – 

particularly within the first 150 characters 

of your company description, which is 

where Google’s algorithms tend to focus, 

to activate this feature. 

Showcase Pages are supplementary 

pages you can add to your main page 

that organize your profile into separate 

sections that allow you to focus on each 

of the services and product categories 

you carry in detail. You can also add 

pages that provide extra information 

pertinent to your company, such as 

testimonials, how-to articles, and detailed 

product information, all easy for users to 

access with a mouse click or two. 

Like all social media, to build a regular 

following you should regularly post 

relevant content to your LinkedIn profile, 

with a clear business focus, such as new 

lines, company news and bulletins, and 

GROWS UP
useful feature is its ability to show you 

automatically how you are joined to 

connections, or those who ask to be 

connected to you, offering a useful 

networking tool to other potential 

connections.

Your company profile, like your 

Facebook profile, should give a complete 

introduction to your company: who you 

are, the products and services you offer, 

your complete contact information, 

and links to your website. But where 

Facebook’s raison d’etre is the personal, 

human face of your company, LinkedIn 

is all business: a chance to highlight 

your brand and expertise. Take care 

to present a professional image in 

profile photos and copy, and focus on 

the business advantages of working 

with you. It’s worthwhile to invest 

in professional photography of your 

business and personnel for your profile 

page; as with all social media, 

visual presentation is important, 

and a polished image is worth the 

investment.

Link to your LinkedIn page from 

your website. Encourage employees 

to add your page to their current 

work experience. These links will 

boost your LinkedIn company page 

search ranking.

One of LinkedIn’s most useful 

features for business users is 

its powerful SEO capability, 

which can help your page 

rank higher in Google 

searches. Seed your com-

pany description with 

keywords that target your 

specialty – automotive 

repair, auto aftermarket, 
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These days, LinkedIn is much more 

than merely a forum for finding a new job, 

or a new hire. If you’re more interested 

in engaging with business colleagues and 

clients than in cute cat videos and other 

people’s vacation pictures, it may be time 
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product updates. You can also share and 

repost business-oriented information such 

as articles and updates from suppliers 

or business media. The objective is to 

position yourself as an expert, as well as a 

useful resource.

Consider joining (or starting) LinkedIn 

groups to help zero in on the particular 

interests (and other users) that are 

relevant to you. There are groups on 

every conceivable business topic; simply 

search “Automotive Repair,” “Sales and 

Marketing,” or “Aftermarket” to find one 

that interests you, then read the posts. 

However, as with Facebook, it’s easy to 

start a new group, so read the content 

and check the date of the last post to see 

if it’s worth your while to join. Or start 

your own and start posting – sooner or 

later, others will join you.

At least as important as LinkedIn 

company profiles are its personal ones. 

While it’s become almost mandatory 

if you are embarking on a job search, 

it’s worthwhile to have a personal 

LinkedIn profile even if you have no 

plans to change jobs, since it can act as a 

supplemental tool to your business. Often 

potential clients will read up on company 

personnel before deciding whether to 

patronize your business, and it provides 

another opportunity to present yourself 

and your company as experts.

Much of the same rules apply to 

personal profiles as company ones. Take 

care to maintain a polished image. Just 

as you wouldn’t show up to an important 

meeting in flip-flops and beach jams, 

don’t post pictures of yourself with the 

kids at Disneyland –your profile picture 

and the content you post should set off 

your image as a professional.

The content on your personal profile 

should be an adaptation of your resume, 

and can be formatted in a similar way. 

Use your judgment; don’t be afraid to 

edit it to include only information that’s 

relevant to the field you’re in now (or 

would like to be in, if you are on a job 

hunt). You should probably leave out 

the summer job you had in your teens as 

a snowboard instructor – unless you’re 

highlighting your experience as a trainer, 

of course!

to take another look at Facebook’s more 

serious cousin.   JN

Luciana Nechita is director of public affairs 

at AIA Canada; Martha Uniacke Breen is 

contributing editor of Jobber News.
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GOLD AS AN ECONOMIC INDICATOR

BY MARK 
BORKOWSKI

Gold can have multiple personalities. 

Sometimes it can act like a hedge 

against inflation; sometimes it can act like 

a safe-haven asset. But its most important 

attribute is something that most people 

don’t even tend to think about: it can also 

act as a barometer of economic success. 

The price of gold can be considered as an 

economic stimulus gauge.   

I recently had a chance to interview 

Mike Verge, author of the newly 

published book Global Deflation and the 
Next Great American Decade to Come 
(available on Amazon). In his book, he 

argues that the most important attribute 

of gold is that it is not reproducible. You 

can’t duplicate it and you can’t print more 

of it. Although there are a number of gold mines in 

the world, they add very little incremental gold to 

the system every year. For all intents and purposes, 

the amount of gold we have now is the same as 

we will have one hundred years from now. Unlike 

printed money, if work is performed in return for 

one ounce of gold, it will retain its value whether 

you are paid in one, ten, or one hundred years. 

The good news is that gold tends to retain its 

value; the bad news is that it doesn’t earn interest. 

In our interview, Verge went on to explain how 

gold can be thought of as land on the outskirts 

of a city. At a very general level, the value of 

land would increase if the city was expanding 

and people agreed to pay more for that land in 

the future. Likewise, its value would decrease 

if the city was shrinking and people paid less. 

However, interest rates can have a very big impact 

on the future price of this land. The difference 

between the return on the asset and the interest 

rate is called the “real interest rate.” If the land 

was expected to go up by 4% per year (inflation) 

and interest rates were 3%, would you buy it? 

Yes, because you could borrow the money for 

less than the return. The real interest rate to you, 

the buyer, would be negative. It would be minus 

one. If interest rates were 5%, would you buy the 

same piece of land? No, because the real interest 

rate to you would be positive. It would be plus 

one. Therefore, most of the time, assets like land 

and gold go up if the real interest rate is negative 

(accelerant), and it goes down if real interest rates 

are positive (brakes).

As you can see from Verge’s model above, the 

further negative the real rates go, the higher the 

price of gold. From general observations, it could 

be reasonable to assume that the neutral rate for 

gold could be around $US1000. That means that if 

the real interest rate were zero (i.e., no accelerant 

or brakes), the price of gold would be $US1000. 

If real interest rates go up (brakes), gold would 

go below $1000. If real interest rates go negative 

(accelerant), then gold would go over $1000. 

So although gold does not really accelerate the 

economy, it can be a reliable indicator of how 

much stimulant or “accelerant” is being applied to 

the market. If real interest rates reach minus two 

or three per cent, gold could skyrocket to three or 

even four thousand dollars per ounce.

In his book Global Deflation, Verge develops a 

number of new intuitive models. His model for 

gold is just one of them. He calls his new models 

“Economic Sunglasses.” They must be working, 

because when you read his book and put on his 

sunglasses, everything becomes much more clear 

and understandable. It’s actually quite fascinating! 

He says that gold can be a very simple accelerator 

gauge on the dashboard of our global economic 

engine. 

I asked him what he would do if he were Janet 

Yellen, chair of the U.S. Federal Reserve System, 

entering a severely deflationary period. He replied 

that he would go with extreme negative real 

interest rates, turn on the accelerant, and ramp up 

the price of gold. He would, in effect, put the pedal 
to the metal!   JN

money & management  |  

Mike Verge is president and CEO of Verge and Associates Strategic Consultants. He can be reached for comment at verge.mike@gmail.com.

Mark Borkowski 
is president of 

Mercantile Mergers 
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com
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WHY SHOP OWNERS SHOULD CHARGE  
MORE THAN ONE LABOUR RATE

Too many shop owners still use one catch-all 

labour rate for their business. Yet if they do not 

update the way they charge their customer/client 

for services rendered, it can be a major contributor 

to the demise of their shop. A new dimension 

that must be understood today is the tier labour 

rate system, or the practice of charging a range 

of different rates depending on the task being 

performed and the qualifications of the technician 

doing the work.

The tier labour rate is invoked when diagnostic 

services or re-flash services are required for the 

client’s vehicle. There is no flat-rate manual to 

follow; it is solely based on the skill level of the 

technician involved. 

Many shops fail to understand that the future of 

their business will be based on their knowledge 

and skill to diagnose the technology under the 

hood, in order to discern what has failed inside 

the vehicle. When technology fails, a systemized 

strategy – which consumes time – is required to 

diagnose and fix the problem. This issue involves 

special expertise by a qualified technician, 

coupled with the know-how of using high-end, 

expensive equipment, along with Internet savvy.

Another element that factors into this type 

of diagnosis is that management, or the service 

writer, is required to spend time with the client 

explaining how the diagnosis is taking place. This 

time is substantial, especially compared to the 

time it takes to explain a mechanical repair or 

maintenance service. Building this level of trust 

with the client/customer takes time.

In order to set a realistic door rate for diagnostic 

work, the mathematical formula must take into 

account the above-mentioned issues, plus the 

cost of specialized diagnostic equipment, ongoing 

software upgrades, and regular diagnostic training 

courses. 

As of 2017, the financial equation to calculate 

the retail door rate for mechanical/maintenance 

work is 4.5 times the hourly wage of the top 

mechanical/maintenance technician. For example, 

if the top mechanical/maintenance technician 

is earning $28 per hour, then the retail door 

rate charged to the customer/client should be a 

minimum of $126 per hour.  

In the case of diagnostic work, the technician 

is probably earning in the $30 to $35 per hour 

range; the multiple for this expertise is the hourly 

diagnostic wage of this 

technician times 5.35.  

So in our example, the 

diagnostic rate for a 

technician at $35 per 

hour multiplied by 

5.35 equals $187.25 per 

diagnostic hour.

For the re-flash rate, 

due to subscription 

fees required to access 

the OEM website, the 

multiple for 2017 is 6.0; so a diagnostic technician 

who is being paid $35 per hour would charge out  

$35 X 6.0 = $210 per hour for the re-flash portion  

of the job.

The shop now charges a minimum of three door 

rates, depending on the competency level of the 

technician doing the work. The trade days are 

over, as the aftermarket shop business moves to a 

truly highly skilled profession – from management 

to service advisor to technician.

Consider taking the time to talk and discuss 

diagnostic billings with your shop client base. If 

the client does not recognize the skill level and 

technological expertise that is required to maintain 

today’s vehicles, he/she had better enroll, and 

receive, some competent business management 

training. Understanding the value of diagnostic 

time, and charging accordingly, is important to 

cover costs and contribute to the service shop’s 

bottom line.   JN

business management  |  

“Understanding 
the value of 
diagnostic time, 
and charging 
accordingly, is 
important to 
cover costs and 
contribute to the 
service shop’s 
bottom line. ”

BY BOB 
GREENWOOD
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CEO of Automotive 
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management 
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in North America.
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