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An Ontario technician stood trial this 

summer for his role in a deadly car 

crash that happened five years ago.

Joe Ramono of Pro Street Auto Sales 

and Service, in Stouffville, Ont., wasn’t 

the driver or a passenger in either of 

the two vehicles that collided head-on 

near Peterborough, Ont.

He wasn’t a witness to the crash, or 

anywhere near the scene of the crime.

He didn’t know the victim, a 27-year-

old woman named Abigail 

MacNaughton, driving a compact car 

home from her day job at a children’s 

camp.

By most accounts, he didn’t even 

know Billy Towns, the 21-year-old driver 

of a dangerously neglected 1995 Dodge 

2500 pickup truck, who was speeding 

and overtaking other vehicles with 

reckless abandon that day.

No, Joe Ramono was charged with 

criminal negligence causing death for 

having inspected that pickup truck only 

a month earlier and giving it the 

all-clear, despite a long list of worn and 

broken parts.

If it surprises you to hear that a tech-

nician could be criminally charged over 

a simple vehicle inspection, you’re not 

thinking hard enough about the impli-

cations of what you do. The public relies 

on periodic inspections – usually when 

a vehicle changes hands or is registered 

in a new province – to ensure that the 

most decrepit vehicles are taken out of 

commission.

If Ramono looked at the truck at all 

(and the assistant Crown attorney who 

prosecuted him insisted he never did) 

how did he fail to notice the missing 

muffler, numerous holes in the floor, 

exposed brake cables and wires, rusted 

cab mounts, and – most troubling – a 

faulty steering shaft with over 120 mm 

of free play?

The safety certificate he signed 

indicated no faults were found.

Prosecutors called that a blatant case 

of professional misconduct, deserving 

of the very serious charge of criminal 

negligence causing death.

Fake safeties are not a theoretical 

danger to society. They are a practical 

concern – real in every sense of the 

word. The connection between 

negligent work by auto repair techni-

cians and potential carnage on public 

roads is something our industry must 

grapple with. We have to understand 

our responsibilities in this matter. We 

are placed in a position of public trust. 

To abuse that trust is to court tragedy. 

And sometimes the threat of tragedy 

actually comes to pass, as it did in this 

case.

Ramono is no longer listed on the 

Ontario College of Trades website as a 

working technician. His company has 

been shuttered. He is no longer in the 

auto repair business. But he did beat the 

charge of criminal negligence causing 

death. Ultimately, jurors were not 

convinced beyond a reasonable doubt 

that his actions or inactions led to the 

accident.

Joe Ramono walked away from court, 

guilty only of uttering a forged 

document, for which he will be 

sentenced later this month. He walked 

away unscathed from the carnage on 

County Road 4.

Unfortunately, Abigail MacNaughton 

did not. 

Please tell me what you think of this 
unfortunate case, and how our industry 
should respond to the phenomenon of 
fake safeties. You can reach me at  
allan@newcom.ca
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Safety work should be by 
authorized shops only
I’d like to know if Ontario’s Ministry of 

Transportation has considered 

changing the way safety inspection 

“rechecks” are done. Currently an 

authorized shop can make a list of 

required repairs, and the owner of the 

car can do the repairs himself or hire 

someone to do them. However there’s 

no paper trail required to prove that 

the work was done by a qualified 

person. This puts the re-inspecting 

shop in the uncomfortable position of 

having to ensure quality control.

I believe any repairs required for a 

safety inspection should only be done 

at a certified inspection shop. Does 

anyone know if such a suggestion has 

ever been raised at the government 

level? It would certainly would be a 

benefit to our industry.

Wayne Quigg
Art Quigg’s Service, London, Ont.

Why are carmakers so 
gung-ho about autonomous 
cars?
Most people enjoy driving their own 

cars, so why are car companies pushing 

so hard for autonomous cars? (“AIA 
Paper Looks at the Future of our 

Industry,” June 2017.) How confident 

will people feel sitting in a vehicle that 

they’re not in control of? I’m pretty sure 

it will scare the hell out of most folks!

And who will service them when they 

get here? What training will be available 

for technicians? Our trade already has 

a serious lack of competent mechanics. 

Electronic diagnostic techs are few and 

very far between!

After the first round of injuries, 

deaths, and lawsuits, I think the public 

will lose confidence in the entire 

concept. Maybe the engineers should 

just quit while they’re ahead and leave 

cars the way they are.

Peter Kasala
Cormier Auto Repair
Trenton, Ont.

Quality aftermarket parts 
don’t seem to be an option
I read your article about selling premium 

parts (“Other People’s Money,” May 2017) 

and I agree with you. However, the issue 

I still have is whom to believe. Our 

suppliers tell us the imported parts we’re 

buying are the best possible quality in 

the aftermarket. There’s no better after-

market parts available. The only alterna-

tive is to buy them directly from the OEM.

And, sure as heck, today I’m looking 

at an aftermarket control arm that we 

installed less than a year and a half ago. 

It came with a five-year warranty, but 

it didn’t last half that long. Sure, the 

cost of the part will be reimbursed, but 

who’s supposed to pay the labor?

In the old days, we could rely on an 

aftermarket company to make a 

superior part that cost less than the 

OEM version. And it would actually 

last. It was a win-win. The customer 

paid less, and I made a bigger profit. 

That’s no longer possible, sorry to say.

Alan Gelman
Co-host of “Dave’s Corner Garage”
Co-owner of GlennAlan Motors
Toronto, Ont.

Substandard parts are the 
real problem
There’s a lot of talk about trade deals 

like NAFTA (“Thousands of Jobs at Risk 
if NAFTA Killed,” March 2017). I wouldn’t 

especially call NAFTA a disaster. In our 

industry, the bigger problem is poorly 

made parts coming from across the 

Pacific. Companies have gone over 

there, set up facilities, and then flooded 

our markets with substandard products. 

They say that they have to do that in 

order to remain competitive. I think they 

just do it to maintain their profit 

margins; quality be damned. NAFTA 

needs a tune-up, I’d agree to that. But 

that offshore stuff has got to go! There 

are a lot of us who will gladly pay more 

for quality product made right here.

George Stringam
Taber Diesel Service, Taber, Alta.

Competitions are a great 
way to showcase tech skills
The recent Mazda competition (May 
2017) is a great way to get your mechanics 

motivated. I’ve always thought that auto-

motive technicians are under-rated, 

given the skills required to be competent 

in this industry. Personally, I think first, 

second, and third prizes should be trips 

to Hawaii! Congratulations to all the 

competitors.

John de Best
Retired, BCIT, 
Burnaby, B.C.

www.autoserviceworld.com
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EYESPY

The owner of this vehicle was 
tired of losing gas to a mysterious 
siphoner. Trevor Webster, service 
manager at Murray Chevrolet 
Cadillac Buick GMC in Brandon, 
Man., sent in this picture of 
his customer’s rather dramatic 
solution to the problem. The thief, 
he reports, turned out to be his 
customer’s next door neighbor!

Have an interesting picture to share? 
Send a high-resolution image to  
allan@newcom.ca

Tough 
neighborhood!



How do you express your creative side?
My husband, Wayne, took 

some discarded tools from 

an overflowing garbage 

bin, and put together a 

collage that has become a 

sign for our shop. He 

designed it, and turned it 

over to our employee 

Lester Douglas for welding. 

The frame is an old exhaust pipe.

This “masterpiece” now adorns the wall of our garage and 

is a topic of conversation with customers.

Too often a garage facility is all work and no play. We’d love 

to know how other shop owners and fellow technicians have 

expressed their creativity during downtime!

Heather Hetu
Hetu’s Auto Repair
Bancroft, Ont.

CASIS is unknown or poorly understood
Concerning your article on fixing “the CASIS gap” (March 
2017), I think the failure of the Canadian Auto Service 

Information Standard is less in the agreement than in the 

fact that it was not well advertised once it was created. 

Technicians and shop owners either don’t know it exists, or 

don’t understand how to access the information they need. 

Nearly everything I’ve ever heard from a technician about 

something not being available is in fact available.

Peter Foreman
Foreman’s Integra Tire Auto Centre
Langley, B.C.

Effective security is worth every penny
I enjoyed your look at shop security (March 2017). In this life, 

where anything can happen, security is never guaranteed. 

Your first and best line of defense is a great insurance plan, 

through a broker that deals specifically with our industry.

The one we use addresses risk factors that were never 

considered by any other broker. They actually understand 

the insurance challenges that our industry faces at every 

level.

As for security, we’ve invested in a great 24-hour monitored 

alarm system that includes glass-break and motion sensors, 

video cameras, open-close sensors for all exterior doors, and 

heat sensors. Using wifi or data, we can monitor all video 

camera feeds on a phone or laptop, activate and deactivate 

the system remotely, and lock or unlock doors as needed.

I do not begrudge the monthly payments. Peace of mind, 

personal security, and lower risk factors at the shop are worth 

every penny.

Beverly Kaltenbruner
Harold’s Auto Service
Lethbridge, Alta.
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An automotive trainer says the United 

States should follow the example of 

Canada and The Netherlands if it ever 

hopes to solve its growing technician 

shortage.

Speaking at the biennial 

Automechanika trade show in Chicago, 

Craig Van Batenburg, told an audience 

of shop owners that six key elements 

of the Dutch and Canadian training 

programs would go a long way to 

increasing the supply of young techni-

cians entering the field.

The founder of the Automotive 

Career Development Center (ACDC) 

in Worcester, Mass. is advocating for a 

formal apprenticeship program that 

includes post-secondary education, 

mandatory licensing for technicians, 

a generous internship (or pre-appren-

tice) program, shop-provided tools for 

new technicians entering the field, and 

an end to flat-rate pay.

“The old way is simply not working,” 

he said. “We have to try something new 

if we’re going to solve this problem.”

Van Batenburg said Canada has 

already had success with its appren-

ticeship program and mandatory 

licensing.

“Canada is partly there with interns, 

apprentices, and licensing,” he said. “I 

think America might do well to emulate 

those programs.”

His vision is for shops to open them-

selves up to young “interns” from near 

and far who want experience in the 

automotive repair industry so they can 

assess it as a career option. The shop 

would provide the tools they need to do 

the job, mentoring, a place to stay, a car 

to drive if necessary, and a small stipend. 

The internship would last six to eight 

weeks, and only the most promising 

would be invited to stay on as “appren-

tices,” with ever-increasing responsibil-

ities, a reasonable wage, and ongoing 

formal education.

“That might sound expensive when 

you first hear of it. But it’s not expensive 

if it builds your workforce,” he said. 

“What’s truly expensive is having no 

person at all, or the wrong person in 

place.”

With spirited audience participation, 

Van Batenburg separated the 

“symptoms” of a struggling auto repair 

industry from the underlying problems 

that create them.

“It’s a lot like peeling an onion,” he 

said. “If you want a solution, you first 

have to figure out the real source of the 

problem. I believe a lot of the problems 

in our industry are actually symptoms 

of poor management. The root problem 

is poor management.”

www.autoserviceworld.com
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SHOCKS & STRUTS

SHOCKING
REWARDS!

The Monroe®

Shocktober® 2 
Fall Consumer 

Promotion
gives your customers

an incentive to buy!

Contact your local Monroe

representative or visit

www.monroe.com

for promotion details.

This is a mail-in rebate. Restrictions apply.

Offer may not be combined with any 

other discount, offer or rebate.

PROMOTION PERIOD:

SEPTEMBER 1
through

OCTOBER 31, 2017
© 2017 Tenneco Automotive

Operating Company Inc.Automechanika Chicago and the National Automotive Collision Exposition (NACE) 
joined forces to offer a trade show and training event for the entire aftermarket.

Automechanika workshop 
tackles technician shortage
Dutch and Canadian ideas 
held up as potential solutions 
to an ongoing problem.

By Allan Janssen



Aspiring auto repair technicians in Quebec will have access 

to a financial assistance program through a new scholarship 

program from NAPA.

Alain Primeau, regional vice president for Quebec, said the 

scholarship is meant to encourage young people to pursue 

a career in auto repair.

“The idea to create a scholarship program to support 

workforce development and ensure young mechanics have 

the skills that shops are looking for came about at an advisory 

committee meeting for NAPA Autopro members,” he said.

The company anticipates giving out $10,000 in scholarships 

this year, said André Couture, regional director of NAPA 

Autopro in Quebec. Several fundraisers, including a golf 

tournament, were planned to raise the funds.

Recipients are to be chosen by a committee that includes 

representatives from Montreal training provider CETEMMM.

“We are thrilled to be a part of this initiative to help young 

people who are interested in the field of mechanics,” said 

CETEMMM president Dominique Bousquet. “The NAPA 

Autopro scholarship will give young apprentices an invaluable 

head-start, while training the next generation for service 

centers.”
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Maybe it’s time for retirement or perhaps 
you are ready for a new challenge. 
Whatever the reason, when its time to 
sell consider Mr. Lube. We are looking 
for potential franchisees and conversion 
opportunities for existing independent 
operators who would like to take their 
business to the 
next level or exit 
the business and 
lease or sell 
their location 
to Mr. Lube. 

hisees and conversion 
existing independent 
ould like to take their 

For additional information, please email
franchising@mrlube.com and a representative 

will be in contact with you.

Mr. Lube Offers:

 • A respected brand name supported with 
award winning advertising programs.

 • Established operating system.

 • National purchasing programs 
and partnerships.

 • An extensive franchisee support team.

Time
To Sell
Your

Quick
Lube?

NAPA launches scholarship to 
ease tech shortage in Quebec

Stay current with:
• Industry news and innovations

• The latest products and game-changers
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• Greenwood’s Garage video series
• Aftermarket events and more!

Subscribe to the 

e-newsletter 
and get a chance to 

win an iPad!

Sign up for the newsletter between August 20th and November 30th and be entered  

for a chance to win an iPad. Chances to win depend on the number of submissions.  
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Sign up for the twice weekly 
newsletter to be entered in 

the draw to win!
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Repair shops that want customers who 

put a high value on vehicle mainte-

nance should concentrate on attracting 

older, wealthier Canadians.

That’s just one of the insights found 

in “Maintenance & Repair: Views of 

2,000 Canadians” – a recently released 

Automotive Industries Association of 

Canada (AIA) survey on consumer 

attitudes toward auto repair.

The report, conducted for AIA by 

Quorus Consulting Group, was released 

last month to give the independent 

aftermarket some insights into how to 

attract and retain the right kind of 

customers.

It found that young vehicle owners 

are the least maintenance conscious 

(only 44% of them consider it a high 

priority), while 75% of Canadians aged 

65 and older consider maintenance a 

high priority.

Maintenance is also reported to be 

a high priority among respondents with 

a household income of at least $80,000 

a year, a much higher priority than 

among those who make less than 

$40,000 a year.

“This is good business intelligence,” 

said France Daviault, AIA’s senior 

director for stakeholder relations. “This 

gives an idea of what consumers are 

thinking, how they’re making their 

choices, and how can that inform a 

shop’s strategy.”

She said the information just might 

give independent shops some leverage 

over new-car dealership service 

departments.

“There is a perception that the after-

market has to work so much harder 

than dealerships to bring customers 

in, and that dealerships have captured 

the bulk of consumers even for regular 

maintenance,” she said. “But this report 

shows there’s a huge opportunity for 

the aftermarket because consumers 

have a better view of independent 

shops than they do of dealerships. Even 

for vehicles that are still under 

warranty, there are consumers who 

believe that it is better to bring their 

car to an aftermarket shop.”

Those who only go to dealerships for 

service cite vehicle warranty as the 

main reason (29%). Trust (24%) and 

knowledge of the vehicle (18%) were 

also cited. Competency was a factor 

for only 8%.

Among those who never go to deal-

erships, 56% said auto parts and labor 

cost too much there, and 16% believe 

it is cheaper to go to an independent. 

Some 16% of those who never go to a 

dealership say it is because they do not 

trust dealerships.

The report, which draws conclusions 

from an online survey of 2,284 vehicle 

owners, is part of AIA’s Consumer 

Behavior Series. 
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NEWS

By the NUMBERS 
Stats that put the North American automotive aftermarket into perspective.

The amount, in U.S. 
dollars that Canadians 
said they’d be willing 

to pay for wifi in their next vehicle. It was 
the lowest amount among five countries 
surveyed. Americans said they’d be willing 
to pay $472, Germans said $322.
IHS Markit

Percentage 
of Canadian 
motorists who 
feel drivers 
have a moral 
obligation 
to protect the environment by 
ensuring their vehicles are as  
fuel-efficient as possible.
Tire and Rubber Association of Canada

Number of personal 
vehicles replaced by a 
single car-sharing vehicle. 

A ride-sharing vehicle replaces  
4 personal vehicles.
AlixPartners

Percentage of new cars and light trucks in the 2017 model year run with 
turbocharged engines. That’s the sixth annual increase in turbo use, and a new 
record, up from 24.1% in the 2016 model year.
WardsAuto survey

It can cost up to 30 times as much to 
attract a new customer as it does to 
retain existing customers.
Kukui

Number of 
franchised new 
car and truck 
dealerships in 
Canada.
Canadian Automobile Dealers Association

Number of cars and commercial vehicles 
produced in China in 2015. That’s more 
than double the United States’  12.1 
million.
International Organization of Motor Vehicle Manufacturers

The number 
one reason 

why consumers still see a need to visit 
dealerships when considering buying 
a new car. Though online shopping 
increases every year, other reasons to 
visit a dealership include: Seeing the 
car ‘in real life,’ negotiating a better 
price, getting additional info, getting 
personal advice and getting to know 
the service team.
Capgemini Cars Online 2017

The number of new cars estimated 
to be sold in 2019 in the U.S., the 
lowest point expected in the next 
five years.
AlixPartners U.S. auto forecast & analysis 2017
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Test drives
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Would you buy your kid a new hockey 

helmet simply because your name 

would be entered in a draw to win a 

prize?

Probably not. You’d probably be 

more concerned with buying 

the right helmet for your 

child, making sure that it fit 

properly and would keep 

them safe on the ice.

Now, let me ask you this: 

Would you buy brake pads 

or steering components 

just to get your name 

entered in a draw?

As shop owners, we often 

face that opportunity. But 

do we make the same careful 

choice that we would for our 

own children? Are we buying 

the best parts for our clients? Or 

are we just buying parts to get a prize?

Those giveaway campaigns may have 

worked in a previous era, but times 

have changed! Technology has rein-

vented our business. And with the 

complexity of modern vehicles, it’s 

more important than ever to source 

the best possible parts.

We need the ones that come with a 

good warranty, and offer fit, form, and 

performance that meets (or exceeds) 

the OE part. Not the ones that come 

with a little gift.

Our businesses have to be more 

sophisticated than that, and I challenge 

all parts manufacturers to help us 

establish new standards for choosing 

replacement parts.

Given the kind of promotional offers 

I see almost every day, we have a long 

way to go!

Yes, we seem to be past the days 

when T-shirts and hats were the most 

common incentive. But there are still 

lots of schemes to be found. Buy one 

get one free. Collect end-tabs and win! 

Show proof-of-purchase for your 

chance to win! “Like” this on Facebook. 

“Share” that on Instagram. All in the 

hopes of getting something for nothing.

It makes me wonder what these 

manufacturers really think about us. 

Is this how modern businesses should 

be run?

One of the most insidious “rewards” 

offered are prepaid credit cards or gift 

cards. The implication is that you can 

use these for your personal spending 

pleasure. Buy yourself an iPad or a set 

of golf clubs. Yeah right! Did you know 

that you have to claim those things as 

personal or business income when 

filing your tax return? Tell me if it’s still 

as valuable to you when you have to 

pay tax on it!

We’re professionals and should be 

treated as such. We can create our own 

staff bonus programs and customer 

sales incentives. We don’t want to be 

“hustled” into specifying a particular 

brand of aftermarket part.

Here’s my suggestion to manu-

facturers. Why not take that 

dollar amount that they were 

going to give away and apply 

it in a more professional way. 

What we really need is 

technical training, service 

information hotlines, 

business management 

consultation ,  c l ient 

retention programs, laptops 

and tablets for professional 

use, facility renovations, 

marketing and branding ideas, 

new signs and logos… the list 

goes on and on.

For the aftermarket to be 

successful we don’t need trinkets. We 

need business assistance. That’s what 

will really help us.

Or if that’s too complicated, how 

about just selling quality parts, backed 

up by a generous warranty, with a 

proper labor component?

You get the point.

As independent service providers, 

we need to stop buying into ridiculous 

incentives when making purchase 

decisions. We don’t need another 

chance to win a barbecue. We need 

good relationships with our distribu-

tors, the respect of our suppliers, and 

quality parts to sell.

After all, we are professionals, are we 

not? 

www.autoserviceworld.com

No more trinkets!

Bruce Eccles is owner of 
Eccles Auto Service, with 
three locations in  
Dundas, Ont.

IT’S YOUR TURN

Got an opinion? We’ll happily give you a page to get it off your chest!  
Send your rant to allan@newcom.ca 

It’s time our suppliers offered incentives that will truly help our businesses. By Bruce Eccles
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It was a simple question from a 

customer: Could we exchange a 

couple of burned-out bulbs in his 

2012 Mercedes-Benz?

Unfortunately, the answer was not 

nearly as simple.

A cursory check revealed that at least 

eight of the bulbs at the rear of the 

vehicle were not operating and we were 

immediately suspicious that there was 

a complicated underlying problem 

here. We informed the customer that 

we’d need to inspect the vehicle 

properly in order to come to a conclu-

sive diagnosis and remedy the problem.

The customer authorized an hour’s 

worth of diagnostic time, allowing us 

to go ahead and inspect the vehicle.

Unfortunately, the job got compli-

cated in a hurry when we discovered 

that the driver’s side power seats were 

only functioning intermittently. And 

the diagnostics for this vehicle required 

dismantling the paneling in the trunk 

so we could begin our ‘diagnostic safari’ 

of inspecting fuses, wires, motors, and 

modules. At the conclusion of the diag-

nostic, we determined that the rear 

signal acquisition module (SAM) had 

been damaged by water intrusion.

We presented an estimate for parts 

and labor totaling nearly $1500.

The customer declined the repairs 

and asked us to put the vehicle back 

together instead. When he returned to 

pick up the vehicle, he balked at the 

diagnostic fee and refused to pay it. He 

claimed we were simply telling him that 

the lights were not working, something 

he already knew prior to coming in. We 

reminded him that he’d been aware from 

the outset that a fee would be charged 

for the diagnostic work.

Clearly, this particular customer did 

not see the need to pay for a compre-

hensive investigation to find the source 

of a very elusive problem.

Diagnostic work can be the most 

difficult in the shop, and it often has 

the highest risks associated with it. And 

yet, it’s easily one of the most under-ap-

preciated by the customer.

This is due, in part, to a lack of 

knowledge on the part of the consumer. 

But the service advisor does not escape 

blame if he or she fails to manage the 

conversation about how automotive 

diagnostics works.

How often do customers come into 

your shop and ask if you can simply 

‘listen to a noise’ or ‘look at a light’ or 

‘pull some codes’ for their vehicle? And 

how often do we accommodate their 

request by providing answers and infor-

mation at the drop of a hat.

But information and time are valuable 

commodities. We should not give them 

away just because it can be difficult to 

ascribe a tangible monetary value.

This is why diagnostic work can be 

so challenging to sell. It’s very difficult 

to put parameters and a value on 

something that involves so many 

unknowns. Yet as vehicles become ever 

more complicated, we really need to 

find a workable approach to charging 

for diagnostics.

Let’s start by identifying what we mean 

when we classify work as ‘diagnostic.’

Simply put, diagnostics involves a 

level of intellectual expertise to identify 

both a fault and its root cause. Not all 

diagnostics can be treated equally. 

There’s a vast difference between diag-

nosing an electrical error and diag-

nosing a brake squeal.

Diagnostic work on modern vehicles 

demands the knowledge of a highly 

skilled and experienced technician. 

Often it’s the lead technician in the 

shop who takes on these jobs. His or 

her time is worth its weight in gold. 

Furthermore, the equipment required 

to complete diagnostic work is not 

cheap. Scan tools and OEM subscrip-

tions can often be the biggest expenses 

in a shop.

To break down the risks and costs 

associated with diagnostic time, let’s 

compare an hour in the shop spent on 

diagnostic time versus an hour spent 

completing a brake job.

Diagnostics requires the knowledge 

and experience of a lead technician, 

while a brake job can be done by a 

supervised apprentice. Diagnostics 

requires equipment that is exponen-

tially more expensive than the tools 

required to complete the brake job. 

Furthermore, there’s a much greater 

risk for a comeback with diagnostic 

www.autoserviceworld.com
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How we charge for one of the most difficult and important 
services that we provide is key to our success.

By Alysa Beech
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work. And electronic parts cannot be 

returned to the jobber if they don’t solve 

the problem.

So why do we still find ourselves 

discounting diagnostics or, worse, 

providing it for free? It’s a pattern or 

behavior that needs to be broken – both 

for the sake of the technician and for 

the shop’s profitability.

When both diagnostics and inspec-

tions are properly charged out, they 

should account for between 15-25% of 

your shop’s revenue. This is simply too 

great a total to be given away for free.

So how should we approach charging 

for diagnostic services? Here’s a method 

that has worked well at our shop.

Because we can only charge for time 

on most diagnostic work, and because 

we can’t predict how much time it will 

require, we avoid attaching a time limit 

to any diagnostic task. Instead, we 

focus on the complexity of the problem 

as the determining factor.

Specifically, the diagnostic rate is 

applied depending on the complexity 

of the problem, from Level One to Level 

Three, with each level associated with 

a range of pricing. Our customers are 

told that their diagnostic charge will 

fall anywhere within the pre-authorized 

range associated with the level of 

complexity for their specific issues.

For example, a Level One diagnostic 

could be anything from a no-start, to an 

air conditioning inspection, or a Check 

Engine Light request. Without attaching 

a specific time to the procedure, we 

expect that a Level One diagnostic will 

take anywhere from a half hour to a full 

hour. The rate we charge is higher than 

the regular door rate to reflect the higher 

level of skill needed, the greater risk, and 

the expensive tools required to perform 

the service.

Level Two diagnostics are much 

more complex, often involving multiple 

interacting systems, intermittent 

problems, and time consuming elec-

trical diagnostics. They also may 

require extra time to disassemble parts 

for better access to the problem. 

Finally, a Level Three diagnostic is the 

most complex and time consuming of 

all, requiring the skills and expertise of 

our most senior technician. Level Three 

diagnostics are extremely rare. For 

example, a vehicle that has been to other 

shops without success would probably 

require a Level Three diagnostic. Often 

we’ll assign a technician to give a cursory 

inspection to verify that a Level Three 

diagnostic is truly necessary.

We’ve found that using levels makes 

the fee structure much more tangible to 

customers. As well, using “range pricing” 

provides the technicians with a buffer in 

case the diagnostic proves more time 

consuming or difficult than expected.

In some cases, even when diagnostic 

charges are communicated and agreed 

upon, there’s an assumption on the part 

of the customer that once the fault has 

been identified, the diagnostic fee will be 

waived if they choose to have the repair 

done. It’s important to realize that this 

assumption is not entirely the customer’s 

fault. Rather, it’s the fault of the industry. 

We’ve enabled that assumption for 

decades! Many clients have come to 

expect diagnostic answers at no charge.

It’s time for the conversation around 

diagnostics to shift and become one 

that emphasizes the true value of the 

service provided. Completing proper 

diagnostics takes the guess work out of 

automotive repair, which will inevitably 

save the customer both time and money.

It’s news to no one that the automo-

tive industry is often perceived through 

a lens of suspicion and, in some cases, 

outright mistrust. As service advisors, 

it’s our responsibility to create an envi-

ronment that fosters trust, and demon-

strates both accountability in our work 

and transparency in our methods.

When dealing with complex diag-

nostics, it’s paramount that adequate 

time is taken to lay the groundwork 

and educate the customer about this 

difficult and important work. 

www.autoserviceworld.com

You already have  
a TPMS tool. 
You know how to 
do a factory relearn.
Do you really want 
to start over?
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SPECIAL REPORT

Joe Ramono fraudulently certified a 1995 Dodge Ram with over 400,000 
kilometres on the odometer, holes in the floor, and faulty steering one month 
before it went out of control and killed a 27-year-old woman. A jury was asked to 
determine if he was criminally negligent.

Abigail 
MacNaughton

on trialTechnician

Joe Ramono’s career in the automotive 

aftermarket is over.

The 52-year-old former shop owner 

and licensed technician was found guilty 

this summer of issuing a fraudulent 

safety certificate for a vehicle involved 

in a fatal crash in 2012.

That’s on top of more than 70 

M i n i s t r y  o f 

Transportation Ontario 

(MTO) charges, for which 

he was convicted last 

year, and $31,000 in fines 

imposed for infractions 

related to issuing safety 

certificates.

He told CARS magazine 

he is no longer in the business of 

servicing vehicles.

The story behind one of the safety 

certificates he issued – the one for the 

1995 Dodge Ram 2500 that went out of 

control on Peterborough County Road 

4 on Aug. 3, 2012 and killed 27-year-old 

Abigail MacNaughton – played out in 

Ontario Superior Court this summer.

Joe Ramono pleaded not guilty to 

charges of criminal negligence causing 

death, and uttering a forged document. 

He was forced to defend himself against 

allegations that he 

signed a fake safety 

certificate for the truck, 

never having actually 

inspected it. Or, if he 

did, having done so 

w i t h  c r i m i n a l 

incompetence.

Either way, said 

Assistant Crown Attorney Lisa 

Wannamaker, in her closing argument, 

“Mr. Ramono showed wanton or 

reckless disregard for the lives and 

safety of others… He failed to do what 

By Allan Janssen
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he was supposed to do, what it was his 

responsibility to do: inspect vehicles 

and only issue a safety certificate if they 

qualify for one.”

Repeatedly through the four-week 

trial, Wannamaker spoke of the impor-

tance of vehicle safeties, and the reason 

they’re so carefully regulated.

“This is a big deal,” she said. “As a 

mechanic, you are guaranteeing the 

safety of a thing we all understand is 

potentially lethal to us and to others 

on the road. You are sending a vehicle 

out to travel the roadways with all of 

us, and you are verifying through your 

inspection, that it is safe.”

The story that unfolded during the 

course of the trial began with the sale 

of the truck “as is” on July 12, 2012 to 

a young man named Jordan 

Schiemann.

Nothing was above board about this 

sale. Schiemann would testify in court 

that he asked the seller, Richard 

Spence, to alter the receipt to show a 

sale price of just $500 rather than 

$7000, so less tax would have to be 

paid on it. He also admitted to lying 

about having obtained insurance for 

the vehicle. And, most notably, he 

asked Spence for help obtaining a 

“phony” safety certificate.

Spence, who had bought a fake safety 

two years earlier when he initially 

bought the truck from his brother, said 

he could help him out on that point. 

He put Schiemann in touch with a 

co-worker named Scott Tucker, who’d 

dealt in fake safeties before.

Called to the witness stand Tucker 

acknowledged that he had agreed to 

obtain a fake safety for the pickup. The 

cost was “about $200” and all he 

needed was the vehicle identification 

number, the odometer reading, and 

the color, make, model, and year of 

the vehicle.

In his testimony, Tucker told prose-

cutors that he didn’t know that 

obtaining a fake safety was illegal, and 

he insisted – as Spence had also done 

– that he did not benefit financially 

from the transaction.

Asked why he got involved, Tucker 

said, “I’ve asked myself that many 

times. Just foolish, I guess.”

In any case, he passed the money and 

information on to a Scarborough tech-

nician, who contacted a counterperson 

at a Scarborough parts store for the 

name of a technician who could do the 

safety. That counterman offered the 

name of someone he took to be a 

licensed mechanic – a man named 

Brian Bush, who is now deceased.

Court never did learn how Joe 

Ramono ultimately came to be the 

technician of record on the Dodge 

Ram’s safety certificate, but his 

signature is on the document, certi-

fying that no deficiencies were found.

“Whether it went through Brian Bush, 

or more people in-between, what matters 

and what we know for sure, is that Joe 

Ramono signed that safety,” Wannamaker 

said. “He acknowledged that fact [to 

police]. It was his safety, his responsibility, 

no matter how many hands it went 

through.”

Perhaps the first sign that something 

was wrong with the safety was the fact 

that it was dated July 4, 2012, some 

eight  days b efore 

Schiemann actual ly 

purchased the vehicle.

Schiemann and his 

friend, 21-year-old Billy 

Towns knew that the 

vehicle needed work. 

Schiemann, who consid-

ered a career as an automo-

tive technician himself, 

installed new ball joints and 

U-joint. He also purchased 

a steering shaft and had 

plans to purchase a steering box online 

to eliminate excessive play in the 

steering.

The new steering shaft was still in 

the bed of the truck about a month 

later when the truck, with Towns at the 

wheel, was involved in the fatal 

collision.

On that day, Aug. 3, 2012, Towns 

attempted to pass three cars at once 

at a very high rate of speed on a 

two-lane highway. He testified that 

www.autoserviceworld.com

The force of the impact pushed Abigail MacNaughton’s 
Honda back a significant distance.

A Ministry of Transportation Enforcement 
officer inspects Pro Street Auto Sales and 
Service in Stouffville following the fatal 
crash on Peterborough County Road 4.

Steering components pulled from the 
Dodge Ram.

The Safety Standard Certificate issued by 
Joe Ramono on July 4, 2012.

 CONTINUED  



26   CARS

when he attempted to bring the vehicle 

back into its lane, he had trouble 

steering. The truck went from one soft 

shoulder to the other, with Towns 

madly trying to correct the oversteer.

As Abigail MacNaughton’s vehicle 

approached, the truck fishtailed back 

into the middle of her lane. The 

collision actually pushed her small 

vehicle backward a significant distance 

from the point of impact.

MacNaughton was airlifted to 

hospital, where she later died.

Following the accident, an investi-

gation led police to Pro Street Auto 

Sales & Services Ltd., in Stouffville, Ont. 

Joe Ramono’s business consisted of an 

office and two bays with very little 

equipment.

A search of the premises revealed a 

number of shortfalls for a certified 

Motor Vehicle Inspection Station.

“You have to meet certain conditions 

in order to issue Safety Standard 

Certificates (SSC),” MTO enforcement 

officer Steve Gimera testified in court. 

Among them, the station must have 

specific tools and equipment, books of 

unused safety certificates must be kept 

secure and on the premises, all 

paperwork related to inspections, 

including work orders, must be kept 

on site, and inspection handbooks and 

Ministry circulars must be available.

Also missing was the work order for 

the Dodge Ram 2500. It was never 

produced, the Crown contended, 

because it was never done.

Following several visits, MTO laid 72 

charges against both Ramono and his 

business, with combined fines of some 

$31,000. He was convicted in a 

Newmarket court in 2016. The bulk of 

the charges related to bad record 

keeping, but there were also allegations 

of selling safety certificates for vehicles 

that would never have passed a proper 

safety inspection.

According to a televised report on 

www.autoserviceworld.com
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local TV station CHEX, “court 

documents state the investigation 

turned up instances where certificates 

were issued to vehicles with corroded 

brake lines, steering wheels with 

excessive free play, and vehicles with 

rusted and rotted holes. Court 

documents state that none of those 

cars would have passed a routine safety 

inspection, yet certificates were issued.”

A post-crash inspection of the 1995 

Dodge Ram driven by Billy Towns 

proved that it was among the vehicles 

that should not have passed a safety 

inspection, court heard. Among the 

deficiencies were three that should 

have led to an automatic fail.

•  While the exhaust system was largely 

intact and attached, it had no muffler.

•  There were holes in the floor of the 

cab. Wires were exposed which should 

have been shielded from the elements. 

And the emergency brake cable was 

visible along the floor of the cab. 

Gimara pointed out that the rust marks 

on the carpets indicated the holes in 

the floor were not new. Those in itself 

would have led to a failure because of 

their ability to allow noxious fumes into 

the cab of the vehicle.

•  And the free play in the steering wheel 

was excessive – measured to be over 

120mm. The allowable amount of free 

play for this vehicle was 55mm. Gimera 

testified that he’s done hundreds of 

inspections and never seen a free play 

measurement that high.

“Let me be clear,” Wannamaker told 

the jury in her closing argument. “The 

Crown takes the primary position that 

the steering was entirely defective. It 

was entirely defective at the time that 

Mr. Ramono forged that safety, and it 

was entirely defective at the time of the 

collision. And it played a major role in 

this collision.”

Several times during the trial, lawyers 

discussed a ‘but for’ test, which suggests 

that but for the improper certification, 

the accident would not have occurred. 

The Crown insisted that was, indeed, 

the case.

“That truck should never have 

passed a safety inspection,” 

Wannamaker said. “That truck, that 

vehicular ticking time bomb with 

holes in the floor, no muffler, rusted 

out cab mounts, and excessive pre-ex-

isting free play in the steering should 

never have been allowed on our roads. 

But for Joe Ramono forging that safety, 

the one with no work order and no 

defects found, Abigail MacNaughton 

would not have been killed in a 

collision with that 1995 Dodge Ram 

pickup truck.”

Ultimately, however, jury members 

did not agree. After 24 hours of delib-

eration, the eight women and four men 

found him not guilty of the criminal 

negligence charge. They handed down 

a verdict of guilt only on the forgery 

charge.

Ramono will be sentenced Sept. 27, 

2017. The crown is seeking jail time.  
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Oil analysis has been used as a predic-

tive maintenance and diagnostic tool 

by heavy industries for decades.

But as the average age of North 

American vehicles continues to climb, 

and as analyzers become even more 

powerful and compact, it’s becoming 

a valuable tool for auto repair shops as 

well.

It’s not the kind of service you would 

recommend at every oil change. But 

for vehicles nearing the end of their 

useful life or facing ailments that are 

hard to pin down, oil analysis could be 

just the thing to build customer trust 

and solve difficult problems.

“Once in a while it makes sense to 

take a really close look at the oil,” says 

Dan Lazin, owner of Advanced 

Automotive in Cambridge, Ont. “It will 

tell you the truth every time. And it 

won’t sugar coat it either.”

He says an oil report had some hard 

truth for one of his customers, recently. 

The vehicle, a Ford F550 Super Duty 

truck, had experienced problem after 

problem after a new motor was 

installed at another shop. An 

analysis showed that when the 

new motor was put in, it was filled with 

80-weight gear oil.

“That’s like maple syrup!” says Lazin. 

“No wonder it had problems! That oil 

was so thick it couldn’t circulate 

properly, which wouldn’t let the fuel 

pump run, which led to a ton of issues.”

The analysis, by WearCheck Canada, 

also revealed fuel and coolant in the oil, 

and a wide assortment of metallic debris.

“That analysis gave us a more accurate 

picture of what was going on,” he says. 

“If they had continued to drive that 

truck, they would have destroyed it!”

Oil analysis can consist of a number 

of tests, including spectrometry, 

viscosity analysis, dilution analysis, 

water detection, acid number assess-

ment, base number assessment, 

particle counting, and microscopy.

Whatever the test, the critical factor 
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Dan Lazin, owner of Advanced 
Automotive in Cambridge, 
Ont., checks the report on an 
oil sample for a troublesome 
2001 Ford F550 Super Duty 
truck. The answer he was 
looking for was in the analysis.

Harleen Sharma, chemical lab technician 
at WearCheck Canada, begins testing on 
samples sent in by clients.

Oil analysis tells ‘the 
real story’ of what’s 
going on inside an 
engine… and now 
you can test it in 
your own shop and 
get a report in a 
matter of minutes.

By Allan Janssen
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is the interpretation which involves an 

assessment of the vehicle’s wear state, 

level of oil contamination, oil condition, 

and recommendations on corrective 

maintenance actions.

Although many testing units were 

designed for heavy truck fleets, at least 

one, by Massachusetts-based Spectro 

Scientific, is designed specifically for 

auto repair shops, quick oil change 

facilities, and fleet repair shops. Its fully 

enclosed MicroLab tabletop unit is 

about as easy to use as an ATM, and 

offers a full analysis within 15 minutes.

The company leases the machines 

out on two- to five-year contracts, 

setting it up, maintaining it, and 

supplying all the consumables. Its 

repair shop customers must hit a 

minimum number of tests per month, 

and they pay a set amount per test 

(anywhere from $25 to $35 depending 

on volume).

Bob Wopperer, the company’s vice 

president of business development, 

says instant oil analysis could be a boon 

for independent repair shops.

“This becomes a fairly straightfor-

ward purchase for someone who has 

a very old vehicle,” he says. “I would 

liken it to selling alignments. If you’re 

going to invest in a new set of tires it’s 

a good idea to do an alignment so you 

don’t burn through them. This is a 

similar type of sell.”

One of the first MicroLab users – a 

seven bay shop in Bloomington, Ind. 

– sells the oil test for $90 each. Shop 

owner Mike Phillips calculated the 
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price as an attractive alternative to pulling the head off and 

doing a top-end inspection.

“He figures an engine or transmission oil analysis is worth 

about an hour’s shop labor,” says Wopperer.

Typically failures fall into three categories: the oil itself is 

exhausted to the point where it is no longer protecting the 

engine, there’s an unacceptable amount of dirt in the oil, or 

there are bits of worn engine components and other fluids 

in the oil.

“That’s where the real diagnosis comes in,” says Wopperer. 

“If the unit detects elevated levels of iron and aluminum 

and it knows what kind of vehicle it is, it can figure out 

what engine part may be wearing down. You might have 

piston material in the oil. Or bearing material. The machine 

takes all the data, analyzes it, and makes suggestions for 

action.”

He says the most popular use for analysis is in determining 

if an aging vehicle is on its last legs or if it will last a few more 

years.

“A good mechanic can look at the brakes or suspension 

and test the electrical system but the two things that are 

the most difficult to assess are the engine and the trans-

mission,” he explains. “That’s where the oil analysis comes 

in and becomes very useful. You can quickly assess if that 

component is in good working order or if it has some serious 

problems.”

That’s exactly what happened to one of Lazin’s customers.

“It was shifting a little funny so we checked both the engine 

and the transmission. The engine came back fine. But the 

transmission was flagged for a bunch of things,” he says. “The 

copper, lead, and tin contamination were severe, and there 

was also severe clutch disk wear and oil cooler leaching due 

to corrosion. That transmission was gone and the vehicle 

wasn’t worth fixing.”

Gloria Gonzalez, sales and customer support manager for 

Burlington, Ont.-based WearCheck Canada, says coolant 

contamination is one of the biggest red flags an analysis will 

produce.

“When you find coolant where it’s not supposed to be, 

that’s a very big concern,” she says. “As soon as you have 

coolant, you know you’ve got a leak somewhere. Usually it’s 

in the head gasket, and that’s not an easy fix. You have to take 

the engine apart, and that’s a lot of work.”

She says oil analysis is an option for forward-thinking 

shops that want to offer an extra level of service to their 

customers. 

Lazin believes that even if the analysis suggests the vehicle 

is beyond repair, the process still builds customer trust.

“If they’re driving an older car, they’re likely to replace 

it with a used car. They’ll need someone to maintain it, 

and now they know they can trust me. I’ve got a customer 

for life,” he says. “And even if they buy new, I know that 

eventually they’ll be back. I’ll be here for them when they 

need me.”  
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ADVERTISEMENT

Professional installers in Canada looking to 

improve operational efficiency, better manage 

SKU complexity, reduce the amount of waste 

they send to the landfill, and enhance shop appearance 

can now look to Chevron for assistance. PitPack, first 

introduced by Chevron Products Company in the U.S. in 

2014, is now available in Canada. 

This fast, easy-dispense motor oil system offers 

operators the option of moving away from plastic intensive 

quart bottles in favour of a 22.7L plastic bag in a 100% 

recyclable outer corrugate box. It consumes 89% less 

plastic than traditional quart bottles – which equates to 

diverting 24 x 946ml bottles from going into the waste 

stream! This socially responsible package and racking 

system enables more efficiently stored and delivered oil to 

customer vehicles. Using PitPack can help reduce vehicle 

service time because it dispenses oil more quickly (versus 

bottles) via a high-flow, no drip tap, directly into a six-liter 

transfer dispenser.

“There are tremendous operational efficiencies,” said 

Dave Schletewitz, Chevron Lubricants consumer sector 

manager for North America in San Ramon, CA. “Service 

technicians love PitPack because it’s a faster transaction 

than cracking bottles all day, which means they get 

vehicles in and out more quickly, and they don’t have to 

deal with all the individual bottle waste.”

PitPack is a cost efficient, effective and attractive 

package and storage and delivery system. Installers have 

to stock a diverse range of oil types and viscosity grades 

to meet the requirements of all the different vehicle 

makes and models. “PitPack comes in 19 SKUs today, 

spanning viscosity grades in full synthetics, synthetic 

blend, and high mileage motor oils, multi-vehicle ATFs 

and heavy duty diesel motor oils. That requires a lot of 

storage space – which can be reduced with PitPack. The 

system allows installers to carry more oils in less space,” 

noted Schletewitz.

No different than grocery retailers, installers need to 

carry the right products to maximize their sales and in the 

right inventory amount. Many operators are tying up too 

much cash in drum inventories that are not turning fast 

enough. PitPack’s 22.7L size enable operators to stock 

Good things come in 
Chevron’s PitPack

®

www.Canada.Havoline.com/pitpack

“Service technicians  
love PitPack because 
it’s a faster transaction 
than cracking quarts 
all day, which means 
they get vehicles in 
and out more  
quickly, and  
they don’t have  
to deal with all  
the quart bottle 
waste.”



the variety of products needed without tying up more 

working capital than needed. “It enables businesses 

to better manage the complexity of growing premium 

products,” Schletewitz said.

The system helps spiff up the workplace and maintains 

product integrity. The attractive, well-engineered rack 

system requires less space, making the shop look less 

cluttered and more professional. A plastic drip tray – 

unique to the PitPack rack system – allows for easy clean 

up and keeps any fluid spills from reaching the floor in 

fast-paced shop environment. An attached swing lid on 

© 2017 Chevron Canada Limited. All rights reserved. All trademarks are the property of Chevron Intellectual Property LLC.

the 6L transfer dispenser, prevents dust or bugs from 

flying into the container which helps maintains product 

integrity from the box to the customer’s engine.

To hold the PitPack boxes there are two rack options. 

An eight-box rack system holds the equivalent of 192 

946ml plastic bottles. There is also a four-box rack that 

is used mainly for expansion purposes. “Depending on 

space available and car count or volume, most operators 

have two racks, side-by-side. The holding power is 

absolutely needed considering all the premium products 

that they need to carry these days,” says Schletewitz 

PitPack leaves less residual oil compared to 24 946ml 

bottles bottles. Getting all the oil out of the bag is 

important to operators who want to get the maximum 

value for their dollar spent. The best practice is to pull 

empty bags out, mark the product/viscosity with a black 

marker, and hang them in a low traffic area to recover the 

remaining oil, before discarding the bags.

“Shops were initially reticent about introducing a new 

package system into their workflow. But like any change 

management, it turned out to be easy and no one has 

looked back. Premium product volume has increased 

the last four consecutive years which means operators 

are stocking and selling the right products demanded 

in the marketplace. It has paid off. PitPack is a win-win 

for businesses looking to improve operational efficiency, 

their environmental stewardship, and revenues – and a 

win for consumers who want to spend their dollars with 

businesses that are committed to reducing waste in their 

community,” said Schletewitz.
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Want to increase the pool of vehicles 

you service? How about bringing in 

heavier vehicles?

Capturing even a small share of the 

local demand for commercial fleet 

maintenance could be game changer.

So, what would it take to expand into 

the medium-duty truck market?

If you have a strong expertise in 

diesel work, an appetite for marketing, 

and the right shop equipment, you 

could quickly broaden the scope of your 

business, and welcome a whole new 

client base.

“Everyone wants to maximize their 

revenue,” says Steve Perlstein, sales and 

marketing manager for Mohawk Lifts. 

“You never want to say no to a customer. 

You want to grab every profit opportu-

nity that’s out there. And work trucks 

are an opportunity.”

He says fleets big and small – from 

the local Bell Canada office to Fred’s 

Plumbing Supply or Joe’s Welding – are 

constantly looking for maintenance 

providers. A shop that can’t handle 

those Class 3 to 5 vehicles, has no 

choice but to watch that revenue drive 

into someone else’s bay.

“The work trucks of the world 

are becoming ever more popular, 

and they have to get fixed from 

time to time,” says Perlstein. 

“Most shops do not want to turn 

that business away.”

But if you’re going to get in 

that game, you have to have the 

equipment to handle it.

The most common lift in the 

automotive aftermarket is a two-post 

above ground model with a capacity of 

about 12,000 lb. With a hoist that can 

handle up to, say 26,000 lb., you’d be able 

to open your bay door to some of the 

most common work trucks out there.

There are plenty of options – 

two-post lifts, four-post racks, and 

mobile column lifts.

“It all depends on what kind of work 

you want to do,” says Doug Spiller, 

Rotary Lift’s product manager for heavy 

duty lifting. “You could do almost any 

work on almost any lift. But you want 

to do it easily and quickly. There’s a 

speed and convenience factor. And that 

affects productivity.”

For example, he says, two-post lifts 

offer great under-vehicle access, but 

they can take longer to set up. Unlike 

light vehicles, trucks have eccentric 

weight configurations that sometimes 

require adapters to ensure proper lifting.

“You have to have the vehicle 

balanced so the loads are pretty much 

equal on all the arms,” he says. “If you’re 

getting into medium-duty oil changes, 

a two-post lift is not going to be very 

productive. You want to get vehicles 

up and down a lot quicker than a 

two-post would allow.”

By comparison, he says, a four-post 
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Column lifts are becoming 
increasingly popular. Not only 
are they a versatile option for 
an established shop, but they’re 
quick to set up and easy to  
pull out.

Space in the shop is going to be a factor. 
Usually it boils down to what kind of 
ceiling height are you working with.

Thinking of expanding the scope of vehicles you work on? There 
are lots of things to keep in mind when selecting the right lift for 
the job.

By Allan Janssen

Lifting medium
duty vehicles
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lift offers greater speed, but comes with 

restrictions and complications that 

make some work more difficult.

“If you want wheels free, you’re going 

to have to use bridges or rolling jacks 

that go down the middle of the lift and 

raise the vehicle up off the rack,” he 

says. “And every time you add a feature 

to the lift, you’re adding cost. So it all 

depends on what you want to do with 

your business. And what you want to 

do with that expansion of service.”

Column lifts are also an option, 

offering the accessibility of a two-post 

lift, and the stability and speed of a 

four-post lift, with the added bonus of 

flexibility and mobility.

“Five years ago, that would have been 

a very unusual investment for the 

average light-vehicle repair shop. But 

more recently, it has become more 

common,” says Spiller. “Once people 

try them, they tend to like them, and 

they keep buying more of them because 

they like the convenience factor.”

He knows of one shop that was able 

to squeeze in a new workspace between 

two other lifts using mobile columns. 

Essentially they were able to pick up 

three vehicles in two bays.

Neil Davis, general manager of 

Snap-on’s Repair Systems and 

Information Group, acknowledges that 

mobile columns are very popular in 

North America these days. And while 

he says they’re generally very versatile, 

they’re somewhat limited when it 

comes to wheel-related repairs.

That’s because mobile columns 

typically “cradle” wheels (or sets of 

wheels) when they lift vehicles. The use 

of jack stands is necessary for brake, 

tire and suspension work.

Davis says it can definitely make 

sense for some shops to expand into 

medium-duty work, as long as they 

know what they’re getting into. First 

and foremost, there’s a knowledge 

requirement because the dramatic 

increase in gross vehicle weight has led 

completely different drivetrains and 

chassis systems. There’s also a signifi-

cant investment in the right type of 

equipment to do the work.

“Taking on medium duty service 

means a more significant commitment 

(to training and equipment). It can 

mean a much different repair approach, 

as well as special tools,” he says. “If the 

shop can support this with a consistent 

and continuous customer base, then 

they should develop their plan.”

Spiller agrees the transition requires 

some base skills to be in place before 

a shop takes the plunge and expands 

its services to larger vehicles.

“The biggest thing shops will need 

is experience with diesel engines. If 

they’re not already there, that transi-

tion is going to be super hard,” he says. 

“If they’ve got a good diesel mechanic 

on staff and they want to expand that 

side of the business it could make a lot 

of sense for them.”

It certainly beats the alternative of 

sending work away, says Perlstein. He 

has found that the extra investment it 

takes to capture that work pays itself 

back pretty quickly.

“I was talking to a shop owner 

recently who’d been looking for a 

four-post lift. He looked at the differ-

ence in cost between a 12,000- and a 

25,000-lb. lift. He spent an additional 

$2,000 and a few months later he called 

back to say he could never do RVs, now 

he can. He could never do school buses, 

and now he’s picked up a contract for 

school buses,” he says. “What other 

incremental revenue streams might 

somebody open up when they have the 

proper equipment?”   
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Tire dealers are increas-

ingly finding they have to 

fight digital fire with digital 

fire.

A web presence is abso-

lutely critical with the 

“commoditization” of tires 

– so easy to find, compare, 

and price online.

It’s no longer a matter of 

whether you have a web presence, but how big 

and robust it is, according to Darryl Croft, 

co-owner of OK Tire & Auto in Etobicoke. He’s 

the chairman of OK Tire Stores Inc., which 

oversees more than 330 independent shops 

across Canada.

“If you’re not online, you become invisible,” 

he said. “There are fewer people just walking 

in the front door and doing their shopping. If 

you don’t have a digital storefront, you don’t 

become an option for those consumers.”

The days of having a 

website that would just 

inform customers of a repair 

and service shop’s address 

and phone number are long 

gone and have been replaced 

by sites featuring product 

pricing and reviews and 

plenty of visuals, which 

requires linking up with 

manufacturers to access the latest 

information.

The online invasion is forcing shops to deal 

with some new economic realities. The tradi-

tional business model depended on revenue 

for both parts and labor. As margins fall on the 

product side, shops will need to figure out new 

ways to make up for the shortfall, such as 

increasing the hourly shop rate or offering a 

wider variety of services, including mainte-
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TIRES & WHEEL

online
A bright, modern website with 

comparisons, reviews, and 
recommendations that are 

easy to navigate is critical to 
modern tire retailing.

By Geoff Kirbyson

Tire sales start

 CONTINUED  



nance, alignment, custom wheels, and detailing.

A good website presents the best chance at long-term 

survival, said Ray Geleta, executive director of the Western 

Canada Tire Dealers Association.

“(Smaller players) have to get into the (modern) age, too. 

Consumers are going to read reports and go to somebody 

who is online, not an independent dealer who doesn’t have 

any information online,” he said.

“Shops are going to have to adapt and have an online 

presence. If they don’t, they’re eventually going to lose out. 

Even repair shops that just do mechanical repairs are going 

to need an online presence. If a consumer needs new shocks, 

they’re going to go online to figure out who the best guys are 

in the neighborhood”

Geleta believes online tire sales are critical to attracting 

the business of millennials.

“Young people don’t want to talk face-to-face. They want 

to do it online. They look for online ratings on tires at the 

different shops and make some of their decisions based on 

them. People are going to read the reports and go to somebody 

who is online. If you want to be a player 10 years down the 

road, you’d better prepare now,” he said.

Even with all of the online research, there are still plenty 

of opportunities for bricks and mortar shops to prosper. Jose 

Ferreira, manager of a Fountain Tire location in Winnipeg, 

said there’s no question his shop has felt the pinch of online 

tire sales but that has only encouraged his team to up their 

game with their tire service and mechanical offerings.

The more they educate their customers about the benefits 

of buying from local providers – such as having the warranty 

at the same place where the tires were purchased as well as 

ensuring the right size tires were purchased in the first place 

– the less hassle they’ll experience in the long run.

“If you buy them from me, you can’t get the wrong size. 

We’re going to look at the vehicle to determine what you 

need. If we did get the wrong size, our warehouse is right 

here. We don’t charge customers for installing the tires if they 

buy from us. Quality service will take care of the customer 

properly and they’ll buy from you rather than online,” he said.

Stressing the convenience, reliability, and safety aspects of 

professional tire service is a particularly good strategy.

“When you run into obstacles later, such as trying to get 

them installed, dealing with the warranty, (after sales) service, 

doing rotations and what about the tire wearing six months 

down the road, those are big issues and we confront those 

up front with you,” Ferreira said.

“A lot of people don’t buy for price. They buy from experi-

enced people with specific knowledge and who will back it 

up. Some online retailers will sell you a shoe, a hose, or a tire. 

They’re not experts in the field. If you spend $50,000 for your 

car, you need to have it looked after properly.”

Ardavan Ehteshami, Kelowna-based marketing coordinator 

for Total Tire Distributors Inc., acknowledges the online 

threat but also sees it as an opportunity.
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TPMS 
FAQs
Do new sensors come 
awake or asleep?
In short, it depends on your sensor 

choice and the vehicle being 

serviced. If you are using an OE replacement or a MVP (Multi 

Vehicle Protocol) sensor, they are plug and play. There is no 

need to program or “wake up” the sensor. However, if you 

are using a programmable option, like EZ-sensor®, it is a 

single sensor solution so you have to program the sensor 

to its MMY, to tell it which protocol you need it to be. If you 

are using a programmable-selectable sensor, you still have 

to tell the sensor which protocol you want to use. Some 

vehicles require that the sensor be pressurized, driven or 

activated before the sensors can be relearned to the vehicle. 

Regardless, in all cases, you must relearn the sensor to the 

vehicle after installation.

What is “Cross Talk”?
Cross talk happens when any frequency-based radio signals 
get crossed. With TPMS, this is primarily an issue when 
relearning a vehicle that is too close to other TPMS sensors 
that are not on the vehicle being serviced. When you think 
you are relearning all four tires, you might be relearning 3 
tires and another sensor on a shelf or installed on a different 
vehicle.  

How to avoid cross talk:

• Ensure no other vehicles are in relearn mode around the 
vehicle being serviced

• Do not leave old sensors lying out around the shop

• Relearn the vehicle outside of the shop if necessary

W RIPPETOE
Schrader Performance Sensors

Sr. Technical Team Leader (NA)

 TIA Certified Advanced Instructor

presents...

SCHRADER’S SINGLE SKU 
SOLUTION TO TPMS

FOR MORE TPMS TIPS,  FOLLOW SCHRADER:

with W!

 Combines 314.9, 315 and 433 MHz into a SINGLE 

programmable sensor

 Rubber snap-in and aluminum clamp-in stem options

 Infinitely scalable and future proofed to support new and 

pending OE system technologies.

 Achieves OE quality requirements

VOTEfor W for TIA Board of Directors!



“You can’t rely on traditional methods in order to sell your 

product. The Internet gives you access to the world. You’re 

now able to market your services across the nation, sell to 

anywhere you like and increase brand awareness like never 

before through social media,” he said.

“The shops that have the competitive advantage have 

already utilized an online ordering system, which not only 

creates efficiencies, but also increases overall profits due to 

creating a larger target market for your shop.”

For example, TTDI’s retail stores, called TreadPro Tire 

Centres, can order tires online from TTDI and then install 

them for the customer.

It’s entirely possible that the vast majority of tires could be 

sold online at some point in the future but Ehteshami doesn’t 

believe that will spell the end for tire shops. At least not for 

the forward-thinking and customer-focused ones.

“Tires can’t be installed nor can they be repaired online. 

There could be a time when manufacturers sell tires directly 

online and have specific shops install them and do repairs. 

It just means there is an opportunity for shops to explore 

(other lines of business),” he said.

Many online shoppers tend to be price-sensitive and 

therefore don’t contribute much to a shop’s profits but that 

doesn’t mean they should be treated any differently. Ehteshami 

believes there’s always an opportunity for a shop to increase 

its share of wallet.

“Shops can create an incentive for customers to shop at 

their store so they don’t necessarily need to have an online 

ordering system to compete. An active website and social 

media account can do wonders for your online presence and 

foot traffic,” he said.

“A combination of in-store marketing tactics alongside an 

online presence can revitalize a shop if it’s done correctly.”

Croft believes the functionality of a shop’s website is 

absolutely critical. He has outsourced the design of his site 

to niche professionals who understand the nuances of the 

tire industry. And he encourages shops not to be afraid to 

switch providers, as new leading-edge companies come up 

with better solutions.

“It’s not a forever relationship. All across our industry, 

people have switched website builders based on the changing 

demands from consumers,” he said.

You can’t just flick the switch to take your website live, 

however, and then forget about it. The more developed your 

online presence, the higher the demand will be for your staff 

to interact with customers online and in real time, either by 

text, email, live appointment, or chat.

The future of tire sales is moving online, but shops that 

watch the trends and stay current will continue to be able to 

compete in one of the most important niches in the automo-

tive aftermarket.

After all, even as cars start driving themselves and the entire 

maintenance and repair model changes, tires will still wear, 

and will still need to be swapped out by professionals. 
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Car owners often mistake wheel 

bearing issues for exhaust problems.

That’s because they notice that the car 

makes more noise the faster it goes, and 

they figure it must have something to do 

with the muffler, or the exhaust system.

But those strange noises – as well as 

things like rumbling feelings, repetitive 

brake rotor vibrations, steering issues, 

and strange tire wear – can often be 

caused by faulty wheel bearings or 

wheel bearing assemblies that are 

starting to fail.

Wheel bearings have it tough as they 

make 75 million revolutions over the 

course of about 160,000 kilometers. They 

must deal with the radial and axial loads 

caused by gravity, acceleration, braking, 

and cornering. They also encounter 

plenty of road grime, brake dust, brake 

heat, pot holes, and moisture.

So while modern wheel bearings are 

pretty reliable, even the best of them can 

eventually fail. And when they do, proper 

replacement procedures must be 

followed to ensure the new set has the 

same durability as the original equipment.

Tapered roller bearings
The tapered roller bearing (TRB) was 

the most generic wheel bearing 

assembly used until front wheel drive 

became the norm. Each TRB assembly 

or ‘cone’ consists of a tapered inner 

race, tapered rollers retained by a cage, 

and ‘the cup’ or outer race.

TRBs don’t have integrated seals and 

they’re more expensive to produce than 

ball bearings. Used in pairs as an inner 

and outer cone unit, the TRB is much 

better at dealing with any small imper-

fections in alignment or fit. It’s also better 

at dealing with the axial loads placed on 

the bearing surface, compared to a deep-

groove double ball bearing assembly.

The TRB was typically only serviced 

when a brake rotor was being replaced, 

but the TRB needs regular service due 

to moisture intrusion and grease 

breakdown. If the TRB isn’t noisy, 

rough, or showing rust, it can be 

cleaned and repacked by adding new 

grease that forces the old grease out. 

Or you could use a solvent. But if you 

do, take care to remove it all before any 

new grease is installed.

Always use the proper manufactur-

er-specific grease, and check the 

condition of the hub’s seals.

Proper bearing preload is vital to the 

TRB. The manufacturer’s recom-

mended procedure must be followed 

to set or seat the TRB before tightening 

the spindle nut to the proper torque 

and installing the cotter pin or retaining 

device. As a rough gauge, the average 

TRB equipped car or pickup was 

torqued to around 16.2Nm (12 ft./lbs) 

but some large trucks can be a much 

as 542Nm (400 ft.-lb).

Gen 1 wheel bearing design
The Gen 1 is commonly referred to as 

a cartridge-style wheel bearing or hub 

bearing and typically uses sealed and 

lubricated-for-life double row angular 

contact bearings. The Gen 1 became a 

popular choice for small and medium 

front-wheel-driven applications, but 

has also been used on some non-driven 

wheels.

The Gen 1 bearing delivers adequate 

support to deal with induced axial and 

radial loads that are transferred 

through the front wheels, especially 

during turns. The Gen 1 may incorpo-

rate an impulse/encoder ring, which 

is integral to the outer seal to provide 

wheel speed information to the ABS, 

TCS, or ESC systems.

Replacement of a Gen 1 bearing can 

www.autoserviceworld.com
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load
Bearing the

 CONTINUED  

The style of wheel bearing 
you’re working with will 
dictate the proper repair 
method required.

By Jeff Taylor
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be challenging and labor intensive. The 

use of specialized tools to facilitate 

replacement is a must, due to the inter-

ference fit of this style of bearing into the 

knuckle assembly. A hydraulic press can 

be used if the knuckle is removed or a 

hub tamer tool for on-the-vehicle service.

The flange (wheel hub) will have to 

be removed from the old bearing and 

care must be taken to make sure that 

it isn’t damaged or bent doing so. Slide 

hammers can easily distort or crack 

the flange. Don’t use the actual vehicle’s 

wheel nuts to hold it to the flange, as 

they can be damaged and may not seat 

properly against the wheel.

Typically, the inner race will remain 

attached to the flange after removal. 

This inner race must be removed 

without damaging the machined 

surface underneath it. The use of a 

puller works, but I’ve found that a small 

zip cut and a chisel (to make it split) 

won’t damage the flange or its 

machined mating surface.

Many bearing manufacturers will tell 

you that it’s best to install a new flange 

as they’re often already bent or cracked 

from road-related injuries like hitting 

curbs. In fact, most bearing companies 

sell the bearing, flange, and retainer 

clips as a kit now.

After removing the bearing from the 

knuckle, clean the bearing area, bearing 

seat, and snap ring/clip groove of debris 

and rust. Trapped debris can result in 

premature bearing failure. It’s also 

imperative to make sure that the bearing 

is facing the correct way before instal-

lation if it has an encoder ring built into 

its inner seal. I’ve gotten in the habit of 

putting a paper clip on the encoder ring 

(it’s magnetic) making sure that I’m 

assembling it in the correct manner with 

the encoder ring facing the ABS sensor.

Reassembly starts with the bearing 

encoder ring properly oriented and the 

bearing set square or straight against 

the knuckle. The new bearing must be 

pressed on the outer ring or else 

bearing damage can result. If it doesn’t 

start in straight, you must stop and 

reposition it before causing damage. 

Over-pressing into the knuckle can also 

cause damage; it just needs to be seated 

against the inner retainer area.

After installing the new bearing and 

retaining it with a new snap ring/clip 

in the knuckle, the new flange or the 

carefully inspected old flange needs to 

be installed. Don’t forget to support the 

opposite side of the bearing to prevent 

damage during flange installation.

The last step is to properly torque a 

new axle nut to the correct specifica-

tions using a torque wrench not an 

impact gun. Industry experts stress 

that the leading cause of premature 

Gen 1 bearing failure is the failure to 

properly torque the axle nut.

Gen 2 wheel bearing design
The Gen 2 bearing design uses a sealed-

for-life double row angular contact ball 

bearing set comparable to the Gen 1 

design but in the Gen 2 design, the outer 

race is now integrated into the flange.

This integration lowers the weight 

of the bearing assembly – something 

the manufacturers favor. The flange 

will have the spigot or pilot to locate 

the rotor/drum/wheel assembly, the 

studs or threaded holes to attach the 

wheel and, if needed, an ABS tone ring 

or encoder imbedded inner seal. The 

Gen 2 wheel bearing assembly can also 

be used on non-driven front wheels or 

non-driven rear axle of a vehicle; 

mounted to a machined spindle, and 

held in position with a retaining nut.

www.autoserviceworld.com
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Despite its condition, this Gen 3 wheel 
bearing was only making a small 
amount of noise. The customer was 
more concerned about the ABS light it 
had triggered.

The proper tools, in this case a Hub 
Tamer Kit, can make a tough Gen 
1 bearing replacement a little less 
physical… and the vehicle may not 
require an alignment after bearing 
replacement.

Proper tone ring installation is crucial on 
any bearing replacement: on Gen 1 style 
bearings I use a paper clip to ensure 
the magnetic tone ring is in the correct 
position.

The entire knuckle bearing area must 
be free and clear of debris and rust. And 
the retainer ring land must be clean to 
ensure proper fit and prevent premature 
bearing failure.
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Repairing or replacing a Gen 2 wheel 

bearing is frequently straightforward, 

normally requiring the removal of the 

rotor, caliper bracket or the brake drum, 

dust cover and the axle retaining nut.

When reassembling, all the mating 

surfaces and the spindle should be 

cleaned and lubed with the recom-

mended lubricant, typically a small 

amount of engine oil. Never-seize should 

not be used, as it may interfere with the 

bearing seating properly and the proper 

axle nut torque may not be achieved.

During reassembly a new axle nut 

and dust cap are required by most 

manufacturers. Don’t be tempted to 

use an impact gun. Again, a torque 

wrench must be used to properly 

tighten the axle nut to the manufac-

turer’s specifications.

Gen 3 wheel bearing design
The Gen 3 wheel bearing incorporates 

two separate flanges and double row 

angular contact sealed and lubed for 

life ball bearings like the GEN 1 and 

GEN 2. Using two flanges simplifies 

suspension and knuckle design creating 

a compact unit.

The outer flange doesn’t rotate and 

is attached to the knuckle or suspension 

via a machined surface with mounting 

provisions (bolts or threaded holes). The 

inner rotating flange will incorporate 

the spigot and the threaded holes or 

studs to locate and retain the wheel.

The Gen 3 unit is used in both driven 

and non-driven applications, but if it’s 

being used on a driven wheel application, 

the inner ring will incorporate splines to 

transfer torque to the wheel from a 

splined driveshaft. A sensor for the TCS, 

ESP, or ABS systems may also be incor-

porated into the design of the Gen 3 unit.

Servicing a Gen 3 unit requires 

removing the necessary brake, suspen-

sion parts, and possibly the axle shaft to 

gain access to the hardware retaining the 

inner flange to the suspension or knuckle.

Several tools are available to remove 

these units if they’ve become seized to 

their mounting surface, but care must 

be taken not to damage the mating 

surfaces involved and that’s not always 

easy with composite light weight alloy 

knuckles or spindles.

Mating surfaces should be clean and 

free of any rust, debris, nicks or defects, 

before installing the replacement unit. 

It’s critical that it be aligned and seated 

properly before being torqued to the 

manufacturer’s specification using new 

torque-to-yield fasteners (if required).

If an axle nut is used, it must also be 

properly torqued again without the use 

of an impact gun. Like the Gen 1 and 

2, the Gen 3 is susceptible to improper 

torquing of the axle nut if one is used.

Doing it right the first time
The use of a double row angular contact 

bearing assembly has become the 

norm. They require less space, are 

cheaper to manufacture, allow for 

simplified suspension design, and can 

deal with the axial and radial loads that 

are placed on them.

Today’s sealed wheel bearings are 

durable. But they can and do fail. Curbs, 

moisture intrusion, oversize tires, worn 

suspension components, out-of-bal-

ance tires, and vehicle operating condi-

tions are just a few causes of possible 

failure.

Notably, though, even the best 

replacement wheel bearing can fail 

prematurely if a torque wrench isn’t 

used on the axle nut setting the proper 

bearing end play and preload.

And proper torque isn’t the only 

essential element to proper bearing 

replacement.

Clean debris free surfaces, proper 

bearing orientation, use of appropriate 

tools, the replacement of required 

fasteners, and the careful attention to 

the routing of ABS harnesses will all 

prevent comebacks and contribute to 

a successful repair. 

www.autoserviceworld.com

Jeff Taylor is lead techni-
cian at Eccles Auto Service 
in Dundas, Ont.

This rear spindle holds a Gen 1-style 
wheel bearing and needs to be cleaned 
using some emery cloth and lightly 
lubricated with the proper lubricant 
before the new bearing is installed. 
Attention to the bearing seating and 
seal area is important.

It’s important to change all the fasteners 
and apply the correct torque, especially 
with so many fasteners being single-use 
torque-to-yield.

The ABS tone ring on this Chevy Malibu 
Gen 3 bearing was corroded and fell 
apart. The bearing itself was fine, but the 
ABS light was on, and the tone ring is 
part of the entire assembly.
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If the annual unperformed mainte-

nance studies are any guide, there are 

millions of car driving around North 

America with torn or worn wiper 

blades – likely thousands of them 

within the catchment area of your shop.

And given that it only takes a few 

seconds to check the condition of a 

vehicle’s wiper blades, this is a preven-

tive maintenance item you should not 

be missing out on.

The profit potential for a wiper blade 

swap-out is huge. Inspecting wipers 

should be a matter of habit whenever a 

vehicle comes into the shop. It’s the kind 

of problem that your customers don’t 

think about until they’re on the road and 

facing limited visibility due to inclement 

weather or wet road conditions.

According to most manufacturers, 

wiper blades should be replaced every 

six to 12 months, or as soon as the 

driver detects poor performance. When 

wiper blades no longer make proper 

contact with the windshield surface, 

they can begin to squeak, chatter, skip, 

smear or streak.

Deterioration stems from a number 

of causes, including some environ-

mental factors that are predictable if 

not preventable. Prolonged exposure 

to the sun’s ultraviolet rays and ozone 

causes material deterioration. Car 

waxes and exhaust fumes hold 

rubber-deteriorating oil. Airborne 

debris, such as sand, mud and dust, 

can have a cumulative effect on wipers. 

And acid and salt found in atmospheric 

moisture – especially in maritime areas 

– attack rubber surfaces quickly and 

steadily.

A quick inspection will reveal the most 

obvious signs of deterioration, and give 

you a chance to replace wipers before 

their functionality is completely gone.

Broken frames. Look for detachment 

of frame arms at joints or connection 

points. Ensure element has not pulled 

away from its metal support. Bent vertebra 

and frames cause inconsistent contact 

with the glass surface, causing it to slap 

the windshield on each wiping pass.

Metal corrosion. Pay special 

attention to the joints and claws where 

corrosion generally starts.

Cracks. Visible tears, missing pieces, 

and imperfections in the rubber squee-

gee’s edge will dramatically impact func-

tionality. Look for splits and slashes, 

evidence of hard use. Splitting is caused 

when the sun’s ultraviolet rays penetrate 

the rubber squeegee, causing it to 

breakdown and separate from the frame.

Flex. The rubber squeegee is meant to 

remain flexible in order to ‘flip’ as it 

moves back and forth on the windscreen. 

Aged squeegees with limited flex won’t 

flip and will consequently have difficulty 

conforming to the shape of your wind-

shield and create streaks, and will 

“chatter” across the glass. A hardening 

of the rubber element is caused by direct 

sunlight and extreme temperature 

changes when wipers are idle.

Sharp edges. Check the squeegee 

wiping edge to see if it is rounding, 

which can prevent the wiper blade from 

making strong contact with the wind-

shield. A round edge will reduce wipe 

quality. 

Secure. Tug to ensure wiper blade is 

securely installed on the wiper arm. 

Check that squeegee is secure in the 

wiper frame. If the refill is too short or 

not properly installed, it loses its effec-

tiveness and may result in a scratched 

windshield.

If the wipers pass inspection, give 

the rubber element a quick wipe-down 

with a damp cloth or paper towel, and 

remind the driver to clean the wind-

shield on a regular basis to prevent 

wiper damage from caked-on dirt.

Maintaining wiper blades regularly 

will maximize visibility, efficiency and 

reliability.

Visibility is key to safe driving. 

Designed to clear rain, sleet, and snow, 

wipers are an integral safety system 

that need to be up to the task if they’re 

going to perform as needed.

Simply pointing out wiper deficien-

cies will often lead to a sale. Make 

inspections a habit on every vehicle. 

You’ll be doing your customer, and their 

passengers, a favor. 

www.autoserviceworld.com

PRODUCT FEATURE: WIPERS

Quick  
   check

Ensuring wipers are in good 
working order only takes a 
few seconds, and can be an 
extremely profitable exercise.



48   CARS

Knuckle assemblies
Federal-Mogul Motorparts’ 

MOOG Steering and 

Suspension brand has 

introduced premi-

um-quality complete 

knuckle assemblies that are 

said to dramatically simplify 

bearing replacement and save time on 

several popular late-model passenger 

vehicle applications. The new MOOG 

complete knuckle assemblies include 

all of the premium components needed 

for a complete repair. They’re available 

for a wide variety of Ford, Nissan, and 

Volkswagen applications.

www.MOOGParts.com

MicroLithium drill
Snap-on’s new 3/8-inch 

14.4v MicroLithium 

Drill (CDR761A) is 

compact in size and weight, 

making it suitable to access 

hard-to-reach spots, such 

as tight areas under the 

dash. It features a variable 

speed switch with featherability at low 

speed for control and driving screws. 

The two speed drill (400/1400 RPM) 

has a built-in fuel gauge to track battery 

capacity, and a nine-position clutch for 

a wide range of torques from 8 to 50 

in.lb.

www.snapon.com/powertools

New packaging
CRP Automotive has made its full line 

of Pentosin Technical Fluids available 

to the aftermarket. The company has 

designed new packaging for the line of 

Pentosin’s anti-freeze, brake fluid, 

hydraulic fluid, motor oil, and trans-

mission fluid. A new design and 

packaging is intended to create a 

uniform look and make products stand 

out from competitor brands.

www.pentosin.net

Stainless steel brake lines
Dorman has release a kit which includes 

all lines and fittings for a complete brake 

line repair, featuring materials that have 

been upgraded to stainless steel in order 

to resist corrosion. Dorman bills the 

parts as direct replacements, with no 

need for retrofitting. It features an inno-

vative design that uses soft bends to 

reduce packaging size.

www.dormanproducts.com

Ratcheting wrench
Monster has 

released a five-

piece flexible 

reverse ratch-

eting wrench set (part no. MSTDBM10). 

The tools have extra-long handles and 

flexible heads to access those difficult 

to-reach fasteners. They have a built-in 

reverse mechanism. The five-piece set 

includes the popular: 8mm x 10mm, 

12mm x 14mm, 13mm x 15mm, 16mm 

x 18mm and 17mm x 19mm wrenches. 

Also available is a sister set from 

Monster, the MSTDBM4, which 

includes the 21mm x 22mm and 24mm 

x 25mm wrenches.

www.monsterautotools.blogspot.ca

Subaru HVAC motors
Continental has 

expanded its VDO 

HVAC motors with 

exclusive after-

market coverage of Subaru blower 

motors. The HVAC assembly is offered 

for Subaru’s Impreza, WRX, and Outback 

sedan and wagon models from 2002-

2007. The company surveyed technicians 

to develop the new motors, which are 

built with the exact electrical connectors 

required by the specific vehicle applica-

tion. No flying leads or wire splicing is 

needed. VDO mounting flanges and 

ventilation tubes are in the same position 

and configuration as the factory units.

www.vdo.com/usa

All-weather tire
The Goodyear Tire & Rubber 

Company has introduced 

what it is describing as a 

breakthrough tire for drivers 

who want confident traction 

in all weather conditions. The Goodyear 

Assurance WeatherReady tire is available 

in a wide range of sizes, from 15 inches 

to 20 inches, covering 77 percent of cars, 

minivans and SUVs on the road today. It 

features Goodyear’s “Weather Reactive 

Technology,” asymmetric tread, and 

sweeping tread grooves that force water 

away for steadfast control in the rain.

www.goodyear.com
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Fog lamps
Expanded Asian make and 

model coverage is now 

available for Philips 

X-tremeVision LED Fog 

Lamps. The lamps are 

described as being an easy 

plug-and-play replacement 

for the H8, H11, and H16 

halogen fog bulb applications 

found on a wide variety of 

popular late model vehicles. 

The Philips LED fog lamp 

delivers a bright, white 6000K 

light that matches perfectly with the color of Xenon and LED headlights and Philips 

CrystalVision ultra upgrade headlight bulbs.

www.philipsxtremevisionled.com
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Mini bulbs
Lumileds has expanded its portfolio of 

Philips branded commercial lighting 

products, adding 28 new standard 

miniature bulbs in an effort to provide 

aftermarket professionals with 

enhanced options. The subsidiary of 

Royal Philips said the new SKUs are now 

available in Philips-branded commercial 

packaging. The program was expanded 

to provide commercial automotive 

customers with a packaging choice that 

best fits their sales and service needs.

www.philips.com

CV axles
TrakMotive 

has intro-

duced 170 new CV 

axle numbers to its growing line of 

chassis parts. The new numbers cover 

over 45 million vehicles in operation. 

The company says its line of CV axles 

now includes more than 2,000 SKUs, 

including 94 first-to-market numbers. 

Among 130 new import part numbers 

are 25 for Hyundai, 25 for Kia, 30 for 

Toyota, 20 for Nissan, and 10 for Honda. 

www.trakmotive.com

Brake catalog
Raybestos has released 

its new Commercial 

Vehicle Application 

C a t a l o g  a n d 

Specification Guide 

(BPI-CV17). Developed 

with professionals in 

mind, the guide delivers part number 

and spec information about the complete 

Raybestos commercial vehicle line, in an 

accurate and easy-to-use format. The 

Raybestos Commercial Vehicle product 

line consists of specialty friction, 

premium rotors, friction-ready calipers, 

hydraulics, hardware, and hoses.

www.raybestos.com

Brushless HVAC motors
Continental Commercial Vehicles & 

Aftermarket has expanded its product 

line of VDO Brushless HVAC Motors 

for late model Asian, European and 

domestic vehicles. More than 30 SKUs 

were added. The motors are a match 

to the OE versions, incorporating the 

same electrical connections and 

mounting points. VDO Brushless HVAC 

Motors come individually packaged 

with all of the required installation 

hardware and are ready to install right 

out of the box.

www.vdo.com/usa

www.autoserviceworld.com

Friday, October 13th 
8:00 am to 4:30 pm

Location: Cochrane Shop, 
73 Chauncey Ave. Etobicoke, ON

Instructors: John Thornton and Scot Manna

Back by Popular Demand...
HANDS-ON LAB SCOPE CLASS
Featuring Snap-on and Pico Lab Scopes
Class Limited so register early

REGISTER NOW! 
Lindertech Fall 
Automotive Technical Training Conference
2 DAYS…Friday, October 13 and Saturday, October 14, 2017
(Greater Toronto Area)

                 Leah Cochrane 416 236-1763
              headoffice@cochraneauto.ca

Saturday, October 14th

8:00 am to 4:30 pm

Location: Hilton Garden Inn, 
1870 Matheson Blvd. Mississauga, ON

AM: Instructor: John Thornton
4-WIRE ASIAN AIR FUEL SENSORS

PM: Instructor: Scot Manna
FIGURING OUT FUEL TRIM?

For more 
info and to 
register contact: 

LINDERTECH WELCOMES UNI-SELECT AS OUR NEW TRAINING PARTNER!

Software update
OTC has released a new diagnostic software update for the 

Evolve and Encore, Bravo 2.10, featuring major updates 

that include new coverage for multiple European, domestic 

and Asian brands. All brands and coverage updates are 

included with an active OTC diagnostics subscription. The 

software update offers numerous improvements, including new coverage for 

Volkswagen, Audi, and Mercedes, time-stamped DTC scan report enhancements, 

the ability to clear all codes in all modules in one step, and expanded TPMS coverage.

www.OTCTools.com
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Convertible  
work light
The Snap-on ECARB042 is 

a new, slim, 450 lumen 

convertible work light that 

flips to become a 300 lumen 

flashlight. One of the only 

convertible lights on the 

market, it is the first light in the Snap-on 

line that charges via USB-C. It offers 

intelligent lighting control with a 

dimming function. Once the brightness 

button is held down and the level 

selected, the light will “remember” the 

setting. 

www.snapon.com

Lightweight jacks  
and stands

OTC has introduced 

new stands, jacks, 

and jack packs, 

constructed with 

durable, light-

weight aircraft-

grade aluminum to provide durability 

and longer service life. The new OTC 

racing service jacks help lift vehicles 

faster and higher, with added features 

that make them easier to use. The jacks 

offer different weight capacities for shop 

needs. Side handles allow for easy 

transport and loading for mobile service 

calls. 

www.OTCTools.com

New part numbers
Delphi Product 

& Ser v ice 

Solutions has 

announced new 

numbers for its 

fuel, engine 

management and steering and suspen-

sion products for North America. The 

fuel category has 53 new fuel pump 

module assemblies, 11 new fuel pump 

and strainer sets, one new electric fuel 

pump, and 16 new fuel transfer units. 

The engine management portfolio has 

nine new MAF sensors, and one new 

coolant temperature sensor. The steering 

and suspension category has 160 new 

parts.

www.delphiautoparts.com

Lift kit
Owners of late 

model Dodge 

R a m  1 5 0 0 

pickups using 

EcoDiesel technology can now experi-

ence the enhanced performance 

benefits of a lifted ride height with the 

new Rancho 4-inch suspension system 

(RS66402B), engineered for use on 

2017-13 Ram 1500 4WD trucks using 

either gas and diesel engines. The new 

suspension kit provides an additional 4 

inches of lift.

www.GoRancho.com

www.autoserviceworld.com

GET THE FULL 
AFTERMARKET PICTURE!
MORE NEWS, MORE PRODUCTS, MORE FEATURES

Get tips from Bob Greenwood
with “Greenwood’s Garage”
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narrated by Allan Janssen, editor of CARS
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Nutrunner
Chicago Pneumatic 

has launched a new 

nutrunner that offers 

high power, low main-

tenance and almost no 

vibration in the 

toughest environ-

ments. Weighing as 

little as 3.8kg (8.3lbs) and equipped with a sturdy stabilising 

arm to aid operator comfort, the CP66 is perfect for flange-re-

lated and other bolting applications.

www.cp.com

Control arms
Canadian chassis 

manufacturer MAS 

Industries has introduced 

158 new part numbers which cover over 93 million 

vehicle service possibilities. These include exclusive 

parts that no other aftermarket supplier currently offers. 

They include part numbers for 2014-2017 Mazda 3, 2008-2012 

Honda Accord, 2017 Buick LaCrosse, and 2016-2017 

Chevrolet Malibu.

www. mas-industries.com

Quick-Struts
Tenneco has added 26 new Monroe Quick-Strut 

premium strut assembly part numbers, bringing 

the total to more than 150 new Quick-Strut part 

numbers introduced this year. These new parts 

extend Quick-Strut coverage to 53 additional 

late-model applications representing more than 

3.6 million registered vehicles. Tenneco also 

expanded the Monroe OESpectrum line of shocks 

and struts, with eight new part numbers covering 

more than 1.8 million passenger vehicles.

www.monroe.com

Exhaust components
Tenneco has expanded its Walker Emissions 

Control product line to include 14 addi-

tional EPA-compliant Walker Ultra direct-fit 

catalytic converters, six new Walker 

Quiet-Flow SS direct-fit stainless steel 

mufflers, and 16 new pipe, resonator 

assembly and hardware part numbers. The new parts cover 

a combined total of 192 late-model applications representing 

more than 10 million potential replacement 

opportunities.

www.walkerexhaust.com.
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Composite disc brake rotors 
HELLA Pagid Brake Systems 

now offers composite disc 

brake rotors for European 

applications. These 

advanced, two-piece brake 

discs feature an aluminum hat and a 

high carbon friction ring, which are 

bonded together by rivets. The use of 

aluminum delivers a weight savings of 

15-20 percent and reduces the unsprung 

mass of the brake system. The resulting 

assembly not only improves driving 

properties, but also helps contribute to 

a reduction in fuel consumption.

www.hella.com

Gasket makers
Permatex has 

l a u n c h e d  i t s 

Optimum Gasket 

M a k e r  l i n e , 

designed for today’s 

high performance, 

high stress applica-

tions. They’re described as being 

stronger and more versatile than 

current gasket makers, while also being 

competitively priced. The Grey Gasket 

Maker provides superior adhesion, 

capable of withstanding high torque 

loads and vibration while offering 

maximum temperature resistance up 

to +700 °F. www.permatex.com

Brake shoe kits
MAT Holdings, Inc. has 

announced the 

launch of the 

Bendix Brakes 

brand automotive 

brake shoe kits, which 

include all of the components necessary 

for a complete brake shoe job. The Bendix 

brand complete brake shoe kits include 

brake shoes, wheel cylinders, spreader 

springs, and installation hardware. As a 

result, installation time is cut by up to 50 

percent. The kits also require less storage 

space.

www.bendix-brakes.com

Brake pads
Two new SKUs have been 

added to the Bosch 

QuietCast Brake Pad 

product line, extending 

coverage to more than 616,000 late-

model domestic vehicles in operation 

in the U.S. and Canada. This includes 

the 2013-2016 Ford F-250, F-350 and 

F-450 Super Duty models. The new part 

numbers feature friction formulas 

specific to the application, and include 

synthetic lubricant and a hardware kit 

for all applications. Two new SKUs have 

also been added to the Bosch Blue Brake 

Pad product line, featuring OE-style, 

multi-layer shims that provide superior 

noise dampening characteristics.

www.boschautoparts.com

www.autoserviceworld.com
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“Constantly Building Upon
Our Own Innovations”

Electric Water
Pumps

Inverter Water
Pumps

Water Pumps Timing Belt Kits Fan Clutches

Thermostats Hydraulic Belt
Tensioners

Fan Pulley Brackets Fan Blades Clutch Kits

Free Wheel Hubs Shift ActuatorsClutch Hydraulics ABS Speed
Sensors

Ride Height
Sensors

Oil Pumps Oil Control ValvesManual Transmissions Timing Chain Covers

Variable Valve
Timing Gears

Electronic Throttle
Bodies

Vacuum Switching
Valves

Door Lock Actuators

Form-In-Place Gaskets Automatic Transmission
Fluids

Power Back
Door Actuators

Antifreeze Coolant
(Pink & Blue)

www.aisinaftermarket.com
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I groaned sheepishly; I’d forgotten about that.

“Yeah,” said Maurice when I called the local Hyundai service 

desk. “Bring it in; I think I know what’s wrong.” He wouldn’t 

explain further on the phone, so I made arrangements to 

drop it off after work.

The following afternoon, Maurice called to explain what 

had happened. “Look, Hyundai probably wouldn’t want me 

to say this, but since you’re in the business, I’ll tell you.” He 

lowered his voice conspiratorially. “Remember when we did 

that emissions update a couple of months ago? Well, the 

update was faulty. All Elantras got the updated software, and 

within weeks a lot of them began having weird symptoms. 

Some were idling rough, or even stalling at times. Others had 

issues with the AC, and a few actually dumped the system 

like yours did.”

“So you’re saying a new software update from the manu-

facturer made all these cars run worse? I thought this was 

Hyundai, not Microsoft!”

Maurice didn’t appreciate my humour. “Very funny. Look, 

all I know is that Hyundai told us to return the cars back to 

the pre-updated version. We’ve recharged your AC and every-

thing is fine now.”

I told my staff what Maurice had said. “You have to feel 

sorry for the dealership guys,” said Basil. “This trade is difficult 

enough without the OEM folks sending faulty updates down 

the line.”

“So what was in the update that went wrong?” asked Beanie. 

“How could an emissions update affect something like HVAC?”

“Maurice says they don’t know. I get the feeling Hyundai 

doesn’t like to divulge those details, even to their dealership 

technicians.”

“It’s frustrating,” agreed Tooner. “My buddy at Toyota says 

the same thing. Just replace this or that, but never a clue as 

to why.”

A little later I looked up from my paperwork to see Beanie 

in my office doorway, wearing a facemask. “What’s up?”

“Uh, do you think you could give Mabel a call and ask her 

to put mystery meat back into Tooner’s sandwiches?”

“I guess I could. But why?”

“Well, I know she wanted to improve Tooner’s overall health, 

but as one who works next to him I can tell you it’s not 

working.”

“As in?”

“As in his emissions output has definitely gone negative. 

And if we don’t stabilize things soon, I’m afraid we’re going 

to experience a high-pressure blowout!”  
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“Peanut butter and pickles – again.” I 

closed my lunch box and dug out some 

change for the vending machine. 

“Cookie’s been teaching our son some 

life skills, but I think Grade 2 may be a 

little young to be making Daddy’s 

lunch.”

“Count yer blessings.” Tooner probed 

the multiple layers of his own sandwich 

with a pair of needle-nose pliers and a 

small screwdriver. “At least he means 

well. I swear Mabel’s trying to poison 

me, but I can’t prove it… yet.”

Basil sliced a tomato with his pocket 

knife and salted it lightly. “She’s only 

trying to improve your health.”

“Well, it ain’t workin’. Been passing 

gas for a week now.” Tooner sighed and 

doused the whole mess with ketchup. 

“Don’t know what else it could be. It 

ain’t like I changed my eatin’ habits.” 

He rummaged through a kitchen 

drawer for an old packet of soya sauce. 

“I get these blasted creations full of 

sprouts, avocadoes, and who knows 

what else. I wish she’d go back to 

mystery meat like the old days.”

“Mystery meat?” said Beanie. “What’s 

that?”

“A mashed-up puree of 

slaughterhouse remnants gelled 

together and sold as edible product,” I 

replied. “Scary stuff.”

“Maybe.” Tooner shrugged. “But a 

bunch of food experts must have 

certified it. Heck, I ate mystery meat 

for years and look how I turned out.”

After a moment of silence, Basil 

cleared his throat. “Uh, Slim, speaking 

of mysteries, any success on your wife’s 

car?”

“Nope.” The air conditioning on our 

2013 Hyundai Elantra was acting up. 

I’d told Cookie I’d deal with it when 

things slowed down, but she’d put an 

end to that nonsense this morning. 

“Here’s the deal,” she said, handing me 

her car keys. “There’s a heat wave going 

on, so I’m driving your truck until my 

car is fixed.”

After lunch I took the guys out to the 

shop. “It’s very strange. When the AC 

control is turned on, the compressor 

stays off. But when I turn the AC to ‘fan’ 

mode, the compressor comes on and 

things start to cool down.” I worked the 

controls a few times to demonstrate as 

the guys peered under the hood. “It’s 

like the control system is suddenly 

backwards.”

Tooner scratched his nose. “Why 

don’t you just keep it in fan mode and 

run it that way? Much simpler than 

trying to figure it out.”

He had a point. After all, I was a busy 

guy, right? I turned the control button 

to ‘off ’ and let the system run as I got 

out of the car. My intent was to grab 

the temperature gun and check the 

dash vent outputs. But I never made it. 

All of a sudden, the pressure relief valve 

on the AC compressor blew, filling the 

air with a cloud of refrigerant and 

atomized compressor oil.

“Woah!” exclaimed Beanie, cowering 

behind his tool box. “What was that?!”

“Looks like the system pressures got 

a little too high,” observed Basil. “This 

doesn’t bode well.”

“No kidding!” exclaimed Tooner. 

“The high pressure switch should have 

cut the compressor out before it blew. 

But it didn’t!”

“Precisely,” agreed Basil. “The AC 

controls are working backwards, the 

high-pressure control system is 

bypassed. I think it’s time you called 

the dealer, Slim.” He looked at me. “After 

all, it’s under warranty.”

THE

 CONTINUED ON PAGE 53

Mystery 
meat

Whether it’s a software 
update or a sandwich, 

sometimes you don’t want to 
know how the sausage  

gets made!

By Rick Cogbill
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FRAM Group IP LLC 2017

*FRAM Fresh Breeze® removes up to 98% of dirt, 
dust and allergens1, the only cabin air filter that 
uses the natural deodorizing qualities of Arm & 
Hammer ® approved baking soda.

*FRAM ExtraGuard Air filter lets through 
2x less dirt2 than the average  of leading 
brands.

1 Road dust and pollen particles ranging in size from 5-100 microns.
2 Vs. average of leading standard retail brands. Based on FRAM Group 
testing of air filter efficiency of models CA4309, 8755A, 8039, 326           
and 6479, and their standard retail brand equivalents, under ISO5011.
The Arm & Hammer logo is a registered trademark of Church & Dwight Co. 
and is used under license.

Vehicle Maintenance Done Right.

GET THE MOST OUT OF YOUR AIR*.

Cabin Air Filter Engine Air Filter




