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DRIVE THE LEGEND.

BILSTEIN –
THE OE AIR
SUSPENSION
MANUFACTURER.

Renew the original performance, safety and comfort
with BILSTEIN – the OE air suspension manufacturer.
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Original Comfort.
Working chambers:
• Original design
• For a cloud-like ride

2

Original Stability.

2

Gas-pressure shock absorber:
• New, BILSTEIN mono-tube gas
pressure shock absorbers
• For better handling and performance

3

Original Safety.
Electromagnetic control valve:
• New, active air suspension module
• Properly functioning electronics
• Provides better braking

US.bilstein.com
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TIME TO GET THE MESSAGE OUT

T

he competition begins now.
That is, the battle for customers between the
independent aftermarket and the original equipment
dealers. It’s setting up to be something we haven’t seen before.
The OEs have always tried to keep as many customers
as they can within their four walls. That’s nothing new. The
ﬁght over right to repair and the creation of the Canadian
Automotive Service Information Standard serves as the latest
and most bruising example.
Changing vehicle technology is setting up the latest ﬁght.
As
has been pointed out in the past and now underscored in
The industry
a
recent
Senate report, automakers will claim that they should
needs to get
own customer data and telematics info so that they can keep
ahead of the drivers within their dealer service and repair bays. Vehicles
mudslinging, will be more than a mechanical device, and need to be
and it needs serviced by the OE’s own technology professionals.
to begin
It can be compelling argument. “Who would you rather trust
to
handle your investment? The people who built your car and
now.
our technicians who know it inside and out, or a third party?”
they will ask with dark overtones. For those who are skeptical
of the aftermarket – there are enough unfair stereotypes surrounding the industry,
especially concerning technicians – they will be drawn towards this loaded message.
But it’s not a premise that holds up. The Senate has directed government agencies
“to ensure that sectors such as the aftermarket and car rental companies continue to
have access to the data they need to offer their services” as it relates to the impact of
connected and automated technology in vehicles. Thanks to the successful lobbying
of the Automotive Industries Association of Canada – which has built itself up as a
trustworthy and credible voice – the Senate agrees that the aftermarket can’t be locked
out and is capable of servicing future needs.
Still, knowing the aftermarket will have access to vital information, dealers will be
impressing on drivers that they should be the customer’s trusted partner.
It’s a message the aftermarket will need to ﬁght. The industry needs to get ahead of
the mudslinging, and it needs to begin now.
It will be critical for our industry to push the (accurate) message that the aftermarket
is an ideal place to have vehicles serviced and repaired.
Shops will be on the front end of this effort in terms of customer service and job
quality. Jobbers will be critical, ensuring that sure they’re providing shops with the right
part for the right job by asking the right questions, making sure all related components
and upsells are included and delivered in a timely manner.
Brent Hesje, the incoming chairman of the AIA, hopes to do his part as well to lend
support. It’s estimated the unrealized potential of vehicle maintenance – work that is
outlined in the owner’s manual but ignored by motorists – is $15 billion per year. That’s
a pretty big prize.
He wants drivers to realize that they should be visiting shops more often for this
needed work. If successful, even a little bit, that will bring more selling opportunities
and increased proﬁts. But most importantly, it will also increase interactions between
customer and industry. That’s where the aftermarket can boost consumer conﬁdence
and differentiate itself from the OEs today and in the future.
The AIA has spent years steadily building itself as a trustworthy and credible
organization. Now it’s time for the aftermarket to reap those rewards and position itself
for the future. JN
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Nominations
open for
Jobber of
the Year
It’s time once again to
recognize the best of the
Canadian automotive
aftermarket with the
Jobber of the Year
Award.
If you know a top-notch
jobber who deserves
recognition, nominate
them today for this
prestigious honour.
Remember, we’re
looking for the best
representative of the
aftermarket – from
businesses large
and small and of all
affiliations. Nominations
should highlight
business excellence,
industry involvement
and contributions, and
community service. The
more details you give,
the better.
Go to www.
autoserviceworld.com/
awards/jobber-ofthe-year to nominate
someone today.
Nominations close on
April 27.

NATA ELECTS NEW PRESIDENT, SIGHTS SET ON CASIS
As John Cochrane takes over as the head of
the National Automotive Trades Association,
he’s calling for fixes to the Canadian Automotive
Service Information Standard.
The voluntary agreement was supposed to
give independent repair shops full access to OE
service information. But the owner of Cochrane
Automotive in Toronto said it’s due for changes.
“We have not had a CASIS general meeting since
the document was signed nine years ago,” he said.
“With all the change that’s going on, that’s just not
acceptable. It needs to be updated to make sure it
works for service technicians.”
Some of those additions include training,
tools, telematics, calibration of advanced driver
assistance systems and vehicle security protocols.
“Some people have said that everything is
perfect. Well, it’s not perfect,” Cochrane said.
“Technicians can’t get a lot of stuff like Honda
and Toyota security. That’s not available. It’s fully

available in the U.S., but not in Canada. That’s
very high on my list of what needs to change.”
He would like to see the group have more
general meetings about CASIS with vehicles
manufacturers, technicians and shop owners
to raise concerns and ask questions. Cochrane
also vouched for a closer relationship with the
Automotive Industries Association of Canada “to
bring the aftermarket industry together and make
us more effective in fighting for our future.”
He acknowledged the two associations are likely
to have differences of opinion from time to time,
but they have a common interest in supporting
independent auto repair.
“AIA is not going to agree with everything
we want to do, that’s OK. There’s nothing wrong
with some disagreement,” Cochrane said.
“The best way to go would be to work with
them, rather than against them. We need to get
on the same page.” JN

UNI-SELECT SUPER SHOW

The Western Canadian Uni-Select Super
Show was held in Edmonton in early
February where attendees heard from
keynote speaker James Carter (top
photo), who discussed industry disruptors.
Leading up to the event, Automotive
Parts Distributors held a tour at a local
distillery (left photo) with its members and

Doug Borland of Western
Bearing & Auto Parts in
Portage la Prairie, Man.
was the 2017 Jobber of
the Year.

6

salesforce team.

 JN
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CENTRIC GETS AWARD
FROM ALLIANCE
Brake and chassis manufacturer and

supplier Centric Parts won the Outstanding
Shipping Performance Award from the
Aftermarket Auto Parts Alliance.
It’s the second year Centric, a division of APC Automotive,
has won the award which is given in recognition of delivering a
95 per cent or greater fill rate throughout the last calendar year
for all of its product lines.
The award was handed out during the Alliance’s supplier and
membership meetings in Miami in early December.
Charlie Kirkland, Centric’s vice president of sales, called it “an
honour” to be recognized again.
“Complete and on-time delivery is obviously crucial to
Alliance’s business, which is why they make it a point to
recognize supplier-partners that excel in fill rate performance,”
he added. “We continue to drive Centric Parts further into
Alliance’s distribution model with the right products that help
make them successful year-over-year.”
Centric’s president, Greg Woo, also applauded the
achievement. “I am very proud of the way our team held its own
against some of the most recognized brands in the automotive
aftermarket.” JN

CROWNE AFTERMARKET
BECOMES TRICO GROUP
Crowne Aftermarket has renamed itself as the Trico
group.
The president of Trico Group, Jay Burkhart, said the
change happened because the company believes that it
should lead with a name that is best recognized by the
market.
“As we continue to grow our aftermarket business,
it became clear to us that we should lead with our
best-known brand name, Trico, as our company name
representing our product brands, as well as our continued
focus on customer growth,” he said. “This brand strategy
certainly clarifies our identity with customer channels and
helps to position our aftermarket portfolio as we continue
to develop and grow our business.”
The group puts out products for the aftermarket
industry including, Trico wiper blades, Carter fuel systems,
and StrongArm lift supports.
In an announcement, Trico said there are no changes
to company ownership and the current executive staff
remains the same. JN

Perfect match
know-how.
Close enough isn't good enough. With nearly 500,000 parts,
tools and products in stock, we have exactly what you need.

napacanada.com
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‘COME FROM AWAY’ CONTEST WINNERS

Get AutoServiceWorld.com news and more by
following @JobberNews on Twitter.

Bumper to Bumper in Newfoundland gave away trips and tickets to see the
musical ‘Come From Away’ in Toronto recently. The show tells the
story of when more than three dozen planes were forced to land in Gander,
Nfld. following the September 11 attacks in 2001 in the United States. About
7,000 travellers were housed and fed by residents.
(Left photo) Christopher Dwyer, right, won a pair of tickets and is
congratulated by Bumper to Bumper’s Harvey White in Lewisporte, Nfld.
(Right photo) Diane and Baxter Penny were winners from the store’s Grand
Falls, Nfld. location.  JN

Follow
us on
Twitter
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MEMA PUSHES FOR RESPONSE ON V2V
The Motor & Equipment Manufacturers
Association is pushing for action on a U.S.

federal proposal that ensures vehicle to vehicle
communication (V2V) for all new vehicles.
The National Highway Traffic Safety Administration’s (NHTSA) new rule would enable new
light cars to exchange basic safety messages with
surrounding vehicles, which would allow cars with
the technology to “see” and “talk” to each other.
This proposal would establish a new federal motor
vehicle safety standard.
“Motor vehicle suppliers are committed to
vehicle safety and are key developers of the technologies needed to avoid and mitigate crashes.
V2V technology is one of the critical components
to enhance vehicle safety and eliminating and
reducing fatalities and injuries on U.S. roadways,”
said MEMA president and CEO Steve Handschuh.
“But waiting will cost lives. Now is the time to take
action on this rule.”
In the MEMA’s submission to the NHTSA, the

group highlighted the importance of using today’s
technology such as dedicated short range communication (DSRC), and maintaining the 5.9 GHz
spectrum for intelligent transportation systems.
“Although potential V2V technology alternatives
may become available at some undefined point
in the future, deployment of a 5.9 GHz, DSRC V2V
system is critical to achieve the next level of vehicle
safety enhancements necessary to reduce fatalities
on U.S. roadways today,” the MEMA said. “This
technology is well understood and has been rigorously tested in real-world conditions by our vehicle
supplier members and their original equipment
manufacturer customers.”
Suppliers of both light and heavy vehicle
components and systems are active in these sorts
of multiple cooperative activities. The MEMA said
it has addressed the importance of the rule and
wants accurate research to take place to ensure
that steps are being made for V2V vehicles to move
forward.  JN

ASA HOSTS VISION CONFERENCE
The Vision weekend in Kansas City
once again featured a “Hi-Tech Tool
Expo,” with the latest in service
information technology and tools.
The annual event was hosted by the
Automotive Service Association’s
Mid-West chapter, and welcomed
3,600 technicians, service advisors,
and shop owners this spring.
Dozens of classes were held on the
topic of management, technical and
heavy duty training. JN
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Opti-Cal
Premium New Calip
Caliper
per

TM

No Core Return
100% New
Components

Optimum Quality.
Optimum Coverage.
Machined to OE precision, the premium Opti-Cal
caliper is made of 100% new components and unlike
traditional calipers, it requires no core return.
Designed to Raybestos® engineering speciﬁcations
and manufactured to meet or exceed OE performance,
this all-new, award winning, premium caliper provides
trouble-free installation and optimal performance.

www.raybestos.com
©2018 Brake Parts Inc LLC. All rights reserved. RAYBESTOS, THE BEST IN BRAKES and OPTI-CAL are among the registered trademarks and
trademarks of BPI Holdings International, Inc.
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VAST-AUTO CELEBRATES PAST YEAR, LOOKS AHEAD

V

ast-Auto Distribution held its annual
convention in Montreal, where they
celebrated the year that has passed, and took
time to examine the future of the industry.
Held at the recently renovated Queen
Elizabeth Fairmont Hotel in Montreal Feb.
16-18, parts vendors and business partners
met with store and repair shop owners to
showcase new promotions, products, services,
equipment and technology.
A record of 66 exhibitors were on hand for
the expo with 650 people in all coming out
for the event, according to Pierre Lafrance,
marketing director at Vast-Auto.
A series of conferences were held for
marketing, sales, IT and purchasing teams at
Vast-Auto. Sessions touched on challenges
being faced today, such as technology,
inventory, recruitment, profitability, increasing
and retaining their customer base, enabling
store and repair shop owners to discover
new strategies and programs and deepening
knowledge to better address daily challenges.
“We collected a lot of relevant information
from the AIA and the industry in general,
as well as from banners and workshop,”
Lafrance said. “We also went looking for
information on what is coming. Certainly
with respect to electric cars, we will go from
5 per cent to 80 per cent in 20 years, but we
must be on the lookout for all these new
technologies.”
Emphasis was also placed on customer
service, particularly the new generation.
“And when I say ‘new generation,’ I don’t
necessarily mean age, but technological tools,
such as billing by text message,” Lafrance said.
Attendees also heard from Mylène Paquette,
the first North American to row solo across
the Atlantic Ocean from west to east. She
spoke about perseverance, pulling from the
experience her four-month journey across the
North Atlantic.
The annual Poker Run gave out more than
$25,000 in prizes.
To close out the event, recognition
awards were handed out, recognizing key
anniversaries, Vendor of the Year and
winners from repair shop and store banners.
Company president John Del Vasto expressed
his gratitude and appreciation for vendors,
customers and employees for their support
over the years. JN

1
1. Agna was named the Vast-Auto Supplier of the Year. From left, Joey Micelli, Gary Ohanian,
Rafﬁ Ohanian, Guyanne Boulay, Zota Catalin, Nelson Estrela.

2

3

2. The Auto Value Parts Store of the Year award went to Crysler Automotive. From left, Steve
Bujold, John Del Vasto, Jeff Landriault, Mario St-Pierre, Martin Gauthier, Steve Morris, Mauro
Cifelli, Daniel Malandruccolo. 3. The Mister Mufﬂer Shop of the Year award went to Monsieur
Mufﬂer Lévis. From left, Daniel Malandruccolo, Patrick Courcy, Jean Robitaille.

4
4. Pneus Varennes was picked as the Auto
Value Certiﬁed Service Centre shop of the year.
From left, Daniel Paul, Paul Péloquin, Martin
Charbonneau, Steve Bujold.

5
5. Shop of the Year for OCTO
Auto Service Plus was awarded to
OCTO Pointe-aux-Trembles. From
left, Daniel Malandruccolo, Martin
Montpas, Mario Iacovone.
6. Multi-Service Auto Rustcheck
was named the Auto Mécano
Shop of the Year. From left, Steve
Bujold, Daniel Paul, Christian
Bourque, Roxanne Chartrand,
Perry Wener.

6
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AAPEX 2018
set to go
This year, AAPEX
2018 will be back
once again in Las
Vegas at the Sands
Expo.
The expo will have
about 2,500 manufacturers and suppliers with all new
products, services,
and technologies.
As usual, buyers,
technicians, jobbers,
warehouse distributers, ﬂeet buyers, and
auto retailers will all
be in attendance.
There is expected to
be 162,000 automotive aftermarket
professionals in
attendance coming
from all around the
globe.
AAPEX 2018 will
also be offering new
product and packaging showcases,
product demos and
AAPEX education
sessions dealing with
the most important
areas of the industry,
like technology, business management,
and the current direction the automotive aftermarket is
moving in.
The event will be
happening Tuesday,
Oct. 30 - Thursday,
Nov. 1. Registration
for AAPEX 2018 will
be available in April.

12

The production of electric vehicles is at risk of
hitting a roadblock due to a lack of lithium.
Electrical vehicle manufacturers did not
anticipate that such a high demand of the
chemical element would cause a problem
this early in the process. By the year 2020, it’s
expected that the use of electric vehicles will
grow to almost three per cent with around a 10
per cent increase by 2025, according to financial
services firm Morgan Stanley.
Lithium is key in the making of rechargeable
batteries for electric vehicles. It has been in
high demand over recent times, with experts
predicting that demand will only grow but a lack

of materials to keep up. This could turn into a
big problem for the pace of EV production, said
a recent report.
With higher demand in the market, many
lithium companies are seeing their share prices
rising significantly with more demand for new
resources. A strain on carmakers looking to boost
EV offerings could be felt, possibly slowing down
the market.
Experts predict that the massive increase
in demand brought on by automakers, power
storage systems and new applications will create
a potential significant shortfall by 2020, according
to USA News Group.  JN

FAITH IN ONTARIO ECONOMY ON SHAKY GROUND
There is a lack of confidence in the economy among members of the Ontario Chamber of Commerce,
according to a report it recently released.
The Ontario Economic Report reported that just 23 per cent of the province’s businesses are
confident in Ontario’s economy. That’s a significant drop from 2012 when 47 per cent were positive.
Access to talent is the largest hurdle, affecting 77 per cent.
The report says that 68 per cent of firms believe that the increase in minimum wage could have
a negative impact on businesses. Input costs from electricity and taxes were other top concerns.
A weakening economy could spell trouble for the aftermarket as drivers may put off vehicle
maintenance and repairs, hurting everyone from shop owners to jobbers to suppliers.
“Our report has identified key vulnerabilities within our economy, which require swift and strategic
leadership,” said Chamber president and CEO Rocco Rossi. “This year, the [Chamber] will engage our
members, government and other leaders to explore these issues and develop the necessary solutions
for a more prosperous Ontario.” JN

ALDER AUTO PARTS WINNER IN RAYBESTOS CONTEST
Karolyn Hayes of Alder Auto Parts in British

Columbia has won the grand prize from the 2017
Raybestos Delivers Sweepstakes.
For her efforts, Hayes won a Chevrolet City
Express LT cargo van for her jobber store plus
$2,000. She also takes home $500 for herself.
The contest ran between Oct. 16 and Dec. 15
of last year. To qualify, entrants employed by a
jobber, parts store or warehouse distributor had
to sell 25 units of various Raybestos brake pads,
calipers or rotors.

Alder Auto Parts is a Uni-Select member
with four stores in the lower mainland of the
province. JN
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THE PRODUCTION OF
ELECTRICAL VEHICLES
IS AT RISK OF HITTING
A ROADBLOCK DUE TO
A LACK OF LITHIUM

Our story is an American story; one that began in a tiny Chicago warehouse in 1918 and
continues to this day. It’s a story built on hard work, innovation and old school values.
And it’s built on a people ﬁrst philosophy—the people who handcraft each gasket and the
®

people who rely on them. As Fel-Pro celebrates 100 years, the art of gasket making lives on.
This is the story of Fel-Pro—100 years in the making. Thanks for helping to write it.
Our story is your story.

©2018 Federal-Mogul Motorparts LLC. All trademarks shown are owned by Federal-Mogul LLC
or one or more of its subsidiaries in one or more countries. All rights reserved.
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BY ADAM MALIK

AN IMPORTANT ROLE
DURING EXCITING TIMES
The incoming AIA chairman sees plenty of opportunity ahead
for an industry where there are many questions about the future

T

he Automotive Industries Association of Canada has been diligently
planting the seeds of being a reliable, trustworthy and relevant voice over
the years to an industry worth $21 billion.
And the way Brent Hesje sees it, it’s time
to flex those muscles as change is afoot.
Exciting times are indeed ahead, said
the incoming chairman of the AIA, and
with the oncoming wave of changing
vehicle offerings and technology, competition is going to be swift as to who will
get consumers’ hard-earned dollars.
The Edmonton-based chief executive
officer of Fountain Tire looks forward to
the next year of being an opportunity to
push the value and quality service that
the aftermarket offers. There is a wealth
of unrealized potential out there, he said,
and if the aftermarket can capture it and
do it right, customer loyalty can be built
ahead of a time when dealers will be
pushing across messages that they should
be consumers’ top option for service as
vehicles grow in sophistication.
That unrealized potential lies in the
amount of maintenance and repair work
outlined in owner manuals that consumers are ignoring.
“If that was all fulfilled in Canada, there
is a multi-billion-dollar prize out there,” he
said. “I’ve been in the industry a long time
now, 25 years, and in lots of ways I’ve
never been more excited.”
Hesje noted that the AIA estimates that
prize would be as much as $15 billion, a
number that even surprised him after he
became involved with the AIA.
“I think what’s so exciting about that is
this doesn’t mean us and our competitors
need to be in a win-lose situation. We

have this bigger prize to go after,” he
said. “By having conversations with one
another about how we can continually
up our game, up our talents and up our
professional image, that will only lead to
[success].”
If it all works out, customers – and
more of them – will come through the
doors of repair and service shops with
greater frequency across the country,
creating an opportunity to build key
relationships.

“

It’s a business where
if you take care of the
customer for the long haul
and do the right thing,
you really can have a lot
of customer loyalty.

”

– BRENT HESJE, INCOMING AIA CHAIRMAN

“It’s a business where if you take care
of the customer for the long haul and do
the right thing, you really can have a lot
of customer loyalty,” Hesje said.
There will also be ripple effects if the
industry can encourage more vehicle
owners to pay attention to their owner’s
manual.
“What’s so good about that is, the better we are at that, the safer the roads are
as a vehicle is more up to snuff,” Hesje
said. “It’s a pro-active move to keep minimizing the carbon footprint of vehicles if
they’re up to snuff maintenance wise.”
Not to mention the jobs it could create,
he added. Put it all together – environmental benefits, more opportunities to
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engage with customers, greater profits,
better positioning for the future, job creation – this pursuit looks like a clear winner to Hesje.
“To pull it off,” he said, “we all have to
really get looking at the prize out there –
underperformed maintenance. That
engages the suppliers, the jobbers, the
wholesalers, the retailers, the citizens of
Canada through the government about
the upside of that.”
It’s important to remember that it’s not
the aftermarket coming off the sidelines
to tell consumers what they should be
doing. This unrealized potential is all outlined as necessary work by vehicle manufacturers, Hesje said.
So how will the aftermarket get drivers
to bring their vehicles in for that maintenance procedure they’ve been putting
off? That’s where the AIA can flex its muscle of being a well established, trusted
and credible organization.
“AIA has done a wonderful job of
positioning itself to be a national voice,”
Hesje said, highlighting the group’s 75th
anniversary last year, topped off with a
weekend gala attended by the hundreds
during Grey Cup weekend in Ottawa in
November, as a display of the body’s
strength.
“Just think about how adaptable that
organization has been,” he said. “It has
this credibility. It has the federal government wondering what the AIA has to say.”
Just look at how the Senate listened
to the AIA about concerns related to
connected and automated vehicles, for
example. The Red Chamber’s report
Driving Change outlined that the governcontinued on page 16
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ment needs to ensure the aftermarket
has access to the necessary tools and
information related to future technology,
something the AIA has been pushing for
some time.
Getting the government onside to help
deliver the message will be key. While the
AIA has the aforementioned credibility
and trust, it’s not a recognizable name
amongst consumers. Campaigns backed
by Ottawa can help deliver the needed
message.
Furthermore, shops – which are on the
frontlines – will also play an essential role,
Hesje said.
“I think it’s difficult for AIA Canada to
think it’s going to run some advertising
campaign on a national scale and get the
majority of Canadians aware of this. But I
think our membership, we together have a
real opportunity by having professionally
trained people having professional outlets
with professional behavior,” he said.
“Those are the kind of things that are

“

I’ve been in the industry a long time now, 25 years,
and in lots of ways I’ve never been more excited.

going to buy the trust of the Canadian
consumer and get them to say, ‘You
know what, I would like to outsource all
the management of my vehicle to you
and, yeah, keep it up to snuff with the
manual.’”
Aftermarket members have done a great
job in Hesje’s view to work together and
standout in their communities. Working to
build that positive image and push negative stereotypes out of the way has taken
considerable effort, and it’s paying off.
“You can get into so many industries
where it’s just ‘steal-share,’” he said.
“This to me is an industry where it’s ‘create and increase the category together.’
When I see different competitors that are
focused only on the aftermarket, run-

Automotive lighting

Gives them more colors.
Gets you more sales.
Philips Ultinon LEDs deliver brilliant lighting performance in
a choice of four colors: blue, intense red, intense amber, or
6000K bright white. Easy to install and available for a wide
range of interior and exterior applications, Ultinon LEDs are
direct replacements for conventional bulbs.

www.philips.com/turnon

Philips Ultinon LED
interior and exterior lighting
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ning high quality television and radio
[advertisements], winning local awards
by being the small business of the year
and things like that – that is good for all
of us because it puts the professionalism
and the trustworthiness of us on the table.
I think we could do more that way to
celebrate those successes and maybe to
challenge people in the aftermarket.”
Future
If it wasn’t complicated enough already,
vehicle repair is set to become even more
so as connected cars, automated vehicles
and electrification inch close to the
mainstream. The AIA needs to be ready,
Hesje said.
“We talk about connectivity – the
vehicles are connected to one another,
connected to the manufacturer. So
that presents kind of a challenge and
opportunity. Whose data is that?” he
said. “Electrification – at what pace will
vehicles be electrified? So all those things
are really important challenges. How does
AIA become that platform for those conversations of industry stakeholders?”
As a starting point, aftermarket members need to come together to exchange
ideas and viewpoints to have a united
voice going forward. The AIA does a good
job of gathering voices from across the
country in different areas of the aftermarket, Hesje said.
“Just have that national perspective
combined with some depth knowledge
on the different ways of going to market –
be it manufacturers, wholesalers or
groups like ours that are dealing right on
the front lines the customer,” he said.
“I think industry players have a curiosity about wanting to get together. I think
what’s great about our highly engaged
members is they come with a great curiosity and they want to come up with
solutions.”
Hesje pointed to AIA president JeanFrancois Champagne’s efforts to ensure
continued on page 18
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a balanced scorecard approach where
the group looks at financial, productivity,
customer and leadership goals to provide
the foundation to allow the association to
be a leader.
“We have to be forward-looking to
maintain AIA’s position with all the
changes of vehicles in the aftermarket,”
Hesje said. “It’s kind of interesting when
you have this good positioning and presence. So now with our voice, we’re being
involved in conversations at a North
American level with other like organizations in the U.S.”
All of this means that when the time
comes, the AIA will be ready to answer
the pressing questions.
“As all this transition starts to kick in
with autonomous vehicles, connectivity
and electrification, people from politicians to consumers are going to be wondering, ‘What’s your point of view on this?
Do you have any information on this?’”
Hesje said.
That’s how the industry can stay relevant and offer pertinent information in
the face of transformative change to the
automotive industry.
“The consequences of not being relevant seem to be much more deadly than
they’ve been in the past,” Hesje said. “The
market can move fast. I think if you’re a
learning organization, you have more of
a chance of pivoting – you can pick with
confidence because you think, ‘Well, hey,
if we have to exit this one category, we

“

You can get into so many
industries where it’s just ‘stealshare.’ This to me is an industry
where it’s ‘create and increase
the category together.’

”

– BRENT HESJE, INCOMING AIA CHAIRMAN

can pivot to this one because we know
how to learn, we know how to adapt.’”
Today
There’s a lot of talk about the future
because of the anticipated changes that
are coming. But the aftermarket can’t
lose sight of what’s happening right now,
Hesje warned.
“There is so much to be gained right
now on just helping all of our customers through the whole supply chain and
helping our customers understand their
responsibility that that vehicle is up to
snuff for maintenance,” he said. “I think
that’s something we on our education
side could really take a lot of action.”
Continuing to provide value to the
customer is essential.
“I think we need to keep raising the bar
every year on becoming an even more
market-back organization,” he said, referring to a business that develops strategies
for creating customer value. “I think we
need to get even closer to the market than
we’ve been. I’ve recently been involved

as a board liaison with the automotive
service providers (ASPs) and it’s very
refreshing to get into those conversations –
and I live that anyway in my business.
I am an ASP, I like to say, but I think
more and more connectivity with them
will keep us relevant and keep us close
to what the customers are wanting and
demanding is very important.”
Doing the little things and ensuring the
customer is happy is essential to ensuring
the long-term success of the aftermarket
and make the business resilient against
any possible storms that may come.
“If you talk about smaller communities, there is not a lot of room for making mistakes. Your reputation can really
deteriorate quickly. I think in bigger cities
that are growing, sometimes there can be
room. We’ve seen periods in big, growing
cities where we have businesses where
we can have very mediocre customer
service scores and still have a viable
business. But all it takes is a turn in the
economy to have that sort itself out,”
Hesje said. JN

‘Opportunities abound’ at AIA
The incoming chairman of the Automotive Industries
Association of Canada is a graduate of the University of
Saskatchewan where he obtained his bachelor of commerce.
Brent Hesje was recruited right out of school to join Proctor
& Gamble, a manufacturer of a wide range of products in
the household, family and personal care product industries.

aspirations of becoming a national brand.
He joined the AIA when his interest was piqued after
attending an event about underperformed maintenance.
Actually, it was his wife’s interest and insistence that finally
pushed him towards getting involved.
“She’s a very responsible consumer and having her vehicle

He worked as a sales representative, which led him to live in

up to snuff maintenance-wise. She just thought the information

various parts of the country.

was quite astounding and also said to me, ‘That seems like a

After eight years, Hesje left to join Fountain Tire as its

great organization to be part of.’ So I eventually listened to a

marketing manager in 1992. He became its chief executive

bunch of smart people around me and I found myself there

officer in 2005. During his time with the company, Fountain

at my first meeting,” Hesje said. “I did get that sense at that

Tire has seen its brand expand throughout Alberta and

particular press conference – Marc Brazeau was the president

into other provinces like British Columbia and Ontario with

then – that there’s just opportunities abound in this group.”
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| giving back

BY NATHALIE SAVARIA

VAST-AUTO MAKES MAJOR DONATION
TO LOCAL TRADES SCHOOL
l’École des métiers de l’équipement motorisé de Montréal received a donation of tools,
parts and equipment valued at more than $200k

A

midst the celebration of another
successful year and excitement for
the future at its convention, Vast-Auto
Distribution announced a significant donation without much fanfare – $210,000 in
the form of tools, parts and equipment
to l’École des métiers de l’équipement
motorisé de Montréal, an automotive
trades school.
Vast-Auto held its annual convention
at the Queen Elizabeth Fairmont Hotel in
Montreal from Feb. 16-18.
Patrick Dubois, Vast-Auto’s Eastern
Canada marketing manager quarterbacked the project while Roger Goudreau,
executive director of the AIA’s Quebec
division, acted as an intermediary, connecting the distributor and the school.
“There is always a demand for gifts for
students,” Dubois said. “I thought it was
good to offer something different to stand
out from other networks while helping the
school and students. At the industry level,
there is also a need to enhance the image
of the aftermarket. We often talk about
dealers in schools, that’s ﬁne, but we in
the aftermarket are often forgotten. We
need to have a better presence.”
A large selection of parts, tools and
equipment – which will be used as
teaching aids for students – was delivered
to the school in July. “The students have
already started working with them,” said
its director, Serge Gauthier.
For the school, it’s a considerable gift.
“This is so much material that we will
not need to buy. There are tools that
are new,” Gauthier said, adding that
the school gifts $10,000-$15,000 in tools
every year for automotive students from
vocational training centres across the city
as part of a special gala every June. “We
will have a supply of gifts to offer for many
years because we have new pallets and
tool pallets.”
The school typically gets about 10

20

From left, Patrick Dubois (marketing manager, Eastern Canada, Vast-Auto), Serge Gauthier
(director, l’École des métiers de l’équipement motorisé de Montréal), Roger Goudreau (executive
director, AIA Quebec Division) and Pierre Lafrance (marketing director, Vast-Auto).

‘‘

At the industry level,
there is also a need
to enhance the image
of the aftermarket. We
often talk about dealers in
schools, that’s ﬁne, but we
in the aftermarket are often
forgotten. We need to have
a better presence.
– PATRICK DUBOIS, VAST-AUTO DISTRIBUTION

damaged cars each year, typically from
General Motors, valued at about $5,000
each, Gauthier said. The donation of tools
from Vast-Auto is the biggest it has ever
received, Gauthier said. For Vast-Auto,
it is the largest donation of this type the
company has ever made, Dubois said.

With tight budgets, vocational training
centers don’t always have the necessary
equipment and tools.
“I’m from a professional program,”
Dubois said. “I know what it’s like to be
in class, then to follow a lesson and not
being able to practice what you learned
because you do not have the necessary
materials. That’s why I thought it was
important to help young people that way.”
He was keen to emphasize the support
he received from the leaders of Vast- Auto.
“I presented the project, and they did it.”
“This is a first and we hope that this will
inspire other organizations,” Goudreau
said, adding that Carquest made a similar
but smaller donation in the past. “VastAuto is a bit of a pioneer, and it’s leading
the way in creating a link between industry
and training because we depend on each
other. To help one another in this way is
salutary and positive for everyone.” JN
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BY JAMES CARTER

IN THE FACE
OF DISRUPTION,
ATTITUDE IS
EVERYTHING
A

few weeks ago, I decided to try a little
experiment.
A large parts distributor had posted
a couple of pictures on LinkedIn comparing the
cylinder head and valve gear of a well-serviced,
high-mile motor vs a poorly serviced low-mile
motor which had suffered serious sludging issues;
and thus extolled the virtues of regular maintenance for engines. Hard to disagree with the logic
for a current internal combustion engine, but it
occurred to me that this doesn’t necessarily hold
true for the future.
So I shared the post and posed the hypothesis

to my LinkedIn followers that if you opened up a
poorly maintained, low-mile electric motor vs a
well-maintained electric motor, you would see no
difference, because electric motors are essentially
maintenance free.
What I didn’t suggest was that electric vehicles
are maintenance free (as the above reply insinuated). Clearly they aren’t. Tires, suspension, hubs
and other chassis parts, as well as anything that
opens and shuts, or rotates; will eventually need
to be looked at and replaced. However, as most
OEMs are suggesting 50% less maintenance than
a regular ICE vehicle, I wanted to point this out,

The
aftermarket
has a choice:
either deny
and ignore,
or remain
alert for
opportunities

CONTINUED ON PAGE 4
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What really interested me about these and other
comments was how people react to the prospect of
signiﬁcant change in their industry.
and get that message across to the social media
audience.
The post touched off a veritable firestorm, with
almost three dozen comments, ranging from positive to extremely negative.
Among the more positive comments was one
by someone who had regularly worked on electric
vehicles: “I work on BMW I3 and e-vehicles. If the
shift to electric happens there will be a drastic
reduction in the vehicles coming to us.”
Then there was this: “I would have never listened to you in any case, but by watching the pictures everybody should be even more motivated
to perform regular maintenance. As a consultant
you are providing deceiving and incorrect information, you should remove this post as soon as
possible.”
What really interested me about these and
other comments was how people react to the
prospect of significant change in their industry.
Loosely, I can divide up the responses into three
different categories:
1 A strong understanding of what is potentially
coming, an alertness to find and exploit new
opportunities that disruption provides; or at
minimum, mitigate risk from areas that disruption affects.
2 An understanding that disruption may come,
but will either do nothing or take a defensive
position.
3 Denial that there will be any change and an
aggressive refute of significant disruption on
the industry, often by citing wrong information
or incorrectly understanding what is written.
This is often accompanied by highly personal
anger and attacks, rather than a willingness to
engage in constructive debate.
It’s the latter two positions that are dangerous
in the face of potential disruption.
Case Number 2 is exactly what happened
with Kodak. In the mid 1990s, the Kodak board
ordered one of their teams to identify, quantify
and add timing to any potential disruption they
saw coming. Quite correctly, the team identified
digital cameras as a huge threat to their film business, and also correctly identified that it would

take about 10 years to come to fruition.
So what did Kodak do? The answer is essentially nothing. Despite owning the most patents
on digital imaging technology of any company in
the world, they went bankrupt because of the new
technology.
Perhaps this attitude is best summarised by
Nokia CEO Stephen Elop as the company was sold
to Microsoft: “We didn’t do anything wrong, but
somehow, we lost.”
Case Number 3 is familiar to many of us – denial
that change is coming, followed by blame placed on
anything but a simple failure to recognize danger
and act accordingly. “Five hundred dollars? Fully
subsidized? With a plan? I said that is the most
expensive phone in the world …(and) it doesn’t
have a keyboard!” said Steve Ballmer, former CEO
of Microsoft, in response to the launch of the original iPhone in 2007.
Microsoft completely missed the idea of the
phone as an app platform and consequently
bypassed many of the initial opportunities in
mobile, allowing companies like Google and Apple
to quickly surpass them.
I am not suggesting electric vehicles are maintenance free. But I am suggesting that there’s going
to be a significant reduction in required maintenance and that the aftermarket (and dealers) are
about to be very significantly affected. I’m also
suggesting that one of the future keys for success
is alertness and attitude. Even if you don’t believe
my opinion about the future of autonomous and
electric vehicles, if businesses remain alert and
understand the potential impacts of disruptors,
then, in my mind, this is great news.
Perhaps it is this comment that I thought best
captures the spirit as a way to move forward: “Let’s
be part of the solution … and do something about
the problems (rather) than coming up with more
objections, while just sitting around.”
But there is a big issue with this statement – it’s
the identification of “problems”. The one really
important thing about industry disruption is
that it also brings very significant opportunity,
especially to first movers. And it is “opportunity”
rather than “problems” that really successful business men and women concern themselves with.
As an industry, it is time to make a decision.
Will we deny disruption or simply not act, and get
smacked down? Or will we remain alert and reach
for where the opportunities take us?
It is this thinking that will determine the success or failure of the automotive aftermarket over
the next 15 years of change. JN

James Carter is principal consultant at Vision Mobility, a Toronto-based consultancy. You can reach him at
jcarter@visionmobility.ca.

S4

VEHICLE TECHNOLOGY & INNOVATION

Sponsored by Chevron

Image: Chesky_W, iStockimages.com

BY JAMES CARTER

AUTONOMOUS
VEHICLES
AND THE
AFTERMARKET
D

o you ever think about what your transportation might look like in the future?
How do you imagine it to be on an everyday basis?
Many futurists envision a world of autonomous
taxi-bots that you can call on demand to take you
wherever you want to go. In fact, if you live in a
town or city, you won’t ever need to own a vehicle
as the taxi-bot will arrive a few minutes after you
request it through your digital assistant.
Only a few years ago, ideas like this were really
just the stuff of an overly productive imagination.
And even today they can sound completely fanciful
to some. But the truth is, that new reality is falling
into place.
The idea of calling a vehicle on demand has
been around a long time with taxis, but it was
raised to the next level more recently when Uber
completely up-ended the taxi industry. It allowed

Changes
are coming,
putting
emphasis on
your ability
to learn
and pivot

you to call for a ride and pay for it through an app
on your phone.
The reality is that the distance between the
present situation and the coming world of a taxibots hinges on just one variable – the driver. Both
Uber and Lyft have been working for some time
to overcome this. Uber has predicted that all of its
vehicles would be driverless by 2030.
The technology development in the autonomous vehicle space has been rapid. OEMs, Tier 1s,
start-ups and universities have all been working
feverishly, with many industry tie ups and expensive M&A activities. In fact, many OEMs have publicly stated that their autonomous technology will
reach a Level 4 stage (that is, full autonomy with
no need for a steering wheel), some time between
2020 and 2022.
Autonomous vehicle technology is expected
to roll out as a ride-hailing service first. They are,
CONTINUED ON PAGE 6
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Only a few years ago, ideas like this were really just
the stuff of an overly productive imagination. And even
today they can sound completely fanciful to some.
in effect controlled “closed loop” trials to ensure
safety and correct functionality. Soon after this,
from around 2022 on, we can expect to be able to
purchase a vehicle with full autonomous capabilities (if indeed you decide to purchase at all). Like
most technology, it will be expensive at first, but
with the commoditization of components, prices
will fall, just as they did with other revolutionary
technologies like smartphones.
It won’t be long before autonomous technology
is commonplace.
The real question though is how it will affect the
automotive aftermarket. There’s no doubt that the
impact will be significant.
Here are four potential impacts:

1

More ﬂeet business for repair shops

Image: johavel, iStockimages.com

The roll out of autonomous vehicles as shared
mobility is most likely to be controlled by
fleets. While there are proponents of peer-to-peer
(P2P) car sharing, the reality is that few people
want to lend out their vehicles with such a high
potential for something to go wrong, even in an
autonomous world. For many people, when you
control something only temporarily, there is a
great temptation to mistreat – or at least give it
less care than you would if you owned it. If you’ve
ever had a bad experience with AirBnB, you’ll
know exactly what I mean. Rental fleets have
dealt with this situation for years, and are experts
in this field, which means it won’t take long for
autonomy to coalesce around this business model.
Thus, autonomy will equal fleet business, which
is a blessing and a curse for the automotive service industry. It will be a curse because most fleets
demand lower costs. It will be a blessing because it
creates a steady stream of business. And fleets tend
to use only top-quality parts. So in a new mobility
environment, with the prospect of service expectations potentially high, liability and service issues
will suggest that fleets will strive to make sure that
the best quality parts and service is available.

2

No more customers at your door

When vehicles can drive themselves to an
automotive service facility, there will be very
little need for ASPs to deal with retail customers.
This has a twofold effect. For one thing, customer
service skills may not be as highly valued. And, for
another, any potential upsell opportunities will be
almost non-existent.
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The need to educate consumers on how the
vehicle works, and why it should be maintained
regularly, will go the way of the dodo. You can
expect the occasional visit from a taxi-bot rep …
and that’s about it.

3

Autonomous vehicles rarely crash

4

Software and high-end electronics

There’s one piece of technology that created
the first upswing in collisions per million
miles travelled, and that’s the smartphone. After
40 years, newly distracted drivers are now crashing
again, and this has created some pretty good times
for those in collision.
However, when most vehicles become autonomous, 93% of accidents that are caused by human
error will largely be eradicated. This will have a dramatic downward effect or the collision business.
Long term, new pivots will need to be studied.

Think you use computers too much in your
job today? Well, you ain’t seen nuthin’ yet!
Autonomous vehicles will feature extremely
high-end electronics and software. In fact, the
data created in just one kilometer of driving would
completely fill your laptop’s hard drive. An autonomous vehicle is expected to generate 1 terabyte
of data per kilometre. ASPs will need to become
familiar with this technology as soon as possible, and a good place to start will be to develop
a complete understanding of the new advanced
driver assist system (ADAS) features, like those
employed on Toyota’s Safety Sense technology.
It is highly likely that ASPs will need to become
very familiar with software, and it may be that
specialized experts will need to be there to support
technicians in their work. Ultimately a specialist
technician may have more in common with a computer help desk operator than a wrench turner.
So what does this all mean for those in the
automotive aftermarket? Industry disruption is
coming, and autonomous vehicles will be a key
player in this change. It also means that each
business operator needs to have a serious think
about how their business will operate in the new
mobility environment, and what the potential
impact will be on revenue and profits.
My advice to business leaders is to learn as
much as you can about potential future disruption. Do a SWOT analysis (Strengths, Weaknesses,
Opportunities, and Threats), repeat regularly, and
take note of potential pivots.
In the end you may or not agree with me that
on the disruption forecast to hit the automotive
aftermarket, but if you’re actively looking, you’re
already halfway to ensuring your business will
have a long and successful future. JN
Sponsored by Chevron
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Trends in passenger car
motor oils
Evolving engine technology driving change
BY DAVID LEE, PHD

T

hink about how much vehicles
have changed in the past few
years. What may come to mind
are all the new electronics, smart
sensors, assisted driving features
and more, but what’s less noticeable
are the significant changes taking
place under the hood.
Engine technology is evolving
rapidly in response to three factors:
1. Legislated and social pressure to
reduce carbon emissions
2. Consumers’ desire for lower fuel
consumption which leads to cost
savings
3. Demand for more engine power
while still fulfilling numbers one
and two.
By 2025, U.S. federal mandates
call for a Corporate Average Fuel
Efficiency (CAFE) of 54.5 miles per
gallon. That doesn’t mean every
car has to meet that standard, but
that every manufacturer must meet
that as an average across their
entire fleet, which may span a range
of vehicles from large SUVs and
pickups to small hybrids and electric
cars. (For comparison, the average
today is 35.5 mpg.)
The necessity to achieve greater
fuel economy has driven new engine
technologies. Three technology
trends in particular stand out:

Z Gasoline direct injection (GDI) –
involves the high-pressure
injection of fuel directly into
cylinder combustion chambers
rather than through intake valves.
GDI is increasing in popularity
and is expected to dominate the
market within a few years. By

2021, GDI-equipped light vehicles
are projected to account for 71 per
cent of the production market in
North America.

Z Turbochargers – used to be
found exclusively in racing and
high-performance sports cars,
essentially, they recycle hot
exhaust gasses to increase
power. They are increasingly
commonplace, appearing in 21 per
cent of new vehicles as of 2015
and are expected to be in 80 per
cent of new cars by 2025.
Z Engine downsizing – some engines
are going down as small as one
litre (which is small enough to fit
in a suitcase) in efforts to reduce
mass and weight to improve
fuel efficiency. What’s important
though, is that these engines don’t
sacrifice power. New six-cylinder
engines are the horsepower
equivalent of yesterday’s eightcylinder and the modern fourcylinder provide the power of what
once took six.
As with all new technology, there
are often hiccups discovered along
the way as the technology matures;
this is true of evolving engines.
In the course of trying to develop

more fuel-efficient engines without
compromising power, manufacturers
encountered something called LSPI
(low speed pre-ignition) – this is
unwanted and uncontrolled preignition in the combustion that can
severely damage an engine over
time.
It is resulting in many warranty
claims, and as you can imagine, a
huge issue that OEMs globally have
acknowledged and are working on
alongside the American Petroleum
Institute and major lubricant
producers including Chevron. LSPI
is largely a result of combining the
major engine advancements into
one package. This combination of
technologies stresses the engine to
a higher degree and leads to a need
for improved motor oil to provide
greater protection.
The smaller, GDI and turbocharged
engines run hotter, experience more
stress and have a higher power
density; meaning the oil has to work
a lot harder to protect the parts. That
is why we have been seeing major
development in the types of oils
that are required for newer engines.
OEMs have been moving towards
ever thinner viscosities because
they produce less fluid friction or
resistance and therefore deliver
better fuel economy.
Though a 5W-30 weight oil may
be the most popular now, that is
changing and in a big way. The
industry is forecasting the 0W
viscosity grades (now several per
cent of total North America PCMO
demand) to constitute approximately
35 per cent of total North America
demand by 2025.
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BY GEOFF KIRBYSON

control

COMPONENTS IN HIGH DEMAND
Emphasis on premium part sales necessary
thanks to degrading infrastructure

Photo: kozmoat98, iStockphoto.com

E

ver wonder why the manufacturers of
steering, chassis and driveline parts
seem to be smiling all the time?
Just take a look at many of Canada’s
roads.
With government budgets stretched to
the limits, the chances that Canadian roadways are going to get a significant upgrade
in the next few years – or decades – are
slim. And the more that Band-aid solutions
are applied, the more Canadians’ cars and
trucks are going to get beat up and require
aftermarket servicing.
“It’s becoming more important to have
a premium option for ride replacement
parts because as vehicles sag and age, the
demands put on those parts are significantly higher than what was put on the
original parts,” said Gord Paton, manager
of technical services and field support at
Mevotech LP, a Toronto-based supplier of
steering, suspension and chassis parts.
He has found the replacement rate for

parts on the righthand side of vehicles is
higher because of sewer grates, bigger pot
holes and crumbling curbs.
“People are keeping their cars a lot longer than they used to and the North American fleet is continuing to age,” he said.
The good news for jobbers and auto
repair and service shops is the demand for
chassis components is going to continue
to grow as long as many Canadian roads
resemble land mine fields.
“[The demand] is out of control. People
tend to keep cars longer and replace components that fail versus buying a new car,”
said John Mejia, Montreal-based marketing
director for MAS Industries.
With two outer tie rod ends, two inner
tie rods, at least two forward control arms
and two more in the rear, there are many
service opportunities to keep vehicles
operating better and more safely, regardless of which side of the road the pot
holes are.
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“When you change a tie rod end or a
chassis component, it’s advised to do it in
pairs. If you’re doing one side, you should
do the other,” he said.
With every passing year, an increasing number of original and replacement
parts are made with lighter-weight material, such as aluminum, and while that can
improve fuel efficiency, they’re not always
as durable as the lower-technology parts
they replaced.
“The aftermarket vehicle with 60,000
kilometres on it isn’t the same vehicle
that rolled off the dealer’s lot,” Mejia said.
“[Wear and tear] in chassis and suspensions will change the performance and
impact other parts of the vehicle. For
example, if the springs start to sag, they’ll
change the ride height of the vehicle. As
the parts age, they can also start to accelerate the failures of other parts,” he said.
Aluminum in chassis parts, primarily
control arms and stabilizer links, has been
around for quite a few years with North
American, Asian and European manufacturers. But Paton thinks it will be some
time until carbon fibre is used in mass-produced vehicles simply because it’s cost
prohibitive.
continues on page 30
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“We’re seeing it more and more in
exotic cars,” he said.
Many newer vehicles are coming out
with driver-assist features, such as adaptive cruise control, lane departure and
self-parking, all of which are made easier
by electric power-assisted steering, rather
than hydraulic steering. In addition to
requiring a lot less effort to turn the wheel,
Paton said it also reduces the amount of
power consumed by the engine.
“There are also claims that it improves
fuel economy. It’s easier to package and
it probably reduces the cost of the system.
You don’t have to run hydraulic hoses,”
Paton said.
Another factor impacting the lifespan
of parts is the increasingly long intervals
that motorists take between visits to their
service shops. In response, the industry
is moving towards low-friction, lubricated-for-life technology for parts.
If the original equipment manufacturers
have gone to lighter materials on a variety
of parts such as control arms and stabilizer
links, MAS has followed suit.
“The OEM form, fit and function is very
important for us,” Mejia said.
But not every part, such as ball joints
and tie rod ends, is being made with
newer, lighter material and technology.
Because those components are so low to
the road and are often the first point of
impact, Mejia can’t see them being made
of softer, more malleable materials.
For jobbers, that means making sure
they’re sourcing aftermarket parts with
the same technology as the ones being
replaced. That way they know the vehicle isn’t likely to be coming back any time
soon.
“There are so many sensors now and
a lot of them are calibrated for a specific
amount of resistance. It’s to the driver’s
benefit to replace parts with the same
technology,” Mejia said.
One possible legislative change that
could impact the aftermarket for ride components is the recent U.S. government
decision to roll back fuel economy rules
for vehicles, known as the Corporate Average Fuel Economy (CAFE) standards.
The rush to produce lighter weight material may ease given that the need is not as
pressing as before.
Mejia said it’s too soon to tell what
30

“

It’s vital that the jobber employee clearly
communicate the advantages of relying
on a respected brand and manufacturer.

”

– ADAM RICHARDSON, TENNECO

the future will bring because whatever
changes are taking place at the OEM level
today won’t hit the aftermarket for five or
six years.
“When something is on warranty,
(motorists) will go back to the dealership
to get it serviced,” he said.
Because ride control technologies today
last longer than before, or at least don’t
show any obvious signs of wear and tear,
jobbers can boost their revenues by promoting the fact that “millions” of vehicles
are candidates for thorough ride control
inspections to determine if parts should be
replaced, said Adam Richardson, senior
product manager of Tenneco’s North
America Aftermarket Ride Control, which
makes the Monroe brand of Quick-Struts.
“Shocks and struts sustain incredible
abuse over the course of their service lives
and often lose their effectiveness over
time,” he said
“Replacing worn units can help improve
control and handling, reduce premature
tire wear and shorten stopping distance,”
he added, noting the Motorist Assurance Program recommends inspection of
shocks and struts at 80,000 kilometres.
The key to increasing ride control sales
for jobbers is to encourage service providers to implement formal inspection and
recommendation practices for every vehicle visiting their shops.
“You can’t get the sale if you don’t identify the need and ask for the work,” Richardson said.
Tenneco recommends a four-step process for shops to increase ride control
service opportunities. First, interview the
customer to determine how the vehicle is driven, the age of the ride control
units and whether they have noticed any
changes in ride and handling. Second,
take a quick test drive to identify symptoms such as excessive noise, vibration
and harshness, steering wander, increased
stopping distance and reduced stability. Third, inspect the vehicle’s ride control units and tires for signs of damage or
abnormal wear and finally, if necessary,

recommend the replacement of worn
units – in pairs, of course.
When it comes to recommending premium parts for ride control replacements,
Richardson said there can be significant
differences not only between a supplier’s
good, better and best offerings, but also
between different suppliers. For example,
with replacement strut assemblies, the
grade of steel used, the type of spring technology, internal valving design and overall unit construction, can determine how
satisfied and even how safe the customer
might feel after picking their vehicle up.
“It’s vital that the jobber employee
clearly communicate the advantages of
relying on a respected brand and manufacturer,” he said.
It’s equally important to communicate
the key differences between a manufacturer’s entry-level, mid-grade and premium
units. Jobbers and service providers need
to be able to explain when a particular
component uses high-grade technology
and high-quality steel. They should also
note how the product has been tested to
match original equipment offerings, such
as style, ride. Warranties and guarantees
help back up a product’s claims.
Done right, shops and jobbers should
see a sales boost.
“These are compelling reasons for the
shop and consumer to invest a few extra
dollars in the better performing, guaranteed, premium unit,” Richardson said.
Finally, he also noted it’s important to
remember that jobbers will likely only
have one opportunity to sell and install
replacement struts over the life of any
vehicle, therefore, it’s in everyone’s best
interest to specify and install a premium-quality part that has been designed,
built and tested to provide original equipment-style performance.
“Cutting corners by choosing a lesser
quality unit from an unknown manufacturer could put the shop’s reputation at
risk. When you only have one chance to
do a job, it makes sense to use the best
parts,” he said. JN
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| tariffs

BY ADAM MALIK

‘DANGEROUS’ TARIFFS SLAMMED BY MEMA
espite warnings about the repercussions, United States President Donald
Trump announced tariffs on steel and aluminum.
The Motor & Equipment Manufacturers
Association did not mince words, saying
it was “disappointed” with the decision of
“dangerous” tariffs of 25 per cent on steel
and 10 per cent on aluminum.
“Our position on tariffs is clear: Tariffs
will be detrimental to the jobs that the
motor vehicle parts supplier industry
created,” the MEMA said in a statement.
“While we support the administration’s
focus on strong domestic steel and aluminum markets, tariffs will limit access
to necessary specialty products, raise the
cost of motor vehicles to consumers, and
impair the industry’s ability to successfully
compete globally.”
The Auto Care Association in the U.S.
also spoke out against tariffs.
“Based on the fact that there are few
parts necessary for the upkeep of a vehicle
that do not contain significant amounts of
steel and aluminum, this action will have
a significant negative impact throughout
the supply chain, including many small
medium and small businesses and their
employees that comprise the auto care
industry,” it said in a statement.
Canada and Mexico were given a provisional exemption by the U.S., meaning that a reprieve is in place for now.
However, the tariffs could be added later
which had been interpreted by some as a
threat related to NAFTA renegotiations.
The exemptions did little to appease the
MEMA, maintaining its position that the
move flies in the face of any goals to create more jobs in the U.S. and boosting the
country’s competitiveness on a global scale
– goals of which the group was in favour.
“But the remedy that President Trump
has prescribed – steep, across the board
tariffs on aluminum and steel coming into
the United States – is dangerous. In fact, it
could put the very jobs and competitiveness he hopes to help in harm’s way,” the
association’s statement said.
Further to the exemptions, the MEMA

‘‘

Our position on tariffs
is clear: Tariffs will
be detrimental to the jobs
that the motor vehicle parts
supplier industry created.
– MEMA STATEMENT

– which represents more than 1,000 manufacturers of motor vehicle parts and
components – said that may only provide
short-term relief from the negative effects
of this decision.
“Tariffs on steel and aluminum would
hurt the largest sector of manufacturing
jobs in the U.S., putting the well-being
of many Americans – and the nation’s
economic security – at risk,” the group
said. “We are disappointed that President
Trump chose to disregard our message
and sign a proclamation today allowing
these tariffs to take effect.”
The Auto Care Association called for the
move to be reversed or at least modified.
“While we strongly urge the president
to reconsider this action, at minimum we
hope that the administration will look to
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create an efficient exemption process for
qualified U.S. companies in order to alleviate the harm that will be caused by the
imposition of this tariff,” it said.
The MEMA noted that it spent time
and effort to express its concerns to key
members in Washington. Representatives
met with top advisors from the Trump
administration, and MEMA president and
chief executive officer Steve Handschuh
penned a letter to the White House outlining its many concerns.
“Many specialty materials and components imported by motor vehicle suppliers are used by hundreds of vehicle parts
manufacturers. Suppliers’ access to these
specialized products is critical to the industry and our national economy,” he wrote.
“MEMA member companies operate in an
integrated global supply chain with both
suppliers and customers inside and outside of the United States. This model has
allowed for continued growth in motor
vehicle production as well as U.S. employment in our sector … [D]isruptions to supply chains or increases in production costs
will not contribute to the national security
of the United States.” JN
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FACING A
DIFFERENT
KIND OF

TALENT
SHORTFALL
We applaud the idea of brining
manufacturing back, but we have to
get people to operate the equipment,
to deliver the product and make
it happen.
– JEFF JORGE, BAKER TILLY

W

hen one thinks of talent shortage in the aftermarket, thoughts may immediately jump to a
lack of counter staff or technicians.
While true, there’s another area that may
not be at the front of everyone’s minds: information technology
professionals. That’s right – skilled staff who are typically
34

reserved for the technology giants of the world are also needed
in the automotive industry, including the aftermarket. And that
need is only going to grow.
Jeff Jorge, international services practice leader with business
advisory firm Baker Tilly, warned attendees of the Automotive
Aftermarket Suppliers Association Technology Conference
that the predicted shortage stands to significantly impact the
automotive industry and ripple through all sectors.
Further complicating the problem is that IT professionals are
hard to come by in the first place. Add in the fact that these
workers would rather land a job at Amazon or Apple and
challenges are ahead, said Lisa Whalen, global vice president
of automotive and transportation at research firm Markets and
Markets. The automotive industry just doesn’t have the same
appeal as companies in Silicon Valley.
“There will be new companies to compete with in getting and
keeping that talent,” she told attendees of a different session at
the conference.
By 2020, about 1.4 million jobs will be open in technologyrelated fields, Jorge said. That includes software development,
www.autoserviceworld.com | JOBBER NEWS / APRIL 2018
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Aftermarket faces a growing
need for IT professionals

BY ADAM MALIK

We need to find a way of attracting
Millennials to this extremely exciting
industry that’s just
popping as a result of
technological change.
– LISA WHALEN, MARKETS AND MARKETS

technological integration and platform development.
However, there’s a gap between that number and the amount
of ready-to-go talent coming out of schools.
“Our universities will only pump out 29 per cent of that total
demand. That is a problem,” Jorge warned. “It’s for you as
business leaders to figure out how to solve this problem.”
Jorge recommended that suppliers start thinking about the
talent they will need in the future and start attracting young
people early.
“You need to think beyond the next 12-36 months. Reach
farther down in the academic journey and get individuals who
are coming out of junior high and see how they are thinking and
see if they think this a path for them,” he said. “You can actually
go and harvest that talent before they get out of high school.”
Whalen agreed, adding that leaders will need to show young
people just how interesting the automotive industry is now and
going to be.
“We need to find a way of attracting Millennials to this
extremely exciting industry that’s just popping as a result of
technological change,” she said. “We need to attract those that
are technologically savvy and train them properly to capitalize
on the immense shift happening within the automotive industry.”
And if companies believe that labour shortfalls cans be filled
strictly by talent within your borders, think again.
In the U.S. particularly, Jorge said that there has been a

noticeable shift in the business community’s attitude when it
comes to looking abroad for workers. The timing of that shift,
coincidentally, ties into the election of President Donald Trump.
Foreign workers have been part of the talent pool for employers
across all industries for decades. No more, it seems. On the flip
side, it could be a boon for Canada to take in those workers.
“We applaud the idea of brining manufacturing back, but we
have to get people to operate the equipment and to deliver the
product to make it happen,” Jorge said.
In front of a crowd of about 200 people, he shared some of
his firm’s research on what would happen if certain products
were manufactured in the U.S. instead of offshore. For example,
a pair of jeans that an American would by for $75 would instead
cost $375; the iPhone would cost about $2,000 instead of $800;
and a car that one would normally purchase for $16,000 would
end up being priced at about $47,000.
It’s a good idea to bring manufacturing back within U.S.
borders, he said, but it doesn’t work in reality, as evidenced by
the price jumps consumers would face. Commonplace items
would no longer be affordable.
Manufacturing jobs that return would have to become
automated to bring costs down. People who can or once did
operate that equipment, however, may be moved to work
with other new machines that require human assistance or
may move into completely new jobs. That means retraining
is necessary as well as a boost in technological knowledge as
systems become more advanced.
A strong and proper immigration policy is a must to allow
companies to meet their needs, Jorge said. He advised suppliers
to keep an eye on what the government has in store in order to
ensure they can secure international talent.
As for trade, the most important thing for suppliers to pay
attention to is NAFTA, and especially the expected rules of
origin section. Businesses will have to prove that what their
selling under NAFTA regulations has 62 per cent of its content
from within the three participating countries.
Jorge estimates 80 per cent would fail this test today.
“If you’re not familiar with this, we highly encourage you to
look into it,” Jorge advised. “This has been a sleeper because
this has been at the very core of the trade agreement.” JN

Check it out! Available now... on a computer near you!
Introducing the latest in service from Schaeffler...
the REPXPERT quarterly eNewsletter. Be the first
to know about the latest product, training or
installation content available from Schaeffler.
Sign up for free and start receiving your copy today!

BE THE FIRST!
JOBBER NEWS / APRIL 2018 |www.autoserviceworld.com

Further information:
www.repxpert.ca

35

| sales trends

CAR SALES

OFF TO GOOD START

New vehicles sales are still
on the rise. From left, the
Chevrolet Bolt (battery
electric) and Chevrolet Volt
(plug-in hybrid) topped
sales for electric vehicles in
he country. Ontario led the
way in total EV sales.

Good news for aftermarket’s future as more new cars hit roads

G

ood times are continuing for new vehicles sales in
Canada despite the doubters.
After selling about 2.04 million vehicles in 2017 –
a record high and the first time the two-million
barrier has been broken – Canadian sales got off to a hot start
in January with more than 117,000 units sold. That’s a 6 per cent
increase from last year, surpassing expectations. After February
came and went, it was the same story – sales up 2 per cent from
last year, breaking records set in 2017. Auto sales over all are up
3.8 per cent compared to 2017.
In January, light trucks led the way, accounting for 73 per cent
of sales, up 9 per cent. Passenger car sales fell 2.5 per cent compared to 2017. That gap widened in February with light trucks up
5.6 per cent and passenger cars down another 6 per cent.
Concerns were raised that higher interest rates and weaker
economic conditions would in part lead to decreasing
affordability and a drop in sales.
DesRosiers Automotive Consultants hedged its bets, saying the
rest of the year could play out in multiple ways.
“There are as many positive variables as negative variables
affecting vehicle sales right now so it is hard to predict where
36

the market will be in 2018,” the company said. “The safest bet
would be a minor correction although it wouldn’t surprise us if
we end up with another record year in 2018.”
But Scotiabank Economics didn’t include a ray of positivity
in its early year report, predicting the end of a five-year run of
increased sales. However, it figures that the drop off will be
minor with 40,000 fewer units sold this year and still keep sales
above the two-million mark.
Carlos Gomes, senior economist and auto industry specialist
at Scotiabank, expected the biggest decline to come in Ontario.
Weaker job prospects and a drop in household savings are
expected to be the biggest factor.
Sales are expected to ease in Alberta, but still produce a yearover-year increase of 1.2 per cent. The province led the country
in sales gains last year with a 12 per cent jump, buoyed by
business purchases of new vehicles. Though some will replenish
their fleets to keep sales more or less on par, Scotiabank said
drilling activity has flattened out, thus dampening hopes of
“upside support” from that sector.
In B.C., job creation helped boost sales by 7.5 per cent last
year. “The percentage of B.C. households that purchased a
www.autoserviceworld.com | JOBBER NEWS / APRIL 2018
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“

The safest bet would be a minor
correction although it wouldn’t
surprise us if we end up with
another record year in 2018.

new car or light truck last year was the highest in nearly three
decades,” Scotiabank said. But service sector employment,
which makes up 80 per cent of the province, is expected to
soften, pulling down sales by about 1.7 per cent.
Ontario tops EV sales
Electric vehicle sales are on the rise in Ontario. In fact, sales
there are the highest in the country, overtaking Quebec.
Data from Fleet Carma showed that almost 7,500 battery and
plug-in hybrid electric vehicles were sold in Canada’s most
populous province. In Quebec, just under 7,200 units were sold,
accounting for 2.2 per cent of all vehicle sales. British Columbia
came in a distant third with 3,270 electric vehicles sold, which
made up 1.9 per cent of total sales. Despite Ontario’s strong
showing, electric vehicles made up just 1.6 per cent of sales.
Nationwide, a record 18,564 EVs were sold, up 68 per cent
from 2016. Ontario increased sales by 120 per cent compared to
2016 as rebates increased.
The Chevrolet Bolt led all sales as battery electric vehicles
outpaced plug-in hybrids. The Chevrolet brand led here as well
with the Volt taking top spot.
In all, there are about 48,000 electric vehicles on Canadian
roads, up from 29,000 in 2016.

”

–DESROSIERS AUTOMOTIVE CONSULTANTS

U.S. sales dim
The picture is not so rosy in the United States so far. Market
researcher LMC Automotive is predicting that car sales in the
U.S. will continue to drop this coming year.
Jeff Schuster, senior vice president, automotive forecasting at
the consulting company said that car sales will shrink to about
200,000 units to around 17 million vehicles.
Throughout the next three years, he added, car makers will
announce more than 200 new vehicle models. The U.S. market
is planning to grow the line up of electrical vehicles from 16
models in 2017 to around 90 by 2027, according to Schuster.
Sport utility vehicles will be responsible for 50 per cent of
overall passenger vehicle sales in the U.S. by 2021 and electrical
vehicles will only be responsible for around 6 per cent of the
U.S. market by 2027, according to LMC Automotive. JN

ON THE ROAD

TO A BET TER WORLD
Protecting our environment with HFC 134a
Forane 134a is a zero ozone depletion potential
refrigerant with properties similar to R-12 and
is used as a pure refrigerant in automotive air
conditioning.
Arkema can help you and the environment …
we are on the road to a better world.
The Best Product. The Best Support.
That's The Forane ® Formula.

Arkema Canada Inc.

Fluorochemicals Group

416-614-3610 or 1-800-567-5726 x230

www.forane-us.com
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www.daycoproducts.com

The Name
You Know
on a Water Pump
You Can Trust.

Dayco water pump kits have been a reliable industry mainstay
for years. Now that Dayco quality is available in stand-alone
water pumps. Featuring upgraded materials for the bearing,
impeller and gasket, Dayco water pumps deliver exceptionally
reliable performance. Just what you expect from Dayco.

new products |

Mahle performance
piston rings

Right-angle screw gun
A new, lightweight, twoin-one screw gun/drill
has been introduced by
Snap-on Tools. It has up
to 150 in-lb. of torque and
a nine-position clutch, a
cushion grip handle, paddle
style trigger and easy
access forward and reverse
buttons. The CDRR761 has
14.4 volt batteries to help
last a through a busy day
in the shop. It drills at 450
RPM for higher torque and
1,550 RPM for steel drilling.
Its variable speed switch
offers featherability and
control in a tool that weighs
only 3.1 lb. The screw gun/
drill kit also comes with two
batteries, a charger and a
tote bag.
Snap-on Tools
www.snapon.com

VDO door system program expanded
Continental expanded its VDO door systems program with the
addition of 1,500 part numbers, including a complete line of
VDO power window regulators, regulator/motor assemblies
and door lock actuators. The motor and regulator assemblies
are offered with OE-style electrical connections, designed
to reduce install time and increase service life. VDO window
regulators are built to restore original window performance
while allowing customers who are looking to save money in
applications where only the regulator needs replacement.
Many of these parts were formerly exclusive dealer items
and are now available at competitive pricing. The VDO door
lock actuator line provides enhanced vehicle coverage for all
makes of automobiles, light trucks, and SUVs from 1985 to
2017. Components are ready to install out of the box.
VDO
www.vdo.com/usa

Heavy duty aftermarket catalogue
MAHLE Service Solutions has introduced its 2018 Commercial
Vehicle Service Tool and Equipment Product catalogue (No.
MSS-HD-18). The catalogue, which is being published for
the first time, notes the company’s full portfolio of heavy
duty products and information on its HD aftermarket lines
ShopPro, TechPro HD, ArcticPro, and FluidPro. ShopPro
is a full line of hydraulic and pneumatic equipment for
the commercial vehicle market. The TechPro Commercial
Diagnostic System provides the ability to analyze, diagnose
and repair commercial vehicles. The ArcticPRO ACX1180C
offers OEM-level heavy duty AC servicing. The catalogue
also has complete specifications on four service machines in
the company’s FluidPro line of fluid exchange systems. The
catalog is available for download.
Mahle Service Solutions www.servicesolutions.mahle.com
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Mahle has introduced
new piston rings for the
performance market.
The rings are made out
of SAE9254 steel which
enable high velocity oxygen
fuel (HVOF) coatings and
physical vapor deposition
(PVD) coatings to be
applied. This base steel
allows customers to get
advanced second rings
from the same steel. It’s
Mahle’s first foray into the
performance piston ring
market.
Mahle Aftermarket
www.mahle-aftermarket.
com

Electrical connector seal
Penray’s new 7015
connector seal protects
electrical wires. The spray is
designed to form a flexible
and durable protective seal
that keeps away outside
debris. It works with any
size and is a clear spray
to not obstruct the
technician’s view of
the wires. It can also
be easily removed
if connectors need
to be replaced.
The connector is
able to withstand
temperatures of up
to 250 degrees F.
Penray
www.penray.com
continues on page 40
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New Spectra SKUs
Spectra Premium added 79 new part numbers to its collection, covering
more than 17 million vehicles in operations. In engine management, 33
new parts were added, including 12 VVT solenoids, six mass air flow,
three crankshaft position sensors, three camshaft position sensors,
three EGR pressure sensors, two ignition coils and one first-to-market
electronic throttle body for popular
applications. The cooling systems
category grew with 20 new SKUs – eight
heavy duty aluminum radiators, eight air
conditioning condensers, three complete
radiators and three engine coolant
reservoirs. In fuel delivery, added were
two fuel lines, one fuel tank sending
unit and one fuel pump cam follower,
along with 10 filler neck hose and 6 fuel
tank filler necks. The oil pan category
expanded to include three first-to-market
oil pans exclusive to Spectra.
Spectra Premium
www.spectrapremium.com

Traxon lubricant
Petro-Canada
Lubricants has
added Traxon
synthetic MTF
75W-80 as a part
of its gear oil line.
The MTF 75W80 is a premium
performance commercial vehicle manual
transmission fluid that is used to drain
liquids (up to 400,000 km or 250,000
miles), protect it from outside debris, and
shrink maintenance costs. The product is
made for extended drain service in heavy
duty manual transmissions like class 6, 7,
and 8. The product has been approved
by Volvo and Mack so customers will be
able to use it in their automated manual
transmission applications.
Petro-Canada Lubricants
https://lubricants.petro-canada.com/
continues on page 42

Looking for more?
Visit www.autoserviceworld.com/
products to stay on top of the latest
product announcements.
40

www.autoserviceworld.com | JOBBER NEWS / APRIL 2018

new products |

Raybestos adds part numbers
Raybestos has introduced further coverage of it’s RPT rust prevention technology rotor and
caliper lines. The 67 rotor part numbers and 72 caliper part numbers provide protection
against all the weather elements. The rotor technology coats the surface and cooling vanes
of a rotor to protect open-wheel designs that leave the part more greatly exposed to the
elements. The caliper uses a proprietary zinc electroplating process that helps prevent rust
and provides protection for all kinds of weather.
Raybestos | www.brakepartsinc.com/raybestos/en-us

Compact torque wrench

CTEK Multi US 7002
battery charger
CTEK has released the
new Multi US 7002 battery
charger. The tool charges
all types of 12V lead-acid
batteries. The charger can
handle a broad range of
batteries including 14 Ah
to 150 Ah and batteries up
to 225 Ah. The charger can
support up to 7A during
maintenance work and has
a 12V power source when
disconnected from the
vehicle. The Multi US 7002
can recondition sulphated
batteries with a “recond”
mode. It offers a 7 amp
charging current as well as
the eight-step battery care
program.
CTEK
www.ctek.com
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Snap-on introduced a pair of micro
torque wrenches that feature a slim, compact steel
body but feature the same electronic features as its
larger cousins. The ATECH1FS240 and ATECH2CS240 FlexHead TechAngle Micro Torque Wrenches help make tasks
like reaching an intake manifold or valve cover easier for
techs thanks to a design that is meant for close clearance
work. Four alert modules indicate by LCD, LED, vibration and
sound when the desired torque is reached. An updated LED
progression on the tools offers better target torque indication
at lower ranges. The wrenches can also measure rolling
torque to help when checking bearing preload and drag. The
tools feature five scale references – ft-lbs, in-lbs, Nm, Kg-cm
and dNm. A single AA battery powers each wrench and both
come with a two-year warranty.
Snap-on Tools
www.snapon.com

Total Quartz
Total Canada added two
new fluids; the Quartz 9000
Future FGC 0W-20 and the
9000 future FGC 5W-30.
The products are made for
engines that use GDI & TGDI1
technology and use the
newest fluid and synthetic
engine oils. The products
maintain maximum fuel
economy, reduce sludge,
and work to keep the engine
clean. It reduces low-speed
pre-ignition, turbocharger
deposits, and works for
controlling oxidation.
Total Canada
www.total-canada.ca

Superior Signals new brake light
Superior Signals Inc. has introduced a
new brake light that works by
flashing for three seconds and
turning into a steady burn when
pressed. The light contains 12-24
volts, polycarbonate lenses, die cast aluminum mounting base, stainless steel bracket mount, 6
LEDs, and has 12W of power. The light is 5.6-inches long and will work for over 30,000 hours.
Superior Signals Inc. | www.superiorsignals.com
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AIA Members: $799 per person (taxes extra)
Non-AIA Members: $1,249 per person (taxes extra)
The Sheraton Centre Toronto Hotel
123 Queen St W | Toronto, ON
April 25th + 26th 2018

What is the future of the automotive industry?
The automotive aftermarket is advancing at a rapid pace and telematics systems and vehicle connectivity
have the potential to significantly alter the already competitive automotive landscape in Canada.

Are you ahead of the curve?
When it comes to making sound business decisions, being at the forefront of industry trends is a must.
The Aftermarket Conference for Executive (ACE) will bring together industry leaders to discuss the
rapidly evolving global automotive developments while exploring practical solutions to ensure that
the Canadian aftermarket remains a strong and vibrant industry.

For details, please contact:
Tawny Myers
tawny.myers@aiacanada.com
613-728-5821 X230

We’re going digital!
This year, we will use a custom AIA Canada app so
you can have a memorable experience at our events.
Search for ‘AIA Canada’ in y
your app
pp store
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WELLNESS PROGRAMS CAN CURB SICK TIME

H

CCH research
indicated that
72 per cent of
human resource
executives
see going to
work sick as a
problem.

productivity incentive solutions provider.
According to a study from business advisory
ﬁrm PwC, 89 percent of large company CEOs view
healthy living incentives as the most promising tool
to drive health care cost reductions.
IBM has paid out $185 million in wellness
incentives, an investment in its workforce that is
expected to pay off as the company encourages
employees to participate in walking teams or
playing basketball during their lunch breaks. Other
companies offer a free smoking cessation class, a
cholesterol test or a regular trip on the treadmill –
from all of which an employee can accrue points
toward a company-funded shopping spree or
maybe even a trip.
“Data from clinical studies shows that healthier
employee behaviour pays off for employers in
the form of decreased private health care costs,
improved productivity and reduced absenteeism,”
Dermer said. “The key is to develop a properly
designed incentive program that recognizes the
role of disease prevention and health management,
and aligns rewards with an individual’s desire to
achieve health improvements in a positive way.”
According to the U.S. Department of Health and
Human Services, wellness programs have a median
return on investment of more than $3 for every
$1.25 spent.
Coming to work while sick only risks making
things worse, not better. Helping your employees
stay healthy is what will help your business
succeed. JN

Mark Borkowski is president of Mercantile Mergers & Acquisitions, a mid-market mergers & acquisition brokerage.
Contact: www.mercantilemergersacquisitions.com
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ow often does an employee come to work
coughing, sneezing and aching all over?
Going to work when sick is a persistent problem
at more than half of Canadian and U.S. workplaces.
It costs businesses a whopping US$245 billion a
year, according to research conducted by CCH, an
Illinois-based provider of business and corporate
law information.
The second largest group of sick employees
come from the jobber industry in Canada. Why?
Most work under extreme stress.
Working while under the weather has taken on
growing importance to employers as they try to
keep an eye on productivity and the bottom line,
according to the study.
“Employers are increasingly concerned about
the threat that sick employees pose in the
workplace,” said Brett Gorovsky, an analyst at CCH.
“Going to work sick can take a very real hit on
the bottom line, although it is often unrecognized,”
he added.
CCH research indicated that 72 per cent of
human resource executives see going to work sick
as a problem. That’s up from 44 per cent making
the same complaint two years ago.
This issue costs employers in terms of lowered
productivity, prolonged illness by sick workers and
the potential spread of illness to colleagues and
customers, the report said.
As often as two-thirds of the time, sick people
go to work because they feel they have too much
to do, according to the study. The second-most
common reason is workers believe no one else is
available to cover their workload.
Whether its downsizing, precarious job security
or guilt, employees feel the need to be at work,
Gorovsky said.
But companies are starting to combat the issue.
Employers and health insurers are increasingly
eyeing disease and health management programs
as a means to ensure a healthier workforce. Some
view incentives as a powerful motivator to entice
participation.
“A robust incentive strategy, whether it offers
cash, non-cash or a combination of the two is
critical to the success of any health management
program,” said Michael Dermer, president and
chief executive ofﬁcer of IncentOne, a health and

BY MARK
BORKOWSKI
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PICK CLIENTS CAREFULLY AS TECHNOLOGY CHANGES

W

The key question is, what will be the mix of each
labour category within the shop? This brings back
the importance of key efﬁciency measurement for
each category as speciﬁc training will be required.
Shops will need to be able to execute services on
behalf of the client. The efficiency measurement of
each category will also help establish the required
‘car count.’
Jobbers will feel the effects of shops that is not
being progressive about learning the new aftermarket realities. Not only will the parts purchases
decline, but getting paid on time will be a key
issue.
Shops will need to embrace better job-quoting
skills because the knowledge of how a job must
46

Jobbers
will feel the
effects of
when a shop
is not being
progressive
about learning
the new
aftermarket
realities.
be done and what kind of labour is involved must
be learned. That will affect the number of parts
ordered.
Personnel development and business measurement will become more intertwined. This will
affect the net proﬁt of the business.
Our industry is changing so rapidly and dramatically and technician competency will be required
to ﬁx and maintain a vehicle properly.
Pick your shop clients carefully. Embrace a
strong business relationship to help them understand the new knowledge required and help them
seek out the courses they need to attend.
The jobber’s sales staff must be up to date with
a full understanding of how the new aftermarket
will develop. This will include re-learning what
value your store can bring to each shop client to
help their business move forward and building the
relationship to ensure you are their ﬁrst call.
This is just the beginning of many changes
within the next few years.
What will happen to the shops that don’t have
a learning culture or won’t want to re-learn and
move in the direction they must? Time will not
be on their side. It is this kind of change that
will dramatically separate the shops in a given
marketplace.
Don’t let your business get caught in the
quicksand. JN
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hile the progression of vehicle technology
will make a dramatic difference in a
typical service shop, it will also change jobber
businesses, forcing them to focus in on the right
shop client base it wants to work with.
A typical shop owner is going to need six to
eight days of management training per year and
competent technicians will have to accrue 100
hours of technical training to remain on top of
their game moving forward.
As parts volume declines and vehicle software
grows, everyone must understand where their
management attention must be directed.
A redeﬁned labour measurement for the typical
shop will take place within the next one to three
years. Consider the following:
Z The maintenance labour category will be just
that; pure maintenance work based on the
manufacturer’s recommended service intervals.
Repairs will be needed, but intervals are further
apart as vehicle quality grows.
Z Diagnostic labour will ﬁgure out what the
problem is, what caused it and the solution.
Z Inspection labour will be all completed paid
inspections.
Z Reflash will be strictly updating the vehicle from
the OEM website.
Z Calibration labour will be a new category. After
a repair has taken place, the lining up of sensors
will become an additional specialty skill within
the shop. Software platforms will have to be
understood.

BY BOB
GREENWOOD
Bob Greenwood,
AMAM (accredited
master automotive
manager), is
president and CEO
of Automotive
Aftermarket
E-Learning Centre
Ltd. (AAEC). He has
over 40 years of
business management
experience within the
independent sector
of the automotive
aftermarket industry in
North America.
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Your oil protects your engine,
so what’s protecting your oil?

Recommended for
conventional oil
changes & compatible
with synthetic oil.

Recommended for
synthetic oil changes
& compatible with
conventional oil.

Recommended for
premium conventional
oil changes & compatible
with synthetic oil.

FILTER OUT THE NONSENSE.
©2018 FRAM Group IP LLC.

UNLOCK THE EVERYDAY.

Havoline ProDS with Deposit Shield Technology is a full synthetic motor oil
that proactively protects what matters most.
®

®

Proud sponsor of Everyday Drivers. Learn more at Havoline.com
Proactively responds to the demands
placed on modern engines.

EXTENDS engine life
KEEPS cars at peak condition
MAINTAINS fuel economy
REDUCES carbon emissions

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

Chevron Products
are available
from the following
locations:

CHEVRON CANADA LIMITED
1200-1050 West Pender St.
Vancouver BC V6E 3T4
Toll Free: 1 (800) 822-5823
canada.deloperformance.com

CATALYS LUBRICANTS
7483 Progress Way
Delta BC V4G 1E7
Toll Free: 1 (855) 946-4226
catalyslubricants.ca

NORTHERN METALIC
SALES (GP)
9708-108 St.
Grande Prairie AB T8V 4E2
Tel: (780) 539-9555
northernmetalic.com

HUSKY ENERGY
CORPORATION
707-8th Ave. S.W.
Calgary AB T2P 1H5
Tel: (403) 298-6709
huskyenergy.ca

UFA
4838 Richard Rd. S.W.
Suite 700
Calgary AB T3E 6L1
Tel: (403) 570-4306
ufa.com

CHRIS PAGE
& ASSOCIATES LTD
14435-124 Ave.
Edmonton AB T5L 3B2
Tel: (780) 451-4373
chrispage.ca

RED-L DISTRIBUTORS LTD
9727-47 Ave.
Edmonton AB T6E 5M7
Tel: (780) 437-2630
redl.com

49 NORTH LUBRICANTS
1429 Mountain Ave., Unit 2
Winnipeg MB R2X 2Y9
Tel: (204) 694-9100
Fax: (204) 775-0475
49northlubricants.com

CASE ’N DRUM OIL INC
3462 White Oak Road
London ON N6E 2Z9
Toll Free: 1 (800) 265-7642
www.cndoil.ca

TRANSIT LUBRICANTS LTD
5 Hill St.
Kitchener ON N2G 3X4
Tel: (519) 579-5330
transitpetroleum.com

R. P. OIL LTD
1111 Burns St. East
Unit 3
Whitby ON L1N 6A6
Tel: (905) 666-2313
rpoil.com

CREVIER LUBRIFIANTS
2320, Rue de la Métropole
Longueuil (QC) J4G 1E6
Tél : (450) 679-8866
crevier.ca

NORTH ATLANTIC
REFINING LTD
29 Pippy Place
St. John’s NL A1B 3X2
Tel: (709) 570-5624
northatlantic.ca

