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Helping your techs
PLAN FOR THEIR FUTURE
Shop owners are stepping up  
with financial advice and contributions

Keeping the  
low-tire light off
Proper procedures for  
programing, relearning,  
and resetting TPMS systems

Ontario group turns to U.S. 
for help on right-to-repair



INTELLIGENT DIAGNOSTICS
LIVE ON

WHAT WILL YOU DO WITH THE 
ADDED CONFIDENCE?

To find out what Intelligent Diagnostics 
live on Snap-on® Apollo D8™ can mean 
for you, talk to your Franchisee or  
other sales representative.

Now you don’t have to be a master tech to perform  
like one. The new Snap-on® Apollo D8™ not only guides  

you to answers faster by eliminating extra steps, it offers  
the added assurances of TSBs, Smart Data, functional tests 
and SureTrack.® And although the features are advanced, its  

operation is simple — allowing you to spend your time fixing 
cars instead of learning how to use it. Which means you’ll  

have the confidence to take on any challenge that comes your 
way.  Just, you know, try not to let it go to your head.
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Proactively responds to the demands 

placed on modern engines.

IT OWNS THE ROAD.

NO MATTER THE CONDITIONS.
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Ten years ago this month, Gil Verwey 

wrote a column for SSGM magazine 

about his experience as an ambitious 

technician opening up his own shop.

Striking out on his own was a scary 

move. He was giving up the convenience 

of a regular paycheque, shouldering 

greater responsibilities, and submitting 

himself to the callous whims of fickle 

customers.

His column, in the September 2008 

issue, described the learning curve he 

faced as a new owner, getting his head 

around accounting and marketing and 

employee relations, learning how to 

charge properly for his time, and how 

to delegate work.

Perhaps the hardest lesson of all was 

figuring out how to balance his business 

life and his home life. It was clear that 

both the shop and his family needed his 

attention, and since he couldn’t be in 

two places at the same time, lines had 

to be drawn.

Stepping out of his comfort zone so 

long ago was clearly worth the effort, 

though. Verwey Automotive in 

Burlington, Ont. is still in operation 

today. And when Gil dug up that old 

column recently, all of the memories of 

his first year in business came flooding 

back.

He took the time to drop me a note 

about how he was feeling. I can relate. 

I’ve reached milestones too, and they 

tend to make you a little nostalgic.

As important as it is to look forward 

in business, it’s also good to look 

backward once in a while, to remember 

your roots and marvel at how far you’ve 

come. That’s what milestones are for. 

They’re a chance to celebrate your 

accomplishments and dedicate yourself 

to reaching the next one.

I hear from a lot of you when you are 

celebrating anniversaries. I get phone 

calls and emails inviting me join in on 

your festivities – your barbecues and 

open houses. Believe me, I wish I could 

go to every one of these fun-filled events. 

I love that you’re all so proud of your 

businesses and that you make a big deal 

of your success. If I had the room, I’d fill 

this magazine with the pictures of your 

parties!

These are bragging times for you but, 

more importantly, they can be true 

bonding times for your staff. Take the 

opportunity to thank them all for their 

dedication and hard work. They helped 

you get where you are. Without them, 

your business would be a shadow of 

what it has become.

Make them feel appreciated and 

engaged and they’ll move mountains 

to help you reach your next milestone. 

This is where corporate cultures starts.

And don’t forget to let your 

customers in on the fun. Hang a 

banner. Cut a cake. Throw a party. Take 

some pictures and send them to me. 

I’ll put them on our website, and let 

the whole country know what you’re 

celebrating. If I know this industry, 

you’ll get congratulations from St. 

John’s to San Josef Bay.

Above all, don’t let this moment slip 

by without stopping to remember and 

reflect. You’ve learned a lot, and you’ve 

built something great. You might have 

weathered some tough times, but you’re 

still here, keeping a bunch of people 

gainfully employed, building relation-

ships, and offering a vital service to your 

neighbours.

If that’s not something worth cele-

brating, I don’t know what is! 

Have a comment or question? Drop me a 
line at allan@newcom.ca.
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Time to celebrate
As important as it is to look forward in business, it’s 

also good to look backward once in a while.

By Allan Janssen
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No improvements to 
industry after eight  
years of OCOT
I just read your article about the 

Ontario College of Trade’s next five-

year-plan (August 2018). By my calcu-

lation, 192 employees getting 

$16,200,000 in wages comes out to 

$84,375 per person per year on average. 

I wonder how many tradespeople can 

measure up to that? This is the most 

useless government agency to date! 

Despite their mandate of regulating 

and promoting skilled trades, appren-

ticeship sign-ups are still trending 

downward after eight years. I want my 

money back!

Chris Palanek
Brock Ford Sales
Niagara Falls, Ont.

OCOT employees make 
more than tradespeople
If I'm doing the math right, OCOT’s 

192 employees are getting an average 

of $84,375 per year. My God! That’s 

more than most tradespeople make 

without any of those lucrative govern-

ment benefits. And we still get 

nothing in return! I for one would like 

to know what they’re going to do with 

the money left over in the bank. Let’s 

hope they don’t decide to give them-

selves a raise.

Jamie Weisler
Elgin Transmission
St. Thomas, Ont.

Be patient; change is  
going to take some time
I feel that the OCOT is making a differ-

ence. Its primary focus is on worker 

safety and public safety. The new CEO 

has outlined a plan to have OCOT 

promote the trades and deal with the 

many misconceptions tradespeople 

have. They have to deal with several 

government agencies, some of which 

have not been allowed to make changes 

until the new government is firmly in 

place. Change is happening but, as we 

all know, it takes time.

Bob Ward
The Auto Guys
St. Thomas, Ont.

An OCOT job board would 
be a great resource
What would be beneficial is if there 

were a kind of registry on the OCOT 

website for tradespeople to connect 

with if they’re looking for work or for 

employees. If you want apprentices to 

sign up and for the trades to grow, 

everyone needs to know where the jobs 

are, and what kind of pay they can 

expect, both now and in the future. If 

we’re truly experiencing a shortage of 

quality tradespeople, we should make 

it easy for more people to get into the 

industry and see how rewarding it can 

be.

Conal Derdall
Marshall Automotive
Barrie, Ont.

It’s time for OCOT to live up 
to its promises
OCOT has done very little since its 

inception to increase trade numbers. 

Every year Ontario has had fewer 

apprentices – from a high of 94,978 in 

2013 to just 53,134 in 2016. Even after 

numerous requests, OCOT will not 

release trade-specific numbers so we 

can determine how motive power 

trades are actually doing. OCOT spends 

over 60% of our membership fees on 

wages and benefits, and its Bay Street 

offices in Toronto are among the most 

expensive places to rent in all of 

Canada. It’s time for OCOT to live up 

to its mandate, work for tradespeople, 

and be transparent to its members.

Lindsey Bakker
Lindsey’s Tire and Auto Centre
Kingston, Ont.

LETTERS

What’s on your mind?
We want to hear from you about 
anything you read in CARS magazine. 
Send your email to allan@newcom.ca

Jacob Dennis at Murdoch Tire 
and Automotive in Port Colborne, 
Ont. sent in this innovative 
modification on a 2001 Pontiac 
Montana van that was in for 
repairs to the rear heater lines. 
“Upon placing the vehicle on the 
hoist, we found a D.I.Y. suspension 
stiffener. Some 2x4s were held 
in place with wood screws and 
C-clips to offer a stiffer ride.”
Have an interesting picture to share? 
Send a high-resolution image to 
allan@newcom.ca

Home-made lift kit





•  Premium semi-metallic or ceramic 
materials comparable to OE

•  Superior shims for maximum  
noise damping

•  Extreme stopping power and  
maximum safety

Element3™ 
EHT™ Enhanced  
Hybrid Technology

Element3™ 
PG™ Professional  
Grade™

Premium Line.
  Superior Formulations.
                Full Coverage.

•  The best attributes of ceramic and 
semi-metallic all in one pad

•  Engineered for maximum control in 
aggressive stopping situations

•  Formulated for long life, less noise, 
reduced dust and better wear  
and durability

Element3™ Automotive Brake Pads
Together, the EHT™ Enhanced Hybrid Technology and PG™ Professional Grade™  

superior formulations offer a comprehensive but complete array of premium brake pads.  
Make Element3™ your choice for industry-leading coverage and braking performance.

©2018 Brake Parts Inc LLC. All rights reserved. EHT, ELEMENT3, PG, PROFESSIONAL GRADE, RAYBESTOS, THE BEST IN BRAKES and  
The Raybestos Flying R are among the registered trademarks and trademarks of BPI Holdings International, Inc. www.raybestos.com
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Frustrated by nearly 10 years of inaction 

on the right-to-repair front in Canada, 

the Automotive Aftermarket Retailers 

of Ontario (AARO) is turning to the U.S. 

for help.

Executive director Diane Freeman 

says the association has joined the 

National Automotive Service 

Information Task Force (NASTF) – the 

American counterpart to the Canadian 

Automotive Service Information 

Standard (CASIS) – and will push for 

change through that organization.

“CASIS simply isn’t working for inde-

pendent repair shops and there’s no 

movement to fix it, so we’re going to 

work with NASTF,” she told CARS 

magazine.

NASTF has agreed to receive Service 

Information Requests (SIRs) from 

Canadians who run into technical diffi-

culties flashing or reprogramming 

vehicles. It will also go to bat for 

Canadians when OE websites have 

missing information or when special 

OE tools and training are not made 

available to the aftermarket.

“We need to lead the way on this,” 

said Freeman.

She said that while neither the CASIS 

nor the NASTF voluntary agreements 

originally covered security protocols 

or telematics, NASTF has started to 

address those issues in the U.S., and is 

proactively working to ensure that new 

communication protocols don’t 

threaten aftermarket repairs.

In Canada, Freeman said, there has 

been no such developments because 

the board that administers it has shown 

no appetite to expand the agreement, 

resolve access issues, or promote the 

program effectively.

As part of its new strategy, AARO has 

pulled out of the National Automobile 

Trades Association (NATA) – one of 

four associations that administers 

CASIS. Freeman has resigned as NATA 

secretary-treasurer, and AARO board 

member John Cochrane has resigned 

as NATA president.

Cochrane, who assumed the NATA 

presidency early this year, has been 

particularly vocal about the need for 

the Canadian aftermarket to be more 

forceful in its dealings with carmakers. 

But seven months into the job he said 

he feels blocked by the CASIS board.

“I’ve said for nine years that we had 

to have meetings at least twice a year 

to bring up issues, hold discussions, 

and generally promote CASIS,” he said. 

“Yes, we have an agreement, but there 

are ongoing issues that need to be 

resolved, and the CASIS board is not 

aggressive enough to get the informa-

tion we need.”

He said NASTF is much more willing 

to press issues with carmakers, giving 

examples of Toyota Honda key codes 

that are available to independents in 

the U.S. but not in Canada, and a Kia 

reflash issue that was resolved because 

of NASTF involvement.

“When an issue is brought forward, 

it will get dealt with. It will not be swept 

under a rug,” he said. “Canadians can 

already use the NASTF site, but we’re 

going to make it official. And we’re 

going to promote it. We’re going to have 

regular meetings with the independent 

repair community to discuss issues and 

improve access.”

AARO will also become an adminis-

trator of the Vehicle Security Provider 

(VSP) program in Canada, with 

technical support provided by Auto 

Aide of Barrie, Ont. VSP fees will be 

used to promote the right-to-repair 

program. Ontario shops that are on the 

leading edge of automotive reprogram-

ming will also be available to AARO 

members when they face issues.

“Canadian shops are getting good at 

finding work-arounds. But they 

shouldn’t have to use work arounds. 

They should have access through legit-

imate sources. They’re not doing 

anything wrong,” said Cochrane. “We’re 

going to do what we have to do to fix 

cars in a legitimate way."

The right to repair issue will be front 

and centre at an upcoming AARO 

symposium in January.

NEWS

Ontario association abandons CASIS, NATA
In the ongoing ‘Right-to-
Repair’ battle, AARO says 
it will hitch its wagon to 
American-based NASTF.

By Allan Janssen

Toronto shop owner John Cochrane has resigned as president of the National 
Automotive Trades Association. “We will have a lot of issues trying to make this work, 
but at least we’re going to try to make it work. If we fail, we’ve done the best we 
possibly could and we’re no worse off,” he said.
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A packed trade show, high-level 

training, and plenty of networking 

opportunities were the order of the day 

when the annual NACE-Automechanika 

show opened in Atlanta this summer.

The event, which caters to the 

mechanical and collision sides of the 

aftermarket, focused on the changes 

that are redefining the automotive 

industry.

Thousands gathered at the Georgia 

World Congress Center to hear 

speakers discuss a wide variety of 

topics, from connected vehicles, and 

telematics, to advanced driver-assist 

features. 

There is a lot of data being generated 

in vehicles, said Sean Carey, president 

of SCG, at the Technology & Telematics 

Forum.

The three-day trade show also 

featured events like the Rockin’ Rides 

Car Show, the APRA “Big R” 

Remanufacturing Show, and a “Multi-

Shop Operators” (MSO) Symposium.

Attendees also attended a welcome 

reception at the College Football Hall 

of Fame.

Automechanika will return to 

Atlanta in 2019.

www.autoserviceworld.com
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Automechanika 2018 highlights
changing world of auto repair

More than 200 exhibiting companies showcased their newest products on the trade 
show floor at Automechanika 2018.

Keynote speakers like Sean Carey of SCG 
Management walked attendees through 
a wide assortment of topics on the latest 
automotive technology, retail trends, 
and management developments.

Receptions gave shop owners, techni-
cians, estimators, and service writers a 
chance to mingle.
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The North Richland Hills, Texas-based 

Automotive Service Association (ASA) 

is seeking a new executive director.

Applications are still being accepted 

from those interested in leading the 

67-year-old association.

The association which also has some 

Canadian members, is seeking to 

replace former president, and executive 

director Dan Risley, who left the group 

to pursue an opportunity in his home 

state of Illinois. Beth Risch, the associ-

ation’s current CPA, has been appointed 

interim chief operating officer. Risley 

remains a consultant to the associa-

tion, in order to provide continuity 

during the transition.

Meanwhile, the association is still 

dealing with the fall-out from a split 

with one of its largest affiliate groups.

ASA Midwest gave notice that it is 

leaving the national group and will seek 

its own path, under a new name: the 

Midwest Auto Care Alliance. 

The group, which serves Iowa, 

Kansas, Missouri, Nebraska, Arkansas, 

and Oklahoma, made the decision due 

to members’ concerns about the cost 

of membership.

According to executive director Sherri 

Hamilton, member shops complained 

that many of the member-savings 

benefits offered by ASA National were 

available from other sources.

ASA National has announced it will 

continue to operate an affiliate under 

the name “ASA Midwest.” A press 

release from the national office states 

that Arkansas and Oklahoma will no 

longer be part of the new ASA Midwest. 

A new executive director is expected 

to be named soon, and member dues 

will be reduced to reflect lower admin-

istrative costs.

www.autoserviceworld.com

U.S. association faces big changes:
new director and splintered group

Former ASA executive director Dan 
Risley posted a video outlining his 
reasons for leaving the Texas-based 
association.
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AIA rebrands labour project 
as AutoConnex
The Automotive Industries Association 

of Canada has rebranded a coming 

study on human resources and auto-

motive-related labour trends in 

Canada.

The project, originally launched as 

the Aftermarket Labour Market 

Intelligence project, will now be called 

AutoConnex, with a planned website 

that will be the focal point of “a 

movement to change the image of the 

industry.”

Scheduled to launch before the end 

of the year, AutoConnex will be a 

resource to showcase the full range of 

job opportunities in the Canadian auto-

motive aftermarket, tackling the most 

common misconceptions about the 

industry, and reporting on the latest 

labour market intelligence.

According to AIA Canada, 

Au t o C o n n e x  w i l l  p r o v i d e 

“unprecedented access to functional 

and timely labour market information 

and, more importantly, shed light on 

the lack of knowledge pertaining to 

skill gaps, labour shortages and 

compensation.”

Funded by the Government of 

Canada’s Sectoral Initiatives Program, 

it is described as the first of its kind in 

the automotive aftermarket.

CFIB members want 
Ontario to try to halt 
pension changes
The Canadian Federation of 

Independent Business says a majority 

of its members want the new Ontario 

government to try to scuttle planned 

changes to the Canadian Pension Plan.

In 2016, the federal government and 

the provinces agreed to raise CPP 

premiums by 20 per cent in 2019, and 

raise maximum pensionable earnings 

to nearly $80,000. As the largest 

province, however, Ontario could effec-

tively veto the changes if it were to pull 

out of the agreement.

The CFIB said more than half of 2,065 

survey respondents want to delay any 

expansion of CPP, pending a review of 

other options. Almost a third want out 

of it entirely.

The group said these hikes, combined 

with increased minimum wage and 

energy costs, are too much for small 

businesses to bear. It also added that 

other methods – like the Pooled 

Registered Pension Plan which was 

proposed and eventually dropped in 

favour of the CPP changes – could be 

viable alternatives.

AAPEX workshop to address 
career paths for techs
An education session for automotive 

service professionals at the Automotive 

Aftermarket Parts Exhibition (AAPEX) 

in Las Vegas this fall will focus on 

building rewarding careers for 

technicians.

The Service Professionals General 

Session at AAPEX 2018 will discuss how 

to build rewarding careers for techni-

cians and ensure they have the skills 

to repair vehicles equipped with new 

technology, regardless of where they 

are employed in the aftermarket.

Auto Care Association 
released latest ‘FactBook’
The U.S.-based Auto 

Care Association has 

released its latest 

Factbook, with updated 

economic indicators, 

and a wealth of infor-

mation about the North 

American automotive aftermarket.

Developed with the aid of leading 

data companies, Auto Care’s 2019 

Factbook offers a comprehensive 

overview of market indicators, 

forecasts, and analyses in the automo-

tive aftermarket, extended industry 

forecasts, and a section, compiled with 

data from DesRosiers Automotive 

Consulting, on the Canadian automo-

tive aftermarket.

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

Canada was the second largest light 
vehicle importer into the U.S. in 
2017, just behind Japan.
DesRosiers Automotive Consultants,  
Observations, Aug. 16, 2018 Less than a third of consumers  

pre-book their automotive 
maintenance and repair.
Frost & Sullivan, Maintenance: Vehicle Owners’ 
Attitudes and Behaviors, March 2016

Percentage of drivers who say 
they’d want to have the option to 
drive themselves, even in a self-

driving vehicle. Conversely, only 16 percent said 
they’d feel comfortable in an autonomous vehicle 
without the option of being able to take control.
2018 Cox Automotive Evolution of Mobility Study

In 2010, the 
percentage of men 
who achieved the 
“five milestones of 
maturity” (finish school, 
leave home, become financially 
independent, marry, have a child) by 
age 30. In 1960, that figure stood at 
65%. (For women, the percentage 
was 77% in 1960, dropping to less 
than 50% in 2010.)
New York Times Magazine

Average time millennials tend to stay 
at a full time job – just a little less 
than baby boomers (21 months) – 
despite the common perception that 
millennials have less job security 
than previous generations.
RBC report

Share of new 
light vehicle sales 

in Canada featuring the most 
popular body style in the country: 
SUV/CUV. It is followed by sedans 
(23.3%), sport (14.1%), truck (9.5%), 
performance (4.2%), and hatchback/
wagon (4%).
Jumpstart Automotive Media,  
Insights Book - 2017-2018 edition

Top reason why a car 
might need a tow: 
battery and electrical 

systems issues. Following far behind are 
engine cooling system failures (11 percent), 
and tire damage that cannot be repaired or 
replaced at the roadside (10 percent).
American Automobile Association

Projected 
compounded 
annual growth 

rate of Canadian 
electric vehicle sales 

over the next eight years, growing 
to some 140,000 vehicles per year 
in 2026.
Navigant Research

Number of 
franchised 

automobile and truck dealerships that 
sell new cars and trucks in Canada, 
collectively employing more than 
140,000 people.
Canadian Automobile Dealers Association (CADA)

Percentage of foreign 
nameplates in the 

North American “sweet spot” for 
aftermarket repairs (6 to 10 years 
old). In 2007, foreign nameplates 
represented less than 35% of 
vehicles in the sweet spot.
Lang Aftermarket iReport, Lang Marketing

$42.5 BILLION

84%

33%
19 
months

23%
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<33%
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Are technicians and 

service advisors too 

quick to judge a customer by 

the vehicle they drive?

This is something I’ve been noticing 

in our industry lately, and it’s something 

that pops up even in my own shop from 

time to time. When we inspect older, 

high-mileage vehicles, and as the list 

of repairs grows, we tend to think, “This 

customer is never going to want to fix 

all of this!”

But the truth is that we don’t know 

a customer’s financial situation, and 

we shouldn’t presume to know what 

they’re going to want to do.

Perhaps the customer has made 

some calculations and realized that 

keeping his existing car going will cost 

less than the down-payment and 

financing costs on a newer vehicle.

Or perhaps, they really like that 

vehicle, or they love to drive it, or it has 

sentimental value. Their reasons for 

wanting to keep it on the road may 

transcend dollars and cents.

Whatever the reason, it’s not our job 

to second-guess 

their wishes or to pry into 

their personal affairs. Our job is to 

inspect the vehicle, create an accurate 

and reasonable estimate, and present 

it to the customer with our professional 

recommendations.

I had a customer in the shop recently 

with an older Chevrolet Cobalt. It had 

over 250,000 km on the dial. It required 

ride control all the way around, lower 

control arm bushings, ball joints, and 

a diagnostic for a driveability concern, 

and that was just the start! The list 

went on and on. Our initial thoughts 

were that no right-minded individual 

would spend $3,500 on a vehicle that’s 

only worth about $1,500.

We were completely mistaken. The 

customer not only saw the value in 

bringing the vehicle back up to proper 

operating condition, but knew that it 

would mean he’d be safer on the road. 

In fact, he was so pleased at our inspec-

tion process, that he added a few more 

maintenance items to the job, and then 

followed up by rewarding us with a 

five-star Google rating after the work 

was performed.

We had pre-judged him… and were 

totally wrong to do so.

If our service advisors only address 

the customer’s main complaint, 

and ignore legitimate vehicle 

issues because they think the 

customer is not going to 

approve the work, we’re doing 

everyone a disservice. We’re 

putting the customer’s safety 

in jeopardy and making our 

roadways less safe. We’re also 

turning away potential sales.

We’ve all heard the stories about the 

vehicle that comes in on a tow truck, 

and leaves when the main problem has 

been addressed. But what about the less 

obvious problems? The worn brakes, 

the failing components, the burnt-out 

bulbs, or the front wheel bearings that 

are literally falling apart? Were they 

ignored because someone didn’t think 

the customer would pay for all that?

The bottom line is that we should 

treat every vehicle with the same high-

level of service and professionalism, 

performing the same quality of inspec-

tion and estimate every time.

It’s not up to us to assume the 

customer’s preferences or financial 

situation. Do your job, present the 

facts, and let the customer make the 

decision. 

IT’S YOUR TURN

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

Doug Hoy is the owner of 
Hwy 33 Napa Autopro in 
Kelowna, B.C.

Don’t judge a book by its cover
           When we inspect a vehicle, we should find all the faults… not just the 
ones we think the customer will pay to fix.  By Doug Hoy



Introducing

©2018 Valvoline 07/18 ™Trademark, Valvoline or its subsidiaries, registered in various countries

BOTTLE FEATURES
01. Easy Pull Tab™

02. Precision Pour Spout™

03. Anti-Glug Tube™

04. Resealable Overcap with No Slip Grip™

05. Centralized Handle

02.

04.

01.

03.

05.

Over 150 years ago, before the invention of the telephone, phonograph or light bulb, 

ValvolineTM introduced its motor oil to the world. Since then, Valvoline has been keeping  

the world moving through our relentless pursuit of innovation. Now Valvoline is making  

it easier than ever before to change motor oil with our new Easy Pour Bottle.



18   CARS

Many shop owners find it truly chal-

lenging to find the time to spend alone 

in their office, working “on” their 

business, rather than “in” it.

Some are continually called to the 

front desk or into the bays to deal with 

a complicated issue or to put out a 

stubborn fire.

Others come out of their office volun-

tarily because, truth be told, they aren’t 

all that comfortable considering the 

big picture. They don’t really know what 

they should be looking at, and they 

perceive office time as a waste of time.

“Office time” should be spent consid-

ering one thing, and one thing only: 

“How can I make my business better 

and more productive than it is?” But 

in order to answer that one question 

fully, you have to use another set of 

questions as a guide.

The following questions are intended 

to draw out illuminating facts about 

your business. You may be tempted to 

dismiss some of them, believing they 

don’t really apply to your business. But 

don’t be so quick. With some work, 

could they apply to your business in a 

year or so? With the right staff could 

you answer them more easily?

Take your time with these questions. 

Think about them, and then think a 

little more. Don’t feel you have to 

answer them all in 

one sitting. Rather, 

take a couple of 

months to really 

ponder them all. I think you’ll be 

surprised how often you go back and 

forth on them, identifying ways to move 

your business forward.

In a way, this list of questions could 

be considered a business audit, 

designed to ensure a prosperous future 

for your company and everyone who 

works with you.

When you’ve answered them all to 

your satisfaction, you might find that 

some of them would make a great 

jumping-off point for a staff meeting. 

Solicit everyone’s views and see how 

they match up with yours.

Guaranteed you will find it very 

enlightening.

www.autoserviceworld.com
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An office assignment
Not sure how to consider the future of your business?  
Here’s a check list that will put everything into perspective.

By Bob Greenwood, AMAM
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1We face increased competition and shrinking margins. 

What will be the long-term effect on the business? What 

should we do about it?

2We need to understand our target clients better. Who are 

they, and what do they really want?

3We must deliver compelling client value and experiences 

that attract A-List clients. What should be our game plan to 

differentiate ourselves from our competition and build long-

lasting relationships?

4We need to do more business with our existing clients. 

Are we measuring billed hours per client? Do we have a 

strategy to increase it?

5Some of our current and target clients may not be aware 

of all the value we offer. What do we need to do to bring it to 

their attention?

6We charge less than we should. Do we lack confidence in 

the value we bring? Is there some other obstacle that prevents 

us from charging properly? How are we going to fix that?

7 We need to develop an effective communication strategy. 

Are we telling our value story effectively in a cynical marketplace? 

How can we break through the consumer confusion and apathy 

in a world that is overloaded with communication?

8We need to find innovative and affordable ways to 

promote our business in a market where traditional adver-

tising is too expensive. What is the right plan for our business?

9We need to increase bottom-line profitability. What is 

our target percentage increase? What must become our key 

focus to achieve that result?

10Our industry faces trust or image issues that must be 

overcome to create client confidence. What is our internal 

game plan?

11We face new kinds of competitors and the emergence 

of new technologies that threaten our business. How are they 

impacting our business and what could we do about it?

12 We face regulatory pressures and environmental 

restrictions that make operating our business a challenge. 

How do we build additional costs into the business to 

overcome things we can’t control?

13We serve a shrinking or declining market and need to 

reinvent or relocate ourselves. What kind of a plan do we need?

14 We need to find, motivate, and retain top-quality 

employees. How are we going to do that?

15Accountability is critical to improving productivity. 

How can we create a culture of excellence and deal more 

effectively with non-performance?

16 We need to develop our staff in order to grow the 

business and remain competitive. What training courses are 

required? Where will they be held, and when can we take 

advantage of them?

17We need clarity and consistency from the top tier of 

the business. Is management accountable to staff ?

18 We need consistent implementation of new ideas. Are 

our timelines for growth realistic?

19We need effective two-way communication throughout 

the organization to improve service, efficiency, innovation, 

profitability, and employee satisfaction. What is wrong with 

our current communication system? What must we do to 

correct it?

20We need a clear vision for the future, and a workable 

plan to get us there. Is the vision clear? Is the plan workable?

21 We must have adequate working capital to operate 

and grow the business. Do we have it? If not, what’s the plan 

to get it? And what is the timeline for results?

22Our industry is changing quickly, and our current 

business model may not get us where we need to be. Where 

can we learn about market trends and how to apply them to 

our business? What courses do we need to take and when 

will we take them?

23There’s a lack of clarity about the future of the business. 

Do we have a proper succession plan in place? What must 

we do to ensure the survival of the business?

Lots to think about right?

I believe that when you’ve dealt with the above questions 

thoroughly, you’ll be in a better position to address the next 

level of business considerations.

The time you spend in your office is valuable. Don’t kid 

yourself ! You’re the manager of the business. Make yourself 

accountable and earn your paycheque just like the rest of 

your team earns theirs. 

www.autoserviceworld.com

Bob Greenwood offers personal business 
coaching and ongoing management training 
for aftermarket shops, focusing on building net 
income. He can be reached at 1-800-267-5497 or 
greenwood@aaec.ca.
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Are you worried about the health of 

your employees’ retirement savings 

accounts?

Some management experts say you 

should be… if not for their own benefit, 

for yours. Employees are less likely to 

leave a company that cares about their 

future and is prepared to invest in 

them.

“A shop owner who says this isn’t my 

responsibility is behind the times,” says 

Richard Dansereau, a ShopPros coach 

and a columnist for this magazine. 

“They’re not forward thinking.”

He points out that while almost 

two-thirds of Canadians are actively 

saving for their retirement, the number 

is lowest among younger workers, aged 

25-34.

“Managing money is always a 

challenge, but for some technicians it 

seems to be especially hard,” he says. 

“Some of them make a great wage but 

their money is spent in frivolous places. 

www.autoserviceworld.com

MANAGEMENT

A penny

Helping your employees put 
money away for their retirement 
will build and create loyalty.

By Allan Janssen

SAVED
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That could make it difficult to retire at 

a reasonable age.”

Business consultant Kelly Bennett 

says financial discipline seems to be a 

rare trait in Canada these days, largely 

absent from school lessons and not 

widely seen as a virtue.

“Considering that the average 

Canadian has $8,500 in consumer debt, 

and about 46% carry credit card debt 

at high interest rates, I’d say there is a 

problem,” he says.

Bennett believes there’s an argument 

to be made that aftermarket businesses 

should be tackling the problem within 

their own four walls.

“Bigger companies tend to make 

helping employees manage their debts 

and save for retirement a priority, while 

many small businesses won’t, don’t, or 

feel they can’t.” he says. “I’d like to see 

that change.”

While it’s true that small businesses 

are unable to institute a generous 

pension plan, there are ways to 

encourage employees to save, and even 

make it simpler for them to get started.

“Even if one company is too small, 

there’s no reason a group of shops 

couldn’t get together and figure 

something out,” says Dansereau. “Why 

aren’t we doing that? We’re behind.”

Consultant Bob Greenwood, another 

regular columnist for this magazine, 

and president of the Automotive 

Aftermarket E-Learning Centre, agrees.

“It is time our industry looked at 

serious long-term benefits as a means 

to attract and retain the right people,” 

he says. 

“But the only way that can happen 

is if the business is profitable enough 

to bring real ‘value’ benefits to the table. 

Getting this right can be a game 

changer for a shop and its team 

members.”

So how would it work?
Texas-based automotive business 

consultant Bill Haas says he has some 

clients who match – or partially match 

– employee contributions to a regis-

tered retirement savings plan (in 

Canada we’d call it an RRSP).

“Be as generous as you can,” he says. 

“If we want to attract the best people, 

we need to present our businesses as 

great places to work. And for a lot of 

people that means benefits.”

The problem, he says, is that some 

shop owners do not think about 

offering any form of retirement 

planning assistance to their employees 

because it’s not something they’re even 

doing for themselves.

“A lot of this is applicable to business 

owners too,” he says. “They also have 

to be planning for their retirement, and 

they should not be counting on the sale 

of their property or business for the 

bulk of their retirement money. You 

don’t know if the value is going to be 

there when you need it.”

Dave Meunier, president of Total 

Automotive Consulting & Training, and 

the driving force behind the popular 

ProShop training program, says every 

shop can afford a great retirement plan 

for its employees if it is well run.

“Too many shops are leaving a 

tremendous amount of money on the 

table. They can dramatically raise prof-

itability – without raising their labour 

rates or charging more for parts – by 

simply maximizing the productivity 

and efficiency of the business and 

giving excellent service to their clients,” 

he says. “And when you increase the 

revenue stream it becomes possible to 

divert some of it to financial planning.”

Every shop is different, Meunier 

www.autoserviceworld.com
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Getting this right can 
be a game changer 
for a shop and its team 
members.

—Bob Greenwood
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cautions, but things like booking the 

next appointment, doing inspections 

on every vehicle, charging properly for 

diagnostics, and performing mainte-

nance will make all the difference to 

the bottom line.

“There’s quite a variance right across 

Canada. In the Maritimes and Quebec 

you still see technicians at rates of $18 

or $19 an hour. When the shop is barely 

getting by, and they’re struggling, and 

you tell the shop owner you really need 

to offer a retirement plan in order to 

capture and hold on to the right tech-

nicians, they tell you that you can’t get 

blood from a stone. You get that instant 

push-back,” he says, “But once we show 

what’s being left on the table, it is a 

no-brainer.”

In fact, the biggest problem could be 

overcoming employee mistrust of the 

market.

“We’re 10 years away from 2008 when 

things got really bad,” says Haas. “You 

now have people in the workforce, 10 

years on, who remember what happened 

to their parents. They heard about all 

the money that was lost and they were 

impressionable. They’re wondering why 

they should ever trust the stock market 

or a mutual fund ever again.”

That’s why it’s good to leave the 

details to a professional.

1Bring a financial  
planner in

Haas encourages shop owners to 

contact a certified financial planner 

and let them sit down with the 

employees individually.

“Give them an hour or an hour-and-

a-half to figure out where each 

employee is at, what’s going on with 

them financially, and how they expect 

to pay for their retirement. That’s where 

people really need the help,” he says. 

“Then let the expert advise them.”

It shouldn’t cost the shop a thing.

“If you tell a financial planner that 

you have 10 people who might like 

some advice, they’ll be there in a 

heartbeat,” says Haas with a chuckle.

Greenwood says employees may 

need some education on the funda-

mentals of investing, and they need to 

understand the visit with the planner 

is not a one-time-fix-all.

“Setting up RRSP concepts for team 

members should include annual visits 

to their financial planner, on shop 

time,” he says.

2Have a vesting period
If you’re going to match your 

employee RRSP contributions, or 

partially match them, it makes sense 

to tie it to length of service. Meunier 

advocates a vesting period that encour-

ages employees to stick around for a 

prescribed length of time.

“Keep it for, say, seven years, and turn 

it over to them at the end of the vesting 

period,” he suggests. “Give them annual 

statements to show them that your 

contributions are real. But you don’t 

want to just turn the money over. If 

they end up leaving you for an extra $2 

an hour somewhere else, they need to 

know what they’ll be leaving behind.”

3Tailor it to the employee
Not everyone needs the same level 

or kind of financial advice, Greenwood 

points out.

“The benefit has to be tailored to the 

employee,” he says. A standard one-size-

fits-all plan may duplicate benefits 

someone is already getting through 

their spouse. Or your employee may 

have other pressing needs beyond 

retirement savings. The point is to offer 

something that is perceived as truly 

valuable.

“I encourage every client to look at 

what benefits can be brought to the 

table to help retain competent team 

members,” he says.

“This is a powerful and fantastic tool 

for attracting and keeping the best 

technicians,” agrees Meunier. “In 

today’s environment, you’ve got to be 

in that game.” 
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Computer engineering and lab analysis 

is one thing, but Fel-Pro says field testing 

is crucial to understanding how its 

gaskets operate on North American 

roads.

The company’s 100th anniversary 

celebrations this year afforded Fel-Pro 

an opportunity to give automotive jour-

nalists a tour of its “Field Test Garage.”

The facility, part of the company’s 

million-square-foot manufacturing plant 

in Skokie, Ill., is run by technician John 

Gurnig. He recruits testers from the 

company’s 1,400 employees to put Fel-Pro 

gaskets through the paces by allowing 

them to be installed on their own 

vehicles. In exchange for the valuable 

information gleaned from monitoring 

gasket performance, the employees get 

free automotive maintenance.

“It’s truly a win-win,” he told touring 

journalists during the company’s 

centenary weekend. “I can tell you that 

we have learned a lot from watching 

how the gaskets perform.”

Gurnig said gaskets are installed in 

a wide assortment of vehicle makes 

and models, and the natural variance 

in driving styles on Chicago roads leads 

to a wealth of data.

Fel-Pro, one of the automotive brands 

in the Federal-Mogul Motorparts family, 

recently suspended operations for a day 

to invite employees – past and present 

– to a picnic in celebration of the special 

anniversary. They also ran tours to show 

how “one of the best-known and most

trusted brands in the automotive parts 

and service industry,” is made.

Fel-Pro was founded in July 1918 in 

Chicago, and has been part of Federal-

Mogul Motorparts’ growing family of 

brands since 1998. The Skokie facility 

www.autoserviceworld.com
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Field testing yields  
valuable gasket data
Fel-Pro, which is celebrating 
its 100th anniversary this 
year, opens it plant and 
testing garage to journalists.

By Allan Janssen

Jim Daigle, global sealing product 
manager at Fel-Pro Gaskets, describes 
innovative designs which have helped 
seal engines for 100 years.
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produces more than 325,000 gaskets 

per day and ships in excess of 750,000 

complete gasket sets per week.

“Most great brands – those that define 

their product categories – share several 

key characteristics, including highly 

skilled and dedicated employees, market-

leading technologies, strict quality 

standards and a relentless focus on the 

needs of their customers,” said Craig 

Frohock, vice president, global sealing, 

Federal-Mogul Motorparts. “Each of 

these strengths has been central to 

Fel-Pro’s continued leadership.”

Company highlights include:

• Its founding by Albert Mecklenburger 

and Hugo Herz as the Felt Products

Manufacturing Company, manufac-

turing felt seals and washers from a

facility in downtown Chicago.

• The expansion of product lines to

include gaskets and complete sealing

repair kits that addressed the demands 

of the fledgling automotive repair

environment.

• The development of “all-in-one box”

solutions, which instantly gained wide-

spread popularity among automotive

service professionals and distributors 

of replacement parts.

www.autoserviceworld.com
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Technician John Gurnig runs the Fel-Pro Field Test Garage, installing Fel- Pro gaskets on 
employee vehicles to test fit, form, and function.
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We all have to deal with comebacks 

from time to time. But after tire change-

over season, a leading concern is the 

Tire Pressure Monitor System (TPMS) 

light or Low-Tire Light (LTL) being 

illuminated.

The tire pressure monitoring system 

is a common and valuable safety 

system on most of today’s vehicles. 

But it’s often misunderstood, 

neglected, abused, distrusted, and 

bypassed – by both drivers and service 

techs.

It might come on after a service, a tire 

rotation, seasonal tire change, or some 

wheel-related work, and the complaint 

usually goes like this: “That light wasn’t 

on before you worked on the car!”

Techs can save time and aggravation 

if they adopt some simple procedures 

before they start any service that could 

affect the TPMS system.

A quick operational check of the 

TPMS sensors won’t take much time but 

can save a lot of aggravation, even when 

a warning light isn’t on. More time 

consuming – but also more effective – is 

a scan tool check for codes.

Sometimes there are no visible signs 

of a TPMS issue even when one exists. 

The system was designed to detect a 

low-pressure condition, and if it finds 

one, it will tell the driver immediately. 

But there are no standard alert protocols 

for issues like a failing sensor, low 

battery, or electronic corruption. It’s 

quite possible that a vehicle will drive 

perfectly fine, without any warning 

lights, despite an underlying issue with 

the system.

A quick TPMS sensor test or scan 

will prevent the “until you touched it” 

complaint.

Air pressure to 
programming
A good starting point before you do 

any actual work is to know exactly what 

the vehicle tire pressure needs to be. 

Experienced techs often have a go-to 

PSI in mind, but it won’t be the correct 

pressure for every car… and that can 
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TALKING TECH

Keeping low-tire warning lights off, and dealing with them when  
they’re on doesn’t have to be a challenge

By Jeff Taylor

 CONTINUED � 

TPMS sensors are now almost always 
part of the valve stem and are getting 
smaller. If you get a Ford that uses a 
band clamp TPMS sensor, it can be 
replaced with this style.
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be a real issue.

The TPMS/LTL light comes on when 

a vehicle’s tire pressure falls below 75% 

of the recommended value. The system 

needs to be calibrated to a prescribed 

pressure, as displayed on the tire 

placard. Don’t count on the accuracy 

of a simple old-fashioned pencil- or 

stick-style air pressure gauge. You need 

to use a more accurate digital pressure 

gauge when setting tire pressures. (And, 

remember, you can easily double-check 

your pressure gauge’s accuracy against 

the value displayed on the scan tool or 

TPMS activation tool.)

A run-of-the-mill Chrysler minivan’s 

tire placard, for example, says the tires 

should be set at 36 psi (248 kPa), and if 

your gauge is out even by a single pound, 

the LTL light will keep on shining. That’s 

right; 35 psi (241 kPa) won’t turn off the 

LTL light. It needs to see 36 psi. And 

don’t be tempted to go too far above the 

prescribed placard value either, because 

some systems are sensitive to overpres-

sure (GM monitors this for sure).

The right procedure,  
the first time
There are distinct differences in 

programming, relearning, and resetting 

TPMS systems. And of course you have 

to know (and follow) the correct 

procedure whenever you work on these 

systems.

Programming. This involves giving a 

new or blank sensor an ID number and 

protocol that can communicate to the 

applicable TPMS module. TPMS 

modules can, on occasion, require 

software updates.

Relearning. There are three common 

types of TPMS/LTL relearn procedures: 

stationary, scanner-based, and auto. 

Some vehicle relearns only require a 

sensor activation tool; others require 

a combination of activation tool and a 

capable scanner. Some require a final 

road-test to complete the relearn. 

Relearning procedures are specifi-

cally outlined by the manufacturer. 

They may be model specific or stem 

from a company-wide shared protocol.

Older GM models have a simple 

procedure that involves a two-button 

hold on the remote fob and the use of 

an activation tool to set the sensor ID 

and location in the TPMS module. 

Newer GMs require a scanner.

Ford products can have two separate 

relearn procedures: one for when the 

tires are rotated (it involves using the 

hazard switch), and one that is typically 

done after a sensor is replaced. 

(involving cycling the key and an 

elaborate pedal dance). Honda’s direct 

TPMS system can be complicated and 

troublesome, requiring a scanner and 

activation tool to relearn each sensor’s 

information and its position, as well as 

a road-test to turn off the flashing 

TPMS light (not the LTL).

Resetting. This is usually only a 

function of the indirect TPMS/LTL 

system (which involves an ABS wheel-

speed sensor and software to calculate 

tire pressures). Resetting commonly 

involves a dash button (or some other 

kind of dash input) or a scan tool 

procedure to allow the TPMS software 

to recalibrate and record the informa-

tion generated from the ABS sensors. 

The indirect TPMS/LTL method is 

highly dependent on the proper tire 

pressures being set before the resetting 

procedure is initiated.

Resetting Extras. Many indirect and 

direct TPMS/LTL vehicles will now 

allow more than one set of tires to be 

matched to the TPMS unit following 

dash input instructions. Volvo, BMW, 

VW, and others will now store separate 

TALKING TECH

To relearn an Indirect TPMS, a dash button or dash touch screen display is typically used 
to relearn the system. These systems depend on the proper tire pressures for operation.

It’s important to understand the differences between these two dash lights, and be able 
to explain the differences to your customers.



September 2018   31

information for snow tires or a 

second tire set. Mitsubishi’s 

does this too, but the key must 

be in the ‘off ’ position to access 

this area of the dash informa-

tion area.

Other issues notes 
and tips
If you have tried to relearn a 

TPMS/LTL system two or three 

times with no success, stop 

what you’re doing. Something 

is wrong. Re-examine the 

factory procedure, double 

check your scan tools software 

for updates, make sure there 

are no other vehicles or wheels 

with sensors that could be interfering, 

and don’t forget to look for vehicle 

specific TSBs that could be interrupting 

the relearn.

Some Toyota TPMS/LTL systems 

have used a specific protected 

frequency on some of their TPMS 

sensors and they can’t always be 

activated by our standard activation 

tools. The quickest and easiest way to 

get these to relearn is by letting enough 

air out of the tires to trigger a relearning 

event. And don’t forget the spare tire 

on Toyota/Lexus models; as it is often 

equipped with a TPMS sensor and the 

cause of a TPMS/LTL light being on.

Watching how the TPMS/LTL light 

behaves can also point you in a trou-

bleshooting direction. The TPMS/LTL 

light will come on for a bulb check, and 

then go out if there are no issues.

A solid TPMS/LTL light on a 2013 

Ford Escape indicates a low 

tire (remember the 75% 

threshold), but if the light 

flashes after 60 to 90 seconds, 

a scan tool is going to be 

needed to go further. The 

flashing light signals a 

problem in the actual TPMS 

system, and a code will be set 

that will need to be diagnosed 

following the appropriate 

service information.

Don’t assume that a TPMS/

LTL system will auto-relearn 

by itself, unless directed by the 

diagnostics (or manufacturer). 

Today, less than 40% of the 

TPMS/LTL systems will 

auto-relearn. And if they do, most will 

only relearn one sensor. So putting on 

a set of four snow tires with four 

different sensors will not usually allow 

auto-relearning.

Why all this emphasis on tire pressure 

these days? In addition to being a 

valuable safety system, it’s a money saver 

for motorists. Low pressure can cause 

increased tire wear, increased operating 

temperatures, and increased rolling 

resistance. To avoid those issues, tires 

need to be rotated regularly and 

maintain recommended pressure levels.

Research has shown that as many as 

70% of vehicles on the road have at least 

one low tire. Fewer than half of drivers 

understand what the TPMS symbol is 

or what the LTL icon means. But 

research also shows that the vast 

majority of drivers agree that driving 

on an under-inflated tire is a safety 

issue, and nearly half (44%) don’t check 

their own tire pressures.

In this environment, TPMS and LTL 

systems serve a real purpose. And as 

repairers, it’s up to us to know how to 

read, maintain, and replace them. 
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A high-line direct 
TPMS system will 
display each tire’s 
pressure on the 
dash. The low-line 
direct TPMS will 
only illuminate a 
low-tire light.

If you’re questioning your tire pressure 
gauge, an easy check is to see the exact 
numbers that the TPMS sensor is trans-
mitting to the vehicle.
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The days of the $19.99 oil change are 

over. So should the days of selling a 

cheap filter that doesn’t have a hope of 

doing the job it’s supposed to do.

A survey conducted by Groupon Guide 

– the Internet discount company that 

sold 1.3 million oil changes in 2016 – 

found the average cost for a premium oil 

change was US$55 in North America. In 

Canada, oil changes cost $40 on the low 

end to $100 at the premium end.

Given the rising prices and the 

increasing importance of clean, highly 

engineered oil in today’s modern 

engines, trying to save your customers 

a few bucks on a cheap filter is simply 

flirting with disaster.

Over the last 10 years, average 

oil-change intervals have been cut 

virtually in half from 3.8 times per year 

to just under two times per year, says 

Craig Read, training manager at the 

Fram Group. So there’s a real danger in 

specifying a low-cost filter.

“It’s not necessarily a bad filter,” he 

says. “The issue is they lack capacity. 

Something is going to give when you’re 

using a $2 filter.”

Lisa Levra, product co-ordinator at 

Mahle Aftermarket, agrees. With today’s 

extended oil drains, modern filters 

require careful engineering and better 

construction so they’ll hold up.

“The worst-case scenario with a 

cheap filter is it will fail and plug up, 

and your engine will get dirtier faster, 

and you can have engine failure,” she 

says. “Paying a couple of bucks now to 

save your engine down the road is a 

no-brainer.”

Part of the reason to select premium 

oil filters is to combat growing 

consumer reliance on oil monitors, 

which are calibrated to OEM specs and 

oil-change intervals and tend to offer 

false security.

“If a guy puts in an economy oil filter 

and 5W30, the light doesn’t come on 

until 12,000 km. But with an economy 

filter, it’s full of dirt at 6,000 km. That’s 

what we don’t want,” Read says.

He suggests fears that the consumers 

will balk at a more expensive filter are 

unfounded. In fact, motorists seem to 

be receiving the message better than 

service shops.

“When the customer does their own 

shopping, they’ll buy a premium oil filter 

50 per cent of the time. It’s two per cent 

in the installed market,” he says.

Matching filters to the quality of oil 

being used makes sense when you 

consider the evolution occurring in both 

product categories. Filter technology is 

being driven forward by developments 

in motor oil. Donald Chilton, director of 

product development, at Mann+Hummel 

Filtration Technology, says modern filters 

have been engineered to do a better job 

than they used to.

“Today’s oil filter offers significantly 

improved overall performance when 

compared to products made just a few 

years ago,” he says. “There has been a 

massive amount of innovation from 

engines to transmissions.

Environmental pressures are also 

pushing manufacturers away from the 

old-style spin-on oil filters in favour of 

cartridge oil filters. Cartridges are 

today’s big sellers largely because 

they’re easily recycled. And with 

extended oil changes, the disposal fee 

is cut way down.

Mark Robertson, national sales 

director at GK Industries, says the fees 

for disposing of used filters range from 

20 cents to 50 cents each – a cost that 

is passed on to the customer.

“Nobody wants to be associated with 

a dumpster and causing environmental 

harm. Everybody wants to be cleaner 

and more efficient,” he says.

Given how technology is driving 

higher-grade oils, longer drain 

intervals, and an unrelenting emphasis 

on cleaner operation and reduced 

emissions, industry experts agree it’s 

clearly time for repair shops to match 

premium oil with high-end filters 

whenever they do a lube-oil-filter job.

A low-cost filter simply won’t be able 

to keep up with the task at hand.

—With files from Geoff Kirbyson
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Today’s oil filters come in a vast array of 
shapes and sizes so a proper application 
guide has never been more important.

disaster
Flirting
with

      Given the sophistication of today’s engines,  
trying to save your customer a few bucks with a  
              cut-rate oil filter isn’t doing them any favours.



Temperature control kit
Stant has introduced a new line of temperature control kits. 

Specially developed to simplify cooling system service, the 

new line covers more than 82 million vehicles in operation 

with only 21 part numbers. Each kit contains a thermostat, 

gasket, radiator cap, and coolant temperature sensor. When 

installed, it regulates both temperature and pressure for the 

cooling system.

www.Stant.com

Brake pads
Centric Parts has intro-

duced what it is calling 

the next generation of 

disc brake pads. PQ PRO 

by Posi Quiet addresses 

key service issues like 

brake fade, weak braking 

response, and excessive 

noise. The line features 

application-specific 

friction compounds engineered to match or exceed original 

performance specifications. The pads are enhanced with the 

addition of an Mu500 friction coating, and advanced multi-

layer shims are employed to eliminate noise. Specifically 

designed hardware is included with each brake pad set.

www.centricparts.com

Water pump pully and belt kit
CRP Automotive now 

offers Rein Automotive 

Aluminum Water Pump 

Pulley and Belt Kits for 

use on popular BMW 

vehicles. The new kits 

come complete with all 

the required hardware. 

The aluminum pulley is 

identical in fit, form, and function to the original, but delivers 

a longer, more robust service life than the OE plastic pulley. 

The kits provide coverage for over one million vehicles in 

operation across the United States and Canada.

www.crpautomotive.com

Transmission jack adapter
OTC has announced the new 5091 Heavy 

Duty Spindle Adapter, which holds the 

spindle assembly securely in place during 

king pin service, eliminating the need 

to completely disassemble the brakes 

and reducing the spindle weight while 

handling. The spindle assembly can be raised to a comfortable 

working height while replacing king pin bearings or bushings.

www.OTCTools.com

0W-16 full synthetic oil
Pennzoil has released its new Platinum SAE 0W-16 

Full Synthetic Motor Oil with PurePlus Technology, 

said to offer greater performance with respect to 

oxidation and deposit control, wear protection, 

and fuel economy than required by the toughest 

industry standards. The demand for 0W-16 grade 

motor oils has grown with the introduction of 

certain 2018 vehicle models. In Canada, Pennzoil 

Platinum 0W-16 Full Synthetic is available in 

one-quart and five-quart bottles as well as drums and EcoBoxes.

www.pennzoil.com
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Battery cooling fans
Continental says it is first to after-

market with VDO Hybrid Battery Fans 

for popular hybrid vehicles. The new 

direct replacement components were 

previously available as dealer only parts 

and are now offered for aftermarket 

service. The fans are exact replace-

ments for the original fan in vehicle 

specific fit, form, and function, with 

identical mounting locations and plug 

and play electrical connections.

www.usa.vdo.com

Quick-Strut part numbers
Tenneco has expanded its 

Monroe Quick-Strut line of 

premium replacement strut 

assemblies by another 24 part 

numbers – including 14 that 

offer exclusive coverage – for 13 

domestic and 44 import appli-

cations. It has also expanded its Monroe 

OESpectrum range of premium replace-

ment struts, OESpectrum rear shocks, 

and Monroe Strut-Mate mounting kits.

www.Monroe.com

Shop management system
VL Communications has integrated 

Mitchell 1 ProDemand and ShopKey 

Pro tools into its AB Magic SMS (Shop 

Management Software). Using AB 

Magic and Mitchell 1, shops will now 

be able to transfer information from 

“Labour,” “Parts,” “Maintenance,” and 

“Fluids” tabs in their Mitchell 1, directly 

onto the current customer’s estimate 

in AB Magic software. This new feature 

can be found in the 2018.015 version 

of the downloadable software.

www.vlcom.com

Professional-grade wipers
Trico Products Corporation has 

released an all-new Trico Pro premium 

beam blade line—designed specifically 

for professional service operations. The 

new line features an innovative “one-fit” 

connection system, eliminating the 

need for adaptors. The new blades are 

engineered with the latest in beam 

blade technology to deliver all-weather 

performance. They are available in 15” 

to 28” sizes, fitting the most popular 

arm styles.

www.tricoproducts.com/pro
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ProDemand® — now with 1Search™Plus — puts you one 
click away from all the information you need for an accurate 
diagnosis and repair.

 › Smarter searches with more targeted results
 › Tech-friendly workflow speeds up repairs
 › SureTrack® real-world knowledge
 › Complete OEM information
 › Legendary wiring diagrams — and much more!

Get started today with your free demo of ProDemand!



Heavy duty catalogue
Dorman HD Solutions has released 

its new Heavy Duty Replacement 

Parts Catalogue, available in print 

and digital formats. The new 

catalogue features easy-to-search 

sections, organized by make, 

engine, and specialty applications. 

It also includes full images for every 

part, a complete index, and a 

fold-out ABS sensor buyer’s guide poster.

www.dormanproducts.com

Diagnostic software update
OTC has announced the 

release of Bravo 

3.2.1.10 diagnostic 

software for the 

Encore and Evolve, the 

latest update to its 

professional diagnostic 

tools. The update contains improvements directly from tech-

nician feedback and includes extended special tests for newer 

vehicles. The key enhancement is the ability to perform DTC 

pre- and post-scans for 2017 and 2018 model year vehicles 

and systems.

www.OTCTools.com

Emissions control parts
Tenneco has strengthened 

its line of Walker 

Emissions Control after-

market catalytic converters, mufflers and 

related products with the addition of 80 new 

part numbers. The latest line expansion, which includes 

coverage of a wide variety of late-model domestic and import 

passenger vehicles, offers automotive service businesses 

more than 27.2 million possible service opportunities.

www.WalkerExhaust.com

Battery tester
Bosch has introduced the new BAT 135 battery 

tester with integrated printer. The unit is 

designed to capture test results for customer 

records such as presenting the state of 

health and state of charge percentage of 

the batteries to ensure optimal efficiency 

and usage. It can assess 6V and 12V 

batteries from 40 – 2,000 CCA. It will also 

test 12V and 24V charging systems 

with a diode/ripple test. Easily 

detachable test clamps are 

included.

www.boschdiagnostics.com
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Find out more at ngksparkplugs.ca

NGK produces more OEM spark plugs 
for the Detroit Three than any other 
manufacturer. Ford, General Motors and 
FCA all trust NGK to produce the most 
advanced, reliable and high quality 
plugs on the market. In fact, NGK was 
recently honoured with its 10th  Supplier 
of the Year Award by General Motors.

Born in Japan.  
Raised in Detroit. 

All company, product and service names are for identification purposes only. 
Use of these names, logos, and brands does not imply endorsement.
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Centre-clamp tire changer
Hunter Engineering 

Company has 

launched a 

f a m i l y  o f 

centre-clamp tire 

changer models, 

the TC37 and TC39. 

T h e  T C 3 7 

(pictured) is a 

complete ground-up 

redesign from the venerable 

TC3700, TC3500 and TC350 series, but 

functions as a completely new, modern 

platform. It offers the traditional 

polymer mount head that protects rim 

and tire, and a vertical locking head 

that protects wheel face. The cutting-

edge TC39 features a powerful and 

easy-to-use lever-less demount head. 

The self-inserting polymer lever-less 

head is the same design as Hunter’s 

Auto34.

www.hunter.com/demos

Auto parts catalogue
Epicor Software Corporation has intro-

duced the Epicor PartExpert GFX eCat-

alogue interface, designed to help distrib-

utor and jobber personnel, service 

writers, and others look up parts effi-

ciently. The new GFX interface is imme-

diately available for users of Epicor Vision 

and Epicor Eagle. Representing one of 

the most significant advancements in 

eCatalogue technology of the past 30 

years, the Epicor PartExpert GFX eCat-

alogue enhances traditional, menu-

driven look-up prompts with new, 

detailed system visualizations featuring 

embedded part intelligence.

www.epicor.com

Filter part numbers
Purolator has announced the intro-

duction of 43 new part numbers for the 

Purolator, PurolatorONE, and 

PurolatorTECH product lines. The new 

offering includes a PurolatorONE air 

filter application for the 2018 Ford 

EcoSport, and many other 2018 appli-

cations for air, cabin air, and oil filters. 

The new part numbers fit a variety of 

popular models such as the Chevrolet 

Colorado, Hyundai Sonata, Honda 

CR-V, Mazda CX-3, and others.

www.pureoil.com

Piston kit
Mahle Motorsport’s 

GM 4.3L turbo 

PowerPak Piston Kit 

utilizes Mahle’s slipper 

skirt forgings; each machined to 

exacting tolerances for OE piston 

production. For added protection and 

durability, the pistons are dual-coated 

with a phosphate dry film lubricant to 

protect the ring grooves from micro-

welding and the pin bores from galling. 

This is followed by an application of 

Mahle’s Grafal anti-friction skirt 

coating to reduce drag, wear and noise.

www.mahlemotorsports.com

CV axles
TrakMotive has 

introduced 40 new 

CV axle numbers 

into the market. 

The new part 

numbers cover over 

5 million vehicles in operation on North 

American roads. It brings the line count 

to 2,179 SKUs. Among the new part 

numbers are six for domestic vehicles 

including Dodge, Ford, and GM, one 

Hyundai application, 22 Nissan and 

Infiniti numbers, and 11 Volkswagen 

numbers.

www.trakmotive.com

www.autoserviceworld.com
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Pros who know chose VDO.
VDO Blower Motors deliver true vehicle-specific fit  
with plug-n-play installation. With VDO you get true OE 
performance and unsurpassed quality, backed by our  
deep technical expertise and solid customer support. 

If you want to do it once and do it right, do it with VDO.

salessupport-us@vdo.com   |  800-564-5066

BABB YAA WYY AWW TCHAA
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simple answer. Next thing you know, they’re all cranked up 

over nothin’!”

My eyebrows went up. “Was it fashion, food, or finances?”

“All three,” he admitted. “She was showing me a new dress 

and asked me if it made her look fat.”

We all cringed. “Whoa, Tooner. What did you say?”

“The truth! I told her it was perfect for wearing ’round the 

house while canning tomatoes, providing she’d only paid 

half-price to begin with.”

Basil whistled. “I’m amazed you’re still walking straight.”

Tooner sniffed. “She called me an old crank; she shoulda 

known I was just joking.”

I glanced at him. “Were you?”

Beanie shook his head. “Me and Sam have only been married 

a short time, but even I know being cranky brings all kinds 

of trouble…” His voice trailed off. “Just a minute!” He flipped 

open his laptop and began scanning the diagnostic tips for 

the Cruze no-start condition.

“Would you look at this!” he cried. “It didn’t make sense 

when I first read it, but now it does.” Beanie pointed to the 

screen. It read: Ignition ON, observe that the scan tool ECM 

Crankshaft Position Sensor Active Counter is not incre-

menting. If the Crankshaft Position Sensor Active Counter 

is incrementing, replace the Crankshaft Position Sensor.

Then he grabbed the scan tool and brought up the real-time 

data for the different sensors. “The crank sensor isn’t showing 

increments, but one of the cam sensors is!” And he was right. 

With the key on, engine off, the exhaust CMP was showing 

counters, even though the engine was not turning over. “The 

BCM believes the engine is already running, and therefore it 

won’t supply a start signal to the starter!”

Once a new exhaust CMP was installed, the Cruze fired up 

on command. Now all we had to do was fix Tooner’s marital 

issues.

Look,” I said over afternoon coffee, “what if you bought her 

some nice flowers or some kind of gift?”

Tooner’s eyes lit up. “Good idea! And I know just the thing. 

I’ll stop by Flouncy’s Dress Den and pick up one o’ them 

muumuus they got in the window.”

“Brave man,” commented Basil as he sipped his green tea. 

“And what will be your famous last words when she asks you 

how it looks?”

Tooner looked smug. “The truth! She likes Hawaii; I’ll say 

it makes her look tropical, just like a pineapple.”

Beanie sighed and rolled his eyes. “Yep. That’s a non-starter 

if I ever heard one.”  

®

1-855-584-3463
WWW.WHEELNUTCADDY.COM
Sales@wheelnutcaddy.com

Save service bay time!
Store wheel nuts with  
the wheels.
Re-useable and safe  
for all wheels

TM



“Morning, Tooner.” I dropped the daily paper on the coffee 

table on my way past him. “Looks like another glorious day!”

“What’s good about it?” he grumbled, reaching for the 

comics.

I frowned as I put my lunch in the fridge. It was a beautiful 

fall morning, a little crisp, but with the promise of sunshine. 

We get some amazing Indian Summers in our little valley 

and this was one of them. “Did somebody forget their meds 

this morning?” I asked. “I thought you liked fall.”

“Harrumph.” Tooner buried his face in the paper and 

ignored me.

Tooner’s cranky attitude continued for the rest of the 

morning. In a lot of work environments, the mood for the entire 

staff is often reduced to the lowest common denominator. If 

someone on the team is having a bad day, it affects the others 

– especially if that particular person is in a position of influence. 

Fortunately for us, we’re so used to Tooner’s gloomy mood 

swings that we never take it personally. In fact, we have a lot 

of fun ignoring him, even when he wants sympathy.

Beanie and Basil were conferring over a little blue 2011 

Chevrolet Cruze with a 1.8L 4-cylinder engine. It had been 

towed in with a no-start condition, and although there was 

good battery power to all systems, the starter wouldn’t turn 

over. “I’m stumped, Basil,” sighed Beanie. “I’m showing a 

crank request at the PCM and I know the relay works because 

I can manually activate it and get the starter motor to operate. 

But it won’t work with the push-button start.”

Basil stroked his goatee thoughtfully. “Are you getting the 

correct responses from the PRNDL switch? If it’s not showing 

park or neutral, the BCM won’t let the circuit complete.”

“That’s all good,” confirmed Beanie. “Maybe it’s the anti-

theft system. I’ve locked and unlocked the doors a few times 

like the manual suggests, but I’m still not getting a crank 

signal to the underhood relay. I’m tempted to try a new 

computer.”

A loud crash made them jump. “What was that?!”

Colourful invectives arose from Tooner’s corner of the shop, 

as he angrily retrieved a tray of scattered sockets from under 

the work bench. “Hey, can you keep it down?” called Beanie. 

“We’re trying to think over here.”

“Yeah, well good luck with that!” Tooner hollered back. 

“Don’t hurt yourself; compensation don’t cover brain freeze!”

Beanie and Basil shot looks in my direction. It was time 

for an intervention. “Okay, Tooner, let’s get this over with. 

What’s bugging you today?”

Tooner hung his head. “Sorry. Mabel and I had a little 

‘discussion’ last night and I guess I’m lettin’ it get to me.”

Basil chuckled. “Don’t tell me you made the mistake of 

opening your mouth and giving an opinion!”

Tooner threw up his hands. “Women! I’ll never figure ’em 

out! They ask you a simple question and you give ’em a 
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Don’t be so 
cranky!

Sometimes petty marital grievances 
can be the inspiration that solves  

a shop problem.

By Rick Cogbill
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