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6  Paste sold
Paste Auto Parts has been sold 

to NAPA. The jobber’s three 

locations in the Toronto area are 

now NAPA corporate stores. 

6  Ideal expands 
Ideal Supply, a NAPA jobber 

throughout southwestern Ontario, 

has added Seaforth Automotive 

to its fold. Seaforth’s owners have 

retired.

7  Tenneco spin off
Tenneco has announced a  

new spin off company called 

DRiV. It will be built on the 

combined strength of Tenneco, 

Federal-Mogul and Ohlins, the 

company said.

8  New AIA program 
The AIA has introduced a 

new program to give service 

professionals access to a range of 

benefits. The Automotive Service 

Associate Program (ASAP) will 

help shops tackle the arrival of 

change to the industry  

9  In Memoriam 
The aftermarket lost a number of 

important people recently. The 

industry said goodbye to Bob Raff, 

Grant McPherson, Daniel Scrivens 

and Dale Devlin.
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A 
bright future awaits the automotive aftermarket – 

provided the industry can seize the opportunities. 

A common problem is the lack of young talent. 

Jobbers can’t find reliable people to work in their stores, 

shops can’t find enough technicians and the supply chain 

isn’t deemed attractive enough.

But there is hope. By promoting the budding young  

people in the industry, using less talk and more action and 

tapping into innovative ways to draw talent, the light can 

become brighter.

The main cover story on pages 16-19 outlines an 

opportunity. Predictive analytics is ready to help the 

aftermarket in ways autonomous and electric vehicles  

won’t be able to do for at least a decade. Telematics is  

poised to have a more immediate and profound impact.

The driving force behind Toronto-based predictive 

analytics company Pitstop – its founder and president Shiva 

Bhardwaj – is young, driven and entrepreneurial. Just what 

the aftermarket needs. 

Having grown up in the industry – his father owns a shop 

in Toronto – Bhardwaj has seen the challenges first hand. That’s why he’s using his 

talents in data collection to help the aftermarket. Let his story be a springboard to 

drawing more talent in. The industry needs more people like Bhardwaj. A lot more.

As disruptors hit the industry, the aftermarket can use the ability to innovate, be 

creative and solve problems as selling points to young people. But instead of merely 

speaking in the hypothetical, the aftermarket needs to be better at showing tangible 

evidence.

Bhardwaj, as one example, can showcase to young people how mining big data  

in automotive can be exciting. Another example is Michel Julien, who has spoken at  

a number of AIA events. He is a technician who sees the future of his profession as  

more than being about IT than mechanics.

Innovation is needed in hiring practices as well. In our industry forecast piece 

(pages 20-21), Bob Jaworski of Auto Electric Service in Regina noted how he’s found 

success in hiring immigrants. Many newcomers not only need jobs, but they want to 

integrate themselves in the workforce, learn the language and, essentially, become 

Canadian. 

There are many stories of how sharp-thinking immigrants are embedding themselves 

in various industries. One that immediately jumps to mind is a summer Globe & Mail 

feature on one young refugee who is taking over a retiring fisherman’s processing 

operation. The business was in danger of closing down, leaving area restaurants and 

shoppers without a source of local seafood. He learned the trade from the bottom up 

and is flourishing.

A viable succession plan or not, tapping into the influx of immigrants could quickly 

ease labour pains. And who knows what diamond in the rough you might uncover.

To be a dominant force, investment, innovative thinking and a little bit of luck are 

needed in the aftermarket. With planning, those windows of opportunity can open 

wide.  JN

Let his 
story be a 
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to drawing 

more talent in. 
The industry 
needs more 
people like 
Bhardwaj.
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Further information:   www.repxpert.ca

Schaeffler. Space technology  
for today’s vehicles.    
Schaeffler parts deliver the highest level 
of precision and quality, which is why the 
world’s space programs rely on us. Our 
comprehensive line of bearings and seals 
provide the quality and performance you and 
your customers can depend on. 
For technology that is out of this  
world, count on Schaeffler. 

MISSION: 
EXCELLENCE

Van de Sande 
moves to Altrom

Jeff Van de Sande 
has left Bestbuy 
Distributors and joined 
Altrom.

The former president 
of the distributor is 
now the senior vice 

president of the Altrom Auto Group 
under UAP. 

With Altrom, he will work alongside 
Dave Pawlowski, vice president, sales 
and marketing; Paul Wilkes, vice 
president, operations; and Robert 
Chartrand, vice president, product 
development.

 

Spectra’s Best  
joins AASA board 
Jason Best will be one of four 
new members of the Automotive 
Aftermarket Suppliers Association’s 
board of governors.

The aftermarket senior vice president 
at Boucherville, Que.-based Spectra 
Premium, will serve a three-year 
term. He will be joined by Chris 
Pruitt, president and CEO of East Penn 
Manufacturing, Bruce Ronning, group 
vice president and general manager, 
Americas aftermarket, at Tenneco and 
Eric Steinbecher, president, automotive 
aftermarket – Americas at Schaeffler as 
new members.

SEAFORTH JOINS IDEAL SUPPLY FAMILY
Ideal Supply has bought fellow NAPA jobber Seaforth Automotive and Industrial Supply.

The deal was made in December but announced just after the new year.

Seaforth is a NAPA Auto Parts Associate and has been owned by the Wilbee family since 1980. 

Bruce and Sharon Wilbee are retiring after 39 years in the automotive aftermarket and Seaforth 

business community. James Wilbee is pursuing another career outside of the industry. 

The store will become part of the Ideal Supply network, which is based about 40 minutes east  

of Seaforth, Ont., in Listowel. JN

NAPA has acquired Toronto jobber Paste Auto 

Parts.

Paste’s three locations will become corpo-

rate stores of NAPA. Jacob Yako, who served as 

president, sold the business outright but is stay-

ing on as the sales manager for the company.

He decided to sell after evaluating the future 

of the aftermarket business and was attracted to 

what NAPA was offering.

“We did a lot of work to see what’s good for 

my employees, my future, for Paste Auto Parts 

and the customer,” Yako said.

His brother Sam will also stay with the 

company as manager for the stores.    JN

PASTE AUTO SOLD TO NAPA

The familiar faces of Paste Auto Parts, now a NAPA 
corporate store. From left, Sam and Jacob Yako, and 
Angelo Fiorito are seen here at the company’s trade 
show in 2017.

DORVAL AUTO PARTS 
BRINGS MORE MONEY 
FOR HOSPITAL

The 11th annual walkathon hosted 

by Dorval Auto Parts was another big 

success.

The walk, which takes place in early 

September, brought in $72,000 in 2018 – 

that brings its all-time total to $650,000 for 

Hope & Cope’s cancer exercise program.

Alex Trichas, co-owner at Dorval 

Auto Parts, and cousins Nick, Chris and 

Andre Dimopoulos, along with friend 

Gus Anagnostaras created this event 

to raise awareness of cancer patients 

and survivors and give other people the 

chance to be a part of the cause.

The next walk takes place Sept. 8,  

2019. JN



• Provides protection for up to 32,000km.*
• Dual-layer synthetic media reinforced with 

a metal screen, traps over 99% of dirt.**
• Engineered for synthetic motor oil, 

compatible with conventional motor oil.

Your oil protects your engine, 
so what’s protecting your oil?

OIL CHANGE DONE RIGHT. ©2018 Fram Group IP LLC

    * When used with an appropriate synthetic motor oil.
  ** FRAM Group testing of average filter efficiency of XG8A, 3387A    

and 4967 under ISO 4548-12 for particles greater than 20 microns.
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TENNECO ANNOUNCES  
SPIN OFF DRiV
Tenneco’s aftermarket and ride performance business will spin 

off later this year under a new name.

DRiV Incorporated will launch in the second half of 2019, 

following the decision by Tenneco to separate into two 

independent companies – one for its aftermarket and ride 

performance products, and one for its powertrain systems 

technologies.

DRiV, which will be headquartered in the greater Chicago 

area, will serve as one of the largest global multi-line, multi-brand 

aftermarket suppliers, as well as one of the largest global original 

equipment (OE) ride performance and braking suppliers to 

aftermarket, light vehicle, and commercial vehicle customers, 

Tenneco said in an announcement.

Brian Kesseler, co-CEO of Tenneco and the future chairman 

and CEO of DRiV, said the $6 billion start-up will be built on the 

combined strengths of Tenneco, Federal-Mogul and Swedish 

suspension manufacturer Öhlins, and will be “laser-focused”  

on innovation, performance, brand development and  

customer service. 

DRiV’s aftermarket business will develop, manufacture and 

distribute a broad portfolio of products in the global vehicle 

aftermarket.  JN

NEW AIA REPORT EXAMINES  
THE FUTURE OF LABOUR 
New labour sources will need to be found in order for the 

automotive aftermarket to keep up with opportunities and 

demands from new automotive technology.

That’s one of the conclusions of a new Labour Market Watch 

report from the Automotive Industries Association of Canada. 

It suggests the industry swell its ranks with more women, 

indigenous youth, new Canadians, and other minorities in order 

to meet the growing demand for skilled labour.

“In addition to increased demand for skilled labour in the 

current market scenario, the industry will need a more and more 

specialized workforce to deal with such disruptors as hybrid, fuel 

cell light vehicles, electronic systems, networks, and cellular and 

digital technologies,” the report concluded. 

“This will require retraining programs for existing technicians 

in order to stay current with technological advancements, and 

making inclusion and diversity training a tactical component of 

apprenticeship programs for new technicians, particularly young 

girls, indigenous youth and other minorities.”

The report also found that the pressure that increased demand 

exerts on supply often drives prices up. Aftermarket suppliers 

must maximize pricing potential in order to address recruitment, 

training and compensation needs.  JN

Made in Germany. Made for you. 
For further information or technical support
please call 1-888-MOLYOIL (665-9645)

www.liqui-moly.us

Your European car craves for approvals
Motor oils and additives for every European car – all from one source.
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Twitter 

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

The automotive aftermarket suffered 
some big losses towards the end of  
2018 and into the new year.

In late November, Bob Raff died. 
He was instrumental in creating the 
Aftermarket Auto Parts Alliance, which 
operates the Auto Value Brand in 
Canada.

On New Year’s Eve, former Fram 
president Grant McPherson died. The 
Winnipeg native was a founding member 
of the annual Shad’s R&R charity golf 
tournament. It’s the biggest single-day 
charity golf event in the industry in 
Canada, which surpassed $5 million in 
money raised for muscular dystrophy 
research. McPherson could always be 
found helping out on the day of the 
event even in retirement.

Daniel Scrivens died in mid-January. 
A pioneer of building the aftermarket in 
Western Canada, he originally operated 
under Bumper to Bumper in the Calgary 
area before changing to Auto Value. 
In all, Scrivens operated 14 Auto Value 
locations in Southern Alberta and 
warehouse Central Auto Parts. He was 
relentless in serving the DIY customer 
and growing the retail side of things. 

On Jan. 21, former Bestbuy chairman 
Dale Devlin died. He was also the owner 
of Halton Automotive in Milton, Ont. 
Devlin was part of the Bestbuy family for 
more than 30 years, serving as a director 
since 1993 and its chairman from 2010-
2015. In 1996, he was named Jobber of 
the Year by Jobber News. He was also 
known as a devoted volunteer who 
was always willing to give back to the 
community.   JN

IN MEMORIAM

Bob Raff

Daniel Scrivens

Grant McPherson

Dale Devlin

Full Automotive Warehouse

Hotspot Auto Parts 
939 Warden Ave Scarborough ON  M1L 4C5 

Info@hotspotAutoparts.com

www.hotspotautoparts.com

Premium Lines

Brake Rotors & Drums 

Brake Pads & Shoes

Hub & Bearing

Radiators

Chassis Parts

Complete Strut Assemblies

Brake Clean

Refrigerant
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Mevotech adds to roster
Jacques Nadeau has been named 
Mevotech’s new regional sales 
manager for Quebec.

He will lead the company’s sales 
efforts throughout the region and 
continue to develop programs 
while working with all customers 
and brands in the province. 

Nadeau is replacing the retiring Charles Touchette.

The company also added Don 

Keeling as the new national sales 
director for traditional sales in 
the U.S.

He will report to Todd Hack, 
executive vice president of sales 
and marketing, and lead the U.S. 
sales team responsible for the 

traditional aftermarket distribution channel. 

Spano, Zobairi heading up 
new Wakefield divisions
Wakefield Canada announced the creation of two new and 
separate sales divisions.

Shannon Spano will lead the consumer sales division, while 
Hasan Zobairi will oversee commercial and industrial sales.

Spano joined the company in 2006 and most recently 
served as retail sales manager. Zobairi was national sales 
manager with Wakefield. He joined the company in 2015.

The company also added Candice 

Hill as its new territory sales 
manager for Vancouver Island and 
the B.C. lower mainland.

Candice brings extensive sales 
and marketing experience to the 
Wakefield team representing the 
Castrol line of premium products. 

She’ll be responsible for existing Castrol clients within 
her territory, including jobbers, franchised workshops 
and independent automotive shops, as well as building 
relationships with new potential customers.

New Total Quebec rep
Julie Caron is the new territory 
manager for Quebec with Total 
Canada, in charge of sales 
development of heavy-duty and 
industrial lubricant sales and 
solutions in the Montreal region.

Caron has over 15 years of 
experience in the industrial sales 

industry. She also has a psychology background.  JN

J A C Q U E S  N A D E A U 

D O N  K E E L I N G 

C A N D I C E  H I L L 

CASTROL SYNTHETICS
SIMPLIFY YOUR BUSINESS 
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5W-20 - Domestic & Korean
Ford/Lincoln, Genesis, GM Dexos1TM Gen2

5W-30 - Domestic & Korean
Chrysler, Kia, Hyundai, Volvo, GM Dexos1TM Gen2

5W-40 - European Vehicles
Volkswagen, Mercedes, Porsche, Specialty

5W-30 C3 - European Vehicles
Volkswagen, BMW, Mercedes
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MAKING YOUR INVESTMENTS PAY OFF

Many jobbers have a tendency to look at 

every dollar leaving their business as an 

expense, rather than an investment.  

This can be a scary attitude. It’s time to slow 

down and consider some math.

Imagine talking with someone who believes 

their staff is a cost to the business. They’re clearly 

saying that the people who work for them are 

profit takers, not profit makers. 

The obvious questions to then ask is, “Who 

hired them, who trained them and who pays 

them?” The fact is good staff is a clear investment 

in the business as their knowledge, talent and 

efforts produce a return on the investment made 

from their wages paid.

A common topic under this mindset is the 

money spent on providing training courses for 

clients of the jobber’s store. Let’s review this 

particular category a little deeper.

All shops are under siege when it comes to 

ensuring they have the right knowledge available 

to them to enhance their shop’s efficiency and 

bottom line profitability. Shops require proper and 

ongoing business management training. 

Many jobbers clearly see this as an expense 

instead of an investment. If that is your mindset, 

consider the following:

 If a shop learned to manage its business affairs 

better, which shows the owner how to become 

more profitable with current business, then the 

jobber’s monthly statement would be paid in full 

on time every time.

 Good shop management courses teach the shop 

owner the business benefits of purchasing as 

much volume as possible from one supplier. 

That is what a jobber is in business for – all of 

the shop’s business, not just some.

Considering that there are too many jobbers in 

the market for the number of good shops left,  

your business relationship is critical. Are the top  

10 shops in your market making you their first call?  

If not, why?

Don’t point your finger at the shop owner. 

Opening up personal communication levels 

between the shop and the jobber is necessary to 

gain trust. A course with your clients can tremen-

dously enhance that important business relationship. 

The benefits to the jobber are big in the long term. 

However, a simple course does not create 

loyalty. It’s how you follow up after the fact that 

makes all the difference to your business. If done 

correctly, watch your profits rise. If you bring more 

value to the shop, you can watch those increases 

happen annually.

Ask yourself, what value does your store bring to 

your shop client’s business that your competition 

does not? Define your value in writing. Slow down 

and do the math. Value delivered increases parts 

distributor’s bottom-line profitability.

Jobbers have a lot of work to do in building and 

rebuilding their business and the relationships that 

go with it. Perform a review of your circumstances 

and then put into action the process of investing in 

all types of training. 

However, make sure it is the right type of 

training that is needed for your client base and 

your store. When handled properly, the financial 

return to your parts distribution business is 

tremendous.   JN

business management  |  

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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Ask yourself, what value does 
your store bring to your shop 
client’s business that your 
competition does not? Define 
your value in writing. 



LESS SEEK
MORE FIND

Introducing Omnicraft TM parts for all non-Ford makes and models. With this newest addition 

to our lineup, which includes Ford and an expanded Motorcraft ® parts offering for Ford vehicles,

we are now a one-stop-shop for quality parts – with a competitive warranty at a great 

price. So now you can spend less time looking, and more time getting things done.

For more information, contact your local Ford Dealer or visit ford.ca/wholesale.

Motorcraft ® is a registered trademark of Ford Motor Company. Omnicraft TM is a trademark of Ford Motor Company. ©2019 Ford Motor Company of Canada, Limited. All rights reserved.
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Chris Gardner, AASA’s senior vice 
president of operations, is seen here at the 
group’s Technology Conference in the fall.
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rate with emerging technology firms and 

traditional parts suppliers and to address 

industry issues is expected to attract both 

types of companies and those from the 

investment community to the council,” 

Gardner said.

There is little doubt change is coming 

on all fronts. A new report from the Con-

ference Board of Canada, in conjunction 

with the Automotive Industries Associa-

tion of Canada, for example, has conclud-

ed that connected, autonomous, shared, 

and electric (CASE) vehicles will have a 

significant adverse impact on the automo-

tive aftermarket and its workforce. The 

board estimated that the rollout of CASE 

vehicles could result in a loss of more 

than 48,000 jobs in Canada’s automotive 

aftermarket.  JN

W hile the automotive 

aftermarket future 

is bright, it’s also 

increasingly complex, 

rapidly evolving and 

digitally reliant. 

Enter the Mobility Technology Council 

(MTC), a new organization launched 

exclusively to help aftermarket companies 

make the most of what lies ahead.

Established by the Automotive After-

market Suppliers Association (AASA), 

which represents the aftermarket supplier 

industry in North America, the MTC is 

founded on the reality that there is a grow-

ing number of suppliers and technologies 

for connected aftermarket applications. 

Data, services, platforms and applications 

based on sensor and OBD-II connections 

are emerging daily. 

As its name suggests, the MTC advances 

the business interests of suppliers of 

mobility technologies for aftermarket 

applications, said Chris Gardner, AASA’s 

senior vice president of operations in 

Raleigh, N.C. 

“This covers telematics, dongles, 

vehicle data platforms, sensors, predictive 

analytics, connectivity and ADAS,” he 

said. “The amount of development of and 

innovation in technology for consumer 

driving experiences, CRM tools for repair 

shops, and fleet management applications 

is exploding.” 

There is also the problem of a lack of 

understanding of the aftermarket from 

technology suppliers.

“Nor do they have the resources to sup-

port efforts that will create a competitive 

environment through standardization, 

influence on regulatory activities or the 

creation of a widespread awareness of 

their products and services,” Gardner said.

The council’s role is to create opportu-

nities that will bring parts suppliers and 

emerging technology suppliers together to 

share ideas, collaborate and evaluate pos-

sible partnerships. 

As well, the group will provide the 

forum for traditional aftermarket suppli-

ers to address needs around the influx of 

new technologies that can be difficult or 

expensive to develop internally. 

 “We also will address specific industry 

issues that will impact the aftermarket 

mobility technology space,” Gardner said. 

Initial initiatives for the group include a 

focus on access to telematics and vehicle 

data, helping the repair community ser-

vice ADAS (advanced driver-assistance 

systems) and technology-enabled vehicles. 

“Opportunities to meet and collabo-

NEW COUNCIL 
SET TO RIDE 
TECHNOLOGY WAVE
Mobility Technology Council aims  
to connect tech suppliers with the aftermarket

BENEFITS ANALYSIS 
According to the Automotive 
Aftermarket Suppliers Association, 
MTC member benefits include:

 Networking among technology 
firms, parts suppliers, consultants 
and research firms

 Access to member-only 
documents such as white papers, 
reports, surveys, webinars, 
presentations, and more

 Opportunity to address industry, 
regulatory and technology 
challenges including:

 • Cybersecurity standards
 • Data privacy regulations
 • Access to vehicle data
 • Meetings, forums and 

 conferences focused on  
 trends, opportunities and  
 needs of the mobility  
 technology aftermarket

 • Learning about new  
 investment, research,  
 development, data and  
 technology players
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How we get around – and repair vehicles –  

is set for a radical transformation
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The future  
of mobility

A revolution is coming.
Autonomous vehicles are going to upend 

the world that jobbers and repair shops 

have known for decades. The only 

unknown is when that will happen.

Level 5 (fully autonomous) vehicles 

are still more than a decade away from 

running regularly on Canadian roads. But 

increasingly automated vehicles are being 

tested all the time in designated fenced-in 

areas. The Ontario government recently 

gave the OK to allow for wider autono-

mous vehicle testing on its roads.

Gary Silberg, Chicago-based head of 

automotive for business advisory firm 

KPMG, said Level 4 autonomous vehicles –  

which can operate without human input 

or oversight but only in select conditions –  

are being launched in “islands of auton-

omy” in select communities.

In November 2017, Waymo, under  

consumers are reluctant to adopt. Much 

of that is due to the extensive media 

coverage that results whenever anything 

goes wrong. The most notorious exam-

ple is the accident last March where an 

autonomous Uber vehicle hit and killed a 

49-year-old female cyclist in Arizona. 

“Consumers are very apprehensive 

about the technology,” said Nathan Ship-

ley, Houston-based executive director of 

industry analysis at market research firm 

The NPD Group. “They don’t trust it. Car 

companies are slowly introducing smart 

technologies, like adaptive cruise control 

or lane departure features, and that’s how 

consumers will slowly start getting used 

to the car helping them drive. Switching 

from a car that you’re 100 per cent driving 

to one that is 100 per cent driving itself, 

that’s a big leap.”

Younger consumers will be much more 

willing to adapt to the new vehicle tech-

nology, even if they might not be able to 

afford it.

“If you talk to a 65-year-old driver and a 

25-year-old driver, older folks say, ‘There’s 

no way I’m touching an autonomous vehi-

cle. I’ll drive my car. I don’t want anything 

driving for me,’” Shipley said.

The regulatory side could prove to 

be the bigger hurdle. There are a lot of 

similarities between the impact of auton-

omous vehicles and the Internet as both 

caused or are causing disruptions that 

governments hadn’t previously consid-

ered. In the Internet’s case, that forced 

politicians to react and create new laws.

“We have traffic laws in every city 

and they’re all pretty well known. With 

self-driving cars, what are the rules? Are 

there parts of the city where you can drive 

them and parts where you can’t, like a 

Google-parent Alphabet, signed up several 

hundred families in the Phoenix suburb of 

Chandler as part of a focus group. Using 

an app, people were able to push a button 

and be picked up by an autonomous vehi-

cle and taken to work. 

“They did that for more than a year and 

had tremendous success,” Silberg said.

“Assuming everything goes well with the 

technology, these islands will continue to 

pop up for the next several years. It’s very 

exciting.”

But timing remains to be seen. Even 

though the technology is there, many 

“Assuming everything goes well with the  
technology, these islands will continue to pop  

up for the next several years. It’s very exciting.” 
– GARY SILBERG, KPMG
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BY GEOFF KIRBYSON

“Car companies are slowly introducing smart technologies, like adaptive 
cruise control or lane departure features, and that’s how consumers  

will slowly start getting used to the car helping them drive.” 
– NATHAN SHIPLEY, THE NPD GROUP

repaired most of the time.

“Essentially, you’ll be told when to go in 

for a service. A lot of those services could 

happen like a software update (for your 

computer),” Saha said.   JN

school zone?” Shipley asked.

Regulation is important, partly because 

studies have shown there are more 

accidents between autonomous and 

human-powered vehicles than there are 

between strictly human-driven cars and 

trucks.

“Humans don’t always drive logically. 

We don’t follow speed limits, we don’t 

always obey the law and autonomous 

vehicles consider that illogical behaviour,” 

said Malcolm Davidow, a Philadel-

phia-based partner at Schwartz Advisors. 

“Autonomous vehicles having trouble 

understanding the illogical decisions of 

human-powered vehicles is obviously 

going to have to be solved.”

Davidow believes demand for autono-

mous vehicles will come primarily from 

fleets, people who have disabilities, or are 

too old or are even too young to have a 

licence. 

“You could be 12 years old and be in 

an autonomous vehicle. If you feel com-

fortable enough to allow your child to 

take an Uber, taking an autonomous vehi-

cle might be even safer,” he said.

Fixed-route people movers, such as 

shuttles from an airport terminal building 

to a parking lot, at an amusement park or 

between hotels in Las Vegas, could easily 

be early applications of full autonomy, 

according to Kumar Saha, Toronto-based 

research director of mobility at Frost & 

Sullivan.

“You’ll see some of those applications 

coming in more restricted environments 

where the variables can be managed,” he 

said, such as grocery delivery where an 

autonomous shuttle drops purchases off 

at your door.

Autonomous vehicles represent a sea 

change that jobbers and repair shops 

have never dealt with before. The industry 

needs to wake up to the changes and the 

ramifications.

“That doesn’t mean tires won’t need to 

be rotated – that kind of service won’t go 

away,” he said. “But you’ll need to be like 

the Genius Bar at the Apple store. Your 

car will be way more complex than that. 

Everything will be electronic so you better 

have that skill set.”

Going forward, autonomous vehicles 

will need to be “managed” rather than 

“They’ll say, ‘These 
vehicles are too precious 

to be handled by the 
aftermarket.’ They could 
potentially shut out the 

aftermarket.” 
– KUMAR SAHA, FROST & SULLIVAN

Go more in-depth  
about the future of mobility 

online at 
autoserviceworld.com/ 

features.
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VDO OEM Direct Parts are genuine OEM parts direct from the 
manufacturer – that’s us! They’re the same high quality original 
equipment parts manufactured by Continental, affordably priced 
to keep you competitive. Why settle for parts that claim to be  
OE quality when you can have the genuine OEM parts?

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

You can trust  
they’re OE quality –  
these are genuine  
OEM parts.
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T he aftermarket needs to 

come to terms with a rapidly 

changing future as technol-

ogy booms through the auto-

motive industry.

Naysayers, however, argue autonomous 

vehicles and connected cars are too 

quixotic for the real world. The technol-

ogy is too far away and safety concerns 

outweigh potential benefits.

But one trend that the aftermarket 

should be getting itself ready for is predic-

tive analytics.

“The benefit is profound as to what it 

Game
How predictive analytics will shake up the aftermarket

changer
could do to the supply chain,” said Shiva 

Bhardwaj, chief executive officer at Pit-

stop, a predictive analytics data company.

To put the technology simply, predic-

tive analytics forecasts what will go wrong 

with a vehicle and when.

Say fuel pumps are failing in a certain 

vehicle in the Greater Toronto Area at a 

rate out of whack with other geographic 

regions. 

A shop can contact customers who 

own that vehicle and let them know of the 

problem. That increases customer loyalty 

and the next work order.

A jobber can stock more fuel pumps for 

that vehicle and fewer of others that are 

performing fine. That means having the 

right product – and the right amount of 

it – on hand.

Suppliers can investigate the problem 

and make changes to the part to avoid 

future issues. 

In the end, it connects everyone in the 

industry to better serve the consumer. It 

opens the doors to new business oppor-

tunities and allows for drivers to better 

maintain their vehicles – a win-win all 

around.



BY ADAM MALIK

JOBBER NEWS / MARCH 2019 |www.autoserviceworld.com 17

continued

“The point is, if you can help guide where they  
need to look before the car even comes in,  

that’s hugely valuable. It saves labour time.”
– SHIVA BHARDWAJ, PITSTOP

with different owners means there’s a 

problem that needs to be fixed.

Predictive analytics is also like having 

an army of excellent technicians. A shop 

may have that one pro who always knows 

to check for specific issues in Ford vehi-

cles. So anytime a customer brings in their 

Ford for service, the tech automatically 

checks those five common problems. In 

essence, he is performing human predic-

tive analytics. 

But, if a Toyota comes into the shop, 

that level of expertise may not be there. 

That’s where a full predictive analytics 

system can come into play – techs can get 

ahead of the game by knowing the issues 

beforehand. 

“The point is, if you can help guide 

where they need to look before the car 

even comes in, that’s hugely valuable,” 

Bhardwaj said. “It saves labour time.”

Bridging the gap
Bhardwaj is the son of a shop owner. 

Growing up in the business, he’s inti-

mately familiar with the challenges pros 

like his father face, like being negatively 

stereotyped.

“There is this general cultural notion in 

North America that you cannot trust your 

service provider,” Bhardwaj said. “You 

can’t change that by continuously just say-

ing, ‘Hey, Mr. Customer, come in, let me 

look at your car and then I’m going to tell 

you a bunch of stuff that you need as well 

as take money from you for that stuff.’”

But predictive analytics can help to 

change attitudes to build that trust. If the 

software is telling the driver that there is 

or could potentially be a problem, that 

he should book an appointment with a 

recommended shop because it has great 

reviews from other customers and that the 

job should cost a certain amount, then 

barriers are broken down.

“It does help,” said Paul Bhardwaj, 

“Connectivity is going to be the game 

changer,” said Kumar Saha, research 

director at consulting firm Frost & Sul-

livan, adding that as competition stiffens 

from dealers, predictive analytics can be 

what keeps the independent aftermarket 

strong.

Jean-Francois Champagne, president 

of the Automotive Industries Association 

of Canada referenced the billions of dol-

lars in underperformed maintenance that 

exists – money that could flow into the 

aftermarket if drivers were more aware of 

the work needed to be done.

“The benefit is  
profound as to what  

it could do to the 
supply chain.

”
“It also provides the consumer with 

peace of mind by being able to diagnose 

in advance, rather than having to react 

to their car not working anymore with no 

notice,” he said.

The software works by analyzing 

telematics data – whether from a vehicle 

already equipped to do so or from a 

dongle plugged in the OBD-II port. Part-

nerships with shops are also helping with 

data collection. When a work order is 

created, that information is fed through 

Pitstop’s program.

“Our algorithms are literally learning 

from the technicians. Whatever the techni-

cians are putting into the work order and 

invoicing customers, that’s what these algo-

rithms are picking up on,” Bhardwaj said.

Pitstop combs the data collected – from 

odometer info to the driver’s profile – to 

look for something out of the ordinary. 

One type of vehicle having the same issue 

– SHIVA BHARDWAJ, PITSTOP
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“It also provides the consumer with peace of mind 
by being able to diagnose in advance, rather than 
having to react to their car not working anymore 
with no notice.”– JEAN-FRANCOIS CHAMPAGNE, AIA CANADA

cover feature | 5th annual tech report

Shiva’s father and owner of GB Autos in Toronto. He offers pre-

dictive analytics to his customers through Pitstop. “People think 

of us as one notch higher as a shop. People don’t think GB Autos 

is a Joe Blow garage. That’s the sense I get every time I talk to 

them about it.”

He gave an example of one customer who was in Montreal 

when the check-engine light came on. Paul was able to look it 

up and see the problem was with the oxygen sensor. He was also 

able to diagnose that his customer could make the drive home 

safely and then visit him when convenient to get the issue fixed.

And anyone who manages a fleet of vehicles – like a jobber’s 

delivery cars – would also see invaluable benefits.

“When you have vehicles on the road that need to deliver 

things from point A to B, if that car gets stuck then your costs 

include the cost of the driver and reduced satisfaction of the cus-

tomer who is waiting for a shipment,” Bhardwaj said. 

On the cusp
Predictive analytics is still in the early stages 

with Pitstop being one of a few companies 

working in the space. The technology is new 

and the amount of information isn’t vast 

enough. Pitstop currently analyzes about 

160,000 vehicles all over the world and 

Bhardwaj wants to see that number grow to 

the millions.

Also stalling growth is consumer skepticism of new technol-

ogy and having to plug an external device into their car. 

“People aren’t used to it yet. It’s not known enough,” Bhardwaj’s 

father Paul said, noting that only about 125 of his 4,000 customers 

have a telematics dongle. “It takes, in my opinion, 10 years before 

everyone starts understanding. It’s a revolution. But that does not 

happen overnight.”

Another significant challenge will be, essentially, having the 

Right to Repair fight all over again. Except this time, the battle 

will be over data.

“It’s going to be aftermarket vs OEM with this new technology,” 

Bhardwaj said. 

The AIA is ready to fight for the aftermarket in that regard.

“Access to vehicle data is a very important file for AIA. We 

do have concerns that lacking direct access to vehicle data will 

impede the sustainability of the aftermarket,” Champagne said.

Another challenge for the technology is parsing through all the 

data telematics collects and figuring out what is actually relevant. 

“Instead of collecting all this temperature, fuel and GPS data 

from the car –  

how do you pick out what actually matters so that you can help 

their customer service their car or a fleet manager can make sure 

his fleet is on the road with the highest uptime?” Bhardwaj said.

Even so, there are still immense benefits by getting on board 

now. The earlier, the better for jobbers and shops in particular.

“They’re the ones who would actually survive the competi-

tion,” said Frost & Sullivan’s Saha. “I think it’s important for job-

bers and service providers to understand that and figure out how 

and where it makes sense to play in the space of connectivity 

and digitization because that will be the differentiation between 

the winners and losers going forward.”

The impacts can happen quickly.

“By using data analytics, you’re able to get ahead of the curve 

and do things right the first time,” Bhardwaj said. “Even today, 

if you just connect through our platform and start connecting 

customer cars, you’ll see the benefits in the first three to six 

months.”  JN

OVER 2,600 

JANITORIAL ITEMS  

IN STOCK

ORDER BY 6 PM FOR SAME DAY SHIPPING

π
SHIPPING SUPPLY SPECIALISTS

1-800-295-5510   uline.ca

“It does help. People think of us as one 
notch higher as a shop. People don’t 
think GB Autos is a Joe Blow garage. 

That’s the sense I get every time  
I talk to them about it.”— PAUL BHARDWAJ, GB AUTOS 
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ABOUT PITSTOP
Pitstop is a predictive analytics company that started in 
2015 while its CEO Shiva Bhardwaj was a student at the 
University of Waterloo. Upon graduation, he applied to 
Techstars, which helps startups get seed money. Fewer 
than 1 per cent of applicants are accepted, according 
to the group. Bhardwaj met with the likes of General 
Motors and Chrysler to pitch his idea. They liked what 
they heard. 

The company initially catered to dealerships and service 
shops. In 2018, the company expanded to include the 
supply chain thanks to the type of data being collected.

The company even caught on to a problem with one 
carmaker’s transmission control module. The vehicle was 
just a few months into the market when the problem 
was discovered but the carmaker waited six months to 
make the recall. Bhardwaj estimated that if the recall was 
made earlier, only 20,000 vehicles would have needed 
to be recalled instead of the 150,000-200,000 that were 
on the road a few months later.

Bhardwaj grew up in his father’s service and repair 
business in Toronto where he developed an interest in 
electronic issues in vehicles. He graduated in electrical 
engineering at Waterloo and spent time with technology 
company Nvidia, which makes chips for the automotive 
industry.

Having worked in a shop and now for a tech giant in 
the automotive space, he saw a gap between what the 
industry was becoming and where it is now. 

“The aftermarket doesn’t get access to all this. And then 
I realized there’s a hole and that’s a hole that my expe-
rience can probably help fill and make a difference,” 
Bhardwaj said.

CEO Shiva Bhardwaj  
shows off the Pitstop  

device that collects data  
for its predictive analytics 

program in his Toronto office.

A more efficient 
water pump
for a greener 
engine.

This guarantees the highest levels of 
engine performance, reliability
and long service life.
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market watch  |  forecast

Jobbers are ready to dig in while experts offer  
how to weather the potential storm ahead

P
h

o
to

: S
Ip

h
o

to
g

ra
p

h
y,

 i
S

to
c
kp

h
o

to
s.

co
m

The aftermarket is hunkering down 

to assess what awaits. While nei-

ther boom nor bust is predicted, 

there is agreement that significant 

changes lie ahead and jobbers will need 

to be nimble to thrive.

For Bob Jaworski, president of Auto 

Electric Service in Regina, business has 

been strong with double-digit increases in 

revenue.

However, the source of that success is 

shifting. 

“Growth is not in the traditional after-

sives. He is also looking at new tactics 

to prosper as the aftermarket gets more 

competitive.

“We have gone after more market 

share,” he said, meaning they’re ready to 

market. You cannot continue to do what 

you have done in the past,” he added. 

He pointed to an increased emphasis 

on commercial growth and greater oppor-

tunity in areas such as paints and abra-

“Jobbers should be checking to make sure they’re 
getting replenished from the WDs in a manner that  

best suits them, not what best suits the WD.” 
– MALCOLM DAVIDOW, SCHWARTZ ADVISORS

The path
THAT LIES 
AHEAD
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BY DONALEE MOULTON & GEOFF KIRBYSON

“Growth is not in the traditional aftermarket.  
You cannot continue to do what you have done in the past.” 

– BOB JAWORSKI, AUTO ELECTRIC SERVICE 

Bill Newman, North American chief 

automotive strategist for SAP America, 

agreed. He said while it’s impossible to 

look too far into the future to see how 

prevalent the fleet industry will be, the 

time to start building relationships to have 

access to those fleets is now.

“When the sweet spot drops in two 

to three years and you’re putting 80,000 

miles on your vehicle every year, that’s a 

great opportunity for people who make 

aftermarket parts,” he said.

There will also be challenges from the 

online retailing world.

“Moving forward, the Amazons will be a 

threat,” Jaworski predicted.

B2B and focused customer service 

models will continue to thrive in specific 

segments. However, Krieger noted, “the 

jobber model will change with the contin-

ued development of online competition.”

What the online experience can’t pro-

vide customers, he noted, is a personal 

relationship. 

“Our focus has been on increasing our 

service levels. We are spending more time 

directly with customers,” Krieger said. JN

take on other jobbers in their area for a 

bigger piece of the pie.

That bold approach has defined his 

business model in recent years. There is a 

concerted effort to go where others have 

gone before. 

“We are investing heavily to go after 

[competitors]. Everybody is focused on 

getting new business,” said Jaworski. 

To do that, attracting and retaining tal-

ent is essential. The aftermarket is facing 

challenges and opportunities in this area. 

“Over the past year, we have been able 

to develop our team with some great new 

hires in inventory and customer service 

positions. But for every good hire, we 

have had we have had approximately four 

bad hires,” said Zakari Krieger, director 

of business operations with Barton Auto 

Parts, in Hamilton, Ont.

“People can pick and choose their 

career path in today’s economy espe-

cially in entry-level to mid-level operations 

and customer service positions. Thus, it 

is so important to continue to build and 

improve upon recruitment and retention 

techniques,” he added.

Hiring challenges put a crimp on cus-

tomer service levels, which is at the top 

of any list for jobbers to get their business 

primed for the future. 

“I think we’ve all been on both sides 

of the counter. We know how we like to 

be treated when we walk into a store or 

transmit an order. We want to be treated 

nicely, get a fair price and get the part 

either across the counter or delivered to 

us in a timetable that’s within our expecta-

tions,” said Malcolm Davidow, a Philadel-

phia-based partner at Schwartz Advisors.

Proper inventory management is also 

crucial. Jobbers need to be stocking prod-

ucts based on the current demand from 

customers.

“Are you maximizing your inventory 

turns and maximizing sales to customers? 

The WDs can help with what’s stocked 

with the jobber and to make sure the 

inventory is the right fit compared to what 

other jobbers and retailers in the area are 

offering,” Davidow said.

Just as important as getting parts into 

the customers’ hands is replenishing stock 

so the next customer isn’t kept waiting for 

the same part.

“Jobbers should be checking to make 

sure they’re getting replenished from the 

WDs in a manner that best suits them, not 

what best suits the WD. The WDs should 

be taking care of the jobbers on price, 

replenishing, inventory mix and category 

management to make sure the jobbers 

are managing their categories well,” Davi-

dow said.

Perhaps the most lucrative opportunity 

for the aftermarket is shared-vehicle fleets 

such as Uber and Lyft.

“Where smaller groups are getting 

established to offer shared services, we 

want to be the preferred choice for this 

new business model,” said Jean-Francois 

Champagne, president of the Automotive 

Industries Association of Canada.

There’s more online
For a deeper dive into  

what jobbers and industry 
observers see happening 
in the aftermarket, go to 

autoserviceworld.com/features.  
We speak to industry pros about 

taking on hiring challenges,  
what they’re optimistic about  

and what should be  
worrying them in the  

months ahead.

‘‘Our focus has  
been on increasing 

our service levels. We 
are spending more 
time directly with 

customers.
– ZAKARI KRIEGER, BARTON AUTO PARTS
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market tracker  |  oil & filters
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Oil and filter 
market evolving
W armer days are not that far away 

and with them come thoughts of 

splashing at the beach, hitting the elusive 

hole in one and, of course, gearing up for 

oil and filter changes. The sand traps may 

look the same as last year, but there are 

significant changes for jobbers looking to 

meet customers’ oil and filter needs.

“One of the most important trends in 

the oil market is the movement to oil 

formulations that are GDI certified,” said 

Ian Hutchison, marketing manager with 

he pointed out, they also bring with them 

the possibility of a low-speed pre-ignition 

(LSPI) issue. 

“This problem can result in significant 

engine damage with the very real possibil-

ity of complete catastrophic engine fail-

ure,” he said.

The new GF-5 SN+ oil spec defines a 

specific additive formulation that helps 

combat LSPI, but it is important to know 

that this spec is not mandatory for oil 

blenders to meet. 

“This means using many of the low-

priced motor oils may put your customers 

at risk for low-speed pre-ignition as the 

lower-priced oil formulations may not 

meet GF-5 SN+ spec,” Hutchinson said.  

More changes are imminent as govern-

ment regulations demand lower emissions 

and higher mileage from automotive 

manufacturers. The emerging trends are 

to lower viscosities and, in many cases, 

OEM-specific specifications beyond the 

standard industry specifications. 

“Not using these oils in an engine that 

demands it, can result in … engine fail-

ure, so it is important to stock the right 

product,” Hutchinson said. “This means 

that a typical workshop will be challenged 

to have more grades and specs on hand 

or in some cases will demand their jobber 

be their inventory managers and deliver 

smaller package sizes, such as five-litre 

jugs, often the same day.”

Also on the horizon is 0W16 grade 

oil, which is already being specified for 

some Toyota products and is expected to 

extend to more OEMs very soon. 

“Many workshops are addressing these 

inventory challenges by moving their bulk 

oil tanks to fully synthetic products that 

meet the broader demand of the more 

diverse profile of cars coming into a typi-

cal workshop,” Hutchinson said. 

Jobbers will need to work more closely 

with their shop customers to develop a 

strategy to help them manage their inven-

tory of on-hand motor oil based on their 

customer profile

Castrol Wakefield Canada Inc., in Toronto. 

GDI certification is identified as GF-5 

SN+, an interim specification between 

GF-5 and the delayed launch of GF-6, 

which is being developed specifically 

for the challenges of gas direct injection 

engines.

Although these engines have been in 

the automotive market for a decade, they 

have now become the dominant technol-

ogy thanks to enhanced performance and 

mileage gains, Hutchison noted. However, 
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improvements that lengthen the useful 

lifespan of air intake filters.

Advances are also being made in the 

filter market. Continental, for example, 

has already unveiled an extensive 

selection of oil, fuel, air and interior air 

filters for dealers, service shops and car 

drivers in OEM quality. The filters provide 

protection for fuel injection systems, 

engines and interiors against dirt, wear, 

fine particulates and moisture – all from a 

single source. 

The oil filter solutions, for example, are 

made of synthetic fibres or cellulose and 

resin and are suitable for all oil specifica-

tions, including the new long-life oils.   JN

“Work closely with your oil manufac-

turer sales representatives to develop sim-

ple business solutions for your workshops 

and garages,” Hutchinson said. “Today, 

the winning solution is much more than 

just a low price on bulk oil.” 

Growing filters market
Aftermarket demand for automotive fil-

ters throughout North America is forecast 

to advance 2.4 per cent a year for the 

next three years and hit US$4.1 billion, a 

new study from the Freedonia Group, a 

Cleveland-based industry research firm 

has concluded. Among the factors driving 

this growth are a greater number of miles 

being driven annually, increases in raw 

material and product prices, and rela-

tively stringent environmental regulations. 

Oil filters comprised the largest share of 

the North American automotive filter after-

market in 2016, totalling US$1.6 billion in 

sales and representing 44 per cent of the 

market. These products hold a leading 

share of the market due to the frequency 

with which oil changes are performed 

as a part of routine maintenance. Engine 

air intake filters commanded the second 

largest share of regional aftermarket fil-

ter demand in that year, accounting for 

31 per cent of overall sales. This is down 

from a decade ago, reflecting product 

“Today, the winning solution is much more than just a low price on bulk oil.” 
– IAN HUTCHINSON, CASTROL WAKEFIELD CANADA

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

napacanada.com

Perfect match
know-how.
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Do you feel like you’re missing the critical pieces that make the difference 
between financial success and just ‘getting by’ for your shop?

Joining AIA Canada’s new Automotive Service Associate Program (ASAP) can provide you 
with access to a host of solutions critical to your business success. 

As a program participant, you are now part of a national association representing the 
interests of the entire automotive aftermarket.

Here’s why you need to join!

• Research tailored for automotive
service providers • A national shop finder service

• Discounted fees to exclusive
training events

• Access to AutoConnex
(a database of industry jobs, compensation 

information, career profiles, and 
educational resources).

• Access to technical expertise on
vehicle reprogramming

For more information contact:
Andrew Shepherd
Senior Director, Industry Programs
andrew.shepherd@aiacanada.com | 1-800-808-2920 ext. 229

A program of the Automotive Industries Association of Canada
To learn more about AIA Canada and ASAP visit:
www.aiacanada.com/asap.html

Become a program

participant for $179



In speaking with Canadian shop 
owners and technicians over the past 
year, we encountered something like 
complacency – or perhaps inertia is a 
better word. 

Good, committed staff is hard to 
find, but then that’s been true for 
years. Keeping up with vehicle tech-
nology trends is certainly a challenge, 
but we’ve been on this treadmill for a 
while. There should probably be more 
of a focus on marketing and customer 
management, but the current ap-
proach has filled the bill so far. It would 
appear that most shop owners are 
entering 2019 with a “steady as she 
goes” attitude.

At the Automotive Industries Asso-
ciation (AIA) of Canada, our core busi-
ness is to look into the future and to 
help prepare the industry for upcoming 
changes.  

And what we see is, for the most 

part, alarming:

▲  There is a very rapid deployment of
integrated vehicle technologies, with
most based on telematics.
This deployment will very quickly
affect all makes and models regard-
less of vehicle age and will become
the dominant concern of repair
professionals.

▲ As a direct result, we see a much

stronger push from the vehicle 
manufacturers and dealers to attack 
customer confidence in non-dealer 
repairs. Part of this drive will be ongo-
ing efforts to restrict repair information 
from the aftermarket.
▲  Training and skills upgrading will

continue to be ad hoc. The lack of
a formal post-apprenticeship skills
recognition system will in turn affect
customer confidence in the compe-
tence of our technicians.

▲  Professional shop management will
be much more of a priority – from
attracting and keeping technicians
to customer service to scheduling
to budgeting – all are going to be far
more critical to business success.
The mechanical sector is now facing

what the collision repair sector has 
faced for the past decade, but without 
many of collision’s advantages, namely 
intense consolidation and a very 
strong national association represen-
tation. Banner shops do get advan-
tages including marketing and training 
access, but this is spotty across the 
industry as a whole.

The answer, from the highest 

perspective, is to “get connect-

ed.”  By this we mean:

▲  Be in touch with national trends and
industry research;

▲  Access discussion groups and
forums of like-minded shops;

▲  Have a say in which way the nation-
al automotive repair industry goes,
along with a host of other collective
efforts.

AIA Canada has created the  
Automotive Service Associate  

Program (ASAP) to generate this 
access and connection for service 
shops. The program is designed to 
give service professionals access to 
‘the big picture’ such as critical trends 
in vehicle technology, Canada-wide 
research on shop performance bench-
marks, the latest training packages 
and events, and information to help 
you hire the best staff available. 

This year’s ‘Key to Success’? 

Get Connected!
By Andrew Shepherd, Senior Director, Industry Programs

ADVERTISEMENT

See www.aiacanada.com/asap.html
for more information.

“We see a much 
stronger push  
from the vehicle 
manufacturers  
and dealers to  
attack customer  
confidence in 
non-dealer repairs”



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 stores large and small and of 
all affiliations. Nominations should highlight business 
excellence, industry involvement, contributions and 
community service.
 
Know a jobber who is innovative?  
Or has constantly gone above and beyond?  
Is a leader in the industry? All the above?  
We want to hear about them.
 
Tell us about them – What’s their story? What makes  
them interesting? What makes them stand out?  
And remember: the more details you give, the better.
 
Go to www.autoserviceworld.com/awards/ 
jobber-of-the-year to nominate someone today.

NOMINATIONS CLOSE ON APRIL 29.

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.

Kevin and Dany Lacroix, Pieces d’auto Lacroix – 
Lacroix Auto Parts. 2018 Jobber of the Year winners.



JOBBER NEWS / MARCH 2019 |www.autoserviceworld.com 27

Snap-on Multi-Probe Ultra EECT900 
Snap-on has launched a new handheld device, the Multi-
Probe Ultra EECT900. The probe contains a rear-facing LCD 
navigation screen with a color-coded menu. The data is 
displayed in colour, each colour represents a certain mode; 
purple indicates AC voltage, orange DC voltage, yellow 
amperage, and white represents ohms. The product includes 
a circuit tester, digital multimeter, single-function buttons, 
speed scrolling up and down, muting, turning the light on 
and off, powering a circuit, an AC meter that shows pulse, 
width, duty cycle, frequency and TRMS. The multi-probe ultra 
also comes with a 23-foot cable, patented circuit breaker 
protected power-up, built-in vehicle battery status, audible 
smart-tones, warning sounds, and more. 
 Snap-on  |  www.snapon.com/EN

John Bean new  
EHP series 
John Bean has released 
a new EHP series of tilt-
back and swing arm tire 
changers. The T5745T and 
T1545T products feature 
PROspeed technology 
which minimizes risk of 
damage to tires, optimizes 
the torque applied to the 
wheel, and automatically 
sets the maximum rotation 
speed of the wheel. Each 

model also offers variable speeds from seven to 18 RPMs. 
It features a tilt-back configuration with a rigid design to 
reduce the chances of harm to rim or tire bead, the bead 
breaker control has a pedal positioned away from bead 
breaker with a preventative guard. The integrated pressure 
limiter stops air flow once pressure has reached 55 PSI to 
prevent tire over inflation. The adjustable four-jaw clamp is 
a self-centering nylon-covered clamps to grip securely and 
protect wheel. The twin-cylinder clamp provides uniform 
clamping pressure and has increased power.
 John Bean
 us.johnbean.com/en

If one headlight dies, the other  
one is probably ready to go. When  
replacing your customer’s headlights,  
suggest that they change bulbs in  
pairs for maximum driving safety.

www.philips.com/chips

Save their date night  
from a burned out  
headlight.
 

1 new, 1 old headlight

2 new headlights

Automotive lighting

Snap-on Hockey II ECPRA072 
Snap-on has added a new product in its 
project light category called “Hockey 
II” ECPRA072. It is a 700 lumen light 
that comes in both big and small sizes. 
The light is designed of aircraft-grade 
aluminum alloy and has an IP54 rating 
for its capacity to withstand exposure to 
water and dust. It is the first aluminum 
bodied project light in the line and utilizes 
USB-C for recharging. The Hockey II 
has battery power up to six hours on its 
lowest setting and two hours on high. It 
also has a built-in battery gauge, variable 
dimming, and can withstand drops of up 
to 4 meters. 

Snap-on  |  www.snapon.com/EN

new products  |  
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new products  |  

Shell Rotella Gas Truck oil
Shell Lubricants has added a new full 
synthetic engine oil for pickup trucks 
and SUVs. Shell Rotella Gas Truck oil 
is designed for protecting towing and 
hauling vehicles and comes in three 
viscosity grades: 0W-20, 5W-20 and 
5W-30 beginning in January in the U.S. 
and in May in Canada. The oil will be 
available as 1 quart, 5 quart and ecobox 
in the U.S. and as 5 litres in Canada. All 
three grades of the oil are formulated 
to provide wear protection in extreme 
conditions, such as heavy hauling, tow-
ing, extreme temperatures and off-road. 
The synthetic base oil delivers added 
oxidation stability, improved volatility 
and low-temperature properties. Shell 
Rotella Gas Truck is recommended for 
use in gasoline-powered pick-up trucks 
and SUVs and approved for use in Ford, 
GM, Ram and Toyota gas-powered 
vehicles.
 Shell Rotella
 www.rotella.com

AP Emissions parts additions
AP Emissions has expanded its exhaust and catalytic converter 
program with 765 new SKUs since the beginning of 2018. The 
new additions boost application coverage by more than 50 
million vehicles. In its exhaust program, more than 150 new 
products were added. Another 56 muffler and pipe assemblies 
were also added to its ANSA import range. A total of 510 new 
SKUs were added to both direct-fit and universal aftermarket 

catalytic converters for both Federal 
(EPA) and California (CARB) emissions 
vehicles.
 AP Emissions
 www.APemissions.com

ADS#18416

“Constantly Building Upon
Our Own Innovations”

Electric Water
Pumps

Inverter Water
Pumps

Water Pumps Timing Belt Kits Fan Clutches

Thermostats Hydraulic Belt
Tensioners

Fan Pulley Brackets Fan Blades Clutch Kits

Free Wheel Hubs Shift ActuatorsClutch Hydraulics ABS Speed
Sensors

Ride Height
Sensors

Oil Pumps Oil Control ValvesManual Transmissions Timing Chain Covers

Variable Valve
Timing Gears

Electronic Throttle
Bodies

Vacuum Switching
Valves

Door Lock Actuators

Form-In-Place Gaskets Automatic Transmission
Fluids

Power Back
Door Actuators

Antifreeze Coolant
(Pink & Blue)

www.aisinaftermarket.com
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We‘ve expanded the ATE line to make our 
leading-edge technology and unmatched 
quality available for more applications. 
Now, the brand that has set the standard 
for brakes in Europe and around the globe 
gives you an expanded range of choices  
for rotors and pads.

www.ate-na.com
ATE – A Trademark of the Continental Corporation

Precision  
engineered.  
ATE brakes.

Serious OE  
stopping power.

Brake fluid tester
K Tool International has introduced a new brake fluid tester. Part No. 
KTI70120 collaborates with DOT 4 and Dot 5.1 and is able to test AC 
Delco, Pennzoil, Prestone, Motorcraft and Toyota DOT 3 brake fluids. 
Analysis takes one second to complete and setting changes can be made 
the push of a button. To examine the water percentage in the brake fluid, 
insert the end of the tester into the vehicles brake fluid reservoir and 
watch its five LED indicators light up. Each green, yellow and red light 
helps translate the water percentage present in the fluid. The pocket-
sized tool runs on a 1.5-volt battery and automatically switches off after 
2 seconds of being inactive
 K Tool International  |  www.ktoolinternational.com

Hubb sustainable filter
Hubb Filters has released the only reusable 
sustainable oil filter available in the automotive 
aftermarket for class 1-6 fleets, creating the 
opportunity for a positive impact on the 
environment and bottom lines. Hubb equipped 
fleets eliminate used oil filters going into landfills, 
have increased oil drain intervals and decreased 
labor costs. 
 Hubb Filters  |  www.hubbfilters.com
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EXPANDING AIA MEMBERSHIP  
IS GOOD FOR EVERYONE

It’s hard to know how some of the earliest mem-

bers of the Automotive Industries Association of 

Canada (AIA) would have reacted to news that 

repair shops are now welcome to join as associate 

members.

There was a time when that would have been 

unthinkable.

Since 1942, when parts distributors met as the 

Canadian Automotive Warehouse Association, 

the needs and interests of the supply chain have 

always been seen as being distinct from those of 

the service sector.

Through the decades, membership requirements 

loosened slowly… and only with much discussion. 

I can imagine smoky rooms of distinguished look-

ing men, their hats neatly on their knees, growing 

ever-more agitated as they discussed the inclusion 

of new groups into their illustrious midst.

A look at the written record bears this out. I 

recently stumbled across a 1972 report about 

relaxed membership qualifications. The author 

took pains to assure readers that the “historic 

move” was not taken lightly.

“There is no intention of accepting companies 

without carefully examining their function in the 

automotive aftermarket,” the article stated. “Nor is 

there any thought of rushing through an applica-

tion just for the sake of getting a new member.”

That particular debate was over including car 

and truck dealers that distribute automotive service 

parts, and firms that sell goods or services to asso-

ciation members.

It seems that similar debates were sparked every 

time membership rules changed. AIA president 

Jean-Francois Champagne says it took decades 

to ease the historic reluctance to “open the flood 

gates” to disparate groups of potential members.

“At one point (traditional wholesalers) seemed 

to have different positions than their customers 

on some issues. But this has changed,” he said. 

“We have adapted, one step at a time, to include 

first suppliers, then retailers, then merchandisers, 

service provider associations, and collision 

industry players.”

With each inclusion the fear must have been 

that the jobber’s voice was steadily being diluted.

If this is your fear, now that service shops have 

been invited into the fold, you might be missing 

the upside of all this. Andrew Shepherd, AIA’s 

senior director of industry programs, believes that  

a more inclusive association raises its credibility 

and clout in Ottawa.

“The entire point of what we’re doing is to help 

lobbying efforts on issues such as right to repair,” 

he says. “When we go to Senate committees, or 

to members of parliament and they ask who we 

represent, we cannot say we represent that largest 

and most important cadre of the industry. This 

solves that problem for us. It is an advantage.”

Furthermore, having shops as associate members 

will fuel internal research projects and give AIA a 

better grip on exactly what the industry looks like.

A direct connection to the grass roots is a 

massive benefit – not just to the progressive shop 

owners who take advantage of the new program, 

but to jobbers, wholesalers, and the entire 

aftermarket industry.    JN

Stock-in-trade  |  

If the  
jobber voice 

being diluted 
is your fear,  

now that 
service shops 

have been 
invited into  

the fold, you 
might be 

missing the 
upside of  

all this.

BY ALLAN 
JANSSEN

Allan Janssen is the editorial director of Newcom Media’s automotive division.  
You can reach him at allan@newcom.ca.

Stakeholders at every level have a role to play  
in the growth, prosperity, and future of the industry.
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You Asked. We Simplified.

The Best in Brakes Made Easy.The Best in Brakes Made Easy.

Each Raybestos® line is 
packaged in distinctly 

identified boxes for 
straight-forward inventory 
and to help your customers 

quickly select the right 
brake parts for each job.

©2019 Brake Parts Inc LLC. All rights reserved. RAYBESTOS, THE BEST IN BRAKES, ELEMENT3 and The
Raybestos Flying R are among the registered trademarks and trademarks of BPI Holdings International,

www.raybestos.com



THE  I GN I T ION  SPEC IAL IST
TM

Find out more at ngksparkplugs.ca

All company, product and service names are for identifi cation purposes only.  Use of these names, logos, and brands does not imply endorsement.

NGK puts the OEM
Spark Plugs in the Detroit Three.
NGK produces more OEM spark plugs for the Detroit Three than any other 
spark plug manufacturer. Ford, General Motors and FCA all trust NGK to 

produce the most advanced, reliable and high quality plugs on the market. 


