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GETTING TO KNOW YOU… AGAIN

I

t is a pleasure to be at the front of Jobber News. You may
recognize me from the back of the book, where I have
lately offered a closing thought to readers who made it
all the way to the end.
As a mere columnist, I left all the heavy lifting to Adam
Malik who was the true editor of record. But now Adam
has moved on to new pastures within our company, leaving
me to fill his metaphorical chair.
In truth, I am both new and old to the auto parts
distribution industry.
I expect that
I cut my teeth as the founding editor of Automotive Parts
I will have
& Technology, which burst onto the scene in 1996 with
no shortage
of input from the ambitious goal of covering both the jobber world and
jobbers... automotive service in Canada. Over the next five years, I got
and I’d like to know the parts business quite well, and counted jobbers as
to think our some of my most enthusiastic readers. But in 2004, AP&T (as
dialogue will it had come to be known) transformed itself into Canadian
be mutually Technician, which focused almost entirely on the people who
beneficial. maintain and repair vehicles, rather than the ones who make
sure all the right parts get to the right place at the right time.
Canadian Technician, and then CARS magazine (2015),
kept me closely tied to automotive service providers, but I often found occasion to
speak with jobbers. They were more than happy to offer their views on any number
of subjects, and to dispense their particular version of trench wisdom.
I have found that in the aftermarket, you’re never too far from jobbers. In Canada
their association is extremely active, professional, inclusive, and plugged in. Jobbers
love to go to trade shows and industry conferences. They’re all about networking.
They keep up with the latest technology developments, and they tend to organize a
lot of training classes – both the technical and the management kind. The best of them
seek out opportunities to crash ASP events, with the working philosophy that serving
their customers starts with knowing the repair and service business and having a keen
grasp on the issues shop owners face.
I expect that I will have no shortage of input from jobbers. Given my special
connection to ASPs – your customers – I’d like to think our dialogue will be mutually
beneficial.
In fact, on this matter I’ve already nailed my colours to the mast. In the last edition
of Jobber News, I suggested we work together to create a round table where jobbers
can brainstorm on ways to keep service and repair shops healthy. In the weeks since,
I’ve received some helpful and positive response, and I’m looking forward to more.
It’s fair to say I’m very eager to pursue this project.
If you missed that editorial, you can find it at autoserviceworld.com/features/help
Now, as when I first started writing about auto parts in 1996, I want to help build a
bridge between the separate camps within the Canadian aftermarket – camps that are
sometimes seen as being in opposition to one another, but which should, in fact, be
working together.
I look forward to your thoughts. You can reach me at allan@newcom.ca nJN
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Calgary Mayor Naheed Nenshi
(left) and Uni-Select president and
CEO Brent Windom at Uni-Select’s
newly opened distribution centre.

John MacDonald of Ideal Supply is presented with the Automotive Industries Association of Canada’s
Distinguished Service Award. From left, Susan Hitchon, Jason Best, Brent Hesje, John MacDonald, Dave Fifield
and Jean Francois Champagne.

JOHN MACDONALD HONOURED WITH
AIA’S HIGHEST AWARD
Distinguished Service Award goes to recently retired Ideal Supply executive.
By Allan Janssen
Twenty-four years after the late John H.
MacDonald received the Canadian automotive
aftermarket’s highest award, his son, John
MacDonald Jr., was given the same honour.
The Automotive Industries Association of
Canada presented its prestigious Distinguished
Service Award to John MacDonald at its annual
general meeting in Mississauga, Ont. on May 8.
“For me to be listed on the same sheet of
paper as my father is something that I’ll cherish
for a lifetime,” he said.
MacDonald served for 35 years at Ideal
Supply Company, the Listowel, Ont.-based
company that his father purchased in 1968 and
turned into a regional jobber network.
The AIA Distinguished Service Award recognizes outstanding service and leadership, which
contributes to the growth and development of
Canada’s automotive aftermarket industry. It is
the highest award presented by AIA Canada to
an individual member.
MacDonald said he enjoyed the time he
spent working with AIA over the years, traveling
the country and working with manufacturing
and distribution members.
“I’ve met some terrific individuals over the
years, many of whom became good friends and
helped me in my job with Ideal Supply,” he said.
He also gained a true appreciation of
the value of networking when he served

as chairman of the association’s executive
committee and got an inside view of the
association’s work.
“As one, we truly are stronger in a market
that is so vast. When we work together, we get
things done,” he said.
Also honoured at the annual general meeting,
was Paul Prochilo, CEO of Simplicity Car
Care, who received the Young Leader of the
Year Award. The award is presented by the
Young Professionals in the Aftermarket (YPA)
committee.
Prochilo described the entire AIA staff as
“an asset to the aftermarket space,” providing
resources for the advancement of young leaders
in the aftermarket.
“Leadership is not a one-time event,” he said.
“It is a demonstration of consistently putting
others in front of oneself. I may be here today
as the recipient, but everyone in the aftermarket
can be a force for change and advancement.”
AIA Canada also recognized those that have
made outstanding contributions to the AIA High
Fives for Kids Foundation. Awards were given
out to the individual (Ken Coulter of Specialty
Sales & Marketing), company (Vast Auto),
and AIA division (Ontario) that demonstrated
an exceptional commitment to fulfilling the
Foundation’s mission of bringing positive
change and improvements to the quality
of life for children and youth in their local
communities.
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Uni-Select
opens its
biggest DC yet
Uni-Select Inc. has official opened a new
Bumper to Bumper distribution centre
in Calgary.
Located near the city’s airport in
the Oxford Airport Business Park, the
standalone, state-of-the-art facility
paves the way for the future model of
the company’s distribution network and
accommodate long term growth, UniSelect said.
The facility, with a footprint of
296,085-square-feet, is its largest
distribution centre yet. It boasts 42 bay
doors, will see all major national lines
included in its inventory, and will house
a 7,450-sq.-ft. training centre.
“We are proud to launch this
distribution centre, which is in
line with our focus on operational
excellence and has been designed
to continuously improve customer
service, with increased efficiency and
quicker delivery,” said Brent Windom,
president and CEO of Uni-Select.
“Located in a strategic location for our
customers and suppliers in Western
Canada, this new facility will support our
long-term growth and truly is a major
accomplishment for our team.”
Calgary Mayor Naheed Nenshi said
the new facility speaks volumes about
the confidence Uni-Select has shown for
doing business in Calgary.
“We’ve been investing in our
transportation network, to serve our
citizens and to serve industry, and
today’s news shows that it has paid
dividends,” said Nenshi.
7
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FORMER DAYCO EXEC BILL HAY TO LEAD
BESTBUY DISTRIBUTORS
Canadian aftermarket veteran Bill Hay has

“

Bill’s strong
leadership skills
and record of
accomplishments in
implementing creative
promotions, sales and
marketing strategies
will be a great addition
to the Bestbuy
management team,

”

DOUG SQUIRES,
BESTBUY CHAIRMAN

been named president of Bestbuy Distributors
Ltd.
The Mississauga, Ont.-based parts company
said Hay will be based at the company’s
American Drive head office, reporting directly
to the board of directors.
He’ll have overall responsibility for Bestbuy’s
operations, and will be the primary contact
between the board and Bestbuy’s management
team.
“Bill’s strong leadership skills and record of
accomplishments in implementing creative
promotions, sales and marketing strategies will
be a great addition to the Bestbuy management
team,” said Bestbuy chairman Doug Squires.
Squires said he plans to work closely with
Hay, to ensure a smooth transition as he plays
an instrumental role in helping to establish and
lead Bestbuy’s future direction.
Hay joins Bestbuy after a brief tenure with
Uni-Select, where he held several senior roles,

most recently regional vice president for Central
and Atlantic Canada.
Prior to his work with Uni-Select, Hay spent
more than 30 years with Dayco Canada, where
he held a variety of leadership roles including
regional sales manager, manager for national
accounts, national sales manager, and vice
president of sales and marketing.
“I’m incredibly excited to be joining the
Bestbuy organization as president,” Hay said.
“My history with Bestbuy dates to my junior
days where Bestbuy’s wonderful reference was
instrumental in helping me launch a successful
35-year supplier career.”
Hay, who started in his new position on
May 15, 2019, said joining Bestbuy feels like a
homecoming.
“I feel very blessed to be joining the Bestbuy
family,” he said. “I look forward to working
with the board, shareholders, the management
group, and the staff at the offices and
distribution centres across Canada.”

WINDOM PICKED TO LEAD UNI-SELECT
Long-time Uni-Select veteran Brent Windom has been named

the new president and chief executive officer of the company.
He replaces interim president and CEO Andre Courville, who
stepped down as chairman to assume the leadership when
Henry Buckley departed in September.
Windom, a board member of the Automotive Industries
Association of Canada, has spent 30 years in the automotive
aftermarket. He was most recently the president and chief
operating officer at Uni-Select’s Canadian group, having served
in the role since May 2017 after Gary O’Connor announced he
would retire at the end of 2017.
Board chairwoman Michelle Cormier praised Windom’s
“unparalleled knowledge” of the aftermarket and Uni-Select itself.
“He has demonstrated strong leadership capabilities over
the years and his skillset is in perfect alignment with what the
organization requires during its transformation. We are delighted
to have him on board in this capacity,” she said in a statement,
while also thanking Courville for stepping in to fill the interim
role over the last six months.
Windom said he is ready to get going in his new role, noting
that the aftermarket faces a variety of challenges, to which UniSelect will have to adapt.
“I am honoured to be taking on this new role and I feel
privileged to be leading such a talented team,” he said in a
8

statement. “As our industry is undergoing
structural changes, this period also
represents a pivotal moment in the history
of Uni-Select. I intend to work in close
collaboration with my colleagues in the
management team as we deploy our
strategic initiatives, continue to focus on
operational excellence, and support the
Brent Windom
growth of our customers.”
Windom was also formally appointed
to the company’s board of directors, joining 11 others to oversee
company strategies, operations, and finance. His appointment
to the Uni-Select board plays nicely into the company’s ongoing
board renewal process that has seen 50 percent of the directors
having joined since May 2017.
Uni-Select has undergone a number of recent changes and
expansions, both in Canada and abroad over the last few
years. In addition to opening new Bumper To Bumper stores, it
acquired The Parts Alliance in the U.K. in June 2017; acquired
four-store jobber Dash Distributors in Edmonton in September
2017; launched a comprehensive strategic review while
expanding its 20/20 initiative; and acquired Dartmouth, N.S.based Autochoice Parts and Paint, with its 18 locations along the
east coast.
www.autoserviceworld.com | JOBBER NEWS / JULY 2019

on the road with
» About 1,300 customers showed

up for the 25th anniversary trade
show of Pieces D’Auto Alain Cote
Inc. The NAPA affil te, with four
stores (in L’Ancienne-Lerette,
Saint-Marc-des-Carrieres, Levis,
and Saint-Raymond) pulled all
the stops to make for an exciting
event. More than 26 regional
stores participated.

»

»

Barton Auto Parts held its annual
trade show – the 19th edition –
at the Ancaster Fairgrounds in
Ancaster, Ont. Local techs and
shop owners were invited to
come for special show pricing on
tools, parts and equipment, but
they stayed for the dinner and
refreshments as well.

Dr. Mike Seed, head of cardiology at SickKids in Toronto,
addressed Bestbuy shareholders at their annual AGM and gala
dinner. Their donation of $31,000 to the SickKids Family Heart
Centre was buoyed by $5,100 raised during an impromptu
auction of a commemorative T-shirts during the group’s Buy
& Sell event in St. John’s last September.

» Ideal Supply held two trade shows in Ontario this spring,
offering attendees “reward bucks” for purchases and lots of
door prizes. More than 100 vendors displayed their wares in
130 booths at the Stratford Rotary Complex (pictured) in the
final night of the “Night t the Movie” themed trade show.

» NAPA’s GTA show – the new iteration of the biennial Paste

Automotive trade show – attracted about 500 participants at
a banquet hall north of Toronto. There were plenty of show
specials, and a very special Italian feast to draw repair shop
owners and technicians from across the GTA.

Find more event coverage at AutoServiceWorld.com
JOBBER NEWS / JULY 2019 | www.autoserviceworld.com

»

9

over the counter |
CARDONE PLANS FOR
GROWTH WITH NEW
MAJORITY OWNER
Philadelphia-based parts maker
Cardone Industries has a new majority
owner in Brookfield Business Partners.
Brookfield’s first quarter 2019 financial
results mentioned the purchase of the
company, which was founded by Michael
Cardone with his late father, Michael
Cardone, Sr. in 1970.
In recent years, Cardone has expanded
its product offering to a wide selection of
new and remanufactured components.
Christin Cardone McClave, Cardone’s
chief people officer, confirmed the news
on LinkedIn saying, “The family still has
equity in the business, but we needed
a strong investment partner to help us
realize our dreams of doubling in size
and expanding into new markets.”

Uni-Select Ontario hosted its 10th annual customer appreciation event at
Woodbine Racetrack northwest of Toronto in June. The event was held at a
new building on the grounds, with about 700 people in attendance to enjoy
a lavish buffet, an exciting horse race theme, and plenty of new products on
display. Organizer Kam Sukhram said the invitation-only event gave Uni-Select
a chance to meet with vendors and customers alike, and talk up the company’s
incentive trip to Punta Cana next year.

UNDER NEW OWNERSHIP, JOHNSON CONTROLS TO REBRAND AS CLARIOS
After over 130 years in business, Johnson Controls, the world’s

largest manufacturer of automotive batteries is being relaunched
as Clarios.
The rebranding comes six months after being bought by
Brookfield Business Partners, an asset manager that focuses on
real estate, infrastructure, renewable power, and private equity.
In a letter to shareholders, Brookfield explains the many
reasons behind the acquisition of Johnson Controls. Clarios is a
technology leader in a growing end market supplying one third
of the world’s automotive batteries.

Over 75% of Clarios’ sales are driven by a stable demand that
has shown decades of consistent growth throughout all market
cycles.
“Industry forecasts suggest the total number of cars on the
road will grow by 30% globally over the next 10 years. Clarios
will provide batteries to the manufacturers of these cars, as
well as replacement batteries for decades to come,” the letter
states. The company acknowledge that the demands on auto
batteries will continue to increase as cars become increasingly
complexity.

AFTERMARKET PROFESSIONALS GET
TECH PRIMER, CAREER ADVICE
Well-known technology commentator Michael Hainsworth offered a primer on 5G, as

it is being rolled out this year by major telecom and wireless companies.
Speaking at a Young Professionals in the Aftermarket (YPA) event, Hainsworth said
5G brings three new aspects to the table: greater speed (allowing it to move more data),
lower latency (so it will be more responsive), and the ability to connect a lot more
devices at once.
The last point, he said, is particularly relevant for the automotive market, where
sensors and smart devices play a significant role.
Participants in the half-day conference also heard from Shannon Spano, vice
president of consumer sales at Wakefield Canada. As the industry mentor speaker at the
event, she offered advice on tackling new challenges and preparing for career growth.
Following the speakers, the young professionals hit the links for a golf tournament.
10
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Shad’s board members unfurl the grand total at this year’s golf tournament.

SHAD’S R&R ANNUAL GOLF TOURNAMENT
APPROACHES $5.2 MILLION RAISED FOR MD
Shad’s R&R golf tournament raised

another $150,000 for muscular dystrophy
research this year, bringing its cumulative
total to just shy of $5.2 million.
Barbara Stead-Coyle, CEO of Muscular
Dystrophy Canada, told the 240 golfers
at this year’s event that great strides have

been made in recent years, thanks to
generous gifts and dedicated researchers.
“We are on the cusp of something
remarkable,” she said. “And we wouldn’t
be here without all of you. The journey is
not yet over, but we are so much closer
to the goal line.”

Retail sales of auto parts in
Canada increases
Retail sales of auto parts in Canada was
up in March, according to analysis from
Statistics Canada.
Auto parts sales rose to $878 million
in March 2019. That’s up 7.2% from last
March’s sales of $819 million.
The auto parts sector was one of seven
that saw improvements over February’s
numbers. Four sectors saw declines.
Overall, retail sales in Canada increased
for the second consecutive month, rising
1.1% to $51.3 billion in March.
Standard Motor Products
celebrates 100 years
Standard Motor Products is celebrating its
100th anniversary this year. The company,
founded on April 19, 1919, now employs
approximately 4,400 people, generates
over a billion dollars in net sales, operates
in more than 25 facilities around the
world.

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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John Kinnick, Dayco
Dayco has appointed John Kinnick president of global belt operations. He’ll be responsible
for overseeing operational performance, strategic planning, and development of the global
belt organization. Kinnick brings more than 20 years in strategy and transformational roles
with a focus on operations and supply chain.

A more efficient
water pump
for a greener
engine.

Craig Essex, Point S Canada

CRAIG ESSEX

Point S Canada and Unimax Tire have appointed Craig Essex as its
new director of development for Canada. Essex has years of
managerial experience at a tire production company, and brings
new approaches to strategic sales by territory, as well as best
practices for tire and auto centres.

Jack Ramsey, Standard Motor Prod.
Standard Motor Products Inc. has added Jack Ramsey to its corporate
team, as the new vice president of engine management marketing
and sales. He joins SMP after 26 years in sales, product management
and marketing at Gates Corporation.

JACK RAMSEY

Russ Barker, Winhere Brake Parts, Inc.
Russ Barker has been named the new director of sales at Winhere.
He has spent 26 years in the automotive aftermarket industry, and
is a member of the Automotive Sales Council and served on AWDA’s
Manufacturers Advisory Council (MAC).
RUSS BARKER

Osram (Sylvania Automotive)
Automotive lighting manufacturer Osram has named Joe Verbanic
(pictured) managing director for the U.S. and Canada for Sylvania
Automotive. He replaces Grant Wright who has retired. Greg Bibbo
replaces Verbanic as director of aftermarket sales and marketing.
Ryan DeDecker has been named category manager.

JOE VERBANIC

Colby Brandt, Wakefield Canada

COLBY BRANDT

Wakefield Canada, manufacturer and distributor of Castrol products
in Canada, has hired Colby Brandt as territory sales manager for
Manitoba and Western Ontario. He brings extensive sales and
marketing experience to the job, and will be responsible for existing
Castrol clients within his territory.

Paul Donahue, Genuine Parts Co.

Dayco high efficiency water pumps,
reduced friction and power losses
delivering lower CO2 engine emissions.
This guarantees the highest levels of
engine performance, reliability
and long service life.

Genuine Parts Company (GPC) has appointed Paul D. Donahue as
chairman of its board of directors. Donahue has served as president
and CEO of Genuine Parts Company since 2016, and he’ll continue as
CEO and add the position of chairman to his duties.

PAUL D. DONAHUE

Jeff Morgan, Permatex
Permatex has promoted Jeff Morgan to national account manager for Automotive Groups
U.S., handling major automotive parts groups in the United States. He’ll be responsible for
developing and maintaining account relationships, growing sales, and creating promotional
and advertising programs.

Richard Gauthier, Monaco Group
The Monaco Group has named Richard Gauthier as its new technical
training services director for the regional group of companies
serving Ottawa, Kingston, Gatineau and all points in between. His
responsibilities include the preparation of technical training sessions,
JEFF MORGAN
developing short technical videos, and responding to online technical
assistance service calls. n JN
www.autoserviceworld.com | JOBBER NEWS / JULY 2019
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You never stop rising to new challenges to keep
your customers moving safely to their destinations,
and education at AAPEX 2019 has evolved to keep
you ahead of the curve. This year, choose from
highly relevant, comprehensive AAPEXedu sessions
designed for your action-packed schedule. Over
three days, you’ll explore emerging technology, trade
and regulation policies that will impact automotive
aftermarket professionals, how to win in the new retail
frontier, and much more. You’ll also gain the latest
insights on technology through fast-track sessions at
Let’s Tech and hands-on training in Mobility Garage –
Products and Training for Tomorrow. Attend AAPEX
2019 for the education that drives your business ahead
of the competition.

LEARN MORE | AAPEXSHOW.COM
NOVEMBER 5-7, 2019
LAS VEGAS, NV | SANDS EXPO
#AAPEX19

ELIMINATE 100% OF ALLERGENS,
POLLEN AND FINE DUST.
WIX® High-Premium XP Cabin Air Filters can erase nearly 100% of allergens, pollen
and ﬁne dust and protect from microbial growth of odor-causing bacteria,
mold and mildew. See your local WIX distributor or visit wixﬁlters.com.

market watch |

BY ADAM MALIK

THE SHIFT FROM

owning TO sharing

THE SYMBOLISM OF CAR
OWNERSHIP IS NOW ‘ANCIENT
THINKING’

B

y 2025, nearly half of car owners
will be ready to throw away their
car keys.
The thought that some people might not
want to have a vehicle of their own is a
shocking one – particularly to those who
love to drive. But that seems to be the
next chapter in the evolution of human
mobility.
According to a recent Global Automotive Executive Survey from business advi-

sory firm KPMG, people are turning their
back on vehicle ownership.
“The future demographics of the carbuying public globally point to a decreasing love affair with car ownership,” says
Peter Hatges, KPMG Canada’s national
automotive sector leader.
KPMG’s report – a survey of 900 executives and 2,100 consumers from more
than 40 countries – calls the very notion
of vehicle ownership “ancient thinking.”

JOBBER NEWS / JULY 2019 | www.autoserviceworld.com

Young people have a different outlook
on life with different priorities, admits
Larry Dominique, president and chief
executive officer of PSA North America.
His company, which operates five cars
brands including Vauxhall and Opel, has
re-entered the American market with an
eye to becoming a “mobility partner”
offering car- and ride-sharing options.
“They [millennials] think of their lives
differently than we [Baby Boomers] do.
For us, it was about owning the house,
owning a car, owning assets,” Dominique
told Ipsos in its What the Future report.
“For them it’s about ‘I have a monthly car
payment. I have a monthly phone payment. I have a monthly lease payment.’
For them it’s a very different lifestyle.”
15
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That points to a significant oncoming
shift.
“Coupled with the steady rise of alternative transportation options, such as carsharing and mobility on demand, this is a
significant trend that has taken root and
will develop further as cars become less
of a status symbol and more of a shared
utility,” says Hatges.
That shared utility option is already filling the gap created by the “downward spiral” that is vehicle ownership, according
to the KPMG.
“Customers have a clear opinion and
all they want is a seamless and easy-to-use
mobility solution to travel from A to B,”
the report states.
The current North American thinking,
according to Dominique, is that consumers buy more than they need. They buy a
bigger SUV on the off-chance they have to
take their kid’s friend with them to their
soccer game. Or they have a pickup truck
just in case they need to haul sometime
one day. Those rationales don’t exist in
Europe, he says.
But if you don’t own a car – or you own
a smaller one just to commute to work,
for example – you can take advantage of
mobility as a service and get the vehicle
you need for a specific purpose.
“If you need an SUV for the week
because grandma is in town, maybe we
can make that happen as your mobility
partner,” says Dominique.
For 52 per cent of American respondents to Deloitte’s 2018 Global Automotive
Consumer Study, they’re raising questions
around whether they actually want to own
a car going forward. In a traditionally carloving country, consumers are moving in a
new direction, the study states.
Car sharing is on the rise in urban areas
where there is less of a need to own a
vehicle full time – 32 per cent of respondents said living circumstances was why
they won’t own a car seven years from
now. Cost, 23 per cent, also scared off
respondents. In North America, it was
more split, with total costs coming out
ahead at 29 per cent, one point ahead of
living circumstances.
Part of the issue here is that North American cities and towns are more spread out
compared to, say, an Asian city.
16

The future demographics
of the car-buying public
globally point to a
decreasing love affair
with car ownership.
— PETER HATGES, KPMG CANADA

That makes the “when” portion of the
equation a little muddy. When will people
determine the cost of owning a vehicle is
higher than a sharing option?
“With global upcoming trends such as
an aging society, importance of health
and sustainability, it is still not known
whether households will spend relatively
the same on mobility or if this amount is
likely to decrease in the future, making
mobility-sharing solutions become more
attractive, also from a TCO [total cost of
ownership] perspective,” KPMG says.
It’s all about the money, says Matt Sweeney, Uber’s former head of product at the
tech-company’s Advanced Technology
Center. If the cost-per-mile of sharing a
vehicle sinks below the cost of ownership,
that will be the tipping point.
“The cheaper you make it, the more
receptive people are going to be. They’re
going to get over their anxiety about selfdriving vehicles in general because it’s
cheaper,” he told Ipsos.
More than half of the executives surveyed believe traditional car companies
will be able to offer better car sharing
experiences over tech giants from Silicon
Valley or other start-ups. Some automakers have already ventured into the area.
General Motors launched Maven which
allows users to book rides through their
mobile device. This allows GM to get consumers in its brand of vehicles to build
a level of comfort and trust. Volkswagen
created MOIA, which is more of a service
provider to ease congestion by providing

mobility solutions through car-sharing and
ride-pooling. Ford has hinted at a vision
of developing a network to move people
and goods.
“As the automotive industry continues
to mature, OEMs will need to continue
to develop new capabilities and leverage
technology in order to maintain competitiveness and increase shareholder
value. Clearly, they understand that, and
are driving to a variety of spaces and
deploying different models to do so,”
say the report’s authors, Omar Hoda,
Joseph Vitale, Jr., and Craig A. Giffi, all of
Deloitte.
However, they added, the real test will
be whether these companies can keep up
with the speed of technological development.
KPMG recommends finding out what
consumers want, and then building
around that.
“Creating communities of people who
share the same values may be a better
way to serve the same customer archetypes,” the report states. “We invite you
to find out who customers today trust the
most and what it takes to create innovative and intelligent mobility solutions that
fulfill the needs of the mobility customers
of the future.”
Granted, car sharing “is still in its
infancy” but that doesn’t mean the
aftermarket can sit and wait. While car
ownership may go down, vehicle usage
is anticipated to increase. Instead of
vehicles sitting idle for the vast majority of
the day, the numbers will be flipped. That
means parts needing replacement more
often and service procedures required
sooner. Shops and jobbers will need to
be prepared and ensure stock levels meet
demand as these vehicles can’t afford to
be on the sidelines for any longer than
absolutely necessary.
KPMG also raises the possibility of vehicle ownership adopting a style similar to
those that have disrupted other industries.
“Why don’t we apply AirBnB to cars –
so called AirCnC – with an individual
insurance linked to the customer and
not the car?” the report points out. “With
executives ranking total cost of ownership
as the second reason, we see that this is
becoming a stronger focus.” n JN
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cover feature | jobber of the year

BY ADAM MALIK

IT’S ALL
ABOUT THE
CUSTOMER
Mississauga West branch of
Motorcade Industries is the
2019 Jobber of the Year.

At the end of the day, it’s all about your customer.
Drew Currie, manager of Motorcade Industries’ Mississauga West branch, says what’s
a jobber for if not to help make repair shop businesses better, meet customer
needs and do whatever it takes to make their lives easier.
That’s the attitude he takes into work each day. And it’s the attitude that earned
his branch the title of 2019 Jobber of the Year.
JOBBER NEWS / JULY 2019 | www.autoserviceworld.com
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“It’s all about customer service. If you
don’t have that, you might as well close
the doors,” he said. “Everything else can
be in place and you can have the best
inventory, but if you don’t have customer
service, you have nothing. That’s what
you build everything off of.”
When a challenge seems too tough,
Currie turns to one simple philosophy:
Put the needs of the customer first. Then
adapt from there.
It’s a formula that starts in Motorcade’s
head office in North York, Ont., and trickles down to nine locations in the Greater
Toronto Area, and the stores in Windsor,
Ont. and St. Catharines, Ont.
“We try to deal with the customer first
and then we work out the rest of it later,”
said Joel Klein, general sales manager.
It’s not always easy. Customers are
demanding. They ask for things that may
seem unreasonable. Shops want faster
delivery times. They want better pricing.
They demand more buying options. The
list doesn’t ever get smaller.

Currie, who has spent nine years with
Motorcade, takes it all in stride. Each
repair shop faces its own challenges, so
he ensures his branch is flexible enough
to meet every customer request.
“Some people need five-minute deliveries. Some people schedule their day so
that within 20 minutes is OK,” he said.
“Every customer is so different now. You
can’t have one philosophy for everybody.
You have to be everything for everyone.”
And it’s not about offering the lowest price. When a shop calls Motorcade,
they’re getting service and selection – at a
reasonable price.
“We certainly listen. We’ll bring in
additional product. We’ll make changes.
There’s so much more that’s important, I
believe, to an installer than just the price,”
said Dave Chamberlain, in charge of Mississauga West outside sales.
“And once you understand why they
want something changed, then you can
go forward and put the pieces in place,”
Currie added.

Dayco® congratulates our
partner Motorcade on winning

Jobber of the Year!

“

Every customer is
so different now. You
can’t have one philosophy
for everybody. You
have to be everything
for everyone.

”

– DREW CURRIE, MOTORCADE MISSISSAUGA WEST

‘Good people’
Motorcade vice president Niall Black isn’t
surprised by the success at the Mississauga West location.
“They’re looking after the customer,
listening to the customer and servicing
the customer well,” he said. “They’re just
good people.”
“Anybody can open a store and put
inventory in it. But it’s the people that
make the difference,” he said. “So we
spend a lot of time investing in our own
people.”
continued

CONGRATULATIONS TO

Mississauga West Branch
ON BEING NAMED

JOBBER OF THE YEAR!
Thanks for your
continued support!

JOBBERNEWS_AD001 © 2019 Dayco Products, LLC
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The Mississauga West team. From left, Brian Liershch (shipper/receiver), Muhammad Zulqurnain (counterperson),
Aamir Kanpurwala (dispatcher), Larry Ruffo, (counterperson for 30 years), John Dolanjski (counterperson), Luc Lefebvre
(counterperson), Drew Currie (branch manager), Dave Chamberlain (outside sales).

CONGRATULATIONS
MOTORCADE INDUSTRIES
MISSISSAUGA WEST
for being awarded

JOBBER OF THE YEAR 2019
From your proud partner:

CDNRG.COM
Canada’s stored & renewable energy expert.
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For example, everyone in the branch
is trained to serve in any area of the business. Counterstaff can also dispatch and
pick orders.
“We’ve trained them from start to finish,
basically. It makes a big difference. They
understand what it takes to get that part to
the customer,” said Currie.
He doesn’t even have an office in the
crowded branch but that suits him just
fine. It leaves him ready to lend a hand
wherever it’s needed.
“I answer phones; I don’t just sit and do
paperwork. I’m very hands on and that’s
how I want the staff to be,” he said.
Cross-training is designed to minimize
disruption in case one of the four counterpersons or someone in the warehouse
calls in sick. The idea is that customers
won’t even notice if the branch is shortstaffed.
The ‘people component’ is a major selling point to Carlo Sabucco, owner of Sil’s
Complete Auto Care Centre in Oakville.
“The relationship side is the primary

Joel Klein (left) and Niall Black
from Motorcade head office in
North York, Ont.

reason we deal with them,” he said. “They
give a good experience. They have some
key people there on the counter who
see the big picture. When we order parts

and stuff like that, they’re thinking ahead,
going, ‘OK, well, you could have this situation, you could have that.’”
Chamberland and Currie wants staff to
consider each other family as much as
they do teammates.
“I think it’s important that everybody
gets along, everybody understands why
they’re here in the morning, and they do
their very best to make sure that we give
the customer the best experience they
can have from the incoming phone call
right to the delivery,” Chamberlain said.
“You don’t want to disappoint anybody.
You don’t want to disappoint your customers,” Currie added.
Sabucco says that attitude is clear.
Everyone from the counterstaff to the drivers is polite and professional, he said.
He said Chamberlain has been especially helpful to him.
“Dave takes the time to sit down with
me, see what my stresses are in the business, see where my problems,” he said,
noting that his issues – whether it’s cores,

CONGRATULATIONS
to Motorcade Industries’
Mississauga West
for being named

Jobber
of the Year
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warranties, credits, or anything else – are
then communicated back to head office
where they try to figure out the right solutions.
“They’re trying really hard to listen to
the customer, which is me,” he added.
“It’s not just a dollar-and-cents game
where ‘the more you buy, the better we
are with you.’”
Communication
Motorcade as a whole wants also wants
close relationships with its shop customers. With a great amount of trust on both
sides, it creates the opportunity for open
and honest feedback that allows the company to be better.
“We have to listen because it’s the right
thing to do and if we don’t, there are multiple competitors who are waiting at the
door who would love the opportunity to
get that business. We truly believe it’s a
partnership,” Black said.
“We want to be their number one call
and it’s up to us to listen to them and

Motorcade’s Mississauga West front-line counterstaff. From left, John Dolanjski,
Muhammad Zulqurnain, Larry Ruffo, and Luc Lefebvre.

encompass their needs and deal with it as
best we can,” Chamberlain said. “I think
that’s what separates a real good jobber
from someone who just sells parts.”
It comes down to communication. Meet
with customers, listen to what they have
to say and respond in a manner that helps

JOBBER NEWS / JULY 2019 | www.autoserviceworld.com

their business.
The Mississauga West location ensures
its customers are satisfied by having the
right part delivered at the right time. Once
an order is picked, Currie wants it out the
door in five minutes. He also ensures his
staff provides realistic expectations.
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“

Anybody can open
a store and put inventory
in it. But it’s the people
that make the difference.
So we spend a lot of
time investing in our own
people.

”

– JOEL KLEIN, MOTORCADE INDUSTRIES

“You try to not let customers down.
What you promise, that’s what you want
to deliver on,” Currie said. “If it’s going to
be an hour, tell the customer it’s going to
be an hour. Don’t say a half hour. Don’t
overpromise.”
Support
Currie credits head office support in
things like marketing and purchasing as a
big reason for his branch’s success.
“Their support allows me to answer the
phones and basically have a pulse on

what the customers are doing day to day.
I think that’s the biggest help I get out of
it,” he said.
“All of these responsibilities would fall
on the store manager otherwise,” Chamberlain said. “There are only so many
tasks that one person can embrace before
they become inefficient. And if your
leader is inefficient, then the rest of the
staff become inefficient as well.”
On the other side, Klein and Black
praise the way the branch helps all of
Motorcade’s other stores. Whenever a
customer calls the company, they’re connected to the call centre at head office.
But if all the lines are full, calls are then
redirected to the branch.
Being part of a network of corporatelyowned stores means branches can lean
on each other to see what ideas have
worked and what failed.
“The nice thing is, they have a number
of stores, so they might throw out ‘Oh,
this worked at Windsor,’ so they have the
advantage of different marketplaces running all at the same time so they can lead

you down the path that way, which is just
helpful,” Currie said.
Staffing is a big challenge for most jobbers, but the Mississauga West branch
seems to have found seen some stability in this area. After years of trying to fit
pieces in place, the store is happy with its
current complement.
“I’m extremely confident in going out
and moving forward in this industry with
the people that are here,” Chamberlain
said.
For his part, Currie wants his people to
know they are valued.
“The way I look at it, if you do a good
job, I want to make sure you’re aware that
there’s a better position down the road if
you have a good work ethic,” Currie said.
“And that’s what it’s about: it’s work ethic.
If you don’t have a work ethic, you can be
the smartest person on the planet and it’s
no good.”
It’s an ethos that exists at head office as
well.
“There’s no magic formula,” Black said.
“It’s just hard work.” n JN

Congratulations To
Motorcade Industries Mississauga West Branch
On Winning
Jobber News’ Jobber of the Year Award

CONSISTENT. PROVEN. QUALITY.
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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.
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Find out more at ngksparkplugs.ca
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THE
POINTS
OF THE

fraud
TRIANGLE
MOTIVATION, OPPORTUNITY
AND RATIONALIZATION:
the recipe for disaster in your business.

W

hat does a fraudster look like?
Do they wear a ski mask and
gloves? A pulled-down baseball hat and sunglasses?
No, not really. To better understand a
crook, look at the person beside you. That’s
the typical profile of today’s fraudsters – the
average, everyday person. They’re mostly
26

law-abiding citizens who typically would
never think to rip off their neighbour.
Boiled down, Bernie Madoff was your
typical guy. The most famous fraudster
in recent memory was a well-respected
businessman. He was a former chairman
of NASDAQ and well known around business circles as the head of a securities

investment firm. What people didn’t know
what was that he was running an elaborate Ponzi scheme.
In the March 2018 issue of Jobber News,
we told you about Gregory Macdonald
who worked for a Nova Scotia NAPA jobber. As a manager with the store, he stole
about $500,000 over a 10-year period. Its
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BY ADAM MALIK

THE FRAUD TRIANGLE
The pieces that come together to make a fraudster:
MOTIVATION: Pressure that creates the need for the crime. A person has a financial
problem, such as mounting bill payments or desires of grandeur lifestyle, that they need
to resolve through illegitimate means.
OPPORTUNITY: A method by which a person can commit the crime. They are in a position
of trust that they abuse to resolve the financial problem. The person perceives the risk of
getting caught as low.
RATIONALIZATION: Often referred to as the most dangerous leg of the triangle.
Fraudsters will view themselves as honest individuals in unfortunate circumstances and
justify the crime they are committing.

It’s a scary world out
there because you never
quite know where the
fraudster is going to
come from.
— ARI KASHTON,
KASHTON VALUATIONS &
FINANCIAL FORENSICS

owner, Bruce Dupuis, spent tens of thousands of dollars and a couple of years
cleaning up the mess. Macdonald was a
trusted person in the business, hence his
role. It was a shock to learn of the crime,
Dupuis said.
“The best fraudsters are very hard to
identify. They’re all normal people,” said

Ari Kashton, a forensic accountant at
Kashton Valuations & Financial Forensics
in Toronto. “It’s a scary world out there
because you never quite know where the
fraudster is going to come from. They can
be the nicest people in the world. Or they
can be the most devious, dastardly people. But they come across as charming.”
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However, when these “charming”
people are put in the right circumstances
they may find themselves staring at what
experts call the fraud triangle – three situations that can lead to dishonesty: motivation, opportunity and rationalization. The
term was coined by American sociologist
Donald Cressey.
And the triangle isn’t hard to create,
especially when working for a small business like a jobber.
To be motivated, one just might be in
need of some cash as holiday bills pile
up, for example, or they desire a more
extravagant lifestyle. The opportunity may
be at their fingertips – a store may not
have enough internal controls to protect
itself from fraud. Or maybe someone has
the right access to the right tools to pull
off a scheme.
The third point, rationalization, could
be the easiest one for fraudsters to come
by – and the most dangerous. A person
just needs justification in their mind that
what they’re doing is acceptable in order
27

management |

to eliminate any guilty feelings.
“Everything happens in the rationalization process,” said Marc Tassé, an anticorruption, ethics and compliance expert
at the Canadian Centre of Excellence for
Anti-Corruption in Ottawa. “Depending on
which part of his life he is in or depending
on his financial situation, he will justify
doing something wrong.”
For example, the fraudster might
believe that even though his bosses make
more money, they are not as competent,
or they don’t work as hard as he does. Or
that stealing a little bit of cash wouldn’t
nearly be as bad as some of the things
his bosses do. Or maybe he feels everyone takes a little bit from the pot, so why
can’t he? Sometimes, he just wants to do
it because he can, similar to how some
hackers shut down websites just to show
good they are and get their own 15 minutes of fame.
“Everybody has financial pressures

He was in a position of
absolute trust. We didn’t
question what he did.
We trusted him to act in
the best interest of the
company and to do his
job properly.
— BRUCE DUPUIS, NAPA JOBBER
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and sometimes they see an opportunity
for themselves. Everybody can use extra
money,” Kashton said. “Later on, they
will rationalize their actions because, for
most people, we have a need to feel good
about ourselves.”
Once the rationalization process crystalizes, there’s usually no going back.
“[Rationalization] is sort of blurring the
line of what’s right and wrong, good and
evil. Once you’ve blurred that line … evil
can become good,” Kashton said. “And it
is the scariest thing of the whole process
where people essentially lose their fundamental ethics and then say, ‘Well, you
know, there’s a purpose to all this.’”
Sometimes, they don’t mean to be malicious. It’s a behaviour often found in gamblers – if they play another few hands of
poker, they can win their money back.
Similarly, the fraudster thinks, “I was
always a hard worker but I’m just having a tough financial situation right now
and I’ll be able to get over it,” Tassé said.
They intend to pay the money back but
they can’t.
An employer can’t do much to stop the
rationalization process, but they certainly
can shut the door on opportunities. Tassé
recommends rotating employees from
role to role. One person in one spot for
too long is an “inherent risk” and could
create opportunities for fraud.
“You say, ‘OK, well, you’ve been working for two years in shipping and receiving
and now we’re going to have you work
with accounts receivable,’” he explained.
“So it’s a completely different [role].”
Fraudsters are good at gaining your
trust. In fact, it’s their greatest weapon. As
Dupuis told Jobber News, his fraudster
was a long-time employee and there was
never a reason to think poorly of him.
“He was in a position of absolute trust,”
Dupuis said. “We didn’t question what
he did. We trusted him to act in the best
interest of the company and to do his job
properly.”
Humans are naturally trusting people.
“Generally, the people in the most
trusted positions who have the most
access to everything actually commit the
frauds,” he said. “They end up abusing
that trust that was developed in the
normal fashion.” n JN
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When it comes
to car repairs
you have the
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AIA Canada is fighting
for your right to
access vehicle data
so your business
can compete and
survive the future
automotive landscape.

While we defend your rights, you can become
part of AIA Canada’s Automotive Service
Associate Program and get even more:
• DISCOUNTED FEES to exclusive training events.
• A FREE practical toolkit for your human
resource needs.
• A chance to be HEARD on industry concerns as
you become part of the only national association
that acts as the VOICE and the RESOURCE for the
automotive aftermarket.
• FREE RESOURCES to help educate your customers on
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Sign up today!
Visit www.aiacanada.com/asap or call 1(800) 808-2920 ext.224
and we’ll be happy to help.
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Powering

up

THERE ARE A NUMBER OF
NEW TECHNOLOGIES GOING
INTO THE BATTERIES OF TODAY
AND TOMORROW.

Y

ou might not know it – or even
hear it – but there’s a revolution
going on under the hood of the
modern automobile.
With electric cars rolling off dealer lots
in increasing numbers and traditional
cars and trucks requiring more power
than ever, the electrical demands put
on today’s batteries would have been

30

unthinkable a decade ago.
It shouldn’t come as much of a surprise, though. They’re evolving in much
the same way that other products, such
as computer chips, have improved over
time. Remember when your desktop
could run no more than one application
at a time or when you needed a small suitcase to carry your cellular phone around?

The bigger the global demand for a
product, the more manufacturing facilities spring up with improvements and the
more costs are pushed down.
Today’s batteries have additional drains
on them that their predecessors didn’t
because we used paper maps to find
where we were going and didn’t need
non-stop entertainment for children in
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BY GEOFF KIRBYSON

A jobber should want
to be partnered with a
supplier that is dedicated
to ensuring their
consumers are getting
the best value for their
purchase.

the back seat. There are also dash cams
and superior audio, digital and computerized systems that require batteries to have
more power than they used to, said Justin
Bakhsh, Toronto-based vice-president of
Magnacharge Battery Corp., a leading battery distributor.
Jobbers should expect to see a variety
of batteries in the market, including sealed
maintenance free, high performance AGM
(absorbed glass mat) and ones designed
to support idle-start-stop technology. The
JOBBER NEWS

/ JULY 2019 |

ideal supplier should offer training to both
the jobbers and installers, they should
have coverage for all vehicles with consistency in production and partners that
emphasize strong engineering as well as
research and development.
“A strong and stable battery supplier will
be focused on having a stable source of
production that has consistent communication with the engineers at car makers,”
Bakhsh said. “A global market provides
great access of information to consumers. A jobber should want to be partnered
with a supplier that is dedicated to ensuring their consumers are getting the best
value for their purchase. Specialists in the
battery market and partners that will help
bring added value are the ones focused on
understanding and supplying quality batteries while investing in tomorrow’s battery
to manage and support market trends.”
Batteries in today’s start-stop vehicles
are being called upon to not only start the
engine more frequently but also supply
electrical loads while the engine isn’t running. These loads will only continue to get
heavier and put more strain on batteries.
There are a number of new technologies going into the batteries of today and
tomorrow. They include: full-framed grid

www.autoserviceworld.com

“

design, which prevents grid growth and
short circuiting from exposed wires; continuous and high-precision punching process, which ensures excellent adhesion
of the active material; and faster recharge
acceptance and optimal conductivity.
There are also advancements in AGM
technology, including separators, which
deliver ultimate cranking power through
lower internal resistance and gas recombination technology, which increases the life
span by minimizing water consumption.
“Aftermarket consumers need to understand that AGM batteries and overall better battery technology is essential and
required for ISS vehicles. Installers and
consumers need to understand that better
battery technology exists and the proper
use of batteries will extend life expectancy and avoid premature or early failure,” Bakhsh said.
Randy Anderson, Calgary-based
national technical sales and training manager at Canadian Energy, a leading battery
manufacturer, said traditional starting batteries will have a drastically shorter life in
start-stop applications.
“Even AGM and EFB (enhanced
flooded batteries) designed for these vehicles will last less than half of the time we
are used to in traditional starting applications. Repair shops need to be aware that
they’re installing the correct product and
have the right equipment to properly diagnose the new hybrid batteries,” he said.
“Because many are not just for starting
purposes, batteries must be more robust
and able provide some cycling characteristics as well.”
There is a higher demand for lithium
batteries in traditional starting applications
plus powering today’s electric vehicles.
“The challenge will be the ability of
processors and recyclers to develop technology to recycle these new battery chemistries, unlike the lead acid battery. Today,

The biggest change on the battery horizon
is coming from the growing number of
electric vehicles hitting Canadian roads.

”
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it is the poster child for the recycling
industry, as upwards of 99 per cent of
spent lead acid batteries are being recovered and recycled,” Anderson said.
But the biggest change on the battery
horizon is coming from the growing number of electric vehicles hitting Canadian
roads. Jerry Kroll, president and CEO
of Electra Meccanica Vehicles Corp., a
Vancouver-based manufacturer of lowcost, electric commuter cars, said recent
surveys show that more than half of Canadian consumers are planning or hoping to
make their next vehicle an electric one.
“That inflexion point has happened.
Electric cars are faster, better and with
lower costs to operate. You can spend
$500 on gas or $10 on electricity or get it
for free at your closest shopping centre,”
he said.
Electra Meccanica produces “micro”
cars geared towards people who do a lot
of solo, short trips. Kroll, a former race-car

driver, said 83 per cent of people who get
behind the wheel do so by themselves
and travel less than 30 kilometres.
The biggest storm cloud on the horizon
for the combustion engine vehicles is real
estate prices, he said. The land occupied
by the vast majority of service stations is
increasing in value but the retailing margins
on selling gas continue to get squeezed.
“Every gas station in the world is for
sale. If you own a gas station and you’re
making $30,000 a month selling gas and
somebody offers you $20 million for that
property, you sell and you walk away
from a huge environmental contingent
liability,” he said.
“When somebody has to go 30 miles
out of town to get gas – as opposed to
plugging in at home – this is the death
knell of the internal combustion platform.
In five years, they’ll be like Blockbuster
video today.”
Kroll said history is full of products and

www.redi-sensor.com

VDO and REDI-Sensor –
Trademarks of the Continental Corporation

REDI when you are.
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No need to wait for parts delivery when you have
VDO REDI-Sensor. Our 5 sensors replace over 270
OE sensors and need no programming, no cloning,
and no dedicated programming tools.
REDI-Sensor is ready to go,
right out of the box.
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services that were replaced by newer, better and cheaper replacements. The Model
T, for example, signalled the beginning of
the end for farriers, specialists in the care
of horses’ hooves.
“The maintenance schedule for an electric car is very similar to that of a fridge
in your kitchen. You plug it in and for 20
years, it just runs. If I offered you a gaspowered fridge for your kitchen, you’d
think I was nuts. It’s going to break down,
it’s going to be noisy and it’s going to
cost a lot of money. It’ll be the same with
(electric) cars. They’re just a better product,” he said.
One of the criticisms of electric vehicles is that they don’t make much noise
and therefore they can be difficult or
impossible to detect for people with
visual impairments. Kroll understands
that but would like to remind pedestrians
that the old saying is to look both ways
before you cross the road, not listen.
“Even if you don’t have visual
impairments, don’t blindly cross the road.
It won’t end well. You could also get hit
by a bicycle and the last time I checked,
they don’t make a lot of noise either.
You shouldn’t rely on a noisy Harley
Davidson under the auspices of being
heard,” he said.
Even with the growing popularity of
lithium batteries for electric vehicles,
Bakhsh said the demand for lead acid
batteries is also expected to increase as
the high recycling rate offers the best
value for consumers and is also environmentally-friendly.
“This is an exciting time for car makers, battery technology and consumers
as options are expanding and technology
is improving considerably. The electric
vehicle, as well as existing combustion
engine vehicles, continue to offer multiple options to all consumers. There will
be a demand for all technologies that
offer better performance and a reliable
power source,” he
said. n JN
Geoff Kirbyson is a
freelance writer based
in Winnipeg, Man.
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Hand cleaners

Software release

Permatex has expanded its
Fast Orange Hand Cleaner
line with the addition of
new Fresh Scent and Cherry
fragrance versions. The
company says the new
versions offer the same
powerful cleaning power
and skin care protection as
the original Xtreme Orange
scent. Fast Orange Xtreme
professional line of hand clean
removes petroleum odors
and leaves almost no residue.
It also features Permatex’s
proprietary MicroGel
technology for better cleaning
efficiency.
www.permatex.com

Bosch has announced the
release of software version
3.7 for the ADS 325 and
ADS 625. Additions and
improvements in ADS
software version 3.7 include
special tests across various
manufacturers, ADAS
dynamic camera calibrations
on select Asian, domestic and
European manufacturers, and
pre and post scan coverage
for a variety of 2019 models.
Both offer Pre and Post-Scan
Coverage for 2019 model year
Alfa Romeo, Chrysler, Fiat,
Honda, Jeep, Mazda, Nissan,
Subaru and Toyota.
www.boschautoparts.com

Air suspension struts
Arnott has introduced new, Arnott-engineered, aftermarket
air suspension struts for Jaguars, Bentleys, Volkswagens, and
Dodge Rams. The Arnott-designed new rear air strut AS-3234
for 2011-2018 Jaguar XJ (X351 chassis) bypasses Jaguar’s
active damping functionality and features a custom-tuned
premium Eibach monotube shock absorber precisely valved to
ride like the OE.
www.arnottind ustries.com

Brake products

Magnetic shock absorbers

Heavy duty engine oil

Dorman says it is the first
in the aftermarket to offer
an affordable replacement
option for magnetic shock
absorbers, to restore
suspension performance
and ride quality to original
specifications. They are 100%
new construction with no
core charge or return. They
install like any standard shock
absorber with no set-up,
programming or adaptation
to perform.
www.d ormanprod ucts.com

Petro-Canada Lubricants
has introduced what it
describes as a “new and
improved” Duron GEO LD
product line, consisting of
SAE 15W-40 and SAE 10W30 grade lubricants. Both
oils are API CK-4 licensed
and are described as being
“exceptionally robust and
specially formulated to safely
extend oil drain intervals,
while providing superior allweather performance and
advanced engine protection.”
www.lubricants.
petro-canad a.com
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Bosch has added new SKUs
to its brake product lines.
Fifteen new SKUs have been
added to the QuietCast line;
they come with synthetic
lubricant and a hardware
kit on select applications.
Twenty-two new SKUs have
been added to the Bosch
Blue Disc Brake Pad product
line, featuring multi-layer
shims that provide superior
noise dampening and are
designed to deliver quality
and performance. And one
new SKU has been added to
the Bosch Severe Duty Brake
Pad product line, using an
advanced semi-metallic and
ceramic copper-free friction
formula and multi-layer shims
for best-in-class performance,
quiet operation and longevity.
www.boschautoparts.com

Dodge Cummins piston kit
Mahle Motorsport says it
now offers the market’s most
comprehensive line of Dodge
Cummins diesel performance
pistons with the addition of its
6.7L Diesel PowerPak Piston
Kit (part #197850313). The kit
was developed for diesel drag
race and pulling applications
for the Dodge Cummins 6.7L.
Featuring Mahle’s exclusive
M142P alloy because of
its high temperature and
strength and low expansion
characteristics, this PowerPak
kit includes German steel pins
and a stainless-steel Nitride
ring set.
www.mahlemotorsports.com
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Brake rotors

Dual fan assembly

Continental offers the new
ATE Two-Piece MercedesBenz Disc Brake Rotors for
direct OE replacement on
the AMG C43, E43, CLS, GLC,
and other high-performance
models. ATE says it has the
only product comparable to
the patented original twopiece Mercedes-Benz design,
meeting OE specifications
in fit, form, and function. It
also meets ECE Regulation
90, a strict testing protocol
required for replacement
brake parts and are
officially certified for use as
replacement parts.
www.ate-brakes.com

Dorman says its OE FIX
engine cooling fan assembly
is redesigned with more
efficient, proven longer
lasting brushless motors. The
OE cooling fan assembly
requires replacement due to
under-engineered motors
which burn out prematurely.
Dorman’s new design
provides 10 times the service
life compared to the OE and
competitor parts.
www.d ormanprod ucts.com

Air filter
International filtration
expert Mann+Hummel has
introduced a new air filter
for commercial vehicles. The
most striking feature of the
new air filter is the sealing lip
at the lower end plate. The
new filter, already available in
the independent automotive
aftermarket, is changed by
pulling the filter upwards
out of the housing. The filter
housing can then be rinsed
with water. A new filter is
inserted with the help of a
mechanical guide to ensure
that it is securely seated in
the correct position.
www.mann-filter.com
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Blower motors
Continental now offers a full line of OE-quality VDO Blower
Motors with extensive application coverage for domestic and
import cars, light trucks, vans, and SUVs. Built to meet vehicle
specific design and function, the motors deliver exceptional
performance and no installation hassles. Mounting flanges
and ventilation tubes are the same as factory units for easy
installation. No flying leads or wire splicing. Electrical connector
bodies make installation quick and easy. All wheels included.
www.vd o.com/usa

Digital inspection equipment
Hunter’s new performance-driven tool,
Push Reports, is now available for shops
with Hunter inspection equipment.
Push Reports boost shop performance
by automatically providing managers
with actionable data from their Hunter
inspection technology. Hunter’s revenuegenerating inspection equipment
quickly identifies vehicle alignment and tire needs. Hunter’s new
autonomous inspection system is able to automatically measure
alignment and tire tread in seconds – no labor or stopping
required, allowing shops to check every vehicle that comes
through their doors.
www.hunter.com

Corner modules
TRW has added an additional SKUs to its
branded Corner Module product ranges.
New SKUs cover an extensive list of makes
and models including Honda Odyssey
2017-2005 for control arm and ball joint
assembly, Jeep Wrangler 2010-2007 for
suspension components, Honda CR-V
2018-2017 and Jaguar F-Type
2018-2014 and XJ 2018-2016
for brake pad kits.
www.zf.com

Tire changer
Hofmann’s patented
smartSpeed technology
builds speed and efficiency
right into the tire-changing
system. The smartSpeed
technology automatically
selects the optimal speed and
torque on the tire changer
with a single pedal position.
Tire changers that featur
smartSpeed technology
include: the Hofmann monty
3550, and the monty 1625
Variable speeds give the
service technician the
best options for maximum
productivity.
www.us.hofmannequipment.com/en/
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Door lock actuators
Continental says its VDO Door Lock Actuators are
engineered to restore original equipment function
and come ready to install right out of the box. The
line includes actuators for vehicle doors, trunk lids,
fuel doors and lift gates, and continues to provide
enhanced vehicle coverage for all makes of cars,
light trucks, and SUVs from 1985 to 2018.
www.vd o.com/usa

Active grille shutters
As part of its second-quarter
product release featuring
105 new products, Spectra
Premium launches a new
cooling product line with
the introduction of 15 Active

Grille Shutters (AGS) part
numbers for close to 12 million
vehicles on the road today.
Located between the front
grille and the condenser,
the AGS are plastic shutters
that open or close to control
the inbound airflow. Also for
the cooling system, Spectra
Premium adds six new latemodel radiators for popular
domestic and imported
models.
www.spectrapremium.com

Coated rotors
Raybestos has increased
coverage of its ultra-premium
Element3 Coated Rotors with
the recent addition of 46
new part numbers. Raybestos
Element3 Coated Rotors
with RPT Rust Prevention
Technology use a proprietary
finishing technology to coat
each rotor’s entire surface,
including the cooling vanes.
The full Grey Fusion 4.0
coating helps resist corrosion

and significantly delays rustinduced performance issues.
www.raybestos.com

Rear differential cover
Dorman says its new rear
diff cover allows technicians
to replace just a rustedout cover rather than the
whole rear axle. This weld-on
replacement cover is made
of heavier-gauge steel than
the original part for a longer
service life and is finished in
weld-through primer. The
replacement cover is a direct
replacement, with exact fit,
appearance, and function. The
covers come ready to install,
pre-primed in weldable primer
for a clean installation.
www.d orman.com

It's true we have an open
garage door policy.

Join our more than 600 independent service
centres, all proud to wear the NAPA AUTOPRO colours
from coast to coast.

For more information, visit napaautopro.com
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Motor oil

Brake line expansion

Three new Pentospeed application
specific motor oils are now
available from CRP Automotive.
The 0W-20 synthetics cover more
than three million BMW, Volvo and
Volkswagen vehicles: Pentospeed
LL-14 – BMW approved for Spec. LL-14; Pentospeed VCC –
Volvo approved for Spec. VCC RBSO-2AE’; and Pentospeed
SP IV – Volkswagen approved for Spec. 508.00/509.00. The
three options offer lower fuel consumption and speedy engine
oil circulation.
www.crpautomotive.com

Akebono Brake Corporation has expanded its Pro-ACT,
Akebono Performance and Euro disc brake pad offerings,
adding seven part numbers and coverage for almost one
million vehicles on North American roads. Five parts include
premium stainless hardware, and five parts include the required
electronic wear sensor. This product expansion includes one
Pro-ACT, one Akebono Performance as well as five in the EURO
disc brake pad kit line.
www.akebonobrakes.com

Single-pack rotors
Continental now offers European specific ATE
Brake Rotors in single packs for aftermarket
replacement. The rotors are engineered to
deliver exceptional braking performance with
ultra-low noise and vibration. Made from the
same high-carbon material as the OE part,
they also feature a high temperature resistant,
corrosion protective coating. Extensive full
axle coverage on European makes.
www.ate-brakes.com

AAE gearbox
CRP Automotive
has released
a new line of
AAE Steering
Gear Boxes for popular Ford truck applications to help
against premature failure. The gearboxes feature a larger,
case-hardened shafts and oversized bearings for superior
performance and durability. The OE steering gear boxes for
some Ford truck applications feature sector shafts that are too
hard and undersized, which can lead to premature failure under
normal loads.
www.crpautomotive.com

π
INTRODUCING A BIGGER, TOUGHER, AND
WATERLESS WAY TO WIPE OUT GREASE.

OVER 875 GLOVES IN STOCK

CHOOSE A
SIDE.

ORDER BY 6 PM FOR
SAME DAY SHIPPING

COMPLETE CATALOG

1-800-295-5510
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RED FLAGS
A quick checklist to assess whether one of your client shops is headed for trouble.

K

nowing how to step in and help a struggling shop get back into the black is tough
enough. Knowing when to do it can be even
tougher.
You don’t want to insult a client by suggesting
they’re not doing their job. But neither do you
want to wait so long that rescue is barely possible.
Asking for numbers is a sensitive proposition.
So, here’s a quick checklist that doesn’t require
detailed ﬁnancial information to help you assess
whether one of your clients is headed for trouble.

1

Ask for the average cost per billed hour and
then do some simple math. The shop’s cost per
billed hour should be $145 to $155, and the door
rate should not fall below 85% of that. If it does, the
shop is not achieving the gross proﬁt percentage it
needs to ensure the health of the business. (If they
don’t know their average cost per billed hour, that’s
a red flag already!)

2

Does the shop prepare a monthly ﬁnancial
statement, broken out into revenue categories?
If they’re just looking at revenue numbers or estimating their proﬁts that’s another flag. They’re not
measuring their business properly.

3

Does labour revenue exceed parts revenue?
A split of $1.25 in labour revenue to $1 in parts
revenue is today’s objective. If they’re not hitting
that, the shop is likely already in trouble, and probably overly focused on ﬁnding cheaper parts.

4

Do accounts receivable exceed 20% of the
shop’s average monthly sales? If so, this shop
has a cash-flow problem! If they’re not a member
of the local credit bureau, doing credit checks, and
working with a cautious credit policy, they’re operating as if it is the 90s.

5

Is the shop owner’s attitude positive or negative? Listen carefully to how they talk about the
shop, the business climate, and the industry in general. If there’s a lot of blame-shifting going on, they
get another red flag.

6

Does management calculate the shop’s site
efﬁciency according to average labour hours
per work order? If not, they’re probably not measur38

ing productivity and are focused on activity (sales).
That’s not good.

7

What percentage of their parts come from one
main supplier? If it’s below 65%, the shop probably has a stocking problem, or there’s no business
relationship with local jobbers. They’re probably
wasting a lot of time calling around for the best
price.

9

When was the last time the shop owner took a
full business management course? If it was two
or more years ago, they’re out of date. Things are
changing and they have to stay on top of it!
9. Is the shop owner taking holidays? Six weeks per
year is a reasonable target. If not, they may not be
proﬁtable enough to take time away. Or they’re
a workaholic, which can lead to its own consequences.

10

Do they trust their staff to run the business
so they can attend industry events and
pursue professional development? If not, this shop
is headed for trouble. There’s no future where
employees aren’t performing like – and treated as –
professionals.
Asking some subtle questions can help determine the status of your client shops. Don’t get
caught by a business failure that comes “out of the
blue.” Know whom you’re selling to. nJN

BY BOB
GREENWOOD
Bob Greenwood is an
Accredited Master
Automotive Manager
(AMAM) who offers
personal business
coaching and ongoing
management training.
You can reach him at
greenwood@aaec.ca.
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LESS SEEK
MORE FIND

Introducing OmnicraftTM 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. OmnicraftTM is a trademark of Ford Motor Company. ©2019 Ford Motor Company of Canada, Limited. All rights reserved.

New Plated Brake Caliper

100% New
Components
100% Hassle Free

Optimum Quality.
Optimum Coverage.
Optimum Value.
All for a Fraction of the Cost
With 100% new components, no core return and lower
warranty rates, new Element3TM calipers (formerly
Opti-CalTM ) provide hassle-free installation and optimal
performance. Designed and manufactured to strict
Raybestos® engineering speciﬁcations, these
award-winning premium calipers oﬂer original
equipment precision at a fraction of the cost of OE.

www.raybestos.com
©2019 Brake Parts Inc LLC. All rights reserved. RAYBESTOS, THE BEST IN BRAKES, ELEMENT3 and OPTI-CAL are among the registered
trademarks and trademarks of BPI Holdings International, Inc.

