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In 2016, computer scientist Geoffrey 
Hinton declared that, with the rise of 
artificial intelligence, radiologists would 
soon find themselves out of a job.

In fact, he gave them five or 10 useful 
years remaining. His call to the medical 
community? Stop training them right 
now! He caused quite a stir in radiology 
departments around the world.

We’ll have to wait a few years yet to 
see if his prediction comes true, but 
Eric Topol, for one, isn’t buying it.

Topol is a renowned cardiologist, and 
one of top 10 most-cited medical 
researchers in the world. More to the 
point, he is the author of several books, 
including most recently Deep Medicine: 
How Artificial Intelligence Can Make 
Health Care Human Again.

He would admit that the idea of put-
ting medical A.I. to work in hospitals 
makes sense given the power and 
speed of its calculations. But comput-
ers are not perfect, and they are unable 
to understand or imitate basic human 
sensitivities.

“Radiologists are still needed to pro-
vide oversight because you don’t want 
to trust an algorithm before undergo-
ing a major operation,” Topol said in a 
recent interview. “Or consider a diag-
nosis of cancer. You need to have that 
looked at. Algorithms can have a glitch. 
They can have malware. They need 
somebody – especially when it’s an 
important call – to oversee it.”

The radiologist, he says, is a gatekeeper 
against unnecessary tests and unlikely 
diagnoses. They see things a machine 
can’t see, possess context the computer 
can’t grasp, and can talk directly to 
patients, offering much needed perspec-
tive and personal interaction.

“They have a lot of wisdom to 
impart,” he says.

Now, before you start looking to see 
if you’ve picked up the wrong magazine 
by mistake, let me explain why this 
observation is pertinent to the auto-
motive repair world.

Much is made of the new – and seem-
ingly miraculous – capabilities of mod-
ern vehicles, with their sensors, mod-
ules, datalinks, and software. Increasing 
telematic options are enabling new 
communication and over-the-air 
updates. We are headed to a world of 
diagnostic transparency.

Does that spell the end of the road 
for repair shops? I don’t believe it will.

With hundreds of millions of drivers 
in North America, all of them clinging 
to the notion of personal mobility, I 
believe service advisors and techni-
cians will become even more critical.

The human side of the equation 
matters here. Yes, in our industry we 
keep abreast of rapidly advancing vehi-
cle technology, but we also bring 
empathy and understanding. And we 
educate our customers while we keep 
them mobile and safe. A well-operat-
ing shop offers an incredible array of 
services that far transcend the brute 
force of computing.

Artificial intelligence may soon be 
able to scan vehicles in the blink of an 
eye, perform exhaustive tests, and 
review data with great precision. But 
repair professionals who can stand in 
the growing gap between carmakers 
and car owners will be increasingly 
valuable.

Far from being sidelined by technol-
ogy, I believe technicans and service 
advisors will see their roles altered and 
enhanced in the digital era. 
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Standing in the gap

Please tell me what you think. Write to 
me at allan@newcom.ca.

How repair shops will become even more important  
in the coming knowledge economy.

By Allan Janssen
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Let’s follow Europe’s lead on inspections
With regard to your web article on how poorly people maintain their vehicles  
(“Americans Delaying Maintenance to the Tune of Nearly $25 Billion a Year), I have 
strong views on this. In Europe, they have mandatory inspections every two years. 
These inspections are very tough, and if problems are not repaired within two 
months, plates will be taken off the car. We should learn from this!
Helmut Mitschuinig, Easy To Load, Ile-Bizard, Que.

Educators need education about skilled trades
With regard to students entering the trades, we’ve had some success in my school 
promoting co-op programs and the Ontario Youth Apprenticeship Program. What 
has really helped has been trade expos where students get to experience hands-on 
demonstrations in multiple trades. Unfortunately, some of the administrators who 
run education are downright ignorant when it comes to opportunities in the skilled 
trades. I will continue to work on educating people about skilled trades – not so 
much the students as the educators themselves!
Robert Knapp, Transportation teacher, Seaway District High School, Iroquois, Ont.

Cash flow for apprentices is tough problem to solve
Concerning your web story about a new program to give employees job protection 
when they leave work to seek training (Canada Training Benefit Could Be Boon or 
a Bust), this has been a mess for a long time. I have my doubts it will ever be fixed. 
Apprentices have to be laid off so they can apply for Employment Insurance while 
they’re at school. Two of my guys didn’t receive a plug nickel until they were back 
at work, and then, when they were reported they were back at work, not only did 
E.I. cut them off but demanded they pay back what was already given!
George Stringam, Taber Diesel Service, Taber, Alta.

Start interest in the  
trades at a younger age
The current labour shortage you wrote 
about (There Is No Master Key, May 
2019),  is not due to a lack of people. 
Populations continue to grow. The 
problem as I see it is the attitude that 
people have towards skilled trades.

First, trades people are thought of as 
second-class citizens. Second, there 
are not many places prepared to invest 
in apprentices, or even putting younger 
people in place to eventually get an 
apprenticeship. Thirdly, the general 
public thinks the auto repair trade is 
going away with the arrival of electric 
vehicles. (Nothing could be further 
from the truth.) And, finally, there are 
very few high schools that still have 
vocational programs. The interest in 
trades must be fostered at a young age. 
Without that, we end up getting people 
who see our industry as a “last resort” 
after they’ve gone to college or univer-
sity. I don’t think anyone wants work-
ers who are in an industry as a last 
resort. Meetings and committees will 
not change these things. We have to 
take steps to make trades a sought-af-
ter career, the way they used to be, and 
start the discussions at a younger age.
Kerry Hofer, Micron Industries,  
Red Deer, Alta.

Darren Nickerson of D&J 
Automotive in Woodbridge 
Ont. found the left rear lower 
arm on this Mazda 6 hanging 
by the tiniest piece of corroded 
metal when he raised it for 
an oil change. The customer 
mentioned there was “a noise 
in the rear” that needed 
checking. As you can see, the 
source wasn’t too hard to find!
Have an interesting picture to share?  
Send a high-resolution image to allan@newcom.ca

Think we found the problem!

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

LETTERS



wixfilter
s.com

Whatever problem you’re trying to solve, WIX Filters will never steer 

you wrong. We offer the ultimate protection for your customers’ cars, 

trucks and off-ro
ad equipment with no returns and no do-overs.

With a product for every vehicle and every driver, however they drive —

we’ll keep you on the road to success. 

WHAT ARE YOU REACHING FOR NEXT?  WE’LL GET YOU THERE.

17341-Wix Trade Ad-Technician-Installer-7.875x10.75_Babcox copy.pdf   1   9/26/17   3:46 PM



August / September 2019   9www.autoserviceworld.com

NEWS

Todd Wylie has never been far from 
franchising.

The new president of Master 
Mechanic – the Ontario-based repair 
shop franchise with 39 locations – has 
held executive positions at Second 
Cup and Panago Pizza. But his fran-
chising roots date back to his univer-
sity days when he painted homes 
during summer breaks.

“I learned so much from College Pro 
Painters,” he says. “I grew up in that 
organization, from junior franchisee, 
to franchisee, to territory manager, to 
general manager. I learned that success 
is in the people you hire. Find great fran-
chisees, find great owners, find great 
employees. If you have a good team, you 
can’t help but be successful.”

A graduate of the University of British 
Columbia and the Schulich School of 
Business, he’s bringing that sensibility 
to Master Mechanic.

He joined the company earlier this 
year, shortly after it was purchased by 
Canadian-based private equity firm 
Equicapita, which had been looking 
for a brand that showed the potential 
for growth. They brought him in as a 
partner to run the company, and he’s 
excited about the bright future he sees 
for Master Mechanic.

“The good thing about this industry 
is that, yes, there are some headwinds 
on the horizon with regards to chang-
ing technology, but there is still con-
sistent growth, and a trend of people 
holding on to aging vehicles,” he says. 
“We see a business model that will con-
tinue to flourish and grow.”

Personally, he sees Master Mechanic 
as a well-regarded brand with organi-
cally growing sales, run by experienced 
owners and highly skilled technicians, 
and garnering consistently high 

reviews from a long-term and loyal 
customer base.

“That shows to me that the brand 
has resonated,” he says. “There is a trust 
factor when people leave their car with 
us. Master Mechanic is built on a bed-
rock of trust.”

Wylie’s immediate plan is to learn 
more about the industry, get to know 
his franchisees, and focus on making 
sure things are running smoothly. He’ll 
be working closely with long-time 
Master Mechanic employee Steve 
Johnson, who now serves as vice pres-
ident of operations.

Like other auto repair companies, he’s 
keeping a careful eye on the labour pool.

“We’re not unlike any other business 
in the skilled trades. We’re all facing 
the labour shortage,” he says. “We want 
to present Master Mechanic in such a 
way that the best skilled technicians 
who are looking for a job will want to 
come to us first.”

The acquisition, completed in April, 
was led by Equicapita’s managing 
director for Eastern Canada, Adam 
Jezewski, who described Master 
Mechanic’s previous owners – Hugh 
Welsford and Jamie Holmes – as inno-
vators in the industry in the Greater 
Toronto Area.

“[They] have consistently grown 

system revenue and strengthened the 
business’ operating processes, brand 
and presence in the communities that 
Master Mechanic serves,” Jezewski said 
in a press release.

Welsford and Holmes will continue 
to work with Master Mechanic on a 
consultant basis, something that Wylie 
says he appreciates, and plans to take 
full advantage of.

“They have a tremendous interest in 
wanting Master Mechanic to do very 
well,” he says. “I welcome their input!”

Master Mechanics new president Todd Wylie says the Greater Toronto Area-centered 
brand has been nurtured for 30 years. “In many ways, it is part of the history of Toronto.”

Steve Johnson (left) and Todd Wylie 
head up the 39-location chain.

Master Mechanic to focus on growth under new ownership
Incoming president Todd Wylie 
says the GTA brand is ‘built on  
a bedrock of trust.’
 By Allan Janssen
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When finding good skilled labour is 
challenging, Kia Canada believes its 
reputation as a technology leader has 
made it a target destination for top 
technicians.

The company, which is celebrating its 
20th anniversary in Canada this year, has 
invested heavily in training – not only as 
a means to stave off the current skilled 
labour crunch, but to build customer 
loyalty with reliable vehicle service.

“Our executives are huge supporters 
of training,” says national training man-
ager Rejean (Reg) Furoy. “They under-
stand that it’s very important to our suc-
cess, and it needs to keep growing.”

With that in mind, Kia recently ren-
ovated its signature training centres in 
Toronto and Montreal.

Its homegrown technical curriculum 
challenges technicians to continue 
learning throughout the course of their 
career. Kia techs work up the ladder from 
professional, to senior, to master status 
as they complete the 50-plus courses 
available to them. The courses are con-
stantly being upgraded as technology 
advances, so technicians are required to 
‘recertify’ to keep their status.

“You have to keep up,” says Furoy. 
“You have to upgrade yourself con-
stantly, just as our technology is being 
upgraded. If you don’t keep up, you will 
lose your status.”

Courses are available in a variety of 
forms, from web-only courses which 
require an 80% score in verifying exams, 
to virtual instructor-led courses, to 
in-class hands-on training.

The training centres in Toronto and 
Montreal are equipped with the latest 
tools, a fleet of vehicles to work on, a 
wealth of resources, and world-class 
instructors.

Virtual learning and web courses 
have their place, he says, but instruc-
tor-led training will never go away.

“We want our techs to come in, touch 
the cars, work on the cars, show us they 
know their way around the engines, use 
all the diagnostic equipment, tear things 

apart and put them back together,” says 
Furoy. “It is real-life training.”

Not only do the technicians learn 
valuable skills, they earn valuable “Kia 
points” redeemable for Kia swag – 
something that helps attract new 
technicians.

“Young technicians want to work on 
exciting high-tech cars,” says Furoy. 
“And Kia is not a follower in automo-
tive technology. We are a leader.”

“Our techs have to really be on their 
toes to fix our vehicles. From the old 
network systems in our cars, to the lat-
est electrical systems EV technology, 
transmission – all designed and built 
by us – to telematics, and telecommu-
nications. We are a very high-technol-
ogy company.”

Kia also celebrates the accomplish-
ments of its technicians, sending the 
countries top two techs to Korea every 
other year for international competi-
tion at Kia world headquarters. During 
the last world competition, technician 
Richard Grenier (now lead trainer at 
the company’s Montreal Training 
Centre) won bronze against Kia techs 
from around the world.

It’s a testament to Canada’s empha-
sis on strong technical skills, says Furoy.

“We have technicians coming in from 
other brands who are shocked at how 
much they have to learn!”

And if the company’s first 20 years 
are any indication, Furoy says Kia will 
continue to lead the way in training 
and technology.

Kia celebrates  
20 years in Canada

Recent renovations at the training centre at Kia Canada’s head office in Mississauga have 
shown the company’s commitment to keeping technicians up to date.
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Police in Nova Scotia say they 
found 27 fake motor vehicle 
inspection (MVI) stickers 
during multiple spot-checks on 
Halifax and Dartmouth roads.

The traffic blitz also discov-
ered 20 legitimate MVI stickers 
that had expired.

In all, some 94 tickets were 
written, and 29 vehicles towed 
away. 

But it is the phoney stickers that really concerns them.
“Even one false MVI is a road safety issue because, keep in 

mind that, from what we have found anyway, these sell any-
where from $180 to $250,” said Sgt. Monier Chediac in a CTV 
report. “A lot of times, if someone is buying a sticker at that 
cost, it’s to bury or conceal more significant issues – some-
times in the thousands of dollars.”

Half of the 27 vehicles had bald tires or faulty brakes. One 
had a rusted-out frame.

A car dealership in Kirkland Lake, Ont. has been fined $45,000 
for failing to protect the health and safety of its workers, after 
a vehicle fell off a lift, injuring two service technicians.

Lake Shore Motors must also pay a further $11,250 to a 
special government fund set up to assist victims of crime.

Justice of the Peace Theodore A. Hodgins in Kirkland Lake 
ruled that the company failed to provide information, instruc-
tion, and supervision on the safe operation and inspection 
of an automotive hoist.

The incident occurred Feb. 21, 2017. The 10,000-lb capac-
ity two-post lift was equipped with arm restraint gears 
designed to lock the swing arms in place. An investigation 
by the Ministry of Labour revealed that at least one of the 
four arms on the hoist had swung out of place, causing the 
entire vehicle to slip off the restraint arms and fall.

Both workers suffered critical injuries. An examination of 
the arm restraints revealed that the gears that were supposed 
to lock the arms in place were not functioning properly. The 
teeth on the gears were worn, rusted, and in poor condition. 
The bars that hold the restraints together were bent.

N.S. police raise the alarm over 
phoney MVI stickers

Ontario dealership fined after 
workers injured under faulty hoist

Sgt. Monier Chediac of Halifax 
Regional Police Traffic Services

With 500,000 parts in stock and ready to be delivered
from any of our warehouses to your place of business,
NAPA Auto Parts is more than a supplier: it’s your very own
national inventory. napacanada.com

Part of
your inventory

know-how
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The waiting area at Foreman’s Integra Tire and Auto in Langley, 
B.C. underwent a major transformation during recent renovations.

A Langley B.C. shop found itself on the honourable mention 
list in the Automotive Service Association’s “Best Waiting 
Area” contest.

Foreman’s Integra Tire and Auto was commended for 
demonstrating how even a very limited amount of space can 
be both inviting and efficient.

The contest generated entries from across North America 
and is the first in a series of ASA competitions aimed at bring-
ing positive attention to repair shops in the U.S. and abroad.

Shop owner Peter Foreman said he was determined to avoid 
having a big counter kiosk that serves as a barrier between 
staff and customers.

“The ultimate goal was to open it up,” he said.
An interesting design element is the counter-height stack 

of red tires that the customers love.
Winners in the ASA contest hailed from Reno, Nev.; Agawam, 

Mass.; Poway, Calif.; and Madison Heights, Mich. 

B.C. shop commended in  
“Best Waiting Area” contest

“We had the very specific goal of reducing barriers between the staff 
and our clients,” says shop owner Peter Foreman. “I just didn’t want a 
big ugly desk in our reception area anymore!”

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. 

THE  I GN I T ION  SPEC IAL IST
TM

Find out more at ngksparkplugs.ca

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

NGK_OEM_half.indd   1 2/14/2019   2:57:07 PM
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By the NUMBERS 
Stats that put the North American automotive aftermarket into perspective.

Number of 
full-EV models 
expected to 
have been 
launched 
globally by 2022, including 60-plus 
just in China. Volkswagen plans 70 
new EV models by 2028. BMW plans 
12 EV models by 2025.
AlixPartners

In a survey last year 
of nearly 35,000 

dealership service 
technicians in 

Canada and the 
U.S. nearly 1 

in 4 expressed 
high overall 

satisfaction with 
the job. That 

was far below the 
levels of service 

managers (57%), 
parts managers (44%) 

and service advisers (42%).
Carlisle & Company

15.3% 
Sales of passenger vehicles in 
Canada so far in 2019 (Jan. 1 
through Aug. 22), falling from 
362,399 units in the same period 
of 2018 to 306,801 units this year. 
Light truck sales have meanwhile 
remained virtually steady year- 
over-year with 846,839 units sold.
DesRosiers Automotive Consultants

Share of women 
among self-employed 
workers in 2018 – up 
from 26% in 1976.

Statistics Canada study “Self-employed  
Canadians: Who and Why?”

The number of new vehicles around 
the world expected to be equipped 
with V2X (vehicle-to-everything) 
communications technology by 
2024. Production of light vehicles 
equipped with V2X systems in 2019 
will be just under 15,000 units.
IHS Markit

The vast majority of Canadians admit they have only a 
vague knowledge of coming autonomous technology.
Canadian Automobile Association, Connected and Autonomous Vehicles Tool

The annual cost in lost productivity 
of unhappy workers in the North 
American business economy.
Canada Human Resources Centre

83%

25%
38%

$350 billion

1000 57 million
Number of vehicle recalls  
issued in the U.S. in 2018  

affecting more than  
35 million vehicles.

U.S. National Highway Traffic  
Safety Administration

Number of vehicles on  
American roads that are  

subject to a recall  
notice but have yet  

to be repaired.
Recall Clarity

11.2 
MILLION 

Percentage 
of Canadian 
employees who 
are not engaged 
at work. 
Approximately 
15 per cent 
are ‘actively 
disengaged’ 
at work. Only 25 
per cent are actively 
immersed in their job.
Canada Human Resources Centre

60%

200
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The closing of The Ontario College of 
Trades could actually prove to be a 
great opportunity for the auto repair 
industry.

Until now we’ve been lumped in with 
a lot of trades whose challenges are 
very different from ours. What if we 
chose to self-regulate, getting rid of a 
layer of government bureaucracy, and 
claiming the millions of our dollars that 
we’ve paid over the years – money that 
is now just sitting in investment 
accounts.

The Ontario College of Trades has 
amassed over $40 million since its 
inception. Auto technicians contrib-
uted an estimated 21% – about $8.5 
million. Add in the other Motive Power 
trades (truck and bus techs, auto body 
techs) and it is closer to 37% – about 
$14.9 million.

Working together with those related 
trades, or going it alone, we could 
accomplish a lot!

There are many ways that we could 
use this money and population size to 
help Motive Power trades in Ontario.

Investing in ourselves: We could use 
that money to invest in our future. We 
could buy up-to-date equipment, 
tools, vehicles, and educational mate-
rial for high school auto mechanic 
programs and regional trade schools. 
If we want to ensure we get good 
apprentices and future journeypersons 
we need to invest in them.

Advocacy: Some trades, like con-
struction, have powerful lobby forces 
moving their agenda in Ontario. Motive 
Power trades have none. We need 
someone to advocate on our behalf for 
things like fair provincial and federal 
funding, tax law change that allows us 
to claim the cost of tools and educa-
tion, employment insurance reforms 
that guarantee benefits after the first 
week of trade school, funding to help 
apprentices afford trade school, gov-
ernment transparency on trade data, 
and access to new technology for 
trades schools.

Industry promotion: We need new 
workers, and young people need good 
jobs. Let’s start bragging about what 

we can offer talented new technicians: 
lots of employment opportunities in a 
constantly changing high-tech trade 
that rewards continuous learning and 
self-motivation. We play an important 
role in society, keeping families safe 
and freight flowing on public roads. 
We need to educate the general public 
about the value of a healthy repair and 
maintenance industry. Full employ-
ment keeps motorist costs down and 
ensures they have a choice of where to 
get their vehicles fixed.

Benefits: Let’s capitalize on our buy-
ing power to save money on everything 
from cell phones and insurance to hotel 
rooms, car rentals, and restaurants.

Sustainability: We must look at ways 
to be able to sustain the monies we 
have in reserve. We can do this by cor-
porate sponsorship, government fund-
ing, claiming investment into high 
schools and trade schools.

Representation: We could set up a 
registered, not-for-profit organization 
that takes direction from its members, 
working on behalf of the trades, and 
being accountable to us for its efforts 
to improve the industry.

My calculations are based on data 
supplied in the Ontario College of 
Trades year-end fiscal statements

It’s time to stand up for ourselves and 
advocate for our share of the money 
OCOT collected from us. Let’s put our 
own house in order and stop expecting 
the government to do it for us!  

Lindsey Bakker is 310s,310t certified 
with 30 years of experience. He’s also 

the owner of Lindsey’s 
Tire and Auto Centre in 
Kingston, Ont. You can 
reach him at  
lbakker3@cogeco.ca.

IT’S YOUR TURN

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

Time to help  
our trade For the repair sector in 

Ontario, the closing of 
the college of trades is 
a huge opportunity!
By Lindsey Bakker
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The ultimate Canadian event during AAPEX 2019

Tuesday, November 5th 2019 | Paris Hotel, Las Vegas | 6:30 PM - 9:30 PM

REGISTER TODAY
The perfect Canadian automotive networking opportunity.

It only happens once a year!
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It doesn’t seem that long ago that 2019 
began. But we’re way past the halfway 
point and heading into a very import-
ant time in the year. If you haven’t 
already done so, it’s time to evaluate 
how the year is going, and to think about 
where you expected to be by this point.

Hopefully you prepared an annual 
budget in January, complete with rev-
enue and gross profit projections.

If you don’t have a budget and pro-
jections, there’s a good chance you’re 
simply running the business according 
to your bank balance. Or maybe you 
think tracking daily sales is sufficient. 
You know that’s dangerous, right? 
When you head into troubled waters 
without a rudder, your ship is at the 
mercy of the wind and waves.

Stop fooling yourself. It’s time to get 

proper advice and training. Here’s what 
an effective progress report involves:

1. Calculate your average labour 
hours produced per work-or-

der or invoice. Compared to last year 
at this time, are you up or down? If it’s 
up, well done! You’re getting focused.

If it’s down, consider how you han-
dle a vehicle when it is brought in. Do 
you have a solid inspection plan based 
on the client’s needs and how it is used? 
Do you know the client’s expectations 
for that vehicle?

Your objective in a maintenance shop 
for the average consumer vehicle is a 
minimum of 2.5 billed hours per work 
order. If you’re a wholesale tire shop 
that also offers maintenance and 
repair, your average should be in the 

area of 1.4 hours per work-order, includ-
ing the wholesale invoices. Slow down 
and look at your shop processes.

2. Review the shop’s gross profit in 
each revenue category. Are you 

in step with your supplier? Does 85% 
or more of your aftermarket purchases 
go to a single competent jobber? In the 
commodity business, volume and cash 
counts. If you make them a trusted sup-
plier and offer full payment each month, 
they’ll be in a position to offer great value 
to your business. That’s only going to 
help your gross profit and bottom line. 

Cost of products is not the only thing 
that creates profit in your business. Your 
parts cost is less important today than 
it used to be. Now there are other issues 
to be concerned about. Shop efficiency, 

GREENWOOD’S GARAGE

What route will you take to get where you  
want to be? Slow down and get focused!

By Bob Greenwood,  AMAM

to success
Your map 
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business client relationships, gross 
profit mix, and cash management drive 
the real profit in today’s business envi-
ronment. A good supplier can assist you 
on all of these items. But a healthy busi-
ness relationship must be in place first. 
All relationships must be a win-win. 
One-sided relationships do not last.

3. Re-visit your current labour 
rates. You should have a mini-

mum of three posted rates in place. The 
maintenance/mechanical rate should 
be at least 4.5 times your top mainte-
nance/mechanical technician’s hourly 
wage. The diagnostic rate should be at 
least 5.35 times the top diagnostic tech-
nician’s hourly wage. And a reflash rate 
should be a minimum of 6.0 times the 
top technician’s basic hourly wage.

A more accurate way to establish 
labour rates is to work off the shop’s 
total cost per billed hour. A very efficient 
shop can have a competitive labour rate 
in all three categories and still pay the 
highest wages in the marketplace.

Review your menu pricing items to 
ensure that the labour component is 
properly reflected in the price.

4. Examine the revenue mix of 
aftermarket parts to dealer 

parts. If you’re average, you will be 
about 80% aftermarket and 20% dealer. 
If you are, say, 75:25 aftermarket vs 
dealer, there’s a good chance your shop 
works on newer vehicles. Your rates 
must reflect the knowledge and equip-
ment required to operate at this level. 
If you are 90:10, you are probably work-
ing on a lot of older vehicles. You should 
be examining your marketing strategy 
to secure a better balance of clientele 
who are looking for a high level of qual-
ity and service.

5. Check to see if your oil, tires, 
batteries, and parts inventory 

are turning over optimally. Carrying 
stock that does not turn over, stifles use-
able gross profit dollars and net income. 
Review your turnover rates in each cat-
egory to ensure they’re hitting the guide-
lines you and your coach have set.

6. Finally, examine the percep-
tion your shop is sending out 

to the marketplace. Stand across the 
street for 15 minutes with a clipboard 
and paper. Ask yourself what would 
make a newcomer to town want to 
pull into your parking lot, and put their 
precious vehicle in your care.

Everyone is looking for someone they 
can trust. Are you that someone? What 
makes you stand out? What would 
entice someone to give your shop a try? 
Do you send out a professional vibe? 
Or are you just another garage?

Perception is everything. Attract new 
customers with curb appeal, and keep 
them with competency and profession-
alism to turn them into loyal clients.

People will gladly pay for a high level 

of quality and service.
The year will soon be drawing to a 

close. We’re past the halfway mark. 
Review these items so you can earn the 
results you wanted to achieve this year.

Slow down… get focused. Those are 
the best four words to concentrate on 
over the next few months. 

Bob Greenwood is an Accredited Master 
Automotive Manager (AMAM) who offers 
personal business coaching and ongoing 

management training 
for aftermarket shops, 
focusing on building 
net income. He can be 
reached at 1-800-267-5497 
or greenwood@aaec.ca.

Perception is everything. Attract new customers 
with curb appeal, and keep them with competency 
and professionalism to turn them into loyal clients.
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www.vdo.com/usa

Done once. Done right. Done with VDO.
VDO Blower Motors deliver true vehicle-specific fit with  
plug and play installation. Get true OE performance 
and unsurpassed quality, backed by our deep technical 
expertise and solid customer support.
Pros who know choose VDO.
salessupport-us@vdo.com   |  800-564-5066
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R obots have stoked the human 
imagination since the days of 
the Model T, but it’s only in 

recent years that corporate executives 
have begun to seriously contemplate 
replacing their human workforces with 
legions of intelligent machines.

There’s certainly an appeal to relying 
on workers that never get tired, never 
take sick days, and never complain.

Industrial robotics, however, are 
moving forward in a very different 
direction – instead of robots that 
replace workers, vendors are creating 
robotic devices that make the work 
easier and less stressful so that work-
ers don’t get tired and injured.

Even the most sophisticated artifi-
cial intelligence (AI)-equipped robots 
are following this approach.

“At IBM, we view AI truly as an aug-
mentation to the human worker,” says 
Michael Martin, the national IoT (inter-
net of things) executive for IBM Canada. 
“We don’t see it as a total replacement 
of workers. That’s a big myth.”

A key area for such development is 
a branch of robotics called exoskele-
tons, which enhance the physical capa-
bilities of the human body. At the high 
end, we see the “Star Wars-style” pow-
ered full-body exoskeletons, which give 
their wearers the semblance of 
super-human strength. These devices 
are showing promise in some areas of 
manufacturing, but they are awkward 
and expensive, and unlikely to show up 
in an auto-shop anytime soon.

A more likely fit, so to speak, is the 
so-called bionic vest – a device designed 
to relieve the stress of repetitive motion, 
and of working overhead for extended 
periods of time.

“I know first-hand from spending 
summers working in my neighborhood 
auto shop that this is very physically 
demanding work,” says Zach Haas, 
senior product manager for Richmond, 
Calif.-based robotics manufacturer 
Ekso Bionics. “Even something as 
straightforward as an oil change 
requires a lot of overhead work, from 
loosening the drain plug in an oil pan 
to replacing an oil filter.”

Ekso markets a product called the 

EksoVest which is designed to alleviate 
this type of strain. “Because the human 
shoulder isn’t optimized for these types 
of overhead tasks,” says Haas, “it doesn’t 
take long before a technician will begin 
to feel that all-too familiar soreness 
across their shoulders and back from 
working overhead.”

The device uses passive technology 
to support the weight of the arms 
when held overhead. “When the arms 
are raised, the spring support from 
the EksoVest kicks in and provides 
gentle support under the upper arms,” 
explains Haas. “This effectively cre-
ates an invisible shelf where the tech-
nician can rest his/her arms while 

INDUSTRY

BMW has developed a new set of smart glasses for its dealership technicians. The 
TSARAVision Smart Glasses, named after BMW's new online case-reporting system TSARA, 
can be used to speed up diagnostic and repair procedures by offering up everything a 
tech needs without having to thumb through physical manuals or pick up a phone.

Robotics is traditionally viewed as a technology that replaces human workers.  
Current use cases, however, reflect a very different approach.
By  Jacob Stoller

Robotics will likely assist  
– but not replace – technicians
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completing the task. The support gen-
tly recedes as the arms are lowered 
back down into the resting position.”

A similar device, the Paexo Shoulder 
manufactured by German manufac-
turer Ottobock, was piloted last year 
at Volkswagen’s Bratislava, Slovakia 
plant. It weighs 1.9 kilograms, is adjust-
able for the individual user, and has a 
short learning curve – the manufac-
turer reports that by the second day 
of use, workers forget that they are 
wearing it.

The device received strongly positive 
reviews from pilot participants, 
Volkswagen reports. “Positive, defi-
nitely positive,” says Andrej Hodal, a 
worker at Volkswagen’s Bratislava, 
Slovakia plant. “During the first days 
of testing, I could already feel my shoul-
ders getting less weary, and my back 
doesn’t hurt as much after completing 
the given operations.”

The device might help alleviate a lost 
productivity problem that auto shop 
owners have just accepted as part of 
the landscape. “I’ve got so many guys 
with bad backs,” says Steve Bernard, 
owner at Auto Service Kingston in 
Kingston, Ont. “Usually 25% of my team 
has a weak back, or has a recurring 
issue, or carpal tunnel, or some kind 
of forearm or wrist or elbow thing.”

Another promising area would be to 
extend the working careers of techni-
cians with many years of experience. 
“I have a semi-retired technician work-
ing for me,” says Garth Hansen, owner 
at Walnut Grove Auto Tech in Langley, 
B.C., “and sometimes I feel I work him 
too much. I know that by the end of the 
day, he’s super tired.”

A concern raised by one shop owner 
is that vests would likely be restrictive, 
getting in the way of the freedom of 
movement that technicians require. 
According to Haas, EksoVest is 
designed to allow almost a complete 
range of motion, but to also restrict 
unsafe practices. 

“The few areas where a person’s 

range of motion (ROM) might be 
slightly restricted (such as reaching 
directly behind you) are the result of 
intentional decision in our design,” says 
Haas. “ In addition to the overhead lift-
ing assistance the EksoVest provides, 
it also promotes proper posture and 
lifting techniques by encouraging tech-
nicians to lift with their legs rather than 
bending at the waist and to square off 
facing an object before lifting it.”

Bionic vests are just the beginning 
of a trend that is likely to explode as 
use cases in manufacturing, construc-
tion, mining and healthcare provide 
huge potential markets for equipment 
vendors. In construction, for example, 
we are already seeing lift-assist devices 
that support a worker repeatedly lift-
ing concrete blocks. In an auto shop, 
such technology might be applied to 
lifting tires. 

“We will start to see exoskeletons 
that assist other parts of the body and 
for a wide variety of tasks,” says Haas. 
“Like any new technology, over time 
exoskeletons will become more 

affordable and therefore more acces-
sible to different people, including the 
everyday consumer who just wants 
some relief when they’re painting their 
house or doing yard work. 

www.autoserviceworld.com

Jacob Stoller is a 
freelance writer living in 
Toronto. He specializes 
in technology and lean 
management.

The EksoVest is designed to alleviate the strain of overhead tasks. “It doesn’t take long 
before a technician will begin to feel that all-too familiar soreness across their shoulders and 
back from working overhead,” says Zach Haas, senior product manager for Ekso Bionics.

Instead of robots 
that replace workers, 
vendors are creating 
robotic devices that 
make the work easier 
and less stressful so that 
workers don’t get tired 
and injured.
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T he letter Susan Eaton of AE 
Auto Plus sent to her custom-
ers in May was anything but a 

regular marketing message. It was a 
plaintive farewell.

The letter, addressed to “our won-
derful clients,” did not mince words 
about the reason she was writing.

“Due to a 67% increase in rent, we have 
been forced to make a very painful deci-
sion. After being in the community for 
over 25 years, AE Auto Plus in Thornhill, 
Ont. will be closing its doors,” it said.

“We have so many fond memories. So 
many of you have been clients since the 
beginning. You have seen Andy and I get 
married. You sent us gifts and well wishes 
at the birth of our two sons. And we have 
seen your families grow up too,” she 
wrote. “I hope you carry in your hearts 
the same cherished memories we do.”

“It was a beautiful letter, stating clearly 
how we think we were wronged,” says 
her husband, Andy Eaton. “We were 
there 25 years and the landlord just 
dropped off a new lease, without any 
explanation. I called the next morning 
and said, ‘There must be some mistake.’ 
And they just said, “Nope. No mistake.’”

Susan says the hard numbers 
shocked them both.

“We’d been paying $9 a square foot 
on what we call a double dead-end 
street – the dead end of a dead-end 
street. And it was going to $17 a square 
foot, plus this, plus that, plus, plus, 

plus,” she says. “How do you absorb a 
67% increase? You can’t! And you can’t 
pass it all on to the consumer either. 
So we had to shut it down.”

The only thing that saved the business 
was that in 2016, they’d opened a second 
location in nearby Newmarket because, 
in a way, they’d seen this coming. They’d 
seen the risk of renting a shop in an area 
where industrial-zoned land (particularly 
for automotive use) was so precious.

Formerly operated as Clare’s Auto 
Repair, the new shop had eight bays 
that kept three techs and two appren-
tices busy. A service advisor and recep-
tionist worked the counter. When they 
came on board, Andy split his time 
between both locations, Susan did the 
books and marketing, and their son, 
Nathan, also joined the staff.

For a while they liked being multi-
shop owners.

“It’s pretty cool,” Susan admits. “You 
do feel like a bit like a hot shot. You get 
to say things like, ‘At my other loca-
tion…’ But it comes at a cost.”

They worked long days, constantly 
driving between the two locations, get-
ting home late, eating cold pizza, fall-
ing asleep at the kitchen table. Worse, 
running two shops forced them to work 
apart more than they liked.

But just as life was starting to feel 
normal again, the world changed. That 
second shop was now their only shop.

It’s still not running quite as 

smoothly as they’d like, but it has one 
thing their original shop could never 
offer them. Stability.

They now own nearly an acre of land, 
and have a big enough building to rent 
part of it to other tenants. When retire-
ment comes, they’ll sell the shop and 
live off that rental income.

“Like most shop owners, we didn’t 
have much of a retirement plan before,” 
says Susan. “We weren’t putting money 
away in a portfolio. We didn’t have any-
thing of real value. Now we do.”

Furthermore they’ve begun paying 
rent again – but this time it is paid by 
their shop to their own holding com-
pany, which legally owns the land and 
the building.

“Yes, it’s our own rent, but it still has 
to be paid so that when we sell the busi-
ness, we can say, ‘Yes, that’s the rent 
you’re going to pay, and we know you 
can make it go on that, because we did 
it for years.’”

“I think a lot of shop owners are in 
the same boat we were in,” says Andy. 
“They’re renting their facility. They’re 
at the mercy of their landlord. And the 
real problem is that without owning 
the land or the building, your business 
isn’t worth as much as you probably 
hope it is. All you have is your equip-
ment, your customer list, and some 
goodwill. Unless you sell it to one of 
your employees who can keep it going, 
it doesn’t add up to much.”

PROFILE

Long-term uncertainty dogs 
some shop owners because 
they don’t own their building 
or the land it sits on.
By Allan Janssen

Andy and Susan Eaton at what is now their only location in Newmarket, Ont.

The true  
cost of 
renting
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He believes shop owners who don’t 
own their land or their building, need 
to start thinking about the future.

“You have to sock away whatever you 
can for that day when they knock on 

your door. You have to be prepared.”
For the Eatons, everything seems to 

be working out. They believe the new 
place has greater potential.

“I think we could really make this 

place rock,” says Susan.
Andy did some mental math when 

they closed the old shop. He figured 
they just need to keep half of Clare’s 
customers, and half of their Thornhill 
customers. If they could do that, they’d 
be just fine.

“I think we saved more than half of 
Clare’s customers and a lot of our old 
customers are making the drive,” he 
said. “So far, it’s looking good.”

More importantly, however, they now 
feel more in control of their destiny. As 
owners, rather than tenants, they’re 
not at the mercy of a landlord. And 
when they invest in their facilty, they’re 
really investing in their future. 

With cars becoming more complicated, don’t take a 
chance on non-OE parts. RepairLinkShop.com makes your 
repairs easier with: 

• Part illustrations and technical diagrams direct from OEMs
• 24/7 online ordering
• VIN-based parts look-up

Visit OEConnection.com/CARS 
to sign up for FREE!

Which means you need RepairLinkShop.com

I called the next 
morning and said, 
‘There must be some 
mistake.’ And they 
just said, “Nope. No 
mistake.’

The new shop has lots of room, and even some room for expansion if they need it.
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M ost shop owners think offer-
ing a “five-star experience” 
carries an additional expense. 

It is perceived as the result of a retail 
strategy that leans toward luxury.

But offering your customers a five-
star experience doesn’t have to drive 
up your prices, involve a lot of extra 
expenses, or cost you additional time.

If you’re among those who think the 
average automotive repair shop cannot 
offer five-star experiences, you may be 
misunderstanding what is involved. 
Here are five tips to achieving that level 
of service.

1. Use a friendly tone
We’ve all heard the adage ‘It’s not what 
you say, it’s how you say it.’ This is espe-
cially true when it comes to the cus-
tomer’s experience. Our vocal tone and 
facial expression send subtle (and 
sometimes not-so-subtle!) messages 
that are picked up by the customer. A 
friendly tone is particularly important 
when talking on the phone. Your cus-
tomer can’t see your expression, but 
they can tell if you are smiling or not. 
Practice role-playing with your team. 
Give them a scenario and focus on the 
tone of their voice.

2. Use their name
Using a customer’s name not only shows 

respect but is the most important words 
you can use to create a connection. 
Surprisingly, this is one of the hardest 
things for some employees to execute. 
They may be a little shy, or worried that 
it suggests an intimacy they haven’t 
heard. But customers love it. It takes a 
little practice, but when it becomes a 
habit, the results are amazing.

3. Show genuine interest 
We make decisions based on the feel-
ings we have, not the facts and figures 
that are presented to us. Humans crave 
connection and will stop doing busi-
ness with you if they don’t feel anyone 
is attempting to make a connection, 
or if the attempt is disingenuous. 
Customer’s want you to authentically 
engage and show interest in them. The 
80-20 rule applies here. Let the cus-
tomer do the talking 80% of the time 
while you spend your 20% of the time 
asking questions and showing genuine 
interest. Not only does this create a 
connection but it allows you to better 
succeed at Step 4.

4. Anticipate their needs
A customer doesn’t want to have to 
work hard to get their needs met. It’s 
your job to anticipate what they want 
or need. Of course, they have to give 
you the basics, but once you know why 

they’re in your shop, there’s a lot you 
can intuit, or anticipate. Pay attention 
to what they say and remember their 
preferences from visit to visit. Take 
notes and use them!

5. Be knowledgeable 
Last but not least, you must be seen as 
being the expert at what you do. You 
must certainly know more than your 
customer about what may be ailing 
their vehicle, or the kind of mainte-
nance they need. This means know 
more than just what is printed on your 
marketing material, website, or social 
channels. Be efficient in what you say 
and ask. It builds credibility. Matching 
your knowledge to the needs of your 
customer will go a long way in estab-
lishing trust.

A five-star experience can be achieved 
in any organization regardless of the 
industry but requires your people to 
be genuine, anticipatory, knowledge-
able, and friendly. 

SELLING

Katie Mares is a certified 
speaking professional, 
business consultant, and 
a partner in the business 
training company, 
Alkamey Group.

All it really requires is emotional 
intelligence and some common sense 
about what customers crave. 
By Katie Mares

5 tips to  
providing  

a five-star  
experience
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BRAKES

T he tragic limo crash in upstate 
New York that caused 20 fatal-
ities last year stands as one of 

the most compelling case studies about 
brake safety on public roads.

The details of the crash are painful 
to read, but it culminates in the horror 
of an extraordinarily heavy vehicle 
descending a steep hill leading to a 
dead end, without functioning brakes.

In a panic situation, with the brake 
pedal all the way to the floor, a driver 
needs to know that the vehicle will stop.

Unfortunately, poor quality brake 
parts that don’t fit as they should, suc-
cumb to early corrosion, or literally 
break apart in critical situations, are 
still being made around the world and 
are routinely selected by service pro-
viders as a cheap alternative for 
cost-conscious customers.

Only the tiniest fraction of a fraction 
of these brakes will contribute to a col-
lision of any sort – much less to a trag-
edy like the Schoharie, N.Y. crash – but 
why take the chance?

Next time you’re asked for a cheap 
alternative, here are some talking points 
that could convince your customers to 
specify top-quality brake parts.

Brakes aren’t just any part.
North Americans are really good at 
delaying vehicle maintenance. And 
among the oft-neglected automotive 
systems, are brakes – despite their spe-
cial status as a safety-critical compo-
nent. According to the U.S.-based Auto 
Care Factbook 2020 and IMR Inc., there 
are at least five million cars in need of 
brake jobs on American roads.

That’s five million vehicles that might 
have trouble stopping in a panic.

The Global Brake Safety Council, 
comprised of senior automotive experts 
promoting brake innovation and safety, 
have issued warnings that brake failure 
is an increasingly dangerous problem 
especially in critical road situations. 
The reason? The majority of North 
American cars and trucks have been 
equipped with cheap imported after-
market brakes made of black steel 
prone to rust and premature failure.

The council points out that after- 

What should be done about cheap brakes parts? Stop buying them!
By Allan Janssen

CRITICAL 
SAFETY
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market brake pads are not covered by 
government safety standards, yet com-
prise the vast majority of brakes on 
roads today.

While original equipment manufac-
turers insist on extremely stringent man-
ufacturing processes for their brake 
components, the aftermarket is not 
bound by such standards, which opens 
the door to unscrupulous players to offer 
deficient quality for the sake of profits.

Informed consumers  
are demanding quality
The average consumer could learn a 
lesson from fleet operators who set a 
high bar for the brake components they 
purchase. In particular, many police 
and fire departments will only purchase 
products that can meet the most strin-
gent tests. Same goes for school buses, 
heavy commercial vehicles, government 
utility trucks, and municipal fleets.

Their maintenance programs are 

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.

Global Brake Safety Council heralds
safety-related catalogue update

The Friction Materials Standards Institute (FMSI) has recently updated its cat-
alogue to acknowledge the fact that certain vehicle applications were speci-
fied by OE manufacturers to have mechanical attachment between the steel 
backing plate and the friction material. This is due to specific application 
designs for high loads, where adhesives alone would lead to pad failure.

This recognition by FMSI is expected to help improve the safety and quality 
of aftermarket brake pads across North America.

The Global Brake Safety Council (GBSC) calls the update a “remarkable 
improvement in the advancement of brake pad safety for consumers.”

The council says it is encouraged that this vital information is being shared 
with North American aftermarket brake pad manufacturers and suppliers that 
use the FMSI numbering system.

According to the council, the integrity of mechanical attachments for brake 
pads should be treated very seriously. “Removing the mechanical attachment 
feature will greatly compromise the structural integrity of the entire brake sys-
tem, putting consumers in danger of brake failure,” a council bulletin states.

“Just like rebar-reinforced concrete, you cannot see the attachment in a 
brake pad, but it is designed into the system by engineers and must not be 
removed by aftermarket pad manufacturers,” it says.
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geared to safety, yes, but also value. 
Quality brakes last longer and cost less 
per kilometer than cheap offshore parts.

Early corrosion  
is a huge problem
There’s a reason galvanized brake pads 
make so much sense. Galvanization is 
a sure-fire remedy for corrosion, which 
can destroy brake components in a 
matter of months if left unchecked.

Galvanized pads need to be attached 
to the backing plate by mechanical 
means (using hooks, embedded mesh, 
or spot welds) because glue won’t work. 
The added expense of the mechanical 
attachment is worth the cost, though, 
because it affords greater product dura-
bility and longevity.

Galvanization also removes the need 
for a painted rust-protecting finish, 
which can be damaged. As the coating 
is chipped or braised, the pad becomes 
vulnerable to corrosion.

Fit and tolerance  
really matters
Everyone talks about fit and function… 
but there’s no function if it doesn’t fit.

Fit issues are a growing challenge as 
vehicle manufacturers embrace a pro-
liferation of shapes and sizes. Fly-by-
night brake companies cannot keep up. 

The last thing a technician wants to 
do, when he gets brake pads that don’t 
quite fit, is to rebox them and send 
them back. The delay will end up cost-
ing everyone money, so he might be 
tempted to take a file and “fix” the pad 
himself. This is a mistake.

Brake pads need to fit snugly or they 
lose a degree of effectiveness. In addi-
tion to inviting corrosion, filing or chip-
ping away a part of the pad introduces 
performance uncertainties.

Brake tolerances are incredibly tight 
and they’re calculated to accommodate 
the expansion and contraction due to 
thermal changes. Changing the shape 

of the pad, you don’t know if the part 
will seize, rattle, or shift. You’re making 
a very rough calculation that can have 
deadly repercussions. The simple solu-
tion is to put it back in the box, send it 
back, and ask for a reputable manufac-
turer’s product.

Quality is worth  
the extra cost.
Measured against the full cost of a 
brake job, the incremental cost of good 
quality brake pads is minimal.

On a typical $200 to $350 brake job, 
few consumers will quibble about the 
extra $20 or $30 it costs for pads which 
will perform as intended.

There’s a stand to be taken here. If you 
care about your customer’s safety, you’ll 
recommend quality parts that will build 
trust and that you can stand behind.

If you tell the story correctly, no 
one’s ever going to buy a cheap brake 
pad again. 
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Tool catalogue
OTC’s 2018 Automotive Specialty Tools & Equipment catalogue 
features hundreds of new tools, equipment, innovative products, 
and expanded product categories. It also features additions to 
engine and exhaust service tools, fuel and coolant tools, brake 
and transmission tools, and motorcycle service tools and more. 
Among the hundreds of new tools are an extendable indexing 

pry bar, new drive axle tools including axle seal protectors, transfer case seal pro-
tectors, and input shaft seal installers.
www.otctools.com/catalogs

Fuel modules
VDO Fuel Modules from Continental’s OEM 
Direct Parts are genuine OEM parts direct from 
the manufacturer. They’re the same high-qual-
ity original equipment parts manufactured by 
Continental, affordably priced to keep shops 
competitive. Previously offered as ‘dealer only’ parts, these vehicle-specific fuel 
modules are priced competitively. They offer exceptional coverage for Audi, BMW, 
Land Rover, Mercedes-Benz, MINI, Porsche, and Volkswagen applications.
www.usa.vdo.com

Cadillac air spring
Arnott has introduced a new rear aftermarket air spring for 
the 2013-2019 Cadillac XTS (Epsilon II) with Automatic Level 
Control and with or without All Wheel Drive. Arnott's new 
rear air spring, A-3233, for the 2013-2019 Cadillac XTS fea-
tures a cross-axis, multi-ply, Firestone air sleeve engineered 

for extended service life. The air springs are assembled with Tier 1 components 
including heavy-duty crimp rings, high-impact resin top and piston and a new 
4mm air-line fitting for a fast installation.
www.arnottindustries.com

Brake booster
ATE’s OE quality replacement Brake Boosters are designed 
to deliver a powerful braking force, with peak performance 
across the board. Built for dependability and long service 
life, ATE Brake Boosters feature high-quality materials, 
meticulous workmanship, and a sophisticated design 
that significantly reduces premature abrasion and makes 
safe braking easier. Over 57 SKUs are available for easy and 
problem-free installation.
www.ate-na.com

Variable valve timing chain kits
Cloyes Gear and Products has released new timing chain 
kits with variable valve timing (VVT) actuators, designed 
for the replacement of worn or damaged timing chains, 
tensioners, sprockets, guides, and VVT actuators. Cloyes 
aftermarket VVT system components work with its cur-
rent timing system product offerings. Testing against the 

OE actuator, the Cloyes units exhibited 20 percent less frictional drag and pro-
duced 10 percent more torque at the same oil pressure.
www.cloyes.com

Magnetic  
pickup tool
The Mueller-Kueps 
Mini Magnet, 
part number 
No. 702 270, is 
one of the 
smallest flexible 
magnets on the mar-
ket. Not only is it small enough to reach 
into narrow spaces such as glow plug 
holes, it can also lift up to half a pound 
of metal. This makes it perfect to use 
when you drop nuts, bolts, or small items 
while working on the car. In a bright 
green colour, this magnet is easy to find.
www.mueller-kueps.com

Cabin air filters
Bosch High Efficiency Particulate Air 
(HEPA) Premium Cabin Air Filters are 
designed to clean the air that enters a 
vehicle through the heating, ventila-

tion, and air 
conditioning 
(HVAC) sys-
tems – trap-
ping fumes, 
pollen, dust 
and pollut-
ants, and 

preventing them from entering the 
vehicle. Bosch HEPA Premium Cabin 
Air Filters have an efficiency rating of 
99.97% at 0.3 microns.
www.BoschAutoParts.com

Steering knuckle
Dorman has developed a 
pre-pressed steer-
ing knuckle kit – 
also known as a 
loaded knuckle 
– that comes 
with all critical 
c ompon ents 
already assem-
bled for a fast, simple, safe installation. 
It includes a new knuckle, wheel bear-
ing, hub, and application-specific hard-
ware. Designed to save hours in labour, 
it eliminates work required to replace 
individual corroded components.
www.dormanproducts.com
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Shocks and struts
Arnott has introduced additional new and reman-
ufactured OE rear shocks for Mercedes-Benz E-Class 
and CLS-Class models. The Arnott-designed aftermar- k e t 
rear shock SK-3012 and SK-3039 bypass the aging and 
often-problematic Adaptive Damping System (ADS) on older Mercedes and include 
a coil resister which plugs in to the vehicle’s electrical system to eliminate any sus-
pension dashboard warning lights.
www.arnottindustries.com

Timing chains
Cloyes Gear and Products recently expanded its auto-
motive replacement parts catalogue and increased 
vehicles-in-operation coverage by more than 20 million 
in the United States and Canada through the addition 
of 44 part numbers. The part numbers are available for 
a variety of popular nameplates, including Ford, Nissan, 

Mazda, and Volkswagen. The newly released part numbers include a wide range 
of kits and stand-alone components, including timing chain tensioners, guides, 
sprockets, and chains.
www.cloyes.com

Diagnostic training
Snap-on has added 11 training videos to its web-
site to help professional technicians navigate the 
features and functionality of its new Apollo D8 
full-function scan tool with exclusive Intelligent 
Diagnostics software. Apollo D8 Training Solutions 
videos cover everything from an introduction to 
the tool and overview of Intelligent Diagnostics, right through to a complete vehi-
cle system scan. Visit the Snap-on website for a complete list of subjects.
www.diagnostics.snapon.com

Wheel speed sensors
Continental’s new line of ATE genuine OEM 
Wheel Speed Sensors offers exact fit and easy, 
trouble-free installation. The sensors are gen-
uine OE replacement parts that come direct 
from the manufacturer, Continental. ATE 

Wheel Speed Sensors provide detection of rotational direction for hill start assist 
and park assist systems, as well as provide wheel speed inputs to ABS, TCS, and ESC 
control systems. Applications include Audi, BMW, Chevrolet, Jaguar, Land Rover, 
Mercedes-Benz, Mini, Mitsubishi, Opel, Saab, Volkswagen, and Volvo vehicles.
www.ate-na.com

Oil for gas trucks
Shell Lubricants has introduced Shell Rotella Gas Truck full syn-
thetic engine oil providing extreme protection for towing and 
hauling for gasoline-powered pickup trucks and SUVs. The oil, 
from the makers of Shell Rotella heavy duty diesel engine oil, 
offers the unsurpassed protection these engines need in three viscosity grades: 
0W-20, 5W-20 and 5W-30. The oil is available in five-liter quantities. It is approved 
for use in Ford, GM, Ram, and Toyota gas-powered trucks and SUVs.
www.rotella.ca

Turbo charger
TrakMotive says its 
new line of premium 
turbo chargers are manufactured and 
engineered to meet or exceed OEM 
standards. All TrakMotive New Turbo 
Chargers are 100% brand new and are 
dynamic balance tested. The turbo vac-
uum-operated actuator diaphragm is 
designed to resist heat fatigue. They 
come with a complete gasket kit for 
easy installation and pre-lube syringe 
to ensure proper lubricant protection 
during installation.
www.trakmotive.com

Windshield washer pumps
Continental now offers the first OE 
replacement pumps available to the 
market. A wide range of competitively 
priced SKUs offers coverage for Audi, 
BMW, Buick, Chevrolet, Ford, Honda, 
Volkswagen, and Volvo. Unlike some 
universal aftermarket designs, which 
do not perform to OE standards, VDO 
Windshield Washer pumps are genu-
ine OE parts direct from the manufac-
turer, Continental.
www.usa.vdo.com

Brake pads
Continental’s ATE brand of brake pads 
now offers product that is specially for-
mulated to original equipment friction 
specifications and quality-built and 
tested to meet or exceed manufactur-
ers standards. ATE Original Disc Brake 
Pads deliver maximum braking power 
instantly without fade, squeal, or jud-
der. They’re engineered for low heat 
transmission to prevent pedal failure. 
All brake pads are equipped with 
underlayers and noise damping sheets 
to minimize noise during braking.
www.ate-brakes.com
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Roll cabs
Snap-on KERP682AO 68” 12-Drawer 
EPIQ Series Roll Cabs and KMP1022 
54” 11-Drawer Masters Series Roll 
Cabs are now available in matte green 
and matte orange colour options. They feature 
a customizable SpeeDrawer for organizing loose fasteners, 
parts and tools, and the PowerDrawer, a dedicated drawer 
for charging power tool batteries and handheld devices. The 
KERP682AO features standing seam construction with addi-
tional top, bottom and side support.
www.snapon.com

Swing-arm tire changer
The new John Bean T2545T Swing 
Arm Tire Changer features a com-
pact design for handling passenger 
cars, light trucks and high-perfor-
mance wheel and tire assemblies. 
It features a locking mount/
demount head offset, which offers 
maximum cosmetic safety for 
expensive wheels, significantly 
reducing the risk of harming wheel 
and tire assemblies. Its robust 
design makes for precise clamping 
and the heavy-duty pneumatic 
valves are simple to operate.
www.JohnBean.com

Parts lookup
Mitchell 1 has added the ability to search its ProDemand 
repair information software using an OEM part number, 
further expanding the search functionality in the 1Search 
Plus module of ProDemand. Service writers and technicians 
now have the option to start a repair information lookup 
beginning with a part number in addition to diagnostic 
code, component or symptom. ProDemand will automati-
cally detect and return results for the correct part.
www.mitchell1.com

Automotive 
filters
Purolator has 
introduced 61 new 
part numbers for 
the Purolator, 
PurolatorONE, 
and PurolatorTECH product lines. These new part numbers 
include oil, air, cabin air, and fuel filters covering late model 
applications through 2019. The new part numbers fit a vari-
ety of popular models such as Chevrolet Cruze, Honda Accord, 
Kia Sorrento, Subaru Forester and others.
www.pureoil.com

BABB YAA WYY AWW TCHAA
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INTRODUCING A BIGGER, TOUGHER, AND
WATERLESS WAY TO WIPE OUT GREASE.

CHOOSE A
SIDE.

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
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Rear shocks
New to the Monroe offering 
are three Monroe Magnum 
rear shocks covering more 
than 280,000 Ford F250 and 
F350 Super Duty trucks, 
model years 2017-2019. 
Monroe also has introduced 
a Magnum steering stabilizer 
for 2008-2010 Ford F350, F450 
and F550 Super Duty models. 
They are designed and built 
to meet the demands of high 
mileage and severe use.
www.monroe.com

Refrigerant analyzers
Robinair has released its new R-ID (#16990) and R-ID Plus 
(#16995) Refrigerant Analyzers, which allow technicians to quickly 
and accurately determine the refrigerant purity of a vehicle’s AC 
system. The R-ID and R-ID Plus Refrigerant Analyzers are designed 
for use on vehicles with either R-134a or the newer R-1234yf refrig-
erant. They measure the percentage of R-1234yf, R-134a, R-12 and R-22.
www.Robinair.com
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OUR LEGENDARY
WIRING DIAGRAMS
JUST GOT SMARTER
You already love ProDemand wiring diagrams, 
and now there is even more to love!

Our world class wiring diagrams now feature intelligent navigation, 
integrated so it’s faster and easier than ever to find the exact wiring 
diagram you need for an efficient and accurate diagnosis.
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