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RE-TRAINING THE TRADES

SERVICE NOTES

Despite a few lingering cold days, spring is officially here. A season that’s 
often associated with renewal and rejuvenation, all across Canada, 
thousands of college students are currently engaged in online coursework, 
and registration for summer programs is now open.

In early 2020, the Government of Ontario announced that it is investing $47 
million in 2021 and 2022 to hire more apprentices, improve their quality of training, 
and help them complete their certification through the new Achievement Incentive 
Program and the expanded Apprenticeship Capital Grant. A 2020 Transportation 
Technician Supply & Demand Report done by the TechForce Foundation uncovered 
that the U.S. could be short by nearly 625,000 automotive service technicians by 2024 
if current trends hold strong. But why is this happening, and is it similar to what’s 
going on in Canada? After speaking with several current licensed technicians, retired 
technicians, and even a few professors, the reason behind the decline in young people 
pursuing a career in the trades is because unfortunately, though vehicle technology and 
the automotive industry are making huge advancements, college curriculums and their 
training modules remain stagnant.

By the time I had entered the third year of my four-year undergraduate program, 
I was juggling a full-time course load at Centennial College from Monday to Friday, 
taking additional courses across the city over at the University of Toronto, and working 
25 hours a week at a part-time job. As a requirement to graduate, despite being a 
published writer, I also had to commit three days per week at an internship. It wasn’t 
a paid opportunity, which meant I was choosing between working for money or 
working for free to obtain my final degree. I remember being excited at the prospect 
of seeing my name in print—only four interns, myself included, were hired per year at 
one of Canada’s leading fashion magazines, which is where I ended up. But when I got 
there, I wasn’t writing flashy headlines, or publishing web stories, or even sending out 
Tweets—instead, I was texted coffee orders, and I spent hours at my desk copy-editing 
and fact-checking to make sure no typos made it to the printer. I had been writing 
for a few years, yet I was spending 15 hours per week doing tasks that didn’t teach me 
anything I didn’t already know, and worst of all, it was mandatory. The field of study 
may be different, but the experience I had nearly ten years ago is the same one that 
apprentices and newly certified automotive service technicians continue to grapple 
with every day. After spending time and money on education, 
they enter the workforce and are often met by employers who 
either don’t see the value in investing in ongoing professional 
development, or they’re put to work doing tasks that don’t 
maximize the skills that they can bring to the table.

Our cover story this month analyzes what happens from 
the time apprentices sign up for a program in the automotive 
aftermarket, to when they enter the workforce. As soon as 
spring ends, certified technicians will be looking for a 
chance to take your shop to the next level. Just make 
sure you give them the chance. 

Happy reading,

Christine Hogg
Editor, Jobber News

Let me know what you think.  
You can reach me at christine@turnkey.media



LETTERS What’s on your mind?
We want to hear from you about anything you read in 

CARS magazine. Send your email to christine@turnkey.media

COMMON MISTAKES TO AVOID WHEN CHOOSING 
A MOTOR OIL
Consumers need to be educated on vehicle service to protect their vehicle 
investment. Quality motor oil and a quality oil filter go hand in hand. 
Gone are the days of a $29.99 oil change. When consumers purchase a 
new vehicle, they are not made aware of the higher costs of maintenance, 
so they get a rude awakening when they bring the vehicle in for service. 
This is where education and patience come in to play. 
Bob Ward 
Owner, St. Thomas Auto Guys

AIA CANADA: YOUR CAR, YOUR CHOICE,  
YOUR DATA CAMPAIGN
The data being collected is mostly to do with fault code frame data which 
allows the manufacturer to see the cause of the DTC or other issues 
in real-time. This allows them to refine the firmware/software of the 
associated modules. Other than the service reminder on the dash, there 
is nothing in there to help consumers decide on maintenance or cost 
thereof. Owners are free to have their vehicle serviced wherever they wish 
but trying to cajole them into thinking that that manufactures are no 
better than internet hackers it just plain wrong.
Frank Turcott 
Reader, CARS magazine

TECH SHORTAGE CONTINUES  
TO WORSEN, STUDY SAYS
Social media has exposed what will happen to these tech school grads 
once they get into the trade. Many of them will end up in a dealership 
working for flat rate pay. The dealerships have the worst benefits, no 
pension or retirement, and inconsistent pay. The warranty times they pay 
are a joke. If you run out of work because there is not enough work to go 
around for all the techs they hired, the owners don’t care since they don’t 
have to pay you. I have told anyone that will listen to never get into this 
trade, never! 
Brent Forrester 
Technician, FCA

SHOP OF THE YEAR
I recently saw your 2020 issue where you featured a 100 per cent female-
owned shop and I thought it was amazing and empowering to see women 
succeed like that.
Katelyn Pyke 
Reader, CARS magazine
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NEWS

ONTARIO PARTNERS WITH AUTO INDUSTRY  
TO BOOST SUPPLY CHAIN COMPETITIVENESS

The Ontario government is investing 
$10 million in auto parts companies 
through the Ontario Automotive 
Modernization Program (O-AMP) to 
boost competitiveness and position 
Ontario as a North American hub for 
building the car of the future. Funding 
awarded so far will leverage $25.8 
million in industry investments.

"The strength, innovation and 
quality of our automotive supply 
chain has been essential in attracting 
almost $6 billion in new vehicle 
assembly investments to Ontario," 
said Vic Fedeli, minister of economic 
development, job creation and trade. 
"O-AMP provides targeted support to 
help auto parts manufacturers make 
critical investments in technology and 
training to enable them to keep ahead 
in a globally competitive industry."

O-AMP was launched in September 
2019 as a centrepiece of Driving 
Prosperity: The Future of Ontario's 
Automotive Sector, the government's 
plan for a strong and sustainable auto 
industry. The program is helping small- 
and medium-sized automotive parts 
suppliers get better, stronger, and faster 

by investing in technology adoption 
and/or training in lean manufacturing. 
More than 100 projects are either 
underway or in the pipeline and will 
create about 570 jobs.

"The Canadian and Ontario auto 
industries have a generation-defining 
opportunity to lead in the design, 
engineering and manufacture of 
modern vehicle technologies — zero 
emissions, light-weight, connected 
and autonomous," said Flavio 
Volpe, president of the Automotive 
Parts Manufacturers Association. 
“The targeted investments of the 
Ontario Automotive Modernization 
Program will assist our ambitious and 
innovative auto parts companies stay 
at the leading-edge of technology and 
innovation."

"By partnering with Ontario's 
innovative and ambitious auto parts 
companies, we can help prepare 
our supply chain to seize growth 
opportunities stemming from NAFTA 
2.0 and its increased regional content 
requirements for vehicles," said minister 
Fedeli. "As our government works to lay 
the foundation our economic recovery 

from COVID-19, we will continue 
our collaborative partnerships to keep 
the auto industry at the forefront of 
innovation, jobs and exports for years 
to come."

Ontario's 2021 budget announced 
further support for the auto sector by 
investing $56.4 million over the next 
four years to create the Ontario Vehicle 
Innovation Network (OVIN). OVIN 
will build on successful elements of 
the Autonomous Vehicle Innovation 
Network (AVIN), accelerating the 
development of next generation 
electric, connected and autonomous 
vehicle and mobility technologies, as 
well as supporting Ontario's role as 
the manufacturing hub of Canada. 
OVIN will also encourage collaboration 
between small- and medium-sized 
enterprises, academia, the auto industry 
and the battery sector, including critical 
minerals development in Ontario's 
North. This will ensure MEDJCT 
stakeholders in the automotive and 
associated sectors across the province 
have access to the support they need 
to prepare for and build the next 
generation of vehicles.

Photo: Tyler Casey – Unsplash
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NEWS

MORE PUBLIC EV CHARGING SOLUTIONS  
COMING TO CANADA WITH NEW AGREEMENT
FLO, a North American charging 
network for electric vehicles and a 
major provider of smart charging 
software and equipment, has signed 
an agreement with Greenlots, (a 

member of the Shell Group) for a 
new roaming agreement, unlocking 
even more public charging stations 
across the U.S. and Canada.

Greenlots has strong presence 

and a wide network of EV charging 
stations around the world, particularly 
in the United States and Canada. As a 
result of the agreement, 2,250 level 2 and 
383 level 3 public Greenlots stations in 
North America can now be accessed and 
activated via the FLO smartphone app. 
In conjunction with FLO's other roaming 
partners, FLO members now have 
access to nearly 55,000 options for their 
charging needs.

"At FLO, our mission is to fight 
climate change by accelerating EV 
adoption. Opening our charging 
ecosystem to other networks is a concrete 
way we can make it more convenient 
for EV drivers to charge their vehicle, 
regardless of where they want to go," 
said Louis Tremblay, president and CEO 
of FLO. "This new collaboration with 
Greenlots is yet another milestone in 
the development of our FLO network, 
building an even better member 
experience.”

Becoming a member of the FLO 
network is free and easily done by 
downloading the company’s app. In 
addition to Greenlots, FLO members 
can use their app to access stations 
on the following networks: BC Hydro 
EV Network, ChargePoint, eCharge 
Network, and Electric Circuit.
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AUTOMOTIVE TRAINING INSTITUTE  
TEAMS UP WITH SHOPMONKEY 
Shopmonkey, a San Jose, California-based 
software company serving the automotive 
repair industry, and Automotive Training 
Institute (ATI), a leader in coaching and 
training services for auto repair shops, are 
teaming up and combining their collective 
expertise and offerings to help auto 
repair shop owners overcome the unique 
challenges of today's business climate.

ATI offers services and solutions 
to repair shop owners using certified 
coaches to improve overall business 
operations. Shop success is driven by 
proven, measurable, and field-tested 
strategies and practices. The affiliate 
partnership will empower ATI members 
to leverage Shopmonkey's suite of  

tools to drive better business outcomes.
"When teaming with ATI, we saw that 

our companies share a similar vision in 
the industry," said Ashot Iskandarian, 
CEO and founder of Shopmonkey. 
"ATI has a long history of helping small 
businesses become successful, and that is 
something we care about as well. While 
this collaboration is a win for any size 
repair shop, it will help smaller repair 
shops overcome tougher competition 
and increased operational costs. As we 
offer tools to create a smoother workday 
for technicians, ATI has the ability to 
offer knowledge that will put clients 
ahead of the competition."

Using Shopmonkey's cloud-based 

services, ATI clients will be able to 
maximize their operations by consolidating 
complicated tasks involved in running 
a repair shop to a single platform. This 
includes automated scheduling, inventory, 
payment processing, and customer 
communications.

"ATI is proud to welcome Shopmonkey 
as our latest affiliate member," said Jim 
Silverman, manager of vendor relations 
at ATI. "We share common interests 
with all of our partners. As we continue 
to coach our members to help them 
make continuous strides in achieving 
business success through strategic shop 
management, we believe that Shopmonkey 
is another great addition to our family."

Over 500,000 vehicle parts and products in inventory, all ready
for delivery: that’s over 500,000 good reasons to make us your
number one partner.  napacanada.com

“You need it, we’ve got it”.
That’s NAPA know-how

Over 500,000 vehicle parts and products in inventory, all ready
for delivery: that’s over 500,000 good reasons to make us your
number one partner.  napacanada.com

“You need it, we’ve got it”.
That’s NAPA know-how
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NEWS

GOODYEAR TO ACQUIRE COOPER TIRE  
IN $2.5 BILLION DEAL
The Goodyear Tire & Rubber Company 
and Cooper Tire & Rubber Company 
have entered a definitive transaction 
agreement under which Goodyear will 
acquire Cooper in a transaction with a 
total enterprise value of approximately 
$2.5 billion.

The transaction will expand 
Goodyear’s product offering 
by combining two portfolios of 
complementary brands. It will also create 
a stronger U.S.-based manufacturer 
with increased presence in distribution 
and retail channels while combining 
both companies’ strengths in the highly 
profitable light truck and SUV product 
segments. The combined company will 

have approximately $17.5 billion in pro 
forma 2019 sales.

Under the terms of the transaction, 
which has been approved by the boards 
of directors of both companies, Cooper 

shareholders will receive $41.75 per share 
in cash and a fixed exchange ratio of 
0.907 shares of Goodyear common stock 
per Cooper share for a total equity value 
of approximately $2.8 billion. Based on 
Goodyear’s closing stock price on Feb. 
19, 2021, the last trading day prior to 
the announcement, the implied cash 
and stock consideration to be received 
by Cooper shareholders is $54.36 per 
share, representing a premium of 24 
per cent to Cooper’s closing stock price 
on Feb. 19, 2021, and a premium of 36 
per cent to Cooper’s 30-day volume 
weighted average price as of the close 
on Feb.19, 2021. Upon closing of the 
transaction, Goodyear shareholders 
will own approximately 84 per cent of 
the combined company, and Cooper 
shareholders will own approximately  
16 per cent.

Founded in 1914, Cooper is the 
fifth-largest tire manufacturer in North 
America by revenue with approximately 
10,000 employees working in 15 countries 
worldwide. Cooper products are 
manufactured in 10 facilities around the 
globe, including wholly-owned and joint 
venture plants. The company’s portfolio 
of brands includes Cooper, Mastercraft, 
Roadmaster and Mickey Thompson.

“This is an exciting and 
transformational day for our companies,” 
said Richard J. Kramer, Goodyear 
chairman, chief executive officer and 
president. “The addition of Cooper’s 
complementary tire product portfolio 
and highly capable manufacturing assets, 
coupled with Goodyear’s technology 
and industry leading distribution, 
provides the combined company 
with opportunities for improved cost 
efficiency and a broader offering for 
both companies’ retailer networks. We 
are confident this combination will 
enable us to provide enhanced service 
for our customers and consumers while 
delivering value for shareholders.”

Find the right part at: www.continentalaftermarket.com

Continental brushless blower motors deliver true OE performance 

and unsurpassed quality, backed by our deep technical expertise 

and solid customer support. These blower motors restore  

the original cooling performance and feature OE mounting  

locations and plug-and-play electrical connections for quick,  

easy installation, right out of the box.

Continental brushless blower motors –
true fit with plug and play installation

CO7002 CARS_HVAC_Conti_BlowerMotors_ThirdSq_4-21_V1.indd   1CO7002 CARS_HVAC_Conti_BlowerMotors_ThirdSq_4-21_V1.indd   1 4/6/21   1:48 PM4/6/21   1:48 PM
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61.5
per cent

28.2

BytheNumbers Stats that put the North American 
automotive aftermarket into perspective.

14%

The number of Canadian women who 

said they would move to a different 

industry if they were to start their 

career today, with a lack of diversity, 

equity, and inclusion in the automotive 

industry being among the top three 

reasons to leave. 

8.8 billion

As a result of production pauses  
due to the COVID-19 pandemic, 
shipments for the motor vehicle 
assembly industry dropped 28.2 
percent for the year. For the first 
time since 2010, the industry fell 
below $45 billion. 

After exceeding 40 billion USD in 2019, the global 
online automotive aftermarket size is expected 
to increase at a compound annual growth rate of 
approximately 14 per cent between 2020 and 2026. 

PER CENT

The retained value across every 

vehicle in Canada showed 

that four-year-old models 

(2017 model year) held 61.5 
per cent of original MSRP, 

industry wide. The closest year 

was 2020, when the industry 

average was 56.6 per cent. 

Canadian Black Book

317 million
The Global Automotive OEM Telematics Market - 6th Edition

The installed base of embedded OEM telematics systems is predicted  
to reach 317 million units by 2025. 

Canada is home to the fourth most expensive toll road in the 

world, with a toll cost for the Confederation Bridge totalling 

$48.93. The most expensive toll road is the Pennsylvania Turnpike 

in the U.S., which will cost you $112.90 USD to get across. Budget Direct Three
quarters

Prior to the pandemic, personal motor 

vehicles (75 per cent) were 

the most common mode 

of transportation to work, 

followed by public transit 

(13 per cent) and active transportation 

(seven per cent). 

Statistics Canada

4,700,000
The number of Canadians who normally 
work in an office, who are now working 
from home as a result of the COVID-19 
pandemic. Statistics Canada

45%

Deloitte 2020 Diversity, Equity, and Inclusion in Automotive Study

DesRosiers Automotive Consultants Inc.

The global retread tire sales industry is estimated to  

be valued at US 8.8 billion in 2021. The increase  

in average miles driven and growing vehicles parc  

will drive the tire aftermarket, subsequently fueling the 

demand for retreading tires. Future Market Insights

Statista

140.29 BILLION
The global vehicle electrification market was valued at USD 70.14 Billion in 2019, and 
is projected to reach USD 140.29 billion by 2027, registering a CAGR of 11.3 per cent. 

Valuates Reports
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Awebsite is one of the most important components to a successful business. 
However, not enough shop owners spend the time and money on website 
upgrades that match their underlying brand identity.

An effective, functional website can be a very valuable tool, and it can 
also help you strengthen existing customer relationships while building new ones, 
too. But, for many shop owners, especially in light of the COVID-19 pandemic, 
website management is a bit of an afterthought, as securing sales and providing 
exemplary customer service remain at the forefront.

A quick Google search reveals that there are many free website building tools 
that allow the user to secure a domain and design their own website or select from 
a range of pre-built templates with integrated marketing and business tools for a set 
monthly fee. 

Sometimes, it’s worth the investment 
to hire an outside firm that specializes 
in aftermarket development and have 
the extra peace of mind knowing that 
your site will be professionally managed 
and updated regularly by a third-party. 
These companies specialize in website 
monitoring and can break down the 
analytics so that you can see which 
website pages are performing the best, 
where most of your website visits come 
from (for example, your online booking 
form, the contact page, etc.), and where 
the website traffic could be improved. If 
you decide to hire a third-party to build 
out and manage your business’s website, 
it’s important to view this business 
decision as a long-term project, rather 
than a quick fix to draw attention to 
your brand. While having a website 
built is convenient, like all digital 
media, business websites are fuelled 
by content, and as a small business 

 When done correctly, strong websites 
can bring about a boom in business

By Bob Greenwood, AMAM

WOW THEM WITH 
YOUR WEBSITE

GREENWOOD’S GARAGE



      w w w. a u t o s e r v i c e w o r l d . c o m        M A R C H   /  A P R I L  2 0 2 1   13

Bob Greenwood, AMAM
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.

owner, you must be willing to engage 
with your clients and ensure that your 
website is a combination of informative, 
educational, and entertaining content that 
will make your customers stick around. 
If your website is unresponsive or lacks 
user-friendly features, don’t expect your 
customers to linger on the page.

Website checklist: do’s and don’ts 
To attract new customers and keep existing 
clientele engaged, shop owners should first 
and foremost conduct some simple market 
research on their competitors to compare 
website offerings.

Evaluate strengths and weaknesses: 
what is missing from your website? Is all of 
the information up to date, such as contact 
information and any promotional offers? 
At the end of the day, with most clients still 
shopping online and making appointments 
online, a user-friendly experience matters 
more than price. Although you might have 
the best deal in town, if the information 
on your website is impossible to find, a 
customer will have no problem going 
elsewhere to have their needs met. Before 
you get started on overhauling your 
website, consult with your team members 
and listen to their feedback regarding its 
design. You likely have a diverse team with 
many unique talents—give them the floor 
to get creative!

Times are rapidly changing, and while 
it’s always good to stay on top of vehicle 
technology, it’s also important to keep an 
eye on the back-end operations of your 
business. Having a user-friendly website 
that encourages customers to visit for a 
number of reasons, including to access 
online exclusive deals or promotions, book 
an appointment, or to access information 
will greatly position shop owners for the 
ongoing e-commerce boom. 

• Ensure that all contact details, including hours of operation and phone numbers are valid.

• If you haven’t already done so, add an email address alongside the contact number: the 
majority of clients like to book online, or submit questions via email, not telephone.

• If you run weekly or monthly product promotions or specials on your website, make sure 
that all of your staff members can answer questions relating to those offerings.

• Create a staff page with a photo and a bio of each team member, or, use this down time 
to update your staff photos if you have an existing staff page.

• Add an online booking platform if you haven’t already done so—in case customers can’t 
reach your shop by phone, a form will secure the sale, rather than them taking their 
business elsewhere if it’s a last-minute request.

• Consider adding a blog to your website! This is a great place to share photos of your shop, 
and it’s a space to share updates, contests, and promos, which can also be shared to 
social media.

• Set a clear business objective under your “About” section: who are you, what does your 
business offer, and what sets it apart from others in the area?

• Clearly define your products, services, and pricing.

• Consider posting industry-related content to your blog, such as AIA’s “Your Car. Your Data. 
Your Choice.” campaign: most consumers are not aware of industry-specific issues and 
how it affects them, so posting educational content can go a long way.

• Update your digital repair order and ensure warranty information is legible.

To keep your website performing  
at its best, consider the following:

1. Register on repxpert.us.
2. Complete the training and 

quizzes for Bearings & SealsBearings & Seals
and Clutch Components.

3. Submit shipping address to 
receive your cool swag.

The online resource dedicated to mechanics. Register today 
for free access to technical guides, diagnosis and repair, 
installation, parts catalog, expert advice and more.

Learn & Earn Free Swag
1. 
2. 

3. 
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COVER STORY

Outdated curriculums and a lack of continuous education puts today’s techs at a     
     disadvantage in the workplace. Can a new government-approved program fix that?

Are today’s techs

By Christine Hogg

getting the training
they deserve?
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ecently, the Government of Ontario announced that it is investing $47 million in 2021 
and 2022 to hire more apprentices, improve their quality of training, and help them 
complete their certification through the new Achievement Incentive Program and the 
expanded Apprenticeship Capital Grant. The Capital Grant will consist of $24 million 
which will be put towards helping colleges, unions and apprentice training providers 
upgrade their equipment and facilities to ensure apprentices are learning and using 
state-of-the-art infrastructure during their in-class training. Examples include new 
virtual reality training equipment and simulators, new tools or upgraded accessibility 
supports, all of which help apprentices acquire the skills they need to be ready to enter 
the workforce.

These initiatives are part of the government’s Skilled Trades Strategy, which 
includes reducing the stigma related to a career in the skilled trades, simplifying the 
apprenticeship system, and encouraging business participation. These programs are 
also designed to support those who train apprentices, such as businesses, colleges, and 
other training organizations, providing more young people with high quality training 
that will lead to successful careers.

Al Playter is a professor at Centennial College, where he teaches course content 
for the automotive and motorcycle apprenticeship programs. He’s also a licensed 
automotive technician. He started at Centennial College in 1991, left in 1996 to start 
his own business, returned in 1999, and has been there ever since, so it’s fair to say that 
he has seen the automotive industry shift and change over the years. Apprenticeship 
education and on-the-job training for technicians should reflect those changes, but the 
reality is that it falls short, Playter says.

Playter currently specializes in electrical electronics, which teaches students the 
basics of electricity and atomic theory, a subject that he teaches at all three levels of the 
apprenticeship program. There are a few different ways that the apprenticeship works. 
The block model means that the students are out of the workplace and attending college 
for two months straight. The co-ops have the students in college for four weeks before 
they rotate back into the workplace for four weeks. An extended eight-month version 
of the program has the students working in the trades for eight months, while doing an 
additional eight months of college. 

“To qualify for the program, you have to be indentured as an apprentice, so you have 
a three-way contract between yourself, your employer, and the Ontario government,” 
Playter explained. “You have three periods of school, each are 240 hours, and within 
each 240 hours you have five different disciplines that you pass. At the end of that time, 
if you pass, you are qualified to take the certificate of qualification, which then licenses 
you as an auto technician.”

As a college professor, Playter says his students are anywhere from 18 to 50 years of 
age. Regardless of their past life experiences or extracurricular hobbies, the training 
goes strictly by the book. “The program keeps changing all the time, but it was 
originally 9,000 hours,” Playter said. “Now, the in-school portion is 240 hours at three 
different times: Level 1, Level 2, and Level 3. The balance of that time is where they 
spend it with their employer, theoretically, putting into practice they learn in school.”

Education, skills, and training collide
Once the student leaves the classroom setting, Playter says it’s up to the individual to 
utilize the training and skills that graduates bring to the workplace. “I can teach my 
heart out, as can any instructor, but if they don’t utilize those skills when they get back 
to work, then it’s useless, almost like a language. If you don’t lose it, you lose it.”

At the same time, the employer has an equal responsibility to allow newly certified 
technicians the opportunity to truly hone their skills. 

“One of the worst problems is that 
with the Level 1 and Level 2 apprentices, 
they’re taken as gophers,” Playter said. 
“I may teach a lesson on using an 
oscilloscope, and when they enter their 
new workplace, their employer has them 
changing snow tires, doing oil changes, 
getting coffee, and picking up customers. 
Unfortunately, the employers are not 
doing what they’re supposed to do.”

The solution, Playter says, is that there 
should be a closer correlation between 
what the students are learning, and 
what they can do once they get to work. 
“Students aren’t going to learn unless 
they’re allowed to actually practice,” 
Playter said. Over the years, there have 
been several attempts to create mentorship 
programs, but Playter says they always 
fail because there’s a disconnect with 
employers not understanding why they 
should further invest in extra training 
for the employee if they’re already paying 
them with employment. “I have 48 hours 
to teach them [the apprentices] everything 
they need to know about electrical 
electronics and diagnostic tools, but that’s 
not an awful lot of time,” Playter said. 
“The qualifications of the people training 
these students is also an issue. Good 
instructors continue to upgrade their own 
skills because of the great changes that 
happen in our trade.”

Emily Pyke is an automotive service 
technician at Heffner Lexus, based 
in Kitchener, Ont. In January 2021, 
she completed her apprenticeship at 
Conestoga College. “The training is 
heavily outdated, not just for the students, 
but the instructors as well,” Pyke said. 
“The instructors haven’t been actively 
working in the field for years, and what 
was modern to them at the time is no 
longer relevant. Technology in general 
on cars now a days was very slim in the 
lessons. The cars rolling off the lot contain 
so much advanced technology that we 
didn’t even learn about in the classroom. 
How can they expect us to diagnose and 
repair these vehicles when we are still 
learning about how carburetors function?”
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Bound by the book
Like many professors, Playter’s teachings are bound by a curriculum. 
His current class encompasses 32 hours of theory and 16 hours of 
practical lab. “Within that mix, the onus is on the student to study 
the theoretical part, because we can’t possibly teach everything for 
the practical part,” Playter said. “We’re mandated a certain number 
of hours to teach this or that, but the last time the curriculum was 
updated was back in 2008. There is another curriculum, and I 
wrote some of the electrical and hybrid components for it, but the 
government is still sitting on it; they haven’t introduced it and it hasn’t 
been updated. Faculty that are coasting, and not upgrading their own 
skills, are teaching what they’ve always taught. For the people that are 
cognizant of what’s happening in the trade, a lot of us are teaching 
what students need to know, now.”

Techniques that sound quite simple, like changing a battery, for 
example, have changed dramatically in the last ten years, especially 
because most vehicles are now connected by data. ADAS systems 
are another everyday component to today’s vehicles, Playter says, 
but in the 2008 curriculum, knowledge on how to handle these 
systems is nowhere to be found. To prepare his students for life in 

All of our t-shirts are made from light-weight, 
breathable 100% ring-spun cotton. 
Available in sizes S-3XL. Order yours today!

www.AutoServiceWorld.com/shop

Shop Quality Unisex 
Apparel Today!

All Good Pistons 
Go To Heaven
Unisex T-Shirt 

Emily Pyke, automotive service technician, 
Heffner Lexus.



      w w w. a u t o s e r v i c e w o r l d . c o m        M A R C H   /  A P R I L  2 0 2 1   17

www.theinductor.com
877-688-9633
www.theinductor.comwww.theinductor.com
877-688-9633877-688-9633

Mini-Ductor® Venom® HP

LUG NUTS GRAPHICS GEARS

Tag us in your photos 
#InductionInnovations

Available through your local tool distributor.

The Mini-Ductor Venom HP is the highest 
powered Mini-Ductor handheld 
induction heater available from a 
120v/15 amp line and 1800 watts of 
power. Allowing users to heat metal 
components faster than ever before! 
Manufactured with genuine OEM parts.

> Carry Case
> 7/8” Pre-Formed Coil

> 23” U-Form Coil 
> 41” Bearing Buddy Coil 

INCLUDES:

the real world, Playter acknowledges that he 
and other instructors who share the same 
sentiments that the current curriculum is 
outdated, have had to resort to teaching the 
curriculum, but also devoting extra time 
and hours to train students on modern 
technology once the coursework is done. 
“It’s frustrating because you want to teach 
them as much as you can, but you really 
have to pick and choose,” Playter said.

Once the students leave the classroom and 
enter the workforce, training should never 
stop, and employers should realize the benefit 
that investing in paid training can do for 
their shop, Playter says. “There is payment 
for training available through the Ontario 
government, and they will pay up to 85 per 
cent of the cost of a training course, so a $100 
course is going to cost you, the employer, 
$15,” Playter said. “You can’t lose. The onus 
is also on the technician to say ‘hey, I’m not 
being trained, I’m doing tires and oil changes.’ 
There’s a joke that says you’ve got wheels on 
your toolbox for a reason, and it’s why you’re 
called a journeyperson. If you don’t like where 
you are, you get the hell out of there.”

A tactile trade
On the heels of an outdated curriculum also 
comes the virtual training burnout that 
apprentices are facing. “I don’t like to say 
that technicians won’t learn, either virtually 
or in a classroom, but it’s a very tactile 
trade,” Playter said. “I try and emphasize 
with my students; I know they’re probably 
listening to me teach while playing on their 
phones, but I get it. You have to be very 
flexible because there’s no way you can be 
totally concrete.” 

Unlike inside a controlled classroom 
setting, at home, students have a variety 
of tools and resources at their disposal. 
When it comes time to exams, which would 
normally have zero tolerance for cell phone 
usage or access to a computer, Playter says 
there’s not much he can do except encourage 
students to be honest and to do their best.

“I’ve told them many times, ‘I can’t control 
if you cheat,’” Playter said. “There’s nothing 
that I can do about that whatsoever. Just 
figure out who you’re really cheating.”

Due to COVID-19, the theoretical 
training has been moved to online, 
but the students are still permitted to 
complete their practical coursework 
in the lab. Currently, ten students 
are allowed into the lab at a time, 
which means professors need to be 
flexible, but also that they teach the 
same lesson repeatedly to ensure all 
of their students have had a turn. 
Virtual burnout definitely exists 
in the apprenticeship program, for 
both staff and students, Playter says, 
as apprentices who never intended 
to complete their certification fully 
online, or who may not be auditory 
or visual learners, struggle to keep up. 
Unfortunately, some have dropped out 
of the program altogether. “We would 
see the same thing in the classroom, 

but online, it’s twice as hard,” Playter said. 
“Online, you’ve got so many distractions. 
If they’re not strong academically and if 
they’re not focused, they’re gone.”

“We are a hands-on career, and we 
learn best by putting our hands on the 
components that we are learning about,” 
Pyke added. “I have been very fortunate 
to receive additional training from 
Lexus Canada to achieve my Master 
Hybrid Certification, because without 
that training I would have been heavily 
unprepared for shop life outside of the 
classroom,” she concluded.

To learn more about the Achievement 
Incentive Program, visit www.ontario.ca/
page/hire-apprentice#section-3. To learn 
more about the Apprenticeship Capital 
Grant, visit www.tcu.gov.on.ca/eng/eopg/
programs/aef.  
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ADAS diagnostics and the future of autonomous driving raise a lot of 
questions in the aftermarket community.

As cars become more and more like minicomputers, what do today’s 
technicians and jobbers need to know about the technology?

LeddarTech, a global leader in Level 1-5 advanced driver assistance systems 
(ADAS) and automated driving (AD) sensing technology, has been incredibly busy 
over the course of the last few months. In December 2020, the company announced 
a strengthened collaboration with Renesas by joining the R-Car Consortium, and 
with a new collaboration on the development and promotion of an automotive 
ADAS reference platform. One month later, LeddarTech and OSRAM, a leader in 
automotive lighting and laser systems, announced that they have entered a long-
term agreement, in which LeddarTech will provide their industry-leading LiDAR 
hardware and software components into Osram’s Percept LiDAR platform.

“One of the limitations of the industry today as we move towards more 
advanced safety features is that if you change the camera, or if you change any 
of the configurations, you have to change your entire software suite, as well as 
the verification validation routine,” said Frantz Saintellemy, president and COO, 
LeddarTech. “Current camera and radar-based ADAS systems aren’t safe enough and 
often fail to detect vulnerable road users, such as pedestrians, cyclists, and motorists.”

As of July 2022, there will be mandatory vehicle safety requirements that will be 
imposed on all new vehicle types.”This new regulation will first be launched in Europe 
under the General Safety Regulation 2019/2144. According to Saintellemy, current 
ADAS solutions do not meet this new safety regulation. As a result, LeddarTech is 
working with various OEMs, Tier-1s and Tier-2s to help them integrate the company’s 
components and software solutions to help meet and surpass these safety requirements. 

“Our solutions enable customers to 
leverage existing camera and radar-based 
systems by improving their detection, 
classification, and segmentation of 
obstacles through our unique raw data 
fusion and up-sampling technology,” 
Saintellemy explained. “We enable our 
customers to create the most robust and 
accurate 3D environmental model that 
allows our customers to develop the most 
efficient path planning while reducing 
costs and improving performance.”

LeddarTech’s components, sensor 
fusion and perception software are 
currently being integrated in ADAS and 
AD systems across the globe to improve 
vehicle safety performance. “Our 
technologies are being used by Tier-1/2s 
and OEMs to improve ADAS system 
performance for passenger vehicles that 
will be launched in the market starting 
in 2024 and beyond,” Saintellemy 
said. “These vehicles will integrate our 
software solution for camera and radar 
fusion and perception.” 
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SELLING FEATURE

in-house  
valet service

How to start  
your own

By Christine Hogg

Three Canadian shop owners offer their insight on launching 
a pick-up/drop-off service amidst a global pandemic
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valet service have been really grateful 
that it was available to them.”

“Clients have been very appreciative 
of the option,” added Dekker. “Right 
now, many people are working from 
home, or unable to leave their house due 
to health orders or looking after children 
who are home schooling. These people 
would have a tough time dropping their 
vehicle off to us.”

Should you charge for the service?
While a valet service is a value-added 
solution for customers during COVID-19, 
it’s also a potential revenue stream. All 
three shop owners agree that there should 
be a cost associated with vehicle pick-up 
and drop-off, much like any other service.

“Right now, we're doing the vehicle 
pick-up service as a complimentary 
service during COVID-19, but we plan 
to charge for the service soon,” Dekker 
said. “Earlier this year we surveyed clients 
through our social media channels, 
asking if they would be willing to pay 
a $15 or $20 fee in exchange for having 
their vehicle picked up and dropped off. 
The overwhelming majority said yes.”

At Caliber Automotive, Bealer says that 
the customer valet service is included in 
the pricing, but the vehicle delivery service 
is an added fee, roughly $20 each way.

“Our valet service is free of charge for 
anyone until the pandemic is over. There 
will likely be a charge of $39.95 after that,” 
Gottlieb added. “There are probably some 
shops out there that would be reluctant 
to offer a valet service, as there is a higher 
cost and time consumption (we need to 
send two people away from the shop at 
a scheduled time). I think of it this way: 

ith COVID-19 still keeping the majority of Canadians at home, automotive 
shop owners across the country have been coming up with creative ways to 
reinvent their business models in order to stay afloat.

Audrey Gottlieb, Audrey’s Auto Repair, Chris Dekker, My Garage Auto & 
Tire, and Mike Bealer, Caliber Automotive, are three Canadian shop owners 
who started a vehicle pick-up and delivery service for their customers at the 
onset of the COVID-19 pandemic, when lockdown restrictions began being 
implemented across the country.

“At that point, the roads around here were almost totally devoid of vehicles, 
and everyone in our industry saw a steep drop in business,” said Dekker. “Many 
of our competitors laid off most of their staff, but we kept everyone employed 
and worked hard to find creative ways to bring in as much business as possible.”

Gottlieb says Audrey’s Auto Repair started offering valet service specifically 
for the pandemic but plans to continue it once restrictions ease up after seeing 
a spike in demand. “We've been getting a few people that are using this service. 
It’s been mostly the immune compromised. However, some people that work 
from home are taking advantage of not having to leave their home,” Gottlieb 
said. “And hey, if you don't have to put your pants on for a Zoom meeting, why 
have to put them on to drive your car to the shop?”

For Bealer, offering a pick-up drop-off service was something that Caliber 
Automotive always offered, but after determining that the best model of business 
was to reduce customer stress, he decided that the valet service would continue 
throughout the pandemic. “Recently, we have taken it a step forward with the 
option to pick up and deliver our customers vehicles,” Bealer explained. 

How does the valet service work?
Much like any kind of chauffer or valet service, the pick-up and drop-off 
service should be customer centric. “Typically, it would start with the customer 
booking an appointment and indicating they would like a ride home or to the 
office. The customer would drop off their vehicle at their appointment time and 
we would then drive them where they need to go,” Bealer explained. “Once the 
vehicle is completed, we will then return to where we dropped them off and 
return them to the shop.” Bealer notes that Caliber Automotive’s vehicle pick-up 
and delivery service has been particularly popular for clients concerned about 
exposure to COVID-19. 

The idea is much the same at Audrey’s Auto Repair, where two staff 
members pick up the vehicle and disinfect all high touch points, drive it to 
the shop, complete vehicle maintenance and repairs, re-disinfect the vehicle, 
and drive the vehicle back to the customer. “We do this with all the vehicles at 
the shop, whether it's a customer that dropped their vehicle off or one that we 
picked up and dropped off,” Gottlieb said. “The customers who have used our 
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Consider purchasing an older, used vehicle and get it detailed—this can 
be the designated pick-up/drop-off vehicle, so you don’t have to regularly 
sanitize your own vehicle.

Designate one staff member to be the valet driver for added consistency, 
rather than having one staff member doing the pick-up and one doing the 
drop-off. 

Offer flexible service hours to meet the needs of your clients and consider 
creating an online booking system to better track appointments and make 
it easier for clients.

Advertise the disinfection products used on the vehicle, as well as the 
overall sanitization process for added peace of mind.

Be transparent with your customers: let them know that wait times may  
be longer than usual with this new service to allow for flexibility in the 
delivery schedule. 

Tips for starting  
your own valet service

can you afford not to? Times are changing and 
people’s needs are changing, so we need to adapt 
wherever possible. When we don’t, it opens up 
to the possibility that customers are going to go 
elsewhere to get their needs met.”

According to Bealer, rather than viewing 
additional services as an added cost to their 
clients, small business owners need to see the 
service for what it actually is: an added value 
proposition. “If offering a valet service sets you 
apart from your neighbor, the customer will 
choose the company with the higher perceived 
value,” Bealer said.

“If you have enough staff to offer this type 
of service, do it! Once we start to charge for the 
service, we will likely hire a minimum wage 
employee to help with shuttling vehicles back 
and forth,” Dekker added. “However, don't make 
the mistake of using technicians to give clients a 
ride home or pick up a vehicle. In our shop, every 
20 minutes a technician spends away from their 
bay costs us $106 in lost revenue (including parts 
sales). Your numbers are likely very similar.” 
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BAYWATCH

Oxygen sensor
Bosch released 15 new oxygen sensors to-date in 2021. These parts include 
Bosch premium oxygen sensors, featuring a double laser-welded stainless 
steel body design that protects the sensors against contamination – and 
pre-coated threads that include anti-seize compound right out of the box 
for optimal performance. Also released were Bosch premium wideband 
air fuel ratio (A/F) oxygen sensors that feature an advanced wideband 
sensing element to provide precise air/fuel measurement.
www.boschautoparts.com  

EV brake pads
NRS Brakes recently released premium galvanized brake pads 
specifically engineered for the Kia Niro and Hyundai Kona. As the 
leading manufacturer of brake pads for electric and hybrid vehicles, 
NRS Brakes is charging ahead with new pads for a wide range of EV 
crossovers, with galvanized brake pads to prevent issues related to rust 
and corrosion that traditional aftermarket brake pads face. 
www.nrsbrakes.com 

Mobile scanner
Total Shop Solutions has released a handheld mobile scanner that 
does not require an internet connection to perform a complete tire 
scan. Using cloud software, TreadReader provides a scan report 
for readings of one to six tires and can read tires on passenger 
vehicles, light-duty trucks, and utility trailers. 
www.treadreader.com 

Hybrid wash mitt
Meguir’s new hybrid wash mitt features a two-sided, color 
differentiated feature that helps users conveniently identify 
which side to use. The ‘wash’ side is constructed with chenille 
microfiber to hold onto suds while gently lifting away dirt 
and grime to minimize swirling. The ‘wax’ side is a plush 
microfiber to grab a hold of the hybrid ceramic SiO2 boost 
and spread it out evenly for maximum water beading 
protection while washing.
www.meguiars.com 

Arm puller set
OTC has released the 6701 Pitman arm puller set, which allows 
technicians to remove the Pitman arm from the steering gear without 
the need to remove major steering system components. This set 
contains three Pitman arm pullers for a wide range of applications 
on 1993 and later GM, Ford, Dodge and Jeep models. The product 
includes the OTC 8150 conical pitman arm puller, 6496 compact 

pitman arm puller and 6497 super-duty pitman arm puller. 
www.OTCtools.com 
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BAYWATCH

Knuckle kits
Only available from Dana, the new 
Ultimate Dana kingpin knuckle 
kits include all of the top-quality 
components required to install a 
kingpin assembly for more robust off-
road performance on Jeep vehicles. The 
kits also feature an updated knuckle 

design that delivers added strength to the axle while improving 
turning radius and steering.
www.DanaAftermarket.com

Socket
Milwaukee Tool has introduced 
the Shockwave Impact Duty 6 
Point Socket Lineup, available 
in ¼”, 3/8”, ½”, ¾”, and 1” 
drives. Constructed with high 
strength forged steel, the new 
sockets provide maximum wear 
resistance with stamped and 
ink-filled size markings. A non-slip hex geometry prevents socket 
and fastener rounding. For easy socket attachment and removal, the 
sockets are complete with a dual-hole design and ring groove.
www.milwaukeetool.com 

Seal remover
OTC has released a 6740 
crankshaft rear seal remover, 
which is a special three-jaw puller 
designed to grab the inner lip 
of the seal. The forcing screw 
attached to the centre plate is used 
to react against the crankshaft end 
to pull the seal out, eliminating damage to the block and crank that 
prying the seal can cause. 

Diagnostic tool
TOPDON has launched 
the ArtiDiag800BT – a 
diagnostic tool capable 
of OE-level analysis of 28 
automotive systems. The 
ArtiDiag800BT can pull 
ECM codes, transmission, ABS, airbag, SAS, DPF, EVAP, TPMS, 
BMS, EPB and other onboard systems, and was designed for use by 
professional and home mechanics. 
www.topdon.com 

Belt wrench
Mueller-Kueps has recently added the 
551 005 universal belt wrench. Made 
of high-quality materials, this belt 
wrench allows the user to tighten the 
strap to the required size without 
denting the filter in the process. The 
band is crafted from nylon, making it 
suitable for holding pulleys or rolls without causing damage. Designed 
for larger trucks and equipment with a filter size up to a 7” diameter, 
the belt wrench also features a ½” drive.  
www.mueller-kueps.com

Filter
Walmec has introduced a new filter 
designed to provide clean, dry, compressed 
air. The .01 Micron SuperStar Filter is 
a four-stage filtration system that has a 
.01 micron rating, with flow ranges of 50 
SCFM, 75 SCFM, or 100 SCFM, and can 
handle pressure ratings of up to 250 PSI. 
www.walmecna.com

ADAS calibration tool
John Bean has released a new ADAS 
calibration tool. The Tru-
Point ADAS calibration 
tool is an all-in-one solution 
equipped with software technology and 
allows for one-person operation. Tru-
Point fully audits the vehicle’s alignment 
and closely monitors each step of the setup 
procedure, making sure that the process has 
been completed to meet OEM safety specifications before an ADAS 
calibration procedure. 
www.mytru-point.com

Upper ball joint
Mevotech has released a TTX upper ball joint 
(TXMS50575). With the release, Mevotech now 
offers complete front-end coverage for the 2020-
2014 GMTK2XX platform within the TTX Terrain 
Tough line. This includes ball joints, upper and 
lower control arms which accommodate for the 
various revisions by OE to component design, as 
well as model variants. Stabilizer bar links and outer 
tie rod ends round out the coverage. 
www.mevotech.com 
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Rivet tool
Milwaukee’s M18 FUEL 1/4" Blind 
Rivet Tool w/ ONE-KEY is engineered 
with Milwaukee’s advanced M18 FUEL 
technology and installs rivets up to 50 per 
cent faster and delivers up to 3X longer life 
versus other cordless rivet tools. The new tool 
also eliminates the hassle and maintenance 
of pneumatic compressors and hoses and is 
available March 2021.
www.MilwaukeeTool.com 

Treatment additive
Rislone has launched a new treatment additive. 
Rislone Gear Repair is formulated to revitalize 
the gear fluid with a proprietary blend of fresh 
additives. The formula includes a seal conditioner, 
a friction modifier, and anti-wear agents that 
reduce noise and gear temperatures. 
www.rislone.com.ca 
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STOCK YOUR WAREHOUSE

COMPLETE CATALOG  

1-800-295-5510
uline.ca

ORDER BY 6 PM FOR 
SAME DAY SHIPPING

Scan tool
Bosch has released a new ADS 625X diagnostic 
scan tool with scanning, live data access and 
complete bi-directional functions capabilities. This new tool includes 
the same great features as the ADS 525X. In addition, it offers a larger 
screen display, expanded memory, a docking station, and is powered by 
all-new hardware and software technology, powered by Android 10+. 
www.boschaftermarket.com 

Lift guide
The Automotive Lift Institute has released the 2021 edition of Vehicle 
Lifting Points for Frame Engaging Lifts. The new guide includes 
OEM lifting points for cars, SUVs, vans and light-duty trucks from 
model years 2000 through 2021.
www.autolift.org
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Devin TerMarschYPA SPOTLIGHT
Young Professionals in the Aftermarket (YPA) is an organization with a mission to act as the 
voice and the resource for the young professionals in the automotive industry. To further its 
mandate of ensuring the future growth and prosperity of the industry, the YPA is pleased to 
introduce its YPA Spotlight Series where current members share their experiences, insights, 
 and industry outlooks.

Name: Devin TerMarsch
Company: Tenneco/DRiV
Title: Strategic Account Manager
Years in the industry: 10

Where did you attend school, and what is the highest level of education?
DT: Sir Sandford Fleming College (three-year Business Admin Accounting 
Diploma); Georgian College (three-year Business Admin Automotive 
Marketing Diploma); Georgian College (four-year Bachelor of Applied 
Business Automotive Management)

Did you know you wanted to work in the automotive aftermarket?
DT: It was never my plan, the automotive aftermarket found me. I come from 
a family of accountants, which is why I went to Fleming College originally. 
After realizing I wasn’t interested in accounting, I started working towards 
doing an electrical apprenticeship, and ultimately ended up in Fort McMurray 
in the oil sands as a pipeline laborer in my early 20s. A friend of the family 
suggested I take this course at Georgian College due to my interest in old cars 
(my grandfather has a passion for antique cars). During my time at Georgian, 
I never really grasped the opportunities that were available in the automotive 
aftermarket, until a co-op advisor had me sit down with Dean Clarke, who was 
working for Tenneco at the time. His passion for the automotive aftermarket 
drew me in, and here we are 10 years later.

What does your participation in the YPA mean to you?
DT: I am new to the YPA and I am excited to explore the impact the 
committee has on the industry. I think it is so important that we educate the 
next generation on the opportunities in our industry.

Do you have any advice for someone who is either just starting out in 
the industry, or looking to transition to the industry?
DT: Working in the automotive aftermarket is hands down the best decision 
I have ever made. The people and the comradery between suppliers and 
customers is second to none. Anyone coming through a business program 
with an interest in automotive should be looking at this industry and 
understanding the huge opportunities that are available to them.

Devin TerMarsch, strategic account manager, 
Tenneco/DRiV
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WHAT’S NOT TO  LOVE
TOUGH  

PARTS,  
BUILT TO LAST

Love is not exactly a word you associate with parts, but when it comes to Mopar® Parts, what’s not to love? They’re 
built to last — designed and manufactured by the same people that made your vehicle. Plus, our parts are always a 
perfect fit. You’ll love the way your vehicle looks, feels and rides. And tough? Each part goes through thousands of 
hours of testing  — now that’s peace of mind. Dependable parts with expert service and installation.

Contact your local FCA Canada Dealer today for expert service, parts and repair. 
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worldpac.com  |  worldpac.ca 
Access quality brands, technical training 
and business solutions all in one place.
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YOU’RE COVERED
Worldpac has the quality OEM brands you trust.


