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SERVICE NOTE

Ninety years ago, the average cost for a new car was $640. 1931 marked the 
opening of the Empire State Building in New York, as well as the Maple 
Leaf Gardens in Toronto. Most importantly, though, Jobber News released 
its first issue. It’s a vastly different world we live in now, but some things 
remain constant.

Vehicles are still central to us, both for business and pleasure. The vehicle repair 
industry is as essential today as it was 90 years ago, and the business is still as much 
of a “people business” now as it was back then. This issue is dedicated to celebrating 
our past – a retrospective, but also looking to the future. As the most recent publisher, 
I found myself thinking about how previous publishers navigated the rewarding, 
frustrating, and challenging world of running a publication as storied as Jobber 
News. I wonder how they saw the adaptation of the market throughout different time 
periods and transitions. How market shifts and technological advancements created 
fundamental paradigm shifts in the industry. I find myself often thinking about this 
as the shift towards more advanced ADAS systems, the rise of EVs and hybrids, and 
autonomous vehicle growth looms. I wonder what Jobber News’ previous publishers 
from the 40s, 50s, and 60s would think of these developments.

I was flipping through some decades-old issues the other day, looking for 
inspiration to write this publisher’s note. I looked through the articles and remarked 
how many of the struggles, triumphs, concerns, and observations followed a similar 
vein of the present. It impressed on me that the publishers I 
had found myself thinking of from decades past were likely a 
lot more similar to me than I had thought. I guess times do 
change but people stay the same, as the saying goes.

The second thing I found while flipping through the dust-
covered, musty-smelling pages of issues long-ago published 
was there were an incredible number of companies 
advertising 60, 70, and even 80 years ago who we still work 
with and collaborate with today! It’s a really neat exercise to 
see the evolution of advertising.

The final thing that remains constant, and always will in 
this is you: the reader! I’d like to extend a huge,  heartfelt 
thank you to our readers. Without your demand and 
your interest, we wouldn’t exist for a year, let alone 
90. We look forward to continuing to publishing the 
best content we can for the Canadian automotive 
aftermarket as long as you’ll keep reading.

Feel free to email me at peter@turnkey.media to 
share any stories, memories, or anything else in 
the industry that has changed or you look back 
upon fondly for. Let me know what you think.  

You can reach me at peter@turnkey.media
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NEWS

The Ontario government is investing 
$7 million to deliver training and paid 
job placements in the automotive 
manufacturing sector for up to 800 
people from underrepresented groups. 
The project, led by the Automotive 
Parts Manufacturers’ Association 
(APMA), will help develop a new talent 
pipeline to reinvigorate a sector with an 
aging workforce and help historically 
marginalized groups to train for, access, 
and retain good jobs.

The announcement was made 
on June 25 by Monte McNaughton, 
Minister of Labour, Training and 
Skills Development, who was joined by 
Christine Hogarth, MPP for Etobicoke-
Lakeshore, and Kinga Surma, MPP for 
Etobicoke-Centre.

“Our automotive sector has openings 
across the province for talented, trained 
and eager workers,” said Minister 
McNaughton. “This program will 
help ensure people who face multiple 
barriers get access to free training and 
get on track to promising careers in 
assembly line work, machine operation 

ONTARIO INVESTING $7M FOR TRAINING 
AND PAID JOB PLACEMENTS IN AUTOMOTIVE 
MANUFACTURING SECTOR

or quality assurance, to name a few. 
This will energize our economy, 
workforce and, just as importantly, 
create great, local jobs that make our 
communities stronger. We will once 
again make Ontario’s automotive  
sector one of the most competitive  
in the world.”

Starting this month, APMA is 
working with community agencies and 
employment service providers to place 
up to 100 trainees per month with 
hundreds of auto parts manufacturers 
across Ontario, most of which are 
small and medium-sized businesses, 
and APMA members. Trainees will 
participate in paid job placement 
sessions that last a minimum of three 
months. Participating employers will 
receive up to $8,000 in supports per 
trainee, of which a maximum of $3,000 
can be used as a wage subsidy and 
$5,000 to cover costs related to training. 
The job placements and training happen 
concurrently, starting between June 
2021 and March 2022, with training 
tailored to each participant by APMA 

and their employer, and which can 
include on-the-job training, in-class, 
or online learning. Training will cover 
manufacturing essentials, such as 
problem solving, document use, basic 
math, project management, as well as 
oral communication, critical thinking, 
and inter-personal skills.

“Ours is an industry with an 
incredible future that is critically short 
of people to share in it,” said APMA 
president Flavio Volpe. “Partnerships 
like these allow us to build permanent 
pathways into new communities who 
would otherwise not have accessed  
this prosperity.”

Applications are being accepted 
through APMA’s partner community 
agencies, employment service providers 
and its 300-plus member organizations. 
Individuals who wish to apply may do 
so through APMA’s website.

This new program is part of Ontario’s 
$115 million Skills Development Fund, 
designed to support fresh ideas for 
training and skills development that will 
help our economy recover and prosper.
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NEWS

The automotive aftermarket proved 
its resiliency once again with a 
stronger than expected performance 
in 2020, despite the global COVID-19 
pandemic, and is anticipated to recover 
robustly in 2021.

Total United States light duty 
automotive aftermarket sales are 
forecasted to increase 11.2 per cent in 
2021, totaling $325 billion, according 
to the “2021 Joint Channel Forecast 
Model” produced jointly by the 
Automotive Aftermarket Suppliers 
Association (AASA) and the Auto Care 
Association. This data was initially 
released in a joint, member-exclusive 
webinar led by Shane Norton of IHS 
Markit on June 7, 2021.

An additional 5.3 per cent growth 
is expected for 2022 and growth will 
average more than four per cent in 

TOTAL U.S. AUTOMOTIVE AFTERMARKET SALES 
FORECASTED TO INCREASE 11.2% IN 2021

2023 and 2024, bringing the light-duty 
aftermarket to $372 billion.

“The aftermarket has once again 
proved its toughness, and the pandemic 
affected the aftermarket less severely 
than other industries and even less than 
forecasted within our own industry,” 
said Paul McCarthy, president and 
COO, AASA. “The Joint Channel 
Forecast shows that the continued 
success and resilience of the aftermarket 
will only continue in upcoming years. 
Right now, aftermarket suppliers are 
dealing with the challenging impacts 
of a boom, including supply chain 
disruptions, yet the forecast shows 
continued strength for the aftermarket 
well into the future.”

“Increased reliance on personal 
transportation coupled with shifts in 
consumer purchase and maintenance 

behavior primes the aftermarket 
for continued growth,” said Bill 
Hanvey, president and CEO, Auto 
Care Association. “The pace at which 
consumers return to normal mobility 
patterns will also dictate the future 
growth of our industry. Indicators 
suggest that consumers will continue 
to hold on to their older vehicles, 
which creates further opportunity for 
the aftermarket. COVID-19, while a 
challenge, was a catalyst for many of 
the tailwinds we’re experiencing today.”

The market sizing and forecast are 
conducted on behalf of AASA and the 
Auto Care Association by IHS Markit, 
a leading business intelligence firm. The 
forecast is based on the U.S. Census 
Bureau’s Economic Census, IMR Inc., 
and proprietary data, economic analysis 
and forecasting models from IHS Markit.
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NEWS

GOODYEAR COMPLETES  
ACQUISITION OF COOPER TIRE
The Goodyear Tire & Rubber Company 
has completed its acquisition of Cooper 
Tire & Rubber Company, finalizing 
the merger agreement made public on 
February 22. The combination unites two 
leading tire companies with complementary 
product portfolios, services, and capabilities 
to create a stronger U.S.-based leader in 
the global tire industry. The combined 
company will offer more options across 
the value spectrum making it easier for 
customers and consumers to choose 
Goodyear- and Cooper-branded tires.

“We are excited to officially bring 
Goodyear and Cooper together and unite 
our shared focus on customers, innovation 
and high-quality products and solutions. 
This combination strengthens Goodyear’s 

ability to serve more consumers globally 
and provides increased scale to support 
greater investments in new mobility and 
fleet solutions,” said Richard J. Kramer, 
Goodyear chairman, chief executive officer 
and president.

The acquisition further strengthens 
Goodyear’s leading position in the U.S., 
while significantly growing its position in 
other North American markets. In China, 
the combination nearly doubles Goodyear’s 
presence and increases the number of 
relationships with local automakers, while 
creating broader distribution for Cooper 
replacement tires through Goodyear’s 
network of 2,500 branded retail stores.

The combined company will have 
the opportunity to leverage the strength 

of Goodyear original equipment and 
premium replacement tires, along with the 
mid-tier power of the Cooper brand, which 
has particular strength in the light truck 
and SUV segments. As an industry leader 
in the U.S., the combined company will 
offer tire products and a broad selection of 
services through Goodyear’s relationships 
with traditional and emerging original 
equipment manufacturers; autonomous 
driving system developers; new and 
established fleet operators; and other 
mobility platforms. With complementary 
business models, organizational structures 
and distribution channels, Goodyear 
will integrate the best of Goodyear and 
Cooper in order to benefit its shareholders, 
customers, consumers and employees.
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B.C. BRINGS BACK MANDATORY  
TRADES CERTIFICATION PROGRAM
Currently the only province not requiring 
individuals to be certified, British Columbia 
is reintroducing a mandatory certification 
for tradespeople.

The previous mandatory certification 
program was cancelled back in 2003. Skilled 
Trades Certification means uncertified 
workers in selected trades will need to 
become certified or register as an apprentice 
with the Industry Training Authority (ITA) 
to be legally able to work in that trade. 
Automotive service technicians are among 
those affected by this announcement.

Since 2003, B.C. has been the only 
province in Canada with non-compulsory 
trades certification. This means there are 
currently thousands of trades workers across 
the province without formal recognition 

of their knowledge or skills levels. These 
uncertified workers are often paid less and 
have lower rates of employment stability 
and mobility — particularly in a challenging 
economy. By requiring trades workers 
to be either a certified journeyperson 
or a registered apprentice, skilled trades 
certification provides a pathway to 
significantly raise the skill level of B.C.’s 
existing trades workforce. It also ensures 
that the province has enough skilled trades 
workers to meet the demands of the future 
economy, and provides opportunities for 
more trades workers to benefit from post- 
secondary training and certification that 
leads to better jobs and higher wages.

B.C.’s Labour Market Outlook 
forecasts 73,000 trades job openings by 

2029. While many of these jobs are driven 
by new growth, the majority will be the 
result of 38,000 workers retiring in the 
construction trades alone by 2029. Fewer 
youth are choosing a trades career over 
other professions that require a post-
secondary education, due to the stigma 
around trades careers as blue-collar jobs 
that lack the prestige of more academic 
careers. Skills needs are also evolving, 
as rapid technological advancements, 
automation, and new demands from 
emerging sectors like the clean economy 
are changing the technical “on-the-tools” 
skills trades workers need. Almost 80 per 
cent of the job openings in B.C. over the 
next ten years will require some post-
secondary education or training.
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NEWS

MEMA & AASA 
SUPPORT PRESIDENT 
BIDEN’S RIGHT TO 
REPAIR ORDER
The Motor and Equipment Manufacturers 
Association (MEMA) and the Automotive 
Aftermarket Suppliers Association (AASA) 
applaud President Biden for issuing an 
executive order today directing the U.S. 
Federal Trade Commission (FTC) to establish 
new rules making it easier and cheaper 
for consumers to repair items they own – 
including their vehicles.

As a strong advocate for access to consumer 
choice and vehicle data in the automotive 
aftermarket, AASA and MEMA thank the 
President for addressing this critical issue.

The executive order includes 72 specific 
initiatives including the requirement that 
the Federal Trade Commission initiate a 
rulemaking on repair and maintenance. AASA 
and MEMA have been advocating on behalf 
of the industry in Washington and urging the 
administration and Congress to act on this 
issue, including additional legislative direction 
for statutory authority.

“We applaud the president for taking this 
step, which will help ensure safe and affordable 
transportation for consumers over the life of a 
vehicle,” commented MEMA’s CEO Bill Long. 
“The industry must align behind repairabilty, as 
it supports brand and resale values, economic 
equity, and customer satisfaction over the 
lifetime of a U.S vehicle fleet that averages over 
12 years old. We pledge to work closely with 
the administration, Congress, and all industry 
stakeholders to address these issues.”

“I applaud the President’s executive order. 
This paves the path for a bright future for the 
entire automotive aftermarket,” commented 
Eric Sills, AASA Vice Chairman and Chief 
Executive Officer of Standard Motor Products, 
Inc., which employees approximately 2,400 
people in 8 states.  “More importantly, without 
these rules, American consumers would have 
limited repair options. Through this executive 
order, the administration has made a strong 
statement that consumer access to quality 
vehicle repair must be protected.”

The executive order includes vehicle 
manufacturing, as well as other consumer and 
trade products such as tractors, cell phone, and 
other consumer electronics.

NAMES IN THE NEWS

Uni-Select Inc. has appointed Emilie Gaudet to the position of President 
and Chief Operating Officer, Canadian Automotive Group.

Pierre Létourneau  has joined Spectra Premium as part of the company’s 
OEM business development team. 

Uni-Select Inc. has appointed Brian McManus as CEO and Executive  
Chair of the Board.

The Lion Electric Company has named Brian Piern as Chief  
Commercial Officer.

Bolt On Technology has appointed Thomas Ripple as Sales Director.

Bolt On Technology has appointed David Weston as Marketing Director.

Inverter 
cooling pumps

Need OE quality hybrid parts?
You’re headed in the right direction: www.continentalaftermarket.com 

Cooling fan 
assemblies

Hybrid battery 
cooling fans

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

$7 million
The Ontario government is investing $7 million to deliver training 
and paid job placements in the automotive manufacturing sector for 
up to 800 people from underrepresented groups.

Ministry of Labour, Training and Skills Development

50
per cent

eCommerce is projected to grow  

50 per cent year-over-year with sales 

approaching $18 billion in 2021. BGL reports  

a 20 per cent compounded annual  

growth rate in aftermarket eCommerce  

from 2010 to present.
Brown, Gibbons, Lang and Company

By 2025, it is expected that there will be up to 127 electric light truck 
models available in the Canadian market. Electric light trucks are  
expected to outsell electric passenger cars as early as 2021  
and are forecasted to account for nearly 77%  
of new EV sales in 2025.

Seventy-seven per cent

AIA Canada 2020 Outlook Study

20%

By 2025, one in five cars (20 per cent) in 

developed regions will offer one or more 

Level 2 (L2) autonomous driving features 

due to stiff competition, while OEMs in 

emerging countries will offer Level 1 (L1) 

safety-related features.
Frost & Sullivan

In the U.S., 75 per cent of aftermarket auto repair is 

performed by independent auto repair shops, while  

25 per cent of the business lives with dealerships.

V12 Data

The year in which Jobber News was 

published for the very first time! 

At 90 years old, the automotive publication  

has survived a series of economical 

challenges, including the Great Depression, 

the Second World War, and now, the global 

COVID-19 pandemic!

1931

$1.9 trillion
The electric car market is expected to grow 
at a CAGR of 37.1 per cent from 2021 to 
2028 to reach $1.9 trillion by 2028. Electric Car Market, Global Opportunity Analysis and Industry Forecast (2021-2028)

per cent

Almost 80% of the job openings in B.C. over the 
next ten years will require some post-secondary 
education or training. This follows the news of the 
province’s recent re-instatement of mandatory 
certification for the automotive industry. news.gov.bc.ca 

$325 billion
Total United States light duty 

automotive aftermarket sales are 

forecasted to increase 11.2 per cent  

in 2021, totaling $325 billion.

2021 Joint Channel Forecast  
Model via (AASA) and the  
Auto Care Association
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IT’S YOUR TURN

British Columbia recently reinstated mandatory certification for skilled trades. 
Automotive technicians and automotive mechanics were among those included 
in the announcement. At the onset of the COVID-19 pandemic, the automotive 
trade was deemed an essential service, and it continues to be so. Despite 

interruptions to the global supply chain brought on by the virus, automotive shops and 
jobbers continue to play a crucial role in keeping the economy afloat.

If there can be this kind of widespread agreement that automotive technicians 
provide an essential service, don’t we owe it to the people relying on us to provide that 
essential service and ourselves to be professionals? 

Part of being professional is certification in your field of practice. Other trades require 
certification of tradespersons before they can be employed in their field. Why not the 
automotive trade? If we want to escape the “grease monkey” stigma, then we need to 
educate consumers on what is required to service the modern automobile. Vehicles 
have become less and less mechanical, and more like mobile data processors. There are 
computers involved in practically every aspect of the operation of a motor vehicle. Even 
what was once a simple oil change now requires a service reminder reset, which in some 
cases requires a scan tool to complete. Change your winter or summer tires over and the 
TPMS system will need to be re-set in most cases. Computers monitor and or control 
most functions on today’s vehicles with more being added all the time. Government 

For too long, techs have held a tarnished reputation
By Allan Haberman

MANDATORY CERTIFICATION 
WILL IMPROVE THE PUBLIC’S 
PERCEPTION OF THIS TRADE

mandates that safety features be installed 
on vehicles and many of these systems 
interact with existing systems on the 
vehicle that are controlled by a computer.

This means that an issue or failure of 
one system can affect other seemingly 
unrelated systems on the vehicle. This 
can and does complicate diagnosis of 
customer complaints. The modern vehicle 
is like a computer on wheels and the men 
and women who service them need to be 
more like computer techs than automotive 
techs. Yet the public still seems unable 
to grasp the complexity of repairing 
today’s vehicles. We as an industry need 
to educate people so they understand this 
isn’t your grandpa’s Buick. The days of 
tinkering with your car in the driveway 
on the weekend have passed, for the most 
part. There are still some people who will 
try to “fix” their own vehicle, but they 
usually end up at a service shop with a 
bigger problem than the one they thought 
they could fix themselves. Without the 
proper tooling and training, you’re only 
guessing and that can become very 
expensive very quickly. Taking your vehicle 
to a professional with the tooling and 
experience required to properly diagnose it 
is the best option. But without mandatory 
certification how can you guarantee you’re 
dealing that professional? 

Certification gives the vehicle owner 
the confidence of knowing the person 
servicing their vehicle is committed to 
the trade and has put in the effort to get 
certified. There also needs to be much 
more training to keep current with the 
ever-changing landscape of the modern 
vehicle, but at least having a Red Seal 
Certificate displays a commitment to 
their chosen trade. Certification will help 
to improve the image of our trade going 
forward. We have made the commitment 
to be the best we can be and we deserve 
recognition of that effort.  

Allan Haberman
A technical trainer and owner of ACA 
Training Systems in Winnipeg, MB. 
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90TH ANNIVERSARY

Jobber News
at 90 years

By Adam Malik

A lot has happened over the last 90 years.  
Jobber News has been there every step of the way…
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t was in December 1931 that the first 
issue of Jobber News was printed. 
A single-page edition on classic 
newsprint, it was distributed to among 
the jobber community. 

Now, 90 years later, we’re still  
here bringing you the latest news, 
views and commentary from this 
special community made up of 
wholesalers, warehouse distributors 
and national accounts.

Much has changed in terms of 
vehicle technology, size of vehicles 
and what we ask of our vehicles. But if 
you were to flip through the pages of 
Jobber News issues from the past, you 
might get a chuckle out of some of the 
burning issues back then.

That’s because the same challenges 
jobbers faced back then are the same 
ones they’re facing today. The only 
thing different is the context.

For example, the lead story in 
the December 1931 issue, which 
was published by Hart-Wadham 
Publishers in Toronto, was headlined, 
Show your customers that modern 
shop equipment will increase sales. The 
article noted that there are “golden 
opportunities” for jobber salespeople 
to get out there and  
show how these tools can be 
beneficial. It appealed at showcasing 
how these tools will keep vehicles safe 
— brake testers and headlight testers, 
for example.

In 1964, it was about finding the 
unprofitable customer. “He must be 
found as he represents a subsidy no 
jobber can afford today,” read part 

I
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of the article. It discussed ideas on 
evaluating customers and selling to the 
profitable ones differently than those 
less profitable.

In 2007, the cover story of the now-
glossy magazine tackled The Road to 
Profitability. Again, it centred around 
the theme of how jobbers can find 
profitability. But this time, it promoted 
the effort by targeting the right products 
during a sale and utilizing promotions. 
All this would ultimately drive the 
bottom line. 

When you come to 2021, jobbers are 
still looking for ways to enhance the 
bottom line. They are still looking for 
insights on dealing with unprofitable 
customers. And, still, how to help their 
shop customers keep with the times 
with new technology — except instead 
of brake testers, it’s modernizing 
shops so they can service vehicles with 
advanced driver-assistance systems,  
or ADAS. 

The role of the jobber remains 
unchanged over these 90 years. 
Supply parts to your shop customers, 
but also provide them with the tools 
and guidance to make their business 
successful. And continue to grow the 
bottom line. 
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COVER STORY

By James Carter

With the federal government announcing that all new light 
vehicles will be zero emission by 2035, big changes are in 
store for the automotive aftermarket

T
Time to focus
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T
Time to focus

of operation, and here is where electric trucks really deliver. Tesla 
estimates that their Semi could save operators over US$200,000 
versus diesel trucks over the vehicle’s life. Such savings will 
quickly drive change in a very cost sensitive industry.

Right now, it seems as though every original equipment 
manufacturer is making an announcement to go electric. They’ve 
committed huge sums of money, with the price of entry for the 
biggest OEMs being in the $30 to $50 billion range to fund the 
transition.  However, this is just table stakes. OEMs realize that 
these sorts of commitments and their following announcements 
have been attracting environmental, social and governance- 
(commonly referred to as ESG) focused investors, which is an 
increasingly big topic, particularly for institutional investors 
such as pension funds. These investors are also not afraid to 
speak their mind, with several recently calling out Toyota for 
their lack of progress with electric vehicles. 

OEMs have also seen the sales success of Tesla and tightening 
emission regulations as further reason to move quickly.  In 2020, 
the Tesla Model 3 outsold the entire Lexus passenger car line up 
(not SUV) in North America twofold. In June 2021 the Model 3 
was the UK’s #1 selling vehicle.

With new low cost, high performance batteries, there is a 
realization that battery electric vehicles are viable for most 
people today. Some new vehicles on sale now, like the Ford 
Mustang Mach-E, Volkswagen ID4 and Tesla Model 3, deliver 
superior performance and driving characteristics to their direct 
internal combustion competitors, yet cost less to own over a 
typical five-year/20,000 km per year lease, when factoring in 
the federal government incentives. While this gap has yet to be 
bridged on the lower end of the market, the viability for many 
families’ use case and budget to own an EV is there today. 

Even more exciting for some is the range of electric pickups 
that has been announced for release over the next couple of 
years. Ford has previewed the F-150 Lightning, a version of the 
world’s best-selling large pick up, with pricing from US$40,000, 
and launch late next year. Tesla will also offer their wild looking 
Cybertruck at a similar price. Meanwhile, GM and Ram have 
announced they will also offer EV trucks to compete. 

These pickups are being announced with very high levels of 
capability. Instant full torque off the line, 10,000+lb towing, and 
0-60 times in under four seconds — a time that would shade a 
very serious internal combustion performance car — are among 
the attributes. Great features like large ‘frunks’ (front trunks) 
and heavy-duty power outlets, which allow these vehicles to 
power equipment at work sites or when camping, have inspired 
the imagination of many potential owners.

Charging networks are rapidly expanding as new EVs come 
online. Some new vehicles such as the Hyundai Ioniq 5, due 
out in the fall, feature a 800V system architecture that allows 
them to go from 5 per cent  to 80 per cent state of charge in just 

he year you need to embed in your mind is 2035. 
This is the year that Canada will transition to 100 per cent zero 

emission of all new light duty vehicle sales. This move will create 
a transformational effect right across our transportation industry, 
affecting not just how we drive, but also how we use, energize and 
maintain our vehicles.

Announced by the federal government in late June, the move 
to zero emission vehicles is in line with several countries in 
Europe, as well as California. However, there is a realization that 
this is only 13.5 away. While it may seem far away, it is in fact 
not — that’s less than three full model change cycles of most new 
vehicles launched.  We need to get on with it.

We’ve seen technological and industrial change happen at this 
speed before when the conditions are right. More than 120 years 
ago, we saw city streets change dramatically over a similarly 
short period of time — going from predominantly horses and 
horse drawn vehicles to motor cars. More lately, we’ve seen 
computing and smartphones revolutionize our daily lives in a 
relatively short space of time.

Yet, most importantly, climate change is the biggest reason 
why we haven’t got time to waste. We’ve all seen the frequency 
of freak weather events – droughts in the southern United 
States, wildfires in British Columbia, hailstorms in Alberta, 
flooding in Ontario and Quebec and remnants of hurricanes 
on the east coast.

It seems that once in a century events are coming once a 
decade, and that’s really scary.

Fortunately, Canada is committed to the Paris Accord, 
a legal binding agreement signed onto by 196 countries to 
minimize global warming to well under 2ºC. This means we 
have a responsibility to act, and as an industry we need to 
look in our own back yard. In 2019, 27.4% of Canada’s CO2 
emissions come from transportation, and per vehicle, Canada 
has the highest emissions in the world due to our love of 
SUVs and pickup trucks. More over, a University of Toronto 
study estimated that more than 21,000 pre-mature deaths in 
Canada are due to poor air quality, mostly contributed by the 
nitrous oxide, sulphur oxide, carbon monoxide and particulate 
emissions from IC vehicles.

 However, it’s not just light duty vehicles that will undergo 
significant change. Heavy duty will be impacted by the transition 
to 100% zero emission just as much. Apart from exceptional use 
cases, it is likely that soon after 2035 that the transition to zero 
emission will take place as well. Freight alone counts for 42% of 
vehicle emissions. Per vehicle, large trucks produce much more 
CO2 and smog forming emissions per unit than cars, due to 
much greater physical size and distance travelled. Every Class 8 
truck converted to zero emissions is worth around six to 10 cars 
shifting to EV.

Fortunately, though, logistics operators highly prize low cost 
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18 minutes with an appropriate fast 
charger. Hit the washroom, buy a coffee, 
wash the bugs off the windshield — and 
it’s charged.

Speaking of OEMs, have you seen the 
rate of new EV OEMs popping up?  We 
all know about Tesla, but have you heard 
of Rivian, Lucid, Nikola, Altis, Bollinger, 
Lion, Lordstown, Proterra, Hercules, 
Electro Mechanica? Each wants to 
become the next Tesla and replicate their 
phenomenal growth. 

Yet, few of them will eventually 
succeed. It takes extremely deep pockets, 
exceptional management and incredible 
innovation to make it as an OEM, 
especially at a volume level. Indeed, in 
the last 40 years, only Tesla has made it.  

Despite this, the last year has been 
the year of SPAC financing for these 
new OEMs. A SPAC, or special purpose 
acquisition company, is where a public 
shell company purchases a legitimate 
business for the purpose of taking it 
public. The route to listing is much 

shorter and the process has less regulation. 
That means that sometimes some not fully-baked ideas  or even 
downright shaky businesses, slip through the cracks. 

A look at Nikola and Lordstown by the investigative short 
seller Hindenburg Research uncovered all sorts of problems 
that, best case, could be described as ‘overselling.’ In both cases 
the founders walked away with a very handsome cheque. That’s 
why the SEC is taking a close look at both these companies, 
and SPAC regulations in general. 

In other words, the traditional OEMs are still going to take 
some beating in the market place, despite what a slick, fast-
talking entrepreneur might have you believe.

So how will 2035 impact for the automotive aftermarket? How 
will this roll out? We know that the electric vehicles require less 
maintenance. Unlike the regular events of oil changes, a visit to a 
shop by an EV is likely to be rarer.

There are a few things to keep in mind:

1. New car sales does not mean fleet on the road
It takes a while for the average vehicle to transition from 
showroom floor to the scrappers. Typically, vehicle fleet roll 
over is 13 to 15 years, meaning that many internal combustion 
vehicles will still need to be maintained until 2050 before the 
industry turns into an enthusiast-focused cottage industry 
— much like horse riding or film photography. So, even by 
2035 when all new vehicles sold are EV, it’s likely that a large 
percentage on the road will still be internal combustion. That 
means there will be work still out there. 

Just be warned that the industry will change. The amount 

of work needed on internal combustion engine systems will 
decline. That means available jobber store and repair shop 
resources will soon greatly exceed customer demand. Relying on 
things remaining static is a bad idea.

2. Readiness Timing
The aftermarket has a handy time window between new car 
sales and when these vehicles start turning up in an automotive 
repair shop outside of an OEM dealer. This is typically 3-4 
years – or when the warranty runs out and owners don’t want 
to pay full franchise dealer door rates. This gives the industry 
a chance to have a good look at the potential issues and devise 
solutions that are significant value-adds to vehicle owners. 

It won’t be that long before today’s Tesla, Ford Mustang 
Mach-E and Volkswagen ID4 begin arriving in the aftermarket, 
so the time to start thinking about how to accommodate these 
vehicles is now.

3. New Skills
Internal combustion engines, multi speed transmissions and 
their associated paraphernalia, will eventually be as rare as a 
Beta video deck. Instead, technicians will need an excellent 
understanding of batteries, motors, inverters and sensors. 
Gruber Motors, an aftermarket shop in California that 
specializes in early Teslas, has developed new skills in battery 
refurbishing and EV control repair that let’s them take on new 
opportunities that others won’t touch.

4. New Opportunities
With change comes opportunities that many may not have 
thought about. A fellow EV driver had their rear brakes seize 
from lack of use after road grime and salt started to corrode the 
components. Regular maintenance will help prevent a situation 
like this occurring, and you can bet there’s a whole list of new 
opportunities to think about.

With all the industry announcements and the federal 
government mandate that all new vehicles sold will be  
zero emission vehicles by 2035, the automotive aftermarket  
is in for very significant change. It is though a change that  
must occur to curb global emissions. It also has the very 
significant added benefits of improving air quality and 
reducing logistics operating costs, both of which offer 
significant economic advantages.

This does mean that we need to start planning now and 
understanding how business will impact and change, and 
identifying the new opportunities as well as leveling up skills 
will be what makes the difference for the next generation of those 
keeping our cars on the road. 

James Carter
A veteran of the 25 year veteran of the Automotive Industry, working at 
Toyota in a variety of roles before starting his consultancy Vision Mobility  
in 2006
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Maslack SupplySPOTLIGHT

Officially incorporated in 2000, the Aftermarket Auto Parts Alliance now has six members 
in Canada, 13 in Latin America, and 24 in the United States. Composed of a network of 
independent warehouse distributors, it is the premier aftermarket distribution and 
marketing program group and continues to be a leading choice for quality parts and 
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MASLACK SUPPLY

Nestled in northern Ontario is one of Canada’s most respected and well-
established players in the automotive aftermarket. 

Maslack Supply opened its doors in 1959 with three employees and a 500 
sq-ft building. It has since flourished, now with 13 stores and a distribution 

facility that sits at 70,000 sq-ft.
And one constant has been its founder: John Maslack. 
“John Maslack founded the business based on a customer-centric business model,” 

says Pino Vocaturo, the jobber’s general manager. “Since its inception, the customers’ 
wants and needs came before anything and everything else.”

Maslack’s motto has always been, “We serve the best; our customers.” The company 
does that by making the building of healthy relationships and strong partnerships with 
each customer its top priority. 

“The goal is to always provide the best possible consumer experience and support 
our customers like they support us,” Vocaturo said. “Putting our customers first is 
more than just a business model, it’s a culture.”

And those are values it shares with the Aftermarket Auto Parts Alliance, Inc. In 
1999, Maslack officially became part of the group. 

“We joined because of the great opportunity to be able to offer more to our customers. 
More product lines, better brands, better prices and overall a better experience,” Vocaturo 
explained. “Joining the Alliance not only allowed Maslack to grow as a company but 
it gave our customers the opportunity to grow their business as well through various 
programs offered by the Alliance including the Auto Value and Confidence Plus banners. 
We grew with our customers, and we see their success as our success.”

The partnership allowed Maslack to leverage the technological capabilities of the 
Alliance, giving the jobber everything it needs at its fingertips. 

“For example, MyPlace4Parts allows us to connect and integrate all of our 
customers to our inventory, our products and to our manufacturers and their websites, 
which allows us to streamline our processes,” Vocaturo says. “It’s convenient and 
efficient. The connection it allows us to have with our Certified Service Centres and 
national accounts is also crucial.”

Being part of the Alliance family also gives them access to the wide-ranging 
membership that exists. This allowed Maslack to connect with other members 
whenever they need to. 

“There are also various committees 
within the Alliance that allows us to learn 
about and interact with different markets,” 
Vocaturo said. “This helps us improve our 
operations and also gauge current and 
future business opportunities.”

The Alliance’s ability to excel in 
product sourcing and strategy through its 
product committee is strong, Vocaturo 
noted. “Having that expertise to review 
various lines in depth gives us power at 
the installer level, as we can offer them 
the best brands in the industry.”

For those thinking of joining the 
Alliance, he believes there is no better 
decision that can be made.

“Being an Alliance member allows 
your business to stay independent all 
while offering excellent and professional 
programs that have already been 
established and are well recognized 
in the industry,” Vocaturo said. 
“This allows your business to have a 
competitive advantage and helps with 
customer retention.”

That’s especially true these days, as 
challenges for aftermarket players aren’t 
shrinking. Things have slowed and 
sales calls are far from what was seen in 
normal times, according to Vocaturo. 
Inventory has had its own series of issues, 
from availability to price increases and 
many sales moving online.

SPONSORED

Main branch which includes training 
centre and distribution centre
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Meanwhile, there has been a lack of investment and 
prioritization in technology and infrastructure among 
supply chain players, Vocaturo observed. There has 
been a slowness to adapting.

“Data guides crucial inventory decisions and 
inventory is the powerhouse,” he said. “Accurate  
data and more of it will unlock untapped cash and 
profit opportunities.”

Yet, despite these challenges, the Alliance has been 
nothing but supportive of its members through these 
difficult times. 

“The Alliance has been able to provide us 
with various resources and support throughout 
the pandemic. There were various panel 
discussions with all members to discuss how 
their business is being affected and what they 
are doing to rise to the challenge. Sharing 
our plans and best practices allowed us all to 
make better decisions for our business and our 
customers,” Vocaturo said. 

“On a larger level, the advocacy work done 
at the Alliance is powerful and they are always 
working to fight for the best opportunities for 
our industry.”

The Alliance has several programs available 
to its members, such as the Certified Service 
Centres. This allows clients to take advantage 
of offers that help them enhance their business, 
Vocaturo said. 

It’s additionally a competitive advantage for 
their consumer as it offers warranty programs, diagnostic tools 
and extensive training to techs. “This allows our business to 
offer more to our customers and it also allows our customers 
to offer more to theirs. Everyone wins,” he said.

And that’s just the start. There are many other programs 
Alliance members can take advantage of to boost their business. 
“The IT solutions, warranty programs, marketing tools and 
financial services cover everything we need and what our 
customers need,” Vocaturo said. “To name a few we’ve really 
seen benefits from MyPlace4Parts, Identifix, Brandify, and the 
warranty programs.”

With those needs well in hand, it allows the leaders at 

Maslack to concentrate on 
making their team the best 
it can be.

“As a company, having 
the right people in the 
right places is important. 
We’ve invested in our staff 
to ensure we can offer 
specialized service and 
support to all of our industries,” Vocaturo said. “What makes  
our standout staff members valuable is their ability to rise to 
every challenge, their engagement and their commitment to 
growing Maslack Supply.” 

Pino Vocaturo, General Manager

John Maslack on left (owner/
founder) with Pino Vocaturo  
on right (General Manager)

The Maslack Supply  
training centre

Store front of main branch

Warehouse/distribution centre
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BAYWATCH

Power steering racks
PWR STEER Motion Control Systems now offers 
enhanced packaging for its fast-growing line of power 
steering racks and gear boxes. The reinforced packaging 
is engineered to the same standards as the parts it 
protects, providing excellent protection during shipping 
and handling. PWR’s robust packaging employs 
high-grade protective components that are often used to protect heavy, yet sensitive, 
electronic products. PWR’s packaging method and material protects critical parts like 
transfer tubes and tie-rods, contributing to further reduction in warranty rate.
www.pwrsteer.com

Screwdriver set
MAC Tools recently unveiled a new 9-piece Torx 
screwdriver set at the 2021 MAC Tools Tool Fair. This 
set is designed with a 360° ergonomic textured grip for 
maximum comfort for high torque applications. A molded 
tip ID provides easy recognition of tip type in the vertical 
position, and the nylon-alloy handle is chemically resistant to gasoline, disk 
brake cleaner, brake fluid, motor oil, hydraulic fluid, ethylene glycol, and 
acetone. Vapor-blasted tips provide added protection against corrosion and improved 
gripping force. The set includes T8-T45.
www.mactools.com  

OE lifter
Elgin has introduced Elgin Pro-Stock genuine original 
equipment valve lifter and guide assemblies for General 
Motors LS Series engines equipped with Active Fuel 
Management technology. Available now through leading 
engine parts distributors, these pre-assembled sets 
(#HLG-7011FRA) feature the same parts offered by 
GM, including two each of the AFM-equipped engine’s 
front and rear guides and lifters. All parts are marked for fast, easy installation.
www.elginind.com 

AR app
The new John Bean Tru-Point Augmented Reality 
(AR) Experience app lets shop owners and service 
technicians explore the new Tru-Point advanced 
driver assistance system (ADAS) calibration tool. The app 
uses 3D functionality and AR to allow the user to experience 
the Tru-Point ADAS calibration tool in their shop before they 
make a purchase. Tru-Point can validate a vehicle’s alignment 
condition, automatically compensate for the levelness of the 
workshop floor and precisely perform calibrations according to 
OEM specifications. 
www.mytru-point.com 

Wheel alignment 
system
Rotary has introduced 
a new wheel alignment 
system. The R1065 Mobile 
Tablet Aligner is a tower-
free alignment system that 
requires no minimum 
bay size and comes on a 
portable, compact cart with 
sensor chargers built in, 
giving technicians maximum flexibility to 
perform wheel alignments anywhere in the 
shop. The system features four-point wheel 
clamps and wireless measuring heads and is 
fast and easy to set up. The system is tablet-
operated and Wi-Fi-enabled, requiring no 
additional computers.
www.rotarylift.com 

Diagnostic scan tool
TopDon recently 
launched its 
ArtiDiag800 
OBD2 Scanner. 
The new scanner 
features AutoScan 
technology 
and run full 
diagnostics capable of OE-level analysis of 15 
automotive systems. The Bluetooth connected 
ArtiDiag800 OBD2 can locate onboard 
computer issues and features a 7” touch screen 
with a 1.5GHz Quad-Core + 2G RAM/16G 
ROM.  It also has wireless software updates in 
one-touch via Wi-Fi for new features, bug fixes 
and growing car coverage.
www.topdon.com   

Troubleshooting 
guide
BBB Industries has 
released its Remy 
Rotating Electrical 
Troubleshooting Guide. 

The Troubleshooting Guide was developed to 
provide the professional technician and DIYer 
the proper information needed to identify 
and understand the key components to the 
starting and charging system. The guide can be 
downloaded free of charge.
www.RemyAutomotive.com/tsg21
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BAYWATCH

Air filter
Walmec North America 
has released the 5 Micron 
Compressed Air Filter. This two-
stage filter is available in sizes 
with flow ranges of 15 SCFM to 
250 SCFM, and pressure ratings 
of up to 250 PSI. The first stage filter 
knocks out all liquids, and particles 
of dirt, dust, rust, and scale.  The 
second stage filter removes remaining 
moisture, contaminants, and particles down 
to five microns. The 5 Micron Compressed 
Air Filter also comes with an automatic float 
drain and mounting brackets.
www.walmecna.com

Magnets
Mueller-Kueps 
has released 
new flexible 
magnets. At 
15.5” long they 
provide extra reach and with a flexible 
shaft they are sure to fit into any tight 
space necessary. Most notably the 702 500 
has a magnet diameter of 5mm, making it 
one of the smallest but powerful magnets 
on the market. These magnets come in 
three weight categories, with the strongest 
able to lift 3,000 grams. They are great for 
retrieving any ferrous metal parts that are 
dropped. An ergonomic grip also makes it 
easy to hold while the neon green and black 
handle make them easy to see. 
www.mueller-kueps.com 

Diesel motor oil
Liqui-Moly’s fully 
synthetic low viscosity 
premium class motor 
oil (Tec SAE 10W-30 
diesel) was developed 
to meet the high 
demands of modern 
Asian and American 
diesel engines. The 
innovative additive technology guarantees 
best wear protection and engine cleanliness, 
lowest oil and fuel consumption and highest 
engine efficiency. Ideally suited for engines 
with diesel particulate filters (DPF) and 
turbochargers.
www.liqui-moly.com 

Lower ball joint
Mevotech has recently released a new TTX front lower ball joint 
(TXK9513) for Subaru applications from 2020 to 1989. TTX TXK9513 
is engineered with the self-lubricating sintered metal Dynamic Control 
Bearing, a patented approach to managing the compression of the 
Belleville disc spring. Compression is optimized over the lifespan of the 
part, to create a tighter and longer-lasting assembly under all service 
conditions. Coated fasteners are included for a quick and complete install. 
Additionally, a flush-type grease adaptor, which mates to all standard grease guns, is included in the 
box for future re-lubrication service. 

Power steering filter
Plews & Edelmann has engineered a universal power 
steering filter that easily consolidates three filter part 
numbers into one groundbreaking SKU and delivers 
an advanced level of filtration designed to help shops 
protect their repair and significantly reduces warranty 
claims on pumps, racks, and gears. The new filter features 

interchangeable connectors for precise fitment and flow rates on 3/8", 1/2", and 5/8" ID power 
steering hoses. The new Edelmann Elite power steering filter package includes the filter, four 
additional connectors, and two stainless steel hose clamps. A countertop display pack, Part No. 
70699CC, is also available for convenient POS display.
www.plews-edelmann.com/filter 

Front End Accessory Drive Kit
The Complete Solution

Repair with con� dence.Repair with con� dence.Repair with con� dence.
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Fuel system cleaner
Rislone’s Hy-per Fuel Complete Fuel System Cleaner 
combines six fuel additives in one dual-cavity bottle 
to deliver improved fuel economy, engine power 
and performance. The combined formula is more 
cost-effective than purchasing separate gas treatment 
additives, octane boosters, fuel stabilizers and 
conditioners, fuel injectors and system cleaners, and 
upper cylinder lubricants. Rislone Complete Fuel 
System Cleaner cleans and lubricates the entire fuel 
system using a patented next-generation cleaner, 

P.E.A. (polyetheramine) to remove carbon deposits and buildup from 
fuel injectors, fuel lines, sensors and the fuel pump.
www.rislone.com 

GDI fuel pumps
GMB North America Inc. recently introduced 
12 new high-pressure gasoline direct injection 
(GDI) fuel pumps to its line of fuel pumps and 
related parts. These new part numbers cover more 
than12 million VIO for late model Ford, GM, Hyundai, 
Volkswagen, and other fitments. All GMB GDI pumps 
are strictly benchmarked directly with the OEM part to match both 
performance and durability.
www.gmb.net 

Press tool
Milwaukee Tool has introduced its 
first 4” capacity press tool with wireless 
reporting capabilities, remote tracking, 
management, and lockout. The M18 
Force Logic Press Tool w/ One-Key is the industry’s smallest, most 
intelligent press tool. With an in-line design and brushless motor, 
this tool achieves more run-time per charge and faster cycle times 
while being significantly smaller and nearly 20 per cent lighter than 
the leading competitor. In addition, this tool enhances the overall 
press connection experience by logging and uploading data from 
every press for retrieval via the One-Key desktop or mobile app. 
www.milwaukeetool.ca 

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 21_1145_Jobber News_JUL_AUG  Mod: May 20, 2021 12:46 PM  
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Brad IrvingYPA 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: Brad Irving
Company: Uni-Select
Title: Strategic Business Manager, Western Canada
Number of years in the aftermarket: 12

Did you always know that you wanted  
to work in the automotive aftermarket?
BI: Automotive is part of my family’s background! My grandfather, Hector 
Irving, started an auto repair shop in Vancouver in 1958 (Irving Tire) and 
then my father, Tom Irving, took over and ran it for 40+ years. As a young 
kid I would go into work with my dad to play around in tire stacks and hang 
around the shop watching the mechanics work on cars. Out of high school, 
while playing junior hockey in small towns in B.C. and Manitoba, I worked 
part-time in the industry as both a tire technician and an auto parts Delivery 
driver. Once I came home for good, I started working full time at our family 
shop and decided to get my Red Seal Certification and started this journey.

How long have you been a member of the YPA?
BI: This is my first year being a member of the YPA.

What does your participation in the YPA mean to you?
BI: I’ve dedicated my career to the automotive industry and joining the 
YPA is my way of being part of the future and help this industry continue to 
succeed. It’s also important for me to assist where I can in order to make sure 
we have the next generation behind us looking at the automotive aftermarket 
as a career choice. 

Have you ever had an industry mentor? If so, who, and why?
BI: At Uni-Select, I’ve be fortunate to have a great mentor in Tim Bruschetto. 
He has provided me with the knowledge of the automotive aftermarket, 
and the tools to be successful in my role and provide the best service to our 
customers. He has let me be creative on the analytical side of our business to 
offer a different perspective to our customers that hadn’t been done before.

Is there any advice you would give to someone who is just starting out, 
or looking to transition into the automotive aftermarket?
BI: If you’re an automotive technician that may be looking for something new, 
know that your knowledge of parts on the vehicle and how they function is a 
valuable asset in many different roles in the automotive aftermarket.
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