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YOUR VALUE
PROPOSITION IS AT RISK

T

he results of our Annual Jobber News Shop Survey provided an interesting
dichotomy.
When we asked the important reasons to contact a specific jobber first,
many respondents in the comments section noted service and relationship.
“It is ALL about service,” one person said. “The counterperson is the first
point of contact and he is key in the relationship,” said another. Others made similar
comments.
However, immediately prior when asked to check the boxes that lead to their decision,
these feelings didn’t translate over. The importance of the counterperson was just 31 per
cent. The importance of the relationship was 54 per cent.
There were behind availability/inventory (94 per cent), price/discount (60 per cent)
and online ordering (58 per cent).
Furthermore, the counterperson category fell significantly — 14 percentage points —
from the last time we surveyed shops. The importance of relationships also fell, by nine
percentage points.
On the flip side, the importance of online ordering jumped 11 percentage points.
What we can take away from this is that customers are engaging differently than
before. We are effectively seeing what’s happened in other industries and perhaps in our
personal lives: Things are becoming more digital. Just like how many of us are ordering
more and more online — perhaps enhanced by the pandemic — it would appear shops
prefer doing that more and more now.
And this can’t be a surprise. E-commerce was a popular topic at the Automotive
Aftermarket Suppliers Association’s Vision Conference last month. Executives
from various suppliers talked about the importance of putting more thought into
e-commerce systems.
After years of seemingly beating around the bushes of the idea, the aftermarket is
taking the topic seriously. Probably because it has no choice.
“I think that customers realize that they can be served in a way that we probably never
thought we could serve our customers,” said Eric Lough, vice president of business
development at FCP Euro. “And I think that's set the bar high. We've set an expectation
during the pandemic with e-commerce that I don't think we go back from there. I think
we only go forward.”
The clear message is to enhance your digital presence and make sure
customers can order your products online.
But there are inherent challenges. Notably, transacting online leaves
out an important factor in the aftermarket relationship: Offering expert
guidance and problem-solving.
That’s the issue at the feet of the aftermarket now. As Mike Mohler,
executive vice president and chief purchasing officer with The Group,
said at the conference, if that extra layer isn’t there, then the
aftermarket risks commoditization.
Thought needs to be given to how the aftermarket connects these
two issues. Otherwise, your value proposition comes into question.
If not cared for, it risks being lost.
Let me know what you think.
You can reach me at
adam@turnkey.media

Adam Malik
Managing Editor, Jobber News

ISSN 0021-7050
Online 1923-3477
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Because you’re always on the go...

...Centric is there when
you need to stop.
Feels Like OE. Stops Like OE.
Centric® brakes are designed, manufactured, and tested to exacting standards
to meet the demands of today’s vehicles. Engineered to match or exceed OE
effectiveness, Centric aftermarket brake pads feel and function just like the
original equipment.
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NEWS

NAPA LAUNCHES BANNER DEDICATED
TO NEXT-GEN VEHICLES
NAPA UNVEILED

NEXDRIVE, created to
support auto repair shops
within its network in servicing
and repairing EVs and hybrids,
at the Montreal Electric and
Plug-in Hybrid Vehicle Show.
The choice of Quebec to
launch a new nationwide
program was done with
purpose. The province has the
highest number of electric and
plug-in hybrid vehicles in the
country.
This is also where Mathieu
Côté, owner of several NAPA
Auto Parts stores, broke
ground two years ago with
the implementation of the
Mechanique Haute Tension
(MHT) program.
JOHN O'DOWD, VICE PRESIDENT OF MARKETING OF NAPA CANADA AT THE LAUNCH OF THE NEW NEXTDRIVE BANNER IN MONTREAL.
"This pilot project has
CREDIT: JIMMY HAMELIN PHOTOGRAPHER
educated us internally about
auto parts stores, as well
Indeed, high standards will be the norm when it comes to
as allowing us to learn about the challenges mechanic's
the program.
workshops are facing and identify areas for improvement,"
NexDrive, Exclusive to the single-banner NAPA AutoPro
said John O'Dowd, vice president of marketing for NAPA
and NAPA AutoCare network, offers its member shops a
Canada, in an interview.
marketing program as well as technical support and assistance.
By combining the best of MHT's auto parts stores standards
To become certified, they must satisfy high standards: Have
with NexDrive's auto repair shop standards, the Canadian
at least one EV-certified technician and one NAPA certified
NexDrive program was born.
technical advisor on the team, have the required equipment —
Stores will be playing a key role in this new initiative. The
ensuring that it is maintained and serviced — as well as have a
relationship between both sides is important to ensuring
charging station.
adequate service, O’Dowd noted.
Audits will be conducted twice a year to ensure that the
“Mathieu's experience has taught us that stores play a
shop continues to meet the requirements.
key role. An MHT certification is essential for shops to join
In the coming months, NAPA will gradually add auto parts
the NexDrive banner. Otherwise, there can be no NexDrive
stores to the MHT and NexDrive program to accommodate
mecanic’s workshops in their assigned territory — because you
all shops that wish to join the new banner. Currently, 11 shops
can't have one without the other," O'Dowd said. "Our strength
are certified, all from the MHT program, and 14 are in the
at NAPA is that we are involved in the entire supply chain,
process of becoming certified.
from the distributors and parts suppliers, to the stores and
Canada is the second country to implement NexDrive
shops, so the consumer leaves happy."
certification after the Benelux countries of Belgium, the
The certification was designed to identify shops that have
Netherlands and Luxembourg. Germany, France, Poland and
expertise with next-generation cars. "As vehicles change, so
England are expected to follow suit by the end of the year,
must the repair shops network. We want to offer the customer
with the United States and Australia to follow in 2023.
generalists who specialize in EV maintenance and repair,"
O'Dowd said.
—By Isabelle Havasy
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NEWS

HIGHER GAS PRICES WILL
IMPACT DRIVING
WITH GAS PRICES HIGHER

than they ever have been, a
recent analysis is expecting “significant consequences” when it
comes to the way drivers use their vehicles.
The average gas price in Canada in early May was 183.7
cents/litre, peaking on March 11 at 184.5 cents/litre. One year
ago, the average price was 128.3 cents/litre.
And there’s no sign of relief coming any time soon,
observed a recent Aftermarket iReport from Lang Marketing.
In fact there are three factors that make this surge different
from previous ones.
“The speed at which it has occurred, the record heights
that it has reached and the likelihood that it will persist for an
extended time,” it reported.
The likelihood prices will remain high for the rest of the
year will indeed affect drivers.
“This extended punishment of consumers at the pump will
have more significant consequences for consumer driving
patterns than did previous pump price surges,” the report
Raging Gas Prices Shake Up the Aftermarket Analysis 2: Miles
Driven said.

A-PILLARS COME UNDER
SCRUTINY
A NEW STUDY FROM the Insurance Institute for Highway
Safety (IIHS) shows that larger vehicles may not afford drivers
as clear a view of people crossing the road.
It raised red flags over SUVs, pick-up trucks, vans and
minivans obscuring drivers’ view and increasing the danger
for pedestrians. Light truck sales made up 81.2 per cent of total
new light vehicle sales in 2021.
The paper concluded that light trucks have a higher chance
of being involved in certain pedestrian crash types. It believes

that the visibility of pedestrians near the front corners of these
vehicles by drivers is problematic. It suggested more research
to examine blind zones by vehicle type.
“If it is found that [light trucks] have larger blind zones,
automakers should consider ways to design the A-pillars of
these vehicles to minimize blind zones while maintaining
pillar strength. Doing this could improve pedestrian safety
around these increasingly popular larger vehicles,” it said.
It is already known that larger vehicles cause more severe
injuries when colliding with pedestrians, pointed out IIHS
vice president of research Jessica Cicchino, one of the
study’s authors.
“The link between these vehicle types and certain
common pedestrian crashes points to another way that the
increase in SUVs on the roads might be changing the crash
picture,” she said.
General Motors was recently granted a patent for a
transparent vehicle A-pillar. The transparent opening is
designed to give the driver a bigger field of view — notably
on left-hand turns “The transparent material is selected
from materials having a transmission coefficient of at
least 50 percent for light in the infrared (IR), visible, and
ultraviolet (UV) wavelengths and a refractive index between
1 and 2 for visible light, such as polymethylmethacralate
(PMMA) or an optically transparent polycarbonate,” its
patent application said.

You wouldn‘t change the oil
without changing the filter...

Why would you change the clutch
without changing the hydraulics?
www.aftermarket.schaeffler.us
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NAMES IN THE NEWS

DRIVERS IGNORING
MAINTENANCE
SERVICES
was one of the top vehicle
maintenance procedures Canadian vehicle owners
don’t stay on top of, according to a new report from the
Automotive Industries Association of Canada
In the report, Vehicle Owner Attitudes Towards
Maintenance and Repair – Views of 2,000 Canadian Car
Owners, AIA Canada reported that, in addition to engine
oil changes, drivers were also not staying on top of other
procedures, such as checking engine oil, changing their
tires, checking tire wear and checking tire pressure.
When it came to knowledge about maintenance and
repair one in 10 said they were “very knowledgeable”
while nearly four in 10 (37%) said they were “not very
knowledgeable.” Though it appears many Canadians have
some comfort around the topic as nearly half (45 per cent)
said they were “somewhat knowledgeable.”
The survey also painted a good picture of how
much Canadian pay attention to vehicle repair and
maintenance. Virtually all respondents (96 per cent)
said they consider it a priority — 59 per cent said
maintenance and repair is a high priority, plus 37 per
cent recognizing it as a medium priority.
Furthermore, seven in 10 (71 per cent) said they at least
follow their vehicle’s maintenance schedule — 30 per cent
said “very closely” with another 41 percent “more or less”
following it.
And the reason they do so is for safety, to prevent
breakdowns, extend their vehicle’s life and reduce longterm expenses.
When looking at how much they spend, the average
annual spend on maintenance was $400, with $516 spent
on repairs.
And while customers prefer to have a sticker inside the
windshield or their dashboard system remind them of
required maintenance, they also like to be notified by their
shop via email, an app and text messaging.

CHANGING ENGINE OIL

REPORT OFFERS
GUIDANCE TO ICECOMPONENT SUPPLIERS
SUPPLIERS WHO ARE reliant on ICE vehicles as the
core of their business might be in trouble as demand for
their products drops with electric vehicles.
EVs are being mandated by governments around the

Jason Herle is the new chief executive officer of Fountain
Tire. Herle has been with Fountain Tire for 28 years. He

stated as an operations manager and worked in areas of real
estate, expansion and wholesale.
OK Tire Stores Inc. named Jim Bethune its new president and
chief executive officer. Most recently, Bethune was COO of Neelands
Group and held executive positions at Cartsar Automotive Canada.

Akebono Brake Corporation announced the addition

of Carl Tellier to its aftermarket sales team. He will take on
the role of eastern regional sales manager.

The Heavy Duty Manufacturers Association
(HDMA) has named Collin Shaw president and chief

operating officer. Most recently, he was responsible for
North American business strategy at ZF Group.
Sidem has appointed Iwan Loewen as business

development manager. Based in the United States, he will
work mainly in the North and South American market for
the steering and suspension specialist.

world, consumer interest in such vehicles is growing as gas
prices rise and concerns around the environment grow and
automakers are announcing investments into the technology
on a regular basis.
A new paper from McKinsey & Company offered some
insights on what these companies need to do to adapt. It argues
that ICE suppliers can still find value-creation options in the
short- and medium-term. Furthermore, companies should look
at peers in other industries that have successfully gone through
similar disruptions for inspiration.
“As ICE-component businesses attempt to capture value, they
must make a fundamental separation within their companies
to realign business models for value creation,” the report, ICE
businesses: Navigating the energy-transition trend within mobility
said.
It recommended that the part of the business that has near
and medium growth potential would become the company’s
growth engine. This is where the company would have new
vehicle programs and the aftermarket. Businesses would focus
on targeted expansion opportunities in these areas.
The other part of the business would operate as “the
execution engine.” This is where it would focus on programs
where the upside is limited. Focus would be on seeing through
existing commitments.
“After ICE-component suppliers separate themselves into
growth and execution engines, they can develop tailored
strategies, incentives, and metrics for each one,” the report said.
w w w. a u t o s e r v i c e w o r l d . c o m
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Onthe Road
Lordco’s 32nd
Annual Tradeshow
April 4-5
Vancouver, British Columbia

10

MARCH / APRIL 2022

Lordco Auto Parts hosted its first live and in-person tradeshow since 2019
at the Pacific Coliseum & Agrodome. The COVID-19 pandemic cancelled
the in-person shows the last two years. Attendees and exhibiting vendors
were excited to finally be back live at the show, the first major Canadian
event since the pandemic began. Attendees were able to take in what
suppliers had to offer for parts while also checking out the latest in tools
and equipment. Lordco customers were also able to take advantage of
tradeshow pricing during the event.
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BytheNumbers
131.6 million

$

A federal investment help Honda Canada retool
its manufacturing operations in Alliston, Ontario
to launch the next generation of hybrid-electric
vehicles. Ontario will match the investment.
Prime Minister's Office
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Stats that put the North American
automotive aftermarket into perspective.
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Canadians are looking to buy an alternative-fuel
vehicle in 2022. And 37% are likely to buy a smaller
or more fuel-efficient vehicle.
Canada Black Book

$

400

The average annual spend on
maintenance by Canadians from June
2020-June 2021. They spent an average
of $516 on repairs.
Automotive Industries Association of Canada

6.47

400.6
10%
hours

Rural Manitobans who were observed not
wearing their seatbelt, compared to 3% of drivers
in the Winnipeg capital region.

While 83% of Canadians own a vehicle, they park
their car 95% of the year. The average vehicle is
only used for a few hundred hours total all year.
Canada’s score out of 10 on automated vehicle
readiness. This placed Canada sixth in global
rankings. The U.S. topped the list with a score of 8.62
Confused.com

Car Ownership Index

Manitoba Public Insurance

$22,614 (USD)
Canada is the cheapest place to buy the world’s
best-selling sports utility vehicle, the Toyota Rav4.
Japan was second at US$24,010.
Zutob

36%

The most important
consideration of buying a car is
the purchase price for more than
one-third of Canadians
Canada Black Book
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BUSINESS PERSPECTIVE

THE GREAT SUPPLY CHAIN
TRANSFORMATION
Four ways how auto parts procurement
and distribution will change forever
By Kumar Saha

I

f you are in the automotive industry and the term “chip
shortage” means nothing to you, then you are probably
not in the automotive industry.
For the last two years, supply chain issues — lost
production, parts scarcity, cost of goods, freight prices —
have loomed larger on virtual boardrooms and water coolers
than EBITDAs and office politics. It was topic du jour at
every automotive conference I have attended recently. Not a
week goes by when it does not come up in a client meeting.
The pandemic hit everyone from automakers to parts
manufacturers to jobbers all around the world. The RussiaUkraine war has only made it worse, particularly for Europe.
Dealer lots are empty, car and part prices have skyrocketed,
and fulfilment woes continue.
Despite the persistent gloom, there is growing consensus
in the industry that we will likely come out of the supply
chain crisis by early 2023. However, the fallout from China’s
zero-COVID measures could push that by a few more
quarters.
But, when we finally overcome the current challenges,

12
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what will things look like on the other end? How will
automotive stakeholders react to the biggest shock they have
faced since the Great Recession?
Most observers, yours truly included, believe that we are
headed for the biggest supply chain transformation since
just-in-time (JIT) or China’s entry into the World Trade
Organization. One could argue that once we blow past the
current mess, the industry will return to business as usual.
But I think this time it will be different. Companies are
not simply talking up changes. They have started to roll out
strategies that indicate that a tectonic shift is coming.
Here are four ways in which auto parts procurement and
distribution will be re-wired for good (or at least till the next
disruption):

The China+ strategy
Probably the most obvious outcome of the current crisis.
The shift away from the Asian powerhouse has been a while
in the making. The pandemic is speeding up that change.
After years of outsourcing parts production to China

(particularly in the aftermarket), there has been growing
consensus that the cost of making — and transporting — parts
there are catching up to local or near-shore (read: Mexico)
production costs. When freight prices quadrupled last year,
the case against China only grew stronger.
The strongman geo-politics of Chinese leader Xi Jinping is
not helping either. The tariff wars, pro-China jingoism, and
tacit support of Russia have made the country less palatable to
CEOs. Uncertainty is anathema to business leaders.
But China’s production capacity and labour market are
simply too large to ignore. Despite the current handwringing,
en masse exit from China is extremely unlikely. Instead,
companies will diversify production — either bringing some
closer to home or creating backups in other Asian countries
such as Vietnam, Thailand and India.

Fattening the supply chain
Ever since Toyota showed the way in the ‘80s, the lean
philosophy has served the automotive industry well —
lowering costs and fattening margins. But the pandemic
exposed the shortcomings of the JIT model. When sourcing
and production felt the squeeze, “no fat” networks fell apart
fast.
The length of the average auto supply chain made matters
worse. Even with higher expedited shipping costs — at a time
when freight prices were at its peak — products often sat
around at multiple ports due to labour shortages.
While it may add cost, suppliers and retailers will likely
move toward plumper inventory models — particularly
those with longer supply chains. A recent Automotive News
study showed that over a third of automotive companies are
interested in increasing their inventory levels, even if that
translates to higher operational costs.
The industry has different names for this strategy. Some call
it inventory banking, some call it shortage gaming. One called
it the just-in-case model.
This inventory-heavy approach is unlikely to last forever.
One can expect some level of normalization once we are past
the current crunch. But some supply chain “fat” is here to stay.

Focus on flexibility
The manufacturing supply chain is often a zero-sum game.
OEMs often lock suppliers into long-term, inflexible contracts
with the premise of cost concessions over the lifecycle of a
product. Tier-1 suppliers do the same to Tier-2s — the ‘winlose’ approach flows downhill.
The structure had become so entrenched that everyone
in the ecosystem accepted it as the cost of doing business.
But the pandemic was the straw that broke the camel’s back.
For example, increases in freight costs — which would be
generally absorbed by a supplier — became so onerous
that many were forced to push for price increases to their

customers or risk going out of business. Top of chain
companies were given the ‘take it or leave it’ option — a rarity
in any supply chain, even more so in automotive. (The recent
Frito-Lay/Loblaws standoff is a good Canadian example of this
trend).

Companies are not simply talking up changes.
They have started to roll out strategies that indicate
that a tectonic shift is coming.
But the friction is giving way to a cooperative ecosystem.
At the Automotive Aftermarket Suppliers Association Vision
Conference in April, collaboration between parts retailers
and suppliers was championed as pandemic highlights. Going
forward, this spirit is likely to continue — because it makes
business sense. Supply and freight contracts will become more
flexible, particularly with pricing. These agreements will be
driven less by lock-ins than by market-based, indexing rules,
collaborative evaluations, and value-based factors.

Hyper speed to digital
The automotive supply chain has been getting smarter for
decades. But, for all the promise of Manufacturing 4.0, IoT
and AI-based platforms, the last two years showed that it is
not smart enough yet. A recent McKinsey survey of global
supply chain leaders shows that 73 per cent of planning
still happens on spreadsheets. SAP software came closest to
manual planning with over half of respondents claiming use.
But multiple sourcing, inventory banking and flexible
contracts can have no meaningful impact without accurate
forecasting, predictive inventory planning, and other datadriven insights. The same McKinsey survey reports that 60
per cent of respondents plan to use AI tools while one in five
are already using them. These predictive tools generate more
visibility and facilitate end-to-end planning, creating a virtual
network that will both mirror and shape the physical supply
chain.
But the simulations will be as good as data from the
ground. To that end, we will see more investments in
IoT environments in manufacturing, warehousing, and
transportation. These ‘smart’ nodes will finally generate the
data to provide the required visibility and create a virtuous
cycle between the digital and physical supply chains.
Kumar Saha

Kumar Saha is the Toronto-based vice president (U.S.)/managing director
(Canada) of global automotive intelligence firm Eucon. He has been advising
North American automotive industry for over a decade and is a frequent
conference speaker and media commentator.
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RIDE CONTROL

MORE POWER
EVs generate more torque than an ICE vehicle, creating increased deterioration
of components. Jobbers will need to be prepared

By Adam Malik

E

lectric vehicles will change the automotive
aftermarket but repair opportunities will remain
plentiful for the industry.
For jobbers, it may mean keeping more ride control
products in stock.
A joint electrification forecast presented by the Auto Care
Association and the Automotive Aftermarket Suppliers
Association highlighted several aftermarket opportunities
with battery electric vehicles. One area where parts can wear
down quicker in an EV than in an internal combustion engine
vehicle is in ride control.
Electric drive motors can provide high torque at starting
speeds. This may affect the life of half shafts, CV joints, tires
and other undercar components, noted Carlos Thimann,
director at Strategy&. Along with Akshay Singh, partner at
Strategy&, he authored the report entitled Impact of New
Technologies in the Automotive Aftermarket.
They wrote in the report that while it can be anticipated that
automakers will compensate for the high torque, there have
been multiple reports of high wear on electric vehicles.
“Even though a lot of this might be engineered into the
product, it could be a situation where there might be some
impact to the life of half shafts or CV joints,” Thimann said
during AAPEX 2021 in Las Vegas where the report was
presented.
This indeed appears to be what’s happening, noted experts
14

M AY / J U N E 2 0 2 2

w w w. a u t o s e r v i c e w o r l d . c o m

from ride control companies.
“While many EVs currently utilize similar undercar
platforms as their fossil-fueled counterparts, the increase in
weight and torque of an electronic drivetrain can put more
stress on undercar components,” said Andy Castleman, brand
manager at Indiana-based KYB Americas Corporation.
A lower centre of gravity is a factor as well, noted Victor
Moreira, technical services manager at Mevotech in Toronto.
“All of these factors work together to add an increased amount
of strain on undercar components, causing them to wear in
a shorter amount of time when compared to a traditional
vehicle.”
Original equipment manufacturers and, in turn, aftermarket
companies, will need to figure out how to make stronger,
lighter components to counter the added weight and drivetrain
stress, Castleman said.
“Lighter components will also help to increase the range of
the EV,” he added.
Coming up with ways to achieve these goals is what
engineers across the industry are working hard at. Mevotech,
for example, is taking ‘design failure mode and effect analysis’
approach to finding weak points in OE components. Those
concerns are addressed by upgrading various elements of the
component. A ‘finite element analysis’ method is then applied
to evaluate upgrades to ensure expectations have been met.
“One example of this would be increasing the sphere size in

being used in control arms to the design space constraints of
the vehicles can present potential challenges that need to be
worked around,” Moreira said when asked about challenges
the industry is facing. “We also need to take the component’s
strength-to-weight ratio into consideration when adapting
the materials used. With EVs, even the magnetization of
components during manufacturing may need to be addressed
with a demagnetization process, in order to prevent any
potential interference with the vehicle’s electronic systems.
Applying the correct detailed analysis and having a true
understanding of these elaborate systems are really the only
solutions to successfully working around these challenges.”

R

Shop discussions

Everything from the complex shapes and
materials being used in control arms
to the design space constraints of the
vehicles can present potential challenges
that need to be worked around.”
an assembly’s ball joint,” Moreira told Jobber News.
“This upgrade increases the load handling capability
of the ball joint which extends the overall service life of
the component.”
These are complicated and sophisticated systems,
Castleman observed, and it’s up to the aftermarket to
ensure the right guidance and education is given to
support these products. He recommended distributors
and wholesalers work with manufacturers that provide
training and online support for these such technologies.
“The aftermarket must be able to supply the
components and provide the knowledge to service
providers on how to diagnose and maintain EVs,” he
said.
“Everything from the complex shapes and materials

When a shop calls their jobber for a component for an EV
or even a hybrid, the counterperson needs to know that a part
for an ICE vehicle may not be the right one to recommend. A
shock or strut for one may not be compatible with the other.
“Damping rates, ride height, spring design all need to be
considered,” Castleman told Jobber News. “Sport or luxury
editions, different engine sizes, EV or [ICE] models can
require different specifications to ensure the vehicle operates
as designed.”
Furthermore, as vehicles age, the stress placed on
suspension components grows due to other work
components. “For example, having worn springs can cause
‘suspension sag’ that alters the ride height and overall
geometry of the suspension,” Moreira said. “This condition
directly affects many other suspension components, causing
them to wear aggressively.”
That makes communication essential between the shop and
the jobber. As EVs are still relatively new to the marketplace,
real-world information can help jobbers understand how to
better help shops.
“How long are the undercar components on EVs lasting?
What types of wear are they seeing on EV components that
is different from non-EV vehicles?” Castleman noted as key
questions. “No one truly knows how a system will perform
until it is subjected to consumer driving habits.”
At the end of the day, jobbers need to see this area as a new
selling opportunity. So they need to be properly prepared.
“Jobbers have always responded to changing vehicle
technologies. There will be new and expanded opportunities,”
Castleman said. “As the VIO of EV models continues to grow,
jobbers need to adjust their inventory levels and parts mix to
include components to fit this expanding market.”
Furthermore, with increased use in the rideshare and
delivery space, the demands placed on vehicles mean ensuring
they’re using better quality parts — an opportunity to sell
premium products.
“Individuals that use their vehicles for these purposes
need to be made aware that the added use increases vehicle
demands. They are the perfect candidates for premium
replacement components that provide the durability and
service life to keep their vehicles operating trouble-free,”
Moreira said.
w w w. a u t o s e r v i c e w o r l d . c o m
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ANNUAL SHOP SURVEY

Changing needs
While product availability continues to be tops, price has become less important.
Meanwhile, there are other growing factors behind why shops decide to call you
By Adam Malik

W

hile their
top concerns
remain
essentially
the same,
there has been a shift in
what automotive aftermarket
service and repair shops want
from their jobber.
Having the parts in stock
they need topped the list once
again when asking what were
the important factors that decide
which jobber is their first call — 94 per cent of
respondents said so.
That number is consistent with the last Jobber
News Annual Shop Survey we ran when 93 per
cent said the same.
So, clearly, if you have parts in stock, you can
expect regular business. That said, this has not
been the easiest time to ensure stock is up to
the needed level. The COVID-19 pandemic has
made the supply chain tough to navigate.
Demand for products, in general, hasn’t
slowed down, observed Tom Cook, managing
director at Blue Tiger International, during the
recent AASA Global Summit.
“That surge demand is still at an all-time high;
it’s increasing. And corporations still have the
mindset of stocking their inventory as much
as they possibly can so that they’re not in that
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condition they were in
[back in] February, March, April, May of 2020,”
he said. “So delay is really the biggest concern
that we’ve seen”
We sent the survey out to readers of sister
publication CARS through the newsletter and
e-blasts. The last time we surveyed readers
was in 2018. Due to a variety of reasons, the
annual survey has not been completed in a few
years. Jobber News is committed to ensuring
we capture these insights every year moving
forward so you can understand your shop
customers’ needs and how they are changing.
Since the last survey, the importance of price
seems to have dropped. In our 2018 survey,
price was cited as important by 71 per cent of
respondents. This year, it came in at 60 per cent.
However, when given the ability to comment,
price commonly came up as an issue from

Want more insights?
Scan the QR code to listen to
the Jobber News Enhanced
Media segment.
respondents — and was often tied into availability.
“It is very important to be able to source quality
parts at reasonable prices in a reasonable amount of
time. A mutually respectful relationship is a key factor,”
wrote one respondent.
“We work with several suppliers, price and
availability are what matters to our customers,
therefore, it’s what matters to us,” said another.
“These days availability is a big factor but not at any
price,” one wrote.
“Must have parts inventory at a reasonable price,”
echoed another.
Of note, a few factors noticeably changed
compared to the last survey. The importance of the
counterperson fell from 45 per cent to 31 percent,
while the importance of the relationship dropped from
65 per cent to 54 per cent. On the flip side, the
importance of ordering online jumped from 49
per cent to 58 per cent.
One can infer that as more shops move
to order online, the relationships with staff,
particularly counter staff, become less important.

Online ordering
In fact, there has been a big jump in how
many shops have shifted online when ordering
parts.
In 2018, about 38 per cent said they were
ordering online four out of five times. In 2022,
that number is at 49 per cent. Additionally, another
13 per cent said at between 70 and 79 per cent of their
ordering was done online.
Add it up and nearly two-thirds of shops are putting
online orders through to their jobber at least 70 per
cent of the time.
And shops like the ability.
“We were doing most of our ordering online before
COVID hit,” wrote a respondent. “With a good system,
it’s way faster. For us, the pickers and shippers are the
most important personnel at our local jobbers.”
There is only one reason they need to be able to
speak to someone. “The only time we talk to the
counter is when there is a catalogue error or there is
no stock at any local store that we can pull from. I
keep telling them they have to look after the back store
people.”
A few respondents noted they would work more
with a jobber if they offered such capabilities.
“The main factor is a jobber that provides an online
ordering platform,” one observed in the comments.

We asked:

If you could give any piece of advice to aftermarket
jobbers about how to keep you, their customer, happy,
what would it be?
“Be honest and transparent with pricing changes,
be receptive towards feedback and make constant
improvements to systems and procedures.
Understand what my challenges are and seek to
help solve them.”
“Access to inventory, options for quality parts we
don’t have to replace multiple times, Looking after
their staff so they stick around for more than a
day.”
“Provide high percentage of in-stock inventory,
and provide technical support/training sponsored
by the manufacturer of the parts you sell.”
“Keep the parts your customers want in stock,
provide good service so there is no reason to look
elsewhere.”
“Stay in touch, no matter the size of your account.
Offer pricing and availability like that of companies
like Rock Auto.”
“Just treat your customers with respect and look
after their needs. Help them with other selections/
quality choices.”
“It is important to remember your loyal customers.
I hate it when someone comes to me with a
promotion based on my growth in sales. I feel like
I should be switching jobbers every two to three
years just to make sure that I am receiving all the
same benefits as "new business.”

Another said they would order more online “if our jobbers
would offer this service. If online is available, I will use it first
because if I call, it most likely leads to being put on hold for a
few minutes.”
One shop responded, however, noted a “love/hate”
relationship when it comes to online ordering.
“Online ordering is handy because we can quickly do a part
estimate and transfer it to our management software, and can
quickly see a picture of a part along with specifications and
warranty info,” they said. “It stinks because our service writers
are doing the work of a counterperson (much like retail selfcheckout) rather than having a parts professional serve us.”
w w w. a u t o s e r v i c e w o r l d . c o m
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They gave a recommendation to jobbers. “Our jobber needs
to give us more stocking information on the online ordering
platform, as we often have to call for availability anyways after
looking the part up online, and many of the counterpersons
are undertrained or apathetic (others are almost god-like).”

Why they switch
A jobber that has seen a shop customer leave can probably
point to the service offered. It was a common reason raised
among respondents when asked to share thoughts on why they
moved on to another store.
Another issue raised was around the availability of products.
“Availability of parts began to be the main issue. This was
pre-COVID. They constantly ran out of stock on popular
items,” a respondent explained.
For some, it was accountability was an issue, as was an
inability to keep promises.
“My old supplier changed to a corporate-run store, and it
was downhill from there,” observed another respondent. “They
would make a mistake and we would help them fix it, then it
would happen again and again. Always an excuse — we are
learning, head office this or that.”
And jobbers generally have a small pool of jobbers they call.
About 87 per cent of shops call around to four or fewer jobbers
— 46 per cent call upwards of four while 41 per cent stick to
just one or two.

Biggest impact
We asked automotive service and repair shops what they
felt would have the biggest impact on their shops between
advanced driver-assistance systems (ADAS), hybrid vehicles,
electric vehicles or something else. More than a third (34 per
cent) chose electric.
“Less services will be required by EVs. We are already
positioning ourselves as the local experts with equipment and
training,” one respondent said.
One noted that a quarter of vehicles seen in their shop are
either electric or plug-in hybrid.
Hybrid vehicles (21 per cent) and ADAS (20 per cent) were
fairly equal in terms of anticipated disruption. And people
have their concerns.

What percentage of products you purchase from your first-call jobber
versus other sources (other jobbers, car dealers, other sources? )

18

27.5%

18.8%

11.2%

35%
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“I believe that ADAS is what will mostly affect the ability to
provide a significant enough amount of services, repair and
simple part replacement in the future,” predicted a respondent.
A feeling among some who were surveyed was that many
vehicles with these advanced technologies are starting to be
seen more often in aftermarket circles.
“These systems are now starting to fail. Information and
parts to repair are still slim out there,” according to one
person.
“All vehicles equipped with these features are now becoming
out of warranty, and of course, all of these are failing on
modern vehicles,” observed a respondent.
“ADAS has been implemented on new vehicles for many
years now. We expect to see more failures as these systems
age,” said another.
“The four-year-old vehicles we see off warranty are all
coming with some level of this technology,” reported a
respondent.
The rest of the responses were either “none” or identifying
the supply chain as their biggest challenge.
And how are jobbers helping with this? While many
responded they were happy with the support they received —
and some were on the fence — there were those who were not
happy.
“My experience is that most jobbers I have been involved
with on a regular basis have very little knowledge or concern,”
one person wrote in the comments.
“Our jobber is behind the times. Their attitude is antiquated,
they are not about how they can really help their customers,”
said another.
So what do they want from their jobber?
One asked for more reps to showcase new technology.
“There could be more help available to help us be prepared
from the industry as a whole. Good relevant support,” said
another.

Advice
Finally, we asked what advice they would give to you, their
jobber, as they deal with an influx of technological change in
their business. There was a consistent theme through many
responses: Keep up with the times.

What percentage of products do you purchase from new car dealers?

57.5%

33.8%

8.9%

How important are the following factors in terms of your decision to make a jobber your FIRST CALL?

“I have been pleading with jobbers for years to prepare
for newer technology,” one respondent commented. “In
my opinion, one of the most threatening technological
developments is telematics. Telematics will reshape the industry
as far as I am concerned and the dealers will gain a significant
advantage over independents if something is not done quickly.”
Another noted that change is always happening. “Start
studying now for the problems coming,” they recommended.
“It is not something that comes with a flick of a switch, but
we can see that we must adapt with it and be prepared for it,”
said another. “Now is the time to do so.”
For some, they wanted to ensure jobbers were doing
their part to ensure technicians get the proper training and
the industry ensures it continues to have access to repair
information through right to repair.
“Future techs will require proper tools and training. Before
COVID, I would attend as many instructor-led classes as
possible. Of course, that is not available. So I feel that we are
falling behind, quickly in this ever-changing aspect of our
business,” wrote one respondent.
“We expect electric to have the biggest effect on the future
of our business in the long run. Without expanded right to
repair many aftermarket repair shops may go out of business,”

On a percentage basis, how many products do you order online?

Other
12.5%
70 - 79
25%
80 - 89

23.8%
10 - 19
23.8%
90 - 100

said another.
“Transportation technology hasn’t fundamentally changed
since the car replaced the horse, only the methods of
performing the various functions of the car,” said one person.
“We will always be able to profit from servicing cars to
perform their fundamental function, we’ll just need the correct
tools and information to do so.”
“I am concerned [about] how it will all play out, but I can
also see opportunity in it all,” noted a respondent. “There will
still be a need for these future vehicles to be serviced at some
level. The question is: Will the repair/service information and
equipment be available to the aftermarket?”
As one respondent observed, the timing is ideal for the
industry when it comes to profitability and taking the time to
think about the future.
“It’s a matter of how much and quick we can keep up/invest
to meet the rising demand of the vehicle technology. On the
other hand, as of now, people are spending money on what
they have and not stepping out to buy new because of cost —
[it’s] easier to spend a few thousand on what they have and
budget for that versus budgeting for larger payments. For now,
it’s beneficial to stay the course and keep an eye on what needs
to be done in the next two to five years.”

Which development do you expect to have the biggest impact on your
business in the next year?

21.3%

33.8%
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MARKET OUTLOOK

Analyzing the used
auto market
Used vehicles are propelling the automotive aftermarket.
Here’s an outlook on how the market is shaping up moving forward
By Cody Green

I

t’s an interesting time for industries around the
globe. Just when it seemed as if the global economy
was poised to stage a robust post-pandemic
comeback, the 6th wave of the pandemic and
easing of restrictions threw economic recovery into
question. With oil and gas prices at an all-time high
and inflation rising, 2022 has already shaped up to be
another bumpy year.
No sector remains untouched by the pandemic and
its economic side effects. The automotive industry is
no exception. Unfortunately, the used car market is not
immune to the global chip shortage, shrinking supply,
and global health uncertainty that afflict the auto
industry as a whole.

The pandemic supply chain toll

The pandemic has taken a toll on the auto supply
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chain. How bad is the situation right now versus the
beginning of the pandemic? The short answer is that it’s
a lot worse. There are many factors contributing to this.
One major issue is the lack of silicon semiconductor
chips. These chips are commonly found in almost every
consumer electronic you can think of, from toasters and
cell phones to smart TVs and, yes, cars.
In the automotive industry, microchips play a
critical role in fuel-management systems, infotainment
modules and intelligent driving-assist technologies such
as backup cameras, blind-spot detection and adaptive
cruise control. Many sectors are feeling the hit of the
chip shortage, and the auto industry was one of the first.
But how did we get here? Well, most of these chips
are made in Asia, and supply was greatly affected when
Asian manufacturing plants were shut down for months
starting in January 2020.

That March marked the beginning of the pandemic in
North America. It brought car sales to a halt. At that time,
there was still a good supply of new vehicles as well as parts.
In those early days, the issue wasn’t supply, it was demand.
The consensus expectation was that we were going to have
constrained demand for a while. That proved to be true — at
least for a while. There were cars on the market, but no one
was buying them. No one anticipated that demand would roar
back as strongly as it did.
Auto manufacturers cancelled their orders, and by the time
they realized they needed those chips, they had to get in line.
When the initial lockdowns ended and manufacturing plants
reopened, there was a massive backlog, which they are still
trying to work through.

Many Canadians have responded by
choosing to hold onto their current
vehicles for longer. After all, innovative
tech advancements and improved
manufacturing processes mean vehicles
are lasting longer these days.
It’s worth pointing out that while the semiconductor or
chip shortage was already starting to become an issue prepandemic, the events of the past year have exacerbated it. The
result is otherwise fully manufactured vehicles unable to be
sold because they are still waiting for chips.
Right now, we’re seeing a convergence of issues causing
some serious constraints. On one hand, we have renewed
demand for new vehicles. On the other, we have a worldwide
microchip shortage impacting the auto industry and beyond.
On top of this, major shipping disruptions are causing issues
with the supply chain and affecting a wide variety of parts for
vehicles, even beyond just microchips.

It’s a seller’s market

The problem for car buyers right now is that automakers
are still hobbled from the plant manufacturer shutdowns that
happened at the beginning of the pandemic. Inventories are
struggling to keep up as a result. With 20 per cent fewer new
cars sold in the last two years, it’s clear that there’s a low supply
and high demand. In other words, it’s a seller’s market right
now where anyone selling a car has an advantage.
The scarcity of new cars has driven more customers to the
used-vehicle market. Canada Drives is seeing it first-hand. In
2021, sales of our pre-owned inventory in the last two quarters
eclipsed sales in the first two quarters by over 250 per cent.
As a rapidly expanding national retailer in an early hyper-

growth phase, this statistic should be taken with a grain of salt.
But it reveals that used cars remain a preferred strategy for
buyers in search of better deals and more vehicle options.
Regardless, due to the higher demand, used car prices
have followed new cars prices higher across North America.
Many Canadians have responded by choosing to hold onto
their current vehicles for longer. After all, innovative tech
advancements and improved manufacturing processes mean
vehicles are lasting longer these days. In fact, the average
life expectancy of a car in Canada is about 12.88 years; it’s
one of the factors that has helped the used car market grow
increasingly robust over the past two decades.
But as more consumers hold on to their current car and
postpone their next vehicle purchase, it means fewer vehicles
get purchased directly from individual car owners to be resold.
This further compounds the low inventory levels we’re seeing
at the moment.

Looking forward

A few months into 2022 now, we begin to see signs that the
auto supply chain is starting to recover. Some North American
organizations have set up homegrown manufacturing plants to
combat the dire chip shortage. The idea is to decrease reliance
on the outsourcing of advanced chip production, but it’s likely
to be next year — at the earliest — before these facilities are
fully up and running. Even with aftermarket manufacturers
ramping up their own production, the current issues will
persist until we can solve the problems of raw materials,
semiconductor supplies and logistics.
The free market will help sort things out, eventually.
However, considering the uncertainty of the heightened
political tensions, it will probably be quite some time before
anything truly starts to feel normal again.
One of the most reliable indicators of recovery is when the
new vehicle market bounces back. When you can walk into a
dealership and drive away in a brand-new car — as opposed
to waiting for up to six months — that’s when you can start
to feel confident that things have, at long last, started to
normalize.
Cody Green is the founder and co-chief executive officer of
Canada Drives.
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ADAS:
GETTING UP

ADVERTORIAL

TO SPEED

It’s essential to not simply learn the
basic concepts behind today’s vehicles’
many advanced systems but also be
knowledgeable about the different ways
each brand and model uses the data
from these input devices—including the
cameras and radar sensors—to control
how the vehicle reacts. Therefore, it falls
on the technician’s shoulders to learn the
systems of the vehicles they most often
service and continues to keep up with
emerging trends.

Many, if not most, of these vehicles have
camera-dependent systems such as
Braking (AEB) with pedestrian detection
and even some Blind Spot Detection (BSD).
And these are just the basic systems at this
time. The front-facing cameras are also
used in traffic sign recognition, automatic
parking, cross-traffic alert, and adaptive
lighting systems. These technologies’
emergence and increasing popularity have
added layers of complexity, time, and cost
to vehicle repairs, including glass repair
and replacement.

So, it’s more than comforting that Autel, a
leading developer of automotive diagnostic
scan tools, produces two ADAS calibration
systems, the MaxiSYS Standard Frame,
and the MaxiSYS MA600, a mobile frame
system. Both systems provide upgradeable
options to enable technicians to efficiently
calibrate cameras, night vision, Lidar, and
radar-based systems that are instrumental
to vehicle operations and the safety of
its passengers.

The Autel calibration systems include
patterns, targets, radar, and night
vision calibration tools used with the
MaxiSYS ADAS software.

THE ONLY FRAME TO PERFORM
ADAS CALIBRATIONS & WHEEL ALIGNMENTS

Close to 60 million vehicles with an
Advanced Driver Assistance System
(ADAS) are on the road today. Either by
government regulation or vehicle brands
wanting to meet consumer desires, that
number will only grow.

As of May 2018, backup cameras became
a mandated feature on new vehicles
in the United States and Canada. And
by this September, twenty automakers
say that 95 percent of their vehicles will
include Forward Collison Warning (FCW)
and city-speed Automatic Emergency
Braking (AEB). Audi, BMW, Ford/Lincoln,
Honda/Acura, Hyundai/Genesis, Mazda,
Mercedes-Benz, Subaru, Tesla, Toyota/
Lexus, Volkswagen, and Volvo have already
met that goal.

How vital is calibration to the effectiveness
of ADAS? Consider this Insurance Institute
for Highway Safety (IIHS) test highlighting
the frightening result of a misaligned front
camera and its effect on the safety system.
The IIHS tested a vehicle with a frontfacing camera misaligned by 0.6 degrees
to the right. This variance affected “the
perceived collision-threat, thus delaying
the driver’s prompt or brake warning
and then delaying when the vehicle itself
initiates braking,” the IIHS found. The
result was a warning prompt that gave the
driver just 2.8 seconds to respond and

TWICE
AS NICE

The Autel calibration systems include
patterns, targets, radar, and night
vision calibration tools used with the
MaxiSYS ADAS software. In addition to
communicating with the ADAS component
and initiating calibration, the tablet
displays basic yet essential OE-vehicle
requirements to ensure correct vehicle
height, such as parking on level ground,
filling fuel and fluids, and carrying no
additional cargo. Each calibration screen
lists the tools needed, including the correct
vehicle-specific target or pattern part
number. The tablet displays exact OEspecific measurements and easy-to-follow
instructions. The standard frame system is
also available with the IA800 optical frameto-vehicle positioning system that uses
six cameras and wheel-clamp targets to
quickly set the frame’s distance, angle, and
offset to the vehicle. The use of the IA800
significantly reduces the pre-calibration
setup time—the most time-consuming part
of the entire calibration process.
As automakers advance their systems
toward the autonomous vehicle, there
is little doubt that these drivers’ assist
technologies will necessitate technicians
and their shops to evolve and adapt their
learning curve to prosper.

INTELLIGENT ADAS
IA900WA FRAME
The Next Step In ADAS
Calibration Now Includes Wheel
Alignment Technology. One Frame
To Perform 4-Wheel Alignment &
ADAS Calibration.

AUTO HEIGHT WHEEL
ADAS
6 HI-RES
CALIBRATION TRACKING ALIGNMENT CAMERAS

SELFCALIBRATING

IMPROVE SHOP

EFFICIENCY &
PROFITABILITY
• PRECISE OPTICAL
MEASUREMENT WITH 6 HIGH
RESOLUTION CAMERAS
• SELF CALIBRATING CAMERAS,
ALWAYS ACCURATE, EVERY TIME
• CAMERAS AUTOMATICALLY
TRACK VEHICLE HEIGHT ON LIFT
• MAXISYS INTERFACE FOR
WHEEL ALIGNMENT

TEL: (855) 288-3587 • USSUPPORT@AUTEL.COM

AUTEL.COM • MAXITPMS.COM • MAXISYSADAS.COM

©2022 AUTEL U.S. INC., ALL RIGHTS RESERVED

Onthe Road
AASA Vision Conference
April 5-6
Dearborn, Michigan

The Automotive Aftermarket Suppliers Association’s annual Vision
Conference returned as an in-person event near Detroit. Aftermarket
professionals looked to stay on top of the latest industry trends and issues
by listening in on presentations from industry leaders and experts, as
well as taking in networking opportunities. Topics included debating the
outlook of the aftermarket, the unveiling of AASA’s new landmark study,
an update on right to repair, a discussion on ADAS and more. The event
included a networking reception at The Henry Ford Museum.
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BAYWATCH
FORD, CHRYSLER ACTIVE
GRILL SHUTTERS

Continental has introduced a line of
active grill shutters for popular Ford and
Chrysler models. These items used to
be available only to dealers but are now
being offered to the aftermarket as a direct replacement. Continental
currently offers 18 part numbers and delivers coverage for over 16
million Chrysler, Ford, and Lincoln vehicles in operation from 20122020. Notable applications include the Chrysler 200, Ford Focus, Escape,
Mustang, Explorer, F150, Fusion and Lincoln MKZ. In 2022, coverage is
expected to be expanded to more than 100 part numbers.
www.continentalaftermarket.com

NEW WRENCH DESIGN

Cementex announced its open-end,
box-end and geared wrenches will now
feature a continuous outer layer of
orange insulation to provide a smooth transition between the dual-layer
and single-layer portions of each tool. The safety tool maker will phase
out the yellow insulation layer on the working ends of the wrenches.
It will ensure that all kits will have the same style. All part numbers for
tools and kits will remain the same. The new design will make the work
end of the wrenches even slimmer. The smooth transition and reduced
overall size of the wrenches enables access into tighter locations and
minimizes the likelihood of the outer layer being caught on sharp edges
that could damage the tools' insulation.

FOLDING RULERS

Mueller-Kueps has introduced colourful
and bright Neon Folding Rulers. The rules
feature universal use with metric and
imperial measurements. They are doublesided with one side going to 2 m and the other side going to 6.5 ft. A
protractor is built-in with 45-, 60-, 75- and 90-degree measurements.
Made in Germany, the rulers are sturdy will keep shape when extended.
Available in #905 030 neon yellow, #905 031 neon green, #905 032 neon
orange and #905 033 with all three colours.
www.mueller-kueps.com

CHASSIS AND SUSPENSION

The TRW product line grew in February. ZF
Aftermarket announced the new additions
give access to 19 million vehicles. The SKUs added to the TRW product
ranges include 11 chassis components covering more than seven million
vehicles in operation (VIO) and 21 suspension components covering
more than 11.5 million VIO. The new SKUs cover a wide range of vehicle
makes and models including: Ball joint for 2011-2020 Dodge Durango,
2011-2020 Jeep Grand Cherokee; Control arm for 2011-2015 Dodge
Durango and 2011-2017 Jeep Grand Cherokee; Control arm for 20122014 Mercedes-Benz C- and E-class, various model years 2008-2014;
Control arm for 2013-2020 Ford Fusion, 2013-2020 Lincoln MKZ.
www.trwaftermarket.com

www.cementexusa.com

CORNER MODULES

TRW’s corner module product line expanded with 637 new part numbers last year.
Its fferings now cover 376 million vehicles.
The additions all came in 2021. They included 170 chassis components
covering nearly 117 million vehicles in operation (VIO), 301 suspension
components covering more than 211 million VIO and 112 braking components covering almost 52 million VIO. The new SKUs cover include a
stabilizer bar link kit for Ford Escape 2013-2019 and Lincoln MKC 20152019; control arm for Cadillac Escalade, Chevrolet Avalanche, Suburban
and various other GM models from 2002-2019; and brake pad kit for
various 2017-2020 Audi models.
www.aftermarket.zf.com

ULTRA-PREMIUM BRAKE FLUID

Advanced Intelligent Chassis Systems
(ADVICS) unveiled a new line of ultrapremium brake fluids, the DOT 3 and DOT
4 LV formulations for disc, drum and ABS
systems. Both formulations are ultra-premium
synthetic. Both formulations’ wet and dry boiling points (DOT 3 wet
307 degrees Fahrenheit, dry 500 degrees Fahrenheit; DOT 4 LV wet 355
degrees Fahrenheit, dry 510 degrees Fahrenheit) exceed industry boiling
point benchmarks. High boiling points are necessary to prevent air
bubbles from forming in the brake lines, which could lead to decreased
braking performance.

YOUR CHOICE
FOR CHASSIS
AND RIDE CONTROL

www.advicsaftermarket.com
w w w. a u t o s e r v i c e w o r l d . c o m
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Is the collision industry
heading for a crash?

AIA Canada’s latest research
report, Collision Repair
Sector Landscape Study,
maps out the current state
of the collision industry and
helps its readers navigate
the road ahead.

GET IT NOW!

www.aiacanada.com/products.html

BAYWATCH
NEW POWER STEERING BRAND

THERMAL IMAGING CAMERA

Modulus Cardone Packaging_Product_logo
Cardone Industries has launched
Modulus. It offers premium power steering
replacement products. The new division
has engineered brand-new components
in custom packaging. According to an announcement from Cardone,
it “represents a new approach to meet the changing demands of the
steering aftermarket.” Modulus offers new power steering pumps, rack
and pinion units, and power steering gears with a 10-year, 100,000-mile
warranty. It also offers a technical service hotline manned by experienced
ASE-certified technicians.

K-Tool International has released a thermal imaging
camera (KTIXD275). It allows the user to see in
detail the thermal resolution to better determine the
area needed for diagnostics and problem solving. It
can be operated for more than eight hours and has a
temperature range of -4 to 752 degrees Fahrenheit. It
comes with a one-year warranty.

www.modulusparts.com

PACKOUT EXPANSION

Milwaukee packout tool tray
Milwaukee Tool expanded its Packout
Modular Storage System with the
addition of a Tool Tray to give users a
versatile and durable storage solution.
The tray features ‘stack or store’ functionality, providing modular
connectivity with any Packout solution and storage within the rolling
tool chest, rolling toolbox, XL toolbox, or the large toolbox. It has a
customizable internal layout with quick-adjust dividers. These create up
to six separate storage compartments, allowing users to configure the
layout that works for them. The tray has a metal reinforced handle and a
25 lb. weight capacity.
www.milwaukeetool.ca

LOCKBOX FOR JEEP GLADIATORS

Tuffy Security Products has introduced a
compact Underseat Lockbox for 2020-2022
Jeep Gladiator models. Model #368 measures
6.75x12.75x 5 inches to fit under the rear seat within the OEM plastic
fence. It has more than 400 cubic inches of out-of-sight lockable storage
to conceal documents, electronics and other valuables. Contents are
protected by Tuffy’s Pry-Guard Locking System with a 10 tumbler
double bitted security lock with 1/8-inch-thick welded steel components.
It is constructed of welded steel with a textured black powder coat finish.
The lockbox has a weather resistant lid design that incorporates a pinlock hinging system for added security.
www.tuffyproducts.com

TIRE INFLATOR

Milwaukee has introduced the M18
Inflator, an 18-volt cordless tire inflator
and can top off 33-inch light truck tires
in under a minute. It is equipped with
Truefill Technology to provide speed
and accuracy. It also includes an auto pressure check feature and an
automatic shut-off feature. The inflator can save up to four PSI memory
pre-sets. It is optimized for passenger, light truck and other mediumduty tires. It is a portable cordless with attachments such as the inflator
hose and nozzle storage. An internal fan allows the unit to run without
cooling for over 20 minutes.
www.milwaukeetool.ca

www.ktoolinternational.com

COLOUR MATCH LIGHT

Milwaukee Paint colour match light
The M12 Paint and Detailing Colour Match Light
from Milwaukee Tool is available for transportation
maintenance professionals. The light provides the
LED colour quality and run-time with five colour
temperatures to replicate natural sunlight. It has 1000
lumens of output with a 98-plus Colour Rendering Index to illuminate
metallics and imperfections in the paint. Additionally, the variations in
colour temperature provide professionals with a full spectrum of sunlight
from early morning to midday and overcast. It is powered by M12
RedLithium batteries. The light has three power modes that provide up
to 14 hours of output and run-time on low.
www.milwaukeetool.ca

WHEEL HUB ASSEMBLY

Mevotech has expanded its Supreme product
line to include wheel hub assemblies. The
Supreme hubs feature a roll form lock down design to ensure bearing
preload for reduced vibration, premium seals with a three- or fourpoint seal design, reinforced ABS sensor with enhanced wiring harness
with integrated strain reliefs, premium lithium synthetic grease that is
resistant to wear, high temperature and extreme pressure, increased
flange thickness that has 20 per cent more material to reduce flex while
the hub is turning and more. All mounting hardware and precise torque
specs are included in the box for a complete install.
www.mevotech.com

VIDEO BORESCOPE

K-Tool International has introduced a new video
inspection borescope (KTIXD3K). This gives the
user lighted and color visual access into the interior
motors, electric components and hard-to-see areas.
It features on board storage for up to thirty images
and a 180-image rotation. It comes with a one-year
warranty.
www.ktoolinternational.com

TRANSMISSION FLUID SERVICE

Liqui Moly has released the next generation of
Gear Tronic. Gear Tronic III features a seveninch color touchscreen with enhanced display to
provides a better overview. Work instructions
are displayed, including the correct adapters and
pictures from practice on the vehicle connections.
w w w. a u t o s e r v i c e w o r l d . c o m
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BAYWATCH

One STOP

Servicing data can be sent directly to the
printer or to an e-mail address of the workshop
via Wi-Fi. Regular and free updates will also
be installed automatically via the Internet in
the future. Flow of data been optimized, as has
that of the lubricants: The drip tray has been
enlarged to a capacity of 4.6 liters and the drain
widened.

We’ve Got You Covered!

www.liqui-moly.com

SMOKE MACHINE

A Momentum USA, Inc. Company

1-800-777-5552
ameribrakes.com

A new smoke machine
to locate leaks fast on
regular and light trucks
has been released by
K-Tool International.
With a push of a
button, the machine
(KTIXD600T) can be
switched to turbo mode to test single, twinturbo and supercharged vehicles. Built-in air
compressors make the unit portable. It comes
with a one-year warranty.
www.ktoolinternational.com

ALL HARDWARE INCLUDED

ABUTMENT CLIPS INCLUDED

AmeriBRAKES offers Good, Better and Best options
for all market segments and budgets while providing
top performance for ANY vehicle ranging from
Passenger to Air Disc. Our complete brake program
provides you with dependability today, tomorrow and
years to come.

BRAKE
COMPONENT
COVERAGE

First Brands Group
has brought in new
part numbers to
Raybestos line in
the categories of
brake friction, rotors, calipers, master cylinders
and brake cables. More than 100 new part
numbers are now available for domestic and
international nameplate late-model and luxury
vehicles, including 2020-2022 coverage for
Buick, Ford, Honda, Hyundai, Jaguar, Jeep,
Mazda, Mercedes-Benz, Nissan, Ram, Scion
and Toyota. Areas the company highlighted
were in the Raybestos Police brake pad
coverage for 2021 and 2022 Ford Explorer and
Police Interceptor utility vehicles, as well as
new coated rotor numbers for popular 2022
truck, SUV and passenger car applications,
including Ford F-150, Nissan Sentra and
Honda CR-V.
www.brakepartsinc.com

100% Proudly Made in Canada by Canadians
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COMPOSITE
TOOLS

A new mini composite
tool from Mueller-Kueps
is now available. The
Micro Die grinder with

“Bionigrip” is used for precise grinding and milling with a variable speed
twist throttle to provide speed control. This tool features maximum
concentricity through its precision collet, minimal vibration and less kick
back. It provides low noise level and easy handling from the “Bionigrip”
surface. The carbide milling and grinding burrs 5-piece kit allows the
user to drill out hard metals such as broken taps or drill bits. These can
also drill out broken bolts, cut through the outer race of a bearing, grind
bumpers, dashboards and more.
www.mueller-kueps.com

TWO NEW POLISHERS

Two new polishers for polishing
and heavy correction applications
have been released by Milwaukee
Tool. The M18 Fuel 15mm and
21mm Random Orbital Polishers
are replacement for corded tools. It was designed with ergonomics in
mind to deliver all-day comfort and more control. The backing plates
stay cool in application which allows for all-day, heavy-duty use. Both
polishers were designed with a variable speed trigger featuring an
8-position speed dial and trigger lock-on button. Users can expect up to
53 minutes of standard polishing time, and up to 20 minutes of runtime
when completing heavy-correction applications.

CHASSIS AND CONTROLLER
ARMS

ZF’s TRW line added 12 chassis
components covering over 12.8 million
vehicles in operation (VIO) and 42 control
arms covering approximately 24.5 million
VIO in March. Included in the new SKUs
are ball joints for 1994-1999 Dodge Ram
1500, 1994-1996 Ram 2500, 1985-2001 Jeep Cherokee, 1986-1992
Comanche, 1993-2004 Grand Cherokee, 1985-1990 Wagoneer, 19952017 Wrangler; control arm and ball joint assemblies for 2015-2020
Cadillac Escalade and Escalade ESV, 2015-2018 Chevrolet Silverado
1500, 2019 Silverado 1500 LD, 2015-2020 Suburban, 2015-2020 Tahoe,
2015-2018 GMC Sierra 1500, 2019 Sierra Limited, 2015-2020 Yukon,
2015-2020 Yukon XL; and tie rod end for 2015-2021 Ford Edge, 20132020 Fusion, 2017-2020 Lincoln Continental, 2016-2018 MKX
www.aftermarket.zf.com
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A REFLECTION OF QUALITY
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OVER 2,700 TAPE PRODUCTS ALWAYS IN STOCK
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YPA SPOTLIGHT

Georgia Ludwig
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 it’s YPA Spotlight Series where current members share
their experiences, insights and industry outlooks.
Name: Georgia Ludwig
Company: Energizer Holdings, Inc.
Title: National account manager
Number of years in the aftermarket: 16

How long have you worked in the automotive industry? how many of those
years are in the automotive aftermarket?

I’ve been in the automotive industry for 16 years. Wow, that seems like a long time,
but it’s really flown by. I’ve been in the aftermarket the entire time, and there has
never been a dull moment. I started as a business analyst for Honeywell — which
owned FRAM, Prestone and Autolite at the time. Several years and a few acquisitions
gave me the opportunity to work in a variety of different roles within sales and
marketing with all three of the brands. It has been a great experience so far and I look
forward to my years to come in the industry.

Have you had an industry mentor?

I’ve worked with a lot of great people over the last 16 years. I’ve been so incredibly
fortunate to have been surrounded by so many intelligent, supportive, and interesting
individuals — many with very different personalities. Pretty early on I realized that the
greatest mentor isn’t one person, but pieces — the best qualities and characteristics
of the people that have been a part of my journey. I try my best to be consciously
aware of the characteristics that I like and admire in others and to try to integrate
those qualities into my own behaviors. The great part is that there is always someone
new, with a unique and interesting insight and approaches, which means that there is
always an opportunity for me to grow.

What does your participation in the YPA mean to you? What would you like to
see us as a committee achieve in years to come?

The automotive aftermarket is ever-changing. It’s not the same today as it was 10
years ago, and it won’t be the same as it is today, 10 years from now. It’s a slow
change — or maybe it’s fast, I guess it depends on what aspect you’re looking at. The
biggest challenge is letting people know the diverse opportunities that are available
within the industry. I love the support that the YPA gives, not only to people looking
to get into the industry, but also to individuals who just entered. YPA is a great
resource and advocate to attract and maintain future talent.

What advice would you give someone either starting in the industry
or looking to transition into the industry?

The automotive industry is so diverse — I don’t think everyone realizes that. It’s much
more complex than just traditional vehicle service and repair. There are opportunities
within so many different fields within automotive and so much room for growth –
no matter what your personal strengths and professional/career goals. I think AIA
Canada would be a great resource to anyone new to the industry. Follow them on
social and look for ways to engage with individuals or with events or activities
30
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Launching
performance
to new heights.
For the the most advanced, high
ignitability spark plugs, ask for NGK.

THE IGNITION SPECIALIST
Find out more at ngksparkplugs.ca

TM

