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from the global leader in diagnostics

Professional Diagnostics
The next generation of scan tools with the most advanced OE level vehicle coverage
supporting scanning, live data access and complete bi-directional functions.

Heavy Duty Diagnostics
Heavy duty solutions to help you get
the repair done right and the vehicle
back in operation.

ADAS Recalibration
A seamless, full-system solution that
guides you from setup through calibration
in half the time.

Solutions for every job.

Test, Tune and Analyze
Test, analyze and diagnose your vehicle
electrical and mechanical systems.
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echnicians have amazing gifts. As a shop coach recently put it, you can take apart a
gearbox and put it back together without instructions. You solve complex problems
under the hood of a car every day.
But those gifts don’t necessarily cross over to the job requirements of being a shop
owner.
It took time and effort to hone your craft. You didn’t become a master technician overnight.
It took years of training. The same logic applies when you become a shop owner. But many
industry observers don’t see enough of you putting the same emphasis on learning the ropes
after becoming the boss. The skillset to overcome problems in a bay doesn't necessarily translate
to doing the financial work or reading marketing plans in an office.
You may still be working on cars. When your head is buried under the hood, you’re unable to
watch the business as a whole. When the numbers are crunched at the end of the week, chances
are your bottom line isn’t where it needs to be.
It also requires a mindset shift. Yes, you need to physically remove yourself from the bays, but
you also need to change the way you think.
The typical technician is used to diagnosing a problem and solving it on their own. One
mistake Vic Tarasik, founder of Shop Owner Coach, observed during a recent webinar was that
technicians take that attitude to their office when they become shop owners. They think they
can fix everything wrong with the shop and pull their business up by the bootstraps.
Much of that is hubris. Tarasik admitted to having that problem, almost causing him to fail
as a shop owner. Once he admitted to himself that it was OK to ask for help — and then got
it — he turned his business around. Now he tries to help shop owners who are facing the same
problems he once did.
Don’t shy away from asking for help. Even coaches have coaches. There is no such thing as a
self-made person. Everyone has had help in some way, be it having a hand lent their way, being
given a piece of advice or receiving information.
AAPEX and SEMA are coming up. Hopefully, many of you are making
the trip to the annual shows in Las Vegas. It’s not only a great opportunity
to check out all the new stuff and gather ideas but there’s so much training
available to you. Trainers and coaches are there to help you succeed.
Even if you don’t make it to Vegas, find the learning opportunities close to
home. Get in touch with a coach. As a tech, you had time to learn the ropes. A
shop owner needs to hit the ground running — and keep moving. Having
someone moving alongside you to help guide the way is a strategy that
can’t go wrong.

48 Lumsden Crescent, Whitby, ON, L1R 1G5

Adam Malik
Managing Editor, CARS
ISSN 2368-9129
Online 2368-9137
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Let me know what you think.
You can reach me at
adam@turnkey.media
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LETTERS

What’s on your mind?

We want to hear from you about anything you read in
CARS magazine. Send your email to adam@turnkey.media

WHY DEALERS ARE
COMING AFTER MORE
AFTERMARKET BUSINESS

answer. Our reputation is at stake. We are
looking for a quality solution so we could
extend our warranty.

I agree that dealers are going aftermarket.
But will they honour what they do or just
say that the customer will have to pay for
the labour of a defective part? Even now
I have seen very poor customer service
from a dealership. Dealerships [need
to] realize that they need to step up to
better service to capture the aftermarket
business.

Bob Ward, The Auto Guys

Michael Lavigne, reader

ARE YOUR REPAIR
ORDERS EASY TO READ?
PROBABLY NOT
I have to have work orders that are very
informative and full of information
because, with over 400 regular customers,
I have a very short memory.
Barry Dale, Trinity Repair

WHY THIS PERSON HAS
THE MOST IMPORTANT
JOB IN YOUR SHOP
Not to downplay the importance of a
service advisor, but I don’t put any one
position as most important. A service
advisor can’t be effective, no matter how
good his or her skills, without the rest of
the team doing their part. And vice versa.
Each of us has our role and we have to be
able to back each other up.
Art French, AML Auto Service

THIS SHOP COACH WANTS
YOU TO OFFER A HUGE
WARRANTY
I understand Bryan [Stasch]’s point.
However, with the poor quality of
“premium” aftermarket parts, it makes
this decision more difficult. As a shop
owner who only puts on good quality
parts, I find myself talking with customers
trying to explain why the part we put on
failed prematurely more than I used to. I
find myself purchasing more OEM parts,
but they do not have a lifetime warranty.
These parts are also sold at lower
margins, so it affects profitability. The
jobbers may cover up to a year on labour
if you purchase their warranty program.
If the manufacturers feel their products
are so good, why not offer a good labour
warranty? So far they do not have an

THE IMPORTANCE OF
ALWAYS RECOMMENDING
NEEDED SERVICE
Recommended maintenance
recommendations need to be presented to
the customer in a way that benefits them.
Otherwise, they will perceive it as an
unnecessary “upsell.” If the maintenance
benefits the customer and they
understand why it needs to get done it
will be an easy sell. Constant monitoring
of on inspections will show techs doing a
full inspection which ultimately will lead
to more work for them.
Bob Ward, The Auto Guys

WHAT SHOP OWNERS CAN
LEARN FROM DENTISTS
The article reads as a good explanation
as to why I’m so busy. People hate these
tactics. It’s hard enough to convince
people to change the sludge that should
be engine oil when their oil life monitor
says they still have 50 per cent life
remaining, but now we’re also going to
suddenly magically predict when it will be
due? This idea would hold merit maybe
for scheduling regulars for semi-annual
tire changes combined with maintenance.
But even then, too many variables with
weather to depend on that.
Geoff, Reader

NEWS

MILLENNIALS NOT
CONFIDENT ABOUT
MAINTENANCE,
REPAIR

EyeSpy

Have an interesting picture to share?
Send a high-resolution image to
adam@turnkey.media

MILLENNIAL CANADIANS

feel more helpless and
don’t stay on top of maintenance and repair of their
vehicle as much as other age groups, according to a new
study.
The report, Understanding Millennials: A Quick Profile
of Young Canadian Vehicle Owners 2021-2022 from the
Automotive Industries Association of Canada, found that
42 per cent of Millennials either agreed or strongly agreed
that they feel helpless when they bring their vehicle in for
maintenance or repair needs. Meanwhile, 32 per cent of
Canadians in other age groups felt the same way.
When looking at how they approach maintenance
and repair, less than half (44 per cent) of Millennial
Canadians believe they stay on top of everything — about
three in five (59 per cent) of other age groups do the
same.

CANADIANS PICK
NAPA AS TOP CHOICE
FOR REPAIRS

BROKEN RIDE
Bruce Eccles, semi-retired owner of Eccles Auto Service in
Dundas, Ontario, sent in these photos of a control arm out of
vehicle and CV shaft that came apart when ball joint separated
on the road. “Unfortunately, we see this all too often,” he said.

NAPA AUTOPRO

topped the list as not only the preferred
automotive aftermarket choice for Canadians but recorded
the highest score overall.
The J.D. Power 2022 Canada Customer Service Index—
Long-Term (CSI-LT) Study reported that NAPA’s automotive
service centres ranked highest in customer service
satisfaction compared to aftermarket competitors with a
score of 868 on a 1,000-point scale.

NAPA also finished ahead of the leading choice for dealers —
Lexus dealerships finished atop that category with a score of 829.
Following NAPA in the aftermarket segment were Great Canadian
Oil Change with a score of 826 and Midas in third with a score
of 813. The study measures service usage and satisfaction among
owners of vehicles between four and 12 years old.

Extended Chain Kit Program
95% Coverage for Domestic and Import Applications
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NEWS

Are you a general
repair shop but not a
transmission specialist?

WE CAN BE
YOUR
TRANSMISSION
EXPERTS
You still get to be the
expert at keeping your
customers happy

CANADIANS DON’T
WANT TO WORK IN
SKILLED TRADES
A NEW STUDY finds Canadians
recognize the value of the skilled trades
industry. However, they wouldn’t want
to pursue a career in it.
The 3M State of Science Index found
overwhelming support for the industry
— 96 per cent of Canadians agreed that
the country’s workforce needs more
skilled trades workers. But 76 per cent
of respondents said they would never
pursue a skilled trade for themselves.
This gap points to the importance of
Canadian organizations championing
skilled trades and the need to do more
to showcase fulfilling career pathways
available to young Canadians, 3M said.
The shortage facing the trades is
daunting as misconceptions and a lack
of awareness about the industry makes
it difficult to fill the talent gap, said Ian
Howcroft, CEO of Skills Ontario.

in Kelowna as both the 1656 Dilworth
Drive and 125 Hwy 33 locations have
closed. The bigger space allows Lordco to
feature more products and product lines
than the former locations, according to
Lordco’s announcement. The store will
carry a large selection of tools, camping
gear and high-performance parts. The
in-store dedicated truck centre has an
expansive display of tonneau covers,
roof racks, winches and other popular
truck accessories for truck, SUV and Jeep
enthusiasts.
The new superstore is designed to meet
local demand for aftermarket parts and
accessories. Lordco decided it needed
more space for inventory, paving the way
for the new location.

MASLACK SUPPLY TO
BE ACQUIRED

We specialize in
transmissions for all
makes & models:
Manual, Automatic,
CVT’s, Hybrids,
Import & Domestic

VISIT

UNI-SELECT

LORDCO OPENS NEW
SUPERSTORE
B.C.-BASED LORDCO AUTO PARTS

unveiled its new superstore, the first in
the Okanagan.
The 30,000 sq. ft. superstore in Kelowna
was celebrated with a grand opening for
the public, complete with a barbecue, a
walk-through of a Milwaukee Tool van
and a prize draw for a music festival prize
pack.
The store replaces two warehouses

is acquiring a major
aftermarket player in northern Ontario.
The Boucherville, Quebec-based
company announced this week that it has
entered into a definitive agreement to
acquire Maslack Supply Limited, plus its
related real properties.
Maslack, the Jobber of the Year in
1994-95, has 13 locations across northern
Ontario including its Sudbury head office,
a 70,000 sq. ft. distribution centre and
more than 200 employees. Uni-Select’s
announcement noted that Maslack
reported $52 million of revenue for its
fiscal year that ended January 31, 2022.
The core management of Maslack will
remain in place following the deal, UniSelect said.

The deal comes almost a year after the
passing of its founder, John Maslack. He
founded Maslack Supply in 1959 with
three employees and a 500 sq. ft. building.

MONTREAL-AREA
JOBBER MOVES TO
NAPA
PIÈCES D’AUTO

Lacroix has joined
UAP and will become a NAPA Auto Parts
associate.
The 2018 Jobber of the Year, led by
brothers Dany and Kevin Lacroix, were
previously with Uni-Select.
The changeover for the company’s five
stores — located in Laval, Saint-Eustache,
Terrebonne, Boisbriand, and Mirabel — is
effective Sept. 26.
The company was founded by the
brothers’ grandfather Jean-Guy in 1977.
They took over the business from their
father, Sylvain, in 2016.

R2R CAN’T BE
VOLUNTARY: AIA
DIRECTOR
RIGHT TO REPAIR

must be a legislated
solution — a voluntary agreement will
not work at all, according to Alana
Baker, senior director of government
relations with the Automotive Industries
Association of Canada.
Speaking during a summer recent
AIA Canada-hosted webinar, The Data
Dilemma: Who Owns the Data Generated
by Your Car?, Baker emphasized

the importance of a legally-binding
agreement over one that isn’t.
“Any solution that’s based on the
notion of voluntary compliance and
individual responsibility is not going to
lead to the envisioned and desired results;
it will not achieve the goal as intended,”
she said towards the end of the webinar
that included AIA Canada president J.F.
Champagne, Rick Nadeau, lead researcher
at Quorus Consulting Group and James
Channer, co-founder and chief operating
officer of In Motion Brands.
Baker went on to note that other sectors’
and other jurisdictions’ experiences with
voluntary agreements cement the fact
that this method doesn’t work citing
“alarmingly low” compliance rates.
“So voluntary agreements or
memorandums of understanding, if
you will, are simply legally non-binding
expressions of goodwill. And these types
of agreements will not result in meeting
the policy objectives,” she said.
That’s why a legislated solution is the
only option the aftermarket should pursue.
But it needs to be backed up with strong
enforcement mechanisms to ensure
accountability for automakers and hold
them liable for violations, Baker added.

MOST PREFER DIY
MORE THAN HALF of Canadians would

prefer to do some form of do-it-yourself
vehicle maintenance and repair on their
vehicles, according to a recent study.
Compare the Market, a rates comparison
site, surveyed Canadians, Australians and
Americans about automotive DIY habits.
It found 57 per cent of Canadians would
perform DIY actions on their vehicle —
42 per cent said they'd tackle only the
small stuff, from an oil change to fixing a
window chip, while 15 per cent said they’d
tackle more complex projects.
The remaining 43 per cent said they
would always take their vehicle to a
repair shop no matter the issue. Though
most Canadians wouldn’t bother with
an automotive repair if they had no
experience, 30 per cent still said they’d
still give it a shot.

ATTENTION:
INDEPENDENT
TRANSMISSION SHOP
OWNER
Are you thinking about
stepping back from
business ownership?
Are the challenges of
business ownership
wearing you down?
Have you thought about
selling your business?
Have you wondered
what your business is
worth?
Are you aware that
Mister Transmission has
a proven track record
helping independent
transmission shop owners
transition into retirement?

WE WANT TO HEAR
FROM YOU!

Class act

EDUCATION

A special section dedicated to showcasing
automotive trade schools

Name of school: College of the North Atlantic (CAN)
City: Stephenville, Newfoundland & Labrador

CARS will regularly feature automotive schools across Canada.
In this issue, we learn more about College of the North Atlantic.
If you’d like your school featured, reach out to
adam@turnkey.media.

Head of program: Brent Howell, dean, Marty Madore,
associate dean, School of Natural
Resources & Industrial Trades

Tell us about your school. What do you offer? How many
students do you have?
CNA is Newfoundland and Labrador’s public college –
one of the largest post-secondary educational and skills
training centres in Atlantic Canada, with a history dating
nearly 60 years. The college offers over 100 programs in
nine different areas of study throughout the province.
CNA offers a 35-week Automotive Service Technician
program (and subsequent advanced level training) at
three of its 17 campuses: Bay St. George (in Stephenville),
Gander, and Prince Philip Drive (in St. John’s). A 34-week
Auto Body and Collision Technician program is also
available at our Prince Philip Drive campus. Each campus
can accommodate 16 students per class, for a total of 48
provincially. Advanced block training is ongoing and can
include an additional 100 students per year. Graduates of
either program are eligible to register as an apprentice.
Upon completion of the pre-employment certificate
program, a graduate may pursue Red Seal Certification
by finding employment, registering as an apprentice, and
completing advanced level training and required work
experience. This is a six-step process: Step1 is completing
their certificate at CAN; Step 2 gains work experience;
Step 3 is block two of training at CAN; Step 4 is work
experience; Step 5 is block three of CAN training; Step 6 is
work experience; Step 7 is block four of training; and Step 7
is a Journeyperson exam to be Red Seal Endorsed.

What unique experiences are available to students?
Work-terms and other experiential learning options
provide students with excellent opportunities to share
their fresh ideas, talents, and knowledge, while putting
theoretical learning into practice. This balanced delivery
approach ensures CNA graduates are job ready. Auto Body
and Collision Technician students participate in direct
work experiences in Semester 2 weekly, enabling them
to be exposed to a variety of repair experiences in local
repair facilities. The synergies between the Auto Body and
Collision Technician program and Automotive Service
Technician program are evident in the development
of lab practice, interactive learning opportunities, and
the enhancement of resources students have access
10 S E P T E M B E R / O C T O B E R 2 0 2 2
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to. Our facilities boast a wide selection of makes and
models, enabling students to experience a broader series of
automotive systems and body types.

How are you preparing today’s students to be
tomorrow’s automotive service professionals?
By engaging with industry stakeholders, academia,
and provincial and federal governments, CNA ensures
programs are innovative and relevant, and use the latest
technologies. In block four of the advanced level training in
the Automotive Service Technician program, for example,
students learn about hybrid and electric vehicle systems.
This knowledge is essential for any automotive service
technician hoping to have a lasting career in the future
of this industry. In addition, the college’s manufacturer
partners host factory-, dealer-, and product-specific training.
This training enables CNA faculty to maintain pace with
current technologies; thereby, enhancing the vehicles, tools,
and equipment our students have access to.

Why is this an exciting time to be a student in an
automotive trade school?
The automotive industry is moving toward a more sustainable
approach by moving away from fossil fuels. At no time since
the advent of the gasoline- and diesel-powered vehicles has
there been such a change in the industry. With a focus on
alternatives, such as autonomous, electric- and hydrogenpowered vehicles, many technicians who enter the industry will
have an opportunity to learn these emerging technologies.


BROUGHT TO YOU BY

By The Numbers

Stats that put the North American automotive
aftermarket into perspective

42%

6.12
Canada’s score out of 10, which ties it with
France for eighth in a ranking of countries to buy
an electric vehicle. The U.S. topped the list with a
score of 8.19

Millennials who
agreed or strongly
agreed that they feel
helpless when they
bring their vehicle in
for maintenance or
repair needs.

Zutobi

Automotive Industries
Association of Canada

255.81% 47%

The cost of an electric vehicle as percentage
of average income in Canada, ranking it
fourth in the world. Norway (181.29%),
U.S. (205.32%) and Switzerland (221.63%)
finished ahead.
Zutobi

96%
Canadians agree the
workforce needs more
skilled trade workers
and 92% believe there’s
a lot of opportunity here.
But 76% would never
pursue a career in one
themselves.
3M State of Science Index

96%

Shops that service battery and
hybrid vehicles that have seen an
increase in number of those
vehicles coming to their shop for
service over the last two years.
AutomotiveResearch.com

Canadians who work outside
their home. A quarter of Canadians
are working in a hybrid model while
28% are fully remote (32% in Ontario
v. 23% for the rest of Canada).
Aviva Canada

55%

Independent U.S. repair shops indicate a portion of their business is
from servicing battery electric vehicles. When it comes to hybrids,
72% said they get business from these vehicles.
AutomotiveResearch.com

44%
The Millennial Canadians who
believe they stay on top of
everything related to vehicle
maintenance and repair. That’s
compared to 59% in all other
age groups.
Automotive Industries
Association of Canada
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BUSINESS PERSPECTIVE

KEYS TO SUCCESS
The 5 things every independent automotive repair shop
needs to know to up performance

S

hop owners feel stress and pressure to perform
when their business isn’t performing as well
as it should, be it from a financial or customer
perspective.
There could be many reasons why this is
happening. Owners have a lot on their plate. But if they’re not
paying enough attention to just one of the key areas outlined
below, the business suffers.
Which of these challenges are holding your back your shop?

Business coaching

Every athlete is surrounded by coaches. Not because they don’t
have a talent, but because when someone is being coached, it’s
from a clearer viewpoint, guiding the play and the decisions
with reasoning and questioning.
It is the same when we talk about business. If you don’t have
an experienced business coach on your side, you should get
one to start seeing the benefit for yourself.
Don’t get suckered into business coaches trying to impose
the way they worked on their business 20 years ago. The ways
we do business have fundamentally shifted over the past few
years and will continue to change moving forward.

Accounting and bookkeeping

They say a good accounting team is worth their weight in
gold— and it’s true. I have put both the accountant and
bookkeeper in the same bucket here because having both
ensures you can focus on the strategy of building the business,
rather than just running it day-to-day.
When you have this part sorted, a whole bunch of stress is
taken off — not to mention time saved. Your accounts will be
easy to read, you can make decisions on the business from a
place of clarity instead of being buried in a sea of paperwork
and lost invoices. When you have an involved accountant, you
can rely on them for open and honest conversation regarding
the investment strategy of your business.

12 S E P T E M B E R / O C T O B E R 2 0 2 2
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Marketing

If you have a strong sense of direction and know the message
you want to put out in the market, then you need a team that
can bring that to life for you.
Great marketing is addictive and worth every penny of
investment. They should get to know you, understand your
current business and then create messaging that meets your
needs.
Not all marketing strategies will have instant results. The
goal is to be a customer’s first thought when service or repair is
needed, and that you are easy to find with a simple Google search.

Enthusiastic staff

This one is tricky. Your staff ’s enthusiasm for the job is not
their responsibility — it’s yours. Your responsibility is to create
and maintain an environment that helps your team perform.
When a business owner says staff are unhappy or not
motivated, it’s a clear sign that there is something going on
at a structural level in the organization. We need to look at
all the facets of engaged employees to understand where our
shortfalls might be.

Great customers

The phrase “the customer is always right” came from pioneers
of the retail industry. This statement is only partially correct. It’s
fair to say most customers believe that they are right.
Toxic customers destroy your morale in the business and
are simply not worth it.
Look at what you offer your customer and take an approach
that says what you are doing is right and fair. If they are being
neither fair nor correct, then let them go.
Greg Aguilera

is a director of IARN Canada, an organization dedicated to management
development of independent repair shops in Canada



Onthe Road
Milwaukee Pipeline
June 27-29
Milwaukee, Wisconsin



Milwaukee Tool hosted professionals from various trade industries for its
first in-person Pipeline event. The event featured a tour of the company’s
global headquarters Brookfield where trades professionals learned about
Milwaukee Tools’ history, evolution to cordless technology and how it
works to be innovative. ASPs got to see Milwaukee’s offerings, such as
a colour match light, buffer, tire inflater and other tools. The event also
featured social events where pros could network with company leaders,
experts and those working in other trades.
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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, crosstraffic 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 front-facing
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 gave the vehicle just 0.9
seconds to brake. It didn’t, and the vehicle
collided with the obstacle at 20 mph.

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 OE-specific measurements and
easy-to-follow instructions. The standard
frame system is also available with the
IA800 optical frame-to-vehicle positioning
system that uses six cameras and wheelclamp 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.

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

• 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

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.
SUPPORT: 1.855.288.3587
EMAIL: USSUPPORT@AUTEL.COM | WEB: AUTEL.COM
VIEW MARKETING MATERIAL: ISSUU.COM/AUTEL2
FOLLOW US @AUTELTOOLS

Onthe Road
NAPA Expo 2022
July 18-21
Las Vegas, Nevada



NAPA Expo 2022 welcomed repair shop and store owner attendees from
15 countries, 280 exhibitors on the show floor. About 400 attendees
representing Canada made the trip. The event also featured 50 management
and training seminars that ranged from succession to financial success
to finding talent. Vendor booths gave hands-on demonstrations and
information. The event was capped off with a final night celebration with a
concert that featured the Goo Goo Dolls and Keith Urban.
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coming
the challenges
From avoiding traps to attracting talent, experts share their
insights on how to better run your shop and prepare for the future
// By Adam Malik

I

t feels like a case of extremes if you’re an automotive aftermarket shop owner these days.
A key phrase for shop owners these days is ‘shortage.’ There’s a shortage of technicians
— and a shortage of talent in general, really. There’s a shortage of parts which is delaying
some customers in getting their vehicles repaired.
That’s one end of all the problems.
At the other are what feel to be never-ending shortages of problems when it comes to
issues in the business, from keeping staff engaged, to finding time to work on the business,
to successful retention to keeping the bottom line strong.
These issues have been front and centre recently during training sessions from
automotive aftermarket experts and coaches.
Perhaps now more than ever as consumer behaviours, markets and trends change, it’s
important for shop owners to ensure they’re dedicating time to key areas of the business.
Particularly, ensuring that they’re spending time working on it, rather than in it.
It was a common phrase used by the late Bob Greenwood. He would emphasize the
need for shop owners to get themselves out of the daily grind in the bays and in the office to
plan out how they would position their business get to the next level.
For Brandon Smith, a workplace author and speaker, that means avoiding common
traps as a shop owner. One of the easiest ways to get distracted from core tasks is to
immerse yourself in every emergency that pops up.
Usually, only 10 per cent of all emergencies should require the shop owner to step in.


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

SEPTEMBER / OCTOBER 2022

17

Boost
Your Shop

Talent wants clear information. We have nothing
gained by pretending we're paying more than
we're not or not telling people what we're
paying. Embrace it.”

Profits

Get this
complete Shop
Management
Software
• User friendly invoicing
• Full accounting module
• Free updates & support
• Customer Retention Module (CRM)
• Much, much more!

Any more than this and staff haven’t been trained well
enough — or aren’t trusted enough — to handle runof-the-mill situations without having to be called in for
support.
Unfortunately, “we screw this up,” Smith told a group
of shop owners at NAPA Expo 2022 in Las Vegas this
summer. Often, shop owners fall into the ‘hero trap’ where they feel the need to jump in and
save the day the moment they see an emergency taking place or someone bursts into their
office with their hands waving in a panic.
“When we rescue our teams, we're stunting their growth and creating a co-dependent
relationship,” Smith said. “It feels good to put on that cape. It feels good to swoop in and save
the day. And they thank us for it. But the only person there who's really working is us, right?
We're the only ones getting stronger.”
Giving up more control and watching people fail along the way as they learn can be tough
for any leader, Smith acknowledged. That’s another trap shop owners fall into: Fear of failure
or loss of control. In other words, the owner is scared to see their staff fail as it could hurt the
business, or they fear the loss of control because the job may be done a different way.
“This is one of the most common kinds of 'founder's dilemmas' — this idea that I like it
done my way and my way is the only way to go,” Smith said.
Another trap is what Smith calls ‘the bait-and-switch' — an employee comes to you with
a problem and gets you to solve it for them. Not only does that relieve them of the duty to
problem solve, which stunts their professional growth, it now gets the owner involved in
working on the problem.
Instead, Smith suggested having the employee think more about how to solve the problem.
Take, say, an hour and come back with some solutions.
The owner’s goal is to coach and elevate their staff so the shop can run seamlessly without
them. When your staff can run the business without you being there, then you are free to plan
the next steps of the company, he added.

Finding talent

Call us for a

FREE
tryout at

1-800-268-4044

www.vlcom.com
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With some free time now hopefully opened up, shop owners can work towards perhaps
their biggest challenge: Finding technicians.
Unfortunately, too many don’t take it seriously enough, said Linda Brenner, managing
director and founder of Talent Growth Advisors. She has worked with aftermarket companies
and those in other industries.
“A lot of companies, they just [think] recruiting is a joke,” she said at NAPA Expo 2022.
“They don't know how to do it ... It can be very convoluted. People minimize it. So the bar is
low. So that's an opportunity.”
The opportunity lies in doing a better job of attracting quality candidates. Quantity isn’t the
goal.
“We want quality candidates — and quality candidates mean people who get hired and
stay and perform,” Brenner said. “And I don't mean 'stay their whole life.' But if you've got a
trendline of ‘within 90 days people are quitting,’ you want to push that longer. You want to get
people who stay longer and perform better on the job.”
Start with a better job posting. The whole mindset in this area needs to change, Brenner
said. “Don't write these long, formal, boring [legalese] job descriptions that someone gave you.
Nobody is going to read that; you and I wouldn't read that,” she said. “But definitely younger
people in the marketplace that have a very short attention span are not going to read that
either.”
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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Explicitly say what you want. Don’t be cagey.
Don’t hide the fact you want them working
IN CAN Be open about pay.
weekends, for example.
DE
CAN what part-time actually means.
INDefine
DE
“Talent wants clear information. We have
nothing gained by pretending we're paying
more than we're not or not telling people
what we're paying. Embrace it,” Brenner
recommended.
Flexibility is a key topic on people’s minds.
U
C
A U can,
“To the extentEyou
be flexible with people
that are dealing with a lot of issues,” she said.
“In our world right now people taking care of
aging parents, they're divorced, they're single
moms, whatever.”
If you need someone part-time, try to give
them as fixed a schedule as you can. They may
have another part-time job to co-ordinate with.
Some people just like knowing what hours
they’ll be working and when. That can help
recruitment efforts.
And if a job post isn’t successful, try other
methods. Think about former employees;
maybe things aren’t working out for them at
their new job. Call them up, see what they’re up
to and if they’d like to come back. “Just get that
conversation going,” Brenner said.
Another strategy is referrals. If your
employees like working for you, they’d be
happy to recommend someone. “If you sit
down and say, 'You're so dependable, you're
so smart, you're so good at dealing with
customers — who else do you know that
would be great here?' And really get them to
think about it.”
You can sweeten the pot by offering a
referral bonus or gift.
And don't forget about poaching from the
competition. Because if you don’t, someone
else will poach you, Brenner said.
ADA

AB IQ
R

Pay more

And if the automotive aftermarket really wants
to expedite relief in not just attracting young
people to be technicians but keeping them, it
all comes down to the almighty dollar.
“How are we going to attract qualified
technicians to our business if we're still
paying $20 an hour and they can get a job
at McDonald's making 20 bucks an hour
serving hamburgers?” Cecil Bullard, chief
executive officer of the Institute for Automotive
Business Excellence and RLO Training, asked
rhetorically. “We can't do it anymore.”
He called the lack of technicians — qualified
technicians — “an epidemic” in this industry.
So how does a shop pay more to their techs?
By charging the customer more. Most shops


HOME GROWN QUALITY
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Proudly Made in Canada
by Canadians for Canadians

• 100% Canadian Made
• Robust Local Supply Chain Allows for Greater ROI
and Service to Your Customers
• Top Performance for ANY Vehicle
- Passenger, Light Truck, Medium Duty, Heavy Duty,
Air Disc
• Good, Better, Best Options for All Market Segments
and Budgets
- PLATINUM, PRO, & STAR
• Our Brakes Do Not Merely Pacify, They EXCEED Your
Expectations!
- Long Lasting (Great Value)
- Smooth Braking (Comfort)
- Clean Materials (100% Copper Free Formulas)
- Quiet (Enjoyable Braking Experience)

A Momentum USA, Inc. Company

1-800-777-5552 • ameribrakes.com
SEPTEMBER / OCTOBER
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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!
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are already vastly undercharging customers
for the expertise of a technician. So bump
up your labour rate by $20 an hour, Bullard
advised, and put $10 of that into your
technicians’' paycheques.
“Now we're starting to get to a point
where we can hire somebody as a junior
technician … that is going to make us
competitive with some of these other jobs.”
When people see they can make good
money in this industry as a tech, that makes
the job more attractive. “If we finally get it
in this industry, and we fix it? Now we're
going to have people lining up to be techs
in our industry because they can make
the kind of living that they should make,”
Bullard said.

They may not have thought about it but are intrigued by the idea. Or they may have the
idea in their mind but they’re too afraid to ask you, Ward observed.
“They’re kind of afraid,” he elaborated. They might think they’re too young or don’t have
the money to buy you out. Lack of experience adds to the cloud of doubt. “They don’t have
the confidence” to go up to you to tell you about how interested they are.
Even if they don’t want to be an owner, maybe there’s a role elsewhere in the company
for which they may be a fit. By asking what’s important to them, their family and their
career, you can see where someone may want to end up. You always want to know how you
can satisfy your employees.
Ward called these “essential conversations” to have. That’s how you find employees for
life.
“If you know [what they want] you can help satisfy it. If it helps satisfy their needs and
wants and their career goals, you can keep them forever,” he said. “If you can't satisfy them,
they're at risk of leaving on their own or being recruited out.”

Franchise Opportunity available,
email Sales@hotspotautoparts.com

Planning an exit

Every good shop owner should be thinking
about their exit from the business. That
doesn’t matter if you’re planning to leave
in the next five years or 30 years — you
owe it to not just yourself, but your staff
and customers to have a properly planned
out map of your transition, explained Bob
Ward, owner of Perpetual Business and an
expert in business succession planning.
For the shop owner, not planning their
succession means potentially never getting
paid for their life’s work. There are two ways
to exit a business, according to Ward: Either
one that is planned or one that is forced.
In the case of the latter, that could come by
illness, death or just being worn out with no
buyer ready. The business simply closes up.
Without a plan, your employees — those
who depend on you for a living — are left
in the lurch.
“You're risking that person's future, not
to mention all of your employees and their
families that rely on your business for their
livelihood and well-being,” Ward said at
NAPA Expo 2022.
Not to mention your customers, who
depend on you for reliable, quality service,
are now left to find someone new.
“But we don't think about that most times
— we're just running our businesses,” Ward
said. “I want you to realize how important it
is that you have a succession plan.”
He offered some tips on finding a
successor. One could be working for you
right now. If a service advisor, for example,
looks like they have a knack for the industry
and appear to be someone to whom you
could successfully transition, talk to them.
You may be surprised by the answer you get.


Brake Rotors and Drums
Brake Pads and Shoes
Brake Calipers
Hub Bearings
CV Axles
Chassis Parts
Complete Strut Assembly
Shock Absorbers
Strut mounts
Radiators
Water Pumps
Steering Pumps
and Racks and Pinions
Steering Gears
Starters and Alternators
Batteries
Oil Pans
Fuel Pumps
Wiper Blades
Ignition Parts and Coils
Fuel lines
Exhaust Parts, Universal
Converter, and Flex Pipes
Misc Automotive Parts

HOTSPOT AUTO PARTS
939 Warden Ave Scarborough ON M1L 4C5
Info@hotspotAutoparts.com | www.hotspotautoparts.com
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FOR YOU:

Customer loyalty
FOR YOUR CUSTOMER:

A lifetime of gratitude

After completing a service at Mister Transmission,
every customer gets a complimentary 3-Month
SiriusXM trial and can experience a new world of
infotainment when they get behind the wheel.
Service Lane for Shops
Independent automotive service shops can
offer their customers a free 3-month trial to
SiriusXM, including over 425 channels of the
best in audio entertainment inside and outside
the vehicle.

Build a unique
customer experience!
Scan the code to
watch a video to hear
what Tony has to say
about the partnership.

“We get to thank our customers, show
our appreciation and they get a better
driving experience. It's a bit of a thank
you from Mr. Transmission and from
SiriusXM. And I believe once they try
it, they won't go back.”
Tony Kuczynski, President & CEO

ENROLL IN SERVICE LANE FOR SHOPS TODAY. Visit siriusxm.ca/forshops

COACHING

FINDING YOUR TRUSTED RESOURCE
Your jobber is always in your corner. Take advantage of what they offer

A

s a shop owner, you’ve probably got a great
relationship with your parts jobber. When they
come by your shop, you chat about sports and
hunting, and have probably shared and heard some
pretty good fishing stories.
Relationships like these can span decades and, in many
cases, go beyond the four walls of the shop. You may have
been invited to weddings, recitals, funerals and more by your
jobber, reflecting the closeness of the relationship.
Your journey to shop ownership was perhaps a lot like mine
— you gradually learned your technical skills from a mentor
over many years. One of the things I admire about the path
you took is the formal path from apprentice to Red Seal Tech.
One key similarity between U.S. and Canadian techsturned-shop-owner are the skills we need the day we open our
shop: To become well versed in business skills. Expertise in
marketing, accounting, negotiation and leadership are a few
skills required to successfully run a profitable shop.
Even after selling my shop 6 years ago, I stay connected with
one of my jobbers, David Wofford. Our careers have taken
different directions; he is part of a large North American
program group while I run my coaching business.
Wofford was my jobber for a long time. He started selling
me parts in the early 2000s at a point when we were looking to
change suppliers. As we got to know one another and our sales
grew, the relationship moved in the same direction. He was
constantly looking for ways to help my shop grow. He shared
details of the technical classes they had available.
But one key area I leaned on him for was business
management training.


Our proficiency in problem-solving and repairing vehicles
creates an opportunity to get to the next stage of business:
Shop ownership. Unfortunately, time spent working on cars
does not prepare us to be an owner. This is where your trusted
partner, your jobber, comes in.
Many jobbers have a strong business acumen with the
ability to access training resources versed in running a
service centre. Your jobber doesn’t need to understand the
relationship of car count versus the sold dollars of an average
repair order, but they do understand the KPIs related to a
profitable parts store.
This is where the trust factor comes in. All service centre
owners, even the best shops in your province, can benefit from
an ongoing business management training program. Asking
your jobber what classes they have on the schedule or a
referral to a training program is the start to better days in your
shop, no matter the level of your sales or profitability.
Look to your jobber to see if they are part of a program that will
give access to management training. Under the hood, you’re an
expert. You know where to find the information to fix a complex
problem. Your business is no different. You need information and
training to make your business hum. Your jobber might have the
key that opens the door to the next stage of your business growth.
If you’re heading to AAPEX this fall, check out the valuable
business management training schedule at AAPEXShow.com.
Vic Tarasik

Vic Tarasik has been an independent auto repair professional for more
than four decades. He is the founder of Shop Owner Coach, a coaching
and training organization He can be reached at vic@ShopOwnerCoach.
com or by calling 713-826-2978.
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MANAGEMENT INSIGHTS

THE

3MS
OF MARKETING

Tips on finding the right strategy that works for your shop

M

any shop owners really want to do great marketing.
You know that there are many vehicles out there
just waiting to be worked on and you want to let
drivers know that you have technicians standing by
to help them. But you struggle with how to inform customers
about your business.
Maybe you went to a conference where you heard about a
great marketing product or you got the inside scoop from a
friend on what marketing has worked for them. You employed
the same tactic but it didn’t bring the same results. You’ve
thrown mud at the wall and hoped that it would stick. It didn’t.
So what will work? What do the top companies get right
with their marketing? What do they have up their sleeve? The
secret to great marketing isn’t a secret at all. It’s the three M’s
— market, message and medium.
It sounds simple, but when you can align all three of the
M’s, your marketing will show huge results.
Market is the most important. There are many definitions
of this word, but for our purposes, we can say that market is
the group of people that are able to take advantage of a given
product.
What is your market? More specifically, who is your
market? You might want to get more medium-duty diesel
truck customers but instead you find that your best customers
are moms with mini-vans, rushing between school, home and
hockey practice. You can either lean into the ‘mom market’
and figure out what is appealing to mothers — and not bluecollar business owners — in order to adjust to your preferred
market.
But for marketing to be effective, you need to have a clear
24 S E P T E M B E R / O C T O B E R 2 0 2 2
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understanding of who your target market is.
Second is the message. This is what we tell our potential
customers about our product or service.
Once you’ve figured out who your target demographic of
customers is, think about what aspect of your business matters
to them as customers. Is it price? Convenience? Speed of
service? Quality of work? Trustworthiness? Or is it something
completely different?
Businesses often tell customers about what they as the
business think is important rather than figuring out what is
important to customers. When your messaging connects with
your market, you are two-thirds of the way to great marketing.
The final piece in the marketing puzzle is the medium of
communication. Where does your target demographic get
their information? Is it TV, word of mouth, radio, streaming
services, direct mail, magazines, social media, etc.?
In 2022, the most effective marketing tool is free: Taking
advantage of your Google Business profile. By obtaining and
responding to reviews, consistently uploading photos and
accepting or denying customer suggested edits to your profile,
you can rise in the Google rankings and be seen by more
customers on both Search and Maps.
When you can align all three M’s, you’ll be on your way
to great marketing and growing your business beyond your
expectations.
Joe Flammer

Joe Flammer is a director of marketing for Turnkey Marketing based in
Kansas City, serving as outsourced director of marketing for auto repair
shops. Learn more at www.turnkeyautomarketing.com
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IT'S YOUR TURN

Got an opinion?

We’ll happily give you a page to get it off your chest!
Send your rant to adam@turnkey.media

CASUAL COMMUNICATION
CHALLENGES

Technology
driven

A

utomotive service providers are becoming
too casual in their communications with
customers.
Those who communicate with clients via
telephone and other non-personal methods should
think about how and when to throw in some humour
or casual expressions into these conversations.
Better yet, ask yourself: Should you at all?
By doing so, you risk creating more personal
instead of professional relationships. Furthermore, this
behaviour come off as ineffective or, worse, outright
inappropriate.
Say you have a client who requested that texting
was their preference for receiving updates. With their
much-awaited road trip just days away, they barely get
seated in their office when they receive a text from your
service manager.
Since this client has exchanged personal stories and
always jokes around in person, the service manager
assumes there's a comfort level established. The
message is about their 2016 BMW 3 Series and it reads:
"Hey, the front lower control arms are s*&#. Not road
trip ready LMAO."
Would you interpret what should be serious advice
as a joke if you were a client in this case? If you were
receiving a message from your doctor, you expect
professionalism, not ridicule. The same standard
should be set among ASPs.
In person, the same phrase would be accompanied
by some supporting tone and body language so the
client's reaction would be better gaugeable.
In a text, however, these cues and visual observations
are missed, leading to disappointment in the findings or
the service manager themselves.
No doubt, every shop has varying reputations as
an ASP in their market, regardless of how big or small
the operation. Any local business has some degree of
social media, and word of mouth is still in play. Shops
need to be aware of the consequences.
Madhu Dardi
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Built on our OE engineering and testing
expertise, our full-service aftermarket steering
and suspension solution offers premium parts
combined with training and technical support,
making vehicles drive cleaner, better, and
further right through their lives.

Madhu Dardi is the operations manager at Andersen A1
Autohaus in Langley, B.C.
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BAYWATCH
REIN NEW RELEASES

CRP highlighted six recent releases from
Rein. The Water Pump Service Kit is available
for multiple applications for Volvo and
Land Rover with inline 6-cylinder engines.
It features upgraded metal impeller. An
engine mount for 2005-09 AudiA4 Quattro 2.0L has its design based
on the OE mount. The Turbo Oil Return Pipe is for multiple BMW
applications. The Turbo Coolant Line is also for BMW applications as
well as Mercedes. A breather valve for multiple applications for Audi,
BMW, Mercedes, Volvo, and Volkswagen is designed to be a direct
replacement for the breather valve, identical to the OEM. A breather
hose has multiple applications for Audi, BMW, and Volkswagen.

DOMESTIC, IMPORT WHEEL HUB
ASSEMBLIES

BCA Bearings has 12 new product SKUs as part
of its aftermarket line. Announced as part of its
May releases, the new items include wheel hub
assemblies for import and domestic applications. These offer coverage
for more than 3.4 million vehicles in operation, including four firstto-market offerings. These new SKUs enhance BCA’s coverage for
popular Asian brands, including Nissan/Infinity, Kia and Honda. On
the domestic front, coverage for 1.35 million Chevy Equinox and
GMC Terrain crossover SUVs is available just as these vehicles begin
to enter the aftermarket sweet spot for wheel bearing replacement.
www.bcabearings.com

www.crpautomotive.com

HEADLIGHT RESTORATION AND
WINDSHIELD TREATMENT

WRENCH KIT

Mueller-Kueps is now carrying the Sensor
Wrench Kit, No. 457 720. The product is
available based on demand from automotive
technicians. The dropforged kit works for
exhaust sensors, brake lines, power steering
lines and more. It includes sizes from 13mm
to 19mm and features a stepped flange for easier access to lines.
One side of the wrench can be used for maximum torque while the
other with the flex head is for narrow spaces. Technicians can use the
wrenches on NOX, exhaust temperature and oxygen sensors. Both
ends of the wrench have inner hex to reduce slipping. An extra lip
provides increased strength.
www.mueller-kueps.com

Detour Auto has expanded its car care
line with two new products: One-Step
Headlight Restoration Spray and Complete
Windshield Treatment Kit. The headlight
restoration spray restores hazy headlights without sanding or
polishing. It’s available in a 3 oz. single-use aerosol can and a 10 oz.
multi-vehicle use aerosol can. The windshield treatment kit provides
an ultra-hydrophobic, SIO2 nano-ceramic coating that repels rain,
sleet and snow for up to one year. Once treated, it causes water to
instantly bead up and roll away for greater visibility during inclement
weather. Each single-use kit includes an iCloth XL cleaning wipe,
patented 2-in-1 microfibre applicator mitt and the advanced nanoceramic coating for an easy and convenient application.
www.detourauto.com

Mini-Ductor Venom HP
®

LUG NUTS

GRAPHICS

®

GEARS

The Mini-Ductor Venom HP is the
highest powered Mini-Ductor at
1800 watts of power. This handheld
induction heater generates
high-frequency magnetic fields
to produce a flameless heat that
releases ferrous metal from corrsion
and thread lock compounds faster
than ever before. More precise, safe,
and reliable than a torch.

This tool is manufactured in the USA
with genuine OEM parts.
Follow Us on Social Media

www.theinductor.com
877-688-9633
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KW Automotive has released its fourway adjustable KW V5 Clubsport Kit for
Mercedes-AMG GT-R. it includes the
KW Solid Piston Technology for road
legal track cars. The entire suspension
design with aluminum unibal top
mounts, racing springs and four-way adjustable dampers is designed
for use with semi-slick tires on production-based vehicles. It
dampens bumps and relatively large cross connections. With coilover
suspension, the vehicle remains in control when cutting curbs. The
piston dampers ensure hydraulic fluid does not flow over the working
piston, as it does with conventional monotube and twin-tube
dampers. The piston displaces the oil column directly into the valve
housing, where the damper fluid flows through the low-speed needle
valves and high-speed wave valves.
www.kwsuspensions.net

INCLUDES:

> ⅞” Pre-Formed Coil
> 23” U-Form Coil
> 41” Bearing Buddy® Coil

CLUBSPORT KIT
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CONTROLLER ARMS AND
BUSHINGS

ZF Aftermarket added 100 new listings to
its branded product portfolios. The latest
additions include 85 new True Original TRW
parts, expanding coverage for approximately


46.4 million vehicles in operation and 15
more SKUs for servicing ZF transmissions.
The new parts recently issued provide
coverage for: Control arms for the 20132015 Hyundai Santa Fe, 2013-2016 Santa Fe
Sport, 2013-2016 Santa Fe XL, 2010-2015
Tucson, 2014 KIA Sorento, and 2011-2013
Sportage; Control arms for the 2009-2014
Ford Expedition, 2009-2013 F-150, and
the 2009-2013 Lincoln Navigator; and
rack and pinion mount bushing for the
2007-2013 Acura MDX, 2010-2013 ZDX,
2005-2017 Honda Odyssey New parts for
ZF transmissions cover both 8HP and
9HP first- and second-generation models,
including seven different overhaul kits as well
as pressure regulators and regulator kits.

and overall benefits to TPMS service. The
back panel of the package includes a QR code
that provides a quick link to the product’s
online application lookup to verify the right
TPMS sensor or service parts for the vehicle
being serviced. The lookup allows search by
vehicle year, make, and model, or VIN number, It enables access to REDI-Sensor TPMS
sensor installation and relearn instructions,
service tips, videos and technical support.
The next generation of REDI-Sensor features
four multi-application TPMS sensors that
can replace more than 290 different OE
sensors and provide coverage for over 168
million VIO from model years 2002 to 2022.
www.redi-sensor.com

aftermarket.zf.com

EV CHARGERS
TPMS REBRAND

Continental has introduced a new packaging
design for its next
generation of REDI-Sensor Multi-Application TPMS Sensors. The
branding update coincides with the launch of
Continental’s next generation of TPMS sensors. The new packaging has an easy-to-read
product identification promoting REDI-Sensor’s performance capabilities, key attributes



Autel has released the
MaxiCharger Home
and Commercial Level
2 AC chargers. These
are available in 40 amp
and 50 amp flexible
charging configurations and are compatible
with all plug-in electric vehicles. The 40 amp
chargers are available as either an in-body
holster or a separate holster, with either a
NEMA 6-50 or a NEMA 14-50 plug. The
MaxiCharger Home 50 amp is an in-Body

Holster style and is ready for hard-wire
installation. The Commercial Level 2 AC
charger offers 50 amp flexible charging.
It features a J1772 standard charging port
compatible with all EVs, 25-foot charging
cable with a specially designed, ergonomic
charging connector, LED lights to show
charge status at a glance, is Wi-Fi-enabled
for remote access and over-the-air firmware
upgrades and more.
www.autelenergy.us

FUEL LINE
REPLACEMENTS

Quick-Fit Flexible Fuel
Line Sets for replacement
of damaged fuel lines in
popular Chevrolet and GMC trucks are now
available from S.U.R.&R., the vehicle fluid
line repair division of Husky Corporation.
The ready-to-install lines work for
professional mechanics and do-it-yourself
users in model year vehicles 2004-2010. The
fully-assembled lines (feed and EVAP) are
pre-cut to length and include pre-attached
connectors and mounting hardware.
Corrosion-resistant nylon line material is
covered by an abrasion-resistant sleeve that
helps protect against harmful road debris.
The lines are pressure-rated up to 200 PSI
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BAYWATCH
users find the best colour match from PPG’s
extensive colour portfolio. It digitizes a
process that used to involve trial and error.

and are safe for use with gasoline, ethanol
and diesel engine systems.
www.surrauto.com

www.ppg.com

COLOUR
MATCHING
CAMERA,
SOFTWARE

PLIERS WRENCH

PPG has introduced PPG VisualizID
advanced 3D visualization software and
the PPG DigiMatch digital colour camera
for body shops. These are the latest tools
of PPG’s Linq end-to-end digital solution.
Using this, refinishing customers can
streamline repair process by using PPG’s
cloud-based platform and its interconnected
digital hardware, software and innovative
services. The PPG DigiMatch multi-angle
digital colour camera features an ergonomic
design that can be used with one hand.
The camera has six imaging angles and six
reflectance angles to provide colour and
texture information to help retrieve correct
formula matches. PPG VisualizID software
takes information from PPG DigiMatch
or PPG’s other spectrophotometers to help

Knipex Tools has
introduced its Pliers
Wrench XS (86 04 100).
It is a compact tool at only 4 inches and a jaw
capacity of three-quarters inches. Designed
with smooth jaws that will not mar surfaces,
the tool work with gripping, holding,
pressing and bending applications. With onehanded adjustment, users can slide through
10 adjustment positions to find the right fit.
The compact design and slim head allow
easy access to confined areas and texturized
handles provide a better grip.
www.knipex-tools.com

LOCKBOLT TOOL

Milwaukee Tool has
launched the M18 Fuel

quarter-inch Lockbolt Tool with One-Key
to provide users with fast cordless lockbolt
installations. The new tool can increase
installations by 50 per cent compared to
other solutions. It is a full replacement for
current pneumatic solutions, eliminating
compressors and hoses. This increases
portability and maneuverability and removes
tripping hazards. It is designed to withstand
harsh shop or assembly plant environments.
When equipped with an M18 RedLithium
5.0 battery, users can install up to 1,200
quarter-inch aluminum Huck Magna-Grip
lockbolts on a single charge.
www.milwaukeetool.ca

GALVANIZED
BRAKE PADS

Nearly a dozen new
part numbers have
been added by NRS Brakes covering several
vehicles. The company announced 11 new
numbers for 2021-2022 Tesla, Ford, Nissan,
Volvo, Chevrolet, GMC, Dodge, Hyundai
and Kia vehicles. The announcement covers
7.3 million vehicles with its galvanized

“You need it, we’ve got it”.
That’s NAPA know-how
Over 500,000 vehicle parts and products in inventory, all ready
for delivery: that’s over 500,000 good reasons to make us your
number one partner. napacanada.com
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premium brake pads product line. The kits include abutment
hardware and caliper piston cushions where applicable. The brake
pads are made with galvanized steel with shark-like teeth to
provide a mechanical retention of the friction material, overcoming
inadequacies of adhesive usage.
www.otctools.com

STICK LIGHT

The RedLithium USB Stick light with magnet
from Milwaukee Tool effectively replaces
alkaline and low-capacity flashlights. It provides
heavy-duty equipment mechanics, automotive
mechanics and technicians with a premium
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lighting solution for general task and inspection work. It offers utility
lighting for tight spaces. The light is designed with 220 degrees of
vertical light head rotation. It is paired with a slim light blade design
and inspection light. The light features four output modes with front
back, dual and inspection. It provides 550 lumens and can be paired
with the RedLithium USB Stick Light Charging Dock. It’s IP54
rated for protection from most chemicals found in shop or on site
and impact resistant for drops up to six feet. It will be available in
September 2022.
www.milwaukeetool.ca

EV CHARGERS

Bosch’s EV300 Level 2 EV Charging Station and
EV3000 DC Fast Charger for electric vehicles are
fully UL and cUL compliant. The EV300 charges
up to four times faster than a standard plug outlet
while the EV3000 charges up to four times faster
than a standard Level 2 charging station. The
EV300 is a compact indoor/outdoor charger.
It has a 16-foot cable for areas with limited space. It is designed to
provide a low-maintenance alternative. No app is required to charge.
Owners can pre-set times and length of charging in the vehicle
and the EV300 informs battery status through a blinking light. The
EV3000 was developed for EVs parked for a few hours and is ideal for
workplaces, public parking lots, dealerships and fleets. It’s compatible
with most BEVs in North America and exceeds IP 55 standards
allowing safe charging indoors or outdoors in many types of weather,
including rain, snow and sleet.
www.boschevsolutions.com
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The thing you notice most in Guy-Olivier’s spotlight are the number of times he mentions the help and support he got
from others in the industry. He understands the value of having industry mentors and isn’t shy about thanking them.
And although he’s still relatively new to the Young Professionals in the Aftermarket (YPA) committee, he’s already
looking ahead at being a mentor to the next generation.
Name: Guy-Oliver Potvin
Company: Creddie
Title: Founder
Number of years in the aftermarket: 7

How long have you worked in the automotive industry? How many of those years are in
the automotive aftermarket?
My journey in the automotive industry began in 2016 when I had my first job within Groupe Park
Avenue as a lot person. From there, I was given exposure to numerous roles within the retail sector.
Since my graduation in 2020, I have been dedicated full-time to being an entrepreneur in both the
Dealership and Aftermarket sectors.

YOUNG
PROFESSIONALS IN
THE AFTERMARKET
SPOTLIGHT:
GUY-OLIVIER POTVIN

Did you know you wanted to work in the automotive aftermarket?

I did! In fact, on my first day in the Aftermarket course with Professor John Jackson in 2015, I had
exclaimed that I wanted to pursue a career in Aftermarket parts manufacturing (I had my eyes set on
KW Suspension at the time). As I gained experience in retail, it was important for me to keep an eye
on the dynamics and changes in the aftermarket after my professor ignited my understanding of that
sector and its importance in North America. This happened at the AIA Canada’s Student Aftermarket
Day where I was immediately influenced by the strong leaders present that day and the YPA.

Have you had an industry mentor? If so, who and why?

There have been many mentors throughout my education and internships that made a huge difference
in my development, and I am eternally grateful for (special mention to Benoit Perrault, Norman John
Hébert and Claudia Barbeau). Specifically, in the Aftermarket, my Professor John Jackson was one of
those who had a great impact on me. It is important that I include Jean-François Champagne for always
making time for my questions and checking-in with my progression throughout my time at the ABSC!

What does your participation in the YPA mean to you?

Since my involvement is still very early, my participation is more so geared towards listening and
absorbing information so that I can execute on the areas I have value. For now, simply speaking about
the YPA and the Aftermarket industry to young people looking for alternatives to more traditional
education is the place I am leaning in to!

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

I would encourage anyone starting to keep their vision as wide as they can to absorb the variety and
intricacies of the chosen sector. I feel like I have still only scratched the surface and seek to learn more
about them daily. Finally, the best time to start in our sector is yesterday. Get involved today!

About the Young Professionals in the Aftermarket
Young Professionals in the Aftermarket (YPA) is an Automotive Industries Association of Canada (AIA Canada)
committee comprising of young executives, of 45 years or younger, in the Canadian auto care sector. The
Committee’s mandate is to ensure the future growth and prosperity of the aftermarket industry.
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Quartz 9000 range with Age Resistance technology provides the ultimate protection against mechanical wear
or extreme temperatures and outstanding engine performace thourghout its lifespan, under frequent stop-andstart conditions.

totalenergies.ca

YOU’RE
COVERED
Worldpac stocks OEM parts for every situation.

STEERING SPECIALISTS

by Honeywell

worldpac.com | worldpac.ca

Access quality parts, technical training
and business solutions all in one place.

