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President’s Message: 

Greetings  
In the new theme of things , did you get caught (not) looking?  
 
Did your car help you out by stopping or moving back in your lane? 
(for those of you with new cars) 
 
This technology  is here to stay! Get on board first.  Don't be caught 
not knowing what to do.  
 
For us older members, remember the change to OBD2?  

 “It won't last or catch on.”  

 “Why buy the scanners?” 
 
Join us with Scott Brown on Tuesday, June 1 (or May 32 for those going away for Memorial 
Day) and get the info needed for the new wave of things to come. Find out how much you 
don't know and need to learn; or just find out what is coming down the road. 
 
With this cooler weather here in SoCal, it's hard to believe the heat is coming fast. Get ready. 
It is going to get hot very soon. Start talking AC before you get slammed. Also, vacation and 
cars parked for the last year are not a good combo; and it will be our fault if we don't start 
preparing our family (customers) to get them serviced before leaving on vacation. It’s too 
late once they’re on the road. 
 
Hope all is well , stay safe. 

Kirk Haslam 
President, ASCCA Chapter 5 
Advance Muffler 
1234 E. Walnut St. 
Pasadena, CA 91106 

mailto:ascca.05@gmail.com
http://www.ascca5.com/
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On Tuesday, June 1, Scott will provide a  
technical update spanning across several topics including an ADAS case 

study on a 2019 Honda, 1234YF, Throttle Actuators and more. 
Give the login information to your service advisors and technicians so 

they can benefit from this free class! 

Join us for our monthly Chapter 5 meeting  on 
Tues., June 1, at 6:30 pm via ZOOM  

with Scott Brown, ASCCA member, shop owner, 
and technical trainer.  

 

The easiest way to join the ZOOM  
meeting is to click HERE between 6:15 and 6:30 pm.  

or type in your browser: https://us02web.zoom.us/j/82891141814  
Zoom Meeting ID: 828 9114 1814 

https://us02web.zoom.us/j/82891141814
https://us02web.zoom.us/j/82891141814
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ASCCA 
Keeping California Independent  

Shop Owners in Business Since 1940  
 

 

The Automotive Service Councils of California has been the foremost advocate for the aftermarket auto 
repair industry since its inception. Whether you have been a member for a long time or you are just getting 
started, ASCCA has your back. 

As a member of ASCCA you are on the forefront of issues that keep you informed about regulations and 
legislation affecting your business. ASCCA members have successfully, through our grassroots campaigns, 
been an active voice for the future of auto repair in California. 

Some of our Accomplishments: 

ASCCA members were part of the design team that created the OBDII connector simplifying modern 
vehicle diagnostics. 

ASCCA members successfully fought for and won legislation (SB1146) that created the first in the  
nation “Right to Repair” act. 

ASCCA members successfully fought for and won the elimination of damaging, frivolous lawsuits 
(Trevor Law Group) which tried to extort money from shop owners. 

ASCCA Members fought and won against the California Air Resources Board, squashing the vehicle 
super-warranty. 

ASCCA is the only state organization that sits on the national board of NASTF (National Automotive 
Service Task Force) which provides factory repair information to the automotive aftermarket. 

ASCCA members fought and defeated SB 750 (the key code lock-out bill) which would have excluded 
independent shop owners’ access to vehicle communications. 

ASCCA fought and defeated legislation (SB 993) which would have extended sales tax to vehicle  
repair labor services, and unnecessarily increased repair costs. 

ASCCA defeated legislation (AB 2825) which would have treated auto repair dealers as “debt  
collectors,” making all communications with customers subject to fines and frivolous lawsuits. 

ASCCA opposed and defeated legislation (AB 755) which would have increased the current $1.75 tire 
tax fee to $3.25 per tire. 

ASCCA supported and helped pass legislation (AB 3141) which included all unlicensed automotive 
maintenance service providers and other previously exempted repairers under BAR jurisdiction, 
creating a level playing field. 

ASCCA supported and helped pass BAR regulations that allow auto repair dealers to provide  
customers with electronic estimates and authorizations (e.g., text messages). 

ASCCA opposed legislation (AB 2454) which would have a created a state mandated “grading system” 
similar to restaurants. 

ASCCA maintains a seat on the Bureau of Automotive Repair Advisory Group Committee which meets on a 
quarterly basis in Sacramento and has a voice on regulatory matters impacting the industry. 

ASCCA members believe in “raising all boats,” and actively help each other to achieve success. 

This is just a partial list of legislative accomplishments ASCCA has done for your business. The question 
should not be, “How can I afford membership?” but rather, “How can I do without ASCCA for my  
business?”  

 

ASCCA Chapter 5; Voice Call: (626) 296-6961; Text: (818) 482-0590; 
Email: ascca.05@gmail.com; Website: ascca5.com 

mailto:ascca.05@gmail.com
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Women in ASCCA 
Chapter 5 
 

This month we highlight Colleen Yarger, 
new owner of Mark’s Independent Service 
in Chatsworth. 
 
I came from the hotel industry 10 years ago and never imagined I'd 
be where I am now. My career has been a whirlwind! I always had 
a passion to help others and to become a true customer advocate in 
whatever job I had. I truly enjoyed being a service manager and 
thought “What better way to continue my path than to become a 
shop owner?” 
 
Why did you become a shop owner? 

I really evaluated where my career was going and where I 
wanted to be. I knew I wanted to do something big before I was 
30 and Mark selling the shop gave me the perfect opportunity to do just that. 

 
Were you a technician before you were an owner? (If not, how did you know you were qualified to run a 
shop?) 

I've never been a tech. I won't even put wiper blades on my own car! I've been a service manager for 10 
years so I was confident in how I ran the shop and knew what my potential was to create a culture worth 
standing behind that I could also benefit from.  

 
What has been your greatest obstacle as a female shop owner? 

Being a business owner is tough. I had to adjust to the fact that I am now the final decision maker and 
when good or bad things happen, it's all on me, but I think the most challenging part is the bookkeeper as-
pect of it be cause I've never had to file or track to this extent before.  

 
How has ASCCA helped you? 

ASCCA has always been a good support system from being an adviser to an owner. The connections you 
make with fellow shop owners and the relationships you make with it's partners are priceless. The peo-
ple in ASCCA have pushed me to continue forward and also support my business endeavors.  

 
What advice would you offer to women considering an automotive repair career? 

The best advice I could give other women is to just try it. I never imagined myself being in a shop let alone 
buying one. All things are possible and this is a great industry to truly be yourself and build relationships at 
the same time.  

 
Is there anything else you’d like people to know about you? 

I'm a great example of making ALL the mistakes from advising, managing, owning, you name it, I've made 
them all and if I can navigate through all of my faults and still come out ahead anyone can do it. Drive and 
determination have gotten me here and yes, I have more grey hairs because of it, but it's all worth it.  

 
Thank you, Colleen, for letting us get to know you. 
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Are You Honestly Scoring  
Your Business? 

By Greg Bunch 

This story was originally published in Ratchet+Wrench on April 19, 2021. Click HERE for original article. 
  

“We are in a challenging industry, and it’s not going to get any easier. Staffing 
and technology are the two biggest challenges I see.” 

Greetings to all my industry friends, those I know, and to the many more I hope to get to know! 
Some of you know that I was on the Ratchet+Wrench editorial advisory board for many years and 
have been excited to see what Ratchet-Wrench has done and continues to do to bring up our indus-
try. I was delighted when they asked me to be a contributor and share my thoughts and insights with 
you. 

I have been in the industry since 1991 when I started as a general service technician at a small 
Volkswagen shop. My limousine business had failed, and the only real skill I had was being a self-
taught, air-cooled VW mechanic. From there, I moved between a few independent shops and deal-
ers, working as an ASE Master Technician with my L-1 certification. I also worked as an assistant 
manager and managed a shop before going out on my own in 2001. 

I started my business in my garage, working as a technician and service advisor. I’ve grown the 
company now and have five shops in Colorado, with plans to continue growing. It hasn’t been easy, 
and I have learned a lot of valuable lessons. Unfortunately, some of those lessons came with a very 
high price tag (I’m sure a few of you can relate)! I will be sharing more with you in the upcoming 
months in this column. I also own and run Transformers Institute, a coaching and training company 
dedicated to transforming the automotive repair industry, lifting our industry up, and, eventually, 
earning the respect it deserves. 

It’s a lot of hard work, but this industry has been very good to me. It has allowed me to experience 
financial success in a way that I never dreamed possible. It’s allowed me to travel the world and 
speak to other auto shop owners who are looking to build great businesses.  

Some of the most extraordinary human beings on the planet are in the automotive industry, and it ’s 
truly an honor to know them.  

I won’t sugarcoat it, though: We are in a challenging industry, and it’s not going to get any easier. 
Staffing and technology are the two biggest challenges I see. 

The great news is that, according to all the charts, graphs, and forecasts I see, we’re going to have 
more vehicles out of warranty on U.S. roads than ever in history. Shops that prepare will see suc-
cess as they have never seen before; others will be driven out of business, retire, and close their 
shops. Plan to see significant disruption, consolidation, and innovation in the near future. 

I hope you will be one of those shops that will dominate their market, providing honest, ethical, and 
quality work. I hope that you will be prepared to service whatever drives or flies into your shop, even 
if it comes to you without a driver! 

 

(Continued on page 6) 

https://www.ratchetandwrench.com/authors/72-greg-bunch
https://www.ratchetandwrench.com/articles/11190-the-future-is-bright
https://www.ratchetandwrench.com/
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I have the privilege of working with the top five percent of shops, seeing what happens behind the 
scenes, and talking to their teams. People ask me all the time what their secret is, and when I share 
with them that it’s much more about the culture and the attitude of their team than some system, pro-
cess, or piece of technology, folks seem a bit disappointed and think I’m holding back. 

The reality is we all have service bays, equipment, point-of-sale software, websites, systems, pro-
cesses, and employees. Not that those things don’t need to be improved, and we all need to spend 
time doing so, but I have found that the business owner who focuses on what his or her clients want 
and makes sure the culture is all about the same things, is experiencing explosive growth. 

What does every client want, you ask? 

1. Quality service and repair—free of defects 
2. Timeliness 
3. Someone who is nice to them 
4. A personalized experience 
 
As an auto repair shop owner, begin by honestly scoring your business on these four areas, and you 
will know what you need to work on first. I find that getting your team lined up and having an open 
and honest discussion is the place to start. You will quickly learn who’s on board and who thinks we 
are “just here to fix cars” and doesn’t understand it’s real people with real needs and wants that drive 
those vehicles and pay all of our paychecks. 

I hope that you will take a nugget or two out of my column every month and systematically make 
progress on building the business of your dreams.  

Blessings of health and prosperity to you, your family, and your business. 
 
Ratchet+Wrench is the leading progressive media brand exclusively serving auto care center owners and op-
erators through examining in-depth real world struggles, successes and solutions from the industry. It pro-
vides our readers and users the inspiration, tools and motivation to help them succeed in the auto care center 
industry. 
 
Greg Bunch is the founder of Aspen Auto Clinic, a five-shop operation out of Colorado, and the founder/CEO 
of Transformers Institute, a coaching and consulting company for the auto repair industry.  
 
 

(Greg’s next article is also in this newsletter, starting on page 9.) 

(Continued from page 5) 
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Tax and Business Tips from Norm Blieden, CPA 

Know This Number! 

Knowing your net worth and understanding how it is changing over time is one of the most important financial 
concepts that everyone needs to understand. This number is used by banks, mortgage companies, insurance 
companies and you! Your net worth impacts your credit score, which in turn impacts your interest rates and 
things as mundane as the amount you pay for auto insurance. 

A simple definition 

• Net worth is the result of taking all the things you own (assets) minus what you owe others (debts and lia-
bilities). 

• Assets include cash, bank account balances, investments, your home, vehicles or anything else that you 
could sell today for cash. Assets also include any businesses or business interests you own. 

• Liabilities are what you owe others, such as a mortgage or car loan, and any other debt, like credit card or 
student loan debt. 

Your net worth changes over time, reflecting how you spend your money. For example, if you have tons of 
bills and spend more than you bring in, your bank account balances will be lower. If you spend a lot on your 
credit cards, your debt will go up. The net effect is a lower net worth. 

Calculating your net worth 

• Step one. Reconcile your bank accounts and loans. Try doing this every month, as these are the easiest 
parts of your net worth to track and calculate. 

• Step two. Calculate the value of all your remaining assets. For some of your assets, such as stocks, you can 
go online and find the current value of the stocks you own. For other assets, you'll have to estimate what you 
could sell that asset for today. 

• Step three. Add up all your asset values, then subtract all your debts. What you're left with is your net 
worth (and yes, your number could be negative)! 

Why you should know your net worth 

Knowing your net worth contributes to the big picture of your financial circumstances. Here's why it's benefi-
cial to know your net worth: 

• You want to apply for student loans. You'll likely need to submit an application that details all your cash 
and other assets when applying for student loans. If your net worth is high enough, you may have to foot some 
of the tuition bill yourself. 

• You want to get insurance. Some types of insurance use your credit score as part of the calculation for 
determining your premium payments. Knowing if you have a high net worth may help in obtaining a favorable 
premium amount. 

• You want to diversify your investments. Certain investments are available only to individuals who have 
a high enough net worth. 

• You want to buy a home. Banks want to see that you have plenty of cash when compared to your debts. If 
you have too much debt, you may need to either pay down the debt or increase your down payment. 
Knowing your net worth and how to calculate it can help you achieve some of your financial goals.  

Hire Your Kids for Tax Savings 

Summer’s almost here, and soon most children will be on their long-awaited summer vacation. If you own or 
manage a business, have you thought of hiring your children, nieces, or nephews for a summer job? 

If you do it right, it can be a win-win situation for everyone. 

The kids will earn some money and gain valuable real-life experience in the workplace while your business 
will have some extra help during summer months when other staff may be on vacation. If it’s a family busi-
ness, there might even be some tax advantages as well. 

(Continued on page 8) 
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If your child is doing a valid job and the pay is reasonable for the work, your business can generally claim a 
normal tax expense for wages paid. Your child will probably pay no or very little income tax on the wages they 
earned. And if the child is under age 18 and your business is unincorporated, neither your child nor your 
business will have to pay Social Security or Medicare payroll taxes in most cases. 

To make the arrangement work, follow the following guidelines: 

• Ensure it’s a real job. It could be a simple job, such as office filing, packing orders, or simple production 
activities. But it needs to be an actual job. 

• Treat your child like any other employee. Expect your child to work regular hours and exhibit appropri-
ate behavior. Don’t show favoritism or you risk upsetting regular employees. 

• Keep proper documentation. Keep records of hours worked just as you would for any employee. If possi-
ble, pay your child using your normal payroll system and procedures. 

• Avoid family disputes. If the arrangement is not working, or is disrupting the business, help your child 
find a summer job at another business. 

Ideas to Identify and Manage Problem Accounts 

As a small business, once you decide to extend credit to a customer, you now have a financial stake in continu-
ing that relationship even if you suspect there might be trouble brewing. While you don’t want to crack down 
on a good customer too hard, too soon, you also don’t want to be taken advantage of by a customer who has 
become unable or unwilling to pay. Here are some ideas to help you manage this risk.  

Develop a rating system. Score each customer with a number. The number represents to whom you will sell 
on credit and how much risk you are willing to take. Also have scores that represent customers you will not bill 
and those who you will no longer take orders from because of credit risk. Develop a system to objectively as-
sign the score. Payment history and external credit scoring reports are both good indicators of whether a partic-
ular customer will be an acceptable credit risk. 

Consider credit applications. Create a simple credit application. The application should be signed by the re-
sponsible party to pay the bill. If large credit amounts are expected, get a person to take personal responsibility 
to pay the bill. This will provide an additional means to collect your money should the company fail to pay. 
You will need this signed document if you wish to use a collection agency to collect delinquent accounts. 

Look at history. Those to whom you provide a credit line must have their payment history monitored. If they 
are habitually late payers, reduce their credit line. If they frequently miss payments, move them to prepay only.  

Create a notes section on your customer records. Use this to record what a late paying customer tells you. 
Over time, this will reveal the customers who are honest and the customers who fail that test. This idea also 
provides continuity of communication for the customer that tries to tell different employees different stories.  

Develop a collection system. The best credit rating system starts with a receivable aging report run once a 
month. This will quickly show you current trouble customers and potential trouble customers. When a bill ages 
through the report, know what you are going to do to collect bills at 30 days, 60 days, 90 days and anything 
older than that. 

Look for other signs of trouble. Train your team to be on alert for: 

• Customers paying smaller invoices while larger invoices go unpaid. 

• The customer fails to return your phone calls or shows annoyance at your inquiries. 

• Your requests for information, such as updated financial statements, are ignored. 

• The customer places multiple, large orders and presses you for a higher credit limit. 

• The customer tries to coax you into providing a good credit report to another supplier. 

• You get word that the customer’s credit rating has been downgraded. 

Remember, great customers can have sincere problems paying a bill. By having a good credit rating system, 
you can more readily identify the customers you want to accommodate to pay their bills and those customers 
whose activity should be suspended because they are truly problem accounts. 

As always, should you have any questions or concerns regarding your tax situation please feel free to call 
Norm Blieden, CPA at (626) 440-9511 

(Continued from page 7) 
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What Does the Future Hold? 
By Greg Bunch 

This story was originally published in Ratchet+Wrench on May 10, 2021. Click HERE for original article. 
  

“We must stop thinking like technicians and learn to be businesspeople.” 

A few years ago, I traveled back to California, where I got my start in automotive. As I gave my wife a 
tour of the shops at which I worked, I was dismayed—but frankly not surprised—to see that two out 
of the three were out of business. They were both what I would call "old school." It was sad to me 
and a stark warning that refusing to change could be the death of our business and, quite possibly, 
ourselves. As I visit shops across the country, I see the divide getting bigger and bigger between the 
modern, well-equipped shop and the "greasy garage" that's most common in communities across 
America. 

I just finished two weeks of Mastermind meetings with the top 5 percent of shop owners across the 
country. We gather every quarter to collaborate on solving problems and exploring opportunities. 
With the myriad of changes going on in our world and industry, there were, naturally, numerous dis-
cussions about the future of our industry as we know it. 

We all decided that the future is full of opportunities for those who are willing to embrace the com-
ing changes. On the flip side, we will see many shop owners close down or hope to sell what they 
have and retire. Most of all, it was apparent in all of our discussions that we must stop thinking like 
technicians and learn to be businesspeople. 

A technician thinks about how he or she will fix the car; the businessperson thinks, “How can I give 
this person the best experience while repairing their vehicle?” 

Preparing your business for the future can be a daunting endeavor, so we'll eat this apple one bite at 
a time.  

To refresh, last month we talked about the four things clients want: 

1. Quality service and repair 
2. Timeliness 
3. Someone who is nice to them 
4. A personalized experience 

 
To provide quality service every time, the process has to be systemized. Even though we're in the 
"digital age" and more people schedule online, a human connection must still be established. How is 
the person trained to interact with someone on the phone? Is he or she overly accommodating, help-
ful, robotic, or worse, does he or she sound stressed and inconvenienced? 

A well-trained service advisor will get most customers off the phone and into the shop. If you don’t 
see a good conversion ratio of phone calls to appointments, it's time to listen to your telephone calls 
and start training. If you have too many "no shows," advisors are not locking in and confirming the 
appointment as your dentist does every time. Do your advisors get the details when it's convenient 
for the customer—which is usually while on the phone—or do they blow off the customer and tell 
them, "I'll get the details when you drop the car off," not thinking that it could be the worst time for 
them? 

Worst of all is inconveniencing and frustrating your customer by making them repeat everything at 

(Continued on page 10) 

https://www.ratchetandwrench.com/
https://www.ratchetandwrench.com/authors/72-greg-bunch
https://www.ratchetandwrench.com/articles/11287-what-does-the-future-hold?utm_campaign=10MMCD210512002&utm_medium=email&utm_source=newsletter&oly_enc_id=8919J1567289H4S


Foothill 5 Forum  10 

 

the counter because no one bothered to document what the customer said the first time over the 
phone!  Most shop owners don't realize that their service and repairs start at initial contact and the 
drop-off.  This is the first piece of the equation in providing quality service before the vehicle is even 
dropped off at the shop.   

When a customer walks in the front door, what do they see?  A professionally dressed, well-groomed 
salesperson, or someone in a mechanic's uniform? Is the facility clean and modern, or cluttered and 
dirty? The initial presentation speaks volumes about the confidence the customer will have in you di-
agnosing and repairing the vehicle. We have to be cognizant that a fair amount of the population 
doesn't have faith that independent shops can fix new cars, so they often take their newer cars back 
to the dealer. 

How well do your advisors extract the information needed for the technician to pinpoint the issue?  Do 
they learn what the customer's goals are for the particular vehicle he or she is dropping off?  A profes-
sional and well-trained service advisor can skillfully ascertain this information, whereas the average 
service advisor will make assumptions.  

Does your staff and location's appearance, attitude, and professionalism tell the public that you will 
be around for years to come and you're changing with the times, or that you will go away like the five-
and-dime stores of yesterday? Do you train as hard on customer service and phone skills as you do on 
technical things? 

Quality service and repair is a lot more than just fixing the car correctly the first time. I hope I've given 
you a few things to think about so you can honestly assess your shop and shore processes up where 
necessary. 

Right now, a poor customer experience is a much more significant threat to our businesses than elec-
tric and self-driving vehicles. Next month, we will talk more about the "digital inspection" and the dan-
gers they can bring to our industry if we aren't careful. 
 
Ratchet+Wrench is the leading progressive media brand exclusively serving auto care center owners and operators through examining 
in-depth real world struggles, successes and solutions from the industry. It provides our readers and users the inspiration, tools and 
motivation to help them succeed in the auto care center industry. 
 
Greg Bunch is the founder of Aspen Auto Clinic, a five-shop operation out of Colorado, and the founder/CEO of Transformers Institute, 
a coaching and consulting company for the auto repair industry.  

(Continued from page 9) 

DISCLAIMER 
The Automotive Service Councils of California, their officers, board members, employees, members and affiliates in no 

way warrant the quality, competency, or merchantability of any goods or services advertised in this publication. In connec-
tion with this disclaimer, the Automotive Service Councils of California in no way warrant or insure the goods or services 
described herein, and each and every individual contracting with these manufacturers shall do so at their own risk. Fur-

thermore, individuals utilizing these services are forewarned that the Automotive Service Councils of California have con-
ducted no investigation into any representations made in any advertising, literature, or ad distributed by the advertisers in 
this or any other publication. Additionally, please be advised that the opinions and comments expressed by the contribu-

tors to this periodical are those of the contributors alone and do not necessarily reflect the opinions of the Automotive Ser-

vice Councils of California, or ASCCA Chapter 5, or their officers, directors, members or staff. 
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FOOTHILLS CHAPTER 5, INC. 

 

What we do for you: 
ASCCA monitors and fights harmful laws and regulations that cost you money and time away from your busi-
ness. 
Examples: 

A legislator proposed a bill to use a grading system (ABCDF) like the restaurants. We fought this and 
stopped it. 

Another legislator tried to change us into being debt collectors because we receive money from customers. 
That would mean if a customer did not pay and we called them, the customer could sue us for harass-
ment. We fought and won this also. 

We also stopped a bill that would keep us from being able to program security systems in cars. The manu-
facturers wanted to lock us out! Again, we fought and won. 

Our state legislatures can produce 5600 bills every two years. Our dues help us watch and fight these bills, sav-
ing you a ton of dollars. 
  
ASCCA has great benefit programs: 

Low credit card rates and a $350 rebate at the end of the year. 
Free legal advice for you, your business, or your employees. 
Free accounting review of profit and loss statement. 
Free review of any current or prior year’s taxes. 
Super discounts on uniforms. 
Discounts on Alldata and Identifix.  
Camaraderie, fellowship, and life-long friends. 
Network with top shops. 
Get advice with business structure, policies, and profit ideas. 
Get second opinions on cars that are giving you fits. 

  
Education opportunities: 

When the restrictions end, we have free training for service advisors and technicians. 
ASCCA awards scholarships to young people to help fill the technician shortage. 

  

Why we need you: 
Meet and network with top shops. 
Monitor and fight harmful legislation. 
Support our great partners and save money. 
Support and give back to our industry. 

  

All this for $70.83 per month! 
 
 
 

1443 E. Washington Blvd. #653 
Pasadena, CA 91104-2650 

(626) 296-6961; ascca.05@gmail.com; www.ascca5.com 
 

mailto:ascca.05@gmail.com
http://www.ascca5.com
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How ASCCA Dues work in Chapter 5 
Membership in ASCCA is on an annual basis.  

 Regular membership dues in ASCCA Chapter 5 are $850/yr. Associate membership dues are $945/yr. 
 $400 goes to the Chapter 
 The remaining portion goes to the State Association 

 When memberships are held in multiple chapters, only the original membership pays the full State Associ-
ation dues. Additional members pay reduced State dues of $300/yr. All memberships pay full chapter dues. 

 Annual payment is due in the Sacramento office on January 1 of each year. 

 Payment plans are available upon approval by the Chapter & State Association. With all payment plans, 
automatic credit card payments or ACH are now required. There is a $2.00 transaction fee for these pay-
ments. (Chapter 5 will cover the transaction fees for our members.) 
 Semi-annually:  Due: January 1 & July 1 
 Quarterly: Due: January 1, April 1, July 1, October 1 
 Monthly: Due the first of each month 

 If payment is not received according to the agreed-upon schedule, dues immediately become delinquent. 

 If a member reaches 90 days delinquent,  their ASCCA membership may be cancelled. 

What do you get for your dues? (This is the “short” list. See the ASCCA Advantage flyer for the full list.) 

 Amazing connection with your peers in the automotive industry.  
 Older shop owners who have gone ahead & you can benefit from what they’ve learned. 
 Newer shop owners who need to learn from what you’ve experienced. 

 A loud voice to the legislators who are passing laws which have a direct effect on how you can operate 
your business. 

 Opportunities to meet the legislators with power in numbers. (They will listen better.) 

 Great discounts from endorsed vendors (see the ASCCA Advantage flyer) which will more than make up 
for your dues costs. 

 Timely communications regarding what’s going on in the industry. 

 Access to seminars & classes at an ASCCA discounted rate. 

 Monthly dinner meetings with special speakers who know our industry. Dinner at the regular meetings for 
you and your spouse or business partner is included in your chapter dues. ($600/yr. value.) 

 Monthly e-newsletters with important, educational, & sometimes entertaining information that is designed 
to improve your bottom line. 

 30 minutes a month of free legal counsel. 

 30 minutes a month of free accounting counsel. 

What happens when you don’t pay your dues on time? 

 Association resources have to be spent to collect your outstanding dues. 

 Association activities & effectiveness are reduced. 

 The Association loses a valuable voice. 

 (This is why we recommend automatic payments on all payment plans.) 
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Chapter 5 Associate Members 

BG Petrospecs Abe Chavira 805-857-5065  abec@petrospecsbg.com 

DRIVE! Carolyn Gray 818-863-1077 cgray@driveshops.com 

Hanson Distributing Company, Inc Dan Hanson 626-448-4683 hansonmrktg@aol.com 

Hawley Insurance Services Bruce Hawley 714-865-2907 bruce@hawleyinsuranceservices.com 

Highpoint Distributing Tim Huddleston 805-584-0030 huddle5@sbcglobal.net 

Jasper Engines & Transmissions Randy Lewis 909-717-9950 rlewis@jasperengines.com 

Mark Christopher Auto Center Steve Johnson 909-975-3919 sjohnson@markchristopher.com 

Mitchell 1 Software John Rodriguez 951-840-7995 johnrod.mitchell1@gmail.com 

Norm Blieden CPA Norm Blieden 626-440-9511 norm@bliedencpa.com  

Provence Financial and  Insurance  Steve Kopstein 818-606-7903 steve.kopstein@provenceinc.com 

SC Fuels & Lubes Dennis Giardina 310-722-3357 giardinad@scfuels.com 

Van de Pol Petroleum Wes Powell 562-236-1000 wpowell@ineedoil.com 

Be sure to use the evite electronic invitation to RSVP. If 
you didn’t receive it, contact the Chapter 5 office at 

ascca.05@gmail.com 

mailto:elvisc@petrospecsbg.com
mailto:cgray@driveshops.com
mailto:hansonmrktg@aol.com
mailto:bruce@hawleyinsuranceservices.com
mailto:huddle5@sbcglobal.net
mailto:rlewis@jasperengines.com
mailto:sjohnson@markchristopher.com
mailto:johnrod.mitchell1@gmail.com
mailto:norm@bliedencpa.com
mailto:steve.kopstein@provenceinc.com
mailto:dennis.giardina@generalpetroleum.com
mailto:wpowell@ineedoil.com
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Chapter 5 Lending Library 
(Another Benefit of Membership in ASCCA5) 

To use this free service, call Darren Gilbert at (626) 282-0644 or email him at gilbertmotors@yahoo.com and tell him 
which study guides you would like to check out.  He will bring the books to the next General Meeting for you to pick up, 

and you then leave your credit card information as a guarantee.  You are responsible for any damage or loss of the 
study guide. The guides must be returned to Darren at the next General Meeting or by mail. It’s that simple! 

C 1 -  Automotive Consultant 
A 1 -  Automotive Engine Repair 
A 2 -  Automotive Trans/Trans Axle 
A 4 -  Automotive Drivetrain 
A 4 -  Automotive Suspension/Steering 
A 5 -  Automotive Brakes 
A 6 -  Automotive Electrical/Electronic 
A 7 -  Automotive Heating/Air Conditioning 
A 8 - Automotive Engine Performance 
A9 -  Diesel  
 

L 1 -  Advanced Engine Performance 
L 2 -  Med/H.D Truck Electronic Diesel 
 

P 1 -  Parts Specialist Med/H.D Truck Dealership 
P 2 -  Parts Specialist Automobile 
P 3 -  Parts Specialist Truck Brakes 
P 4 -  Parts Specialist General Motors 
 

P 9 -  Med/H.D. Truck Suspension & Steering 
 

X 1 -  Car/Light Duty Truck Exhaust Systems 
 

B 2 -  Auto body Collision Repair -  Painting/Refinishing 
B 3 -  Auto body Collision -  Non Structural Analysis 
B 4 -  Auto Body Collision -  Structural Analysis 

B 5 -  Auto Body Collision -  Mech/Electrical Components 
B 6 -  Auto Body Collision -  Damage Analysis/ Estimating 
  
F 1 -  Alternate Fuels -  Light Vehicle Compressed Natural Gas 
 

M.M. - Engine Machinist Series 
 

E 2 -  Truck Equipment -  Electrical/Electronic Systems 
 

S 1 -  School Bus -  Body/ Special Equipment 
S 2 -  School Bus -  Diesel Engine 
S 3 -  School Bus -  Drivetrain 
S 4 -  School Bus -  Brakes 
S 5 -  School Bus -  Suspension/Steering  
S 6 -  School Bus -  Electrical/ Electronic 
S 7 -  School Bus -  Air Conditioning 
 

T 1 -  Med/H.D. Truck -   Gasoline Engines 
T 2 -  Med/H.D. Truck -  Diesel Engines 
T 3 -  Med/H.D. Truck -  Drive Train 
T 4 -  Med/H.D. Truck -  Brakes 
T 5 -  Med/H.D. Truck -  Suspension/ Steering 
T 6 -  Med/H.D. Truck -  Electrical/Electronic Systems 
T 7 -  Med/H.D. Truck -  Heating/ A.C. Systems 
T 8 -  Med/H. D. Truck -  Preventive Maintenance 

ASCCA CODE OF ETHICS 

1. To promote good will between the motorist and the automotive industry. 

2. To have a sense of  personal obligation to each individual customer. 

3. To perform high quality service at a fair and just price. 

4. To employ the best skilled personnel obtainable. 

5. To use only proven merchandise of  high quality, distributed by reputable 

firms. 

6. To itemize all parts and adjustments in the price charged for services  

rendered. 

7. To retain all parts replaced for customer inspection, if  so requested. 

8. To uphold the high standards of  our profession and always seek to correct 

any and all abuses within the automotive industry. 

9. To uphold the integrity of  all members. 

10. To refrain from advertisement which is false or misleading or likely to  

confuse or deceive the customer. 

mailto:gilbertmotors@yahoo.com
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ASCCA State Contacts 

State Office in Sacramento……………….....……….….(800) 810-4272 
 
President  
 Rory Balmer………………………...…..…...…....   (909) 337-0082  
 
Executive Director 
 Gloria Peterson...(800) 810-4272 x104 or     GPeterson@amgroup.us 
 
Deputy Executive Director 
 Anne Mullinax…..(800) 810-4272 x116 or  AMullinax@amgroup.us 
 
Membership Services  
 Benjamin Ichimaru.(800) 810-4272 x137 or   BIchimaru@amgroup.us 
 
Accounting Executive 
 Nito Goolan…….....(800) 810-4272 x103 or  NGoolan@amgroup.us 
 
Manager Digital and Social Media 
 Sarah Austin….....(800) 810-4272 x110 or    SAustin@amgroup.us 
 
Events Manager 
 Becky McGuire…..(800) 810-4272 x118 or   BMcguire@amgroup.us  
 
Communications Manager 
 Ryan King……........(800) 810-4272 x122 or RKing@amgroup.us 
 
ASCCA Attorney  
 Jack Molodanof  ....................…(916) 447-0313 or Jack@mgrco.org 
 
 
 
 
 
 
 

 
President Joe Biden………………………………………….(D) 
 Phone ………………………………………………(202) 456-1111 
 Fax……………………………………………………....(202) 445-4633 
 

Governor Gavin Newsom…………………………………...(D) 
 Phone ………………………………………………(916) 445-2841 
 Web…………………………………..…..http://www.govmail.ca.gov 

Government Offices/Contacts 

 
 
US Senator Alex Padilla ………………………………………. ( D ) 
 Phone ………………………………………………………..…… (202) 224-3553  
 Email …………………………………..www.padilla.senate.gov  
US Senator Dianne Feinstein…………………………………….. ( D ) 
 Phone …………………………………………….. (310) 914-7300 
 Email ………………………………senator@feinstein.senate.gov 
US Rep Judy Chu………………………………………..……….. (D-27) 
 Phone …………………………………………….. (626) 304-0110 
US Rep Adam Schiff……………………………………..….. (D-28) 
 Phone …………………………………………….. (818) 450-2900 
CA Senator Connie M. Leyva.………………………………...…. (D-20) 
 Phone ………………………………………………(909) 888-5360  
CA Senator Susan Rubio….………………………………...…. (D-22) 
 Phone ………………………………………………(626) 430-2499 
CA Senator Maria Elena Durazo...………….…………………. (D-24) 
 Phone ………………………………………………(213) 483-9300 
CA Senator Anthony J. Portantino……………………...…. (D-25) 
 Phone ………………………………………………(818) 409-0400 
CA Senator Josh Newman………………...………………………(R-29) 
 Phone ………………………………………………(714) 671-9474 
CA Assembly Luz Rivas……...……………………………………(D-39) 
 Phone ………………………………………………(818) 504-3911  
 Email …………..…….Assemblymember.Rivas@assembly.ca.gov 
CA Assembly Chris Holden………………………………………..(D-41) 
 Phone ………………………………………………(626) 351-1917 
 Email ……………….Assemblymember.Holden@assembly.ca.gov 
CA Assembly Laura Friedman..……………………………...……..(D-43) 
 Phone ………………………………………….……(818) 558-3043 
 Email …………….Assemblymember.Friedman@assembly.ca.gov 
CA Assembly Jessie Gabriel………...……………….……..…..…….(D-45) 
 Phone ………………………………………………(818) 904-3840 
 Email…….…….…….......Assemblymember.Gabriel@assembly.ca.gov 
CA Assembly Adrin Nazarian..……………………….……..……….(D-46) 
 Phone ………………………………………………(818) 376-4246 
 Email…….…….…….....Assemblymember.Nazarian@assembly.ca.gov 
CA Assembly Blanca E. Rubio...………………………...….………..(D-48) 
 Phone ……………………………………………….(626) 940-4457 
 Email……………….….Assemblymember.Rubio@assembly.ca.gov 
CA Assembly Ed Chau….………………………………...….………..(D-49) 
 Phone ……………………………………………….(323) 264-4949  
 Email…………………...….Assemblymember.Chau@assembly.ca.gov 
 

 

Executive Board 

 
 President………...…………Kirk Haslam 
 Phone……………………. (626) 793-5656 
 Email…...advancemuffler1234@gmail.com 

  
 Vice-President………….Tim Chakarian  
 Phone……………………. (626) 792-9222 
 Email…….…………….tim@bmwphd.com 
 
 

 Secretary…………………..Craig Johnson 
 Phone ……………….. (626) 810-2281 
 Email……...……...…...cjauto@verizon.net 
 
 
 Treasurer…………...………...Jim Ward   
 Phone……………….……. (626) 357-8080  
 Email………..……..jim@wardservice.com 
 
 
    

  

 
Board of Directors 

  
 Randy Lewis…………..….... (909) 717-9950 
 Gene Morrill…………..…… (626) 963-0814 
 Darren Gilbert………...……. (626) 282-0644
 Johanna Reichert…………… (626) 792-9222 
 Mike Bedrossian………..….. (626) 765-6190 
 Glenn Davis………..……..... (909) 946-2282 
 
  

Chapter Rep 
Tim Chakarian ……...……..….(626)792-9222 

 

Committee Chairs 
Seminars & Programs 
   Tim Chakarian….(626) 792-9222 
  
Government Affairs 
   Gene Morrill…….(626) 963-0814 
 
Associate Member Board Rep. 
   Randy Lewis……(909) 717-9950 

 

 

Chapter Staff 

Membership & Administration…..Joseph Appler 
Phone…….…………….……...…(626) 296-6961 
Text………………………………(818)482-0590 
Email…..…………….....….ascca.05@gmail.com 
 

ASCCA Chapter 5 2021 Board of Directors 

Chapter Contact Information 
Mailing Address: 

1443 E. Washington Blvd. #653 
Pasadena, CA 91104-2650 

 

Phone: (626)296-6961 
Text: (818)482-0590 

email: ascca.05@gmail.com 
Website: http://www.ascca5.com 

Government Offices/Contacts 

mailto:GPeterson@amgroup.us
mailto:AMullinax@amgroup.us
mailto:kgroff@amgroup.us
mailto:bichimaru@amgroup.us
mailto:NGoolan@amgroup.us
mailto:saustin@amgroup.us
mailto:BMcguire@amgroup.us
mailto:rhickerson@amgroup.us
mailto:PBoerner@amgroup.us
mailto:jack@mgrco.org
http://www.govmail.ca.gov
http://www.padilla.senate.gov
mailto:senator@feinstein.senate.gov
mailto:Assemblymember.Bocanegra@assembly.ca.gov
mailto:Assemblymember.Holden@assembly.ca.gov
mailto:Assemblymember.Gatto@assembly.ca.gov
mailto:Assemblymember.Blumenfield@assembly.ca.gov
mailto:Assemblymember.Nazarian@assembly.ca.gov
mailto:Assemblymember.Hernandez@assembly.ca.gov
mailto:Assemblymember.Chau@assembly.ca.gov
mailto:advancemuffler1234@gmail.com
mailto:tim@bmwphd.com
mailto:cjauto@verizon.net
mailto:jim@wardservice.com
mailto:adminascca5@gmail.com
mailto:ascca.05@gmail.com
http://www.ascca5.com/
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We had 28 online at our May 4 th meeting where Rachelle 
Golden helped us understand ADA compliance, especially on 

our web sites. Don’t get caught in violation! 
As an attorney who has used a manual wheelchair for more than half of her life, 

Ms. Golden uses her disability as a positive influence and has a heart for de-
fending private and public entities against disability-related claims, including 

website-related access claims.  
If you missed this meeting you can watch it on our ASCCA Foothills Chapter 5 

YouTube channel HERE or click on the picture below. 

 

We will continue with our monthly Zoom calls until we have the 
green light to resume our meetings at Mijares Mexican Restaurant. 

 Our Shop Drawing winner was Angel Benetiz of Angel’s Auto Repair who got to  choose 
between $50 cash or $100 Chapter dues credit. In June, we will draw a winner only of 

the shops who are present to streamline the drawing. 

 You must be present for the full meeting and in good standing to win! 

Join us on June 1 for a Scott Brown mini-seminar technical update spanning 
across several topics including an ADAS case study on a 2019 Honda, 

1234YF, Throttle Actuators and more. 
The easiest way to join the ZOOM meeting is to click HERE between 6:15 and 6:30 pm. 

https://www.youtube.com/watch?v=71nQ9AqqR7o
https://us02web.zoom.us/j/82891141814
https://www.youtube.com/watch?v=71nQ9AqqR7o

