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Oct 6 - Bob Cooper of Elite (Zoom) 

“The 5 Steps Every Shop Owner Needs to Take to Become an Effective Leader” 

UPCOMING MEETINGS & EVENTS 
 

Sep 1 - Mitch Schneider - “Misfire” (Zoom) 

ASCCA 

Foothill Chapter 5  
September 2020 

Join us on September 1 for our ASCCA Chapter 5  
 meeting with special guest speaker,  
   Mitch Schneider on Misfire! 

For nearly 40 years, author Mitch Schneider has been a recognized leader in the 
automotive service industry as an entrepreneur, trade journalist, and nationally 
sought speaker. He’s helped countless small business owners achieve success 
through his articles, speeches, videos, and textbooks. Misfire is the culmination of all his years of experi-
ence—a business novel unlike any you’ve read. 
 

At the end of the meeting we will draw 4 numbers for our "Shop Drawing." 
The winners will have a choice of $50 cash or  

$100 Chapter Dues credit. Your choice! 
You must be a member in good standing and present for the full meeting to qualify. 

Our program begins at 7:00, but you can join earlier if you want to hang out and 
touch base with other chapter members. We will be available at 6:45.  

No password is required. 

https://us02web.zoom.us/j/88392737289 
 

Or launch your zoom app and enter this meeting I.D. 
Meeting ID: 883 9273 7289 

 

mailto:ascca.05@gmail.com
http://www.ascca5.com/
https://us02web.zoom.us/j/88392737289
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“The life lessons I embedded in the book 
aren’t New Age mysticism. They are real-world 
solutions to problems business owners con-
front every day.” 

For nearly 40 years, author Mitch Schneider has been a recognized leader 
in the automotive service industry as an entrepreneur, trade journalist, and 
nationally sought speaker. He’s helped countless small business owners 
achieve success through his articles, speeches, videos, and text-
books. Misfire is the culmination of all his years of experience—a business 
novel unlike any you’ve read. "Battling cancer gave me the motivation 
to complete Misfire, which can double as a guide for anyone seeking 
a path forward when they encounter major obstacles in their business 
or life.”  

Mitch’s journey to writing Misfire is as remarkable as the novel itself. 

In 2014, Mitch was diagnosed with Primary Myelofibrosis, an extremely ra-
re bone cancer, and completed Misfire while under treatment at the City of 
Hope, in Duarte, California. With the help of an 18-year-old Israeli donor, 
and a 12-point Human Leukocyte Antigens (HLA) match, Schneider under-
went a Stem Cell/Bone Marrow Transplant in April, and continues his treat-
ment and recovery. Although, he now shares his donor’s DNA and a sud-
den craving for Middle Eastern foods, Schneider is still the same 72-year-
old who crafted Misfire. 

Join us on September 1 for our ASCCA Chapter 5  meeting 
with special guest speaker, Mitch Schneider on Misfire! 
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ASCCA Chapter 5 Believes 
 
 

Check us out: 
 

We are offering you FREE dues for the rest of 2020 
 

When you join now, and pay your dues for 2021, we will give you the remainder of 2020 for 
free and deduct an additional $100.00 from your 2021 dues. That’s only $700 for the remain-
der of 2020 and all of 2021. 
 

Our Member shops have increased profits by 5% without breaking a sweat, others have in-
creased by 25% by getting involved. 

 

How can you afford not to at least check us out? 
 

Ask yourself these questions: 

 DO you want to be the best? 

 DO you want more profit? 

 DO you want less stress? 

 DO you want friends in the auto industry to share your thoughts and to network with? 

 DO you want more car count? 

 DO you want your company to grow? 

 DO you want free and low-cost training? 

 DO you want more free time with the family? 
 

If yes, ASCCA is the path to success. 
 

Call today to get connected with a successful and profitable shop owner who was in your shoes before they 
joined ASCCA. 
626-296-6961 
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ASCCA chapter 5 Business owner’s checklist for success 
 

Our chapter has many resources to ensure top shop success 

If you have some or all of these concerns, Chapter 5 membership can help you  

We have many shops that applied this checklist to there business and are rock stars 

Time and commitment is required by the owner and the staff to travel the road to a healthy, happy and  profita-
ble business you will be proud of. 

 Have goals for the company (financial, technician hour production, gross and net profit) 

 Have a mission statement, Motto and culture for your shop and share with all employees weekly at 
your shop meeting 

 Have a budget 

 Build a financial and staff model to be profitable 

 Have policies and procedures for all tasks in your shop (example might be a check list for opening/
closing the shop, test drive route, when to pull wheels to check brakes or how to inspect every car) 

 Have a mentor shop or shops or a business coach 

 Have monthly P&L’s and financials 

 Read and understand your financials monthly 

 Build an customer avatar (meaning the perfect customer and year, make , model of cars, as well as the 
type of services you want to work on) 

 Market to your existing data base every 3 months 

 Call existing customers to get feedback on how you and your staff is doing 

 Make at least 10% net profit (take home dollars for you) 20% should be goal 

 Have weekly shop meetings 

 Raise labor rate every month (at least $00.25 per hour) absolutely should and could be more)  

 Review and audit your RO’s and technician inspections 

 Charge testing time for everything 

 Advertise for staff when you don’t need them to have a bull pen to go to if and when you need it 

 Owner should not work on cars, if you choose to, find a superstar manager to watch the business 

 Train, train, train every person in your company, especially yourself 

 

Biggest mistakes that are performed by many business owners 

 Leading by fear 

 Not praising staff 

 Hiring and keeping the wrong staff 

 Lack of training (especially the owner) 

 Poor financial understanding of the company 

 Blaming your customers for your business issues 

 Worse, blaming your staff for your business issues 

 Not charging enough (usually due to the wrong customers, staff and type of cars in the shop) 

 Not charging for inspections  

You, the owner, can make a difference. You just have to want to. 

Submitted by Gene Morrill 
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Checklist for Building a World Class Shop 
 

By Bob Cooper 
  
We work with many world class shop owners throughout North America, and over the years we have 
discovered that the majority of them have a number of things in common. Beyond the fact that they 
are owned and operated by people who have clearly defined goals, the right ethics, and a commit-
ment to customer satisfaction, there are a number of other things we have discovered about their 
facilities, their employees and their shop management best practices. So here's a checklist of ten 
criteria that I am certain can help you take your shop right to the top...  
  
1. The Right Look. The top shop owners in America know that they only have one chance to make 
a first impression. Not only do they have great websites and well-designed ads, but you'll find that 
the appearance of their shops radiates cleanliness and professionalism in every regard. They have 
professionally constructed signs, ease of access, well-manicured landscaping, convenient parking, 
secured fencing for any vehicles left overnight, ample lighting and provisions for early bird key drops. 
On the inside these shops are not only clean and well organized, but they are inviting as well. They 
create this look by being comfortably furnished, by having advisors stationed where they can quickly 
greet arriving customers, and by avoiding signs that are negative in nature ("employees only", "no 
checks accepted", etc.).  
  
2. Equipment. The top shops have a security system that's monitored 24/7, complimentary Wi-Fi for 
their customers, and the repair and service equipment they need to get the job done right. In addi-
tion to having safe and well maintained service bays and hoists, they have computer terminals for 
each technician, access to outside technical support, repair and estimating software, digital inspec-
tion software, robust business management software programs, web-based part ordering systems, 
and CRM programs that will keep them connected with their customers. In addition, they have com-
puter terminals in quiet environments, which allow their employees to participate in web-based train-
ing in an uninterrupted way. Many of our top coaching clients also have two-way radios assigned to 
each technician, and many have now installed videos systems that allow their customers to go 
online and see their vehicles in the service bays.   
  
3. Services. World class shop owners know that their customers look for a number of things when it 
comes to auto repair and service. Beyond good service, value, and integrity, the top shops in Ameri-
ca offer their customers options in services and repairs whenever possible. They provide warranties 
that are at least 24 months in length, are always clearly written, and in many cases, are valid nation-
wide. These shops also accept all the major credit cards, they offer financing on approved credit, 
they have a shuttle service or loaners available, and/or they offer discounted rental cars. Lastly, as a 
customer service, the top shops in communities with a high concentration of people who speak a pri-
mary language other than English will typically employ at least one advisor who is bilingual.   
  
4. Systems. The industry leaders know that they need to have well-designed systems in place to 
ensure efficiencies, as well as customer satisfaction. This is why all the top shops have clearly de-
fined diagnostic packages, written phone procedures, vehicle inspection forms, time keeping meth-
ods to track productivity and efficiencies, quality control inspection sheets, written sales procedures, 
estimate forms, written car delivery procedures and customer follow-up systems.  
  
5. Parts. Our top clients are willing to spend a little more money in order to get the highest quality 
parts for their customers. They realize that inexpensive parts can not only lead to premature failure 
and costly comebacks, but they can lead to the loss of customers, and a tarnished reputation as 
well.   

(Continued on page 8) 
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6. Pricing & Integrity. The top shops in America provide their services at very competitive prices. 
I am not suggesting that they offer the lowest price or the highest price, but for the value delivered, 
and when compared to other shops in their community that offer a comparable service, the top 
shops are extremely competitive. These shops also use a pricing system that ensures any two 
customers who receive identical services within the same period of time, on identical vehicles, will 
be charged the same amount. Beyond differences that occur due to discounts (senior citizen or 
military discounts, for example), or variances in the service, they want to ensure there is integrity 
in their pricing.  
  
7. The Right People & The Right Training. The most successful shop owners in America realize 
that they need to have extraordinary people working with them. They employ certified technicians 
who own tools that are commensurate with their level of skill and experience. They also employ 
service advisors who have a natural talent for dealing with people, and who are committed to nev-
er putting money ahead of people. We have also discovered that many of our coaching clients 
have followed the medical profession's lead by now making it mandatory that their technicians and 
service advisors complete a predetermined number of days in training each year.  
  
8. Employee Safety. The world class shops have the appropriate workers' compensation insur-
ance in place to protect their employees, and the proper safety programs and equipment. In many 
cases they have drug-free workplace programs in place, as well as policies that prohibit cell phone 
use while at work.  
  
9. Community Involvement & Environmental Consciousness. There is no question that the 
top shops are engaged in their communities. Beyond their involvement with community activities, 
such as youth soccer and little league, they are typically involved with social causes and charities 
(MADD, blood drives, etc.). They are not only compliant with all relative laws when it comes to 
handling hazardous materials, but the top shops are also environmentally friendly (green) in every 
regard. These owner/operators diligently work at protecting the environment in every aspect of 
their business through recycling, low energy lights and appliances, skylights when possible, and e-
communications rather than print.   
  

10. A Record of Customer Satisfaction & Adequate Insurance. The leading shops in America 
have had very few, if any, lawsuits or consumer complaints filed against them. They are well in-
sured to protect their customers, as well as customer vehicles left in their custody. In order to en-
sure customer satisfaction, the top shops use a multitude of methods to solicit feedback and follow
-up with their customers. They use mirror hangers that customers can fill out and mail in with their 
comments, they use third party follow-up call services, follow-up email services, and they use out-
side companies to record phone calls so they can monitor the quality of service provided to their 
customers. These shops are also more often than not willing to provide complete refunds, and go 
to arbitration with any customer complaint.  
  

In closing, I am not suggesting that if your shop meets all of the above criteria then your business 
will unquestionably go to the top, but there is a promise that I can make you: If you put your focus 
on people rather than on money; if you hire employees that have the right attitude, aptitude and 
ethics; and if you then implement the information in this article; then you are going to do a lot more 
than just grow a great company. You are going to help a lot of people in your community, you'll 
create a great work environment for your employees, and you'll earn a really good income, all at 
the same time.  
  
For additional help building a more successful auto repair business, learn how you can receive 
coaching, training and resources from America's top shop owners through Elite Top Shop 360.  

(Continued from page 7) 

http://r20.rs6.net/tn.jsp?f=001YnuUwwv2yiSuDcHPudTwLgIC-iowAbA6lIUgYKNuF3oRV4mx-Ah8QqMBkTmCNOkFk6dtqpIlBLeMzVi1SsexEstGo4jEmv3EycstWK1BbO1hj9zevxsmHAFYVgQWL7MpWCpl5i1fPIQ8AoFwGymMH1Nsrjv4v6DT_7FLBPFJOGJavOz4jz-VU22biE2OJyfzSw9YPRd40wgcoJsVLA5btQ==&c=ypezmW2l3
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The Big Picture 
By Joe Marconi  This story was originally published in Ratchet+Wrench on June 18, 2020 

Roughly a month ago, two events happened on the same day that reminded me that there are things that are 
so precious, you cannot put a price on them. Those events also reminded me that some of the things we stress 
over, really aren’t as important as we think. And in the end, it all comes down to the importance of life itself.   

I got a call that day from Paul, the person who picks up our scrap metal. He asked if he could speak to me in 
private. Now, being a seasoned business owner, that’s usually not a good sign. But, this had nothing to do with 
business. I met Paul in my office a few hours later. He appeared very uncomfortable and upset. After exchang-
ing a few words about business and the weather, he told me that his brother died last year. He was one of 
three other brothers that died within the past five years. He went on to tell me that none of his brothers had any 
savings or insurance, so it was up to him to take care of all the burial expenses for all the brothers. As Paul 
spoke, I could see that he was emotionally drained. Then he said to me, “Joe, I really hate to ask you this. I am 
tapped out. I cannot support all my financial obligations at this time. Would it be possible to lend me the money 
to purchase the gravestone for my brother? You can make the check out directly to the gravestone company, 
not to me.” 

I have known Paul a long time. He’s one of those hard-working, tough-talking guys that you would never imag-
ine asking for a handout. I didn’t hesitate and wrote out the check and handed it to him. He held back the tears 
as he shook my hand and told me, “Joe, I will never forget this, and I will pay you back.” 

About an hour later, the owner of a local tow company walked into my office manager’s office to pick up a 
check we owed him for last month’s tows. I wasn’t paying much attention until I overheard my office manager 
say, “Oh, my God, I am sorry, Dave. I didn’t even know you were sick.” Dave is 42 years old, married with kids, 
and has brain cancer that is not responding to treatment. 

Dave has a great attitude, but understands the reality of his illness. He’s doing his best while on the treatment, 
but admitted that, some days, he finds it hard to function. He told us how he started his tow company right out 
of high school and has worked hard his entire life. As he was leaving, I told him to reach out to us if he needs 
anything. He told me prayer might help. I told him I would do that. 

Before the two events that day, I was dealing with a few business problems. And I need to be honest: I was not 
in the best of moods. After speaking to Paul and Dave, those issues that seemed so daunting before, didn’t 
seem all that important anymore. I sat back in my chair, looked over at a photo of my grandkids on my desk, 
and told myself that I need to do a better job at arranging life’s priorities. 

As shop owners, we get caught up in the day-to-day struggles of running a business—sometimes at a cost to 
our families, friends and ourselves. We anguish over bad online reviews, disgruntled employees, slow days 
and declining car counts. We sometimes find it hard to sleep at night, reflecting over and over again in our 
minds, the problems of the day. And we repeat this cycle over and over, year after year. Let me tell you, no 
business issue is ever all that serious that it cannot be overcome. But, when life throws you a curveball, as in 
the case with Paul and Dave, those problems are not so easily overcome. 

There are many reasons why each of us go into business. For many of us, it’s the passion for the work we do. 
For others, it’s the burning desire to improve the automotive industry. While I cannot say that we are in perfect 
alignment in every area of business, I do know one thing with certainty: We all need to stop and reflect from 
time to time on all the things that have nothing to do with business, but everything to do with life itself. Those 
are the things that no amount of money can ever buy. Those are the things that are priceless. 

 

Joe Marconi has more than three decades of experience in the automotive repair industry. He is the owner of Osceola 
Garage in Baldwin Place, N.Y., a business development coach for Elite Worldwide and co-founder 
of autoshopowner.com. Reach him at j.marconi@eliteworldwide.com.  

 

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. 

https://www.ratchetandwrench.com/articles/8139-the-big-picture
https://www.ratchetandwrench.com/authors/9-joe-marconi
http://www.autoshopowner.com/
mailto:j.marconi@eliteworldwide.com
https://www.ratchetandwrench.com/


Foothill 5 Forum  10 

 

The Disengaged Employee 
By Aaron Stokes - This story was originally published in Ratchet+Wrench on August 18, 2020 
  

How many of you have an employee that’s always on his or her cell phone? Maybe you’ve noticed 
someone taking a longer than usual lunch break on more than one occasion. We’ve all been there, 
had that employee. Here’s the thing: they’re not the ones at fault—you are. The young man working 
for you who seems disenfranchised is that way because he has nothing to look forward to. You, as 
the leader, haven’t fulfilled your end of the deal. When you see a tech start chasing the shortcut, 
that’s when you know you’re guilty of not providing them enough opportunities.  

For the first two weeks, new employees crush it. Then, many shop owners start to see a decline in 
performance. Maybe they begin slacking on SOPs. They’re not producing as many hours as you 
know he or she is capable of. This isn’t because they’re lazy, it’s because they see no advancement 
in their future. They start to relax because there’s no point. They show up late, leave early. They’re 
playing on their cell phone. These are all signs. These employees are choosing immediate pleasure 
because they don’t know how to voice their frustrations at the fact that there is nowhere for them to 
go in the shop. If you are not providing opportunities for advancement, you will emotionally lose them 
and shortly after, physically lose them.   

How do you prevent this from happening? Start from the beginning. When a new employee starts, lay 
out a career plan in writing. Set benchmarks for getting that person to where he or she would like to 
be. Set dates for your new employee to hit these benchmarks. Show you’re invested in their future. 
Set time aside to talk to them. Buy tools for them. Put them through training. Let them know that there 
is opportunity if they stick around and put the work in.  

If you want to keep your employees highly productive and engaged—and retain them—you need to 
get them to dream. Remember when you started out? It’s not easy to work in a hot shop in the middle 
of the summer. But we did it. Why? For the hope of a better future. Employers need to remember this 
and understand where these young techs are coming from. Rather than getting frustrated and saying, 
“screw it,” inspire them to get to the next level.  

Think about a part-time job that you had. Did you slack off? Be honest. If you were just in it for the 
paycheck, you probably didn’t put your all into it. Now, think about how much you busted your butt to 
get to be a shop owner. You put in the long hours. Made the sacrifices. Why? Because you saw the 
opportunity. That’s the key.  

The reason that anyone does anything hard is because of the meaning that it has for them—they 
know that’s something waiting on the other side for them. We, as owners, need to make sure we keep 
opportunity in front of them. It’s our fault if they check out. Find out what they want to get out of this 
career. Find out why they got into the auto repair industry in the first place. Where do they want to be 
and how do you get them there? Figure this out, and you’ll see the employee bounce back to the per-
son that you hired.  

 Ratchet+Wrench is the leading progressive media brand exclusively serving auto care center owners and operators through examin-
ing 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. 

https://www.ratchetandwrench.com/articles/10228-the-disengaged-employee
https://www.ratchetandwrench.com/
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ASCCA Foothill Chapter 5 Member Benefits 
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ASCCA Foothill Chapter 5 Member Benefits 
In addition to the State-wide benefits shown in the “ASCCA Advantage,” these are additional 

benefits available to Chapter 5 members.  

1. A VERY LOUD POLITICAL VOICE. Individually, there isn't much we can do to shape legislation which will affect our industry, 
but collectively, our united voices are STRONG, LOUD AND FOCUSED. Politicians and elected officials in state, county and city 
governments listen to ASCCA when we talk, because we represent hundreds of members (& thousands of voters!) statewide. Of-
ten, the Bureau of Automotive Repair discusses with ASCCA rules and regulations under consideration to see how they will fit in 

the real world of automotive repair. 

2. SHOP TO SHOP NETWORKING. Our members don’t see each other as competition but as comrades in the industry, helping 
each other to succeed. If you have a problem you can’t figure out, call one of our members who specializes in that area. They’ll  be 

glad to help you out. 

3. INFORMATIVE MEETINGS. We hold Dinner Meetings on the first Tuesday evening of each month. Our meetings offer great 
speakers, camaraderie, valuable information, and the latest news on what’s happening in the automotive repair industry. You also 
get to network with other shop owners and exchange ideas, tips, techniques and short cuts. The monthly meal is included in your 
dues, plus we have a long-standing special where you can bring your spouse or business partner at no charge! Our Chapter Board 
of Directors schedules our programs and welcomes any suggestions you have on good speakers! Contact the chapter office with 

your suggestions. For the location and current speaker, look on the last page of this newsletter. 

4. CHAPTER SEMINARS. The Foothill Chapter Board of Directors and our Seminar Committee Chair, Tim Chakarian of Bimmer 
PhD, keeps us informed on seminars on business management and technical subjects for our shop owner members and their 
technicians. Cost is minimal and often free. This is a tremendous member benefit for you and your employees! Give Tim your 

ideas and suggestions for seminars & we will try to schedule the seminars you want. (626) 792-9222. 

5. MONTHLY & QUARTERLY NEWSLETTERS. We send out an environmentally-friendly monthly email newsletter with helpful 
and informative articles, tech tips, contact lists and information, upcoming events, reports on recent events and vendor ads & infor-

mation. Once a quarter you’ll receive the newsletter from the State Association Office. 

6. THE FOOTHILL CHAPTER WEBSITE. This Foothill Chapter website at http://www.asc5.com/ lists members by city. It also lists 
upcoming seminars and meetings. Contact Joseph Appler at ascca.05@gmail.com  with questions or suggestions for the chapter 

web site. 

7. CHAPTER JOB BANK. The Foothill Chapter has established is own Job Bank Network for member shops. If you have a quali-
fied applicant you can’t use, or if you need to hire someone, send a summary email to ascca.05@gmail.com & your information will 

be forwarded to the entire Chapter 5 membership.  

8. CHAPTER ASE LENDING LIBRARY Call Darren Gilbert at (626-282-0644) or email him at gilbertmotors@yahoo.com for more 

information.   

9. CHAPTER SOCIALS. Our Socials Chairman, Jack Scrafield (818) 769-2334, arranges outstanding social events for us through-
out the year. We've visited JPL, the J. Paul Getty Museum, had many “Day at the Races” at Santa Anita Race Track, toured the 
Autry Museum of Western Heritage, taken a murder mystery train ride including a delicious dinner, attended the races at Irwindale 
Speedway, had bowling dinner parties at Montrose Bowl, had several excellent parties, and toured the J. P. Nethercutt Collection 

of beautiful classic automobiles. Jack would like to hear from you with your suggestions for future social events.  

10. ASCCA NET PRESENCE. ASCCA has established a home page at http://www.ascca.com/  The ASC web page has three 
target audiences: 1) ASC members now have a quick, easy reference on their computer to keep them abreast of what is occurring 
in the state association and within the automotive repair industry; 2) California shops that are not ASC members can learn more 
about the advantages of being an ASC member; and 3) California consumers looking for honest, reputable repair facilities can find 
a list of ASC members quickly and easily on the ASC web pages. All ASC members statewide are listed. Soon, your shop website 

will be able to have a link on the State site. 

11. FREE CPA CONSULTS. All ASCCA Chapter 5 members are entitled to a half-hour of free telephone consultation each month 
from chapter member Norm Blieden, CPA. The service is not limited to shop business though Norm has extensive experience in 

shop-related matters. This member benefit can save you a ton of money and a lot of headaches. Call Norm at 626-440-9511. 

Why try to succeed alone, and re-invent the wheel? Partner with others on the same path and learn from them, as well as 
teach them what you have learned. If you have questions about how to access these benefits, contact the Chapter 5  

office at ascca.05@gmail.com. or 626-296-6961. 

http://www.asc5.com/
mailto:ascca.05@gmail.com
mailto:ascca.05@gmail.com
mailto:gilbertmotors@yahoo.com
http://www.ascca.com/
mailto:ascca.05@gmail.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 $800/yr. Associate membership dues are $895/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 $250/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 

Dorman Products Frank Alviso 951-206-7023 falviso@dormanproducts.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 Frank Joel 818-326-0602 fjoel@ix.netcom.com 

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

RKM Insurance Agency Ernie Arciniega 818-243-2651 ernie@rkmins.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:falviso@dormanproducts.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:fjoel@ix.netcom.com
mailto:norm@bliedencpa.com
mailto:ernie@rkmins.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  
 John Eppstein………………………...……...…....   (619) 280-9315  
 
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 Donald Trump.………………………………………….( R ) 
 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 Kamala Harris………………………………………. ( D ) 

 Phone …………………………………………… (916) 448 - 2787  
 Email …………………………………..senator@harris.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 Ling Ling Chang……………..………………………(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 

2016 

 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 
 Dave Label………..…….….. (626) 963-1211 
  

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 2020 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 
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We had 23 online at our August 4 Zoom meeting with BAR 
Chief, Pat Dorais. He spoke to us about how the Bureau of  
Automotive Repair is changing how it operates due to the 

COVID-19 restrictions, and how that will impact our shops.  
 He also answered our questions. 

On September 1 we will have Mitch Schneider sharing 
from his decades of experience in auto repair. 

 
We will continue with our monthly Zoom calls until we have the green light 

to resume our meetings at Mijares Mexican Restaurant. 
Four shops were drawn to win $50 cash or $100 Chapter dues credit.  

Mark of Mark’s Independent Service and Paul Brow of All-Car Specialists 
were present to win!!! 

In August, four more shops will be drawn.  

You must be present and in good standing to win! 


