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Shop Night at
Gilbert Motors

Many thanks to Darren Gilbert who
opened his shop to us, and to Garage
Gurus, Stephen Lemnah and team, for
educating us!
It was a great event!

Shop Drawing
All-Car Specialist was drawn in
the Shop Drawing, and was
present to win the $220 prize.
The prize will reset at $200 for
our November meeting.
Remember, you must be
present to win!
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Can I charge my customers to pay their bill?
Shannon Devery
By now, you’ve probably become aware of the rising popularity of Cash Discount programs as a
way to offset your merchant service fees, however, there is still confusion around it. You may have
heard of Cash Discount, Surcharge, and convenience fees. I am not here to tell you whether you
should do any of these in your business but as your ASCCA credit card processor, I am here to
keep you out of trouble and keep you educated on how to do it correctly. So here the breakdown of
each.
Cash Discount is when the customer receives a discount off the listed price by paying with cash or
check instead of a credit card. The credit card rate for the goods and service being provided is the “standard” price. In
true cash discounting the advertised price is the credit card price and a discount is given when a client pays with cash,
check, or debit card. A cash discount should also not exceed the lesser of cost of acceptance of a credit card or 4% of the
volume of a transaction. A true cash discount program also grants debit card payments the cash discounted pricing, however, most processors’ cash discounting solutions do not offer that distinction. Cash discounting was deemed legal in all
50 states as of the Durbin Amendment* circa. 2013. It is important that when looking at processors, they are offering
you a compliant program with capable technology to display the required line items on the receipt.
A surcharge for credit card processing is the practice of adding a small fee to a purchase to cover the cost of card acceptance. In credit card surcharging the fee for paying with a credit card is added to the advertised or “standard” price.
While surcharging is now legal in California, it has strict requirements on the amount of the Surcharge not to exceed 4%
or what your fee is, whichever is less. and there are steps to take before implementing it. As a merchant, you must register with Visa/MasterCard in order to legally apply the surcharge. You must work with a processor who allows surcharging and uses a compliant terminal which shows the line item on the receipt, and you must have proper signage at the
counter stating the fee. You cannot surcharge a debit card. It is treated as cash. A compliant terminal will take care of
that for you.
Convenience Fee- A convenience fee is a form of surcharging in which the business charges a fee when their customers
choose to pay in a non-standard payment channel or method. With the alternative payment method they add a convenience fee. Not everyone can charge a convenience fee. Here is an example of a convenience fee.

If you have ever ordered a movie ticket online, you may have had to pay a convenience fee. For a movie theater, the
standard method of payment is buying a ticket in person at the ticket counter, therefore online is an alternative payment
channel. Another example is paying a utility bill over the phone or online. Their “standard” method of payment being
you mailing in a check payment. In either case, the fee applies to the payment channel, not the method of payment, so it
does not matter if you pay with credit or debit. You also see this for government agencies, educational institutions, utility
companies, etc.
Ok, so now we reviewed the differences among cash discount, surcharging and convenience fee and you may be asking
if it applies to your shop. California and nine other states were the last ones to allow surcharging so the rest of the US
has been doing it for years and it is commonplace and widely accepted. It is not as well received here yet, but I suspect
it will be very soon especially since we got used to paying fees for everything with home delivery since Covid-19 hit.
With cash discount, you have to give a discount when taking cash which can be challenging for the margins in an auto
shop. For surcharging, you have to communicate to your customers that you are rewarding those that bring in cash or
debit cards which will increase cash in your office. Whatever you decide, doing it compliantly and expressing it properly to your clients will be key and we are here to help you through it if you decide to do it. We have access to all the technology to do whatever the industry is calling for and we want to make sure you are informed. The takeaway is that you
cannot do any of these on your own. You have to work with your processor to have the proper pricing and equipment. If
you are charged a fee when you purchase something and there is no sign and it is not listed on your credit card receipt, it
is in violation and that business is at risk. Don’t be that shop. Call me anytime to discuss and credit card processing
questions.
Shannon Devery
Digital Financial Group
626-476-9016
Shannon@fdis-sangabrielvalley.com
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The Path Forward to Filling the
Technician Shortage
ORIGINALLY PUBLISHED ON SEPTEMBER 21, 2021

Recently compiled statistics help shop owners and industry professionals
better understand technician satisfaction and views
Mount Horeb, Wis.—By 2024, there will be a shortage of approximately 642,000 technicians —
automotive, diesel and collision — in the industry.
But what can shops be doing to improve the trade so that more people want to enter the industry and
less people want to leave? The key to answering those questions is to start by talking to the technicians
themselves.
Over the last year, WrenchWay has been gathering feedback from technicians in the WrenchWay mobile app as a part of its WrenchWay Insiders program. The goal of Insiders is to gather feedback from
technicians to learn what shops and schools can do to improve the industry and combat the technician
shortage.
To help shop owners and industry professionals better understand technician satisfaction and views,
WrenchWay compiled the following list of statistics collected.

Technician Job Satisfaction Statistics
•
•
•
•
•
•
•
•

81% of technicians would prefer to be called “technicians” versus “mechanics.”
79% of technicians have considered leaving the industry.
40% of technicians agree their favorite part about being a technician is getting to work with their
hands. 38% of technicians enjoy using their critical thinking skills.
69% of technicians believe they are experiencing some level of job burnout.
43% of technicians say compensation is the biggest factor that keeps them working at their shop.
40% of technicians agree that pay structure is the most important thing that needs to be fixed in
order to combat the technician shortage.
30% of technicians say pay is their biggest frustration at work, followed by career advancement
limitations (26%).
When it comes to tools, 40% of technicians agree diagnostic tools (or lack thereof) cause the
most issues in the shop.

Technician Training & Career Development Statistics
•
•
•
•
•
•
•
•
•
•

90% of technicians think cross-training in a shop is important.
Only 38% of shops offer technicians cross-training in other areas such as finance, advising, etc.
Technicians are most interested in management training (50%), followed by parts (14%), finance
(10%) and advising (10%).
79% of technicians say they have a step-by-step diagnostic process.
61% of technicians think their shop understands the importance of training employees.
41% of shops offer technician training three-plus times a year.
75% of technicians say their shop either encourages or requires them to obtain certifications.
70% of shops pay for technician certifications.
52% of technicians think their shop has a clear path for career advancement.
57% of technicians do not think that performance metrics (i.e., efficiency, hours billed, rework,
etc.) are an accurate representation of their work.

Technician Work Environment Statistics
•

22% of technicians don’t mind working weekends, and an additional 44% will work weekends for
(Continued on page 6)
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•

•
•
•
•
•
•
•

the right incentives.
When it comes to employee recognition, 48% of technicians prefer a small gift (i.e: lunch, gift
card, etc.) while 33% simply prefer a one-on-one conversation with their manager.
38% of technicians say their shop has a Diversity, Equity, and Inclusion (DEI) statement. 30% of
technicians say their shop does not have a DEI statement, and 33% are unsure.
57% of technicians say their shop does not share financial results with the team.
76% of technicians have experienced at least one injury working in the shop.
59% of technicians are required to wear safety glasses while working.
63% of technicians believe their shop supports injury prevention.
57% of technicians say they think technicians spend $60,000-plus on tools over the course of
their career.
74% of technicians care if their shop is involved with local schools.

Feedback on Working at an Independent Shop vs. Dealership
•
•
•
•
•
•

Technicians feel the biggest advantage of working at a dealership are the facilities (46%).
48% of technicians feel the biggest disadvantage of working at a dealership is the warranty work.
60% of technicians feel the biggest advantage of working at an independent shop is the variety of
work. Whereas the biggest disadvantages of working at an independent shop are budget limitations and lack of growth opportunities (both at 34% each).
80% of technicians do not think warranty repayment rates are fair.
77% of technicians feel manufacturers do not properly communicate how they develop labor
times.
Nearly 70% of technicians feel there isn’t a good way to communicate back to manufacturers
when they don’t agree with a flat rate labor allowance.

Technician Recruiting Trends
•
•
•
•
•
•
•

•
•
•
•

85% of technicians think video helps them determine if a shop is a good fit for them to work at.
97% of technicians prefer unscripted, unproduced videos of employees talking about what it’s like
to work in the shop over corporate recruiting videos.
Even when they aren’t actively looking for a job, 81% of technicians still like watching behind the
scenes videos of shops.
When it comes to the hiring process, 38% of technicians are most stressed waiting for a callback.
32% of technicians get stressed about creating/updating a resume.
75% of technicians would refer someone to work at their shop.
56% of technicians are willing to share a job opening at their shop on their personal Facebook or
LinkedIn page.
33% of technicians think the biggest challenge of being a new technician is the tool investment.
87% of technicians think it is important to include salary in a job posting.
75% of technicians think shops do not include enough information in a job posting.
76% of technicians do not think their shop does enough to help schools attract more students into
technician programs.
Used with permission of Aftermarket Matters
Click HERE for original article
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Tax and Business Tips from Norm Blieden, CPA
Tips For Dealing With Common Accounts Payable Problems
The accounts payable process is typically very labor-intensive for many small business owners. While moving
to a paperless environment may help alleviate some of your accounts payable headaches, there will be new
problems you’ll have to successfully navigate.
Here are some of the most encountered accounts payable problems and several solutions to consider.
Common problems with accounts payable
Double payment. A vendor sends you an invoice for $100. Your company promptly pays this vendor $100, but
a short time later another payment for $100 goes out to the vendor. Sometimes this can be the fault of the vendor sending an invoice in different ways (i.e. via fax and e-mail). Or the vendor moves to digital invoicing and
emails more than one person in your company, effectively duplicating the invoice electronically. Or even
worse, you print out a digital invoice twice.
Vanishing invoices. Your company could get an invoice from a vendor and have that invoice get misplaced, or
the invoice accidentally gets destroyed before ever making it into your A/P system. With digital invoices, how
do you know which one is the original and which one is a duplicate?
Sending payment prior to delivery. There are sometimes benefits to paying an invoice as soon as possible.
However, if your company pays an invoice before a shipment arrives, that could lead to an awkward conversation with your vendor if any of the shipment arrives with damaged or missing items.
Matching errors. A manual investigation is often required if a discrepancy is discovered between purchase orders, invoices and other documents. This often happens when multiple invoices are paid with one check, and
the breakout of the invoices does not fit on the check stub or other payment documentation. It gets more complicated if your supplier applies payments haphazardly creating a past due account, all while you continue to
pay the bills.
What you can do
Update your internal controls. Have your A/P team help update internal processes and document how invoices
should be handled. Pay special attention to separation of duties and full use of purchase orders to ensure invoices are accurate.
Have one inbox for A/P. All e-mails with invoices should go to one inbox. This will help reduce the chances
that an invoice will be received or paid twice. Limit access to this billing address.
Limit access to cash accounts. It’s more important than ever for someone without authorization to your company’s cash accounts to review bank reconciliations. Not only will this help to potentially uncover erroneous
payments, but it could also help to uncover potential fraud that is occurring in your company.
Track key performance indicators. Create a report each month of all unpaid invoices and another report that
shows payments made. Explore bank security features to identify duplicate payments and allows you to control
checks that are confirmed for payment. Use your accounting software help identify duplicate dollar amounts
and duplicate invoice numbers.
Be cautious with ACH. Giving a vendor automatic access to your firm's checking account needs to be tightly
controlled. Explore ways to ensure you are reviewing these auto payments on a timely basis and that you are
receiving supporting invoicing of these payments.
Please call if you have any questions about improving your business’s accounts payable process.

Ideas to Help Onboard New Employees
With today’s competitive labor market, it’s important that your company has an onboarding system ready to go
when you get a prospective employee to say “Yes!” to joining your company. Here are some ideas:
Engage before day one. Once a contract is signed or a verbal acceptance given, candidates may still be hearing
from other companies that they have interviewed with and could easily rescind their acceptance. So keep your
(Continued on page 8)
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company front of mind until day one by making periodic check-ins to answer any questions and ensure your
new employee knows what to bring and do on their first day of work.
Immediately schedule one-on-one meetings with the supervisor. A study by Microsoft Analytics found that
employees who got little or no one-on-one time with direct managers were more likely to be disengaged.
Similarly in a LinkedIn survey, 72 percent of respondents said that such one-on-one time was the most important part of their onboarding process. Whether these meetings take place in person or virtually, consider
scheduling several one-on-one meetings with the new employee’s manager throughout the first few months
of employment.
Schedule meetings with other team members. In addition to scheduling one-on-one meetings with the new
employee’s supervisor, consider scheduling meetings with other team members. These meetings will help the
new employee further develop more personal connections with people throughout the company.
Ensure equipment arrives on time. With widespread supply chain disruptions still plaguing many industries,
double-check with your suppliers that all necessary equipment arrives and is set up and tested prior to your
new employee’s first day.
Develop milestones. Many new employees are unsure of their performance during the initial months of a
new job. To help both the employee understand how they are doing and to give your business an idea of what
tasks you want your new employee to be responsible for, consider developing a list of milestones to ensure
the new employee is being properly utilized.

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

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 connection 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. Furthermore, individuals utilizing these services are forewarned that the Automotive Service Councils of California have conducted 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 contributors to this periodical are those of the contributors alone and do not necessarily reflect the opinions of the Automotive Service Councils of California, or ASCCA Chapter 5, or their officers, directors, members or staff.
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The Generational Gap
By Paul Hodowanic. This story was originally published in Ratchet+Wrench on August 12, 2021

Baby Boomers, Generation X, millennials, Generation Z. Much is presumed about the generation you belong to and what that means about how you live.
From a manager’s perspective, it also matters how you manage a team when it’s very likely you’ll have
employees that fit into a few, if not all, of these generations. Pat Schnaidt, owner of Performance Tune
Auto Repair in Fort Collins, Colo., has employees as young as 22 and as old as 61.
“There’s big differences between them and how they work,” Schnaidt says.
So, what do shop owners need to do to make sure their multi-generational shops run smoothly and maximize each person’s skills and minimize his or her deficiencies?
Ratchet+Wrench spoke with Schnaidt and Sara Fraser, who advises shop owners on working with millennials as the creative director for Haas Performance Consulting, on best practices.
Understand your team’s dynamic.
Schnaidt employs three technicians and two service advisors at his six-bay shop. Although it’s a small
staff, his team varies greatly in age. At age 56, Schnaidt is one of the oldest in the shop, along with a 61year-old technician. He has two employees in their early 20s, a service advisor in their late 30s and a
technician in his mid 50s.
Schnaidt admits his shop doesn’t do everything perfectly and isn’t without its blemishes, but he’s keen
on making sure the staff runs cohesively despite the age gaps.
One thing he’s prioritized is understanding the strengths and weaknesses of his employees. The younger
employees are much more casual than him and their older co-workers. Before Schnaidt has finished a
conversation with them, they’ve already texted him, sent pictures and filled out what he was asking
about. The older guys, on the other hand, are much more deliberate, he says.
That fits what Fraser sees in generational trends. Millennials are inclined to use technology, want to collaborate and are team players. Gen Z and baby boomers are much more individualistic and internally
driven.
The important takeaway for shop owners is to understand the dynamics of the shop, Fraser says. Your
employees might fit this description, or they might not. Learn what makes them do well, and don’t use
the same approach on everyone. In all likelihood, different employees are going to be motivated by different factors, and the generational gap is likely to widen those differences. Treat that as a positive challenge your business wants to solve and not as a detriment, Fraser says.
Address the technology issue.
To Fraser, one of the biggest areas of disconnect that exists between millennials and baby boomers is
the use of technology. Millennials love it and have grown up surrounded by the internet, smartphones,
cameras and apps. Baby boomers? Not so much. Striking a balance between the right amount of technology is a key for shops employing multiple generations.
For Schnaidt that has certainly been the case. Getting his 61-year-old technician, who doesn’t like email
or computers, to use ShopWare has been difficult. He’d prefer to do things through pen and paper. But
Schnaidt is committed to using the software and with several employees in their early 20s on staff, they
respond very well to the technology.
(Continued on page 10)
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Still, Schnaidt isn’t leaving his older staff members out to dry. Every morning the shop employees have
their daily huddle around a 3-foot by 6-foot whiteboard. Schnaidt has the whiteboard set up the exact
same way as the ShopWare dashboard. All the employees can see where cars are in the repair process
and what their responsibilities are. Schnaidt tries to keep the whiteboard updated all day long.
It’s a compromise in the shop’s use of technology. While everyone is still expected to use ShopWare
correctly, input photos and type out notes, they also have the convenience of seeing it on the whiteboard.
That fits what Fraser tells to her clients.
“Do it in doses,” Fraser says of technology. Don’t dive into technology without a buffer period and time
to learn. Schnaidt said the training of his oldest tech took several months before he was able to use the
technology correctly.
It hasn’t always worked for Schnaidt either. At one point Schnaidt tried to hire a 65-year-old retired
Toyota master technician. Schnaidt was never much of a mechanic, with his expertise more on the
work in the front of the shop. With a stable of young junior technicians on staff, he felt they could use
the discipline and leadership. But the master technician wasn’t able to maintain the level of technology
that the younger technicians had been used to. It led to much resistance and after two months,
Schnaidt and the master technician agreed to part ways.
Schnaidt believes his shop could still use that guiding older voice, but the challenge will be finding a
person that can adopt the technology in order to be a positive influence in the shop.
Make the young workforce feel included.
While Fraser rejects many of the negative connotations associated with millennials, there is truth to
some of the stereotypes. One of those is the common adage of millennials being “trophy kids.” Now
Fraser doesn’t agree with all the baggage that often comes with the phrase, but she knows that because millennials grew up getting recognition for many things, that should continue in the workplace.
Now that doesn’t mean they should be receiving gold stars or any medals, Fraser said. In fact the best
way to do it is just giving feedback. Whether it is positive affirmation or constructive criticism, younger
generations want to hear how they are doing.

Fraser remembers her own experience working in a shop. When she wouldn’t get feedback from her
boss, she often became her own worst critic. She thought the lack of feedback she was getting meant
she was doing a bad job, when in reality her boss was happy with her work.
This is a difference from older generations, who are often independent and don’t need any guidance or
feedback on their work, Fraser says. She also says shops should look to get the younger workforce involved as much as possible.
“I think one of the worst things you can do when managing millennials is not to involve them.”
Tell them about what is happening in the shop. Share KPIs and shop goals. Update them on the things
you are working on. Even if it doesn’t directly relate to their work, millennials want to be informed.
The key to managing millennials is prioritizing communication. Along with the daily huddle meetings,
Schnaidt has a full staff meeting twice a month over lunch. They close down the shop and have discussions about training the staff might want, what tools are needed and anything else related to the shop.
On weeks without a full staff meeting, Schnaidt tries to meet with his employees for one-on-one meetings.
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,
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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
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What We Do For You:
ASCCA monitors and fights harmful laws and regulations
that cost you money and time away from your business.
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 harassment. 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 manufacturers 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, saving 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:
We periodically 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
Foothill 5 Forum
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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 payments. (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 outstand-

ing dues.

 Association activities & effectiveness are reduced.
 The Association loses a valuable voice.
 (This is why we recommend automatic payments on all pay-

ment plans.)
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Chapter 5 Associate Members
BG Petrospecs

Abe Chavira

805-857-5065 abec@petrospecsbg.com

DRIVE!

Stephen Lemnah

818-863-1077 Stephen.Lemnah@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
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ASCCA CODE OF ETHICS
1.
2.
3.
4.
5.
6.
7.
8.
9.
10.

To promote good will between the motorist and the automotive industry.
To have a sense of personal obligation to each individual customer.
To perform high quality service at a fair and just price.
To employ the best skilled personnel obtainable.
To use only proven merchandise of high quality, distributed by reputable
firms.
To itemize all parts and adjustments in the price charged for services
rendered.
To retain all parts replaced for customer inspection, if so requested.
To uphold the high standards of our profession and always seek to correct
any and all abuses within the automotive industry.
To uphold the integrity of all members.
To refrain from advertisement which is false or misleading or likely to
confuse or deceive the customer.

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
P1P2P3P4-

Parts Specialist Med/H.D Truck Dealership
Parts Specialist Automobile
Parts Specialist Truck Brakes
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
Foothill 5 Forum

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
S1S2S3S4S5S6S7-

School Bus School Bus School Bus School Bus School Bus School Bus School Bus -

Body/ Special Equipment
Diesel Engine
Drivetrain
Brakes
Suspension/Steering
Electrical/ Electronic
Air Conditioning

T1T2T3T4T5T6T7T8-

Med/H.D. Truck - Gasoline Engines
Med/H.D. Truck - Diesel Engines
Med/H.D. Truck - Drive Train
Med/H.D. Truck - Brakes
Med/H.D. Truck - Suspension/ Steering
Med/H.D. Truck - Electrical/Electronic Systems
Med/H.D. Truck - Heating/ A.C. Systems
Med/H. D. Truck - Preventive Maintenance
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ASCCA Chapter 5 2021 Board of Directors
Board of Directors

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

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
Norm Blieden……………….(626) 440-9511
Gary Papirian………………..(323) 255-5566

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
Membership

Chapter Rep

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

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

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

Glenn Davis……. (909) 946-2282

ASCCA State Contacts

Government Offices/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

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

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

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

Foothill 5 Forum

20

