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Page 2 ASCCA Chapter 24  

PO Box 261669 San Diego, CA 92196-1669 

Newsletter Advertising  

Disclaimer: San Diego Chapter 24, 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 addition, 
ASCCA Chapter 24 in no way warrant or insure the goods or 
services described herein and every individual utilizing these 
services is forewarned that ASCCA Chapter 24 have con-
ducted no investigation into any representations made in any 
advertising., literature, or ad distributed by the advertisers in 
this publication. 

 

Chapter 24 Byways Advertising Rates 

Per Issue:                     Member          Non-Member 

Full Page - (7.5" w x 9.5"h)  $60            $90 

Half Page  (7.5" w x 4.5"h)               $45            $65 

Quarter page  (3.5" w x 4.5"h) $30            $50 

Business Card                   $15             $25 

 

San Diego Byways 
San Diego Byways is published monthly by San Diego Chapter 24 of the Automo-

tive Service Councils of California.  You are strongly encouraged to submit both 

original articles and clippings from other publications. 

San Diego Byways c/o Stuart Terry 

Stuart Terry Auto Repair 4858 El Cajon Blvd. -  

San Diego, CA 92115 

Tel./Fax 619.287.4215 

Submission of Materials 
Associate Members are entitled to have their business card included at no charge.  

All members are entitled to a 5-line classified ad at no charge; others will be 

charged $5 for 25 words and 50 cents a word for all additional words.  Please sub-

mit all display ads in camera-ready-copy.  For more information, contact Newslet-

ter Editor, Stuart Terry at 619.287.4215. 

www.ascca24.com   

ASCCA State Contact List 

ASCCA Office  800-810-7462 

Jackie Miller - Executive Director  

jmiller@amgroup.us,  ext: 108 

Gloria Peterson - Asst. Exec. Director 

gpeterson@amgroup.us,  ext: 104 

Connie Payne - Director of Finance 

cpayne@amgroup.us, ext: 103 

Paul Simmons - Director of Membership 

psimmons@amgroup.us, ext: 113 

Heather Vigil - Membership Services 

Coordinator 

hvigil@amgroup.us, ext: 151 

Monique Rice - Event Manager 

mrice@amgroup.us,  ext: 107 

Melissa Hensley - Communications and 
Website Editor 

mhensley@amgroup.us,  ext: 131 

ASC Insurance Services (ASCIS)  

General Info: 

Using Services of InterWest  
Insurance Services, Inc. 
3636 American River Drive, 2nd Floor 

Sacramento, CA 95864 
ASC Insurance Services License 
#0D35073 

InterWest License #0B01094 
 
Phone: (916) 609-8396  

Fax: (916) 488-3492 

ASC Insurance Services Staff: 

Chuck Coppage - Manager 

ccoppage@iwins.com 

Shannon Blakeman - Workers'  
Compensation 

stblakeman@iwins.com 

mailto:jmiller@amgroup.us
mailto:gpeterson@amgroup.us
mailto:cpayne@amgroup.us
mailto:psimmons@amgroup.us
mailto:hvigil@amgroup.us
mailto:mrice@amgroup.us
mailto:mhensley@amgroup.us
mailto:ccoppage@iwins.com
mailto:stblakeman@iwins.com


PLEASE NOTE:  No Shows for a dinner reservation will be charged for that reservation. When you make a reservation, we order a meal for 

you and the Chapter 24 treasury must pay for it, WHETHER OR NOT YOU SHOW UP. Your complimentary meal only applies if you actually 

attend the meeting. In addition, all nonmembers attending a Chapter 24 meeting will be charged $35.00, this does not include applied for or 

prospective  members. 

Date and Time Location Topic Speaker 

May 18th, 2010 
Dinner: 6:30pm 
Meeting: 7:00pm 

John‟s Automotive Care 
6267 Riverdale St. 
SD 92120  619-280-9315 

A comprehensive look at the 
transportation industry. 

Dave Stall "The Car Guy" 
automotive talk show host. 

June 15th, 2010 
Dinner: 6:30pm 
Meeting: 7:00pm 

Cuyamaca College 
900 Rancho San Diego 
Parkway  
El Cajon, California 92019 

619-660-4000  

Social Marketing Arthur Schwortz 

Techno Power Marketing 

July, 2010 Padres game and Happy Hour—Date announced once baseball schedule is out, 7:05 Game time. 

August 17th, 2010  
Registration/Social 5:30 
Seminar: 6:00pm 

HOLIDAY INN MISSION  
VALLEY-STADIUM  
3805 MURPHY CANYON RD  

SAN DIEGO, CA 92123 

Nominations of 2011 Chapter 24 
Officers and "Shop Marketing"  

Maylan Newton, (ESI)  
Educational Seminars  
Institute  

September 21st, 2010 
Dinner: 6:30pm 
Meeting: 7:00pm 

We will be looking for a 
shop to volunteer to hold 
the meeting  

Election of Officers 
Human Resources 

Erica Tofson, Human  
Resources Specialist 

October 19th, 2010 
Registration/Social 6:30 
Meeting/dinner:7:00pm 

HOLIDAY INN MISSION  
VALLEY-STADIUM  
3805 MURPHY CANYON RD  
SAN DIEGO, CA 92123 

Installation of officers 

New legality issues facing  
Auto Repair Businesses in 
California. 

David Gregory, Attorney, 

Automotive Service 
Councils of California 

November 16th, 2010 
Registration/dinner 6:30 
Meeting: 7:00pm 

HOLIDAY INN MISSION 
VALLEY-STADIUM  

3805 MURPHY CANYON RD  
SAN DIEGO, CA 92123 

Phone Etiquette/Skills for 
Auto  

Repair industry. 

Margie Scifer 

ByWays Newsletter Seeking New Editor 

Chapter 24 is seeking a new Editor. Stuart Terry has been the Editor for more than 5 years. If you would like to find out 

more about what this important job entails, please contact Stuart at  619-287-4215 

http://www.cuyamaca.edu/
http://maps.google.com/maps/ms?ie=UTF8&hl=en&msa=0&msid=115462941343600496477.000447db3518a949cbf3b&t=h&ll=32.744114,-116.941309&spn=0.00767,0.014505&z=16
http://maps.google.com/maps/ms?ie=UTF8&hl=en&msa=0&msid=115462941343600496477.000447db3518a949cbf3b&t=h&ll=32.744114,-116.941309&spn=0.00767,0.014505&z=16


ASCCA, Chapter 24 

Sponsored Events  

in May 

 

May 15th: The annual pancake 

breakfast hosted by the William J. 

Oakes Boys and Girls Club Alumni 

Association. The event runs from 8 

AM to Noon at the William J. Oakes 

Boys and Girls Club - 2930 Marcy 

Ave. San Diego CA 92113. Donation 

$6. All proceeds go to the William J. 

Oakes Boys and Girls Club in Logan 

Heights. ASC Chapter 24 is a  

sponsor of this event.  

May 29th: The annual All American 

Soap Box Derby held in the commu-

nity of Sherman Heights. The race 

will be held on 25th Street, between 

Market Street and Imperial Ave. from 

7AM thru 6 PM. Youngsters between 

the ages of 8 - 17 will competing in 

two divisions (Stock and Super 

Stock). ASC Chapter 24 is a sponsor 

of this event. The winners in each 

division will win a trip to Akron, Ohio 

to compete in the annual World Fi-

nals All American Soap Box Derby 

on July 24th, 2010. Youngsters from 

around the world will be in Akron to 

compete.  

A hearty thank you to ASC Chapter 

24 for continued support of these 

worthy events.  

Thanks, James Justus  

May is ñNational 

Monthò Calendar 
Many countries adopt causes or a 
special interest group to promote 
during a calendar month. The United 
States is particularly prolific at creat-
ing "national month" events to pro-
mote business interests. 

The following events are observed 
calendar month-long: 
  

¶ National Good Car 

Keeping Month 

¶  Better Sleep Month 

¶  Correct Posture Month 

¶  Creative Beginnings Month 

¶  Get Caught Reading Month 

¶  Gifts From The Garden Month 

¶  Go Fetch! Food Drive for   

 Homeless Animals Month 

¶ Offer a discount to 
those who bring in a 

bag of dog food! 

¶  Meditation Month 

¶  National Artisan Gelato Month 

¶  National Asparagus Month 

¶  National Egg Month 

¶  National Hamburger Month 

¶  National Salsa Month 

¶  Ultra-violet Awareness Month  

Is there a way your business 
can benefit by promoting it-

self during "May is"  

national month?  
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May is National Military 

Appreciation Month! 

 

A DOZEN WAYS TO SUPPORT 

OUR MILITARY! 

#1 Call or Email Your Representative 

and Ask Them to Sponsor the NMAN 

2010 Proclamation. 

#2 Fly the Flag on Your House, Car, or 

Business During May 

#3 Send a Care Package to a Soldier 

Through USOCares 

#4 Organize an Event in Your Own Com-

munity, and at Your Workplace 

#5 Ask Your Elected Officials at All Lev-

els to Recognize Our Military 

#6 Send an Email or Letter of Thanks 

Through a Million Thanks 

#7 Adopt a Hero at Soldiers' Angels! 

#8 Ask Libraries, Schools, Organizations 

to Participate in Recognizing Our Armed 

Forces 

#9 Ask Local Media  (TV, Radio, News-

paper)  to Feature Support for Military 

#10 When You See a Person in a Mili-

tary Uniform, Shake Their Hand and 

Say, "Thank You for Serving Our Coun-

try" 

#11 Wear a Support Our Troops Wrist-

band or Shirt 

#12 Hire a Veteran - Visit Hire  a Vet 

First for More Information:   

http://hirevetsfirst.dol.gov/ 

1. Reduce. Cut back on the amount of 'stuff' 
that could later end up as waste. 

2. Reuse. Upcycle! Take something that is 
disposable and transform it into something of 
greater use and value. 

3. Recycle metals, plastics and paper. 

4. E-cycle. Recycle and/or properly dispose of 
electronic waste such as computers and other 
gadgets. 

5. Don't litter! Properly dispose of trash and 
waste. 

6. When purchasing goods, opt for sustain-
able, recycled or reused resources. Choose 
items in less packaging. 
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Director 

Jerry Kubitsky  

619-463-9400  

jerry@summittransmissions.com  

San Diego Chairman for Rip‟s Bad Ride. 

Bikers Against Diabetes / Part of the Ameri-

can Diabetes Association 

About 4 years ago I was asked to be the Chairman for the San 

Diego Chapter of Rips Bad Ride. The BAD Ride (Bikers 

Against Diabetes) was started by photo journalist Rip Rose 

who worked for Easy Rider Magazine. He died in the year 2000 

due to cancer and diabetes, but his dream was to bring the 

biker nation together to fight this disease which effects millions 

of people. I help coordinate events here in San Diego such as 

the Poker Run we had in March, and I also help with coordinat-

ing the Southern California event with brings in close to 3000 

riders for a family festival in Irvine. I have brought my experi-

ence from fund raising and being a board member for Multiple 

Sclerosis to this excellent charity. Last year we raised around 

$350,000 for diabetics. I hope to be able to have the ride raise 

over 1 million.  

The volunteers in San Diego, which I am in charge of, have 

been consistently recognized for their outstanding work and 

have been very innovated in creating new programs or improv-

ing on others. One of the perks is that I have a good relation-

ship with Dave Stall from KUSI-TV and he has allowed my staff 

and myself to appear on TV numerous times to speak about 

the ride, as well as being on his radio broadcast. I also speak in 

front of many groups in order to promote the cause.  

MS150 Ride for the Cure. 

For the last 17 years, I been doing a 100 to 150 mile bicycle 

ride from Irvine to San Diego to raise money for victims of Mul-

tiple Sclerosis. The team I form, Good Friends, became the 

catalyst for top fund raising teams. Our first year we raised over 

$10,000 with just 5 people and the next year raised over 

$32,000. Since then top teams raise way over $100,000 and 

last year the ride in Southern California raised $2.3 million dol-

lars to help find a cure. When I first started doing the ride, it 

was for fun, and I knew of no one who had MS. Six years ago, 

my niece was diagnosed with MS, and I know the funds that 

myself and others have raised over the years have direct effect 

on the quality of her life.  

 

What Members are Up To. 

Dave W. Bennett  

Connie A. Bennett  

Express Auto Service  

7633 El Cajon Blvd., #300  

La Mesa, CA 91942  

daveandconnie@att.net  

expressautoservice.net 

April Powerball  

Winner Was 

Greg Kelly 

(Greg’s Auto Repair) 

Greg was not Present 

May Power Ball is $100.00 

Remember, you must be present at 

the Regular Meeting to be eligible to 

win the Powerball. 

The odds are very good  It could be yours!  

Attention Members:   We would like to know what you are up to.  What 

causes or adventures are you involved with?  Let Chapter 24 Byways know 

and we would be happy to feature you and them in an upcoming issue.  Send 

an email to chapter24@earthlink.net 
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EPA Opens Access to Chemical Information/

Searchable database on chemical hazard,  

exposure and toxicity data now available 

Release date: 04/29/2010 

Contact Information: Latisha Pette-
way, petteway.latisha@epa.gov, 202
-564-3191, 202-564-4355 

WASHINGTON – The U.S. Environ-
mental Protection Agency (EPA) is 
making it easier to find chemical in-
formation online. EPA is releasing a 
database, called ToxRefDB, which 
allows scientists and the interested 
public to search and download thou-
sands of toxicity testing results on 
hundreds of chemicals. ToxRefDB 
captures 30 years and $2 billion of 
testing results. 

“Tens of thousands of chemicals are 
in commerce and current chemical 
testing is expensive and time con-
suming. Results from chemical test-
ing are scattered throughout different 
sources,” said Dr. Robert Kavlock, 
director of EPA‟s National Center for 
Computational Toxicology. 
“ToxRefDB allows the public to 

search, find and compare available 
studies about chemical toxicity and 
potential health effects.” 

ToxRefDB provides detailed chemi-
cal toxicity data in an accessible for-
mat. It is a part of ACToR 
(Aggregated Computational Toxicol-
ogy Resource), an online data ware-
house that collects data from about 
500 public sources on tens of thou-
sands of environmentally relevant 
chemicals, including several hundred 
in ToxRefDB. Those interested in 
chemical toxicity can query a specific 
chemical and find all available public 
hazard, exposure, and risk-
assessment data, as well as previ-
ously unpublished studies related to 
cancer, reproductive, and develop-
mental toxicity. 

ToxRefDB connects to an EPA 
chemical screening tool called Tox-
Cast. ToxCast is a multi-year, multi-
million dollar effort that uses ad-
vanced science tools to help under-

stand biological proc-
esses impacted by 
chemicals that may lead 
to adverse health ef-
fects. ToxCast currently 
includes 500 fast, auto-
mated chemical screen-
ing tests that have as-
sessed over 300 envi-
ronmental chemicals. 
ToxRefDB, along with 
ACToR, allows users to 
take advantage of this 
linkage to find and 
download these results. 

ToxRefDB contains tox-
icity information that 
forms the basis for pesti-
cide risk assessments 
when combined with 
other sources of informa-
tion, such as those on 
exposure and metabo-
lism. 

More information on the 
database: http://
actor.epa.gov/toxrefdb  

ASCCA, Chapter 24ASCCA, Chapter 24  

  Corporate Sponsorship Corporate Sponsorship   

ProgramProgram 

The Corporate Sponsorship Program will en-

able our Association to continue providing 

programs and meetings as well as expand 

member benefits.  

Corporate Sponsorship Levels are: 

Platinum $2,500    

Gold $2,000   

 Silver $1500 

This includes state and chapter  

membership 

For a list of what is included at each level, 

please contact James Justus or Stuart Terry 

and they will immediately send you an 

ASCCA, Chapter 24 Corporate 

Sponsorship Packet 

Thanks to  

Gary and Sharon Anderberg 

for Hosting Our April Meeting 

at Their Shop! 
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It is not uncommon for business owners 
to become so involved with their day-to-
day operations that they overlook some 
important issues associated with being in 
business. Here are some tips to help you 
avoid making costly mistakes and to en-
sure that your business runs smoothly. 

 

Å Minimize personal liability. Individuals 
should try to avoid putting their personal 
assets at risk when they enter into a 
business venture whether solely or with 
others. Many overlook or dismiss the fact 
that personal liability can be minimized 
with the proper business structure. There 
are several types of entity forms that af-
ford different degrees of protection, but 
there is no perfect entity that will provide 
an all-purpose, one-size-fits-all protec-
tion. Included among the various entity 
options for business owners are sole 
proprietorships, partnerships, corpora-
tions, s-corporations, and limited liability 
companies. In addition to liability protec-
tion, when choosing an entity, take into 
account the character of the business, 
the business partners you have, your 
options for exiting the business, and your 
estate plan. 

 

Å Consider a buy-sell agreement. When 
partners first go into business together, 
they do so with high expectations and 
mutual respect. A joint business venture 
is like a marriage, and often, it ends in a 
divorce. A binding buy-sell agreement is 
probably one of the most important docu-
ments that a business with multiple own-
ers can have. Typically, a buy-sell agree-
ment is entered into by the owners of a 
business, and possibly the business en-
tity itself, to purchase or sell interests of 
the business at a preset price or formula 

in the event of a future occurrence that 
will impact the operation and continu-
ance of the business. Such events are 
numerous and can include death, disabil-
ity, divorce, disagreement, or retirement. 
Imagine your business partner passing 
away and his or her heirs or surviving 
spouse stepping in as a partner. 

 

Å Hold shareholder and board meetings. 
“Piercing the corporate veil” is terminol-
ogy we hear associated with court cases 
when someone is attempting to go 
around the liability protection provided 
through an entity such as a corporation. 
Courts can “pierce the corporate [or busi-
ness] veil” and hold the business owner 
personally liable for failure to conduct the 
business properly. Failure to hold the 
required meetings and maintain a min-
utes book is one indicator that a busi-
ness is not being run as a corporation 
but rather by an individual or group of 
individuals. Bottom line…Hold the re-
quired meetings and maintain the min-
utes book. 

 

Å Plan for family business succession. 
Determine whether there is a desire by a 
family member or members to participate 
in the business. If family succession is 
anticipated, then the business should be 
organized in a type of entity that lends 
itself to transfers of entity interests to 
family members with little or no loss of 
management or control, such as family-
limited partnerships, limited 
liability companies, and sub-
chapter s-corporations. The 
main goal is to allow the donor 
to retain control and derive 
income from the entity while 
removing considerable estate 

value through gifts of interests or making 
gifts using the applicable exemption 
amount ($1 million) or the annual gift tax 
exclusion amount. An understanding of 
estate and gift tax ramifications of gifts of 
entity interests, such as valuation issues 
and available discounts, is also crucial. 

 

Å Understand the tax ramifications of your 
actions. Just about everything that we do 
that is related to business, investments, 
and retirement has tax ramifications. 
Many individuals fail to consider these 
ramifications, and they find themselves 
caught in tax traps or miss out on avail-
able tax deductions and credits, at sig-
nificant cost. What we do know is that 
Congress has not, and probably will not, 
let a year go by without making changes 
to the tax code. Before making any major 
decisions such as purchasing a new 
business, making substantial purchases 
for an existing business, buying equip-
ment for an existing one, setting up a 
retirement plan, selling a business or 
investment asset, or making invest-
ments, investigate the tax ramifications 
beforehand so that you can structure the 
course of action in a way that provides 
the most tax benefits. 

 

If you need assistance with any of the 
above, please give our office a call so 
that we might help you directly or refer 
you to someone who can assist with your 
particular situation. 

Help Our Membership Grow 

See last page of newsletter for a handout you can use to promote our next 

meeting and encourage prospective members to join us!! 

How to Avoid Common  

Business Mistakes  

San Diego Business Advisors  

Å 3517 Camino del Rio South, Suite 404 

Å San Diego, CA 92108 

Å (619) 294-4286 
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Tweak Your Marketing: 5 Essential Basics 
By Barbara Eldridge 

If you haven't sent a marketing message 
to your customers in the last 90 days, 
then you're already behind the pack. Sec-
ond quarter is happening; you are one 
third into your marketing game plan or are 
you? Without an effective marketing strat-
egy, and the budget to execute it, your 
business is missing the necessary tools 
and direction to grow your brand. 
 
Let's stop and take a pulse on your game 

plan with some basics that must be in place before anything 
happens.  

How up to date is your database funnel? This is the combina-
tion of customers, past and present, new prospects and re-
sources/referrals sources. This is the biggest asset you have 
in your business. 

When was the last time you updated your website? In this 
internet world we live in, your website is the tool for communi-
cating your services and branding your value. 

Have you fine tuned your marketing messages, the problem 
your ideal prospect faces and your solutions?  

How many new testimonials have you captured from satisfied 
customers/clients that tell the story about their results? 

Do you have a clear way of explaining how your process 
works and what the next step is?  
 
Getting your message out is the cornerstone of any good mar-
keting strategy. Clarity is an essential component in each of 
the above elements. Communicate with lack of clarity and the 
marketing connection isn't made. 
 
During last night's Academy of Country Music Awards there 
was a consistent message to go on line or text your vote for 
the Entertainer of the Year, it was promoted by the hostess, by 
the sponsors and anytime there was an intermission. 
 
Your message should be no less consistent. To stand out in 
your market there needs to be a level of interaction that you 
consistently put forth, and your success in attracting clients is 
correlated to how clearly and consistently you communicate 
about your business.  
 
The Challenge:  Choose one of the above basics and review 
how it's working for you, so that your marketing gets better 
results. 
 

Barbara founded Mind Masters in 1991 as an organization for entrepreneurs to master the challenges they face in 

an ever-changing market place. Barbara has a vision of Mind Masters to provide a value based program so that 

business owners could harness the power of each members' success, make wise business decisions and realize 

their dreams.   Visit Barbaraôs Website at www.mindmasters.com 

Have You Done Your 

Part? 
Residents encouraged to help 
their communities get fair share of 

federal funds 

Households that returned  their forms after Friday, April 16, 
may still be visited by census workers, who begin  going door-
to-door to collect census responses on May 1. 

Residents are encouraged to promptly mail back their forms, 
because census data are used to determine how more than 
$400 billion of federal funding is spent annually on community 
services, including hospitals, schools, senior centers, roads 
and job training centers. 

As of April 12, 2010: "Nationwide, about 65 percent of house-
holds have mailed back their census forms. In 2000, the mail 
participation rate was 72 percent," U.S. Census Bureau Direc-
tor Robert Groves said. "Residents who fail to mail back their 
forms by April 16 may be visited by a census worker in May." 

 

ABOUT THE 2010 CENSUS 

The 2010 Census is a count of everyone living in the United 
States and is mandated by the U.S. Constitution. Census data 
are used to apportion congressional seats to states, to distrib-
ute more than $400 billion in federal funds to tribal, state and 
local governments each year and to make decisions about 
what community services to provide. 

The 2010 Census form is one of the shortest in U.S. history, 
consisting of 10 questions, taking about 10 minutes to com-
plete. Strict confidentiality laws protect the respondents and 
the information they provide. 

http://www.census.gov/aboutus/ 
 

"No one can get access to census data. It is rock solid 
secure." 

-- James T. Christy, Los Angeles Regional Office Director, U.S. Cen-

sus Bureau 



Good Email Marketing is:  

¶ Advocacy and empowerment of your customer 
with useful information.  
 

¶ Not about you. It is about what you know and 
how it helps your reader. 
 

¶ People talking to People with similar interests. 
¶ Understanding what your customers want from 

you. 
 

¶ Good Listening and Response Skills. 
 

¶ Permission based communications. 
 

¶ Use of evangelists to share your message. 
(Forward to a Friend) 
 

¶ Provide information on the reader‟s schedule, 
not yours.  
 

¶ Email Marketing was the first Social Media. Get-
ting this right, you will succeed in Social Media.  

 

 

 

 

 

 

 

 

 

 

 

Social Media  
 

¶ More than four in five US online adults use social 
Media at least once a month, and half participate 

in social networks like Facebook. ïForrester Research,  
the Broad Reach of Social Technologies, Aug 2009 

¶ Half of online adults now belong to a social net-

works like Facebook and LinkedIn, a 46% 
growth rate year -over-year. ïInteractive Marketing Ac-
cessible Innovation, Forrester Research  

¶ 28% used social networks to make new business 
or professional contacts, or promote themselves 
at work . -Pew Internet & American Life Project 2009 

¶ 42% of Adults are interested in at least one so-
cial tool from their favorite brand. -Forester Re-
search 

 

Guiding Principle of interacting in Social  
Media:  

¶ Give people something to talk about 

¶ Create communities and connect people 

¶ Be active in influential communities 

¶ Transparency 

¶ Create evangelists 

¶ Listen and act on feedback  

 

Do you need to spend a lot of time doing so-

cial media?  

Good Advice from Gail Goodman, CEO of Constant 
Contact: Keep your time spent in check; doing social 

media right does not mean doing it a lot.  

15 minutes a day, 3 times a week is more than most 
small business. 

If you tweet too much; people might not think you 
are serious about your business  
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Tips & Information Regarding Email Marketing & Social Media 

    From Constant Contact (www.constantcontact.com) 

Mark Your Calendar for Our 

June Meeting (June 15th) 

We will Discuss Social Media / 

Social Marketing. 

 

¶ Take some time to read this  

information.   

¶ Visit Facebook.com and check out  

“Fan Pages” 

¶ See how your business might develop 

a Fan Page 

¶ Write down your questions and bring 

them to our meeting. 



1-800-RADIATOR : 
4401 Park Road :  
Benicia, CA 94510 :  
800-248-8720  
www.radiator.com  

Every ASCCA member 

receives ½ hour of free 

legal consultation every 

month on any matter, 

either business or per-

sonal, with our associa-

tion attorney Dave 

Gregory 
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From workers' comp 

to property/casualty to 

employee benefits, 

your association 

owned insurance 

agency specializes in 

finding the right cov-

erage for your busi-

ness. 

ALLDATA offers 

ASCCA members a 

discount off of their 

normal rates and 

enhanced programs 

not available to the 

general public. 

Mitchell1 gives 

ASCCA members a 

15% discount off their 

normal fees if you 

sign up for their ser-

vices after you have 

become an ASCCA 

member. 

Law Offices of  

David Gregory 
A professional consulting 

firm specializing in helping 

businesses comply with 

environmentally toxic and 

hazardous materials, em-

ployee right-to-know, and 

safety laws/regulations. 

ASCCA members receive a 

25% discount off all their 

services. 

Boost your business 

and accept credit and 

debit cards today! 

Elavon offers ASCCA 

members a dis-

counted rate and 

many other savings! 

AutoNetTV™ is a media company providing automotive service reports for vehicle owners on how to preserve 
the life, performance and safety of their vehicles.  Shop owners would subscribe to their service to provide award
-winning television program that provides entertainment and educational programming to those waiting for their 
service to be complete.  

ASCCA members 

receive a 15% to 

20% discount on 

Thomson Delmar‟s 

entire catalog of 

repair information 

products including 

Chilton manuals and 

Office Depot :Greatly reduced 

office supply cost. Stream-

lined business supply order-

ing process– via phone, fax 

and online. No shipping 

charges– free delivery on any 

size order 

California Preferred 

Credit Union:   Cali-

fornia Preferred also 

offers equipment fi-

nancing and other 

business programs 

designed for the auto-

motive industry.  

ASCCA members will 
be given a deeply 
discounted pay-as-
you-go monthly sub-
scription option with 
no long-term contract. 

Drive the right kind of cus-

tomers into your shop! 

Automated Marketing 

Group (AMG) can help 

you with a very effective 

turn key marketing pro-

gram and ongoing market-

ing training in addition to 

direct mail services in one 

per piece price. 

Full service promo-
tional products sup-
plier . ASCCA mem-
bers will receive a 5% 
discount on all invoices 
with an additional 5% 
being returned to the 
members chapter. 

ASCCA members 

get discounts on all 

CustomerLink ser-

vices! Make sure 

you keep track of 

your customers with  

CustomerLink 

ASCCA members 
receive a special 
promotional price for 
Direct Hit (award 
winning online diag-
nostic tool) 

CARS OnDemand offers 
hundreds of tried and 
tested training modules 
that cover key technical 
and business manage-
ment topics within the 
automotive repair and 
service industry.  

Member Benefits 

Heartland handles all 

elements of both credit 

and debit card transac-

tion processing offering 

a host of services that 

make one-stop pay-

ment processing a 

reality for our mer-

chants. 

ASCCA member re-
ceive a 10% discount 
off Hertz Daily Member 
Benefit Rates, a 10% 
discount off Hertz U.S. 
Standard Rates, and 
5% or greater discount 
off Hertz Leisure Rates. 

Cobra Systems Inc. is 
the OEM manufacturer 
of the very successful 
Cobra „Striker‟ Re-
minder Sticker print 
system for the aftermar-
ket/ auto lube industry.  

ASCCA members re-
ceive a $50 discount. 

Demandforce Auto is an 
online customer communi-
cation system that inte-
grates seamlessly with 
your existing shop man-
agement system to send 
the right message to the 
right customer at the right 
time.  

These are BRIEF descriptions of benefits. Visit ASCCA.COM  for more details 
on each Member Benefit / Discount.   

http://www.radiator.com
http://autonettv.com/
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Carquest General Parts Inc.  
Ken Yuraitis  
9417 Medina Drive  
Santee, CA 92071  
(619)807-8367 Fax: 619-449-9036 
kyyur@aol.com 

 
Cor-Max Technologies 
Mark Mongelli 
1027 Greenfield Drive #D 
El Cajon, CA 92019 
619-440-5339 Fax: 619-442-4241 
bgofsandiego@sbcglobal.net 

 
Firstline Merchant Services 
Bill Barger  
10601 Tierrasanta Blvd. #G400 
San Diego, CA 92124  
858-495-9111  Fax 858-495-9144 
bill@firstlinemerchant.com 
 
Harris  Insurance & Financial Services 
Linda S. Harris 
P.O. Box 261669  
San Diego  CA  92196-1669 
858-695-1162 Fax: 858-695-2953 
l.s.harris@att.net 
 
 
Mission Automotive Equipment  
Nick Hyde  
3210 Production Ave., Ste. F  
Oceanside, CA 92058  
(760) 721-7262  
Fax: (760) 721-7097  
info@missioneq.com  
www.missioneq.com  
 

Mitchell 1 
Mitchell P. Mendenhall 
12500 Jackson Hill Drive 
El Cajon, CA 92021 
619-843-6594 
Fax 619-401-6430 
usabrit17@cox.net  
 
 
NAPA Auto Parts 
Antone Estacio, Sales Representative 
858-518-0583  

 

NAPA Auto Parts 

Tom Skov, District Manager 

858-349-4845 

NAPA Auto Parts 

John Hartman 

619-300-4910  

7440 Convoy Court 

San Diego CA 92111 

858-279-6900 Fax: 858-278-0095 

john_hartman@gnpt.com 

  

NAPA Auto Parts - Chula Vista 

Dave Osterloh - Store Manager 

680 L Street, Suite F 

Chula Vista, CA 91911 

619-425-6272 Fax: 619-425-5147 

  

Napa Auto Parts - National City 

Jose Cueva 

1810 Highland Avenue 

National City, CA 91950 

619-474-4601 

  

Napa Auto Parts, San Ysidro 

Raul Nieves 

320 W. San Ysidro Blvd. 

San Ysidro, CA 92173 

619-662-6272 

  

NAPA Auto Parts - Bay Park 

Mike Knowlton, Store Manager 

1171 West Morena Blvd. 

San Diego, CA 92110 

619-696-6272 Fax: 619-275-0052 

 

National Petroleum Inc. 

David Golokow  

2005 Main Street  

San Diego  Ca  92113  

619-239-0256 Fax:619-239-0339 

dgolokow@pacbell.net 

 

Preferred Employers Ins. 

Jan Beaver 

1455 Frazee Road, #1000 

San Diego, CA 92108 

619-688-3900 

jbeaver@preferredworkcomp.com 

ñDon't rule out working with 

your hands. It does not pre-

clude using your head." 

Andy Rooney 

 

 (Thanks to  Jim Custeau  

for this quote) 

ASCCA 

The driving force behind the 

automotive repair  

industry in California! 

We Thank our Associate Mem-

bers for their contributions to 

our association. 

We encourage all members to 

support these associate mem-

bers, as they support us. 

 

Thank You! 

Support Our Associate Members 

All Associate Members are  

entitled to a business card 

placed in the newsletter. To 

submit yours, please email to 

chapter24@earthlink.net  

or mail to  

Chapter 24 

Attention Newsletter 

PO Box 261669  

San Diego, CA 92196-1669  



 

 

 

 

 

One of the key benefits to ASCCA membership is the 

availability of local chapters, which provide such  

resources as: 

¶ Regularly-scheduled meetings where members can 

learn information and interact with their peers 

¶ Local training events 

¶ Access to local aftermarket resources provided 

by associate members 

¶ Endorsed Programs offering deep discounts to 

ASCCA members. 

 

ASCCA Code of Ethics 

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

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

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

¶ To employ the best skilled personnel available. 

¶ 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. 

Come to our next dinner meeting and find out how the Automotive Services Councils can be of great benefit 

to you and to your business. You will receive a complimentary dinner and all the beneficial information of 

our next meeting.  

 

Next Meeting:  May 18th, 2010ð A comprehensive look at  

                          the transportation industry. 

Referred By: ______________________________________ 

Phone:  ______________________________________ 

When you decide 

that membership is 

right for you, 

please let the Board 

member who en-

rolls you know that 

I referred you to 

ASCCA, Chapter 24 

Visit Our Website at 

www.ascca24.com  

 


