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Saturday, July 31, 2010 

5:35 P.M. Game Time 

vs. Florida Marlins 

ASCCA - 24 San Diego is dark for the months of July and December. However, a 

group social will be held at the Padres Game. Ticket costs ($20-$25.00) will be the re-

sponsibility of attendees. More information will be published as it becomes available. 

To acquire group tickets, the stadium requires at least 25 people.  

You may invite your family or employees.  

For more information, call Stuart Terry of Stuart Terry Auto Repair, (619) 287-9626.   

 

 

Postgame Concert 
Don't miss a special Park at the Park concert  

right after the Padres game. 

PLEASE NOTE:  No 
Shows for a dinner 
reservation will be 
charged for that res-
ervation. 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 compli-
mentary meal only 
applies if you actu-
ally attend the meet-
ing. In addition, all 
nonmembers attend-
ing a Chapter 24 
meeting will be 
charged $35.00, this 
does not include 
applied for or pro-
spective  members. Networking & Fun . . . Donôt Miss it! 

The first 25,000 fans take home a  

Clayton Richard Bobblehead.      
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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 
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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 

July 31, 2010 Padres game and Happy Hourð 5:35 Game time. Call Stuart @ 619-287-9626 (See Page 1) 

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, Attor-
ney, 

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 

Tax Exempts Can Benefit from Health  

Insurance Credit 
A part of the recently enacted health care legislation is the 
new Small Business Health Insurance Tax Credit for eligible 
small employers (ESEs) that provide non-elective health in-
surance to their employees.  A qualified small business is one 
that has 25 or fewer equivalent full-time employees with av-
erage annual full-time wages of $50,000 or less.   Generally, 
the credit will be at its maximum for employers with 10 
equivalent full-time employees making average full-time 
wages of $25,000.  The credit phases out as the number of 
equivalent full-time employees increases above 10 and as the 
average full-time wages increases above $25,000. 
 
The term ñequivalent full-time employeesò factors in part-
time employees as well as regular full-time employees (based 
on 2,080 hours a year for full-time). 
 
Normally, the credit is a general business credit, can be car-
ried back for one year and carried forward for 20 years, and 
can offset alternative minimum tax.  However, for eligible 
non-profit employers who have no tax liability, the credit is 
used to reduce payroll taxes.  
 
Thus, any organization described in section 501(c) which is 
exempt under section 501(a) that otherwise qualifies for the 
small business tax credit is eligible to receive the 

credit.  However, for tax-exempt organizations, the applica-
ble percentage for the credit during the first phase of the 
credit (any taxable year beginning in 2010, 2011, 2012, or 
2013) is limited to 25 percent, and the applicable percentage 
for the credit during the second phase (taxable years begin-
ning in years after 2013) is limited to 35 percent.   
 
This small business tax credit is otherwise calculated in the 
same manner for tax-exempt organizations that are qualified 
small employers as it is for all other qualified small employ-
ers.   
 
Tax-exempt organizations are eligible to apply the tax credit 
against the organizationôs liability as an employer for payroll 
taxes for the taxable year to the extent of: (1) the amount of 
income tax withheld from its employees under section 3401
(a); (2) the amount of hospital insurance tax withheld from 
its employees under section 3101(b); (3) and the amount of 
the hospital tax imposed on the organization under section 
3111(b).  However, the organization is not eligible for a credit 
in excess of the amount of these payroll taxes. 
 
If you have questions about how your tax-exempt organiza-
tion can benefit from this new credit, please give this office a 

call. San Diego Business Advisors - Tax  Prepara-
tion and Accounting Phone: (619) 294-4286  

http://www.sdbizadv.com/ 



July 4th Weekend Kicks off Hottest 

Season for Vehicle Theft 

Experts from LoJack & NICB Caution 
That the Rate of Stolen Cars and Trucks 
Never Recovered Currently at 20+ Year 
High; Provide Theft Protection Tips 

July is "National Vehicle Theft Protec-

tion Month" 

PR Newswire 

WESTWOOD, Mass., June 29 /
PRNewswire-FirstCall/ -- This is the hot-
test season of the year for vehicle theft 
with July and August ranking as the 
highest months for theft.  Moreover, the 
national rate of vehicles stolen and not 
recovered is at its highest point in more 
than 20 years, with sophisticated thieves 
making a big business out of vehicle 
theft. A full 43 percent of vehicles stolen 
in 2008 (latest FBI data) were never re-
covered, amounting to 411,444 stolen 
cars and trucks not returned to their 
rightful owners.   

 

To help drivers keep their vehiclesð
cars, trucks, motorcycles and even con-
struction equipmentðsafe from theft 
while they are on the road this summer, 
LoJack Corporation (Nasdaq: LOJN) and 
the National Insurance Crime Bureau 
(NICB) are embarking on their fourth 
annual education initiative, which kicks 
off this July during "National Vehicle 
Theft Protection Month." The two organi-
zations will provide valuable theft protec-
tion information to vehicle owners.   

 

LoJack & NICB Leveraging Social Media 
for this Year's Vehicle Theft Protection 
Program 

As part of this year's education initiative 
designed to help owners better under-
stand how to protect their cars, trucks, 
motorcycles, construction equipment 
and commercial vehicles from theft, Lo-
Jack and NICB are leveraging several 
social media and online channels to cre-
ate broad awareness around vehicle 
theft protection: 

July 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: 
  

¶ Eye Injury Prevention Month   

¶ Social Wellness Month   

¶ Mental Illness Awareness Month   

¶ National Cell Phone Courtesy 

Month   

¶ National Recreation and Parks 

Month   

¶ Purposeful Parenting Month   

¶ Family Reunion Month   

¶ National Culinary Arts Month   

¶ National Grilling Month   

¶ National Make a Difference to 

Children Month   

¶ UV Safety Month   

¶ National Vehicle Theft Protection 

Month   

 

Is there a way your business 
can benefit by promoting  

itself during "July is"  

national month?  
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Twitter Chat:  @LoJackCorp and 
@insurancecrime, the Twitter accounts for 
LoJack and NICB, will co-host an hour-long 
Twitter Chat about protecting your vehicle 
from theft on Thursday, July 1 at 12 p.m. 
EST.   LoJack and NICB will be joined by 
several experts on auto theft prevention, in-
cluding representatives from the Texas Auto 
Burglary and Theft Prevention Authority ( 

@TxAutoBurgTheft) and Pennsylvania Auto 
Theft Prevention Authority  

@WatchYourCarPA.  To participate, Twitter 
users can go to http://tweetchat.com/room/
VehicleTheftProtect or follow the hashtag 
#VehicleTheftProtect.   

 

    * Interactive & Downloadable Booklet: 
"Get in the Know" ï (http://www.lojack.com/
knowledge/Documents/GetInTheKnow.pdf) 
is an interactive educational booklet co-
produced by LoJack and NICB that details 
the facts about vehicle theft, as well as the 
steps owners can take to protect their cars, 
motorcycles or heavy equipment from theft. 

 

    * Vehicle Safety Quiz: Drivers are encour-
aged to see how well they practice vehicle 
safety by taking a short, five question quiz at 
http://www.surveymonkey.com/s/YKXYVY6 

 

    * Vehicle Theft Protection Information ï To 
learn more about vehicle theft protection, 
owners can visit LoJack's Knowledge Center 
or Facebook page, or NICB's website at 
www.nicb.org and click on "Theft & Fraud 
Awareness." 

 

Today's Professional Thieves: Making Big 
Bucks on Stolen Vehicles 

Today's exceedingly high rate of never-
recovered stolen vehicles is due in large part 
to the fact that professional thieves are be-
hind the majority of today's vehicle theft.  
These thieves know just what vehicles to 
steal (typically, the most common sedans, 
SUVs and trucks on the road) and how to get 
around anti-theft devices.  
                              Continued on Pg 5 

Ronald Reagan designated July as National Ice Cream Month in 1984.  He also appointed the 
third Sunday in July as National Ice Cream Day. Reagan recognized the popularity of ice 
cream in the United States (90% of the nation's population consumes ice cream) and stated 

that these two events should be observed with "appropriate ceremonies and activities." 



They can outsmart smart keys and disen-
gage everything from fuel cut-off systems 
to alarms to wheel locks.   

What Happens to Your Vehicle When it's 
Stolen by a Professional Thief? 

 

    * Many cars end up in chop shops, 
where the vehicle is stripped down to its 
components, which are then sold sepa-
rately on the black market.  By selling 
individual parts, thieves can make two to 
four times the vehicle's actual worth (see 
attached visual). 

    * Other vehicles are shipped overseas 
and sold illegally.  Hundreds of thousands 
of stolen vehicles are transported across 
U.S. borders each year. 

    * Some stolen vehicles are used in the 
commission of other more serious crimes. 

    * The rest are simply resold as used 
vehicles, most often to unsuspecting cus-
tomers. 

 

"As the rate of non-recovered stolen vehi-
cles reaches a 20+-year high, consumers 
need to do everything possible to keep 
their vehicles safe from an increasingly 
clever base of professional thieves," said 
Patrick Clancy, Vice President of Law 
Enforcement for LoJack and theft preven-
tion expert.  "This is particularly critical 
during the months of July and August 
when vehicle theft is at its peak and many 
families are out on the road enjoying their 
summer vacations. That's why LoJack 
and NICB conduct their annual education 
initiative as summer kicks off to provide 
drivers with the information they need to 
keep their vehicles safe from theft."   

 

What Can Today's Drivers Do to Keep 

Their Vehicles Safe? 

By combining common sense ap-
proaches, theft prevention and tracking/
recovery systems, today's drivers can 
protect their vehicles from theft.   

 

    * The first important step: Use Com-
mon Sense Measures.  Never leave keys 
in the vehicle with the engine running.  
Don't hide a spare key in the vehicle.  

Close all windows and lock all doors 
when leaving your vehicle.  Park in a well-
lit area and, when at home, keep your 
vehicle in the garage.  Don't leave valu-
ables visible in your car, particularly those 
items that include your personal informa-
tion ðthieves can drive off not only with 
your car, but your identity as well. 

 

    * The second step: Use Theft Preven-
tion Products.  An amateur thief may be 
less inclined to steal your car if it has visi-
ble and audible warning devices like a 
wheel lock or alarm system.  Immobiliz-
ersðwhich include smart keys, kill 
switches and fuel cut-off devicesðcan 
offer another means of protection.  While 
the professionals can often disable these 
devices, they do offer another means of 
deterrence. 

 

    * The third step: Use a Tracking and 
Recovery System.  Since thieves can 
typically disarm most theft prevention de-
vices, recovery systems provide the 
peace of mind that you'll get your car 
back ï often quickly ï in the event it is 
stolen.  The most effective systems are 
directly integrated into law enforcement, 
use Radio Frequency technology, which 
has proven to be optimal for recovering 
stolen vehicles, and are covert so they 
cannot be disengaged.  

 

About NICB 

Headquartered in Des Plaines, Ill., the 
National Insurance Crime Bureau is the 
nation's leading not-for-profit organization 
exclusively dedicated to preventing, de-
tecting and defeating insurance fraud and 
vehicle theft through information analysis, 
investigations, training, legislative advo-
cacy and public awareness.  The NICB is 
supported by nearly 1,100 property and 
casualty insurance companies and self-
insured organizations.  NICB member  

companies wrote over $319 billion in in-
surance premiums in 2009, or more than 
78 percent of the nation's property/
casualty insurance. That includes more 
than 93 percent ($151 billion) of the na-
tion's personal auto insurance.  To learn 
more, visit www.nicb.org. 

 

About LoJack Corporation 

LoJack Corporation, the company that 
invented the stolen vehicle recovery mar-
ket more than two decades ago, is the 
global leader in finding and recovering a 
wide range of mobile assets including 
cars, construction equipment and motor-
cycles ï having recovered more than $5 
billion USD in stolen assets worldwide.   
In today's rapidly changing world, Lo-
Jack's core competencies are more valu-
able and more relevant than ever as they 
are now being applied into new areas, 
such as the prevention, detection and 
recovery of stolen cargo and finding and 
rescuing people with cognitive disorders 
such as Alzheimer's and autism. LoJack 
has the proven processes, ultimate tech-
nology for recovery ï Radio Frequency ï 
and unique integration with law enforce-
ment agencies, making its offerings the 
most effective solutions that not only de-
liver a wide range of recoveries, but also 
enhance the safety of the public on a 
global level.  LoJack's Stolen Vehicle Re-
covery System operates in 28 states and 
the District of Columbia, and in more than 
30 countries throughout North America, 
South America, Europe, Africa and Asia.  
For more information, visit 
www.lojack.com.   

 

CONTACTS: 

Paul McMahon 

LoJack Corp. 

781-251-4130  

 

Frank Scafidi 

NICB 

916-979-1510 

 

Jeanne Bock 

Tier One Partners 

781-861-5249 

 

Article source: 

http://automotive.einnews.com/
article.php?nid=30890 

July 4th Weekend Kicks off Hottest Season for Vehicle Theft 

July is "National Vehicle Theft Protection Month" 
Continued From Page 4 
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Be Aware of the Automatic Transmis-
sion Fluids, Including Additives on 
your Shelves 
 
It appears from our investigation and 
a discussion with an official at the 
State Department of Weights and 
Measures that enforcement officers 
are more aggressively enforcing 
Business and Professions Code sec-
tions dealing with automatic trans-
mission fluids and additives. These 
regulations require adherence to ve-
hicle manufacturer specifications. 
Furthermore, one company that pro-
duces such fluids points out in their 
service bulletin that they are assess-
ing this situation and will respond, as 
appropriate, in the future so that they 
can return these products to distribu-
tors and retailers shelves. It is sus-
pected that they will make labeling 
changes and narrow the application 
of various automotive transmission 
fluid formulations so that viscosities 

align with manufacturer specifica-
tions. 
 
Contact your supplier representative 
to assure you and they are complying 
with the regulations and do not have 
non-compliant product, i.e., auto-
matic transmission fluids and addi-
tives, on your shelves. Also, ask your 
supplier how they are handling these 
regulations so their products will be 
compliant, if they are not so today. 
 
These regulations were established 
in the 1980's and are getting re-
newed attention from state regula-
tors. For more information, please 
contact CAWA's Legislative Advo-
cate, Norm Plotkin at 916.498.3304 
or email him at norm@pzallc.com. 
 
This update has been provided cour-
tesy of the California Nevada Arizona 
Wholesaler's Association (CAWA). 
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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!! 

ASCCA, Chapter 24 Corporate Sponsorship ProgramASCCA, Chapter 24 Corporate Sponsorship Program 

The Corporate Sponsorship Program will enable 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 Stu-

art Terry and they will immediately send you an ASCCA, Chapter 24  

Corporate Sponsorship Packet 

Transmission Fluid & Additive  

Compliant Advisory  
(from ASCCA What You need to Know Report 

Nominations Are 

Coming! 

Our August meeting is our 

nomination meeting for the 

2011-2012 board of directors. 

Be thinking of who you would 

like to nominate, or if you 

would like to serve on the 

board and make a difference 

with your contribution to our 

association.  

ððððððððððð 

Chapter 24 Mission  

Statement 

To support and promote the  

professionalism and continuing 

success of our members, the 

association, and the Independ-

ent Automotive Service   

Industry as a whole 

Welcome  
New Member! 

Brent Nichols &  

Heather Jacques 

Brent’s Autoworks 

1177 Greenfield Drive #G 

El Cajon, CA 92021 

619-442-7253 

Fax: 619-442-7255 
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The Power of Ideas  By Barbara Eldridge & Dana Bristol-Smith 

When you have a team of people who 
support each other in getting clear and 
sharing ideas, great information is pro-
duced. This of course has produced tre-
mendous power in our Mind Masters 
groups. Napoleon Hill commented about 
it in Think and Grow Rich, when he 
wrote "Power is essential for success ... 
Gaining power through the ... coordina-
tion of knowledge and effort. . . .". I want 
to share with you some of the knowl-

edge that members have shared, that if used can affect how 
you show up in your market place for a more powerful brand. 
 

An Article by Dana Bristol-Smith 
 

5 Power Tips for Communication:  

The Power of a Story: A compelling story can grab attention 
the hearts of your audience. What personal story can you tell 
that connects you to your topic and audience?  

 
The Power of the Pause: Most compelling speakers are mas-
ters at the Pause. They know just when to use silence to draw 
you in. Unfortunately, many business speakers just want to 
finish their presentations quickly - so they rush through and 
leave themselves breathless. Don't be afraid of silence - it's 

powerful!  

The Power of Inflection: Use vocal variety in your speech. 
Change up your volume, emphasize key words, see if you can 
color your speech with your own emotion and passion for your 
topic.  

The Power of Animation: Let your body move naturally dur-
ing your presentations. Get rid of the extra energy that you feel 
by moving around. Don't pace or rock back and forth - but do 
move your feet. Plant your feet and look at the audience when 
you are making a point. You'll have a much stronger impact. 
 

The Power of Eye Contact: Look at people directly in the 
eyes. Remember, you can only talk to one person at a time no 
matter how many people are in your audience. Connect, one 
to one.  
 

About the Author 
Dana Bristol-Smith is the founder of Speak for Success, an 
organization that works with companies that want their people 
to communicate with confidence and credibility.  You can 
email Dana at: dana@speakforsuccess.net 
 

 
 

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 

 

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 
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GMôs new Global Engine Oil Standard for 
gasoline engines is ñdexos1ò. It will be 
factory for all GM vehicles starting with 
the 2011 model introduction. It replaces 
current GM oil service ratings on a global 
basis and will therefore become the rec-
ommended oil for most GM vehicles in 
North America. 
Oil companies are already trying to limit 
interest in this higher quality oil standard. 
It may be a coincidence but oil sales reps 
appear to be aggressively soliciting long 
term contracts with shops before ILSAC 
GF-5 and dexos1 are introduced. Itôs 
clear that most oil companies prefer that 
you use the lower standard ILSAC GF-5 
products in EVERY car. In my opinion, 
these long term contracts are designed to 
discourage any shift to the higher quality 
(and less desirable for the oil company) 
dexos1 approval. 
Oil companies have a significant history 
of encouraging shop owners, technicians 
and consumers to ignore OEM proprie-
tary oil service rating in favor of the less 
stringent American Petroleum Institute 
(API) and International Lubricant Stan-
dards and Approval Committee (ILSAC) 
service ratings. Most oil companies will 
make a dexos1 approved product. But, it 
will be more convenient and they believe 
more profitable for them to sell the 
cheaper ILSAC approved products. Some 
niche marketers will continue to sell prod-
ucts that are not approved by anyone 
(and promote them as premium prod-
ucts). 
This is an ideal time to avoid any long 
term oil purchase contracts! Dexos, API/
ILSAC and ACEA are all introducing new 
oil service ratings before the end of this 
year. Other existing oil service ratings like 
VW 504/507 will also start to have a 
much bigger impact on independent 
shops during the same time period. It is 
essential that shop owners retain the 
freedom to rapidly change oil purchasing 
strategies and vendors during this period 
of transition. 
Of all the upcoming changes, GM 
dexos1 will, in my opinion, be the most 
important for independent shop owners. It 
will replace both GM 6094M and GM 
4718M. But, its positive impact should go 
far beyond GM cars and the shops that 
service those GM cars. 
GM dexos1 will solve the following prob-
lems that are poised to create huge diffi-

culties for all shop owners. 
 
Å The term ñSyntheticò is meaningless 
in North America. - Shop owners and 
consumers alike assume that this term 
indicates superior quality. But, it is in-
creasingly used as nothing more than a 
ploy to lure un-educated buyers into prod-
ucts that inflate oil company profits with-
out a corresponding benefit to the con-
sumer. This could result in a compro-
mised reputation and liability for the shop 
owner. The GM dexos1 approval will of-
fer assurance of the type of quality that is 
expected of a ñsyntheticò product. In-
formed shop owners will ignore the term 
ñsyntheticò and look for dexos1 approval 
instead. 
 
Å Consumers and shop owners do not 
recognize a difference between low 
HTHS and high HTHS oil products. - 
The desire for ñbetterò oil products is driv-
ing consumers and shop owners to inad-
vertently select high HTHS oil products 
for low HTHS applica-
tions. The oil companies 
desires to offer ILSAC 
approved products of 
perceived higher quality 
has resulted in low 
HTHS ñsyntheticò prod-
ucts being used in high 
HTHS applications. This 
has already resulted 
many cases of serious 
engine damage and 
shop liability. GM 
dexos1 and 
dexos2 approvals 
should help identify the 
difference between high 
HTHS and low HTHS 
products. 
 

¶Oil requirements are 
often compromised for 
the North American 
Market. -Volvo, Jaguar 
and Land Rover all re-
duce their oil service 
rating requirements for 
vehicles marketed in 
North America. The 
availability of cost effec-
tive ACEA A1/B1 ap-
proved oil products is 
extremely limited in 

North America. GM dexos1 promises to 
be very cost effective and surpass ACEA 
A1/B1 and similar low HTHS require-
ments. It should be ideal for these Euro-
pean import low HTHS applications as 
well as GM applications. It will also serve 
as the most sensible upgrade for other 
American and Asian applications. 
 
Å Consumers desire longer drain inter-
vals and fuel efficiency. - Long drain 
intervals are hard to achieve with XW-20 
and XW-20 is still not appropriate for   
any cars. GM dexos1 approval appears 
to assure the best combination of fuel 
efficiency and extended drain potential in 
a low HTHS XW-30 or XW-20 oil product. 
 
The new GM dexos approvals will help 
solve a lot of problems for informed shop 
owners. And, they will bring attention to a 
serious developing problem that many 
shop owners arenôt currently aware of.  
 
Continued on Page 10 
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THE NEW DEXOS OIL ï 
WHEN & WHERE WILL YOU 
USE IT?  
 
Continued from page 9 
 
That is the increasingly common en-
gine damage caused by using low 
HTHS SAE 5W-30 oil products in high 
HTHS SAE 5W-30 applications. In 
fact, dexos1 should draw attention to 
all modern oil service ratings (ACEA, 
Proprietary, HTHS, etc). 
 
To take advantage of the opportuni-
ties that dexos1 represents, shop 
owners will need to retain the flexibil-
ity to adjust their oil purchasing pat-
terns. When oil reps call on you, the 
first thing you should do is ask: ñdo 
you have a dexos1 approved prod-
uct?ò Until they can answer yes to 
that question, any discussion of oil 
purchase contracts is premature! 
 
Kevin S. McCartney is an industry 
leader in automotive cooling and lubri-
cation training programs and educa-
tional materials. He has also worked 
in the research and development of 
alternative fuels, emission inspection 
programs and hybrid electric 
vehicles. He can be contacted at 209-
873-1155 or crashh@prodigy.net. 
 
Copyright 2010 Kevin S. McCartney 
crashh@prodigy.net 209-873-1155 
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Vehicle Lubrication Basics 
By Kevin S. McCartney 

Are You Helping OEM Dealerships Take Your Business? 

This article is available on our website.  

You will find it on the newsletter page.   

www.ascca24.com/newsletter.htm 

Also Available: 

ELECTROLYSIS & COOLANT VOLTAGE 
By Kevin S. McCartney 

May Powerball  

Winner of $50! 

Jerry Kubitsky 

Summit Transmissions 

Congratulations Jerry 

August Power Ball is 

$50.00 
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 Chap-

ter 24 Byways know and we would be happy to feature you and 

them in an upcoming issue.  Send an email to  

chapter24@earthlink.net 



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! 

AutoNetTVÊ 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 Delmarôs 

entire catalog of 

repair information 

products including 

Chilton manuals and 

Office Depot :Greatly reduced 

office supply cost. Stream-

lined business supply order-

ing processï via phone, fax 

and online. No shipping 

chargesï 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 óStrikerô 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/


Page 12 Byways Newsletter  

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:  Tuesday, August 17th, 2010 . Topic: "Shop Marketing"  

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  

 


