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Chapter 24 

 Board of  

Directors’ 

Meeting 

November 10, 

2009 

For additional infor-

mation on our Board 

meetings, contact 

Stuart Terry @ 

619-287-4215 

Be a Part of  

What Makes 

Chapter 24 Great! 

Attend Your  

Meeting! 

Always Call 

Our  

Reservation 

Hotline First 

@ 

619.234.3751 

Please Join ASCCA, Chapter 24  
November 17, 2009  

 

We are Proud to Present Our Speakers: 

Larry Trame, Fire Marshall 
Grace Delizo, (CAL-OSHA) 

 

 Date:  Tuesday, November 17,  2009  
  

 Time:    Registration/Social 6:00  
    Meeting and Dinner Begins at 6:30pm 

 Location: Hontech Automotive, (619) 563-6200 

    4033 30th St 
    San Diego, CA 92104 
 

Membership Drive 

Don't forget that we are having a New Member Drive. We will have a separate 

drawing for members who: 

*  Bring potential members   * Sign up new members.  

We will also have a drawing for potential members who come to a meeting as 

well as if they sign up.  

We will be drawing for:  

 

Due to Circumstances Beyond our Control the Drawing was 

not held in Oct. Will Hold in November 

 Garmin GPS  mp3 player  $75+ gift cards.  

PLEASE NOTE:  No Shows for a dinner reservation will be charged for that reservation. When you make a reserva-

tion, 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. 

See Page 4 

For  

Important 

Information 

Regarding 

Why YOU 

Should 

 Attend this 

Meeting 
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PO Box 261669 San Diego, CA 92196-1669 

24 Hr. Reservation Line:  619.234.3751 

ASCCA State Contact List 
ASCCA Office  800-810-7462 

 
Jackie Miller - Executive Director  
 jmiller@amgroup.us 

Gloria Peterson - Asst. Executive Director 
  gpeterson@amgroup.us 

Shannon Zimmerman - Membership Services Coordinator 
  szimmerman@amgroup.us 

Connie Payne - Director of Finance 
  cpayne@amgroup.us 

Paul Simmons - Director of Membership 
  psimmons@amgroup.us 

Monique Rice - Event Manager 
  mrice@amgroup.us 

Nancy Chenler - Administrative Support 
  nchenler@amgroup.us 

Insurance Services 
Chuck Coppage - Manager 
  ccoppage@iwins.com 

Shannon Blakeman - Workers' Compensation 
  stblakeman@iwins.com 

Deserée Carter, CISR 
  dcarter@iwins.com 

Newsletter Advertising  

Disclaimer: San Diego Chapter 24, their 
officers, Board members, employees, 
members, and affiliates in no way war-
rant the quality, competency, or mer-
chantability of any goods or services 
advertised in this publication.  In addi-
tion, ASCCA Chapter 24 in no way war-
rant or insure the goods or services 
described herein and every individual 
utilizing these services is forewarned 
that ASCCA Chapter 24 have conducted no investigation into any 
representations made in any advertising., literature, or ad distrib-
uted 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 Automotive Ser-

vice Councils of Califor-

nia.  You are strongly 

encouraged to submit 

both original articles 

and clippings from 

other publications. 

San Diego Byways c/o 

Stuart Terry 

Stuart Terry Auto Re-

pair 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 mem-

bers 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 submit 

all display ads in cam-

era-ready-copy.  For 

more information, con-

tact Newsletter Editor, 

Stuart Terry at 

619.287.4215. 

 

www.ascca24.com   

Please don’t  
hesitate to call any 
of our dedicated 
staff for questions 

or concerns. 



             Position                                      Name                                         Company Name 

President Mitch Mendenhall Mitchell 1 

Vice President John Eppstein John's Automotive Care 

Secretary Dara Bakhshandeh C & D Auto Care 

Treasurer James Justus James Automotive 

Associate Rep  Ken Yuraitis Car Quest General Parts Inc. 

Education Rep Jim Custeau Cuyamaca College   

Chapter Rep Steve Vanlandingham Van‟s Automotive 

Immediate Past Pres. Steve Vanlandingham Van‟s Automotive 

State President Stuart Terry Stuart Terry Auto Repair 

Director Gary Anderberg Z-Whizz Complete Auto Repair 

Director David Newkirk Hontech Automotive  Inc.  

Director Joseph Rhome Bob Bowen's Auto Service 

Director Jerry Kubitsky Summit Transmissions 

Director Antone Estacio NAPA Auto Parts 

Director Bill Ballard Bonita Valley 76 

Director Abraham  Chavez Griffins Automotive Air Conditioning 

ASCCA, Chapter 24 2010 Officers 
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Be Sure to Thank These Members for Their Service to our Chapter and our Industry. 

October Meeting Recap 

The October 20th 2009 dinner meeting, “Tax Planning,” 

presented  by Nick Torres of Hochman, Cohen and Torres, 

a CPA Firm, was held at HOLIDAY INN MISSION VALLEY-

STADIUM.  

Nick had some very enlightening information to share from 

a CPA/Tax planning point of view. A partial list of interest-

ing subjects;  

 Home office tax deductions 

 Choosing the proper corporation 

 Usage of "AMT" Alternative Minimum Tax  

 This years new Long Term Care deduction.  

 

Thank you Nick Torres of Hochman, Cohen and Torres, a 

CPA Firm for a very informative program. Glenn Davis, 

ASCCA President was present to install the 2010 Board of 

Directors, his enthusiasm and humor during the installation 

was well received. Glenn also gave a State of the Associa-

tion speech and answered questions. This was Glenn's 

second visit to San Diego during his Presidency, Chapter 

24 is honored. Our "Programs Committee", John, David, 

Joseph and Antone are responsible for this evening and all 

the others we benefitted from this year, thanks again 

 

Stuart Terry 

San Diego 24 Chapter Rep. 

ASCCA 1st Vice President 2009 



Powerball Rolls Over  

to November 

October’s Winner 

Kimberly Frye 
Dave's Auto Truck and RV 

was not present  
 

November Power Ball $100.00 

 

Remember, you must be present at the Regular 

Meeting to be eligible to win the Powerball. 

The odds are very good.   

One winner out of 62 names.  

It could be yours!  

ASCCA, Chapter 24ASCCA, Chapter 24  

  Corporate Corporate   

Sponsorship ProgramSponsorship Program 

The Corporate Sponsorship Program will enable 

our Association to continue providing programs 

and meetings as well as expand member bene-

fits.  

Corporate Sponsorship Levels are: 

Platinum $2,500    

Gold $1,500   

 Silver $1000 

This is 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 

     Let us  Quote a few clichés:  

 Knowledge is Power. 

 An ounce of prevention is worth a  

     pound of cure. 

 If you never go, youôll never know. 

 

Grace Delizo will be joining us from Cal-OSHA.  She works with the Consultation side not the enforce-

ment side. She does not issue citations, nor does she pass your information onto someone who can cite 

you. She is the friendly and more than helpful person to ask if something in your shop is safe and/or 

legal. This is the person you want to get to know. ALL THAT SHE CAN DO FOR YOU IS HELP YOU. 

Larry Trame, Fire Marshall, will also be on hand to answer questions and give direction.  

OSHA and Fire Safety issues should be of great importance to you while running your business. These 

are important areas to stay on top of each working day.  You want this information BEFORE you need 

it (after an accident/Fire/Injury). 

Byways Newsletter  Page 4 

Remember to Invite  

Prospective Members to 

Our Meetings! 
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Seat Belts Save Lives 
Å Using seat belts cuts the risk of death by 45% 

for people riding in cars and by as much as 60% 

for those traveling in trucks or SUVs.5 

 

Å Seat belts save 14,000 lives each year and every 

state in the nation has a law mandating seat 

belt use. But 20% of Americans still fail to buckle 

up. 

OSHA has various publications, standards, technical as-
sistance, and compliance tools to help you, and offers ex-
tensive assistance through workplace consultation, volun-
tary protection programs, grants, strategic partnerships, 
state plans, training, and education. OSHA‟s 
 
Safety and Health Program Management Guidelines 
(Federal Register 54:3904-3916, January 26, 1989) 
detail elements critical to the development of a successful 
safety and health management system. This and other 
information are available on OSHA‟s website. 
 
For one free copy of OSHA publications, send a self ad-
dressed mailing label to OSHA Publications Office, 
P.O. Box 37535, Washington, DC 20013-7535; or 

send a request to our fax at (202) 693-2498, or call us 
at (202) 693-1888. 
 
■ To order OSHA publications online at www.osha.gov, 
go to Publications and follow the instructions for ordering. 
 
■ To file a complaint by phone, report an emergency, or 
get OSHA advice, assistance, or products, contact your 
nearest OSHA office under the “U.S. Department of 
Labor” listing in your phone book, or call toll-free at 
(800) 321-OSHA (6742). The teletypewriter (TTY) 
number is (877) 889-5627. 
 
■ To file a complaint online or obtain more information on 
OSHA federal and state programs, visit OSHA‟s website. 

Loss Prevention Bulletin  
Video security and surveillance cameras  

Tonight, try to keep one eye on your business while you sleep. Impossible? Not with video surveillance systems - and 
as a business owner, that's a good thing. Video surveillance systems allow you to keep an eye on your business at all 
times of the day - even while you sleep. Widely known as an excellent theft deterrent, they can also benefit customer 
relations, limit risk to premise liability claims, and guard against property damage. And with advances in digital  
technology, there are more options available than ever before.  
 
Learn more about video surveillance systems and how you can protect your business in our Loss Prevention Bulletin 
"Video security and surveillance cameras."  

Zurich is committed to helping our customers prevent losses from occurring. Don‟t miss this important information for 
your business. This issue and past issues are available by visiting our online Loss Prevention Library. Just click Online 

Resources tab > Loss Prevention Library.    The Zurich Website Address is www.zurichna.com/  

Zurich, 7045 College Blvd., Overland Park, KS 66211-1523  
 



A Short Guide to Data Recovery 
By Gino Hitshopi 

Home PC users or even business users may not be familiar with 
data recovery software or services until disaster strikes. In this short 
article we will give a brief overview of what causes data loss, ex-
plain how can it be prevented and should the worse happen give 
some dos and don'ts. 

What causes data loss? 

The most common failure is that of hard disk drive which is ulti-
mately inevitable as they are essentially electro-mechanical devices 
and are therefore susceptible to electronic component failure, motor 
bearing failure, head crash / failure which can be caused by shock, 
bad sectors, and fire or flood damage. 

Other media such as flash based storage that you find in USB sticks 
and camera media are susceptible to electronic component failure, 
static discharge as well as physical damage. 

Human nature is also a common cause of data loss regardless of 
the type of media involved. This could be caused by deleting data, 
formatting the wrong drive, downloading a virus, making mistakes 
while backing up or by physically damaging the media. 

Prevention is better than cure 

However there are some simple steps that can help prevent data 
loss and which helps keep your files protected. 

Maintain a regular backup - Whether this is via online backup, auto-
mated software connected to a backup server or simply copying 
your data to an external hard drive it is vital that you have some 
form of backup strategy. 

Test your back up - Once you have done a backup attempt a resto-
ration of the data to make sure the process has completed success-
fully. Larger organizations especially should not only maintain exist-
ing backup strategies but also make regular tests of the backup's to 
make sure nothing is being missed and that everything is working 
correctly. 

Archive backups - DVD and CD are an excellent choice for long 
term storage of your data if you are a home user and it is wise to 
keep multiple backups. For business users tape or Network At-
tached Storage are common methods for archiving data. 

 

When it all goes wrong 

Even with the best will in the world data loss can occur, if this does 
happen first thing to do is not to fall into a state of panic. Doing so 
will only exasperate the problem. 

 

Continued on page 7 

 

November is “National 

Month” Calendar 
Many countries adopt causes or a spe-
cial interest group to promote during a 
calendar month. The United States is 
particularly prolific at creating "national 
month" events to promote business inter-
ests. 

 

The following events 
are observed calendar 

month-long: 

 

 Aviation Month 

 Epilepsy Awareness Month 

 Good Nutrition Month 

 Hunger Awareness Month 

 Latin American Month 

 National AIDS Awareness Month 

 National American Indian Heritage   
Month 

 National Diabetes Awareness Month 

 National Georgia Pecan Month 

 National Long Term Care Awareness 
Month 

 National Novel Writing Month 

 National Peanut Butter Lover's Month 

 National Pepper Month 

 National Raisin Bread Month 

 National Red Ribbon Month  
(anti-drunk driving) 

 National Stamp Collecting Month 

 Vegan Awareness Month  

 

Is there a way your business can 
benefit by promoting itself during 
"November is" national month?  

Contact the Chapter 24 Byways by sending an email to chapter24@earthlink.net 

Byways Newsletter Page 6 
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Affirmations Nurture Goals  

Part I 

By Ryan C Angelo 

 

Goals need affirmations if they are to sur-
vive. 

Have you ever set a goal only to watch it 
die? We all have... 

Here is the reason why: Goals are like 
seeds; they need to be nurtured if they are 
to grow to become the outcome we seek.   
When you put a seed in the ground, many 
things must be right. The soil must be fer-
tile, there can be no weeds, and water and 
sunlight must be present. 

I have worked with many clients who set a 
goal with the best intention only to watch 
these goals die. These individuals desire a 
particular outcome, they plan for it, they set 
the goal (or choose a seed), but then they 
fail to respect the importance of having the 
right kind of soil. 

Soil for seeds (and for goals) is most im-
portant, because without the right kind of 
soil, nothing can grow. The nature of the 
soil will determine the seed's fait. Poor soil 
will insure the seed doesn't receive the 
nourishment it needs to grow to it's full po-
tential. One must find or create the right 
soil. 

Like the soil, your mind will decide whether 
or not your goals can grow. A negative 
mind will have little to offer in terms of 
nourishment. Therefore, your ability to cul-
tivate a positive mind will help to insure 
your goals are realized. Positive, creative, 
or constructive thoughts add to the likely 

hood of success. 

Here's the logic:  

Two people, Blue and Green, have set the 
goal to lose weight. Blue is negative; 
Green cultivates a positive mindset. Both 
Blue and Green have not reached the goal 
weight after one month of exercise. Here is 
where mindset (soil) comes into play... 

Blue is now extremely upset and becomes 
either angry or depressed. Blue stops ex-
ercising, begins to comfort eat, and contin-
ues to gain weight. 

Green is frustrated, but decides to look at 
everything objectively. Green speaks with 
some professionals, does some reading, 
and decides to continue exercising. Green 
figures out what was missing, and begins 
to lose weight quickly. 

Granted, this is a simple example, but it 
can be applied anywhere. Negative mind-
sets judge quickly and harshly. Negativity 
by it's very nature breaks things down. 
Positivity, on the other hand, is construc-
tive and creative, it finds or creates a solu-
tion. 

Positive mindsets (or soil) cause the goal 
(or seed) to grow. 

Affirmations nurtures a positive mindset, a 
positive mindset nurtures goals.  Begin 
EACH and everyday with an affirmation; 
this will help to insure your mindset is ideal 
for your goals. 

- - - 

Ryan C. Angelo CSCS, PES-NASM, CPY, 
CYT 

http://www.powerfulam.com 

Data Recovery 

(Continued) 

The second thing to do 
even if you wish to attempt 
a recovery yourself is seek 
professional advice on the 
best way to tackle the prob-
lem, doing so will greatly 
reduce the chances of fur-
ther data loss and maximize 
the chances of retrieving 
your lost data. A reputable 
data recovery company will 
guide you on what steps 
you should take whether 
this is recommending soft-
ware for you to try or giving 
you alternative solutions. 

If you do use software to 
attempt the recovery the 
one golden rule to stuck to 
is never ever recover the 
data to the same drive as 
you are attempting to re-
cover from, doing so will 
overwrite the data you are 
attempting to retrieve. It is 
best practice not to even 
install or run data recovery 
software directly on the tar-
get machine. 

One further word of caution, 
should you be facing a loss 
of data from a hard drive 
with a physical fault, we 
would strongly advise you 
not to attempt any kind of 
data recovery on hard drive 
yourself, doing so may well 
render the data as lost for 
good. Instead power it 
down a call a professional 
data recovery company 
straight away. 

Gino Hitshopi is an expert 
on data recovery having 
had experience with data 
loss.  

Article Source: http://
EzineArticles.com/?
expert=Gino_Hitshopi  

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!! 

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://ezinearticles.com/?expert=Gino_Hitshopi
http://ezinearticles.com/?expert=Gino_Hitshopi
http://ezinearticles.com/?expert=Gino_Hitshopi
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Your Greatest Business Asset Besides You 
By Barbara Eldridge  

The marketing 

holy grail these 

days is building 

your email list. 

We have been 

told that if you 

have a big list 

you have tre-

mendous mar-

keting leverage. 

Is this true? After reading a new book, 

How to Build a Million Dollar Data-

base, by Michelle Bergquist (http://

www.mindmasters.com/

bookstore.php) I had to step back and 

question what seems like divergent 

philosophies.  

 

If I look at my e-mail list, 

which I have added to over 

the last 7 or 8 years, I see a lot of 

changes. People opt out without any 

need to explain, some just get kicked 

back because they no longer exist. 

Some of the people I know, some I 

have met, but how personal of a rela-

tionship do I have with all of you out 

there? 

 

The Million Dollar Database 

suggests that it is not just a 

matter of "who you know, 

but rather how well you know them. 

The size and quality of your list is the 

most important factor in determining 

the end result of any business build-

ing program. After all, the best mar-

keting campaign in the world will not 

generate results if it goes out to a 

small number of poorly qualified 

leads! So, how you build your list is 

crucial to the success of your busi-

ness. Do you have an on-line busi-

ness or one that has more face to 

face interaction to close the sale?  

Here are some rules of thumb 

for list building on line: Make it 

easy on your site for visitors to 

have plenty of clear opportunities to 

subscribe by offering value. You could 

have exclusive web offers, advanced 

notices, or helpful tips. Visitors need 

to see the value of signing up to your 

newsletter or offer if they're going to 

give you their information.  

Face to face business requires rela-

tionship building, and a database sys-

tem that builds loyalty and longevity. 

In this case we are not just scanning 

a business card, but also gathering 

significant intelligence that will lead to 

priceless opportunities. The marketing 

campaign might include the same 

outreach as the on-line list but goes 

beyond "technology". It requires a 

more personal connection that trans-

lates into repeat business and oppor-

tunity.  

There are some key factors to con-

sider in developing a strategy -  

1. Get to know the people, so it is 
not just a numbers game. 

2.  
Create a system for recording 
what you know about all the peo-
ple on your list. 

3.  
Target your efforts to meet the 
right people for opportunities 
leads, new business, referrals 
and sales. 
 

4. Create your marketing around 
how you will follow up -  

 
40% of business is left on the table 
because professionals do not stay in 
communication with new accounts, 
past customers, and advocates.  

The Challenge: Get those business 

cards off your desk and into an or-

ganized system. 

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 Barbara’s Website at 

www.mindmasters.com 

Barbara Eldridge 

 

ASCCA Chapter 24 Would like 
to Thank Barbara Eldridge for 
generously providing articles 

for our membership. 

 

We Would Also Like to  
Congratulate Barbara on her 

Recent Award 

 

San Diego East County 

Chamber of Commerce  

Honorees for Annual 

Women in Leadership 

Luncheon  

And the Winner Is ... 

Business: 

Barbara Eldridge.  

Mind Masters San Diego 
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ASCCA 2009 Annual  

Conference a Success! 
Sacramento, CA, October 7, 2009:  The Automotive 
Service Councils of California celebrated its 69

th
 Annual 

Conference October 2-4 at the Renaissance Esmer-
alda in Indian Wells, CA.  The weekend was a perfect 
blend of education and relaxation held in a resort like 
atmosphere.   

The event was kicked off by speakers who left atten-
dees with valuable information that shop owners can 
implement to better manage their businesses. Bryan 
Fikes, owner and founder of Zenergy Internet Market-
ing, presented information on how shop owners can use social sites to 
drive traffic to their websites.  Philippe Heller informed atten-
dees on the ADA compliance requirements and how to 
reduce your risk.  Ken Wardlow of the Bureau of Automo-
tive Repair (BAR) informed attendees of catalytic con-
verter emissions inspection processes for smog check 
stations.   

Immediately following, attendees were invited to a recep-
tion hosted by WorldPac.  There was food and drinks and 
a relaxed atmosphere that allowed for old and new friends 
to mingle.  The reception was turned into a fun-filled  
Casino Royale.  The group played roulette, Black Jack, 
Texas Hold „Em and craps until the place shut down.  The 
top winners were: first place David Kusa, second place 
Paula Nobriga, and third place Cindy Crawley. 

On Saturday morning the attendees gathered for breakfast 
and were inspired by Mitch Schneider.  Mr. Schneider 
used his experiences as a shop owner to relate the multi-
ple secrets of a long and happy life.  

The breakfast was followed by the Chapter Representatives 
meeting at which the Board of Directors elections took 
place.  The open positions were filled by David Baerg, Craig 
Johnson, Dennis Montalbano, Les Morris, Tracy Renee and 
Jeff Stich.  The Chapter Representatives Committee also 
reaffirmed the second year of a 2-year term for Chair, Den-
nis Montalbano.   

 
The new Board convened briefly to select the 2009  

Officers who are: 

 Stuart Terry, President 

 Dennis Montalbano, 1
st
 Vice President 

 Declan Kavanagh, Treasurer 

 Jack Crawley, Secretary 

 Glenn Davis, Past President 

The President‟s Banquet ended the full-day with a black 
tie affair.  After enjoying cocktails and a plated dinner, the 
2009 Committee Chairs and Board members were ac-
knowledged for their service.  Then the 2010 Board and 

Officers were installed.  

The ASC Educational Foundation raffled off a 32” LCD 
television donated by ASCCA‟s benefit provider, AutoNet 
TV and a Blu-ray DVD Surround System.  The raffle ex-
ceeded the amount the Foundation was hoping to raise to 
fully fund the Alan & Dee Cherko Scholarship Fund.  Ef-
forts continue to raise money for the Sheldon Miller Me-
morial Scholarship Fund.  

Special acknowledgement needs to be given to Marion 
Vosburg, who chaired the Foundation in 2009 and who 
has recently retired and subsequently resigned that duty.  
Thank you Marion for all of your hard work and good luck 
in your retirement! 

During the banquet, Glenn Davis presented the Presi-
dent‟s Award to the person he felt best served the asso-
ciation in 2009.  That award was given to Larry Nobriga, 
for his hard work as chair of the ASCCA Government Af-
fairs Committee.  

On Sunday the event wrapped up with the Farewell Break-
fast that included a State of the State Address given by 
Glenn Davis, President-elect Stewart Terry and Legislative 
Advocate Jack Molodanof. 

The weekend was a fun time and we hope to see more 
people join us as the years go on.  Be on the lookout for 
details about the 2010 Annual Conference. 

 

Our Own Stuart Terry and Steve Vanlandingham 



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/


Vampire energy could be nickel-and-
diming you into the poor house, while 
continuously sucking up the planet's 
natural resources at a disturbing rate. 
This energy waste, dubbed vampire 
energy, comes from everyday appli-
ances like your TV, 
microwave, VCR and 
video game player, and 
it happens while they're 
turned off. 

 
"Vampire energy loss" 
from appliances in pas-
sive mode (the clock on 
your microwave) or standby mode 
(your VCR scheduled to record some-
thing) account for 5-8 percent of your 
home's total electricity usage per year, 
according to the Department of En-
ergy, which is equal to about one 
month's electricity bill -- for every 
household in the United States. 

Add that all up, and you get about 68 
billion kilowatt-hours of electricity 
wasted a year. That amounts to the 
electricity gen-
erated by 37 
power plants, 
at the expense 
of over 97 bil-
lion pounds of 
carbon dioxide 
released into 
the atmos-
phere. 

"When a consumer thinks the device 
is off, it should be using as little power 
as possible," said Alan Meier of the 
Lawrence Berkeley National Labora-
tory in a Salon.com article. "But in 
their haste to get products onto the 
market, manufacturers don't make 
those modest design improvements, 
and we, the consumers, pay the price 
in unnecessarily high standby power 
use." 

 

 

Vampire Energy Costs Billions 

The average VCR in standby mode 
costs you over $10 a year. Your cord-
less phone base station just over $3. 
Taken alone, that doesn't sound par-

ticularly alarming, but it 
adds up. A plasma TV 
costs nearly $160 a 
year, just to run it in 
standby mode. Your 
computer? About $34. 
And your game console 
around $26. 

 

According to the latest estimates, 
about 5 percent of the electricity used 
in the United States goes to standby 
power, and costs the United States 
about $4 billion a year. This percent-
age, however, is on the rise, and it 
may reach 20 percent by 2010, ac-
cording to the U.S. Department of En-
ergy. 

 

          What Can You Do? 

Fortunately, how much 
vampire energy you allow 
to be sucked from your 
home is largely within 
your control. Here are the 
top tips to stop vampire 
energy from costing you 
money, and wasting elec-
tricity: 

 

1. Unplug appliances directly from 
the wall when you're not using 
them. If you have several in one 
area (such as a computer, printer 
and fax machine) attach them to a 
power strip and then simply turn 
off the power switch. 

2. If you're not going to be using 
your computer for a while, but you 
don't want to shut it down, turn off 
the monitor. This will save much 
more energy than using a screen-

saver (screensavers alone can 
cost you up to $100 a year). 

3. Reduce the brightness on your TV 
and computer screens by half. 
This can reduce their energy us-
age by 30 percent. 

4. Turn off lights whenever you're 
not using them, and use natural 
light as much as possible during 
the day. 

5. Unplug phone, toothbrush, PDA 
and portable tool chargers from 
the wall when you're not using 
them. 

6. When purchasing appliances like 
a refrigerator or dishwasher, look 
for the EnergyStar label. These 
appliances can sometimes use 
half as much energy as other ap-
pliances. 

Vampire Energy: What is It, How Much is Lost Annually & 

What Can You Do to Stop It 
by www.SixWise.com 

A TV with a remote may 
use more energy during the 
20 hours it is turned off than 

it does for the four hours 
you watch it in the evening, 

according to the Depart-
ment of Energy. 

That tiny clock on your coffee 
pot is a classic example of 

something that uses vampire 
energy. To save money and 
natural resources, unplug it 

when you're not using it. 

More Energy Savers 
 

 If appropriate, use laptop com-
puters -- they consume 90% less 
energy than standard desktop 
computers. 
 

 If appropriate, use ink-jet printers 
-- they consume 90% less energy 
than laser printers. 
 

 Implement paper-reducing strate-
gies such as double-sided printing 
and reusing  
paper. 
 

 Use email instead of sending 
memos and faxing documents. 
 

 Purchase appropriately sized 
copiers for your company's 
needs. 
 

 Replace CRT monitors for com-
puters with LCD units. 
 

 Buy ENERGY STAR PCs, moni-
tors, printers, fax machines, and 
copiers. 

Byways Newsletter Page 11 



Page 12 Byways Newsletter  

Car Quest 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 Ser-
vices 
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 
Mike Harris, District Manager,  
Andy Keiser, Store Manager 
7440 Convoy Court 
San Diego CA 92111 
279-6900 Fax: 858-278-0095 

 

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 - Nat‟l City 
Jose Cueva, Store Manager 
1810 Highland Avenue  
National City, CA 91950 
619-474-4601 
 
Napa Auto Parts, San Ysidro 
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  
mike_knowlton@genpt.com  

 
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 preclude using your 

head." 

Andy Rooney 

 

 (Thanks to  Jim Custeau  

ASCCA 

The driving force behind 

the automotive repair  

industry in California! 

We Thank our Associate 

Members for their contri-

butions to our  

association. 

We encourage all mem-

bers to support these as-

sociate members, as 

they support us. 

 

Thank You! 

REMEMBER: 

MEMBERSHIP  

DOESNôT  

COST . . .  

IT PAYS! 

Support Our Associate Members 



 

 

 

 

 

One of the key benefits to ASCCA membership is the availabil-

ity 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 November 17, 2009—Fire Marshall and CAL-OSHA  

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  

 


