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Meeting
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For additional infor-
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619 -287-4215
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Chapter 24

Automotive Service Councils of California, San Diego,

December 2009

very best of Holiday Seasons.

| (Ml Our best to you!!

Each year we remind you that no matter how you celebrate the
many joyous seasons of December, we wish you and yours the

Take time this year to enjoy one another and to perhaps make a difference
in your community. You will find an article on how to help dur-
ing the holidays on page 8 of this newsletter.

Membership Drive

Mitch Mendenhall
Won the drawing for
"Bringing the most prospective members"

He won a MP3 player donated by Cormax and
a $100.00 gift card donated by National
Petroleum.

Lori Hupp, Bonita Point 76
Won the "New Member" drawing,

She won a Garmin GPS donated by NAPA.

Aamco Transmissions of El Cajon
Won the drawing for prospective members
visiting a Chapter meeting.

A Brigantine gift certificate donated by Na-
tional petroleum.

Powerball Starts Over
January 2010

November 0s
Greg Kelly
Gregbs Automot.

He was not present

Wi nn

January Power Ball $50.00

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!
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2009 ASCCA Chapter 24 Board of Directors

President B
Steve Vanlandingham 619-596-0011 &
vansautomotive@hotmail.com L -

Vice President
W Mitch Mendenhall
e usabrit17@cox.net

619-843-6594

Treasurer
James Justus 619.239.2208
¥ jwjustus@aol.com

Chapter Rep & State Director
Stuart Terry: 619.287.6158
stuartterry@sbcglobal.net

| Past President
Lenny Baker 858.565.7835
samcolb@pacbell.net

Education Rep.
Jim Custeau 619.660.4334
jim.custeau@gcccd.net

Associate Rep.
Ken Yuraitis:

kyyur@aol.com

ASCCA State Contact List
ASCCA Office 800-810-7462

619 807-8367

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 ~
payne@amgroup Pl ease dond

hesitate to call any
of our dedicated
staff for questions
or concerns.

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

-
4
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www.asccaz24.com

San Diego
Byways

San Diego Byways is
published monthly by

San Diego Chapter 24
of the Automotive Ser-

| Director
Gary Anderberg 858.492.5139
gary@zwhizz.com

Director
David Newkirk : 619- 563-6200 ~ Vice Gouncils of Callfor
newkirk@hontech.com nia. You are strongly
encouraged to submit
both original articles
Director and clippings from

other publications.

Ed Abrahim: 858-488-7573
boulevardauto@san.rr.com 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

Director
John Eppstein: 619-280-8315
johnautomotive@juno.com

Director -
Dara Bakhshandeh 619-466-9100 = Submission of
cdautocare@sbcglobal.net 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.

Director
Joseph Rhome: 619-469-1895
info@carrepair.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
Ehat ASCCA Chapter 24 have conducted no investigation into any
epresentations 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




2010 Chanpter 24, Calendar st

) Hotling: GL3230.3751

Date and Time

Location

Topic

Speaker

January 19 ™ 2010
Registration/Social 6:30
Dinner/Meeting:7:00pm

NAPA Distribution Center
7440 Convoy CT
San Diego, CA 92111

Internet, Website and Email

TBD

FRIDAY

February 26th 2010
Registration/Social 6:30
Meeting/dinner: 7:00pm

Chapter 24 dinner meeting will be on Friday this month to coin-
cide with ASCCA Team Weekend held in San Diego. Many
ASCCA Members from other Chapters and staff will be present.

ASCCA member drive. Associate members donating large
prizes. Drawing for new potential members and current
members who bring potential members.

Chapter 24 President
Mitch Mendenhall

Gene Kendall

Registration/Social 5:30
Seminar/dinner 6:00pm

LEY-STADIUM 3805 MURPHY
CANYON RD
SAN DIEGO, CA 92123

Seminar

March 16 " 2010 We will be looking for a Shop meeting.
Reg|§trat|9n/So_cu?1I 6:30 shop to \{olunteer to hold BAR rep. New BAR info -rules
Meeting/dinner: 7:00pm the meeting. :
-regulations
April 20th 2010 HOLIDAY INN MISSION VAL- | Service Advisor RL O6Connor,

Danny Sanchez, or
Vin Waterhouse

Registration/Social 6:30
Meeting/dinner: 7:00pm

7440 Convoy CT
San Diego, CA 92111

May 18 ™ 2010 Johnds Aut omot |Technical &eminar TBD
Registration/Social 6:00 6267 Riverdale St.

Meeting/dinner: 6:30pm SD 92120 619 -280-9315

June 15th 2010 NAPA Distribution Center Social Marketing TBD

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

HOLIDAY INN MISSION VAL-
LEY-STADIUM 3805 MURPHY
CANYON RD

SAN DIEGO, CA 92123

Phone Etiquette

July 2010 Padres game and Happy Hour & Date announced once baseball schedule is out
August 17th 2010 HOLIDAY INN MISSION VAL- | Nomination of 2011 Chapter TBD
Registration/Social 5:30 LEY-STADIUM 3805 MURPHY 24 Officers.
Seminar: 6:00pm CANYON RD Business Management Semi-

SAN DIEGO, CA 92123 nar
September 21st 2010 VY]e will bellookmg fOLaId Election of Officers
Registration/Social 6:30 Sh op to Vo unteer to o
Meeting/dinner: 7:00pm 2 MEEE,
October 19th 2010 HOLIDAY INN MISSION VAL- Installation of officers TBD
Registration/Social 6:30 LEY-STADIUM 3805 MURPHY
Meeting/dinner:7:00pm CANYON RD

SAN DIEGO, CA 92123

TBD

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 Chap-
ter 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.
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ASCCA,

Chapter 24 2010 Officers

Position

President

Vice President John Eppstein

Chapter Rep

Immediate Past Pres.

Mitch Mendenhall

Secretary Dara Bakhshandeh

Treasurer James Justus
Associate Rep Ken Yuraitis
Education Rep Jim Custeau

Steve Vanlandingham

Steve Vanlandingham

State President Stuart Terry
Director Gary Anderberg
Director David Newkirk
Director Joseph Rhome
Director Jerry Kubitsky
Director Antone Estacio
Director Bill Ballard
Director Abraham Chavez

Company Name

Mitchell 1
John's Automotive Care
C & D Auto Care
James Automotive
Car Quest General Parts Inc.
Cuyamaca College
Aut omot i

Vanods v e

Vanbdés Automotilve
Stuart Terry Auto Repair
Z-Whizz Complete Auto Repair
Hontech Automotive Inc.
Bob Bowen's Auto Service
Summit Transmissions

NAPA Auto Parts

Bonita Valley 76

Griffins Automotive Air Conditioning

Be Sure to Thank These Members for Their Service to our Chapter and our Industry.

November 2009 Meeting Recap

On November 17, 2009, Chapter 24 Dinner meeting was held a
Hontech Automotive (Dave and Susie Newkirk) in North Park.
Grace Delizo, area manager, Cal/OSHA Consultation Service
presented a outstanding "Power Point" presentation. Grace
shared with us, a very large amount of information, please click
here for the full presentation; ***** . You may also find this
presentation on the newsletter page of our website. .

Chapter 24 President, Steve Vanlandingham gave a brief over-
view of the Benefits available from Membership in ASCCA.
Reminder, one can save a lot more than the cost of member-
ship by using only a few of the endorsed programs.

Please go to http://www.ascca.com for the full list. We wish to
thank Dave and Susie Newkirk for providing a wonderful meet-
ing room and John, Dave and Joseph for putting it all together.

You may contact Grace at the number listed above for ad-
ditional information pertaining to your shop.


http://www.ascca.com
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‘ January 19" 20108 Registration/Social 6:308 Dinner/Meeting:7:00pm

Internet, Website and Emaill

Email Marketing is a must-have for building your business!

* Easily create the message that's right for you. With Email Marketing, you don't need special technical or design skills to cre-
ate html emails. If you can cut, paste, point and click, you're good to go!

* Customize it to make it look like your brand. Start with any 400+ professional email templates, then make it your own with
your logo, colors, and photos. Use your own imagery to start from scratch.

* Build and grow your own email list. Get started with as few as 5 email addresses, then invite people to join your mailing list or

refer their friends, and watch your contacts grow!

G o o o
ASCCA, Chapter 24

Corporate
Sponsorship Program

The Corporate Sponsorship Program will enable
our Association to continue providing programs
and meetings as well as expand member bene-

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!!

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

0030033083080030350850800303508308008 03508308508 030830850 03035085080 08508308

Automotive Service Councils of Califormnia
v Since 1940

Professionals in Automaotive Service

20030085080080035085085080036088083080080850830800803508308008603508308008603 608308508 60303308008 00803308008 008 08808008 ¢

EMMMMMM

3 What would you
: like to know?

Our March meeting will be with Gene Kendall of the BAR.
He would like to bring to our group answers to the ques-
tions that concern us. In order for him to do this he needs
our input.

Chapter 24 will be sending you an email asking for your
input. Please reply to this email and let us know what you
would like to hear about at our March meeting.

Please take a moment to insure the quality of our meet-
ings. You may send an email right now to chap-
ter24@earthlink.net. Thank you!

Sogog0e0badodadoadbadodiadondoadiodiadandoediodiodandandiodond

WWww.ascca24.cOll)
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Ways to Give this Holiday Season

Posted by Alex Wright

The holidays are not only a time to spend with family and
friends, theyo6re at time of
share of hardships this year; some more than others. If you
are in a place to do so, why not take some time to give back?
There are plenty of charities and volunteer opportunities to
keep you busy throughout San Diego.

Z)a SAN DIEGO FOOD BANK HOLIDAY
’%) DRIVE
// This program is not just for the homeless
—= anymore, as the recession has hit many
@ San Diegans extremely hard. Many fami-
‘ }/%1 year may now find themselves in need.
w\F:l Food bank officials are predicting they will
need over 1 million pounds of food to
there are collection barrels throughout the community, includ-
ing at every Vons and Wells Fargo location. For more infor-
mation on the San Diego Food Bank, visit sandiegofood-

lies who did donate to the food drive last
feed San Diego this holiday. Cash donations are welcome and
bank.org.

TOYS FOR TOTS

Help start off the holiday season
by supporting the United States
Marine Corps Reserve Toys for
Tots Program. Drop off new, un-
wrapped toys at U.S.S. Midway
Kick-Off or any of their other drop
off locations to help less fortunate
children experience the joy of the
holidays.

THE SALVATION ARMY

The Salvation Army in San Diego has numerous programs,
including the Door of Hope (helps house women and children,
pregnant
tation Centers, countless meals for the homeless (particularly
for Thanksgiving and Christmas), and Bikes for Kids program
that grants bicycles to underprivileged youth for Christmas.
Financial donations are in greatest need, as well as food do-
nations that provide meals for the holiday time. Volunteers are
also needed. You can visit their website for more information.

OPERATION CHRISTMAS CHILD

Operation Christmas Child is an annual project put on by an

ieftleeaaitoonaWerkavefalghopd &Gar

viduals provide toys and necessities to be filled into shoe-
boxes to be sent around the world to children living in poverty.
Samaritanés Purse has hel ped
over 35 years. In 2008 alone, more than 8 million shoeboxes
were sent to children living in poverty in more than 100 coun-
tries.

For more information, to purchase a ticket, or to donate, con-
tact Michelle or Christina at mvogel8@gmail.com or
christinaa.cole@yahoo.com.

RONALD MCDONALD HOUSE

The mission of Ronald McDonald House Charities of San
Diego is to provide a home away from home for children and
their families while their child is being treated for serious, life-
threatening illnesses at San Diego Hospitals. Because of the
overwhelming need for housing, the foundation is in the proc-
ess of adding of 47 new rooms for families. They need your
help to reach their goal. Donations and volunteer opportuni-
ties are always welcomed.

A REASON TO SERVICE (ARTS)

ARTS is dedicated to healing and inspiring children facing life
challenges by providing new arts-based programs and educa-
tional opportunities. A healthy way for young children facing
difficult times is to communicate their sadness through artistic
expression. Volunteers and donations are always needed to
help make ARTS programs a success.

Article source: http://www.sdentertainer.com/lifestyle/ways-
give-holiday-season/

A few of our members are partici-
pating in a Toy Drive for the Boys

teemst anflosimgrdchi | d and Girls Clubs of East County. If

you would like to help them out,
contact Stuart Terry at
619 -287 -9626.

P
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Dec e mb eMatianal
Mo n t @afendar

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:

1 National Drunk & Drugged Driving

(3D) Prevention Month

¢ National Write A Business Plan
Month

1 National Tie Month

1 Read a New Book Month
1 Rising Star Month

1 Safe Toys and Gifts Month
T Spiritual Literacy Month

1 Take a New Year's Resolution to
Stop Smoking (12/8 - 2/10)

1 Universal Human Rights Month

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

N December is National Drunk and

Drugged Driving Prevention Month
Posted 12/1/2009 from Hurlburt Field ADAPT Program

12/1/2009 - HURLBURT FIELD, Fla. -- Since 1981, every president
of the United States has demonstrated his commitment to prevent-
ing impaired driving by proclaiming December as National Drunk
and Drugged Driving (3D) Prevention Month. In signing these proc-
lamations, presidents of the United States have urged all Americans
to make responsible decisions, and take appropriate measures, to
prevent drunk and drugged driving. Reducing the incidence of im-
paired driving requires a comprehensive approach, while recogniz-
ing that every community faces different challenges. Some states
and communities will be increasing enforcement of impaired driving
laws through sobriety checkpoints and saturation patrols.

To further highlight the importance of driving free from the influence
of alcohol and drugs, consider the following calendar year 2006
facts from the U.S. Department of Transportation's National High-
way Traffic Safety Administration's March 2008 updated report:

- Alcohol-impaired motor vehicle crashes kill someone every 39
minutes. Drivers are considered to be alcohol-impaired when their
blood alcohol concentration is 0.08 grams per deciliter or higher.
Thus, any fatality occurring in a crash involving a driver with a BAC
of 0.08 percent or higher is considered to be an alcohol-impaired-
driving fatality. The term "driver" refers to the operator of any motor
vehicle, including a motorcycle

- It is illegal to drive with a BAC of 0.08 percent or higher in all 50
states, the District of Columbia and Puerto Rico

- During 2006, 13,470 people in the U.S. died in alcohol-impaired
motor vehicle crashes, representing 32 percent of all traffic-related
deaths

- The rate of alcohol impairment among drivers involved in fatal
crashes was four times higher at night (36 percent) than during the
day (9 percent). Fifteen percent of all drivers involved in fatal
crashes during the week were alcohol-impaired, compared to 31
percent on weekends

- Half of the 306 child passengers ages 14 and younger who died in
alcohol-impaired crashes were riding with the drinking driver

- Forty-five children age 14 years and younger who were killed as
pedestrians or pedal-cyclists were struck by impaired drivers with a
BAC of 0.08 percent or higher

Among drivers involved in fatal crashes, those with BAC levels of
0.08 percent or higher were eight times more likely to have a prior
conviction for driving while impaired than were drivers with no alco-
hol. Continued on Page 7

Contact the Chapter 24 Byways by sending an email to chapter24@earthlink.net
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Dono6t Cut
Your Retirement Savings

This has been a tough year for many
small business owners, and many are
looking for corners to cut to conserve
cash. One corner that you should not
cut unless you are desperate is contrib-
uting to your retirement plan. Not only
do these contributions help you fund
your future retirement, but they can also
provide you with a current tax deduction
when you contribute to a self-employed
retirement plan or to most traditional
IRAS.

The benefit derived from the deductions
for pension contributions is based upon
your tax bracket. The higher your tax
bracket is, the larger the tax savings;
thus, higher-income taxpayers benefit
the most. For example, John and
George both wish to contribute $5,000
to their retirement plans. John is in the
15% tax bracket, and George is in the
35% bracket. Assuming both contribute
to a deductible plan, George will save
$1,750 on his tax bill by making the con-
tribution while John only saves $750.

Here is where some tax-planning strate-
gies come into play. Distributions from
deductible plans are taxable when with-
drawn at retirement, while distributions
from Roth IRA accounts are tax-free at
retirement (provided a five-year holding
period is met and withdrawals are made
after age 59%). Thus, John may find it
more beneficial to make a Roth contri-
bution and forego a current tax deduc-
tion while having tax-free retirement in-
come. George, on the other hand,
would benefit from a nice deduction now
but still may wish to consider the Roth
options. However, he will be barred
from making Roth IRA contributions be-
cause his income exceeds the AGI
phase-out limitations. Instead, George
might consider making a nondeductible
traditional IRA contribution and then
converting it to a Roth IRA in 2010 when
the Roth IRA AGI limitations for conver-
sions are removed.

C o r rfhergarga nugipgr of reggrement ac-

count options available to a self-
employed individual. The 2009 limits for
the most commonly encountered plans
are:

A Tr adi t-iContilautionslam Am-
ited to $5,000 ($6,000 if age 50 or over)
and are deductible, but the taxpayer can
elect to treat the contribution as nonde-
ductible. If the taxpayer participates in
another pension plan, the deductibility
may be limited depending on income.

A Rot hContriRutions are limited to
$5,000 ($6,000 if age 50 or over), and
the contributions are nondeductible.
Contributions are limited for higher-
income taxpayers. The yearly contribu-
tion limit for traditional and Roth IRAs is
a combined limit.

A SHEmplbyed Retirement Plan (SEP)
T The contribution limit is 25% of the net
profits from self-employment (20% of
the net profits before deducting the con-
tribution itself) but not more than
$49,000. If you have employees, you
generally must contribute the same per-
centage amount of their wages for the
year to their SEP accounts (but not
more than $49,000).

A S p o u si&tequénByverlooked
is the fact that the spouse of a self-
employed individual may also be able to
make a contribution to either a tradi-
tional or Roth IRA based on the self-
empl oyed s panpleyméns
income.

There are additional requirements that
must be met for these plans as well as
other options. Please call this office for
further details and/or assistance with
selecting the pension option that best
suits your current situation and your
long-term needs.

San Diego Business
3517 Camino del Ri
San Diego, CA 92108

Phone: (619) 294-4286

San Diego
Business Advisors

S

(0]

Drunk Driving Prevention Month
(Continued)

- In fatal crashes, the highest percentage
of drivers with a BAC level of 0.08 percent
or higher was for drivers ages 21-24 (33
percent), followed by ages 25-34 (29 per-
cent) and 35-44 (25 percent)

- Eighty-four percent (12,491) of the
14,840 drivers with a BAC of 0.01 percent
or higher who were involved in fatal
crashes had BAC levels at or above 0.08
percent; and 55 percent (8,201) had BAC
levels at or above 0.15 percent. The most
frequently recorded BAC level among
drinking drivers in fatal crashes was 0.16
percent

Following these easy steps, a driver can
enjoy a safe and festive holiday without

jeopardizing their life and the lives of the
others who may be on the road:

- Plan a safe way home before the
festivities begin

- Before drinking, please designate a
sober driver and give that person
your keys

- If you're impaired, use a taxi, call a
sober friend or family member, or
use public transportation so you
are sure to get home safely

- Use your community's Sober Rides
programs

- If you happen to see a drunk driver on
the road, don't hesitate to contact your
local law enforcement

- And remember, if you know someone
who is about to drive while impaired, or
ride with an impaired driver, take their
keys and help them make other arrange
ments to safely get to where they are

going

Article Source: http://www2.hurlburt.af.mil/
news/story.asp?id=123179949

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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Open the Curtain

By Barbara Eldridge

Dying has
made Mi-
chael Jack-
son's music
even more
popular now
then when
he was
alive. What
can we
learn from this legend? Well,
when it comes to marketing, it
pays to build a buzz and then
back that up by being the real
deal. It's important to get the word
out about who you are and what
you do. Jackson did it through
record releases, public appear-
ances, concerts, interviews, and
fan clubs.

Barbara Eldridge

Yeah, but that was Michael Jack-
son, you say. It was easier for
him. Is he really that different than
us? If we build a buzz about our
business, position ourselves as a
leader in our field, deliver quality
products and services to our tar-
get market-and are promote-able
and likeable, what's to stop us
from changing the world-or at
least make our mark in our area
of expertise?

Be consistent in how you present
the business/YOU. By identifying
and following a set of core values,
you will have the foundation for
the kind of visibility and credibility
you want. From these values
come the behaviors that create
consistency, integrity and meas-
urement for how you are doing as
a business and business owner.

The most important step to posi-
tioning yourself in the market is
defining yourself. This includes
taking stock of your strengths,
values, goals and personality to
determine the personal messages
you want customers to take away
from their encounters with you.

When you have taken the time to
be consistent to your targeted
audience then:

1. You are perceived as an au-
thority in your field, you gain
credibility.

2. Your performance brands you
as highly experienced, talented,
proven to get results.

3. Recognition starts to come
from leaders in your domain and
adds to your credibility.

4. You find ways to differentiate
what you excel in.

5. You will form alliances with
those who are already perceived
leaders in their domain.

You must be perceived as truly
special, with attributes unique
enough to create a strong and
lasting market position, being
consistent does that. Otherwise,
when money is tight, consumers
will make a necessary if unpleas-
ant choice: They simply won't
look to you to fulfill their needs.

Barbara founded Mind Masters in 1991 as an
organization for entrepreneurs to master the
challenges they face in an ever-changing mar-
ket place. Barbara has a vision of Mind Mas-
ters 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.

Vi sit Barbar aods
www.mindmasters.com

\We

First of the Year
Planning Summit

Join Us;

Friday, January 8th, 2010
9:30am to 3:00pm

Where:

Mission Valley
Resort & Conference Center
875 Hotel Circle, So
San Diego, CA 92108

Cost:

$109 Chapter 24 Members

(includes Lunch)

*Early Bird Special
You will receive $15 off Fees, if registration is
paid in full by December 21, 2009

Included:

Quarterly Planning Workbook

Call Barbara @ 858  -467 -9091
for complete information
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Law Offices of
David Gregory

Every ASCCA member
receives %2 hour of free

legal consultation every

month on any matter,
either business or per-

sonal, with our associa-

tion attorney Dave
Gregory

Ela'\@n

Boost your business
and accept credit and
debit cards today!
Elavon offers ASCCA
members a dis-
counted rate and
many other savings!

California Preferred
Credit Union: Cali-
fornia Preferred also
offers equipment fi-
nancing and other
business programs
designed for the auto-
motive industry.

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

AutoNetTVE

ASC
ASC

T SERVICES

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.

Heartland §5
Payment Systems l(!:ﬂl

A b B4 B St S, st (O

ur fsscwwn Pevaesis onkder

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.

@uickTrac.Biz

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

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.

i's a

INSURANCE

e,
CARS Tools

medi

Member Benefits
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ALLDATA [idieli] A

ALLDATA offers
ASCCA members a
discount off of their
normal rates and
enhanced programs
not available to the
general public.

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.
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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.

IDENTI

FIND FIXES FARTEN

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

a company

Mitchelll 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.

THOMSON

DELMAR LEARNING

ASCCA members
receive a 15% to
20% discount on

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.

Office pEroOT

Todsng Care of Bovonery

Office Depot :Greatly reduced
office supply cost. Stream-
lined business supply order-
ing processi via phone, fax

Thomson

Del afd3nfin® Ro ship

ping

providing

entire catalog of
repair information
products including
Chilton manuals and

CustomerLink O

ASCCA members
get discounts on all
CustomerLink ser-
vices! Make sure
you keep track of
your customers with
CustomerLink

Cobra Systems Inc. is
the OEM manufacturer
of the very successful
Cobr a
minder Sticker print
system for the aftermar-
ket/ auto lube industry.

ASCCA members re-
ceive a $50 discount.

aut omoti ve

chargesi free delivery on any
size order

Sn
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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.

Demandforce Auto is an
online customer communi-
cation system that inte-

60 St r i k egrates sBaenlessly with

your existing shop man-
agement system to send
the right message to the
right customer at the right
time.

serv

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.

These are BRIEF descriptions of benefits. Visit ASCCA.COM for more details
on each Member Benefit / Discount.
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http://www.radiator.com
http://autonettv.com/

