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Here we go closing the last month of the third quarter. 
Hope everyone survived the California summer heat & 
storms. Remember extensions for taxes deadline is Octo-
ber 15th. 

Have you started thinking about 2024?  Start planning 
strategies to closing out 2023 & preparations needed for 
2024. Lift inspection, Employee reviews, Budget planning 
for 2024. For all things “resources” go to ASCCA.com or 
your member portal. 30 free minutes of consultation is at your fingertips.  

Back to school is here. A good time to look at our marketing & see how we can 
get involved to support a teacher or educator. Getting involved in your commu-
nity helps build “Know, Like & Trust” with our clients from our community. This 
is also a great time to see what is going on with our local colleges. Chapter 5 is 
blessed to have 5 Colleges that elevate & teach the future superstars of our 
industry. Are you on an Advisory board? If not, you need to take time to give 
feedback to your local educators & learn what is happening in our field with cer-
tifications & schooling. These students will be looking for jobs and career paths. 
Is your shop ready to onboard an apprentice? Come along & see how fun 
learning is.  

Our next meeting is Tuesday September 5 th at Mijares restaurant in Pasadena, 
6-9pm. Our speaker is Walt Commans, the ASE Western States Consultant. 
He will be speaking to us regarding the Future of ASE with regards to hybrid & 
EV certification, as well as the importance of making a first impression. Ensure 

(Continued on page 2) 
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to RSVP today so you don't miss out.  

Sep 9th & 10th is our BIG Annual training conference. Once a year we 
have the privilege of meeting together with all 16 chapters across the state 
to “Elevate, Unite & Give Voice to Automotive Professionals”. There will be 
special training classes for Service Advisors, Managers, marketers & tech-
nicians. Technical has 2 great tracks to grow your knowledge & advance 
that knowledge to the next level. Plan to stick around Saturday evening for 
the dinner banquet & Silent Auction highlighting our Education Foundation, 
ASCEF. Don't miss this almost sold out event. There are a limited number 
of seats so book now before it sells out.  

 
During Sunday's session the Counsel of Representative will meet to vote 
in our 2024 ASCCA State board of directors. We will hear from the newly 
committed leaders as well as from our beloved Corporate partners & spon-
sors who make events like this possible. So show your support. It's not too 
late to sign up, log-in to your portal via the ASCCA website https://
www.ascca.com/ & sign up today. Click here to get a taste of what to ex-
pect https://www.youtube.com/@automotiveservicecouncilso2706  

Our October Chapter 5 meeting will be socials & comradery at FrogTown 
Brewery. Stay tuned for more info from our planning commission.  

Please GET INVOLVED & flex your ASCCA strength by visiting or even 
joining a local committee. The planning commission & Chapter 5 board 
welcome any who want to see how busy shop owners like yourselves can 
make a difference in our industry & community by volunteering just 1 hour 
of your time a month. Bring your passion & ideas and help build our chap-
ter and our industry! 

 I hope to see you on Tuesday at Mijares and in Costa Mesa at our Annual 
Training Conference the next weekend. 

(Continued from page 1) 

Tim Chakarian 
President, ASCCA Chapter 5 
Bimmer PhD 
1539 E. Walnut St. 
Pasadena, CA 91106 

https://www.ascca.com/
https://www.ascca.com/
https://www.youtube.com/@automotiveservicecouncilso2706
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Our August 1 dinner meeting featured Emily Walling from Eastwall Environ-
mental who gave a short presentation on best practices for storing and han-
dling our environmental waste as regulated by our state agencies.  Emily is a 
former CERS/ CUPA inspector that was employed by the Fire Dept to inspect 
auto repair shops. We emailed a recap of what she shared and she will be at 

our Annual Training Conference on Sept. 8-10 in Costa Mesa. 

Chapter president, Tim Chakarian 
welcoming a new member,  

Francisco Sandocal of FNP Auto 

Shop Drawing  
 

Certified Automotive Specialists in Glen-
dora was drawn in the Shop Drawing, and 

Gene was present to win the $240!  
 

The prize will reset to $200 for our  
next drawing.  

Remember, you must be  
present to win! 
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Sept. 5, 2023- Mijares 
 

Walt Commans, ASE  
Western States Consultant 

and former Membership  
Director for ASCCA Chapter 5 

 

Walt Commans was Membership Director for 
Chapter 5, for many years. He will be giving 

his own personal views on what makes ASCCA Chapter 5 different and why we 
stand out.  
 

Walt will also be speaking on many important topics affecting  
our industry including:  

-The importance of making a good first impression in our industry  
-The new ASE certifications for ADAS and electric vehicles  
-How special certification is required  
-The importance of ASE certification and the direction it is heading  

 

Walt will be bringing prizes to be raffled off at the end of the chapter meeting.  
You definitely don't want to miss this event!  

 

One meal included for Chapter 5 regular or associate member; $36/ea. for all others. 

RSVP on the evite you received.  
If you didn’t receive the evite, contact Joseph at ascca.05@gmail.com 

 

"SHOP OWNERS HELPING SHOP OWNERS" 

Sep 8-10 - ASCCA Annual Training Confer-
ence in Costa Mesa 
Oct  3 - Social Event/ Okoberfest - Frogtown 
Brewery in LA/Atwater Village  

Nov 7 - Gene Morrill - “One thing that will 
improve your life and business.” 
Dec 9 - Christmas/Holiday Party at Court-
yard by Marriott in Monrovia 

UPCOMING MEETINGS & EVENTS 

When: 
Tuesday, Sept. 5, 2023 
6:00 PM – Networking/Dinner 
6:45 PM – Program 
9:00 PM – Finish 
 
Where: 
Mijares Mexican Restaurant 
145 Palmetto Drive 
Pasadena, CA 91105 
Phone: (626) 792-2763  

Menu:  
Taco/Tostada Buffet Soda & Coffee  
Beer, wine, & spirits available at your cost 
 
Cost: 
• One Free Dinner per Regular or Associate Chapter 

Member  
• No Charge for Potential Members up to two times 
• $36/ea. for all others 
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ASCCA 2023 Annual Training  
Conference Register now 

ASCCA Annual Training Conference is back and better than ever! We are 
excited to provide this program and engage in the ASCCA community. We 
have a strong line up of speakers with a focus on effective teamwork, com-
munication and technology. At this year's conference, you will gain tools 
and knowledge to better your social media skills, employee retention, in-
creased sales, team productivity, and day-to-day management. 
 
WHAT:  2023 ASCCA Annual Training Conference  

WHEN: September 8-10, 2023 

MEETING/HOTEL LOCATION:    Crowne Plaza Costa Mesa 

                                                       3131 Bristol Street, Costa Mesa, CA 92626 

STUDENT SUPPORT: ASCCA and the ASC Educational Foundation support student's 
education and introduction into the automotive service industry. We are seeking donations 
to help sponsor students seeking to attend the Annual Training Conference (ATC) event. A 
donation of $199.00 will sponsor the entire registration for one student. Your opportunity to 
donate is located in the additional items on this registration page. 

ASC EDUCATIONAL FOUNDATION (ASCEF) 
On Saturday evening, the Dinner event will be dedicated to raising awareness and funds for 
the Foundation. ASCEF is hosting a Silent Auction, Cornhole Tournament and food and 
drinks. Full registration tickets include access to this event, but the Cornhole Tournament 
will require advanced sign up. The Tournament will be a single elimination event. Space is 
limited.  

Click HERE for the schedule of events and to view this on the website. 

Use the training that we offer. Get active on  
TeamTalk to get help and help others.  

Serve on the ASCCA5 Board of Directors.  
Reach out to non-ASCCA members to get them in-

volved. They’re not your competition. They can 
become partners in the industry, making it better. 

https://automotiveservicecouncilsofcalifornia.growthzoneapp.com/ap/Events/Register/bLqYN1lL/LxeOBz1r?sourceTypeId=Hub
https://automotiveservicecouncilsofcalifornia.growthzoneapp.com/MIC/11667451/11666594/#/E/EventDetail/840422/
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This is a head’s up to prepare for 
our Holiday Food Drive which  
begins immediately. The recipient 
charity is Ascencia in Glendale. 
“Ascencia’s mission is to lift people 
out of homelessness, one person, 
one family at a time.” 
More details will come out shortly, 
but I wanted to give you a heads up 
now. 
Ascencia will also be the recipient 
of funds generated at our Chapter 
Christmas Party/Casino Night on 
Saturday, December 9. 
MARK THE DATE: 12/09/23 at 
COURTYARD BY MARRIOTT IN 
MONROVIA 
GREAT FOOD AND FUN!!! 



Foothill 5 Forum  7 

 

Tax and Business Tips from Norm Blieden, CPA 

The Trouble With 0% Financing 

Companies want to make it easy to buy their big ticket items, especially at times of economic 
uncertainty. A popular technique is to offer 0% financing when you buy furniture, electronics 
and other household items. You can also take matters into your own hands with a credit card 
that offers 0% APR on purchases, balances transferred to the card, or both. 

While paying for goods and services with 0% interest may sound appealing, there are risks 
you'll face that you should be aware of before you take this step. 

What's hiding behind 0% financing 

Here are some of the potential problems hiding behind these 0% financing offers: 

 Special financing offers make it easier to overspend. Psychology Today reported that cred-
it card use can easily result in overspending, and the same is true for loans. The key is to 
understand the monthly payments you are committing to, and ensuring you can handle 
them. At the same time, try to assess your purchase decision. Would you buy this item if 
the 0% offer was not available? 

 Some 0% APR offers come with deferred interest. Hidden in the fine print of some 0% in-
terest offers may lurk deferred interest charges. This means that while you're enjoying 
monthly payments with no interest, the interest charge accrues over time. If you miss a 
payment, have a late payment or haven't paid off the loan by the end of the 0% offer peri-
od, the accrued interest gets added to your unpaid balance. The key is to precisely under-
stand what happens if you miss a payment or don't follow the 0% offer exactly as writ-
ten...before you take the 0% offer. 

 The 0% offer may be impacting the price. Remember, money has value and someone is 
paying the interest cost of the 0% financing. Usually the merchant is hiding the cost inside 
the price you are paying for the item. 

What you can do 

Before considering a 0% interest financing offer on your next purchase, do this: 

 Save up for large ticket purchases. Instead of financing items and ensuring you have even 
more bills to pay each month, start saving for pricier purchases on a regular basis. Even 
better, leverage the value of your savings within higher interest savings account options 
that are now in excess of 4 percent. 

 Turn on your negotiating switch. Whenever you see a 0% offer, there should be a discount 
available to you for paying upfront. Someone is paying the interest and it is probably go-
ing to be you if the financing cost is built into the price you are paying. 

 Pay on time! Finally, if you do think the 0% option is a deal for you... set up auto pay-
ments. Most of these deals are unforgiving and punitive if you miss a payment, so auto-
mate them to avoid this possibility. 

 

 

(Continued on page 8) 
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Your Home is a Bundle of Tax Benefits 

There are many tax benefits built into home ownership. Here is a review of the most com-
mon. 

The home gain exclusion. When you sell an asset for a profit, it creates a taxable event. 
If the asset, though, is your primary residence, you can exclude up to $250,000 ($500,000 
if married filing jointly) of these gains. Special rules do apply, but this is a major tax benefit 
of home ownership. How to take advantage: You must live in your house for at least 2 of the 
previous 5 years to qualify for the home gain exclusion. Start planning now if you think 
you'll be selling your house in the near future so you can qualify for this tax break. 

Itemized deductions. Mortgage interest and property taxes are two deductions you can 
claim as a homeowner. The interest is deductible on the first $750,000 associated with 
loans secured by your primary and secondary residences ($1 million for mortgages under-
written prior to 2018), while up to $10,000 of property taxes may be deducted. You may al-
so deduct points paid as an itemized deduction over the life of your mortgage. How to take 
advantage: You need to itemize your deductions to take advantage of these tax breaks. Con-
sider bunching your mortgage interest and property taxes with other itemized deductions 
such as charitable contributions, taxes and excess medical expenses to try and exceed the 
standard deduction for your filing status. 

Free rental income. You can rent out your home for up to two weeks and not claim the 
income. While you cannot deduct expenses in this scenario, this is a great tax break if your 
home is located next to a popular landmark or a major event. How to take advantage: Keep 
track of how many days you rent out your home so you don't go over the 14-day limit. If you 
rent your house for just 15 days over a given year instead of 14, you'll owe taxes on all rental 
income for that year, including the first 14 days. 

Home office deduction. If you use a portion of your house exclusively as a home office, 
you may be able to deduct certain expenses such as mortgage interest, insurance, utilities, & 
repairs. How to take advantage: To qualify for the deduction, you generally must use this 
portion of your house exclusively for business purposes on a regular basis. So be sure to un-
derstand the limitations of this deduction. 

Your house is a great place to control the amount of tax you owe, but only if you know the 
rules and can apply these rules to your situation. Use this information as a starting point to 
see if there are ways to leverage your home's tax benefits. 

As always, should you have any questions or concerns regarding your tax situation please 
feel free to call Norm Blieden, CPA (626) 440-9511 

 

 

 

(Continued from page 7) 
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Vehicle Delivery Process: The First Step to Your 
Next Sale 

The transaction isn't the end of the process—it the beginning of the next sale.  

By Joe Marconi - This story was originally published in Ratchet+Wrench on Aug. 23, 2023 

Every fall I have my chimney cleaned. For years, I would search for a reputable local company. 
Then, 10 years ago, I met Mike at AAA Chimney, and he became my go-to guy. Each year, Mike re-
turns and earns my trust over and over. You may wonder if it's because he cleans my fireplace better 
than anyone else or if it's the price. While those are reasonable questions, the real reason why he gets 
my business year after year is simple: Before he leaves my home, Mike takes the time to review ex-
actly what he did, gives me tips on how to best care for my fireplace and then he books the next ap-
pointment for the following year. In essence, he performs what we know as a vehicle delivery pro-
cess, or in Mike’s case, a chimney cleaning delivery process.   

Performing a comprehensive vehicle delivery process and booking the next appointment in our in-
dustry is nothing new. Many shops have been doing it for decades. However, there are still many re-
pair shops that have not adopted this goldmine strategy. The vehicle delivery process helps to create 
that memorable experience that gives the customer a compelling reason to return. When combined 
with scheduling the next appointment, your repair shop stays branded in your customers’ minds, im-
proving customer retention and helping to ensure future sales.   

The auto repair business today is not like it was. Even 10 years ago we would measure customer re-
tention with a factor of four, meaning that customers visited your repair shop about four times a year 
for routine services. Today, unless there’s a breakdown or a warning light, you’re lucky to see your 
typical customer once a year for routine service. Consumers these days don’t have the same sense of 
urgency regarding vehicle maintenance as they once did. Just think about all those customers who 
have traveled over 15,000 miles in their vehicles since their last oil change. This trend has been slow-
ly creeping up for the past 15 years, if not longer.    

There’s another factor we need to consider: if the length of time between visits is too long, the aver-
age consumer loses some of the emotional connection they have with their repair shop. What you 
don’t want to happen is when the oil maintenance light does come on, your customer just finds the 
most convenient shop to get the oil service done. Think that doesn’t happen?   

Unless you're fortunate enough to be in a heavily populated area with no competition, and car counts 
are never a problem, you will benefit from a well-defined vehicle delivery process; a customer touch 
point that brings the entire customer experience full circle. Vehicle delivery is never a transaction. It 
is an opportunity to keep building the relationship. It’s also essential that your service staff discusses 
and books the next appointment. Everyone reading this knows that booking the next appointment is 
a strategy being done by dentists, doctors, hairdressers, nail salons, eye doctors, pet groomers, and 
yes, even Mike at AAA Chimney.   

Booking the next appointment is not limited to oil change services either. Just consider all those rec-
ommendations you make on just about every car you service each day. Why not create a process that 
helps to fill up your calendar with profitable future services needed by your existing customers? 
Don’t rely solely on your CRM program either. The impact of an engaging vehicle delivery process is 
powerful.   

Every customer that leaves your shop today will need future services and repairs. The question is: 
Where will they go? Make your vehicle delivery process your first step to your next sale.   

 

Ratchet+Wrench is the leading progressive media brand exclusively serving auto care center owners and operators through examin-
ing in-depth real world struggles, successes and solutions from the industry. It provides our readers and users the inspiration, tools 
and motivation to help them succeed in the auto care center industry. 

https://www.ratchetandwrench.com/
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Curating the Customer Experience 

How collecting customer information can improve your service. 

By Lindsey Gainer -  This story was originally published in Ratchet+Wrench on Aug. 22, 2023 

 

“May we contact you with specials from time to time?”  

It’s a simple question, but one that can change the way your shop operates in important ways. Keeping the 
lines of communication open with customers after their car pulls out of your garage is imperative to continue 
building trust and encourage a return visit. 

Gregg Rainville is the chief revenue officer for Mechanic Advisor, a digital platform specializing in automated 
marketing solutions for the automotive industry. Of all the information you can collect from a customer, he 
says, there’s nothing more important than their contact details and permission to stay in touch with them 
once the repair is finished. He explains why here.  

As told to Lindsey Gainer  

Build Data Collection into Your Check-In Process  

It’s important for a shop owner to collect cell phone numbers, emails and mailing addresses from every cus-
tomer that comes through the door. This should be part of every check-in process, no matter what the job. 
How can you accomplish this? It’s simple, really … just ask!  

Have your front desk or service counter tell each new customer that the shop sends out specials, repair up-
dates or shop news through email and text, then have them ask for their contact information and permission 
to reach out. You can even create a script, so they don’t forget to bring it up … something along the lines of “If 
you check this box, we can send you specials from time to time" or "This allows you to be part of our VIP club 
where we will text you specials every now and then." I’ve even seen shop owners pay bonuses to the service 
counter based on the number of cell phone numbers they collect—it’s that important. 

If your shop is using digital customer management software, the request and permission is likely built into the 
flow of data entry. If you’re collecting information through paperwork, make sure the customer gives their 
permission in writing, either on their intake forms or invoice. Provide a section where they can opt-in and sign 
off to receive texts or emails moving forward, so you have their permission on record.  

Putting the Data to Work  

Not only does having a customer’s contact information allow you to ensure they’re satisfied after the visit—
since you can ask for feedback and send surveys—you can also use it to request that they leave you a review on 
websites like Google, Yelp, Facebook, etc. to help grow your reputation online.   

Most important, a database of contacts is the foundation upon which you can build an effective marketing 
strategy. Sending specials, referral programs and shop news through email, text and direct mail is an ideal 
way to encourage return business. There are many reputable software programs and marketing companies 
that can help a shop build a marketing schedule and set up reach-out sequences after a visit to gauge customer 
satisfaction, build reviews and improve customer retention. In many, you simply ‘set it and forget it.’ You’re 
enhancing your customer’s experience and boosting retention without even having to think about it!  

Always Respect Your Customer’s Preferences  

Of all the information you can collect, I would say getting a cell phone number for texting is the most im-
portant. In today’s world, people are glued to their smartphones and like quick conversations, updates and 
specials sent to them through text messages. This is the way most younger customers prefer to communicate, 
and many of the older ones as well. I actually had a shop owner tell me once that he now feels like phone calls 
are intrusive, like someone is kicking in his door, and he prefers text messages from the businesses he patron-
izes. I think a lot of people feel the same way, that’s why it’s important to ask the customer what they prefer 
when you check them in and then contact them accordingly. Always communicate with your customers in the 
way they select, even if it’s not necessarily your preference. They’ll appreciate it, and be more receptive to fu-
ture outreach.  

Use technology to your advantage!  

https://www.ratchetandwrench.com/
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Annual New Car Ownership Costs Boil Over $12K  
Written by Brittany Moye, AAA 
Published in AutoBodyNews.com on  Aug. 30, 2023 

 

AAA’s Your Driving Costs (YDC) has been a reliable data source for the expenses associated with 
owning and operating a brand-new vehicle for more than seven decades.  

Based on the latest figures, the average cost of owning and operating a new vehicle in 2023 has 
increased significantly, with an annual expense of $12,182 or a monthly cost of $1,015. This is a 
sharp increase from 2022 when the average yearly cost was only $10,728, or $894 monthly. 
  
The overall average manufacturer’s suggested retail price (MSRP) of the new vehicles in the 
2023 YDC study is $34,876. This is $1,575 (4.7%) higher than last year.  

“It’s important for car buyers to clearly understand the costs associated with owning a new ve-
hicle,” said Greg Brannon, AAA’s director of automotive research. “Due to global supply chain 
issues and constrained inventory of new vehicles, car prices rose dramatically in 2022. And 
while the situation continues to improve, the spillover effects are keeping prices high.”  

It is important to note MSRP does not always correspond to a consumer’s actual purchase price 
and may vary depending on demand. Furthermore, a higher sticker price directly impacts fi-
nance costs, with this year’s vehicles boasting an average annual finance charge of $1,253, a 
staggering 90% increase from the previous year.  

The change in the annual cost of owning a new vehicle is also likely driven by:  

• Depreciation, which is the difference between the car’s value upon purchase and the value 
of the car when sold. According to this year’s YDC projections, new vehicles are expected to 
depreciate by an average of $4,538 per year over five years of ownership, up 24% over 
2022.  

• The jump in new vehicle prices (up almost $1,600) compared to used vehicle values that 
have experienced a decline in the past year.   

• Automakers across the board have focused on producing more oversized, luxurious, and 
expensive vehicles, loaded with extra features that bump up prices even more.  

Compared to last year, one of the higher annual cost categories was fuel, but this year’s aver-
age cost per mile has decreased by roughly 2 cents per mile. It’s worth noting the cost of charg-
ing EVs has actually increased, by almost 2 cents per kWh over last year, from 13.9 cents per 
kWh to 15.8 cents per kWh. The increase is likely accounted for by higher-than-expected infla-
tion, according to the U.S. Energy Information Administration (EIA). 

Given their size, fuel economy and prices, it should come as no surprise that ½-ton pickups 
have the highest average driving cost among all vehicle categories covered in the YDC study. 
Interestingly, the pickup truck market has slowed over the last 12 months as gas prices trend 
high and financial costs climb. Pickup trucks excel at hauling and towing, although many buyers 
do not use them for these purposes. Potential buyers should remember the unique capabilities 
of pickups come at a high cost of more than $1 per mile. 

“The once popular pickup truck is now seeing a slight decline in demand as these vehicles have 
become increasingly expensive, rivaling the price of many luxury cars,” said Brannon. “As inter-
est rates continue to climb, this adds a layer of expense per month that consumers should con-
sider when shopping for their next vehicle.” 

Source: AAA 

Submitted by Gene Morrill, published by AutoBodyNews.com 

https://www.autobodynews.com/annual-new-car-ownership-costs-boil-over-12k.html
AutoBodyNews.com
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Here’s an opportunity to inspire the next generation of young people to get excited about a career in 
Automotive Technology. We had a booth there last year and we want to have one again this year. Who 
of our shop owners will join us this year? Let Joseph know you want to be a part of this great event! 
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Now is the time to create 
your member login and 
profile. Stay in touch! 
Pay your dues online.  

DISCLAIMER 
The Automotive Service Councils of California, their officers, board members, employees, members and affiliates in no 

way warrant the quality, competency, or merchantability of any goods or services advertised in this publication. In connec-
tion with this disclaimer, the Automotive Service Councils of California in no way warrant or insure the goods or services 
described herein, and each and every individual contracting with these manufacturers shall do so at their own risk. Fur-

thermore, individuals utilizing these services are forewarned that the Automotive Service Councils of California have con-
ducted no investigation into any representations made in any advertising, literature, or ad distributed by the advertisers in 
this or any other publication. Additionally, please be advised that the opinions and comments expressed by the contribu-

tors to this periodical are those of the contributors alone and do not necessarily reflect the opinions of the Automotive Ser-

vice Councils of California, or ASCCA Chapter 5, or their officers, directors, members or staff. 

→→→ 
Have you 

created your 
member  

profile yet? 
 

Go to 
ASCCA.com 
and click on 

“Member 
Login” to 

create your 
profile. From 
there, you can 

pay  your 
dues, get info. 

and more! 
→→→ 
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ASCCA CODE OF ETHICS 

1. To promote good will between the motorist and 

the automotive industry. 

2. To have a sense of  personal obligation to each 

individual customer. 

3. To perform high quality service at a fair and 

just price. 

4. To employ the best skilled personnel  

obtainable. 

5. To use only proven merchandise of  high  

quality, distributed by reputable firms. 

6. To itemize all parts and adjustments in the 

price charged for services rendered. 

7. To retain all parts replaced for customer  

inspection, if  so requested. 

8. To uphold the high standards of  our profession 

and always seek to correct any and all abuses 

within the automotive industry. 

9. To uphold the integrity of  all members. 

10.To refrain from advertisement which is false or 

misleading or likely to confuse or deceive the 

customer. 
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Chapter 5 Associate Members 

Hanson Distributing Company, Inc Dan Hanson 626-448-4683 hansonmrktg@aol.com 

Hawley Insurance Services Bruce Hawley 714-865-2907 
bruce@hawleyinsuranceservices
.com 

Highpoint Distributing Tim Huddleston 805-584-0030 tim@irwindalespeedway.com 

Jasper Engines & Transmissions Randy Lewis 909-717-9950 rlewis@jasperengines.com 

Mark Christopher Auto Center Joe Gomez 562-221-6273 jggomez@markchristopher.com 

Norm Blieden CPA Norm Blieden 626-440-9511 norm@bliedencpa.com  

Undercar Plus Blake Avelar 310-350-3083 blake@undercarplus.com  

Van de Pol Petroleum Wes Powell 562-236-1000 wpowell@ineedoil.com 

Be sure to use the evite electronic invitation to RSVP.  
If you didn’t receive it, contact the Chapter 5 office  

at ascca.05@gmail.com 

mailto:hansonmrktg@aol.com
mailto:bruce@hawleyinsuranceservices.com
mailto:bruce@hawleyinsuranceservices.com
mailto:tim@irwindalespeedway.com
mailto:rlewis@jasperengines.com
mailto:jggomez@markchristopher.com
mailto:norm@bliedencpa.com
mailto:blake@undercarplus.com
mailto:wpowell@ineedoil.com
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ASCCA State Contacts 

State Office in Sacramento……………….....……….….(800) 810-4272 
 
President  
 Lee Chesnin…………………………..…..…...…....  (310) 393-9889  
 
Executive Director 
 Gloria Peterson...(800) 810-4272 x104 or     GPeterson@amgroup.us 
 
Deputy Executive Director 
 Anne Mullinax…..(800) 810-4272 x116 or  AMullinax@amgroup.us 
 
Membership Services  
 Jacob Gray ……………(800) 810-4272 x137 or  JGray@amgroup.us 
 
Accounting Executive 
 Nito Goolan……......(800) 810-4272 x103 or  NGoolan@amgroup.us 
 
Manager Digital and Social Media 
 Sarah Austin…….....(800) 810-4272 x110 or    SAustin@amgroup.us 
 
Events Manager 
 Becky McGuire…..(800) 810-4272 x118 or   BMcguire@amgroup.us  
 
Communications Manager 
 Ryan King…………......(800) 810-4272 x122 or RKing@amgroup.us 
 
ASCCA Attorney  
 Jack Molodanof  ......................…(916) 447-0313 or Jack@mgrco.org 
 
 

Government Offices/Contacts 

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

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

Find your US Legislator 
https://openstates.org/find_your_legislator/ 
 
 
 

Find your California Legislator 
https://findyourrep.legislature.ca.gov/ 
 
 
 

Find Everyone in the Government Whose 
Decisions Impact You 
https://www.commoncause.org/find-your-representative/addr/ 

 

Executive Board 

 
 President…………...…….Tim Chakarian  
 Phone……………………. (626) 792-9222 
 Email…….…………….tim@bmwphd.com 

 
 

 Vice-President…………..…Wendy Lucko 
 Phone……………………. (626) 340-9790 
 Email……….…......wllucko@pasadena.edu  
 
 Secretary…………………..Ani Papirian 
 Phone ..…...………….(818) 512-3948 
 Email….ani.papirianlawoffice@gmail.com 
 
 Treasurer…,,,………...Thomas Maimone   
 Phone……………….……. (626) 676-0659 
 Email.……..Thomas.m@crowncitytire.com 
 
 
 
    

  

 
Board of Directors 

  
 Randy Lewis……………... (909) 717-9950 
 Johanna Reichert………… (626) 792-9222 
 Craig Johnson……………. (626) 810-2281 
 Gary Papirian…………….. (323) 255-5566 
 Kirk Haslam……………… (626) 793-5656 
  
  
 

Committee Chairs 

Seminars & Programs 
   Wendy Lucko…..(626) 340-9790 

Government Affairs 
   Open 

Associate Member Board Rep. 
   Randy Lewis…….(909) 717-9950 

Membership 
   Open 
 

 

 
Chapter Rep 

 

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

 

Chapter Staff 

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

 

ASCCA Chapter 5 2023 Board of Directors 

Chapter Contact Information 
Mailing Address: 

1443 E. Washington Blvd. #653 
Pasadena, CA 91104-2650 

 

Phone: (626)296-6961 
Text/Cell: (818)482-0590 

email: ascca.05@gmail.com 
Website: http://www.ascca5.com 
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