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Ocktoberfest at Frogtown Brewery was a huge success! 
Thank you everyone for coming out & bringing your crew. 
One of my favorite benefits of this association is gathering 
together with colleagues & peers, sharing stories, experi-
ences & great food and drink.  

As times get tougher, sticking together as a united 
brotherhood is yet another of our strengths in ASCCA. I’m 
sure you’ve all felt the dip in car count & quality of cus-
tomers. Everyone of us is trying to find a few ways we can save costs. But this 
is when being an ASCCA member pays off. Taking advantage of the benefits 
from our corporate partners, the resources, the training, knowledge, tooling, ed-
ucation, coaching… has taught us how to raise the tide for all ships. After all, 
Chapter 5’s mission statement is “Shop Owners Helping Shop Owners.”  

November is an excellent time for us as business owners to review our 
budget, re-strengthen our team, and find value in our staff. Plan for 2024. One 
of my favorite authors JCW once said, “Every day we are not preparing, we are 
repairing.” Focus on the strength in your people as you move forward. “Add 
value to people.” The culture we create in our shops and the examples we set for 
our team are the benefits we will reap in 2024.  

Friends, if you have not raised your labor rate already this year, please make 
it a point to attend the November Team Weekend  in Sacramento for leadership 
training. See how our great association comes together quarterly for member-
ship meetings, budget planning, updates on legislation & so much more. Make 
an intentional decision, a commitment, to attend these events that elevate our 
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businesses, our chapters & our industry. Join me & many other chapter mem-
bers who make the effort & commitment to our core purpose… “Elevate Unite 
& give voice to automotive professionals.” 

Locally, at our favorite Mexican restaurant, Tuesday, November 7th will be 
our next chapter meeting. Our very own Gene Morrill, owner of Certified Auto-
motive Specialists, 2 locations, a business development coach for Elite Interna-
tional, and past Chapter 5 president, among many other hats he wears, will be 
sharing with us: “How shop owners transformed to reach greater profit and 
productivity in their shops and lives.” Don’t miss this inspiring meeting and re-
member to bring a fellow shop owner with you.  

As school semesters go in full force remember to participate in your local 
advisor meeting. Our educators need our support. We are privileged to have 5 
colleges in our chapter. Are you on one of those advisories? If not, support the 
independent aftermarket & see how you can be a part of the future of our indus-
try.  

Just a heads up… we are planning a seminar early in 2024. What would you 
like so learn about? If you know of a topic or an instructor that would benefit 
our Chapter 5 members, please let us know. Send Joseph an email at 
ascca.05@gmail.com and he will let the planning team know. If you would like 
to help in planning our next seminar, you are welcome to join the team. They 
meet via Zoom, so travel isn’t an issue. Again, let Joseph know and he will get 
you connected. 

I look forward to seeing you on Tuesday, November 7 at Mijares for our 
monthly dinner meeting. In addition to hearing from Gene, we will also present 
to you our slate of candidates for Board of Director officers for 2024-2025 
which we will vote on in January. 

If you haven’t RSVP’d on the evite yet, please do so as soon as possible so 
we can have an accurate count. 

And don’t forget our food drive! (see page 3) 

Thank you. 

(Continued from page 1) 

Tim Chakarian 
President, ASCCA Chapter 5 
Bimmer PhD 
1539 E. Walnut St. 
Pasadena, CA 91106 
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We are collecting nonperishable food items at each  
general meeting starting at the October meeting and our goal is to 

donate over 200 cans or items to Ascencia in December. 
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Nov. 7, 2023- Mijares 
 

Gene Morrill -  “Case studies 
of shop owners’ pathways to 

success” 
Tips, Tricks and Methods of 

Success  
 

 
Former Chapter 5 President and Board member, Successful owner of 
Certified Automotive Specialists in Glendora (now expanded to two 

shops,) and business coach with Elite International, 
Gene will draw from his decades of experience and share with us 

some case studies of how shop owners transformed to reach greater 
profit and productivity in their shops and lives. 

 
 
 
 

One meal is 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" 

Nov 7 - Mijares - Gene Morrill:  
 “Case Studies of Shop Owners’ 
 Pathways to Success”  
 

Dec  - TBD 
Jan 2, 2024 - Mijares - Maylan Newton 

UPCOMING MEETINGS & EVENTS 

When: 
Tuesday, Nov. 7, 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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Once again, our Oktoberfest social event at Frogtown Brewery 
was a great success! 36 owners, associates, friends and family 

enjoyed each other, deepened friendships and had fun. 

Shop Drawing  
 

We didn’t have a shop drawing at  
Frogtown in October,  

but we will in November! 
 

The prize will be $200 for our  
next drawing.  

Remember, you must be  
present to win! 
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Understanding and Retaining Your  
Young Technicians 
By Nolan O’Hara  

This story was originally published in Ratchet+Wrench on July 30, 2023 

Developing young techs and helping them reach their goals is vital to the industry.   

When Ross Colket made the decision to open Colket Automotive Technical Services in Lansdale, Pennsylva-
nia, back in 2007, he knew exactly who to call. At the time, Colket taught classes at the Carquest Technical 
Institute (CTI), and he had a student who stood out to him.   

“I was very impressed with his mechanical skillset,” Colket says.   

So Colket gave him a ring when he opened up his shop, and that student worked for Colket for about two 
years before taking the leap and diving into shop ownership himself. Since then, Colket has made a habit of 
hiring and developing young, fresh-out-of-school technicians, with many having gone on to see success 
throughout their professional careers.  

Finding and developing good young techs is vital to the industry as older techs retire and fewer people enter 
the field, leaving a widespread shortage of technicians. At the same time, it’s just as important for shops to 
create pathways for fresh techs to develop and reach their personal career goals.   

But finding good young techs and establishing pathways for their personal and professional development 
doesn’t come without its challenges.   

 

Generational Challenges  

Colket has successfully found good, fresh techs fairly regularly—he says he currently has two good younger 
hires working for him now—but he’s well aware not every tech who makes it through school is guaranteed 
to succeed or will be the right fit for his shop.   

In reality, he says, really only two out of every 20 students in a graduating class will be poised for success in 
the industry. There are a couple of reasons why.   

When Colket was growing up, he lived on a farm and his family ran a brick manufacturing business. He 
grew up with a very mechanical background, having worked on cars and farm equipment for the family busi-
ness and all before he’d entered the auto industry.   

But he says nowadays with how complex car repair has become that fewer and fewer people are growing up 
fixing their own vehicles, and thus have lost that mechanical background. On top of that, there are fewer op-
portunities for the current generation to gain experience with vehicle repair prior to school.  

For many, tech school is their first time under the hood of a car.   

“I had conversations with some tech school teachers, and it used to be, you know, they would get into doing 
quite a bit of repair on a high school level,” Colket says. “Now it’s more lefty, righty … ‘This is a washer; 
this is a nut.’ They’re starting on a much more (basic) level.”   

Additionally, much of what students are learning in tech schools is outdated, says Jim Cokonis, a longtime 
industry trainer, teacher and curriculum developer.   

“You have a guy who learned and did a great job on an old coach flat-tire changer and a bubble balancer and 
you put him in a shop with modern equipment, and he doesn’t even know how to run it,” Cokonis says.   

That requires shops to retrain young techs after bringing them on.   

 

Training and Inspiration  

At Colket Automotive Technical Services, training—or retraining—young techs has become part of what 
they do. Colket says when they hire a fresh-out-of-school tech, they’ll have them shadow a more experienced 

(Continued on page 7) 
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tech.   

When applicable, they take time for collective teaching moments. If the shop is struggling with a diagnostic 
issue, Colket is on the shop floor helping the crew figure it out. He also takes one-on-one time with young 
techs, always willing to teach and train. The techs just need to absorb the information and retain it.   

It’s all part of the team environment Colket has worked to build. Training isn’t something they do just a couple 
times a year; rather, as Colket says, “It’s a part of the day-to-day operations” of the shop.   

While Colket has had success developing young techs, other shops often struggle to relate to younger genera-
tions, Cokonis says. Some who have been working in the industry for some time have the perception that Gen 
Z doesn’t have a strong desire to work; however, Cokonis has a much different perception.   

“Some of the older instructors, bosses, managers they have, even older than Boomers, they have what they call 
Silent Generation or World War II-era mentality about discipline in the shop, and they wonder why they strug-
gle with young people,” he says. “That’s as honest as I can be in the assessment of what I have watched tran-
spire.” 

Cokonis says younger generations, Gen Z in particular, are really working to understand a healthy work-life 
balance.   

“You’ve got them in every Friday night, every Saturday, working six days a week with a day off in the middle 
of the week. And they have friends and they have recreational activities and things like that,” Cokonis says, 
“and the job environment isn’t inspiring to them in the long term. So, you’re going to have troubles with reten-
tion and attendance.”  

Instead, shops can inspire new hires by identifying their goals and creating pathways for their newbies to reach 
them. Both Colket and Cokonis noted it’s important to have conversations about goals and interests early on.   

The purpose of that is twofold: First, if you can put new hires in a position that fits their interests, they’ll auto-
matically be more invested in their work. And second, not every shop will be able to help their staff members 
reach their end goal. They might be a stepping stone, with both the owner and the employee knowing eventual-
ly the latter will move on.  

But, Cokonis says, “You should be willing to invest the time to get that person as far as you can get within 
your organization.”  

Colket says that at his shop currently, he doesn’t have anyone looking to move on. A big part of that is giving 
new hires opportunities related to their interests while putting them in positions to succeed. If the shop inspires 
new hires to reach their goals—whether (that's) shop ownership, specialty repairs or becoming a service advi-
sor— they’ll be more invested and dedicated to their work.   

It’s a win-win for the shop and the employee.  

“You need to be supportive of them in training, identify the training opportunities in your area,” Colket says. 
“… The biggest thing is to support them in it. Pay for the training. Don’t expect them to pay for it. The better 
they get, the more money they’re going to make.”   

And the better off the shop will be. Colket says he had an accident last fall that caused him to take some time 
off. While he was gone, the shop ran itself. “I was out of work for two-and-half weeks and they handled it top 
to bottom,” he says.   

 

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. For original article, click here. 

(Continued from page 6) 
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Joe's Blog: A blog by Joe Marconi in  
AutoShopOwner Team 
 

Original Content From: https://www.autoshopowner.com/blogs/entry/472-three-
simple-steps-to-improve-customer-retention-sales-and-profits/  

 

Three Simple Steps to Improve Customer Retention, Sales, and Profits  

Entry posted by Joe Marconi in Customers Saturday at 11:18 AM 

Nearly every car that leaves your auto repair shop today will need some sort of 
service or repair in the future. The question is, will your customers take their car 
back to you? In this blog, I will discuss three simple ways to increase your cus-
tomer retention rate, which will also increase sales and profits.  

First, ensure that the entire customer experience is amazing; from scheduling 
the appointment, vehicle write-up, the sales process, and especially car delivery. 
A poor experience could result in a lost customer. Remember, an amazing cus-
tomer experience tells the customer, “We want you back!”  

Second, spend time at car delivery reviewing all the work that was done that 
day. Make the customer feel good about the decisions they made regarding the 
repairs or services done that day. Discuss all future services, recommendations, 
and any deferred work. Engage in conversation and always look to build a rela-
tionship with your customers.  

Third, and the most important, make sure that your service advisors are in-
forming all customers of their next service appointment, and book that appoint-
ment. This step is crucial. As a business coach, I get pushback on this from shop 
owners and service advisors stating that their customers don’t want to book the 
next appointment. This is nonsense. Your dentist books your next visit, and so 
do your pet groomer, your doctor, hairdressers, eye doctors, and HAVAC com-
panies. In fact, I got a reminder call the other day from the company that cleans 
my fireplace chimney about my October 26th  appointment. So, please, no ex-
cuses!  

The bottom line is this. One of the best ways to build a more profitable company 
is to pay attention to the customers right in front of you every day. Create an 
amazing experience each time, and make sure you perform the car delivery with 
such execution that it gives your customers a compelling reason to return to you. 

Shared by Gene Morrill of Certified Automotive Specialists in Glendora 

https://www.autoshopowner.com/blogs/entry/472-three-simple-steps-to-improve-customer-retention-sales-and-profits/
https://www.autoshopowner.com/blogs/entry/472-three-simple-steps-to-improve-customer-retention-sales-and-profits/
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The Right Fit: Making Job Descriptions  
Work for You 
 
By Tess Owings This story was originally published in Ratchet+Wrench on Oct 17, 2023 

Help your team members clearly understand expectations using these helpful tools.  

 

How many of you have had an issue with an employee who’s just not performing up to your expectations? 
Chances are, you’re nodding your head in agreement. Well, do they know what your expectations are and how 
they’re being measured?   

Dwayne Myers, co-owner and managing partner of Dynamic Automotive, a six-location powerhouse in Mary-
land, had a eureka moment after conducting performance reviews. He had a staff member who just wasn’t per-
forming the way Myers hoped. During a conversation with human resources, he realized that it wasn’t, as he 
thought, “common sense,” what this staff member should be doing.   

“It was pointed out to us that we were trying to discipline someone when they didn’t know what’s right and 
wrong,” Myers says.   

He needed to spell it out in the form of a job description.   

Myers and Ben Nielsen, owner of the seven locations of Ben Nielsen’s Skyline Automotive in Virginia, have 
job descriptions for every position within their organization. Not only do they help set expectations, but they are 
also useful for growing the company and are handy in preventing liability in the extreme case that an employee 
needs to be terminated and you need to back up your reasoning. It also helps with retention and creating im-
provement plans for staff.   

Job descriptions may seem like as Myers once thought “common sense,” but they help with communicating 
clear expectations and setting the tone for new hires. Here are some tips for making job descriptions work for 
you.    

 

Write with Purpose  

Create the description for the job that is needed, not for the person that you are writing the job for. Nielsen says 
this was the biggest mistake that he made in the beginning. He wrote the job descriptions for his current staff 
based on the person’s strengths and the tasks that they were currently performing rather than what the position 
needed to be in order for the company to grow. Once he realized that, he became more purposeful. He’s grown 
his company to seven locations by first creating an organizational chart that shows what’s needed to be done to 
get to certain annual revenue goals and then, once that’s built, he puts in positions that are needed without 
names and then he backfills those.   

 

Be as In-Depth as Possible   

Myers would love to have one-page job descriptions, which he’s seen, but it’s just not realistic when you’re as 
detailed as he is. If you work for Myers, you know exactly what you’re getting yourself into, down to the noise 
level of the shop.   

“What’s the noise level? Why does that matter? Someone could have hearing loss and may not be able to be in 
that area. Some people may think it’s common sense but it’s not. It lays the whole job out. You sign it and you 
understand it,” Myers says.   

(Continued on page 10) 
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Myers and Nielsen’s job description include what each position is responsible for and the various duties that 
will need to be performed. Nielsen adds that he adds in information about his company and its mission and 
Myers adds critical information such as who you should report to; who, if anyone, reports to you; and pay 
structure.   

 

Lay Out Expectations Right Away   

Both Myers and Nielsen present job descriptions during new hire onboarding and can also use them during the 
interview process if the applicant has questions about specific duties or what the job entails.   

“If they’re curious about what the job is, you can show it to them,” Myers says.   

Presenting these right away can help cut down on hiring people who are not a right fit.    

 

Use to Back-Up Expectations   

During performance reviews, Myers will use his job descriptions to discuss any expectations that are not being 
met and will use it to create an improvement plan.   

“Nobody goes into work saying, ‘I want to screw up today,’” Myers says of staff that’s not performing up to 
standards. “It gets worse if it’s not addressed.”   

The job descriptions can help retain employees and get them performing to both your expectations and their 
own hopes for themselves as employees.   

  

Modify as Needed   

Job descriptions should be updated whenever needed. Myers says that his are updated yearly or if there’s a sig-
nificant change, such as a new location, or a problem with the description that is brought to their attention.   

“It’s a living document and can change at any time,” Myers says of his job descriptions.   

Nielsen also updates whenever needed and says his shop’s growth has made updating the job descriptions es-
sential. In the beginning, when it was a one-shop operation, people were wearing many hats. Now, there’s no 
way he could get away without spelling out expectations as it’s impossible for him to oversee his large staff.   

Whether you’re a small mom-and-pop operation, an aspiring MSO operator, or already managing multiple 
shops, job descriptions will communicate clear expectations for your staff and will also help potential new 
hires decide if your shop is right for them. It may seem like a lot of work in the beginning, but it will cut down 
on performance improvement meetings, bad hires, micromanaging and save time and headaches in the long 
run. 

 

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. For original article, click here. 

(Continued from page 9) 
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Higher Wages Drive In More Talent 
By Aaron Stokes 

This story was originally published in Ratchet+Wrench on Oct. 22, 2023 

It's time we stopped focusing on everything wrong with our industry, which includes complaining about how 
technician wages have gone up to astronomical highs and how our staff is costing us more than ever. Instead, 
we need to look at it from the other side of the coin—fresh faces. 

Have you ever seen so many young people trying to get into our industry? It’s more than we’ve seen before 
and that’s because few industries let a blue-collar worker jump in and make almost $60,000 out of the gate at 
a base level, which is great for our industry. This is going to bring in the talent we’ve needed for years. 

As wages go up, more talent comes in, and that talent may include people we would not have approved of in 
the past. We need to be open. It may be people younger than we’d like or people less experienced than we’d 
like, but they're intelligent people who are going to be the future. They’re going to be the ones who grow our 
industry, like it or not. That was me. That was you. That was all of us 20 to 30 years ago. We were all dumb 
and green but excited about the future, and we dove in. We were scared, but we needed an older crowd—the 
OGs if you will—to be receptive to us, and so, we need to be receptive just the same to these young people—
men and women. 

If you take a look around,  more women are jumping into automotive knowing they can make more money in 
this industry they once never considered. And they bring something different to the table—attention to detail. 
I've only had two female technicians, but the ones who have jumped in have been meticulous and very 
fast.  We need to encourage more women to enter this industry because it's becoming less of a job that re-
quires strength and more of a job that requires brains. (And we all know females have way more brains than 
we guys do!) 

Yes, wages have climbed, and we may not like it; we may be frustrated with it, but we’re at the top of the 
heap right now. If you think about it, now we're at $1,200 on an average repair order because of inflation (it 
was $800 just three years ago). Now that we have this larger gap, are we going to use this to our advantage 
and pay our technicians what they deserve and help attract more young people? Or are we going sit around 
on our hands and complain about it? I for one think that we should instead see this as an amazing opportunity 
to bring in more talent than we've ever seen in our history. I have never seen so much promise in the industry 
and that’s simply because the wages have climbed. I think it’s an amazing thing. 

Ratchet+Wrench is the leading progressive media brand exclusively serving auto care center owners and operators through exam-
ining 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. For original article, click here. 

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  

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

https://www.ratchetandwrench.com/shop-life/columnists/article/33012933/stokes-higher-wages-drive-in-more-talent
https://www.ratchetandwrench.com/
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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 Foothill Chapter 5 Member Benefits 
In addition to the State-wide benefits shown in the “ASCCA Advantage,” these are additional 

benefits available to Chapter 5 members.  

1. A VERY LOUD POLITICAL VOICE. Individually, there isn't much we can do to shape legislation which will affect our industry, 
but collectively, our united voices are STRONG, LOUD AND FOCUSED. Politicians and elected officials in state, county and city 
governments listen to ASCCA when we talk, because we represent hundreds of members (& thousands of voters!) statewide. Of-
ten, the Bureau of Automotive Repair discusses with ASCCA rules and regulations under consideration to see how they will fit in 

the real world of automotive repair. 

2. SHOP TO SHOP NETWORKING. Our members don’t see each other as competition but as comrades in the industry, helping 
each other to succeed. If you have a problem you can’t figure out, call one of our members who specializes in that area. They’ll  be 

glad to help you out. 

3. INFORMATIVE MEETINGS. We hold Dinner Meetings on the first Tuesday evening of each month. Our meetings offer great 
speakers, camaraderie, valuable information, and the latest news on what’s happening in the automotive repair industry. You also 
get to network with other shop owners and exchange ideas, tips, techniques and short cuts. The monthly meal is included in your 
dues, plus we have a long-standing special where you can bring your spouse or business partner at no charge! Our Chapter Board 
of Directors schedules our programs and welcomes any suggestions you have on good speakers! Contact the chapter office with 

your suggestions. For the location and current speaker, look on the last page of this newsletter. 

4. CHAPTER SEMINARS. The Foothill Chapter Board of Directors keeps us informed on seminars on business management and 
technical subjects for our shop owner members and their technicians. Cost is minimal and often free. This is a tremendous 
member benefit for you and your employees! Give us your ideas and suggestions for seminars & we will try to schedule the semi-

nars you want. Email the Chapter 5 office at ascca.05@gmail.com.  

5. MONTHLY  E-NEWSLETTERS.  We send out an environmentally-friendly monthly email newsletter with helpful and informative 

articles, tech tips, contact lists and information, upcoming events, reports on recent events and vendor ads & information.  

6. THE FOOTHILL CHAPTER WEBSITE. This Foothill Chapter website at http://www.ascca5.com/ lists members by city. It also 
lists upcoming seminars and meetings. Contact Joseph Appler at ascca.05@gmail.com  with questions or suggestions for the 

chapter web site. 

7. CHAPTER JOB BANK. The Foothill Chapter has established is own Job Bank Network for member shops. If you have a quali-
fied applicant you can’t use, or if you need to hire someone, send a summary email to ascca.05@gmail.com & your information will 

be forwarded to the entire Chapter 5 membership.  

8. CHAPTER ASE LENDING LIBRARY Call Darren Gilbert at (626-282-0644) or email him at gilbertmotors@yahoo.com for more 

information.   

9. CHAPTER SOCIALS. Our “Planning Commission” arranges outstanding social events for us throughout the year. We've visited 
JPL, the J. Paul Getty Museum, had many “Day at the Races” at Santa Anita Race Track, toured the Autry Museum of Western 
Heritage, taken a murder mystery train ride including a delicious dinner, attended the races at Irwindale Speedway, had bowling 
dinner parties at Montrose Bowl, had several excellent parties, and toured the J. P. Nethercutt Collection of beautiful classic auto-

mobiles. We would like to hear from you with your suggestions for future social events.  

10. ASCCA NET PRESENCE. ASCCA has established a home page at http://www.ascca.com/  The ASCCA web page has three 
target audiences: 1) ASCCA members now have a quick, easy reference on their computer to keep them abreast of what is occur-
ring in the state association and within the automotive repair industry; 2) California shops that are not ASCCA members can learn 
more about the advantages of being an ASCCA member; and 3) California consumers looking for honest, reputable repair facilities 

can find a list of ASCCA members quickly and easily on the ASCCA web pages. All ASCCA members statewide are listed.  

11. FREE CPA CONSULTS. All ASCCA Chapter 5 members are entitled to a half-hour of free telephone consultation each month 
from chapter member Norm Blieden, CPA. The service is not limited to shop business though Norm has extensive experience in 

shop-related matters. This member benefit can save you a ton of money and a lot of headaches. Call Norm at 626-440-9511. 

Why try to succeed alone, and re-invent the wheel? Partner with others on the same path and learn from them, as well as 
teach them what you have learned. If you have questions about how to access these benefits, contact the Chapter 5  

office at ascca.05@gmail.com. or 626-296-6961. 

mailto:ascca.05@gmail.com
http://www.ascca5.com/
mailto:ascca.05@gmail.com
mailto:ascca.05@gmail.com
mailto:gilbertmotors@yahoo.com
http://www.ascca.com/
mailto:ascca.05@gmail.com
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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. 



Foothill 5 Forum  19 

 

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 

mailto:GPeterson@amgroup.us
mailto:AMullinax@amgroup.us
mailto:kgroff@amgroup.us
mailto:jgray@amgroup.us
mailto:jgray@amgroup.us
mailto:NGoolan@amgroup.us
mailto:saustin@amgroup.us
mailto:BMcguire@amgroup.us
mailto:rhickerson@amgroup.us
mailto:PBoerner@amgroup.us
mailto:jack@mgrco.org
http://www.govmail.ca.gov
https://openstates.org/find_your_legislator/
https://findyourrep.legislature.ca.gov/
https://www.commoncause.org/find-your-representative/addr/
mailto:tim@bmwphd.com
mailto:wllucko@pasadena.edu
mailto:ani.papirianlawoffice@gmail.com
mailto:Thomas.m@crowncitytire.com
mailto:adminascca5@gmail.com
mailto:ascca.05@gmail.com
http://www.ascca5.com/

