ASCCA Foothill Chapter 5
1443 E. Washington Blvd. #653
Pasadena, CA 91104-2650
Phone (626)296-6961
ascca.05@gmail.com
www.ascca5.com

President’s Message:
June, 2022
Well, my fellow shop owners & colleagues, we’ve
made it through half of 2022 already & ASCCA is
buzzing with excitement & activities. From picnics in
the park to Baseball events, one thing is certain, when
we work together at the infinite game we truly unite as
an association & give voice to our team members.
In speaking to shop owners about the advantages of ASCCA, the underlying
theme I hear consistently is the camaraderie & encouragement we receive from
each other. It’s obvious our growth is attributed to by our willingness to help
each other succeed. #SHOPOWNERSHELPINGSHOPOWNERS
I remember getting a strong burst of encouragement & camaraderie the very
first time Johanna & I attended Team Weekend in September, 2018 at
Cuyamaca College in Rancho San Diego. We were blown away at the level of
detail & professionalism that was taught to the students. We got to see firsthand in the shop how effective the instructors were at successfully building career pathways. Fred Gruner from Invida presented on ADAS & how the cameras identify people & objects. We learned things during that meeting we now use
today. Thinking back I’m so grateful for taking the time to attend.
I would strongly urge anyone who may be thinking of attending to book your
stay TODAY. Attending team weekend elevates your knowledge & training. It
gives you the opportunity to unite with like-minded people. It empowers your
voice & expands your options today for a better automotive future tomorrow.
(Continued on page 2)
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Our next Team Weekend is June 25-26 here in our SoCal back yard in beautiful San Diego. With so many
incentives & reimbursement opportunities from the state to the chapter, there is no reason not to attend & support the volunteer shop owners like yourselves who have worked hard to prepare amazing presentations. Most
first time attendees say "i Should have attended sooner". I hope to see all of you at the Hilton in San Diego
for another burst of automotive encouragement.

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

“DFG rebates back
to me almost half
my ASCCA annual
dues.”
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Join us on June 7,
6:00-9:00 pm at Mijares
Mexican Restaurant to hear
Lee Stoltzfus, Ph.D.
“Communicating and Connecting
for Leadership Success”

Are you looking to build powerful relationships and achieve greater
personal and professional success? Learn how to apply these communication skills so you can free up your time & gain energy to focus
a balanced intentional life. Here are a few highlights you’ll learn about
communication and connection skills, including:
• The 5 essential communication skills for leadership growth
• The key to establishing a rapid, positive rapport with others at work
and home
• How to connect with customers and team members to increase
your bottom line and reduce your stress

on

Lee Stoltzfus, Ph.D. (Dr. Lee) is the founder of L.I.F.E. Management
Systems. He is an executive coach, licensed psychologist, team building specialist and speaker for over 30 years.

Dr. Lee has helped thousands of clients, including business owners, to find greater happiness,
growth, and success using his proprietary growth model, Learn-Implement-Feedback-Evaluate
(L.I.F.E.). He is also a certified coach, speaker and leadership development trainer with the John
Maxwell Leadership Team.

Come as early as 6:00 to hang out with other members.
Bring a non-member shop owner to experience the greatest benefit of
ASCCA Chapter 5:
"SHOP OWNERS HELPING SHOP OWNERS." If they join, you get $125!!!
Menu:

When:

Taco/Tostada Buffet
Soda & Coffee
Beer & wine available

Tuesday, June 7, 2022
6:00 PM – Social/Networking/Dinner
6:45 PM – Program
8:45 PM – Finish

Where:

Cost:

•No Charge to Regular or Associate
Chapter Member, Business Partner, Spouse
or Significant Other (max 2 per

member)

Mijares Mexican Restaurant
145 Palmetto Drive
Pasadena, CA 91105
Phone: (626) 792-2763

•No Charge for Potential Members
•$35/ea. for all others

UPCOMING MEETINGS & EVENTS
Jun 7 - Lee Stoltzfus, Ph.D.
July 5 - Open Forum
Aug 2 - Tim Huddleston– Mgmt. Training
Foothill 5 Forum

Sep 6 - TBA
Oct 4 - TBA
Nov 1 - TBA
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Crown City Tire Auto Care hosted our Shop Night at their new, second location in East Pasadena. We had almost 70 present for a look at their new shop,
great tacos, and updates from our Chapter 5 Committees. Then Valerie
Maimone, owner and operator with Thomas, her husband, shared with us how
to build the efficient and profitable operations which enabled them to expand.
Thank you,
Thomas and
Valerie!

Shop Drawing
We welcomed
Sean’s Auto
Care into our
chapter!
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Bill/s Quality Auto Care was drawn
in the Shop Drawing, and was not
present to win the $220!
The prize will increase to $240 for
our June meeting.
Remember, you must be
present to win!
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Tax and Business Tips from Norm Blieden, CPA
Six Simple Ideas to Help Your Small Business
Here are six ideas to help your business grow and thrive this summer.
1. Understand your cash flow. One of the biggest causes of business failure is lack of understanding cash
flow. At the end of the day, you need enough cash to pay your vendors and your employees. If you run a seasonal business, you understand this challenge. The high season sales harvest needs to be ample enough to support you during the slow non-seasonal periods. Recommendation: Create a 12-month rolling forecast of revenue and expenses to help understand your cash needs.
2. Know your pressure points. When looking at your business, there are a few big items that drive your business success. Do you know the top four drivers of your financial success or failure? By staying focused on the
key drivers of your business, success will be easier to come by. Recommendation: Look at last year's tax return and identify the key financial drivers of your business. Do the same thing with your day-to-day operations
and staffing.

3. Inventory matters. If your business sells physical product, you need a good inventory management system.
This system doesn't have to be complex; it just needs to help you keep control of your inventory. Cash turned
into inventory that becomes stuck as inventory can create a major cash flow problem. Recommendation: Develop an inventory system with periodic counts to ensure you do not have shrink or theft issues, and that can
help identify when you need to take action to liquidate old inventory.
4. Know your customers. Who are your current customers? Are there enough of them? Where can you get
more of them? How loyal are they? Are they happy? Several large customers can drive your company's growth
or create tremendous risk should they take their business to a competitor. Recommendation: Know who your
target audience is and then cater your business toward them and what they are looking for in your offerings.
5. Know your point of difference. Once you know who your target customer is, understand why they buy
your product or service. What makes you different from other businesses selling a similar item? Recommendation: If you don't know what makes your business better than others, ask your key customers. They will tell
you. Then take advantage of this information to generate new customers.
Develop a great support team. Successful small business owners know they cannot do it all themselves. Do
you have a good group of support professionals helping you? You need accounting, tax, legal, insurance, and
employment help along with your traditional suppliers. Recommendation: Conduct an annual review of your
resources. Be prepared to review your suppliers and make improvements where necessary.
While libraries are filled with small business advisory books, sometimes focusing on a few basic ideas can
help improve your business's outlook. Please call if you wish to discuss your situation.

Money Management Tips for Couples
Couples consistently report finances as the leading cause of stress in their relationship. Here are a few tips to
avoid conflict with your long-term partner or spouse.
• Be transparent. Be honest with each other about your financial status. As you enter a committed relationship, each partner should learn about the status of the other person's debts, income and assets. Any surprises
down the road may feel like dishonesty and lead to conflict.
• Frequently discuss future plans. The closer you are with your partner, the more you'll want to know about
the other person's future plans. Kids, planned career changes, travel, hobbies, retirement expectations — all of
these will depend upon money and shared resources. So discuss these plans and create the financial roadmap to
go with them. Remember that even people in a long-term marriage may be caught unaware if they fail to keep
up communication and find out their spouse's priorities have changed over time.
•

Know your comfort levels. As you discuss your future plans, bring up hypotheticals: How much debt is too
(Continued on page 6)
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(Continued from page 5)

much? What level of spending versus savings is acceptable? How much would you spend on a car, home or
vacation? You may be surprised to learn that your assumptions about these things fall outside your partner's
comfort zone.

• Divide responsibilities, combine forces. Try to divide financial tasks such as paying certain bills, updating
a budget, contributing to savings and making appointments with tax and financial advisors. Then periodically
trade responsibilities over time. Even if one person tends to be better at numbers, it's best to have both members participating. By having a hand in budgeting, planning and spending decisions, you will be constantly reminded how what you are doing financially contributes to the strength of your relationship.
• Learn to love compromising. No two people have the same priorities or personalities, so differences of
opinion are going to happen. One person is going to want to spend, while the other wants to save. Vacation
may be on your spouse's mind, while you want to put money aside for a new car. By acknowledging that these
differences of opinion will happen, you'll be less frustrated when they do. Treat any problems as opportunities
to negotiate and compromise.

Make Your Cash Worth More!
Banking tips to help you cash in
Your cash is parked in a bank account. Do you know if it's making or losing you money? Here are some ideas
to help you make the most of your banked cash:
• Understand your bank accounts. Not all bank accounts are created equal. Interest rates, monthly fees, minimum balances, direct deposit requirements, access to ATMs, other fees and customer service all vary from
bank to bank and need to be considered. Start by digging into the details of your accounts. There may be some
things you’ve been unnecessarily living with like ATM fees or monthly account charges. Once you have a
handle on your current bank, conduct research on what other banks have to offer.
• Know your interest rates. As a general rule, the more liquid an account, the lower the interest rate. Checking accounts offer the lowest rates, followed by savings accounts, which yield lower rates than Certificates of
Deposits. Maximizing your earnings is as simple as keeping your cash in accounts with higher interest rates.
The overall interest rate earned between all your accounts should usually be higher than the inflation rate,
which is generally around 2 percent during normal times. But in the midst of high inflation like we are currently experiencing, your combined interest rate may have a difficult time beating the inflation rate.
• Make smart moves. There are a couple of things to take into account when making transfers. First, federal
law allows for only six transfers from savings and money market accounts per month. If you exceed this number, you'll be hit with a penalty for each transaction that exceeds six transfers. Second, if you invest in longerterm investments like CDs or bonds, there are penalties for withdrawing funds before the maturity date. So,
make sure you can live without the funds for the duration of the term.
Stay diligent. Putting together a cash plan is just the start. The key to success is to be persistent. Besides losing
out on potential earnings, mismanaging your cash can result in hefty overdraft fees. The more attention you
devote to your cash, the more your money will grow.
As always, should you have any questions or concerns regarding your tax situation please feel free to call
Norm Blieden CPA at (626) 440-9511.

If you don’t keep up... You can’t catch up
This applies to all aspects of your business:
Training, Processes, Leadership, Regulations, Employees, Pricing, etc.
ASCCA helps you keep up!
Submitted by Gene Morrill of Certified Automotive Specialists in Glendora
Foothill 5 Forum
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Now is the time to create
your member login and
profile. Stay in touch!
Pay your dues online.
→→→
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!
→→→

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 connection 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. Furthermore, individuals utilizing these services are forewarned that the Automotive Service Councils of California have conducted 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 contributors to this periodical are those of the contributors alone and do not necessarily reflect the opinions of the Automotive Service Councils of California, or ASCCA Chapter 5, or their officers, directors, members or staff.
Foothill 5 Forum
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Marconi: What Starbucks’ Struggles Can
Teach Shop Owners
By Joe Marconi

This story was originally published in Ratchet+Wrench on May 23, 2022

After returning from Italy in 1983, Howard Schultz purchased Starbucks Coffee and was determined to bring the charm
of the Italian coffeehouse experience to America. His dream: to make Starbucks known as the “third place.” There’s work,
there’s home, and there’s Starbucks. A place to go, sit and relax, and enjoy an espresso or a latte with friends. Starbucks
became a global brand built on a culture of caring; caring for its employees and caring for its customers. Shultz knew that
the customer experience and culture would build his empire—and his dream worked. In 2000, Shultz, happy with the direction and success of Starbucks, retired as CEO.
From 2000 to 2008, as Starbucks entered an aggressive growth plan—expanding from 3,500 to nearly 16,000 stores—the
quality of the customer experience, and its coffee, deteriorated. This aggressive growth strategy led to a breakdown of its
core culture and cannibalized its market. In 2008, Shultz returned as CEO to bring back the passion that made Starbucks a
household brand.
Shortly after returning, Shultz announced the closing of 600 stores, admitting that growth for the sole purpose of expanding is not a sustainable strategy. In a memo to key personnel, Shultz stated, “Stores no longer have the soul of the past and
reflect a chain of stores vs. the warm feeling of a neighborhood store.” His “third place” was in jeopardy of becoming an
ordinary chain establishment. With a focus on employees, culture, and the customer experience, Shultz rebuilt the brand.
Starbucks became great again—and for the second time, Howard Schultz retired as CEO in December 2016.
Today, Starbucks is once again in trouble. Schultz is returning as CEO for a third time. His company faces disgruntled
employees seeking to unionize, rising costs, and global challenges. Again, profit and growth won out over what made the
Starbucks brand great: a workplace that inspired its employees to work together with a common purpose to build relationships with its customers. Like so many companies that listen to Wall Street more than Main Street, Starbucks lost its way.
Over the years, technology, production goals, and growth plans would all contribute to the struggles at Starbucks. The
barista position was once the key component in creating the customer experience. Asking for the customer’s name and
engaging in conversation made strong relationships with their core customer base. This relationship-based approach created repeat business and a focus away from price.

In recent years, Starbucks has expanded its menu, increased its online ordering, and added a new plan to decrease the time
a barista spends with customers to increase the number of drinks prepared per hour. This limits the time a barista has to
fully engage the customer. Sadly, this has led to a decline in the customer experience. This also led to a decline in the employee experience, causing many baristas to turn to unionization to voice their unhappiness with the workplace.
Schultz is in a tough position. In recent statements, he sounds like he has his priorities straight. On his first day back as
CEO in early April 2022, he suspended billions of dollars in share repurchases. He said his immediate focus would be on
the cafes, customers, and employees rather than the stock market. Wall Street responded with a 3.7 percent drop in share
price.
During a forum at the company’s headquarters, Shultz addressed employees and said the company’s best days are ahead.
He admitted that the company hadn’t done enough in recent years, and he took responsibility for that, saying, “I promise
to do better.”
It’s too early to tell if Shultz can once again bring back Starbucks. However, the struggles at Starbucks are essential lessons for shop owners. The first key takeaway is the leadership of Howard Schultz. Every company needs a great leader.
The leader sets the company's tone, establishes the culture, and must ensure the company's success. The leader must also
take responsibility when things go wrong and not blame others. Shultz, with his early actions, is doing this. He is also putting people before profit. His focus on employees and the customer is aligned with his “third place” strategy and realigning the core values that originally built Starbucks into a highly successful global brand.
Perhaps the biggest lesson is recognizing that it will not take a brand-new, high-tech, complex strategy for Shultz to succeed. We need only look at what happened at Starbucks to know what it will take to bring back the company. And that’s
a focus on people first. When we take our eye off what’s best for the employees and the customers, nothing in business is
sustainable.
Joe Marconi has more than four decades of experience in the automotive repair industry. He is the owner of Osceola Garage in Baldwin Place, N.Y., a business development coach for Elite Worldwide, and co-founder of autoshopowner.com.
Ratchet+Wrench is the leading progressive media brand exclusively serving auto care center owners and operators through examining
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.
Foothill 5 Forum
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Bennett: Accountability is Not a
Four-Letter Word
By Mike Bennett This story was originally published in Ratchet+Wrench on April 20,29022

Be honest, when you hear the word accountability, what is the first word that comes to mind? I’m guessing it could be any number of expletives, and it most certainly evokes some level of angst if not outright frustration or fear. Whether on the “holding” side of accountability or “being” side of accountability, no word is
more over-used and misapplied in business or life than accountability. Let’s face it, accountability has become a dirty word. Managers, leaders, and employees alike fear it, and almost all associate accountability
with discipline and punishment, but it really shouldn’t be.
Simply put, accountability is showing up and doing what you said you would do when you said you
would do it. Sounds so simple right? Yet, nearly every leader, every employer, and every business claim
this as their #1 issue when it comes to employee and expectations management. If accountability is such an
obvious challenge and so universally discussed, why then does solving the issue of accountability remain
one of the most elusive skills for leaders?

Let’s break down what accountability is. Accountability starts with understanding and acknowledging
responsibility. We (an employee, a team, a business) are responsible for something. The key part of the
word is “thing.” Whether as an employee, a team, or a business the nature of the role is to accept responsibility for something: a result, a deadline, a behavior, a product… you accept the responsibility to deliver. We
make agreements on the result of a “valuable final product” and the expectation by all is that the agreedupon result will be achieved. Accountability is then the expectation and the agreement to a person (or team)
that this thing you said you would do (or deliver) will be done as you said you would do it and when you said
you would do it, period!
It sounds so simple, right? The difficulty with accountability though is that it is easy to talk about and hard to
live it and manage it. What we say we will do versus. what we do are often two vastly different things. Let’s
look at a personal life example. If asked “do you want to eat healthier and get in better shape?” most people
would say absolutely. In action though, most of those same individuals will opt for the fast-food option, a bag
of chips, and an afternoon on the couch binge-watching Netflix rather than preparing a healthy meal and going for a walk or a bike ride. Accountability, or the lack thereof, is about what you do rather than what you
say.
Leadership guru Patrick Lencioni writes: “Once we achieve clarity and buy-in, it is then that we have to hold
each other accountable for what we sign up to do, for high standards of performance and behavior. And as
simple as that sounds, most executives hate to do it, especially when it comes to a peer’s behavior.”. Holding people and organizations accountable to agreed-upon behaviors and results is tough. Honestly, I don’t
know anyone that relishes the role of “accountability cop.”
So, how do we start to solve the Accountability conundrum? I’d like to offer a couple of proven and effective
techniques for not only improving accountability and delivering results, but for also turning the accountability
conversation from a perceived punitive and negative experience to one that creates and reinforces collaboration, cooperation, and positive engagement. Let’s start with a few statistics as shared by Anne Loehr with
the Huffington Post:

•

93% of employees don’t understand what their organization is trying to accomplish (as it) aligns with
their work.

•

85% of leaders aren’t defining what their people should be working on—and an equal number of employees crave clarity.

Successful execution and accountability start with knowing what is expected and what you are responsible for. As a leader, just setting goals and assuming everyone knows their part is not good enough. First,
you must preface the value of the individuals' or teams’ efforts in reaching the goals: “I know this is asking more of you, but I also know you are the absolute right person (team) to carry this initiative forward to
success” this creates instant goodwill and buy-in. Then, you must not only define the goals and expectations, but you are responsible for clearly defining each individual’s role in producing the outcome, dis(Continued on page 10)
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cussing or demonstrating the behaviors and actions that will lead to the result, measuring all progress,
and most importantly, give feedback early and often. You can’t just assume “they are professionals, they
should know what to do.” As a leader and manager, you must actively participate in the process of encouraging accountability and results.
Occasionally though, even with all the best practices, clarity, and feedback, there still may be difficulties.
As a leader, you will be challenged with failure, bad behavior, or poor performance. Sometimes it is intentional and sometimes it is just poor performance despite the best of efforts and intentions. This is where
the accountability conversation must occur and how you approach it has everything to do with if and how
quickly you will be able to get the outcomes back on track.
How to hold people accountable without being negative.
Appreciative Inquiry is a technique used to guide employees toward more accountable behaviors. This method is replacing the outdated and negative model of punishing employees for performance shortfalls. Appreciative Inquiry walks managers (and leaders) through three steps to prevent triggering defensive reactions in employees and instead creates an atmosphere of trust and openness.
The best outcomes for all involved occur when each of the below steps is done authentically. Use the sample
phrases provided to get you started but try to incorporate your own original thoughts wherever possible.
Show Appreciation
“First, I want to thank you (and your team) for the significant effort given to this project. I know it was a tight
timeline and you had to put in extra hours to make this happen. I want you to know I noticed and greatly appreciate it."

Recognizing that your employee(s) put a certain level of effort forward (even in situations where it was not as
much as you hoped) allows them to feel validated from the start of the conversation. When they feel valued
and seen for their work, defensiveness goes down and the conversation expands to be more productive.
Be Real
“Even with the solid effort put in, it is a little disappointing that we didn’t hit our objectives. I think there were a
few things that could have been handled differently that I'd like us both to weigh in on ..."
This statement is an important level-set. You are making it clear that you aren’t satisfied with what happened
without being pointedly critical to the individual or the team. Pay attention to your pronouns here—“we” not
“you” is an important language to remind employees that you support them and see them as part of the team,
even in the tougher moments. This is a critical component of creating a felt sense of safety in your overall
work environment.

Demonstrate Curiosity
“If we were going to do this again, what would we change about our approach?”
Express curiosity through open-ended questions. This lays the groundwork for an honest conversation where
all parties involved can better understand what led to the performance shortfall. Here, your employee can
take ownership of what happened and partner with you in a solutions-oriented conversation. This not only
helps prevent the same mistake from happening again in the future, but it also significantly strengthens the
mutual trust and respect between you and your employee.
Success in life and business is fundamentally linked to setting and achieving goals and expected outcomes.
The more complex your business or team is, the more predictable and accountable results from each member of your team will be required for your organization to grow and prosper. As a manager and leader, your
success will be predicated on your ability to motivate your team and maintain a high level of culture and accountability. Don’t fear or shy away from accountability. Embrace the opportunity to lead productive, empowered, and accountable teams by being a proactive, curious, and appreciative leader.
Mike Bennett has more than three decades in the Independent Auto Repair industry. Mike has been an ASE Master Technician and is
the owner of Mike’s KARS Inc. in Gettysburg, Pennsylvania. Fully immersed in the industry for his entire professional career as a
master technician, shop foreman, general manager, and automotive shop owner, Mike has a unique and broad perspective on the
shop owner experience. Mike is able to communicate with real-world experience and a “been there and done that” perspective. As an
Alumni shop owner with the Automotive Training Institute, he continues to operate his shop with his wife Shelle. Mike is now a
nationally certified executive trainer and he has spent the last 11 years as a full-time business coach with ATI as well as leading two
of ATI’s premier shop owner 20 groups as well as the first-in-industry CEO/COO development program.
Foothill 5 Forum
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What We Do For You:
ASCCA monitors and fights harmful laws and regulations
that cost you money and time away from your business.
Examples:
A legislator proposed a bill to use a grading system
(ABCDF) like the restaurants. We fought this and
stopped it.
Another legislator tried to change us into being debt collectors because we receive money
from customers. That would mean if a customer did not pay and we called them, the customer could sue us for harassment. We fought and won this also.
We also stopped a bill that would keep us from being able to program security systems in
cars. The manufacturers wanted to lock us out! Again, we fought and won.
Our state legislatures can produce 5600 bills every two years. Our dues help us watch and fight
these bills, saving you a ton of dollars.
ASCCA has great benefit programs:
Low credit card rates and a $350 rebate at the end of the year.
Free legal advice for you, your business, or your employees.
Free accounting review of profit and loss statement.
Free review of any current or prior year’s taxes.
Super discounts on uniforms.
Discounts on Alldata and Identifix.
Camaraderie, fellowship, and life-long friends.
Network with top shops.
Get advice with business structure, policies, and profit ideas.
Get second opinions on cars that are giving you fits.
Education opportunities:
We periodically have free training for service advisors and technicians.
ASCCA awards scholarships to young people to help fill the technician shortage.

Why we need you:

Meet and network with top shops.
Monitor and fight harmful legislation.
Support our great partners and save money.
Support and give back to our industry.

All this for $70.83 per month!
1443 E. Washington Blvd. #653
Pasadena, CA 91104-2650
(626) 296-6961; ascca.05@gmail.com; www.ascca5.com
Foothill 5 Forum
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ASCCA
Keeping California Independent
Shop Owners in Business Since 1940
The Automotive Service Councils of California has been the foremost advocate for the aftermarket auto repair industry since its inception. Whether you have been a member for a long time or you are just getting started, ASCCA has your back.
As a member of ASCCA you are on the forefront of issues that keep you informed about regulations and
legislation affecting your business. ASCCA members have successfully, through our grassroots campaigns,
been an active voice for the future of auto repair in California.
Some of our Accomplishments:
ASCCA members were part of the design team that created the OBDII connector simplifying modern
vehicle diagnostics.
ASCCA members successfully fought for and won legislation (SB1146) that created the first in the
nation “Right to Repair” act.
ASCCA members successfully fought for and won the elimination of damaging, frivolous lawsuits
(Trevor Law Group) which tried to extort money from shop owners.
ASCCA Members fought and won against the California Air Resources Board, squashing the vehicle
super-warranty.
ASCCA is the only state organization that sits on the national board of NASTF (National Automotive
Service Task Force) which provides factory repair information to the automotive aftermarket.
ASCCA members fought and defeated SB 750 (the key code lock-out bill) which would have excluded
independent shop owners’ access to vehicle communications.
ASCCA fought and defeated legislation (SB 993) which would have extended sales tax to vehicle
repair labor services, and unnecessarily increased repair costs.
ASCCA defeated legislation (AB 2825) which would have treated auto repair dealers as “debt
collectors,” making all communications with customers subject to fines and frivolous lawsuits.
ASCCA opposed and defeated legislation (AB 755) which would have increased the current $1.75 tire
tax fee to $3.25 per tire.
ASCCA supported and helped pass legislation (AB 3141) which included all unlicensed automotive
maintenance service providers and other previously exempted repairers under BAR jurisdiction,
creating a level playing field.
ASCCA supported and helped pass BAR regulations that allow auto repair dealers to provide
customers with electronic estimates and authorizations (e.g., text messages).
ASCCA opposed legislation (AB 2454) which would have a created a state mandated “grading system”
similar to restaurants.
ASCCA maintains a seat on the Bureau of Automotive Repair Advisory Group Committee which meets on a
quarterly basis in Sacramento and has a voice on regulatory matters impacting the industry.
ASCCA members believe in “raising all boats,” and actively help each other to achieve success.
This is just a partial list of legislative accomplishments ASCCA has done for your business. The question
should not be, “How can I afford membership?” but rather, “How can I do without ASCCA for my
business?”

ASCCA Chapter 5; Voice Call: (626) 296-6961; Text: (818) 482-0590;
Email: ascca.05@gmail.com; Website: ascca5.com
Foothill 5 Forum
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How ASCCA Dues work in Chapter 5
Membership in ASCCA is on an annual basis.
 Regular membership dues in ASCCA Chapter 5 are $850/yr. Associate membership dues are $945/yr.
 $400 goes to the Chapter
 The remaining portion goes to the State Association
 When memberships are held in multiple chapters, only the original membership pays the full State Associ-

ation dues. Additional members pay reduced State dues of $300/yr. All memberships pay full chapter dues.

 Annual payment is due in the Sacramento office on January 1 of each year.
 Payment plans are available upon approval by the Chapter & State Association. With all payment plans,

automatic credit card payments or ACH are now required. There is a $2.00 transaction fee for these payments. (Chapter 5 will cover the transaction fees for our members.)
 Semi-annually: Due: January 1 & July 1
 Quarterly: Due: January 1, April 1, July 1, October 1
 Monthly: Due the first of each month

 If payment is not received according to the agreed-upon schedule, dues immediately become delinquent.
 If a member reaches 90 days delinquent, their ASCCA membership may be cancelled.

What do you get for your dues? (This is the “short” list. See the ASCCA Advantage flyer for the full list.)
 Amazing connection with your peers in the automotive industry.
 Older shop owners who have gone ahead & you can benefit from what they’ve learned.
 Newer shop owners who need to learn from what you’ve experienced.
 A loud voice to the legislators who are passing laws which have a direct effect on how you can operate

your business.

 Opportunities to meet the legislators with power in numbers. (They will listen better.)
 Great discounts from endorsed vendors (see the ASCCA Advantage flyer) which will more than make up

for your dues costs.

 Timely communications regarding what’s going on in the industry.
 Access to seminars & classes at an ASCCA discounted rate.

 Monthly dinner meetings with special speakers who know our industry. Dinner at the regular meetings for

you and your spouse or business partner is included in your chapter dues. ($600/yr. value.)

 Monthly e-newsletters with important, educational, & sometimes entertaining information that is designed

to improve your bottom line.

 30 minutes a month of free legal counsel.
 30 minutes a month of free accounting counsel.

What happens when you don’t pay your dues on
time?
 Association resources have to be spent to collect your outstand-

ing dues.

 Association activities & effectiveness are reduced.
 The Association loses a valuable voice.
 (This is why we recommend automatic payments on all pay-

ment plans.)
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Chapter 5 Associate Members
BG Petrospecs

Abe Chavira

805-857-5065 abec@petrospecsbg.com

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 huddle5@sbcglobal.net

Jasper Engines & Transmissions

Randy Lewis

909-717-9950 rlewis@jasperengines.com

Mark Christopher Auto Center

Steve Johnson

909-975-3919 sjohnson@markchristopher.com

Mitchell 1 Software

John Rodriguez

951-840-7995 johnrod.mitchell1@gmail.com

Norm Blieden CPA

Norm Blieden

626-440-9511 norm@bliedencpa.com

Provence Financial and Insurance

Steve Kopstein

818-606-7903 steve.kopstein@provenceinc.com

SC Fuels & Lubes

Dennis Giardina

310-722-3357 giardinad@scfuels.com

Undercar Plus

Sandra Tooley

909-608-1446 sandy@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

Foothill 5 Forum

18

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
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ASCCA Chapter 5 2021 Board of Directors
Board of Directors

Chapter Rep

Randy Lewis……………... (909) 717-9950
Gene Morrill……………... (626) 963-0814
Darren Gilbert……………. (626) 282-0644
Johanna Reichert………… (626) 792-9222
Craig Johnson……………. (626) 810-2281
Glenn Davis………..…….. (909) 946-2282
Norm Blieden………,……. (626) 440-9511
Gary Papirian…………….. (323) 255-5566
Kirk Haslam……………… (626) 793-5656

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

Committee Chairs

Chapter Contact Information

Executive Board
President…………...…….Tim Chakarian
Phone……………………. (626) 792-9222
Email…….…………….tim@bmwphd.com
Vice-President…………Mike Bedrossian
Phone……………………. (626) 765-6190
Email………......mike@lexmastertech.com
Secretary…………………..Ani Papirian
Phone
……………….. (323) 255-5566
Email……...……...…...cjauto@verizon.net
Treasurer…………...………...Jim Ward
Phone……………….……. (626) 357-8080
Email………..……..jim@wardservice.com

Seminars & Programs
Mike Bedrossian..(626) 765-6190
Government Affairs
Gene Morrill…….(626) 963-0814
Associate Member Board Rep.
Randy Lewis…….(909) 717-9950
Membership

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

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

Phone: (626)296-6961
Text: (818)482-0590
email: ascca.05@gmail.com
Website: http://www.ascca5.com

Glenn Davis……. (909) 946-2282

ASCCA State Contacts

Government Offices/Contacts

State Office in Sacramento……………….....……….….(800) 810-4272

President
Carolyn Coquillette………………….…..…...….... (415) 875-9030
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
Benjamin Ichimaru.(800) 810-4272 x137 or BIchimaru@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

US Senator Alex Padilla ………………………………………. ( D )
Phone
………………………………………………………..…… (202) 224-3553
Email
…………………………………..www.padilla.senate.gov
US Senator Dianne Feinstein…………………………………….. ( D )
Phone
…………………………………………….. (310) 914-7300
Email
………………………………senator@feinstein.senate.gov
US Rep Judy Chu………………………………………..……….. (D-27)
Phone
…………………………………………….. (626) 304-0110
US Rep Adam Schiff……………………………………..…..
(D-28)
Phone
…………………………………………….. (818) 450-2900
CA Senator Connie M. Leyva.………………………………...…. (D-20)
Phone
………………………………………………(909) 888-5360
CA Senator Susan Rubio….………………………………...…. (D-22)
Phone
………………………………………………(626) 430-2499
CA Senator Maria Elena Durazo...………….…………………. (D-24)
Phone
………………………………………………(213) 483-9300
CA Senator Anthony J. Portantino……………………...….
(D-25)
Phone
………………………………………………(818) 409-0400
CA Senator Josh Newman………………...………………………(R-29)
Phone
………………………………………………(714) 671-9474
CA Assembly Luz Rivas……...……………………………………(D-39)
Phone
………………………………………………(818) 504-3911
Email
…………..…….Assemblymember.Rivas@assembly.ca.gov
CA Assembly Chris Holden………………………………………..(D-41)
Phone
………………………………………………(626) 351-1917
Email
……………….Assemblymember.Holden@assembly.ca.gov
CA Assembly Laura Friedman..……………………………...……..(D-43)
Phone
………………………………………….……(818) 558-3043
Email
…………….Assemblymember.Friedman@assembly.ca.gov
CA Assembly Jessie Gabriel………...……………….……..…..…….(D-45)
Phone
………………………………………………(818) 904-3840
Email…….…….…….......Assemblymember.Gabriel@assembly.ca.gov
CA Assembly Adrin Nazarian..……………………….……..……….(D-46)
Phone
………………………………………………(818) 376-4246
Email…….…….…….....Assemblymember.Nazarian@assembly.ca.gov
CA Assembly Blanca E. Rubio...………………………...….………..(D-48)
Phone
……………………………………………….(626) 940-4457
Email……………….….Assemblymember.Rubio@assembly.ca.gov
CA Assembly Ed Chau….………………………………...….………..(D-49)
Phone
……………………………………………….(323) 264-4949
Email…………………...….Assemblymember.Chau@assembly.ca.gov

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