
Foothill 5 Forum    

 

 

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

Greetings, 

Iôd like to thank Craig Johnson, for putting together Ok-
toberfest with sponsors, Bruce Hawley Insurance and BG 
Products. Everyone had a great time! Again, great job with 
our October meeting at Montrose bowl! squirrel.  

In November, our meeting will be the second Tuesday, the 
12th and not the first Tuesday, because of election day.  

We will be meeting at OôReilly in Alhambra A big ñthank 
youò to OôReilly for sponsoring this meeting and class.  

This is the time of year when we celebrate Thanksgiving. Take some time to 
thank those around who  make your life better. There are many people we some-
times take for granted in our lives. We need to be thankful for our spouses, 
friends, employees, servicemen, an especially educators. Remember to try and 
brighten somebodyôs day up with something as simple as a kind word, a thank 
you, a smile, or helping someone in need.  

We live in a great country where we have rights and freedoms. Be thankful of 
this and donôt forget to vote.  

If you enjoy our organization and would like to be more involved, we are look-
ing for board members. We have one meeting a month either via Zoom or in 
person.   

Thank you, everyone, for being members of ASCCA. The more we stick togeth-
er, the more knowledge and power we gain. 

Presidentůs message 
November, 2024  

2024 President, ASCCA Chapter 5 

mailto:ascca.05@gmail.com
http://www.ascca5.com/
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Important Chapter 5 Information 
 
Our Board of Director elections are coming soon, and nomina-
tions will be received and announced at our November meeting. 
 
Here are the nominations we have so far for the 2025-2026 term: 

¶ President - Craig Johnson of Craig Johnson Automotive  
(Pre-requisite is two years service on the Board.) 

¶ Vice-President - Seiko Nagata of Seikoôs Auto Service in Mon-
rovia  (currently board Secretary) 

¶ Secretary - Jim Ward of Ward Service 

¶ Treasurer - Thomas Maimone of Crown Tire Auto Care in  
Pasadena (incumbent Treasurer) 

¶ Chapter Rep - Open (liaison between the State Association & 
our Chapter.) 

 
Additional nominations may be submitted from the floor at our 
November meeting, and elections will be held at our January 
meeting. The new terms will begin in February with the installa-
tion of the officers. 
 
We also have room for a few more board members. If you 
wish to throw your hat in the ring, email the Chapter 5 office at 
ascca.05@gmail.com or nominate yourself at the November 
meeting. The board meets monthly, on the third Thursday of the 
month via Zoom, and occasionally in person for dinner in the 
Pasadena/Monrovia area. 
 
We also wish to thank Tim and Johanna of BMW PhD  
for their many years of service on the Chapter 5 Board of  
Directors. They recently stepped off the Board and their  

presence and contributions will be missed. 
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When: 
Tuesday, Nov 12, 2024 - Diagnostics Class 
5:30 PM ï Networking/Dinner 
6:00 PM ï Program 
9:00 PM ï Finish 
 
Where: 
OôReilly Auto Parts 
800 E. Valley Blvd.; Alhambra, CA 91801 
(626) 792-2763  
 

 
Cost: 
¶ No cost for additional guests thanks to OôReilly 

2024 
Nov 12 - Diagnostics class by Phil Fournier at 
OôReilly in Alhambra 
Dec 3 - Christmas event  

 
 

2025 
Jan 7 - Maylan Newton at Mijares ñSuccession 
Planningò 
Feb 4 - Open Forum at Mijares 
Mar 4 - BAR Representative or Jack Molodanof 
at Mijares 

UPCOMING MEETINGS & EVENTS 

ASCCA5 November Meeting 
NOT ON THE 5TH  & NOT AT MIJARES!!!  

Bring your techs for this class on  
Powertrain Electronics Diagnostics 

Sponsored by O®Reilly  
No charge  for additional guests 

Bring a non-member to experience our beneĜts 

November 12, 5:30-9:00; OôReillyôs Auto Parts 
800 E. Valley Blvd.; Alhambra, CA 91801 

Presenter: Phil Fournier 

This is a special class for your technicians 
¶ Do your techs have difficulty diagnosing a check engine light? 
¶ Do your techs take too long to diagnose the issue? 
¶ We will cover how to quickly diagnose check engine lights 
¶ We will show you how to develop a diagnostic plan 

No cost for additional guests thanks to OôReilly 
Bring your techs and your non-member owner friend and their techs! 

RSVP on  the evite (coming later) or email us at 
ascca.05@gmail.com so we®ll know how many  

to prepare  for. 
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Oktoberfest was a real hit! 
Heartfelt ñThanks!ò to BG Products and  
Bruce Hawley Insurance for their  

sponsorship which made our event affordable! 
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Tax and Business Tips from Norm Blieden, CPA 
& Glenda Y. Lang, CPA, CFA  

Who Is a Beneficial Owner of a Business? 
Any business entity that meets the Corporate Transparency Act (CTA) definition of a reporting company must 
report its beneficial owners in a Beneficial Ownership Information (BOI) report filed with the Financial 
Crimes Enforcement Network (FinCEN). While some exemptions and exceptions exist, the majority of small 
and mid-sized businesses formed as LLC, Corporations, and other registered entities are subject to the 
reporting rule. 

The Definition of a Beneficial Owner 

The CTA identifies a beneficial owner as an individual who either directly or indirectly exercises substan-
tial control over the reporting company or who owns or controls at least 25% of the reporting companyôs 
ownership interests. A company might have one or many beneficial owners depending on its ownership and 
management structure. 

Beneficial owners must be individuals. In instances where another business entity owns a reporting compa-
ny, the individuals who own that entity might be considered beneficial owners of the reporting company. How-
ever, under some circumstances, when an entity thatôs exempt from the BOI reporting rule has ownership in-
terests in a reporting company, it may be listed as a beneficial owner instead of an individual. When there are 
entities with ownership of other entities, determining who must be reported as beneficial owners can become 
complicated, so itôs helpful to consult an attorney for direction. 

The Definition of Substantial Control 

An individual has substantial control over a reporting company if they meet one or more of the criteria 
below: 

¶ The person is—or has the authority of—a senior officer, such as President, Chief Financial Officer, Chief 
Executive Officer, Chief Operating Officer, General Counsel, or other position with comparable responsibili-
ties. 

¶ The person makes or influences important decisions (e.g., entering contracts, determining product lines, 
financial matters) for the reporting company. 

¶ The person has authority to appoint or remove the reporting companyôs senior officers or a majority of its 
governing body (e.g., board of directors). 

The person has some other form of substantial control. 

The Definition of Ownership Interest 

When someone has an arrangement that establishes ownership rights to a reporting company, they have an 
ownership interest. If an individual owns or controls 25% or more of the reporting companyôs ownership inter-
ests either directly or indirectly, they are a beneficial owner. 

Ownership interest examples include: 

¶ Equity 

¶ Stock 

¶ Voting rights 

¶ Capital or profit interest 

¶ Convertible Instruments (eligible to be converted to equity, stock, voting rights, or capital or profit interest) 

(Continued on page 7) 
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¶ Options or privileges to buy or sell any of the interests above 

Any other instrument, contract, or mechanism used to establish ownership 

When a reporting company has multiple owners or individuals who have ownership interests indirectly (such 
as through ownership of an entity that has stock in a reporting company), it can be challenging to calculate 
ownership percentages and determine the persons who must be reported as beneficial owners. Itôs critical to 
get it right because the penalties for filing inaccurate information or failing to file a BOI report are costly.  

The CTA has identified situations when individuals who would otherwise be considered 
beneficial owners do not have to be disclosed on a reporting companyôs BOI report: 

¶ The individual is a minor child (the parent or legal guardian may be reported instead). 

¶ The individual acts on behalf of an actual beneficial owner as the beneficial ownerôs nominee, intermedi-
ary, custodian, or agent (e.g., consultants, attorneys, accountants acting in an advisory capacity).  

¶ The individual is an employee of the reporting company (provided they do not hold a senior officer posi-
tion and whose control or economic benefit is derived solely from their status as an employee). 

¶ The individualôs only interest in the reporting company is a future interest through a right of inheritance 
(once the person inherits the interest, they must be reported as a beneficial owner). 

The individual is a creditor of the reporting company. 

Information That Must Be Reported About Beneficial Owners 

A reporting company must provide the following information about the individuals who are its benefi-
cial owners: 

¶ The individualôs name and date of birth 

¶ Home address 

¶ Identification number from a passport, U.S. driverôs license, or other approved document 

¶ Name of the state or jurisdiction that issued the identifying document 

¶ Image of the Identifying document 

BOI reports are not a recurring requirement. However, if a reporting companyôs beneficial ownership infor-
mation changes for any reason, it must issue an updated BOI report to FinCEN within 30 days of the change. 

Some examples of when a reporting company may need to amend its report include: 

¶ One of its beneficial owners sells their ownership interests to another person 

¶ A beneficial owner moves to a new residential address. 

¶ An individual who held an officer position (and was considered a beneficial owner by way of substantial 
control) resigns from that post. 

¶ A minor child with ownership interests turns 18. The BOI report should now report that individualôs infor-
mation instead of their parentôs or guardianôs information. 

  

(Continued from page 6) 

X & L CPAs, LLP  (Formerly Norman A. Blieden, CPA) 
1201 W. Huntington Drive Ste 108, Arcadia, CA 91007 
(626)440-9511; info@xlcpas.com 
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hŋŕƈļǛ +ŋŬĳŕƪד 
 
 

Invite your vendors to join our 
annual sponsorship circles. 

All the information is on the 
following page. 

Norm Blieden has been 
our accountant since 
2022, and his expertise 
and attention to detail 
have significantly 
streamlined our financial 
processes. Both have 
made a noticeable posi-
tive impact on our busi-
ness operations. I highly 
recommend their ser-
vices. 
Luis Lopez Automotive  

I have been using Justin from 
Scott s auto parts for 10+ year- 
he supplies our case oil , coolant, 
Freon - brake cleaner products - 
he also keeps up on our fasten-
ers well stocked.  he comes by at 
least twice a month- very reliable! 
He keeps us informed with the 
latest trends. Pricing increases- 
oil types Etc.-  and his wife's 
cookies are the Best ever!  
Paul Brow: All-Car Specialist 

We have been using Hawley Insurance for years. 
Every year they compare our Workmenôs Comp. 
and business insurance to get us the best rates 
for what we need. They are always a phone call 
away or will visit your shop. They only handle 
commercial, so they know what we need.  
Great people always. 
Kirk -  Advance Muffler 

Please Support the Sponsors of 
ASCCA Chapter 5 

http://www.hawleyinsuranceservices.com/
https://www.bliedencpa.com/
mailto:Justin%20Scott%20%3cjustingscott@me.com%3e


Foothill 5 Forum  9 

 

2025 ASCCA Chapter 5 Yearly Sponsorship  
Packages/Opportunities 

ASCCA Chapter 5 is offering some unique sponsorship programs to help our 
members and give monthly exposure to our members about sponsorsô products 

and services. 
All sponsorships will be for a calendar year. 

 

The Elite Circle Club: $2,500.00 for the year 
 

Only one sponsor per category for the Elite sponsor (determined by the BOD) no competing categories  

Free admission to each general meeting for 1 person  

Mention of your business at every general meeting and all chapter events by the committee in charge of the program 

A special section in the newsletter highlighting all sponsors 

Testimonials on the webpage and Face Book from existing customers 

A business half page ad in our monthly newsletter 

An opportunity to speak at one of our monthly meetings 

A 3-5minute spotlight at every meeting you attend to profile your company 

Access to members emails to show case your product via the Chapter 5 office 

Testimonials from members using your service or product. 

A monthly email blast from your company to our database via the Chapter 5 office 

Your logo and ad on our website 

We will promote you on our Facebook platform with links and QR code if available 

The Gold Circle Club: $1,500.00 for the year 
 

Free admission to 5 general meetings for 1 person 

Mention of your business at every general meeting and all chapter events by the committee in charge of the program 

A special section in the newsletter highlighting all sponsors 

A quarter page ad in our monthly newsletter 

A quarterly email blast to all members from your company via the Chapter 5 office 

A 1-2 minute spotlight at every meeting you attend to profile your company 

Your logo on our website 

The Silver Circle Club: $750.00 for the year 
 

Free admission to 2 general meeting for 1 person 

Mention of your business at every general meeting and all chapter events by the committee in charge of the program 

A special section in the newsletter highlighting all sponsors 

A business card ad in our monthly newsletter 

A 30 second spotlight at every meeting you attend to profile your company 

 

Choose which level at this link or use this QR code. 
 

   
For more information, or if you have questions, contact Gene Morrill at 818-261-6009. 

https://www.paypal.com/donate/?hosted_button_id=5P8SKH5RCBL44
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Want to Raise Your Labor Rates?  
Offer World-Class Service 

By Todd Hayes  This story was originally published in Ratchet+Wrench on Sept. 30, 2024 

When our industry talks about labor rates, most auto repair shop owners have the wrong 
approach. You see a lot of talk in Facebook groups about labor rates, how to set labor rates, and 
standard labor rates. While I love these different groups, there's so much more to labor rates. 

In our world, there's a business model called finding the customer threshold of pain, which we 
have to do. Itôs a business method where we have to raise our prices until customers say no. 

Now a big part of being able to raise pricing in our business is that if you raise your prices, you 
must offer world-class service. So, I'm going to give you some real specifics. 

£ȩ˻ǟ J˞ʻˉɴɝǟʫʻ £ʫǟƒˉǟʫ ğǟƒǁǟ ɴȇ ßȩɣǌ 

When you go to a dealership and buy a part, that part carries a 12-month warranty. Well, in our 
world, we have a three-year, 36,000-mile nationwide warranty on all parts and labor. We offer 
that peace of mind warranty backed by 15,000 affiliate shops across the country, plus 365 days 
of roadside assistance covering towing, jump-starts, and lockout service. If anything happens 
to youðeven if you run out of gasðwe will come and take care of you. Convenienceðone reason 
to offer a higher labor rate. 

Jɴɣʻȩǌǟʫ ôʠǟɣȩɣȊ ɴɣ ūǟǟɅǟɣǌʻ 

Auto repair shop owners should adopt the retail mindset and by doing so can justify higher la-
bor rates. On any weekend, you can watch a movie, go to dinner, go to church, do anything you 
want, but you can't get your car repaired if you need it. My shops are also open seven days a 
week, which is convenient for customers who need the weekend to get auto repair work done. 
Now that alone I can charge more for. You have to build value to charge a greater price. That 
means our dual income with kids or dual income without kids, which is a top demographic, 
don't want to ask their boss for a day off to get their car worked on. We're slammed on Satur-
day and Sunday which shows how much the market is demanding auto repair services on the 
weekend. Consider giving it a try. 

ļȩǌ̈ ŋʠ 

Step back and ask yourself what offering world-class services or a higher image looks like for 
your shop. We have to admit, our industry has a lot of work to do. There's a handful of shops 
out there where you go, ñWow, that place looks really good,ò but the rest donôt look very good. 
They have greasy, dirty floors. People are dirty. They don't put them in uniforms. A world-class 
shop should be able to afford health insurance, offer world-class service, and hire world-class 
technicians to blow the customer away. See, that's what your labor rate's all about. You must 
raise your features and benefits. Ask yourself: What am I offering to my customers that stands 
out? 

İƒ◦̈ųǟ☺̒ 

Weôre trained to say, ñNoò and in doing so we turn away good customers. Donôt worry about 
what time it is, be available. Instead, ask, ñIs now a good time to bring your vehicle in? Iôll have 
one of my certified technicians inspect your vehicle, and give you a complete written estimate, 
no obligation. If you close by, I'll come pick up your vehicle.ò Do the inspection, add MotoVisu-
als, send it for review, and give them a call. Thatôs world-class service. Now if you offer that to 
your customers, will they pay more? Absolutely. Can you see your labor rates going up? Can 
you see your gross profit improving? Before I hang up that call, I set up an appointment. I also 
do a new customer introduction over the phone and send a virtual shop tour because itôs about 
transparency. 

(Continued on page 11) 

https://www.ratchetandwrench.com/55091951
https://www.ratchetandwrench.com/
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(The following was submitted by Gene Morrill for our education about online security.) 

Gene, 

A phishing e-mail is a bogus e-mail that is carefully designed to look like a legitimate request (or attached file) 
from a site you trust in an effort to get you to willingly give up your login information to a particular website or to 
click and download a virus. 

Often these e-mails look 100% legitimate and show up in the form of a PDF (scanned document) or a UPS or Fed-
Ex tracking number, bank letter, Facebook alert, bank notification, etc. Thatôs what makes these so dangerous – 
they LOOK exactly like a legitimate e-mail. So, how can you tell a phishing e-mail from a legitimate one? Here are 
a few telltale signsé 

First, hover over the URL in the e-mail (but DONôT CLICK!) to see the ACTUAL website youôll be directed to. If 
thereôs a mismatched or suspicious URL, delete the e-mail immediately. In fact, itôs a good practice to just go to the 
site direct (typing it into your browser) rather than clicking on the link to get to a particular site. Another telltale 
sign is poor grammar and spelling errors. Another warning sign is that the e-mail is asking you to ñverifyò or 
ñvalidateò your login or asking for personal information. Why would your bank need you to verify your account 
number? They should already have that information. And finally, if the offer seems too good to be true, it probably 
is. 

Best, 

STEVEN PRICE 

President, CEO 

Tech Rockstars, Inc. 
Direct: 626-833-5046 
Office: 626-533-1436 
Web: www.techrockstars.com 
Email: steve@techrockstars.com 
Address: 850 S. Myrtle Ave. Monrovia, CA 91016 

If we offer world-class and deliver, we can charge very fair prices for the quality of work. Have 
the mindset that you are in the auto hospitality business. In that, youôll have no competition 
in the world. Anybody down the street can fix brakes. You understand that. Anybody down 
the street can do an oil change, but not anybody can do world-class service, and we have 
found that customers will pay premium for it. 

Todd Hayes, the esteemed Chief Operating Officer (COO) of Adams Automotive "World Class Service," is a prominent figure in the 
automotive industry. His career, spanning over three decades, showcases him as an entrepreneur, business leader, and celebrated 

media personality, known for his dedication, innovation, and commitment to excellence. 

Beginning in 1986 with Mobile Car Care, Todd's visionary spirit and strategic acumen led to rapid expansion across Texas. His 
partnership with Retail & Restaurant Growth Capital, L.P. (RRGC) and Cardinal Investment Co. marked a strategic evolution. In 
2002, he founded RepairOne, turning it into a multi-million-dollar auto repair service center renowned for customer satisfaction and 

profitability, thanks to his insights and commitment. 

In the media, Todd hosted the "Auto Show Special" on national radio in Houston, Texas, earning the Wheel Award from the Detroit 
Press Club Foundation. His roles include a newspaper columnist for the Houston Chronicle, President of the Texas Auto Writers 

Association, and creator of Test Drive TV for CBS and "Test Drive" for United Airlines, leaving a significant mark in media. 

As COO of Adams Automotive, Todd's leadership is marked by revenue growth and commitment to superior service. His career 

reflects the power of innovation, dedication, and the pursuit of excellence, making him a revered figure in the automotive world. 

 

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. 

(Continued from page 10) 
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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, Pennsylvania, 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.   

ñI was very impressed with his mechanical skillset,ò 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, itôs 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 develop-
ment doesnôt come without its challenges.   

£ǟɣǟʫƒˉȩɴɣƒɋ JȞƒɋɋǟɣȊǟʻ  

Colket has successfully found good, fresh techs fairly regularlyðhe says he currently has two good 
younger hires working for him nowðbut heôs 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 suc-
cess 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 
business and all before heôd 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 opportunities 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.   

ñI 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,ò Colket says. ñNow itôs more lefty, righty é óThis is a 
washer; this is a nut.ô Theyôre starting on a much more (basic) level.ò   

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

ñYou 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 doesnôt even know how to run it,ò Cokonis 
says.   

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

ļʫƒȩɣȩɣȊ ƒɣǌ ¸ɣʻʠȩʫƒˉȩɴɣ  

At Colket Automotive Technical Services, trainingðor retrainingðyoung techs has become part of what 
they do. Colket says when they hire a fresh-out-of-school tech, theyôll have them shadow a more experi-
enced tech.   

When applicable, they take time for collective teaching moments. If the shop is struggling with a diag-
nostic 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 

(Continued on page 13) 

https://www.ratchetandwrench.com/11461930
https://colkettech.com/
https://www.ratchetandwrench.com/
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retain it.   

Itôs all part of the team environment Colket has worked to build. Training isnôt something they do just 
a couple times a year; rather, as Colket says, ñItôs a part of the day-to-day operationsò of the shop.   

While Colket has had success developing young techs, other shops often struggle to relate to younger 
generations, Cokonis says. Some who have been working in the industry for some time have the per-
ception that Gen Z doesnôt have a strong desire to work; however, Cokonis has a much different per-
ception.   

ñSome 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 won-
der why they struggle with young people,ò he says. ñThatôs as honest as I can be in the assessment of 
what I have watched transpire.ò   

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

ñYouôve 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,ò 
Cokonis says, ñand the job environment isnôt inspiring to them in the long term. So, youôre going to 
have troubles with retention and attendance.ò  

Instead, shops can inspire new hires by identifying their goals and creating pathways for their new-
bies to reach them. Both Colket and Cokonis noted itôs 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, 
theyôll automatically 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 eventually the latter will move on.  

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

Colket says that at his shop currently, he doesnôt 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 goalsðwhether (that's) shop ownership, specialty repairs or 
becoming a service advisorð theyôll be more invested and dedicated to their work.   

Itôs a win-win for the shop and the employee.  

ñYou need to be supportive of them in training, identify the training opportunities in your area,ò Col-
ket says. ñé The biggest thing is to support them in it. Pay for the training. Donôt expect them to pay 
for it. The better they get, the more money theyôre going to make.ò   

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. ñI was out of work for two-and-half weeks and 
they handled it top to bottom,ò he says.   

 

 

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. 

(Continued from page 12) 
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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 only $85/mo. Associate membership dues are just  
under $93/mo. 
· $41.25 is the Chapter portion which helps to fund Chapter operations. 
· 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. 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 added for this.  
· 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 ñshortò list. See the rest of this newsletter more benefits.) 

· Amazing connection with your peers in the automotive industry.  
· Older shop owners who have gone ahead & you can benefit from what theyôve learned. 
· Newer shop owners who are excited to learn from what youôve 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 whatôs going on in the industry. 

· Access to seminars & classes at an ASCCA discounted rate. 

· Monthly dinner meetings with special speakers who know our industry. One dinner at the regular meetings 
is included in your chapter dues. ($432/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. 

What happens when you donôt 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 encourage automatic payments on all payment 
plans.) 
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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. 

ĄĄĄ 
Have you 

created your 
member  

profile yet? 
 

Go to 
ASCCA.com 
and click on 
ñMember 
Loginò to 

create your 
profile. From 
there, you can 

pay  your 
dues, get info. 

and more! 
ĄĄĄ 
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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 cus-
tomer 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 yearôs 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 $85 per month!  
 
 

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

(626) 296-6961; ascca.05@gmail.com; www.ascca5.com 

mailto:ascca.05@gmail.com
http://www.ascca5.com
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ASCCA Foothill Chapter 5 Member Benefits 
In addition to the State-wide benefits shown in the òASCCA Advantage,ó 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 donôt see each other as competition but as comrades in the industry, helping 
each other to succeed. If you have a problem you canôt figure out, call one of our members who specializes in that area. Theyôll  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 whatôs 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 canôt 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 ñPlanning Commissionò arranges outstanding social events for us throughout the year. We've visited 
JPL, the J. Paul Getty Museum, had many ñDay at the Racesò 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 5 sponsor 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. 

http://www.hawleyinsuranceservices.com/
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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 

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 for our monthly 

meetings. 
If you didnôt receive it, 
please contact the 
Chapter 5 office at 
ascca.05@gmail.com 

Justin Scott - (909) 767-1681 

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:blake@undercarplus.com
mailto:wpowell@ineedoil.com
mailto:Justin%20Scott%20%3cjustingscott@me.com%3e
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ASCCA State Contacts 

State Office in Sacramentoéééééé.....ééé.é.(800) 810-4272 
 
President  
 Lee Chesninéééééééééé..é..é...é....  (310) 393-9889  
 
Executive Director 
 Gloria Peterson...(800) 810-4272 x104 or     GPeterson@amgroup.us 
 
Deputy Executive Director 
 Anne Mullinaxé..(800) 810-4272 x116 or  AMullinax@amgroup.us 
 
Membership Services  
 Jacob Gray ééééé(800) 810-4272 x137 or  JGray@amgroup.us 
 
Accounting Executive 
 Nito Goolanéé......(800) 810-4272 x103 or  NGoolan@amgroup.us 
 
Manager Digital and Social Media 
 Sarah Austinéé.....(800) 810-4272 x110 or    SAustin@amgroup.us 
 
Events Manager 

 Natalie Perryééé..é.....(800) 810-4272  or    nperry@amgroup.us   
 
Communications Manager 

 Jonathan Flomé.éé... (800.810.4272 ext. 141  jflom@amgroup.us  
 
ASCCA Attorney  
 Jack Molodanof  ......................é(916) 447-0313 or Jack@mgrco.org 
 

Government Offices/Contacts 

President Joe Bidenéééééééééééééééé.(D) 
 Phone éééééééééééééééééé(202) 456-1111 
 Faxéééééééééééééééééééé....(202) 445-4633 
 

Governor Gavin Newsomééééééééééééé...(D) 
 Phone éééééééééééééééééé(916) 445-2841 
 Webééééééééééééé..é..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 

 
 Presidentéééé...éé.Kirk Haslam  
 Phoneéééééééé. (626) 793-5656 
 Email.é.advancemuffler1234@gmail.com 
 
 

 Vice-Presidentééé...éCraig Johnson 
 Phoneéééééééé. (626) 810-2281 
 Emailééé.éé.é......craig@cjauto.net  
 

 Secretaryééééééé..Seiko Nagata 
 Phone ..é...éééé.(626) 321-8393 
 Emailéé.. seikosautoservice@gmail.com 
 

 Treasureré,,,ééé...Thomas Maimone   
 Phoneéééééé.éé. (626) 676-0659 
 Email.éé..Thomas.m@crowncitytire.com 
 

Board of Directors 
  
 Randy Lewisééééé... (909) 717-9950 
 Wendy Luckoééééé..(626) 340-9790 
 Gene Morrill éé...ééé(818) 261-6009 

  
Board of Directors (conôt) 

 
 Gary Papirianééééé.. (323) 255-5566  
 Jim Wardéééééé......(818) 840-7516 
 Mike Bedrossianéé.éé..(626) 483-4400 
 Noel Lamaséééééé...(323) 253-4640 
  

Committee Chairs 

Seminars & Programs 
   Craig Johnsoné..(626) 810-2281 

Revenue & Benefits 
   Gene Morrill é...(818) 261-6009 

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

Membership    
   Open 

Government Affairs   
   Open 

 
 

Chapter Rep 
 

Open 
 

Chapter Staff 

Administration & Membership é..Joseph Appler 
Phoneéé.ééééé.éé...é(626) 296-6961 
Text/Cell.éééééééééé(818)482-0590 
Emailé..ééééé.....é.ascca.05@gmail.com 

ASCCA Chapter 5 2024 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 

Thank you to our Chapter Sponsors: 

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:nperry@amgroup.us
mailto:jflom@amgroup.us?subject=ASCCA
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:dvancemuffler1234@gmail.com
mailto:craig@cjauto.net
mailto:seikosautoservice@gmail.com
mailto:Thomas.m@crowncitytire.com
mailto:adminascca5@gmail.com
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