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With the change in weather we can tell California win-
ter has arrived. Be sure to remind your customers of the 
necessary service for the winter months. 

It was a packed house with 55 at our November meet-
ing when our long-standing member and local Elite Coach, 
Gene Morill  presented about the transformation and 
growth of a shop owner.  

November was a busy month! 

I hope all our members made the time to work on their budget for 2024 & 
increased their labor rates during the month of November. The Chapter 5 board, 
with the focused direction of Thomas Maimone as treasurer, has voted in a bal-
anced budget. To ensure the sustainability & longevity of our chapter, the board 
has found it necessary to increase the cost of our chapter dues by only $10 a 
month. At this past Team weekend in November, the State Board has also voted 
in a balanced new budget with an increase of state dues by $50 annually. These 
increases will commence January 2024. Now more than ever is the time to get 
involved & participate in the growth of our association & help lead the direction 
of our evolving industry. 

Also at the last November team weekend, the amendments to the by-laws 
were passed. As the largest chapter in the state, I proudly represented chapter 5 
with 28 proxy votes. Thank you to all who took the time to vote via proxy. 
From this experience we learned how important keeping connected to our auto-
motive network really is. I would strongly urge all of you to attend at least one 
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of the 6 committees that work hard monthly to keep this association flowing & 
growing. Go to ASCCA.com, click on “about ASCCA” see which committee 
interests you & bring your experience and/or questions to the table. 

You can also get involved at the Chapter level with one of our committees: 
Revenue & Benefits, Events (Programs, socials, & seminars), and Membership, 
to name a few. 

Looking ahead to 2024, I'm looking forward to seeing all of you at the Janu-
ary chapter meeting at Mijares as we elect new board members and officers for 
the 2024/25 term and welcome our speaker, Maylan Newton.  

If you wish to serve on the board, let us know. There are a few details to  
explain, and most of our meetings are via Zoom, so location isn’t an issue. 

Here’s our slate of board candidates.  

 President– Kirk Haslam 

 Vice-President– Craig Johnson 

 Secretary– Ani Papirian 

 Chapter Representative– Tim Chakarian 

 Returning board member– Gene Morrill 

 Returning board member– Jim Ward 

As we close the door on 2023, I would like to wish each and every one of 
you a safe & joyful Holiday season as you spend time with your families. Take 
time to reflect on the wins for the year, how you will recreate those memories 
for a successful 2024. What challenges did you overcome in 2023 & what cur-
rent challenges you are facing? Have you taken full advantage of the resources 
made available to you through your ASCCA network? If you would  like any 
help or direction with anything automotive-business-related, please reach out to 
me or any of the board members and we will be happy to help you achieve your 
goals.  

Happy New Year everyone! 

(Continued from page 1) 
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Jan 2, 2024- Mijares 
 

Maylan Newton -  Internal 
Sales From Technician to 

Service Advisor 
 

Is communication between 
your Service Staff and your 

Technicians good?  Then you probably don't need this 
class!  But If not, join Team ESi for an education on In-
ternal Sales, the processes and procedures between 

Service Advisor(s) and Technician(s) that make  
successful shops  

 
 
 

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

RSVP on the evite you will receive later in December.  
If you don’t receive the evite, contact Joseph at ascca.05@gmail.com 

 

"SHOP OWNERS HELPING SHOP OWNERS" 

Feb 6 - TBA 
Mar 5 -  Mijares - Epicor, CRM Demonstration 

Mar 19 (Saturday) - Seminar in Monrovia 
Apr 9 - TBA 

UPCOMING MEETINGS & EVENTS for 2024 

When: 
Tuesday, Jan. 2, 2024 
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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We had 55 people present to hear Gene Morrill,  
long-time Chapter 5 member and Elite  

International business coach,   
as he gave us insight on success  

in business and in life! 

Apologies! 
His presentation was so 

interesting that we  
forgot to take more  

photos! 

Shop Drawing  
 

We didn’t have a winner in the shop  
drawing in November. 

 
The prize will reset to $200 for our  

January drawing.  

Remember, you must be  
present to win! 
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Making an Exception for Character 
 
You can't always define an employee’s value by their individual performance.  
 
By Joe Marconi  This story was originally published in Ratchet+Wrench on Nov. 26, 2023 
 
Have you ever known someone who from the moment you meet this person, you instantly form a connection? As if 
you have known this person for a lifetime? I had such an employee, we’ll call him Hap, short for happy. Now, on pa-
per, it didn’t appear as if he was a top-performing technician, but his positive influence on shop morale was unques-
tionable.  

I found out about Hap from an existing employee, who knew him from high school. Hap was unhappy at the 
new car dealership he was working at and was looking to make a move. I reached out to Hap and scheduled 
a meeting. With our plans for company growth, I didn’t want to pass up the opportunity to create another 
pipeline contact.   

I remember the day Hap walked into my office for our casual meeting. He had a big smile on his face that lit 
up the room. His voice and tonality instantly drew me in, and we engaged in conversation as if we were old 
friends. Hap started the conversation by saying, “Joe, it’s nice to see you. I was so excited about this meet-
ing. So, how is everything with you?” It took a moment to process his words because I thought to myself, 
“Did I meet this guy before?”   

We spent two hours talking about everything from his job at the dealership, why he wanted to leave and his 
high school wrestling experience. Somehow, he knew that my son, about the same age as Hap, was also a 
high school wrestler. Talk about making a connection!   

At the end of the meeting, I told Hap that we are in the process of expanding our company and will be need-
ing technicians soon. I asked him if he would be interested in joining our team and with a big smile, he said, 
“Absolutely!”   

Four months later Hap was hired. From his first day, the mood of the shop was different. Everyone ap-
peared happier and more energized. Hap talked to everyone, told jokes and told funny stories about his 
childhood. Even shop production went up. But there was one thing that puzzled me. Hap’s production was 
good, but not great. I told myself to give him time to acclimate, but months later there wasn’t any improve-
ment. I sat down with Hap a few times to discuss his performance, and he told me that he would do all he 
could to improve his billable hours.   

About nine months later, Hap hurt his back pruning trees at his home and needed a few weeks off. His pres-
ence was missed immediately. While the mood of the shop wasn’t bad, it was nothing like it was when Hap 
was there. I then noticed something a little unusual. When a technician is out, overall labor hours may de-
crease, but individual technician production usually goes up due to the extra available work and the sense of 
urgency. With Hap gone, Individual tech production didn’t increase to what I expected. I didn’t pay too 
much attention to it, assuming it was just an anomaly.   

Hap returned three weeks later. And when he did, his magic elevated the shop once again. He walked in on 
his first day back with a big smile on his face, giving everyone high fives! Hap told everyone that he missed 
the team and was happy to be back. That was a Monday. By Friday, technician production was back to nor-
mal. Hap’s influence on the team was undeniable. This shows that the value of an employee cannot always 
be measured by their individual performance numbers. Simply put, Hap made everyone around him better, 
and that’s all that mattered.   
 
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. 

https://www.ratchetandwrench.com/11461942
https://www.ratchetandwrench.com/


Foothill 5 Forum  6 

 

On-the-Phone Hero 
Customers have many options when choosing a repair shop. Make sure their 
first call to yours eliminates the competition.  

By Noah Brown  This story was originally published in Ratchet+Wrench on Sept 19, 2023 
 
There’s a running joke in pop culture that essentially says nobody uses their phone as a phone any-
more. And there is some truth to that with 85% of Americans having some form of smartphone, the av-
erage phone is being used less for phone calls and more for internet browsing and keeping up to date on 
social media these days.   
 
However, the art of the phone call is still vitally important, especially in the sales and service industries. 
Data from Salesforce shows that more than 90% of all customer interactions happen over the phone.   
 
Most of the time, your first interaction with any customer is going to be over the phone, and that first 
point of contact is critical in establishing a good foundation for what could hopefully be a long-term re-
lationship. 
 
Ashley Wright, service manager of Premier Auto in Worcester, Massachusetts, says that making sure a 
customer can feel relaxed and confident from the moment they call your shop goes a long way in build-
ing trust in you and your team. 
 
“A customer needs to be able to hear that, when you answer the phone, you're excited that they're call-
ing, that you're happy that you're the one they chose to call,” she says.   
 
The first call with a customer is crucial, and if you nail that, you’re well on your way to having a satisfied 
customer. 
 
Honesty and Transparency 

Customer expectations have changed dramatically over the last several decades. David Avrin, customer 
experience consultant and author, says someone that calls your shop most likely has already done re-
search into your store. With the prevalence of smartphones, it’s easier than ever to look up a dozen op-
tions for auto repair close to them.   
 
Because of that, Avrin says you shouldn’t spend your time during that initial phone call trying to sell 
your shop as the best to them.   
 
“They assume that everybody is good, that everybody has the credentials and that everybody can do the 
work,” Avrin says. “Quality is no longer a differentiator—it's the entry fee. Quality gives you permission 
to do business in the marketplace.” 
 
Modern auto shop customers are prioritizing speed and convenience above everything else. On top of 
that, Wright says auto shops as a whole already have a less-than-stellar reputation due to decades of 
some shop owners trying to pull a fast one on customers and charge for services that they don’t need.   
 
And if those weren’t big enough hurdles already, most customers calling your shop are already not in 
the best of moods because they have to spend valuable time and money that they might not have on a 
car repair.   
 
“If a customer calls and their car is making a horrible noise, they're scared. They're thinking worst-case 
scenario,” she says. “It's our job as service advisors, managers, whoever is answering the phone to be 
able to say 'I'm so sorry you're going through that. We're here to help.'” 

(Continued on page 7) 

https://www.ratchetandwrench.com/11462150
https://mypremierrepair.com/
https://www.davidavrin.com/
https://www.ratchetandwrench.com/
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Wright says she keeps it as simple as possible when she answers the phone and tries to take as much off 
the customer’s plate as possible. Letting the customer talk through their concerns and taking down as 
much basic information as possible helps them feel like they’re being listened to, and that goes a long way 
in establishing trust. 
 
“They're already feeling stressed and worried,” Avrin says. “(Be the person) who says they're going to 
hang with them to the end and get this fixed ... to make them feel at the outset that they have an advo-
cate, not an adversary.” 
 
To help with that, Wright says the first call they make to a customer once a vehicle is in their shop is only 
ever about the issue the customer initially mentioned. 
 
“If it's an issue with brakes, we only talk about brakes during that call. That way, a customer doesn't 
think we're trying to sell them all of this other stuff and that we're really focused on their concern,” she 
says. “Of course, if something major is wrong, we also advise them to get that fixed – their safety is our 
primary concern. But transparency is key.” 
 
And transparency throughout the process goes a long way. Calling with updates and follow-up lets cus-
tomers know that they’re not forgotten about. Wright’s team sends out digital inspection reports via text 
to customers so they can see for themselves where their money is going. 
 
“Just being honest with the customer is huge, whether it’s that first phone call or the last,” Wright says. 
”You're just there to solve their problem.” 
 
Live Up to the Hype 

As Avrin says, quality is the entry fee. No amount of concern or comforting phone calls will make up for 
poor service. But most shops these days don’t provide poor service and customers know that. That means 
having both high-quality service and fair, transparent dealings with customers where they feel valued and 
cared for is essential.   
 
If your shop is able to talk to people on the phone in a positive way that lets them know that your shop 
will do what it can to help them, it can quickly build into a reputation. 
 
That, Avrin says, is essential. 
 
“Once someone calls you, you've already passed the first test, which is the online search. When somebody 
calls you, understand that that is precious,” he says. “Now your job is to live up to what they already think 
about you.” 
 
That’s not always easy, but both Wright and Avrin say empathizing with your customer can help provide 
a spark. Answering the phone with a smile and sounding genuinely grateful for the business goes a long 
way in establishing credibility, and listening to your customer helps solidify that relationship. In the end, 
if your customer has a good experience, it’s a win-win.   
 
“Position yourself as their advocate and say that you'll help them,” Avrin says. “They've got no shortage of 
choices, but what they don't have is time. They don't have patience. They have a limited amount of mon-
ey. They really lack the knowledge, and they don't want to get screwed.” 
 
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. 

(Continued from page 6) 
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Tax and Business Tips from Norm Blieden, CPA 

Year-End Tax Cutting Moves to Consider 

Here are moves you can make to reduce your taxable income. But the year is quickly coming to a close, so 
plan accordingly. 

• Max out pre-tax retirement savings. The deadline to contribute to a 401(k) plan to get a 2023 taxable 
income reduction is December 31st. So if your employer's plan allows it, consider making a last-minute lump 
sum contribution. For 2023, you can contribute up to $22,500 to a 401(k), plus another $7,500 if you're age 50 
or older. Even better, you have until April 15, 2024, to contribute up to $6,500 into a traditional IRA. And as 
long as your income does not exceed phaseout limits, you can reduce your taxable income on your 2023 tax 
return. 

• Convert to a Roth IRA. Consider converting some or all of your traditional IRA, SEP IRA, or SIMPLE 
IRA into a Roth IRA. Although you pay income tax on the amount of the Roth conversion the year it is made, 
subsequent growth is tax-free in a Roth IRA, and withdrawals from the account are 100% tax-free after five 
years from the date of the conversion. 

• Tax loss harvesting. If you own stock outside a tax-deferred retirement plan, you can sell your under-
performing stocks by December 31st and use these losses to reduce any taxable capital gains. If your net capi-
tal losses exceed your gains, you can net up to $3,000 against other income such as wages. Losses over $3,000 
can be used in future years. 

• Selling appreciated assets. Consider selling appreciated assets in the tax year that helps you the most. 
While this strategy may be hard to accomplish this late in the year, it is still worthy of consideration. To do 
this, estimate your current year's taxable income and compare it to next year's projected income. Then sell the 
appreciated asset in the year that will yield the lowest tax. Remember to account for the 3.8% net investment 
income tax in your estimates. 

Review health spending accounts. If you participate in a Health Savings Account (HSA), try to maximize 
your annual contribution to reduce your taxable income. Remember, these funds allow you to pay for qualified 
health expenses with pre-tax dollars. More importantly, unlike Flexible Spending Accounts (FSA), you can 
carry over all unused funds into future years. If you do have an FSA, you can carry forward a maximum of 
$610 from 2023 into 2024 if your plan allows this. The deadline for contributing to your Health Savings Ac-
count (HSA) and still getting a deduction for the 2023 tax year is April 15, 2024. The maximum contribution 
for 2023 is $3,850 if single and $7,750 for married couples. If you're age 55 or older, you can add $1,000 to 
your HSA contribution. 

 

Watch Out For These Unexpected Tax Surprises! 

No one likes surprises from the IRS, but they do occasionally happen. Here are some examples of tax situa-
tions you could find yourself in and what to do about them. 

• Kids getting older tax surprise. Your children are a wonderful tax deduction if they meet certain qualifi-
cations. But as they get older, many child-related deductions fall off and create an unexpected tax bill. And it 
doesn't happen all at once. As an example, one of the largest tax deductions your children can provide you is 
via the child tax credit. If they are under age 17 on December 31st and meet several other qualifications, you 
could get up to $2,000 for that child on that year’s tax return. But you’ll lose this deduction the year they turn 
17. If their 17th birthday occurs in 2023, you can’t claim them for the child tax credit when you file your 2023 
tax return in 2024, resulting in $2,000 more in taxes you’ll need to pay. 

• Limited losses tax surprise. If you sell stock, cryptocurrency or any other asset at a loss of $5,000, for 
example, you can match this up with another asset you sell at a $5,000 gain and - presto! You won’t have to 
pay taxes on that $5,000 gain because the $5,000 loss cancels it out. But what if you don’t have another asset 
that you sold at a gain? In this example, the most you can deduct on your tax return is $3,000 (the remaining 
loss can be carried forward to subsequent years). Herein lies the tax surprise. If you have more than $3,000 in 

(Continued on page 9) 
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losses from selling assets, and you don’t have a corresponding amount of gains from selling assets, you’re lim-
ited to the $3,000 loss. So if you have a big loss from selling an asset in 2023, and no large gains from selling 
other assets to use as an offset, you can only deduct $3,000 of your loss on your 2023 tax return. 

Getting a letter from the IRS surprise. Official tax forms such as W-2s and 1099s are mailed to both you and 
the IRS. If the figures on your income tax return do not match those in the hands of the IRS, you will get a letter 
from the IRS saying that you’re being audited. These audits are now done by mail and are commonly known as 
correspondence audits. Assuming you already know you received all your 1099s and W-2s and confirmed their 
accuracy, verify the information in the IRS letter with your records. Believe it or not, the IRS sometimes makes 
mistakes! It is always best to ask for help in how to correspond and make your payments in a timely fashion, if 
they are justified. 

 

Ingredients of a Successful Business Partnership 

Like a bundle of sticks, good business partners support each other and are less likely to crack under strain to-
gether than on their own. In fact, companies with multiple owners have a stronger chance of surviving their first 
five years than sole proprietorships, according to U.S. Small Business Administration data. 

Yet sole proprietorships are more common than partnerships, making up more than 70 percent of all businesses. 
That's because while good partnerships are strong, they can be a challenge to successfully get off the ground. 
Here are some of the ingredients that good business partnerships require: 

• A shared vision. Business partnerships need a shared vision. If there are differences in vision, make an hon-
est effort to find common ground. If you want to start a restaurant, and your partner envisions a fine dining ex-
perience with French cuisine while you want an American bistro, you're going to be disagreeing over everything 
from pricing and marketing to hiring and décor. 

• Compatible strengths. Different people bring different skills and personalities to a business. There is no 
stronger glue to hold a business partnership together than when partners need and rely on each other's abilities. 
Suppose one person is great at accounting and inventory management, and another is a natural at sales and mar-
keting. Each is free to focus on what they are good at and can appreciate that their partner will pick up the slack 
in the areas where they are weak. 

• Defined roles and limitations. Before going into business, outline who will have what responsibilities. 
Agree on which things need consensus and which do not. Having this understanding up front will help resolve 
future disagreements. Outlining the limits of each person's role not only avoids conflict, it also identifies where 
you need to hire outside expertise to fill a skill gap in your partnership. 

• A conflict resolution strategy. Conflict is bound to arise even if the fundamentals of your partnership are 
strong. Set up a routine for resolving conflicts. Start with a schedule for frequent communication between part-
ners. Allow each person to discuss issues without judgment. If compromise is still difficult after a discussion, it 
helps to have someone who can be a neutral arbiter, such as a trusted employee or consultant. 

• A goal-setting system. Create a system to set individual goals as well as business goals. Regularly meet to-
gether and set your goals, the steps needed to achieve them, who needs to take the next action step, and the ex-
pected date of completion. 

• An exit strategy. It's often easier to get into business with a partner than to exit when it isn't working out. 
Create a buy-sell agreement at the start of your business relationship that outlines how you'll exit the business 
and create a fair valuation system to pay the exiting owner. Neither the selling partner nor the buying partner 
want to feel taken advantage of during an ownership transition. 

 

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

(Continued from page 8) 
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Facing our Fears: The Future of  
     Independent Auto Repair Shops 
 
It's time for auto repair shop owners to make sober decisions about the future of their businesses.  
 
By Greg Bunch  This story was originally published in Ratchet+Wrench on Nov 28, 2023 
 
 
In a recent heart-to-heart conversation with an old friend from a small town near Colorado Springs, I was 
struck by a situation that resonates deeply with the current state of our industry. He shared how a local auto 
shop, which seemed to be thriving, abruptly closed its doors leaving behind nothing but a sign indicating an 
ugly and scary notice on the door that the state is possessing his property and will be up for auction due to un-
paid taxes. 

This unsettling tale serves as a reminder of the nature of our business and the critical importance of staying 
vigilant and adaptive in the face of economic and industry shifts. It begs the question: What is the future of in-
dependent auto repair shops in these turbulent times? Will more shops be closing their doors due to back taxes 
or their inability to attract, hire, train and retain talent?  Do you lose sleep at night thinking of being a shop 
owner for the next 10 years, or do the opportunities excite you? 

The closure of this shop isn’t just an isolated incident; it’s a wake-up call for all of us in the industry. It under-
scores a hard truth: many shops, while outwardly successful, may be teetering on the brink due to underlying 
issues like financial mismanagement or failure to adapt to changing market dynamics. This is a moment for 
introspection. Are we as shop owners proactively preparing for future challenges, or are we at risk of being 
blindsided? 

Today's economic landscape is riddled with uncertainties. Rising operational costs, changing consumer spend-
ing patterns and the shift towards more technologically advanced vehicles are reshaping our industry. To 
thrive, we must adapt. This means not just keeping our financial house in order but also understanding and an-
ticipating the needs and expectations of our customers. The way forward involves more than competitive pric-
ing; it’s about building trust and delivering value in every interaction. Every survey I read says that customers 
want more convenience, yet most shop owners and service advisors I talk to readily admit, that they are far 
from being the most convenient shop in town. Change or die, that is the bottom line. 

We all know that the automotive industry is at a pivotal point with the advent of hybrids, electric vehicles 
(EVs) and Advanced Driver-Assistance Systems (ADAS). The question we need to ask ourselves is, as inde-
pendent shop owners, what are we doing about it? Are we investing in ongoing training for our technicians, 
updating our tools and equipment and staying abreast of the latest industry trends and developments? It's not 
just about fixing cars; it's about understanding and embracing the future of automotive technology. 

The story of the closed shop also brings to light the importance of how we treat our employees. Are we creat-
ing a work environment where our staff feels valued, respected, and part of a larger mission? The future be-
longs to those who recognize that their team's well-being is as crucial as their bottom line. Investing in our 
people, from providing competitive compensation to offering training and growth opportunities, will be key in 
attracting and retaining top talent. 

In my humble opinion, the future of the independent auto repair shop industry hinges on our ability to adapt, 
innovate and stay connected to the needs of our customers and our teams. We're at a crossroads where uncer-
tainty and change will inevitably sideline some, while others will seize the opportunity to evolve and prosper. 
As we've seen throughout American history, from the Great Depression onward, those who are willing to em-
brace change and innovate are the ones who emerge stronger. Let's not shy away from the challenges ahead. 

(Continued on page 11) 

https://www.ratchetandwrench.com/11462067
https://www.ratchetandwrench.com/


Foothill 5 Forum  11 

 

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. 

Instead, let’s face them head-on, armed with the knowledge, skills, and resilience needed to navigate the  
ever-changing landscape of the auto repair industry. 

There is one more thing I must bring up as we navigate this crossroads, our engagement with governmental 
policies, specifically the Right to Repair Act. Just getting back from AAPEX, we learned how important this 
battle is and our industry's survival and ability to thrive are closely tied to our access to essential vehicle re-
pair and diagnostic information. The Right to Repair Act plays a pivotal role in ensuring independent shops 
like ours have equal footing in accessing this information, which is vital for servicing modern, technological-
ly advanced vehicles. Without this access, we risk being marginalized by the manufacturers who control this 
critical data. 

As shop owners, it’s also our responsibility to go beyond the walls of our businesses. It's imperative that we 
stay informed about the legislative landscape that affects our industry. We need to actively support policies 
like the Right to Repair Act, which safeguards our ability to compete, innovate, and provide the highest level 
of service to our customers. For more information and how you can support Right to Repair, go to auto-
care.org for more information. Our collective voices and actions can and will shape our future. 

 I love hearing your thoughts and feedback, please email me at greg@transformersinstitute.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. 

(Continued from page 10) 
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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. 
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Chapter 5 Associate Members 

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

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

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

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

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

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

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

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

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

at ascca.05@gmail.com 

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

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

Government Offices/Contacts 

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

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

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

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

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

 

Executive Board 

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

 
 

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

  

 
Board of Directors 

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

Committee Chairs 

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

Government Affairs 
   Open 

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

Membership 
   Open 
 

 

 
Chapter Rep 

 

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

 

Chapter Staff 

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

 

ASCCA Chapter 5 2023 Board of Directors 

Chapter Contact Information 
Mailing Address: 

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

 

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

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

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/

