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Hello ASCCA Chapter 5!  

     I hope that the weather hasn’t hindered business or productivity 
for you, and that everyone's families and employees are safe.  

Our Chapter 5 Board wants to remind everyone to stay informed 
with any legislative news happening in your local areas or across the 
state and be ready for a call to action. This association is only as 
strong as we are, together. This may mean recruiting and informing 
customers of legislation that will affect them also and have them 
write to their representatives. 

Be sure to take part in our Legislative Action Event this month. The 
kick-off is April 10 from 2-3 pm via Zoom. The goal is for you to 
meet with your representatives here, in their local offices on a Friday 
in April. More information is in this newsletter on page 4. 

Our events planning committee is working to set up different ses-
sions and training and networking for you and your employees. If 
there is something of interest to you, please reach out to a board 
member so we could discuss it with our planning committee.  

Don't forget, we serve customers AND we serve our communities. 
Reach out and volunteer for community events; host training for 
customers; sponsor Little League, soccer, and softball games so your 
community sees you getting involved.  

(Continued on page 2) 

Vice-President’s message 
April 2023 

mailto:ascca.05@gmail.com
http://www.ascca5.com/
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Save the Date: September 8-10, where we hope to see you at the 
state ASCCA Training Conference in Costa Mesa. Please visit 
the state site to register or scan any of the QR codes during our 
monthly chapter meetings.  

ASCCA is a volunteer association and volunteers are always 
welcome and needed to help keep this association strong whether 
it be at the state or local level. Please consider a board mentor-
ship, a board seat, or volunteering for our planning committee. 
Another way to support your Chapter 5 is to open your shop to 
welcome members for a “Shop Night” meeting. Ask a board 
member how you can make your shop available for this fun and 
educational event. 

And what about our education members… Don’t forget to serve 
on the community college and high school advisory boards, we 
need your help to keep our programs viable and up to date! This 
is a great way to serve your community and help raise up the 
next generation of automotive techs. 

I hope to see you at PCC on April 4 when we have two great 
classes in store for you: one for owners and one for techs. Check 
out the flyer on page 3 for the details. 

Sincerely,  

 

Wendy Lucko 

Auto-Tech Instructor, PCC 

Vice-President, ASCCA Chapter 5 

(Continued from page 1) 

April 4 - PCC: Garage Gurus & BAR Referee 
May 2 - Shop Night / Vendor Fair at Hanson's 
June 17 - Irwindale Speedway – Scholarship recipients 
July (not the 4th) - Social Event TBD 
Aug 8 - Mijares (TBD) 
Sep 5 - Mijares - Walt Commans, ASE 

Oct  3 - Social Event/ Okoberfest 
Nov 7 - Mijares (TBD) 
Dec 2 - Christmas/Holiday Party (TBD) 

UPCOMING MEETINGS & EVENTS 
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Our mini-workshops were full and informative at our March 7 
meeting at Mijares. Special thanks to Glen Dailey, John 

Eppstein, and David Fischer for their valuable input! 

Shop Drawing  
 

Ken Daniels Automotive 
was drawn in the Shop Drawing, and  

was present to win the $200!  

 
The prize will increase to $220 for our  

April 4 meeting.  

Remember, you must be  
present to win! 

Organized chaos (but 
effective) as we filled 
the room with three  
simultaneous work-

shops. 
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Tax and Business Tips from Norm Blieden, CPA 

Great Money Habits 
Developing and maintaining great money habits can help you lay the foundation for achieving your financial goals. 
Here are some ideas. 

• Establish a budget and review it at regular intervals. Create a workable budget every year then set aside time to 
review your budget periodically. This will help you think critically about where your money is going and help you elim-
inate old, destructive money habits. 

• Calculate your net worth. Your net worth is an indicator of your financial health and how you manage your mon-
ey. To calculate your net worth, add all your money and assets, then subtract the total amount you owe to others. The 
result is your net worth. Often this result is negative due to things like student loans, high credit card balances, or under-
water debt (e.g. you owe more on your car than it is worth). So don't worry about the result, just know what your net 
worth is so you can improve it over time. Like reviewing your budget, a regular check-in on your net worth allows you 
to think more about your finances and take the necessary action to improve it. 

• Use sinking funds to plan. A sinking fund is an account where money is set aside to repay debt or replace a wast-
ing asset (like a car that loses value over time). So create a sinking fund in your budget. Then decide how to use it. Giv-
en the rising rate environment, the best use is typically paying down any credit card debt. Then use the fund to attack 
any other debt, like pre-payment of mortgages. Also consider building a sinking fund to pay for future expenses, like 
replacing your car, furnace, roof or other large expense so you are ready when it needs replacement. 
Stay curious about personal finance. Your financial picture changes as your life changes, which is why it's important 
to always learn something new about money that you can apply to your situation. Pick several books, blogs, podcasts, 
and videos that look interesting, as they may offer a fresh perspective on tips to improve your finances. 
Once you understand the basics of your financial situation, it's time to sit down and proactively plan ahead. Two of the 
most critical areas you can prepare for are minimizing your taxes and saving for retirement. So plan ahead and feel free 
to ask for help. 

 

Five Small Business Insurance Review Tips 
Changes in your business equipment, real estate holdings, the amount of inventory, and the number of employees are all 
good reasons to review your business's insurance in addition to your annual review. Here are a few tips to keep in mind: 

• Keep in regular contact with your insurance company and your agent. Keep your insurance agent apprised of 
what you are doing in your business. Try to meet with your agent throughout the year, and conduct a detailed annual 
review of your insurance needs. Also do the same thing with your policy company. One of the often overlooked benefits 
of a good agent is their knowledge of various insurance companies and not just the one currently insuring your business.  

• Understand how business changes affect your policy. Figure out how your policy covers the changes you are 
seeing or anticipating in your business. This involves understanding the limits and terms of your policy. You can start 
by asking if you’re properly insured for property damage, liability coverage, health and disability, and changes in asset 
values. 

• Conduct a competitive review. Periodically conduct a competitive review of your insurance needs. Bring in at 
least two other insurance providers, as well as your current provider. The frequency of the review will be driven by 
changes in your business, the stability of your current insurance provider, and the need to understand the evolving land-
scape of business liabilities. A review will keep your premiums competitive, as well as help you learn about coverage 
gaps in your current policy. 

• Identify evolving coverage risks. As the business climate evolves, so should your insurance coverage. Think about 
what’s on the horizon. Legal trolls are active in areas like product packaging, use of images, and ADA requirements. 
And who would have anticipated the need to cover cyber attacks 10 years ago? 
Review safety plans and company policies. This goes hand-in-hand with a business insurance review. Make sure your 
team is adhering to established employment and operations policies. Getting an insurance claim paid and maintaining 
reasonable premiums often depend on specific policies being in force prior to putting your policy in place. 
Finding the right level of coverage for the right price is possible, but it takes some preparation and planning. Invest 
some time now to review your insurance policies to save a lot of potential pain and money down the road. 
 
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 
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Win Them Over with DVI 

Helping customers create repair plans through inspections is smart business.  

By Kimanzi Constable  This story was originally published in Ratchet+Wrench on March 28,2023 

Trust is one of the best ways to create lifelong customers. If your customers don't trust that you have their 
best interest at heart when recommending repair options, they won't return to your shop. In an industry where 
perception varies widely among customers, one of the ways to garner trust is by helping customers understand 
and plan vehicle repair through digital vehicle inspections (DVI).  

"We've been doing DVI's for nearly 10 years, and they're visual. We have a 15-picture minimum—the more 
pictures you can do, the better we've found," says Joe Tilson, owner and operator of Tilson’s Auto.  

"Our service advisors go through the DVI and add notes about what the customer needs to know. We make 
sure what the customer sees makes sense. We use software called AutoVitals that helps customers understand 
the issues better. We bring up as much information as possible, so they understand what's important."   

Here’s how to help customers interpret digital vehicle inspection findings so they can make confident buying 
decisions with your shop.  

Teach Customers How to Read DVIs  
No one wants to pay for services they don't understand. When customers spend money, they want to feel com-
fortable knowing they're getting exactly what they need to repair their vehicle. DVIs help them see what's 
wrong, see the significance of the repair and why it’s important to fix sooner than later in most cases.  

When discussing DVI with customers, help them to understand what they’re seeing. Teach them how the DVI 
findings provide the information needed to service their vehicle best and that having the information is the best 
way to ensure their vehicle runs smoothly for years to come.  A lot of information is coming at your customers 
every day—they're inundated with things they need to understand. Just receiving a DVI is not enough if they 
don't understand them. Be clear but know when to stop and allow them to process the information.  

"For our shop, DVIs allow us to be as transparent as possible with our customers," says Diego Cardenas, ser-
vice manager of Motorhaus, owned by Martin Lopez Da Cunha. "It helps when you show customers what's 
needed in an inspection. DVIs have made a world of difference for our shop and helped us create long-term 
maintenance plans when we explain the DVI findings. We show customers what's important now and in the 
future.”  

Show Customers How to Choose a Feasible Repair Plan Based on DVI Findings  
Money is tight these days, especially with talk of inflation and a recession. Customers are conscious of where 
they spend money and must decide what they need. A smart customer retention strategy is to help customers 
create a repair plan they can afford based on DVI findings.   

If a customer can't afford to fix everything the DVI findings show, what do they really need, and is there a way 
to make it cost effective for the customer? You may offer payment plans or the ability to finance repairs, but 
whatever the case, show customers how the repairs are needed and can be affordable.   

"People get fixated on price compared to what's wrong with your vehicle," says Tilson. "We send customers 
the DVI findings, not the estimate to give the customer time to make the best choice for them. Then, we call 
them and walk through the findings visually. The customers can see what we're seeing when we help them in-
terpret DVIs. They've also helped us close more business because it gives people a sense that we're doing a 
thorough job. It builds trust by showing that we're not hiding anything."  

DVIs Can Create Lifelong Customers  

https://www.ratchetandwrench.com/
https://www.ratchetandwrench.com/11461935
https://www.ratchetandwrench.com/tools-and-equipment/front-office/article/11482844/the-ins-and-outs-of-digital-inspections
https://tilsons-auto-repair-llc.business.site/
https://motorhauspalmbeach.com/
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Take Your Toolbox Home! 

Learning to go from working in your business to your business 
takes time.  

By Greg Bunch  This story was originally published in Ratchet+Wrench on March 22, 2023 

 

On a ride to the airport today, the driver was sharing how he knows a naturally gifted technician 
who has been servicing his vehicles since the young man was 16 years old. He now works as the head 
diagnostic technician at a local shop. He said the young man aspires to own his own shop in the next 
few years.   

Does this sound familiar? It does to me, as this is the same path I took into the industry as I took my 
hobby of working on air-cooled Volkswagens and turned it into a career. Within 10 years of working 
at various shops and dealerships, I went out on my own, very similar to most of you who are reading 
this article.   

I shared with him that besides owning six shops, I also have a business teaching folks like this young 
technician how to stop working on cars and to run their businesses. We had a great chat the rest of 
the trip to the airport about life and business. He is an older gentleman who retired from corporate 
life and now has a small executive transportation business. I thought to myself, if I had not retired 
my tools and myself from working in the shop, I would not be headed away from my shop for the 
next six weeks!   

The first “professional” training I received as a new business owner was one of those “one-day” semi-
nars on how to run a profitable shop. The one thing I remember was them telling the room of shop 
owners, “The best thing you can do for your business is taking your toolbox home.” I thought the 
ceiling was going to collapse as we all inhaled, shocked by what we just heard. At the time I was the 
only tech in my shop, besides a friend of mine who I was training. He was still learning how to do oil 
changes properly. I knew I couldn’t do it then, but that it had to be my goal.   

This goal was compounded later that year as my mom was diagnosed with breast cancer and lived 
over 2,000 miles away. I proudly proclaim I am a bit of a mama’s boy, as she has always been my 
biggest fan and supporter. It was heartbreaking knowing she was going through the surgery and 
treatments without me being able to be at her side. Fortunately, she had my dad and they caught it 
early enough that the treatments killed the cancer, and she is still with us at 85 years old. I went on a 
mission to build my company to a point where I could take time off and it would run without me in 
the day-to-day operations.   

I say this only half joking, it was hard as I was the best technician and service advisor my company 
had for the first five years of being in business. Like most shop owners, I thought I just needed sup-
port and help, and I could stay the smartest person in the business. That’s great if you never plan to 
have a shop with more than a half dozen employees. You will have great customer service and deliver 
high-quality work; however, you will also trap yourself and not have the freedom you deserve as a 
business owner.   

So, the million-dollar question is, ‘How do I get from working IN my business to work-
ing ON my business?’   

It is easier said than done, for sure! It takes you being a next-level leader and putting your ego aside. 
It means trusting your team or hiring someone who has the skills to replace you in the current role 
you’re in. Create an avatar of what the person who would run the day-to-day operations would look 

(Continued on page 9) 

https://www.ratchetandwrench.com/11462067
https://www.ratchetandwrench.com/
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Digital Vehicle Inspections are an essential part of the automotive repair process and industry. DVIs are one of 
the best ways to understand the value your shop can provide, and they build trust. Use them properly and care-
fully walk customers through the findings, showing them which repairs are necessary when, and what repairs 
impact overall vehicle safety.  

"A picture is worth a thousand words, and visual DVIs are best," says Cardenas. "Visual DVIs show the cus-
tomers the important work that needs to be done in a way they can see and understand. We use a software 
called Shop-Ware that allows us to send texts and emails regarding DVIs and other important information. It's 
modernized communication and made things easier for technicians to standardize DVIs. Long term, it helps 
the customer save money."  
 
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 7) 

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. 

like. What skill sets do they have and what are the intangibles you need to see?   

It takes you being willing to take time to document the way you want your business to run. What 
makes your company special: why your customers love you, and why your current employees work 
for you. Define your mission, vision and values. More and more owners are leveraging technology 
and using video to document their processes and procedures. There is no use writing a novel that no-
body will ever read.   

I also have to say, don’t be in a rush. This process takes time to do it right and you will fall during the 
process. I would also say, put realistic deadlines on yourself. Humans do better with deadlines, even 
if they are self-induced. Next month I will be debunking the common myth of “stay small and keep it 
all” and how to ride the coming wave for the automotive repair industry. God Bless and don’t work 
too hard my friends, talk to you next month.   

Dedicated to Transforming our beloved industry. 

Greg Bunch 
Greg@transformersinstitute.com   

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 8) 

https://www.ratchetandwrench.com/educationtraining/technician-training/article/11467846/the-difference-of-utilizing-digital-inspections
mailto:Greg@transformersinstitute.com
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Now is the time to create 
your member login and 
profile. Stay in touch! 
Pay your dues online.  

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

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

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

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

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

→→→ 
Have you 

created your 
member  

profile yet? 
 

Go to 
ASCCA.com 
and click on 

“Member 
Login” to 

create your 
profile. From 
there, you can 

pay  your 
dues, get info. 

and more! 
→→→ 
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ASCCA Foothill Chapter 5 Member Benefits 
In addition to the State-wide benefits shown in the “ASCCA Advantage,” these are additional 

benefits available to Chapter 5 members.  

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

the real world of automotive repair. 

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

glad to help you out. 

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

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

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

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

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

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

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

chapter web site. 

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

be forwarded to the entire Chapter 5 membership.  

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

information.   

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

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

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

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

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

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

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

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

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

mailto:ascca.05@gmail.com
http://www.ascca5.com
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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 pay-
ments. (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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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 

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 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  

Provence Financial & Insurance  

Services  
Steve Kopstein 818-208-1175  steve.kopstein@provenceinc.com  

SC Fuels & Lubes Dennis Giardina 310-722-3357 giardinad@scfuels.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:abec@petrospecsbg.com
mailto:hansonmrktg@aol.com
mailto:bruce@hawleyinsuranceservices.com
mailto:tim@irwindalespeedway.com
mailto:rlewis@jasperengines.com
mailto:jggomez@markchristopher.com
mailto:norm@bliedencpa.com
mailto:steve.kopstein@provenceinc.com
mailto:dennis.giardina@generalpetroleum.com
mailto:blake@undercarplus.com
mailto:wpowell@ineedoil.com
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ASCCA State Contacts 

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

Government Offices/Contacts 

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

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

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

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

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

 

Executive Board 

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

 
 

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

  

 
Board of Directors 

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

Committee Chairs 

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

Government Affairs 
   Open 

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

Membership 
   Open 
 

 

 
Chapter Rep 

 

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

 

Chapter Staff 

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

 

ASCCA Chapter 5 2023 Board of Directors 

Chapter Contact Information 
Mailing Address: 

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

 

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

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