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Your Full Service Company

Demystifying Oil: Understanding synthetics 
and regular oils

The national trainer from J.A.M. will discuss the differences 
between synthetics and  

regular oils, how oils are graded and  
what’s new in fuels. 

NEW! Open Forum Discussion
Topic: What do you do when your lead tech  

is consistently late to work?  
Nominations for 2009 ASA Board of Directors
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April Meeting Wrap-up
Watch Alert! Texas State legislature is in Session and
Need Tech Training?  Check out San Jacinto College
By Chris Newhouse, Ray’s Auto Electric
  
     Well, if you had been at the meeting you could have heard a pin drop during the vendors’ time to tell us what is 
new with them. Meeting sponsor, David Eschbach, Regional Manager at Jasper Engines and Transmissions, joked 
with the announcement that Jasper is opening 45 new stores in Houston area to sell and install engines and trans-
missions.  He said that Jasper will also be doing brakes and front end service as well. Thank God, he was kidding!  
   The point he was making was that we should all do our best to support the vendors that support us. Have any 
of the dealerships that you do business with ever done anything above and beyond the call of duty?  Especially 
by donating prizes, hosting  ASA meetings, or being an associate member of the ASA? When is the last time they 
sponsored a class? After David blindsided us with this, Wayne Truax announced that he is with Napa Auto Parts. 
Formerly, he was with CarQuest and shared a great Aggie joke which I have used several times since.  Thank you, 
Wayne.   
    Tim Hogan, President ASA-Texas, was next up, and he filled us in about what the state legislature was trying 
to do to our industry. There is a house bill HB 776 – the Transportation Committee is considering a law requiring 
Texas to have the same emission standards as California in 2012. There is HB 4526 which deals with a schedule 
of charges to be posted at all repair shops listing all the charges for services and a signed estimate by the customer, 
which if any changes are to be made, this can only be done with the customer authorizing additional repairs.  The 
last bill that Tim informed us about was HB 4124 – this bill will give the bank first lien on a motor vehicle. If the 
customer owes you money, the bank can pick up the car, and you will have to get in line at bankruptcy court. Their 
lien will trump a mechanics lien. If you would like to stay up on these bills, look them up on the Texas legislature 
web site. Tim, thank you for keeping us informed on these bills.
   David Norman from San Jacinto College was our main speaker, and he explained what the college is doing for our 
industry. Their training facility is top notch and is expanding. The curriculum is geared towards supplying us with 
techs that are ready to hit the ground running when they graduate. The cost to the student is thousands less than any 
for-profit training facility. While the school is supported by many manufacturers who also use the school to fill their 
mechanic needs, they are starting a new program called Auto Tech designed specifically for technicians to work in 
independent shops. David also informed us that he is fed students from AYES which stands for Automotive Youth 
Education System. You can look this program up online at www.ayes.org. AYES teaches high school students with 
the help of a mentor to learn the skills needed for the automotive repair world.  
   The classes at San Jac are organized so that a student can work at your shop and go to school at the same time. 
This will strengthen the students’ skills.  We will benefit from the eagerness and enthusiasm younger minds. Some 
of my best employees were the ones that I raised, but it sure would have been nice if they had a head start on the 
system. If you are curious about what the student curriculum is all about, check their web site at www.sjcd.edu/
careers.html, and click on Automotive Collision Repair Technology under the Transportation Distribution program.  
You can also contact David Norman at 281-476-1865.
    We on the board started a new feature.  OPEN FORUM DICUSSION which is a ten minute discussion about a 
particular topic.  This time we discussed employees and their use of the cell phone. Some opinions were that if the 
mechanic is on the phone there is no way he can pay the proper amount of attention needed to the car. Some one 
said that if a customer is being charged by the hour they are entitled to the technician’s full attention for the full 
hour and the time should not be shared with the cell phone. Others tell the employee to leave the phone in their car, 
but it is okay during break time or at lunch to use it. A collision shop owner said that he tells the mechanic when the 
job needs to be done and if it is not ready on time, he rents the customer a car and charges the mechanic for it.  An-
other shop owner told the employee that if he sees them on the cell, and they are working, they will fire them on the 
spot. This started me wondering when someone is working on my house, are they charging me for their time talking 
on the phone?

(continued on page 10)
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ASA Houston Officers

President
Jay Meir
Excel Automotive
713-864-6868
president@asahoustontexas.com
jmeir@excelautotech.com

President-Elect
Chris Newhouse
Ray’s Auto Electric
713-661-8189
preselect@asahoustontexas.com
raysautoelectric@earthlink.net

Sec/Treasurer
Kathryn van der Pol
Adolf Hoepfl Garage
713-695-5071
sec@asahoustontexas.com
kvanderpol@swbell.net

Past President
John Miller
Freedom Automotive
281-850-5254
pastpres@asahoustontexas.coom
johnmiller@thecarcounselor.com

Vice President
Kevin Spencer
A&B Auto Electric
713-928-3286
vicepres@asahoustontexas.com
kevins@flash.net

Board Members

Deanna Pate
Adolf Hoepfl & Son Garage 
713 695-5071
pate_deanna@yahoo.com

Betty Jo Young
Young’s Automotive
bettyjoyoung@yahoo.com 
713 645-2919

Glenn Young
Young’s Automotive
youngsautomotive@sbcglobal.net 
713 645-2919

Rudy Ramkissoon
National Transmission
rudynational@gmail.net 
713 741-5344

Itzy Kariv
Itzy’s Auto Care
Itzysauto@aol.com
713 777-2727

President’s Corner
By Jay Meir, Excel Automotive

A year ago when I became the ASA Houston President, I set myself two 
goals: one to host every meeting at the ASA office;  second,  to have a meet-
ing full of members. 

If you have been attending the meetings, you can see we were able to 
achieve both of those goals. I would like to thank all the associate members 
who have sponsored the meeting at our office, and to the Board of Directors 
for helping me achieve these goals. 

Now it is Chris Newhouse’s turn to lead the new board, and continue 
what we started and make ASA Houston even a better chapter. It is a lot of 
responsibility to be ASA President, but it is well worth it.  

I learned a lot in the last year, met new people, and made new friends. 
I would like to give a special thank you to Kathryn van der Pol and Nancy 
Adkins for all the hard work and the personal touch that you both gave at 
each meeting.

Don’t Let Banks  
Have Priority Over Us!
Oppose H.B. No. 4124
By John Miller, Freedom Automotive

I am opposed the HB 4124.
The superiority of the mechanics lien is one of the few protections avail-

able to garage owners to protect them from non-payment of services. 
Considering the current economy a shop needs the assurance that if the 

customer fails to pay for services rendered, and defaults on the loan obliga-
tion our investment in the repair will be protected. 

This is particularly important in the collision repair industry where a 
shop may have several thousand dollars invested in a repair. Parts pur-
chased, painted and installed on a vehicle are not returnable to our vendors, 
the labor paid to our technicians is not recoverable. The shop loss could be 
fatal to the business. 

Considering the predicted increase in defaults on car loans and the state 
of banking in America, we feel that small business is entitled to the continu-
ation of this important protection. 

Small automotive repair businesses, unlike the banking industry, are not 
getting bail out money from the Federal government to cover these losses. 

Find out the latest on this bill by going online  at http://www.legis.state.
tx.us/ and click on Bill Look Up.  If you log in, you can also request an 
“alert” be sent to your e-mail address any time action is taken on this item.

HUMOR FOR  LEXOPHILES

I wondered why the baseball was 
getting bigger. Then it hit me.
 
Police were called to a day care 
where a three-year-old was resisting 
a rest.

Did you hear about the guy whose 
whole left side was cut off?  He’s all 
right now.

The roundest knight at King Arthur’s 
round table was Sir Cumference.
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OFFICER NOMINATIONS
As per the guidelines of our association we are required to publish the nominations for officers in Shop Talk 

prior to the elections. Nominations are open and will be taken by phone, mail, email or from the floor at the May 
2009 meeting. 

The current nominations made by your board of directors after seeking the input and counsel of the members are:

President                     Chris Newhouse
(automatically moves up from President-elect)
Chris owns Ray’s Auto Electric, in Bellaire.  He has served as a board member, Secy-Treasurer, Vice President, and 
President Elect.  Chris has been involved with ASA Houston for almost 25 years.

President Elect Kathryn van der Pol
Kathryn owns Adolf Hoepfl & Son Garage. She has served as board member and as Secretary Treasurer.  She has 
been a member of ASA for almost five years.

Vice-President.            Kevin Spencer
Kevin works at A&B Auto Electric which is owned by his father. He has been involved in the auto repair business 
all of his life. In the past year Kevin served as Vice-President and previous to that has been a board member.

Secretary-Treasurer Deanna Pate
Formerly with RMS Auto Care, Deanna recently joined Adolf Hoepfl Garage. Deanna has been an active board 
member, a contributor to Shop Talk and serves as Vice President on the board for a charity for women. 

Past President Jay Meir
(Often considered the best job in the chapter.)  Jay Meir is with Excel Automotive. He has served nearly every of-
fice on the ASA board.   Last year, John Miller wrote about this job. “ When current presidents become too irritable 
and cantankerous to put up with we make them “Past Presidents” and put them out of our misery.”   We hope that 
this job has not made Jay or John too cantankerous because we’re going to need both of them!

Board Members;
John Miller, Freedom Automotive
Glenn Young, Young’s Automotive
Betty Jo Young, Young’s Automotive
Rudy Ramkissoon, National Transmission
Itzy Kariv, Itzy’s Auto Care

All ASA Houston board meetings are open to any regular member who wishes to attend. 

If you have a nomination for any office or board member please get with an existing member and let us know. 
If you wish to stand for any office please let us know. The only requirement is that the shop where you work is a 
regular member and that you attend the meetings. 

The Washington Post has published 
the winning submissions to its yearly 
contest, in which readers are asked 
to supply alternate meanings for 
common words. 

And the top 9 winners are: 

1. coffee, n. the person upon whom one 
coughs. 

2. flabbergasted, adj. appalled by discover-
ing how much weight one has gained. 

3. abdicate, v. to give up all hope of ever 
having a flat stomach. 

4. esplanade, v. to attempt an explanation 
while drunk. 

5. willy-nilly, adj. impotent. 

6. negligent, adj. absentmindedly answering 
the door when wearing only a nightgown. 

7. lymph, v. to walk with a lisp. 

8. gargoyle, n. olive-flavored mouthwash. 

9. flatulence, n. emergency vehicle that 
picks up someone who has been run over by 
a steamroller. 
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You owe it to your company to take advantage of the many benefits offered in our 
Pronto Smart Choice program.  These are the things you get if you sign up today... 

• Protection Plus Parts & Labor 
Warranty Program 

• Roadside Assistance Program 

• ASE Reimbursement Program 

• Training 

• Targeted Consumer Direct Mail 

• Shop Identification 

• Rental Car Discounts 

• Mirror Hang Tags 

• Yellow Pages Program 

• Wolco Leasing Program 

• Be Car Care Aware Booklets 

• Shop Supplies 

• Car Care One Credit Card 

• Car Care Professional Network 

• Quarterly Marketing Kits 
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Shop Profile: Freedom Automotive 
 

“If two partners always agree one of them is unnecessary.” John and Janice Miller proved that each was definite-
ly necessary as they started and built Freedom Automotive.  

John and Janice met at a beach party in Surfside in April, 1986 and immediately hit it off. Both were single par-
ents and multi-time losers at marriage. Neither had the patience or inclination for the normal courting rituals, and 
neither one was particularly interested in finding a new mate. As a result they weren’t very concerned about mak-
ing a good impression so were bluntly honest from the first. This was a trait of their relationship that helped them 
survive the rigors of starting a business. 

Janice had a background in bookkeeping, auditing and plant operations at a local chemical plant, and John had 
20 years of automotive repair experience. They each had the desire to have more than a job, and to have more 
control of their financial future. Alone neither one had what it would take, but together; combining their skills and 
resources they had a chance. 

Six months after their first meeting they were planning their new business and searching for a location. John had 
been working in Pasadena for years and thought the world of the man he worked for, Delbert Marshall. He did not 
want to open their new shop in competition with him. Eventually, they settled in the Sugar Land area and found an 
empty storefront in Stafford. 

The place they found was a washateria, complete with wash-
ing machines, dryers and big drain holes in the floor. They spent 
the month of November renovating the building and opened in 
December of 1986. 

With a total cash investment of $15,000 (mostly from Jan-
ice’s early retirement from the chemical plant) and the tools and 
equipment that John had accumulated, purchased at auctions or 
persuaded the tool dealers to sell him, they set out on their adven-
ture. 

“Money was very tight.” says Janice, “We couldn’t afford to 
do much advertising. One thing that I had was plenty of time just 
sitting at my desk. I got the local phone book and starting call-

ing. I just asked the people who answered if they would mind if I sent them a letter of introduction for our company. 
Some were nice; some weren’t. The ones who were rude didn’t get a letter. It wasn’t long before people that started 
coming in with the letter in their hand and telling us what an unusual experience it was to be asked if we could send 
them junk mail.” 

John went around visiting the local businesses. “Janice would tell me to get out and meet people. “Call in every 
other stop,” she would say. This was before we had cell phones. I hated making cold calls. I’m a mechanic, not a 
salesman, but I wasn’t going to let us fail.”

Like most small businesses the first few months were scary. They took almost no money from the operation the 
first year and only a fraction of what they had made at their previous jobs for the next couple of years. “It was hard 
to see the mechanic, sometimes even the shop helper, making more money than we made, but we were investing in 
the future.”

When the business was four years old, a friend who owned a body shop decided to close up. John and Janice 
jumped at the chance to expand into the collision business. For a year they operated the two shops in separate facili-
ties about a mile apart. In January of 1991 they purchased their present 14,000 square foot facility on Murphy Rd. 
The move almost broke them. John says, “Make your best estimate of what it will cost and how long it will take, 
then double it. You might be close to the real cost then. One decision by the building inspector regarding the power 
meters added $10,000 to the remodeling cost.”

Janice’s son Joe joined the company in 1992 and worked his way up to Body Shop manager. John’s son Jim 
joined them shortly after that. “With all that talent under one roof we had to figure out a way for them all to grow, 
so we bought another shop in 2000 and sent Joe to manage it. Shortly after that, we bought another one in Tyler. 
“There are a lot of multi-shop owners,” John told me, “but I’m not cut out to be one of them. To operate multi  
locations successfully you have to take the personality out of it and put systems in place. I’m not good at that. It’s 
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Proudly Serving the ProFeSSionAl Since 1957.

Auto repair is my passion, and 
my profession. I’ve spent years 
building my customer’s trust with  
a commitment to quality auto 
repair at a fair price.

O’Reilly consistently delivers the 
parts I need to do the job right  
the first time. Time is money,  
but my reputation is priceless. 
That’s why all my parts come  
from the parts pros at O’Reilly.

O’Reilly 
Knows
My Parts 
are from 
O’Reilly.

My Name Is  
On The Door.

an ego thing that has cost me a lot of money over the years.”
They sold both of the new shops, one of them to Joe who has been very 

successful. They brought Jim into the Stafford location and trained him to take 
over the daily operations of the business. John figured if he couldn’t design the 
shop to run without him, maybe he could design a manager to run it his way.  

Janice insisted on tight money management from the day one. “Always set 
money aside. Save for the emergencies that will come along, for known li-
abilities and for the things you want to buy in the future.” she advises. With 
Janice’s often rather “stern” direction they moved money each week to cover 
these pending needs. They calculate their annual needs for property, income 
and margin taxes, Christmas bonuses and insurance and then deposit a weekly 
portion of that each Monday. They also calculate and set aside the sales tax 
each week. “It relieves a lot of stress of having to figure out where to get eight 
or ten thousand dollars each month for sales tax!” 

John admits he and Janice didn’t always agree, and he is convinced that 
is why the business survived and thrived over the years. “Left unchecked I would have been broke a year after I 
opened the doors,” he laughs. “Janice was and still is the key to my success.”

Janice retired several years ago, and John left the shop in Jim’s capable hands last January. 
Their advice to shop owners? John says “Own the dirt you work on. Otherwise, you have nothing to sell when 

the time comes. Set the business up to run without you there.” Janice says, “Work like everything depends on you, 
but pray like everything depends on God!”

They are often asked where the name came from. John says if you are familiar with the phrase, “You will know a 
new freedom,” then you know where the name came from. If not, you can assume they just liked the sound of it. 

You can learn more about Freedom Automotive and their associated radio show, The Car Counselor which airs 
Saturday Mornings at 6am on KPRC-950 AM , on their websites: 

    www.freedomauto.com www.thecarcounselor.com 
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Three Things You Can Do 
to Help Your Service Advisor
By Deanna Pate, Adolf Hoepfl & Son Garage

As shop owners, there are certain things you can do to help your Service Advisor get vehicles repaired right the 
first time. I am going to name three things that I believe will help tremendously. 

First thing you can do to help your Service Advisor is to have an adequate paging system installed because it is 
hard to be in two places at once. Service Advisors are constantly back and forth between the office and the shop.  
Two way radios may work even better. A technician would not have to come away from his/her repair job and a 
Service Advisor would not have to leave the office so frequently. This would also help with the accuracy of infor-
mation such as getting VIN numbers more quickly in order to get the proper parts for a vehicle so it can be fixed 
right the first time. Whether it is two-way radios or an adequate paging system; Service Advisors and Technicians 
need to collaborate frequently without having to leave their post.

Shop owners are not always on location, so it is necessary to provide Service Advisors with what they need to 
pay for parts. One of the worst things that can happen is leaving your Service Advisor without a way to pay for 
parts that are needed. If your Service Advisor is waiting, your customer is also waiting. So don’t keep your Service 
Advisor waiting for a way to pay for parts.

Devise a system to help your Service Advisor to track all the vehicles on the lot and the process of each vehicle 
repair. This makes for easy assessment of all vehicles as well as any specific Technician’s work load.  One idea is to 
maintain a white board and to keep a rundown of what is going on. If a customer calls and asks if their car is ready 
or how much longer it may take, a quick look at this rundown board will be much easier than having to search on 
the computer for anything. 

A final word about what shop owners can do to help their Service Advisor and their shop run smoothly. Make 
it easy for your service advisor to communicate with your technicians and customers. The Service Advisor has a 
very busy position, staying on top of all work orders, writing estimates, making sure technicians have correct parts, 
answering customers’ calls and questions, answering shop owners’ calls and questions, and making sure un-needed 
parts are returned for refunds. 

It’s in everyone’s interest to make sure a customer’s vehicle is repaired right the first time. So, shop owners, if 
you help your Service Advisor get the vehicles in and out of the shop effectively, this will only improve business 
and make customers happy. Happy customers are returning customers. 

TRAINING TIME: Mark Your Calendar
JUNE
June 1-2 
O’Reilly’s Auto Parts:  “General Motors Engine Performance 4” for North Houston
June 3-4
O’Reilly’s Auto Parts:  “General Motors Engine Performance 4” for South Houston
June 8 –August 13
San Jacinto College Evening Classes
Auto Heat & Air Conditioning,  6:45-10 p.m. Mon, Tues, Thurs.
Auto Engine Repair, 5:35 -10:00 p.m.  Mon, Tues, Thurs.
Automotive Alternative Fuels, 5:15-10:00 p.m. Mon, Tues. Thurs.

JULY
July 7 
XL Parts:  “GM Duramax Power Tips-1 night clinic”

All classes are offered in Houston.  For more information, check with your local O’REILLY’S, XL PARTS or 
Main Auto Parts store or sales rep. For classes at San Jacinto College, contact David Norman or Deborah Ander-
son, 281-998-6150, ext. 1511 or Deborah.anderson@sjcd.edu.
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NAPA Offers
• Access to the largest parts inventory in the industry
• Parts and supplies when you need them
• Quality backed in writing
• Knowledgeable parts pro’s you can count on
• Technical assistance hotlines for fast answers
• Training to build your technical and business skills
• Inventory management solutions
• Priority service and support
• Electronic ordering
• Expanded programs such as our NAPA AutoCare  
   Center program
• NAPA/Dedicated factory representatives

For more information on how you can build a partnership with the premier parts supplier in our market, 
contact the NAPA Distribution Center: Sam Zezatti at (281) 999-8700 ext. 254.

The most important tool
in your tool box.

 www.NAPAONliNe.cOm



Page  10

ASA Houston - Shop Talk May 2009
(RECAP continued from page 2)

The meeting wound down with the door 
prizes and the horse choking wad. Door prizes 
are raffled for a $1.00 a ticket.  Our Associate 
members provide the prizes. The horse choking 
wad is $50.00 in one dollar bills, provided by the 
ASA-Houston chapter.  Everyone at the meeting 
receives a free ticket for the horse choking wad, 
but you have to stay till the very end. 

   This was a night when the same people or 
family won over and over.  Don Redman from 
Redman Automotive was particularly lucky.  He 
won a T-shirt from PERFORMANCE RADIA-
TOR, baseball tickets from XL PARTS and a 
socket set from NAPA. Kevin Spencer won a T 
shirt from PERFORMANCE RADIATOR. John 
Radisi’s ticket was good for a $25.00 gift certifi-
cate from O’REILLY AUTO PARTS. Frank Hel-
frich (who joined us after recent heart surgery) 
won a Chili’s gift certificate donated by NAPA. 
And we finished up with Frank’s son,  John Hel-
frich winning baseball tickets and the HORSE 
CHOKING WAD. 
   Even after the meeting was over several people 
stayed and shared more ideas, which is one of the 
most valuable benefits of being a member. Hope 
to see you next time!

Marketing Never Seems to Change...

This letter dates from 1928!
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Houston ASA Associate Members
Contact your local ASA Houston Associate Members for products and services

Ask about ASA Member only discounts available from these Associate Members

For more benefits of membership go to the 
The Automotive Service Association at 

www.asashop.org            
or call 1-800-ASA-SHOP 

New!  Classified Ads
Brake Lathes
High Tech Equipment has several used 
brake lathes in good work condition. For 
more information or pricing please call Tim 
Stephens at 832-309-6959 or e-mail him at 
timstephens@hightechequipment.com. 

Parts Washers
High Tech Equipment had two well-main-
tained solvent and aqueous parts washers 
available for purchase. For more information 
or pricing please call Tim Stephens at 832-
309-6959 or e-mail him at timstephens@
hightechequipment.com. 

Weaver Photoscope
Model WX-45-46
Mint condition $250.00
Call Robin or Rick Sims, Sims Automotive
281-485-3673

If you have a piece of equipment 
you would like to buy or sell,
call Nancy at 713 695-5071.
Classified ads are a free 
service to ASA members in good standing.

AAA of Texas
Patrick O’Reilly
713-284-6387

A-Line Auto Parts
Kurt Filburt
512-476-2401

Arnold Oil Company of Austin
1716 E. 6th Street
Austin, Texas 78762-6337
512-476-2401

BAP-GEON
Tim Nuber
713-227-1544

BG Products Lubrication Specialist
Dan Butler
713-686-2400

Certified Business Brokers
Doug Ashby
832-239-9262

Four Seasons Radiator
Carl Harris
713-266-2656

Troy Turner
Farmers Insurance Group
713 668-3900
FAX 713-666-7600
Cell: 713 927-6105

Warren Spiwak
Farmers Insurance Group
10068 Long Point Road
Houston, Texas 77055
281-578-9922
FAX 281-578-9912
E-mail: wspiwak@farmersagent.com

Great American Business Products
Julie Byer
713-744-7823

HCC-Automotive Technology
Cad Clark
713-718-8110

Hi-Tech Antifreeze Recyclers
Bill West
713-433-3437

Merchant Direct
Joe Cherry, VP Merchant Services
28470 Avenue Stanford, Suite 125
Valencia California 91355
281-778-0205

MTF Equipment
Jim Keeny
713-225-3262

NAPA Auto Parts
Wayne Truax 
281-999-8700

O’Reilly Auto Parts
Jaydee Garrison, Art Rodriguez
Ken Allison
713- 991-9299

Performance Radiator
Paula Noto
713-694-3032

Mike Ratchford
Right Path Marketing, LCC
301 Wells Fargo Drive, #11
Houston, Texas 77090
281-537-8074
FAX 281-866-0202

San Jacinto College
David Norman
281-476-1865

Shop Management RO Writer
Gary Armstrong
281-351-9171

Washing Equipment of Texas
Rick Babin
281-657-0575

Werther International
Carlos Aguilar
832-327-9378

XL Parts
David Wofford
Office 713 983-1116
Fax 281-640-8499
Cell 713 823-3879
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