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How To Find Us

Automotive Service Association
Houston Chapter
PO Box 925007

Houston, TX 77292-5007

Need info about ASA?
Call one of the board members on page 3

or contact Nancy Adkins, 
ASA Event Coordinator
Phone:  713-695-5071

Fax: 713-694-7387

February ASA Meeting
Tuesday, February 8, 2011
NEW LOCATION

Spaghetti Warehouse
901 Commerce @ Travis

Free parking after 5 PM in adjacent lot close to the bayou

Dinner 6:30 PM ($5.00)
Meeting 7:00 PM

Byron Rusk
Owner of Master Care Care Center & RMS Automotive

Top 10 Characteristics
of High Performing Shops
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THANKS FOR A GREAT 
JANUARY EVENT!

Thank you to all of our Great T-Shirt Sponsors
AAA of Texas - Steve van Winkle
Auto Training Inst. - Karen S. Dee
Car Quest - Robert Longoria
Certifi ed Business Brokers - Doug Ashby
Great American Business Prod - Don Becker
Hi-Tech Antifreeze Recyclers - Pam Morton
Jasper Engines - David Eschbach
MTF Equipment - Jim Keeny
National Transmissions - Rudy Ramkisoon
O’Daniel’s - Danny O’Daniel
O’Reilly Auto Parts - Ken Allison
Performance Radiator - Joe Alamia
RO Writer - Scooter Owens
Shop Management - Scooter Owens
Sterling McCall Toyota - Steve Morgan
The Car Counselor Show - John Miller
TransAct Merchant Solutions  - Joe Cherry
XL Parts - David Wofford

Also, thanks to our Table Sponsors
J.A.M. Distributing, Myrl Artac
NAPA Auto Parts, Wayne Truax

How to Maximize Your ASA Membership

If you haven’t been to the ASAshop.org website, take this article over to the 
computer and type in www.asashop.org.

Next, go to the upper right hand bar and type in your ASA number.  If you don’t 
know it, there’s a box to click on and your number will be sent to your e-mail.

Once you’ve typed in your number.  This will bring you to the Marketplace.  
Here you can receive discounts from Advance Auto Parts, AllData, Autozone, just 
to name the A’s. 

Also on this website, you can print out a directory of CURRENT ASA mem-
bers.  On the left is a column, select ASA Member Directory, type in Houston, TX 
and hit GO.  You will have a print out of the current members.  

Knowing who your fellow ASA members are is important.  Like you, these 
guys support this organization with their money and their time.  They’re not just 
coming to chapter meetings for the free or almost free food. These are the shop 
owners who believe in the mission of  our association.  We need to value each other 
precious as gold.  Value your membership and value your members.

ASA Chairman’s Club
The Automotive Service Association 

(ASA) has announced new prize tiers 
for the Chairman’s Club program - the 
association’s grassroots member recruit-
ment program that rewards regular 
members who recruit or provide leads 
for prospective shops to become mem-
bers of the association.

The Chairman’s Club program is 
based on a point system: fi ve points are 
earned for each new member a current 
member recruits. In addition to a grand 
prize given to the member with the most 
recruits, three new prize tiers have been 
added to the program:

• Tier One: Members who earn a 
minimum of 10 points up to 20 
points will receive a $25 dinner 
certifi cate to a local restaurant of 
their choice.

• Tier Two: Members who earn a 
minimum of 25 points up to 35 
points will receive a $25 VISA gift 
card.

• Tier Three: Members who earn a 
minimum of 40 points will receive 
a $50 VISA gift card.

• Grand Prize: The ASA member 
with the most recruitment points 
(and earning a minimum of 50) by 
Aug. 15, 2011, will be awarded the 
grand prize - an expense-paid trip 
to ASA’s Congress of Automotive 
Repair and Service (CARS) or In-
ternational Autobody Congress and 
Exposition (NACE) events. In the 
case of a tie, a drawing will be held 
to determine the winner.

Prize tier eligibility will be calculat-
ed at the close of the 2011 Chairman’s 
Club recruitment contest Aug. 15, 2011.

“Recruiting other shops into an or-
ganization that is easily the best invest-
ment in our own businesses and in our 
industry is a win-win for all of us,” said 
Kevin Leiby, ASA’s 2010 Chairman’s 
Club winner. “Even with all of the 
money-saving benefi ts ASA offers, the 
networking and friendships established 
outweigh them all.”
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2010-2011 ASA Houston Offi cers

President 
Kathryn van der Pol 
Adolf Hoepfl  Garage 
kvanderpol@swbell.net 
713-695-5071

Vice President
Robert Gruener 
AutoTechtronics
robert@autotechtronics.net

Secretary 
John Miller 
Freedom Auto  
johnmiller@thecarcounselor.com
281-850-5254

Treasurer 
Erma Palmer
Auto’s R Us Collison Center 
arucollsioncenter@fl ash.net 
713-673-3050

Past President 
Chris Newhouse
Ray’s Auto Electric  
raysautoelectric@earthlink.net
713-661-8189

Pres Elect 
Kevin Spencer
A&B Auto Electric 
kevins@fl ash.net 
713-928-3286

Education Liaison  
Deanna Pate  
San Jacinto College
deanna.pate@sjcd.edu

Advisors to the Board

Betty Jo Young
Young’s Automotive
bettyjoyoung@yahoo.com

Glenn Young
Young’s Automotive

____________________________

Automotive Service Association
Houston Chapter
PO Box 925007
Houston, TX 77292-5007

ASA Newsletter Editor
Want to write an article or submit any 
ideas for the newsletter?
Send information to:
Lynn Beckwith
Beckwith’s Car Care
lynn@beckwiths.com
281-540-2000

President’s Corner
Hello everyone! If you went to the races on January 15, did you leave grinning? 

I spoke to one guy who had never raced on a track in his life, and he told he was 
still beaming when he got home. Another told me he was so impressed with the 
cars and bikes that he texted pictures of everything to his wife and friends.  We had 
40 street legal cars (some were street legal in name only) and 20 motorcycles race 
and nearly 200 people in attendance.  We had some amazing and beautiful vehicles. 
There was a purple El Camino brought by Advanced Auto Tech that did the quarter 
mile in 9.08 seconds.  Some of the motorcycles were even faster. Lynn Beckwith’s 
staff raced her Smart Car which did 22 seconds.  Then Rudy from National Trans-
mission drove it and got it to go a little bit faster. Everyone got to run their vehicle 
multiple times. I can’t recall a more exciting sound than to hear 40 cars and 20 
bikes are revving their engines for a race.

The kids had a great time, too.  We had moonwalks provided by Danny 
O’Daniels Garage, they raced on their bellies on creepers (thanks NAPA), and we 
held shopping cart races (thanks Home Depot)  with junior in the cart and moms 
and dads doing the pushing and racing.   I hope you can tell by reading this if you 
didn’t go, you missed out on a lot of fun and camaraderie.  

 Thanks to everyone for bringing food.  We had enough to feed the proverbial 
army and ended up taking our leftovers to the Last Chance Recovery Center. Ven-
dors brought cool stuff, too.  Chandler Soap Solutions, NAPA Auto Parts, Jasper 
Engines & Transmissions, Performance Radiator, and. San Jacinto College all came 
out and set up displays. San Jac had cool cutaways of alternators and A/C compres-
sors where you could even see the pistons and throttle plate. I want to thank all of 
our vendors, our sponsors of the great T-shirts that Lynn Beckwith designed and 
our two table top sponsors . Please see the complete list in this issue.

The staff at Royal Purple Raceway (formerly Houston Raceway Park) did an 
awesome job of supporting us.  And I have to mention Nancy Adkins, our ASA 
Executive Secretary, who organized all the kids’ events and did so much behind the 
scenes to make this event a success, too.

This is what belonging to an association is all about: people with a common 
interest coming together to have fun, to learn, to improve, to support one another, 
and to achieve.   I had never planned an event like this before and had only seen 
two or three races so I didn’t  know really how to do what I wanted to do.  But help 
arrived  literally as a God send. I want to thank Danny of O’Daniels Garage who 
served as our race marshal. Even though the Houston ASA Board and the Advisory 
Council worked extremely well, it was due to members like Danny who already 
had the expertise that we could pull this event together from start to fi nish in six 
weeks. This speaks volumes about the dedication of the people in this association.     
We started our year literally with our foot on the throttle! 

Now let’s get our businesses to do the same.  Start by coming to ASA next 
month. Byron Rusk, a long time shop owner and member of ASA, will talk about 
ten characteristics of high performing shops.  I’ve known Byron a long time, and 
what an astute businessman he is. I know you will learn at least one thing that will 
rev up your business.  Thanks to Jasper Engines & Transmissions for being the 
February sponsor. By the way, this is important. We will have a NEW location. Our 
meeting will be at the Spaghetti Warehouse at 901 Commerce Street in downtown 
Houston.   Because this is a little more expensive place, we will be asking everyone 
to pay $5.00 for their meal. It’s going to be great food, great talk, and a great time! 
See you Tuesday, February 8.

Kathryn van der Pol
Adolf Hoepfl  Garage
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You’ll be serviced by the best parts pros 
in the business; the pros at NAPA.

The First Of Many Reasons to Become a NAPA AutoCare Center.

Contact Wayne Truax at 832-573-5826 for more information

NAPA Know How
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January ASA Event At The Race Track

The Food Table Performance Radiator - Joe Alamia

Getting Race Instructions Motorcycles On The Track

Jasper Engines - Ed Nesbitt

Lineup On The Track
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I Don’t Want
to Install a Part Twice.

PROUDLY SERVING THE PROFESSIONAL SINCE 1957.

I want my customers to come back 
because we’ve done the job right the 
first time...not to fix a problem caused 
by a defective part.

That’s why O’Reilly is my  
only supplier.

O’Reilly understands my business and 
knows my reputation is riding on their 
parts. I can depend on them to deliver 
the highest quality auto parts at fair 
prices for me and my customers. In our 
shop, “getting it right” always begins 
with a call to O’Reilly.

O’Reilly 
First

So I Call  
O’Reilly First.
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PROUDLY SERVING

Product
Full line of OE or better product for domestic
and import applications.

Technology
Solutions that make business easier and 
more efficient.

Training
World class training for technicians through
CARQUEST Technical Institute.

Customer Service
Innovative solution-based services.

Dan Nieves, Regional Director of Sales Houston
CARQUEST Auto Parts
3100 Hillcroft Ave. Houston, TX. 77057
(832)766-7160

CARQUEST.com

For more information on how CARQUEST can

help you, call:

CARQUEST Auto Parts is committed to 

providing unparalleled customer service,

innovation and industry leadership.

A WORLD
IN MOTION

City of Houston Wants to License All Auto 
Repair and Collision Shops

City of Houston is planning to hold a vote some time in mid-February on shop licensing.
This ordinance is a revision of Section 8-22. It is being titled Automotive repair facility display and recordkeeping require-

ments.
The HPD’s Automotive Detail wrote the ordinance with two goals in mind.
They want shops to implement consistent and thorough record keeping practices.
They want to be sure that all work is authorized in writing before repairs commence.
The process of revamping the ordinance began almost a year ago.  Public comments will be taken sometime in early Febru-

ary and the Council will vote about one week after that.
The city councilmen who serve on the Transportation Committee are being presented with this proposal as of press time.  

The members of that committee are Council Chair Sue Lovell, Councilmen Jarvis Johnson, Michael Sullivan, Melissa Norie-
ga, Jo Jones, Brenda Stardig, Oliver Pennington, Ed Gonzalez, Stephen Costello, and Clarence Bradford.

Sgt. Michael Provost of the Houston Automotive Detail can provide a draft of the proposed ordinance. Please contact him 
at 713 308-1462.

Some ASA members attended an informal discussion at a local repair shop in the village. ASA Houston Board will be writ-
ing a letter based on members’ opinions to the City of Houston.  Please inform yourselves and let your board members know 
your thoughts as quickly as possible.

To fi nd the current ordinance online, 
go to www.municode.com. Go to Texas 
and then Houston. The Automotive 
code is Section 8.  This will give you 
the complete current  laws.  

If you have NOT been receiving e-
mails from ASA on this issue and would 
like to, please contact Kathryn van der 
Pol at kvanderpol@swbell.net

Offi ce Terms and Phrases
• it is in process - So wrapped up in 

red tape that the situation is almost 
hopeless

• we will look into it - 1 By the time 
the wheel makes a full turn, we as-
sume you will have forgotten about 
it too 2 Forget it, we have enough 
problems already.

• program - Any assignment that can’t 
be completed by one telephone call

• expedite - To confound confusion 
with commotion

• channels - the trail left by the interof-
fi ce memo

• coordinator - the guy who has a desk 
between two expeditors

• consultant (or expert) - an ordinary 
guy more than 50 miles from home

• activate - to make carbons and add 
more names to the memo

• to implement a program - hire more 
people and expand the offi ce

• under consideration - never heard of 
it

• under active consideration - we’re 
looking in the fi les for it
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Working to your strength
By John Miller
When a person works at what he or she is best at that is where they will usually fi nd the most success, satisfaction and hap-

piness. I am a terrible singer, but a pretty good listener. If I were to join a Barber Shop Quartet it would diminish everyone’s 
pleasure and probably depress and frustrate me. I should do what I am good at, listen and applaud loudly. We will all enjoy it 
more that way. 

A recent article in WardsAuto.com recapping a meeting held at the 2010 Driving Sales Executive Summit in Las Vegas ad-
dressed the issue of the Independent Auto Repair Industry going after the repair and service business now using dealerships. I 
found it very interesting, particularly as this was an article specifi cally for the new car dealers. 

Kevin Root, vice president of Driverside.com, pointed out that from of all the dealerships that closed in the last year or so, 
only half of the service customers found a new dealer to service their vehicles. The rest found an independent. He conducted a 
survey to see why the previously loyal customers moved to an independent shop.

53% said independents offer a better deal.
47% indicated independents provided higher quality repairs
66% claimed dealerships overcharged
61% thought that independents were more likely to establish a personal relationship
According to this survey the motoring public already tends to think the independent repair shops offer a better deal, qual-

ity repairs and personalized service and that is what they want. If we are so good at doing these things why aren’t we more 
focused on them. 

We cannot compete with dealers on high end facilities, with glamorous waiting rooms and state of the art coffee makers. 
We cannot afford the massive marketing campaigns that they use. So why would we even try to compete with our weakness 
against their strength. We need to pit what we are very good at (see above) against what they are very poor at (see above 
again). 

Most independent shop owners are good at talking to their customers. A large motivation for that is we are directly con-
nected to them for our success; whereas the typical dealer service writer does not see the fi nancial security of his entire family 
fl ash before his eyes with each unhappy customer. Independents are willing to take the extra time to explain very complicated 
services in such a way that the customer can feel at ease.  

In most independent shops there are fewer people between the customer and his car repair. Where a dealer may have a 
service writer, dispatcher, service manager and fi nally a technician between a customer and his car the independent often has 
only the owner, or one technician isolating the motorist from his repair. This makes communications much easier and more 
accurate. 

Much of what the customer perceives as “high quality” auto repairs is based on what he sees. The corporate logo, the huge 
facility and hundreds of vehicles of his make and model generate the perception that these guys must be experts. Even against 
this overwhelming visual advantage the independents manage to rate higher than dealers with 47% of the customers. The 
visual is overcome by the communicated knowledge and concern of the independent. 

Working with our strength, the ability to communicate directly with the customer, to understand their needs and express 
our willingness to work with them and for them gives us a defi nite advantage over the unwieldy dealership organization. 

Find ways to reinforce the already strong opinion of our customers, and to share our commitment with potential new cus-
tomers through networking, community involvement and our personal lives. 

What many would consider our biggest disadvantage, our relatively small size, can in fact be our best asset. 

Photos From Rally At The Race Track

Creeper Racing
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Forged Checks!
By John Miller, Freedom Automotive

Recently Kathryn van der Pol sent out a warning to other ASA Houston area shops that her shop had been the victim of a 
forged check. The response was immediate and frightening. More than a dozen members responded with their recent experi-
ence concerning checks forged on the company business accounts.

Some of the responding shops had been hit by forgeries more than once, and one shop had been a victim four times in the 
past couple of years. This is a very real, and it seems, very likely  a problem facing many small businesses. 

One of the great benefi ts of belonging to ASA is the networking of experience that comes as part of connecting to so 
many other good businesses. The members responding to Kathryn’s email offered much more than just whining complaints, 
they offered practical recommendations on reducing the chance of your business becoming a victim. 

As a group we write a tremendous number of checks, and those pieces of paper pass through many hands once they leave 
our custody. From the time a check leaves our hands in the shop until it is safely in another bank it may pass through the con-
trol of four or fi ve different people; people we do not know and who may or may not have passed some sort of background 
security screening.

Here are some of the methods of control and prevention suggested by our membership. 
•  Send all checks that go with delivery drivers in a sealed envelope and have an arrangement with the company you 

are paying to let you know if they receive it opened or not in the envelope at all. 
•  Arrange to pay all parts deliveries by credit card, either as they are sent or weekly. This has the added benefi t of 

earning frequent fl yer miles or reward points that you can use for bonuses or your own entertainment. You may lose 
some discounts using the credit card arrangement, but the points and security may make it worthwhile.  Disputed 
charges to a credit card are much easier to clear up than a forged check. 

•  Set up a debit card account just for parts and supplies. Deposit funds to a debit account and use the debit over the 
phone with vendors to pay bills. 

•  Establish a parts only account. The shops responding to our email all stated that the forgeries were on the account 
used to pay parts bills. Use a separate account for this only and do not set up any ACH or automatic payments on that 
account. Limit the amount of money in the account and move cash into it as needed. 

• Review your accounts daily. It only takes a few minutes to look online at the activity in your accounts. Doing this will 
allow you to catch illegitimate transactions quickly. If you wait for the statement and your bookkeeper to reconcile 
that it may be four to six weeks before you know someone is writing checks on your account. 

•  Keep a separate account, preferably at a different bank that you can kick into action quickly if you have to close the 
main account because of forgery. Have a limited supply of checks for that “recovery” account so you can continue 
business uninterrupted. 

•  Have a written policy for the in house handling of checks and check books. The bank can escape responsibility for 
forgery if you have shown “negligence” in handling the checks in your possession. Keep extra checks under lock and 
secure the operating check book in a safe area during the day. 

In almost all cases the bank is responsible for the forged items and will have to credit your account for any inappropriate 
checks draw on it. However this takes time, often several weeks. You may be out thousands of dollars in the interim. 

Even if the bank does pay up reasonably quickly, you will still have to close the account subject to fraud and open a new 
one. This means the cost of printing new checks and deposit slips, the hassle of changing all the incoming ACH activity, such 
as credit card deposits, and re-authorizing all of the automatic debits such as insurance payments, dues and memberships. 
This can be very time consuming and no one will reimburse you for the lost time. 

Finally there is the damage to our business reputation. These forged checks can not help our standing with the banks and 
companies where we do business. They may end up adversely affecting our standing with check verifi cation services and 
even our credit reports. Prevention and pro-active practices provide the only protection we have against forged checks and 
insure the fastest possible recovery if it does happen to our business. 

Photos From Rally At The Race Track
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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

AAA Texas
Steve van Winkle
8508 Hwy 6 North
Houston, TX 77095
713-284-6650

A-Line Auto Parts
Bobby Fulmer
7720 Blankenship 
Houston, TX 77055 
713-695-5355

Ask Patty
Jody DeVere
888-745-1928
askpatty.com

BG Products Lubrication Specialist
Dan Butler
713-686-2400

BAP-GEON
Tim Nuber
713-227-1544

CarQuest Auto Parts
Dan Nieves
832-766-7160

Certifi ed Business Brokers
Doug Ashby
832-239-9262

Farmer’s Insurance Group
Warren Spiwak
10068 Long Point Road
Houston, TX 77055
281-578-9922  FAX: 281-578-9912
wspiwak@farmersagent.com

Four Seasons Radiator
Carl Harris
713-266-2656

Great American Business Products
Julie Byer
713-744-7823

HCC - Automotive Technology
Carl Clark
713-718-8110

Hi-Tech Antifreeze Recylers
Rick Morton
713-433-3437

Hunter Equipment Service
Scott Tischhauser
40 FM 1960 W., #384
Houston, TX 77090
281-844-7540

J.A.M. Distributing
Myrl Artac
7010 Mykawa Road
Houston, TX 77033
713-844-7797  FAX: 281-596-7590

Jasper Engines & Transmissions (*)
David Eschbach
6618 Petro Park Drive
Houston, TX 77041
800-827-7455  FAX: 812-634-1820

M&D (Magneto & Diesel)
Engine Parts-Fuel Injection-Turbo-
chargers
Jim Garner
6931 Navigation Blvd.
Houston, TX 77011
713-923-2266

Main Auto Parts
Dale Heisler
2500 Center Street
Houston, TX 77007
713-869-7918

MCF USA
Andy Yim
6701 Harwin Dr, #220
Houston, TX  77036
832-356-6867

MTF Equipment
Jim Keeny
713-225-3262

NAPA Auto Parts
Wayne Truax
281-999-8700

National Transmission
Rudy Ramkissoon
4420 Grigg Road
Houston, TX 77021
713-741-5344
rudynational@gmail.com
O’Reilly Auto Parts
Jaydee Garrison
Art Rodriguez
Ken Allison
713-991-9299

Performance Radiator (*)
Paula Noto, Joe Alamia
4555 Airline Dr., Ste. 135
Houston, TX 77022
713-694-3032

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

San Jacinto College
David Norman
281-476-1865

Shop Management RO Writer
Scooter Owens
281-377-3076

TransAct Merchant Solutions, Inc.
Joe Cherry
16211 Park Ten Place
Houston, TX 77084
832-446-1807  FAX: 832-446-1750
jcherry@transactms.com

XL Parts
David Wofford
713-983-1116  FAX: 281-640-8499
Cell: 713-823-3879

(*) Denotes National Member
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