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Thank You Kevin
Each year our Chapter elects a new President to lead us for the following 12 months. We have been very fortunate over the 

past year with a really great and dedicated leader taking the reins and pushing our Chapter to better serve our members and 
associates.

This past year Kevin Spencer has devoted countless hours to serving this group and despite the misgivings he held when he 
began term, he has done an excellent job for us. 

Kevin is a husband and father of 3 small boys and who works with his father at A&B Auto Electric. Yet even with the de-
mands of family and job, he has found the time to help our association prosper in his year as leader. 

He started the year off with a satellite meeting in Baytown, recruiting new shops into the group. That was no sooner over 
when the City of Houston decided to modify Chapter 8 of the Auto Code, and Kevin found himself in one of the biggest fi ghts 
we have ever waged as a Chapter.   In spite of the battle with City Hall, he held a second Satellite meeting on the north side.

As the year drew to a close, the battle over the ordinance grew in scale and we were interacting with many other associa-
tions and groups to carry the fi ght to the Mayor. Through all of it, Kevin took the time needed to organize and lead, along with 
Kathryn van der Pol, to be sure that we had our say at City Hall. 

He took time away from his wife and kids, the shop and business to help all of the shop owners in our group. 
Of course Race Day came around again in January and Kevin, working with Danny O’Daniel, made that a success with 

hours of work and organization. 
The ordinance fi ght heated up further in late January and February, and Kevin made calls and attended meetings not just at 

City Hall but around town at neighborhood gatherings. 
April brought sad news as our president elect passed away leaving Kevin wondering who, if anyone, would assume the 

role of president at the year end. Even after spending a year taking time from his family and job, Kevin was willing (if not 
enthusiastic) to continue serving if needed.

When Kevin fi rst assumed the position last year, he doubted he would be able to do a good job; he wasn’t confi dent speak-
ing to a crowd and didn’t think he had the connections to pull off leadership in a group like ours. I for one think he did a great 
job. 

• Race Day was a success.
• We won the fi ght at City Hall, even if only for the time being.
• The Chapter has had many great meetings during the year.
• The members are active and new faces have come into leadership.
• Our fi nances are strong and our morale as a group is as good as it has been in many years. 

Thank you, Kevin! I hope you got as much from the experience as we did. 

Joining A Church
A Texan decided it was time to complete his life by joining a church.  So he went to a Baptist church and asked 

to join.  The preacher said, “OK, but fi rst you need to pass a Bible test.  Here’s the question,  “where was Jesus 
born?”

The Texan thought a minute and responded, Longview.”
The preacher said, “I’m sorry that is incorrect.  You cannot join our church”
So the Texan went on down the road to a Pentecostal church and asked if he could become a member.  The 

preacher responded, “We’d love to greet you as a member.  But you need to pass a quick Bible test fi rst.  Here’s 
the question, “Where was Jesus born?”

Quicker this time the Texan replied, “Tyler.”
The preacher said, “Oh my!  There is no way you can join our church.”
So the Texan goes across town to a Methodist church and inquires about joining that congregation.
The minister responds, “Most assuredly!  We are delighted to welcome you as a new member.”
The Texan is somewhat surprised.  “I don’t have to take a Bible test fi rst?”
The minister replies, “No, we have no such requirement.”
The Texan thinks for a moment and asks, “Do you mind if I ask you a question then, “Where was Jesus born?”
“Palestine,” replies the minister.
The Texan nods and kind of mumbled to himself, “I knew it was somewhere in East Texas.”
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2012-2013 ASA Houston Offi  cers

President 
John Ferrata  
NLine Automotive 
jferrata@nlineauto.com 
713-862-5544

President Elect 
Jim Miller 
Freedom Automotive 
jim@thecarcounselor.com 
281-499-4797

Treasurer 
Jay Meir 
Excel Auto 
jmeir@excelautotech.com 
713-464-6868

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

Past President 
Kevin Spencer 
A & B Auto Electric 
kevinspencer05@gmail.net   
713-928-3286

Regional Direct 2 
Kathryn van der Pol 
Adolph Hoepfl  Garage 
kvanderpol@swbell.net 
713-695-5071

Education Liaison  
Mark Deschner and John P. Goins
281-476-1865
San Jacinto Jr. College                            

Shop Talk Editor 
Lynn Beckwith 
Beckwith’s Car Care 
lynn@beckwiths.com 
281-540-2000

Board Members

Chuck Stasny, AAMCO of Houston
Mario Rodriquez, Mario’s Automotive
Ray White, S&S Automotive
Karolena Serratos, Professional Auto 
Care
Sybren van der Pol, Adolf Hoepfl  Ga-
rage   

President’s Corner
A few years ago I read a President Corner article where the fi rst sentence was,” This 

is the last article of mine you will have to endure.” At the time I could not fi gure out why 
in the world he would write something like that. Now, I know exactly how he felt. It has 
been a challenging year and a great learning experience. I leave you with a summary of our 
chapter’s current status, the direction we are heading, where Chapter 8 stands, along with 
a little about our last and next meeting. I would also like to make it clear that I am very 
thankful to all who helped me out.

ASA Houston is still enjoying a strong membership and associate participation. The 
organization is also in good fi nancial standing. The incoming board and offi cers are cur-
rently working on  setting up committees to help do what it takes to make ASA work. We 
hope to recruit members to help with things like Race Day, the fi ght against Chapter 8, and 
to organize events. The focus for the upcoming year will be to get things done quickly and 
more effi ciently while making it easier on all involved. The future of ASA looks bright. 
You belong to an organization that provides great benefi ts to you as a business owner or 
employee and to the independent automotive industry as a whole. 

As usual, I continue to urge all of you to prepare for the reoccurrence of Chapter 8 
revisions at City Council. I am happy to say that no ordinance has passed during my term. I 
hope that it will never pass. Just in case, please continue to get signatures on your petitions 
and approach other organizations that oppose over reaching regulations by city government. 
I was very surprised during one day of errands to the doctors offi ce , the pool supply shop 
etc. how many people in this city are upset with regulations. If you do not have copies of 
the fi nal resolution in opposition to Chapter 8 revisions please contact me or someone on 
the board. I thank everyone who helped in our efforts to keep these revisions at bay. Let 
us make Houston a better place to do business instead of a place to move a business away 
from. Hopefully, at end of John’s term he can thank everyone for squashing this ordinance.

I really got a lot out of our last meeting. I almost fell over when I found out how quickly 
and effi ciently service advisors at other shops are doing things. I was equally amazed at 
how many changes there are with social media in such a short span of time. Our shop

has a long way to go to catch up. Thanks to RO Writer and Demand Force for a great 
meeting and for the service they provide our members. 

Myrle Artac and J.A.M. Distributing will host our next meeting as sponsor and speaker. 
Technology in new oils and lubrication products and manufacture’s requirements are 
changing as fast as social media these days. J.A.M. has always been a strong supporter of 
ASA and instrumental in keeping our group informed of these ever changing requirements. 
Please join us for another informative meeting.

I have nothing but gratitude and admiration for those who volunteer their time 
to work for ASA Houston. It can be a real struggle to get everything done at times. 
I leave wishing I had accomplished more and that I had done some things differ-
ently. But what can I say? Term limits, they are a good thing. Thanks to all who 
helped me out. I really appreciate being given this opportunity.

Sincerely,
  Kevin Spencer

p.s. My apology to Dan and Konrad of BG products. Yes, that’s BG with a B in
front. That was the last typo of mine you will have to endure....
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Please join us & Fight For A Cure!CureFest.com
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Social Media  
by John Miller, Freedom Automotive

If you had a brand new ZO6 Corvette with a six speed transmission and 500 horsepower would you drive it 
around in third gear and 35 miles an hour all the time? According to Scooter Owens of RO Writer and Todd Wester-
lund of Demand Force that is what most of us are doing with our social media; puttering around in third gear. 

Many of the shop owners’ present use the RO Writer system for shop management, but most of us were a little 
surprised at some of the features we are overlooking in use. Scooter used his 15 minutes of sponsor time to lay out 
some of the features of RO Writer. Todd took over for the presentation on social media. 

Over the years I have been to several social media seminars and each time I attend it seems the functionality of 
the systems has doubled. Much the same as the technology of the cars we work on the uses and diversity of what 
we can do on these sites grows and multiplies each year. The problem for most of us is we are still trying to roll our 
windows down with a crank handle when we have a power button to push. 

Todd took an informal survey of the room and about 1/3 of the attending have a Facebook page for their business 
and only about 1/3 of those update it on any regular basis. He stressed the need to use the phenomenal reach and 
penetration  of Facebook to get your company name in front of your customer and potential customers. 

Todd explained that fi rst you needed to build an attractive page with high quality photos and then reach out to all 
of the people and groups you know, from your church and civic clubs to relatives and friends. Even those who do 
not live in your market area will share the information with their contacts and the name recognition will grow with 
the pubic and the search engines. 

Once you have a following of any size you can start to post interesting information, links, videos and entertain-
ment such as cartoons. These will be shared on to your friend’s friends and your base will continue to grow. You can 
link from your websites or any online presence to the Facebook page to increase the number of people exposed to it. 

“Like” other shop Facebook pages. These will give you information to re-share with your viewers. These can be 
shops from your home town, or from any place in the world. There is no plagiarism on Facebook. People post hop-
ing that you will re-share it.

Don’t forget your established customers either, warns Todd. Use Facebook to send promotions, and special deals 
to your customers who use Facebook. You can establish a separate “friends” list for your regular customers and 
send them limited offers for your valued clients only. 

The latest entry into the social media market is internet giant Google. They have mated the power of their search 
engine, maps and places to create the new social network Google+. Google+ allows individuals to join and busi-
nesses to claim a listing. They rate businesses based on the reviews they receive through their review system and 
can create an impression, good or bad, on prospective customers. It is important to check your Google listing, claim 
it and monitor it on a regular basis. 

Todd left us with some suggestions for your social media site. Here are a few;
1. Post interesting facts, not techno-jargon, about cars and the repair industry. A recent post on our site was that 

Click and Clack are going to retire. A local shop posted a video of building a Roll Royce. 
2. Talk about service or volunteer work. We are promoting our local Rotary club veterans benefi t. A Humble 

shop is promoting a brain cancer benefi t and concert. Re-share these events and ride for free on their efforts. 
You may want to avoid political stuff unless you are willing to offend half your customers

3. Celebrate personal achievement or milestones. Your anniversary, say so. Pass the ASE L1, let them know. 
Daughter won a scholarship, brag about it. These things make you a person to your viewers and will help 
build the relationship

4. Congratulate other businesses, schools and organizations. Wish the graduates congratulations. Praise the lo-
cal club on their fundraiser or gala. This lets people know you are interested in the community. 

5. Post job openings. Be specifi c so your readers know how particular you are about who works on their car. 
Once the position is fi lled introduce the new hire.

These are just a few of the ideas offered. As you can see keeping a high profi le will take some time and is a lot 
more work than just placing a yellow pages ad once a year, but in the long term it will be worth it. 

 RO Writer interfaces with Demand Force and Demand Force interfaces with social media sites to help build 
your business. For more information or to learn more about how social media can help build your sales contact 
Scooter or Todd
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ASA Members Receive Another Dividend from Meadowbrook Insurance 
Group 

COLLEYVILLE, TEXAS, June 25, 2012 - Automotive Service Association (ASA) members who carry workers’ 
compensation coverage through Meadowbrook Insurance Group and who meet eligibility requirements will receive 
a dividend again this year as a result of participating in the ASA Group Program. The dividend represents a 3 per-
cent return of annual premium for policy year 2010-2011 and shows that workplace safety is a solid investment. 

“We are very pleased to announce that a 3 percent dividend was declared for the fourth year in a row,” said 
Nancy Clay, Meadowbrook Insurance Group association administrator. “The earned dividend rewards members 
who participate in the ASA-sponsored program for their efforts in preventing workplace accidents and controlling 
claims costs. This is a great example of how safety pays.” 

“Meadowbrook and its subsidiaries, Star Insurance Co. and Ameritrust Insurance Corp., have been a long-stand-
ing partner of the association and our members. Through their commitment to workplace safety and rewarding our 
members, the workers’ comp program is a true value to ASA members,” said B.J. Johnson, vice president, member-
ship services. “My hat is off to our members who continually work to improve their safety practices. ASA members 
are truly the ‘cream of the crop’ of automotive service and repair professionals.” 

Meadowbrook is consistently ranked as one of the largest insurance agencies in the nation, underwriting and 
managing more than $900 million in annual premiums. Meadowbrook offers ASA members workers’ compensation 
and other business insurance needs, as well as interest-free pay plans and professional safety services specifi cally 
for the automotive repair industry. For more information about the workers’ compensation programs available to 
ASA members, visit www.wcpolicy.com/asa or call Meadowbrook directly at (800) 825-9489 and mention you are 
an ASA member. Learn more about ASA’s entire benefi ts portfolio by visiting the ASA Marketplace at 
ASA.bizunite.com. 
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Who Is A True Garageman?
Kathryn van der Pol, Adolf Hoepfl  Garage

For those who have been in our industry a long time, have you ever noticed that there are certain qualities that become typ-
ical characteristics of Garagemen? I have and I want to try to describe that in this essay.  I have seen how these traits become 
engrained into a true garageman’s character. Why, I’m not sure. Perhaps it’s a result of the nature of cars. Cars are designed by 
people and they wear out.  So, the people who can really fi x them require certain talents and develop these traits. You may not 
agree with my analysis, but this is just one person’s opinion. 

The true garageman knows when a car is fi xed properly. I like to compare garagemen to farmers. Like a farmer, the garage-
man’s success depends on his discipline, his knowledge, and his use of tools.  A farmer has to wake up early to complete his 
work; he has to plant his crops at the right time in the right depth and in the right soil; he has to follow set procedures to insure 
the plants will grow.  A successful crop only results when a farmer has self-discipline, knowledge and the right tools.  Garage-
men are the much the same. There is a discipline one must follow in repairing a car; there is a huge body of knowledge one 
must read and gain from experience, and one must have the right tools.  Of course there is a signifi cant difference, too.  The 
garageman is not dependent upon the forces of nature for a successfully repaired car. For that reason, farming is much more 
risky than fi xing cars, but we have our own force of nature and that is, the customer. That can sometimes be as challenging for 
the garageman as dealing with drought or fl oods would be for the farmer.

Besides discipline, knowledge and owning the proper tools, here is my opinion of other characteristics of a true garageman. 
Men (and a few women) who like to work on cars want to understand how things work.  They take things apart to fi nd out 

what’s inside and what makes it tick.  When a part fails, they’ll analyze to fi nd out what went wrong. Slight discoloration of 
metal will draw a blank stare from a layman, but show it to the garageman , and he will explain in detail how it’s the abso-
lute cause of a bearing failure. Finding out how things work means being willing to get your hands fi lthy every day. It means 
washing your hands 10 times a day. It means crawling under cars, lying on your back, a car six inches from your face, smell-
ing noxious odors.  It means standing with your hands over your head for hours, or being hunched over a truck fender strain-
ing to fi t your hand into hidden places that could be hot, sharp, and hurt. These are examples of things that consumers don’t 
even think about, or if they do, they take for granted.

Being a true Garageman, means to love the truth. There is no BS about fi xing a car. If it’s fi xed, it works; if it doesn’t, well 
you can’t blame anyone but yourself. And actually, true garagemen like it that way.  They are great truth seekers.  Garagemen 
can spot a lie a mile away-whether it’s a customer who says he’s selling his car next month or just had the coolant fl ushed, a 
mechanic who says the master cylinder is leaking when it’s not, or a service adviser who is recommending rotors and pads 
when pads alone will suffi ce.  Nothing will make a true Garageman angrier than a lie.

True garagemen take pride in making things work.   With every broken vehicle, it is war. It is war to get the right parts 
especially on some cars, like a 1979 Porsche. It is war to diagnose a drivability issue.  It’s a war to put in a rear main seal. It’s 
man versus the Machine.  So, when the car is fi xed, it’s victory. Every fi xed a car is a war won. Garagemen take pride in every 
one of those victories. Nothing will make a true Garageman more frustrated than a mechanic who doesn’t care because that 
means isn’t really willing to fi ght. That mechanic has no honor in the eyes of a true garageman.

The true garagemen can say I don’t know and ask for help. He knows that the guy who says, “I am a great mechanic” prob-
ably is not.  He knows that there is no end to learning about cars. There is always something to learn because cars are always 
changing. He knows that to win the war means sometimes bringing in reinforcements. And it means being willing to lend a 
hand to others when they are struggling with that car.  You cannot go it alone all the time.

The word no is not in a true garageman’s vocabulary.  Garagemen thrive on challenges. They possess the WE CAN DO IT 
spirit.  Sometimes, perhaps, many times, they should say no but end up saying yes.  They might not make money on it; the war 
might be painful; but they will rarely, if ever, say no.

So, who is a true Garageman? He is someone who is curious even when it’s risky or unpleasant. He is a truth seeker who 
doesn’t stand for any Bacon Sandwiches (BS); he derives satisfaction from seeing something broken made whole, he is will-
ing to help others and ask for help; he embraces the challenge even when it’s not going to better his bottom line, and he does 
the right thing even when it hurts. 

In my opinion, the world would be a better place if more true garagemen were running it. 
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Technician Shortage or Quality Technician Storage
(published originally in IATN) by Dennis A. Iudice, automotive instructor

Everyone is complaining about the technician shortage around the country.  This has led to many “heated” 
discussions on many automotive blogs. From what I’ve read, the biggest complaint is about the quality of people 
entering the automotive fi eld. The second biggest complaint is targeted at schools who are offering automotive pro-
grams.  It appears that everyone is pointing fi ngers everywhere.

Here are some signifi cant issues in my opinion that are deterrents attracting quality automotive technicians. First, 
the automotive industry treats newcomers with hardness and judgmental tactics. I hear students complain all the 
time about how industry treats them; they do not feel very welcome.  How would you feel if you had all this energy 
and passion for an automotive career and everyone you come in contact with treats you like an idiot? Or, you’re 
told that it takes years to become any good? Most students give up after two or three experiences like this.  Believe 
me, they spread the word through social media about their negative experiences.  I even have had students share 
with me that they boycotted a shop because the owner and staff were so harsh on entry level technicians. This shop 
even came to the school to seek employees. Not one student responded; yet some of those students needed a job 
desperately.

Working with many local shops and dealerships with techniques on how to work with and build a relationship 
with the new workforces has changed this harsh treatment and stereotyping of new technicians. Knowing how 
to build a relationship and with our X and Y’s is crucial to them becoming assets to an automotive shop. History 
demonstrates that if one is truly passionate about something, they will achieve greatness in that passion if given a 
chance.

Another misconception by most is everyone who enters automotive programs is studying to become a technician. 
This is not the case either.  Many young people enter the automotive program to work as service advisers, parts 
counter people, and some want to work for manufacturers as representatives. Some automotive instructors do not 
appreciate this and run these students off at the beginning 
level.  I could probably write more, but I think these opin-
ions should trigger some analysis and refl ections from all 
who read it.  We create our industry environment and until 
we create a welcoming environment for young people, we 
will continue to struggle with a shortage of technicians.

Finally, our hiring practices! No one wants to train 
anyone! Why? They believe their fellow shop owner will 
steal the help that they are investing in. So, many owners 
have this mentality so that now there are no trained techni-
cians except the ones coming out of schools.  But all shop 
owners want technicians with fi ve years of experience so 
they can profi t immediately from their on-the-job training.  
When there is no pipeline to keep a steady fl ow of trained 
technicians, the aging fl eet will soon vanish and there will 
be no one to replace them. 

That is where we are! So, hire a newbie and fi nish their 
training to fi ll the pipeline! Otherwise, please quit.  You are 
not a solution but part of the problem.

ShopTalk welcomes responses and comments to this 
article. Please submit them to Lynn@beckwiths.com
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Say “Thank You”
A very large and important part of the suc-

cess of Houston ASA is the participation of 
our Associate members. The businesses, and 
the men and women, who work for them; take 
time form their schedules and money from their 
pockets to help us learn and prosper in the re-
pair industry.  Each month many of our Associ-
ate Members donate door prizes at our meeting. 

These are the associates who contributed 
door prizes this month;

 
AAA - collapsible picnic basket
Performance Radiator - 2 T-shirts
Arnold Oil/A-Line - 3 caps, 2 Ladies gifts, 1 

clock
O’Reilly Auto - 2 Real World Training Clin-

ics
National Transmission - gift cards to Hoot-

ers $25, 2 Starbucks $15 ea. 

Please do business with those who support 
us. When you see a representative from one of 
these Associate Members say “Thank You” for 
their support. 

O’Reilly Knows
If I don’t stay up-to-date in the latest vehicle 
technology, I might as well close my doors.  
I know that if I can’t get the vehicle repaired, 
my customer will find someone who can. 

That’s why I call O’Reilly Auto Parts for all  
of my training needs. O’Reilly understands  
my business and knows the importance of  
professional technician training. Through  
their Real World Training clinics, O’Reilly offers 
some of the industry’s best training - taught by 
some of the nation’s best instructors. Quality 
training is just one more reason why my first 
call is to the parts pros at O’Reilly Auto Parts.

PROUDLY SERVING THE PROFESSIONAL SINCE 1957.

but my customers  
expect me to.

I don’t know everything...
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XL Parts stocks the brands you 
can trust for Import Vehicles.

Imported Cars are not 
“Foreign” to Us. 
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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

A+ Transmissions Corp, Offi ce (*)
Dennis Bloching
6830 N. Eldridge Pkwy, #105
Houston, TX 77041
713-849-5800

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

Admiral Linen Uniform
Barry Kelley
713-630-0303

BG Products 
Lubrication Specialist
Dan Butler
713-686-2400

BAP-GEON
Tim Nuber
713-227-1544

CarQuest Auto Parts
David Lara
210-410-9975

Certifi ed Business Brokers
Doug Ashby
832-239-9262

Demandforce, Inc. (*)
Todd Westerlund
22 4th Street, 12th Floor
San Frncisco, CA 94107
415-904-8181

Great American Business Products
Julie Byer
713-744-7823

HARCO Insurance
Tom Garcia
1077 NW Freeway, Ste. 800
Houston, TX 77092
713-560-7211

HCC - Automotive Technology
Carl Clark
713-718-8110

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 (*)
Matt Miller 
6618 Petro Park Drive
Houston, TX 77041
800-827-7455  FAX: 812-634-1820

M&D (Magneto & Diesel)
Engine Parts-Fuel Injection-Turbochargers
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

Meadowbrook Insurance (*)
Chris Bass
281-513-5221

Mitchell 1
Monnie Fuentes
281-352-1323

MTF Equipment
Jim Keeny
713-225-3262

NAPA Auto Parts
Wayne Truax
281-999-8700

(*) Denotes National Member

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 (*)
Amie Alvarado, 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
Mark Deschner and John P. Goins
281-476-1865

Shop Management RO Writer
Scooter Owens
281-377-3076

TransAct Merchant Solutions, Inc.
Joe Cherry
5819 Hwy 6 South, Ste 255
Missouri City, TX 77459
832-446-1807  
jcherry@transactms.com

Wahlberg-McCreary, Inc.
Al Lindell, Randy Harlan, Andy Luna
3810 Dacoma
Houston, TX 77092
713-686-9321

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

Zurich Insurance (*)
Craig Smith
281-381-4793
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