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October ASA Houston Meeting
Tuesday, October 9, 2012

Spaghetti Warehouse
901 Commerce Street, Houston, TX 77002

Dinner 6:30 PM
$5.00 for members, $10.00 for guests

Meeting 7:00 PM

host for the meeting

Presentation by Bob Patengale

XL Parts is the fastest growing “wholesale only” domestic & import 
auto parts supplier in the Houston, Dallas/Fort Worth, Baton Rouge 
and Oklahoma City areas. As the country’s ninth largest auto parts 
distributor, XL Parts is able to maintain over $90 million in inven-
tory across the 55 company owned branch and warehouse locations 
and represent 175 domestic, import, original equipment and after-
market manufacturers. XL Parts operates under a state-of-the-art 

distribution network. XL’s branches are full stocking locations and 
the goal is to maintain an 85% fi ll rate from in-branch stock.
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President’s Corner
Things change and things stay the same!

When I saw this postcard it really got me thinking.
The Ford Model T was produced by Henry Ford’s Ford Motor Company from September 1908 to October 1927. 

On May 31, 1927, the last Ford Model T rolled off the assembly line. It was the fi rst affordable automobile, due 
in part to the assembly line process developed by Henry Ford. It had a 2.9-liter, 20-horsepower engine and could 
travel at speeds up to 45 miles per hour. It had a 10-gallon fuel tank and could run on kerosene, petrol, or ethanol, 
the fi rst Flex Fuel Car, but it couldn’t drive uphill if the fuel tank was low, because there was no fuel pump.  People 
got around this design fl aw by driving up hills in reverse. Ford believed that “the man who will uses his skill and 
constructive imagination to see how much he can give for a dollar, instead of how little he can give for a dollar, is 
bound to succeed.” The Model T cost $850 in 1909, and as effi ciency in production increased, the price dropped. 
By 1927, you could get a Model T for $290. “I will build a car for the great multitude,” said Ford. “It will be large 
enough for the family, but small enough for the individual to run and care for. It will be constructed of the best 
materials by the best men to be hired, after the simplest designs that modern engineering can devise. But it will be 
low in price that no man making a good salary will be unable to own one - and enjoy with his family the blessing of 
hours of pleasure in God’s great open spaces.”  How times have changed. Now days it is all about profi t and saving 
money and using cheaper parts.
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2012-2013 ASA Houston Offi cers

President
John Ferrata
Nline Automotive
president@asahoustontexas.com
713-862-5544

President-Elect
Jim Miller
Freedom Automotive
preselect@asahoustontexas.com
281-499-4797

Secretary 
John Miller 
Freedom Automitive 
sec@asahoustontexas.com
281-499-4797

Treasurer
Jay Meir
Excel Auto
treas@asahoustontexas.com
713-864-6868

Past President 
Kevin Spencer 
A&B Auto Electric 
pastpres@asahoustontexas.
com 
713-928-3286

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
Sybren van der Pol - Adolf Hoepfl  
Garage
Karolena Serratos - Professional Auto 
Care
Ray White - S & S Auto Service

    

(Continued from Page 2)
The concept of driving business to your door through direct mail is not 

a new concept. Take for instance this direct mail piece pictured above form 
C.R. Gleason in Bottineau, North Dakota in June 29, 1928. The concept of 
direct was mail alive and well in 1928. The principal of “you can’t sell the 
job until the car is in your shop” was as important then as it is today.  Now 
days a shop can e-mail a solicitation directly to someone’s living room. You 
have to wonder how much time and effort it took to get this piece into the 
hands of the customer. What was the service area they would market to get 
business in the shop? What kind of gross profi t and overhead they had as 
well as how many cars they needed to make budget?

I started to wonder if the prices listed in the postcard where a bargin for 
the time. So I started to do some comparisons.  In 1928 there were about 
217 people in Max Bass North Dakota where Mr. Chester Bjornguard 
lived and 1322 people Bottineau, North Dakota where C.R. Gleason Com-
pany was doing business. In 1928 the average income of person was about 
$116.25 per week. Max Bass is about 40 miles from Bottineau. Today there 
are about 83 people living in Max Bass and Bottineau, North Dakota has a 
population of 2,215. The average income is about $903.85 the chart below 
has some information from the card and some guesstimates of cost for doing 
similar repairs today.

The fl yer didn’t mention tires, but we wondered what they would have 
cost anyway. According to the “1920 Tire Pricing Guide” the Model T used 
a 30x3.5-inch clincher tire. The cost of a fabric tire was about $21, while 
a corded tire went for $35. The tube was an extra $4. That compares to an 
average passenger tire price of $109 today. Tires seem to be a major cost 
during the 1920s. A motorist would have to work 54 hours to pay for the 
tires as compared to 19.29 hours today. Of course mounting and balance 
would be extra! 

“C. R. Gleason” is most likely Charles R. Gleason who is listed in the 
1930 U.S. Census of Bottineau, North Dakota. At the time, he was living in 
a hotel. His marital status appears to be divorced. His occupation is listed as 
“Merchant, Automobile”. Ten years earlier, he was listed in the 1920 U.S. 
Census of Bottineau, North Dakota along with his wife, Helen E. Gleason, 
and their two daughters: Marian F. Gleason, born about 1907, and Gail 
Gleason, born about 1916. Also living in the household was his widowed 
mother. In 1920, his occupation was listed as “Salesman, Auto Garage”. I 
wonder if any of his descendants know of his now famous advertising cam-
paign.

People are working longer today to pay for similar repairs. It might be 
due to infl ation, or the complexity of automobiles. It seems the almighty 
dollar doesn’t go as far as it did in the roaring 20’s.  

WELCOME NEW
MEMBER!
CNG America
Stuart Mayper
Associate Member
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Thank You Notes

A special thank you to all of the Associate Members who donated prizes to our meeting raffl e! Come next month 
and try your luck.

• Jasper Engines...6 Jasper caps, a Jasper metal key holder, a Jasper fender cover, 2 Jasper toy Rig & Trailers, 
Jasper  commemorative metal sign

• Napa...2 Napa caps, Napa hot rod
• A-Line...patriotic portable chair, 2 ladies body product gift sets
• O’Reilly...tech training class
• Houston ASA...gear wrench set
Welcome, or welcome back to our guests. 
• Memorial Drive Tire & Auto, David Lerner...281-497-0830
• Cars & Sticker, Dung Vu “Juan”...832-283-6335
• David Eschbach is back as Christian Brothers’ rep...936-524-8807
• CNG America, Stuart Mayper...888-661-6063
Please make a point of letting these folks know that we welcome them into our group and look forward to 
sharing with them in the future. 

Why Should I vote?
When you get this newsletter the election will only be about a month away. I know that you have heard about 

all the hype and campaigning that you can stand for this year, and maybe a lifetime. This is not a campaign speech 
and does not endorse one side or the other. (of course I do have my opinion and if you ask I will be glad to share it). 
This is about why you should vote at all. 

In our shops we want a team; we want men and women who buy into the mission of the business, who willingly 
participate in the company philosophy of excellence, of great service and fi rst class repairs. We want people who 
will do all they can to be sure our customers come back again and again because they know that we, as a business, 
really care. 

The idea that any one person will really make or break the company is farfetched, but the problem is that their 
attitude is contagious and our other employees soon start to wonder why they should care either. Soon only a few 
are trying to carry on what was once a great service, and they are getting disheartened by the apathy of the others. 

Our employees watch us; watch what we do and our attitude about doing it. Our family is the same way. Our 
spouse and kids and grandkids watch us and they see our attitude about things and they all duplicate what we do, 
not what we say. If we do not embrace the principles of great service and excellent repairs our staff will not, and our 
family will not. Soon we will be just another shop on the street corner and will be driven past by anyone looking for 
better than average. 

Our Country is the same as our business. America has been the standard for over 200 years and set the example 
for many others to follow. America, like all great companies, seeks the commitment and involvement of its citi-
zens. For it to succeed everyone has to buy into the idea that it really does matter if we play a part. It is not that any 
one voter is going to make a big difference; it is that when we are all involved, all active believers of the ideal, the 
underlying principles work. We may make mistakes, in our business or in our Country, but the philosophy of excel-
lence will win out and those errors will be corrected. 

When our family or employees look at us and see us act as if it doesn’t matter they get a message. Whether it is 
about our shop or about our nation, they see that we don’t care, that it doesn’t matter and soon it doesn’t matter to 
them either. When that happens our shop or nation is adrift and will seek the lowest comfortable level, someplace 
far below excellence. 

Just as we must set the example in our business we also must set an example in our Country. We must let them 
see us care. We must make it a point to let them know we are going to vote and show them how they can too if they 
want. We can and should be leaders, not only at work but in life. 

There are many important issues in this election. Whatever side you believe in speak up and help to guide your 
Country to continued greatness. 

The last day to register to vote in the November election is October 9th. 
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More Thank Yous
A big thank you to Jasper Engines and Transmissions for once again bringing us a seminar of long term value.  

Matt Miller spent an hour outlining principles that could save us hundreds of hours in our shop each year; hours that 
would be better used if billed to customers. 

The concept of LEAN production was confused with the principle of “Just in Time” inventory in my mind before 
this presentation by Jasper. While LEAN includes the JIT idea, it goes much further. LEAN is defi ned as; 

Lean manufacturing, lean enterprise, or lean production, often simply, “Lean,” is a production practice that con-
siders the expenditure of resources for any goal other than the creation of value for the end customer to be wasteful, 
and thus a target for elimination. Working from the perspective of the customer who consumes a product or service, 
“value” is defi ned as any action or process that a customer would be willing to pay for.

The process is associated with Toyota because they were the innovators who took the concept on as a compa-
nywide philosophy and grew to be the largest auto manufacturer in a few decades by following the principles of 
LEAN. 

Jasper adopted the model and claims it is responsible for vast improvement in production, signifi cant decreases 
in costs, and higher customer satisfaction and product quality. They term it as “Jasper Production Systems” (JPS) 

In JPS each employee is invited and encouraged to suggest ideas that will increase work fl ow, decrease time 
spent on any process in the plant, improve quality and safety or eliminate waste. Last year there were over 12,000 
ideas suggested by their employees and 90% of those were adopted. 

In the simplest terms JPS is looking for ways to reduce waste in several areas; Inventory, Comebacks, Over 
Processing, Waiting, Motion, Transportation, and Underutilized People. To achieve this Toyota adopted the 4 P’s of 
LEAN. They developed a Philosophy of long term thinking that based decisions on what would be best in 5 years, 
or 10. They focused on Processes to eliminate waste in time, money, frustration. They involved their People and 
Partners in the process. Finally, they based their Problem solving on continuous improvement and learning. 

When confronted with a challenge their problem solving centers on asking why, not once but 5 times, each time 
narrowing in on the real source of the problem. For example; why do we have so much inventory, why did we buy 
this item, why did we buy it from there, why did we think a 5% discount was better than the cash in the bank, why 
don’t we buy it “just in time”?

The area that inspired me was the wasted time in the shop. Matt demonstrated a spaghetti diagram of wasted 
time in an oil change bay. He traced the steps taken by an employee while doing an oil change. This included mo-
tion to the offi ce, to the car, to the parts room, to the tool box, to the drain can, to the bulk oil, to the sticker printer, 
to the waste oil container, back to the offi ce and back to the driveway.  When you actually draw this out and see the 
wasted time and energy involved it can be surprising. Planning to save even a portion of this wasted time can reduce 
you oil change time, and reduce the cost, signifi cantly. 

If you can get employee buy in to the idea of saving time and effort in the shop you can make a substantial im-
provement in productivity and profi t. 

Jasper Engines and Transmissions take seriously the partnership with our shops and they will gladly share infor-
mation about this or other management topics with you. Contact Matt Miller at Jasper for more information.

Thoughts on Growing Older
1. Growing old is mandatory; growing up is op-
tional.

2. Forget the health food! I need all the preserva-
tives I can get.

3. When you fall down, you wonder what else you 
can do while you’re down there.

4. You’re getting old when you get the same sensa-
tion from a rocking chair that you once got from a 
roller coaster.

5. It’s frustrating when you know all the answers, but 
nobody bothers to ask you the questions.

6. Time may be a great healer, bit it’s a lousy beauti-
cian.

7. Wisdom comes with age, but sometimes age comes 
alone.
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SAVE THE DATE!
All ASA Members and Associates

Plan to bring your spouse or date for a fun fi lled
evening of great food, dancing and bringing in the
Holiday Season at the classy Crown Plaza Hotel.

ASA CHRISTMAS PARTY
Saturday, December 1, 1012

6:00-10:00 pm
Crown Plaza Hotel

7611 Katy Frwy @ Silber

Alternative Meanings
The Washington Post sponsors 
ayearly contest, in which readers are 
asked to supply alternate meanings 
for common words. 

Some of the recent winners are: 

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

2. fl abbergasted, adj. appalled by 
discovering how much weight one 
has gained. 

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

4. esplanade, v. to attempt an expla-
nation 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-fl avored mouth-
wash. 

10. balderdash, n. a rapidly receding 
hairline. 
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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.

ASA Crash Parts 
offi cial position statement 
issued in November 2011

ASA supports requiring insurers and auto collision facilities to provide disclosure of part type, description and 
warranty information to the consumer for all part types including, but not limited to, original equipment manufac-
turer, aftermarket, recycled, remanufactured, reconditioned and rebuilt crash parts.

ASA supports quality parts, certifi ed and verifi ed in which the quality is determined based on empirical and 
measurable evidence equal to the standard of OEM parts. ASA recommends quality verifi cation and testing related 
to metallurgy, fi t, functionality and responsiveness.

ASA believes a competitive parts marketplace, of tested and verifi ed quality parts, is in the best interest of the 
motoring public. ASA continues to oppose parts policies that focus solely on cost effi ciency without regard to certi-
fi cation, verifi able quality and safety.

-----------------
ASA will continue to monitor parts quality issues in the industry, and will be a driving element for the best pos-

sible quality replacement crash parts on behalf of repairers and the motoring public through active engagement with 
the ASA membership, manufacturers and distributors. In addition, ASA will continue to assess proposed state and 
federal legislation as needed to ensure repairers have a voice regarding these matters. For additional  information on 
legislative activity, visit ASA’s legislative website, www.TakingTheHill.com.
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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

CNG America
Stuart Mayper
888-661-6063

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

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

(*) Denotes National Member
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