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BY RICHARD MEZADURIAN | Contributing Editor

exico is more than just a friendly

neighbor to the south —it’s an

important geopolitical ally of the

United States. It’s a country rich
in heritage and tradition. Most important, it is the
third largest trading partner of the United States,
and increasingly, it has become an important
factor for U.S. aftermarket companies.

Over the past two decades, the Mexican
aftermarket has developed a cohesion that has
made it attractive to U.S. manufacturers. As
such, it also has attracted the interest of U.S.

More articles by RICHARD MEZADURIAN

RELATED articles

program distribution groups who have found
new sources for growth in that market. As

Mexico’s aftermarket continues to evolve, it will

offer many opportunities for U.S. suppliers.
The growth of Mexico into a world economic
power has been an important growth driver for
the aftermarket. Since 1990, Mexico has seen
a five-fold increase in GDP from $262 billion
(U.S.) to 2013’s $1,260 billion. In 2014, Mexico
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A convergence of factors is making

Mexican aftermarket

L

T0NY & SONSTR

these very good times for Mexican

parts distributors.

ranked as the 15th largest economy in the world.
Although the economy has improved, Mexico is
still a significantly poorer country than the U.S.
Economic growth in Mexico has not been lim-
ited to one sector. In 1980, petroleum exports
accounted for almost 75 percent of Mexico’s
exports, but today that number is only 7 percent.
Industry now constitutes a third of the nation’s
GDP. The automotive sector is among the stron-
gest. The U.S. Big 3 have been manufacturing
cars in Mexico since the 1930s, and in recent
decades they’ve been joined by Volkswagen,
Nissan, Toyota and others. In 2013, both BMW
and Volkswagen announced billion dollar invest-
ments in Mexican plants. Mexico has signed free
trade agreements with more than 44 countries,
and can export cars duty free to every continent.
In 2014, two-thirds of the 3.2 million vehicles
produced in Mexico were shipped to the U.S.
This rising economic tide in Mexico has lifted
many boats. And it has put cars in driveways,
too. Since 2000, Mexico has seen a surge of
motor vehicles in operation. Fifteen years ago,
there were roughly 16 million cars, trucks and
buses on the road. By 2014, that number has

Industry News

Join our Community

more than doubled to 33 million. The mixture of
vehicles found on Mexican roads is quite diverse.

Given the proximity of the United States and
the lengthy land border between the two coun-
tries, vehicles in Northern Mexico tend to skew
more towards what you might see in the U.S.
Southwest. But as you move south from the
U.S./Mexico border, the vehicle parc becomes
more diverse. While there will still be a fair
amount of U.S. brands, you are much more
likely to see Nissans and Volkswagens that are
not commonly offered in the U.S. Many of those
vehicles are locally produced in Mexico.

Nissan/Renault has become the dominant
car company in Mexico with a 28 percent mar-
ket share. GM and Volkswagen each have
about 18 percent of the market, while Ford and 2 B
Chrysler each command about 10 percent. The e,‘,, &’
remaining 16 percent of the market is scattered '
amongst all the remaining brands.

REPEAT BUSINESS
SHOULDN'T MEAN

DOING THE SAME JOB

REPEATEDLY

For répairs that are right the first time, your best bet is an
original equipment part. NTK Oxygen Sensors are original
equipment on more vehicles worldwide than any other brand.
For details, go to NGKsparkplugs.com

Aftermarket growth drivers

Several important factors are promoting after- _fﬁggwf i
market ...CONTINUE READING - o
/ GLIG“ ‘\ [ ]}’;.I::rS ‘ rﬁ% Become a fan on Facebook
) ) : “ ‘ | /-‘i-—— BE CarCareAware” f facebook.com/NGKSparkplugs
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TRAINING

Distributors seek key contacts
at Automechanika Chicago

BY JAMES E. GUYETTE
News Correspondent

istributors who are either attend-

ing or hosting a booth at the

Automechanika Chicago show being

held April 24-26 at the McCormick
Place West exhibition center will find numerous
avenues for reaching targeted markets.

Expecting more than 400 exhibitors
throughout the aisles and 8,500-plus attend-
ees in search of products and training,
Automechanika Chicago is showcasing a wide
spectrum of offerings.

Among the key categories being present-
ed are Parts & Components, Electronics &
Systems, Accessories & Tuning, Repair &
Maintenance, IT & Management and Service
Station & Car Wash.

Truck Competence is another industry sec-
tor that will be covered, ranging from parts and
accessories, maintenance, body repairs and
shop equipment.

The array of global industry professionals tra-
versing the show floor includes independent

More articles by JAMES E. GUYETTE
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shop owners, managers, jobbers and techni-
cians. Anyone representing repair shops, ser-
vice centers, collision repair and fleet manage-
ment operations will be able to leverage the lat-
est innovations being displayed by an extensive
lineup of domestic and international exhibitors.

“You know Chicago — we’ll be getting peo-
ple from all over the world,” observes Adrian
Jimenez, manager of Chicago operations at The
Wheel Group. Headquartered in Los Angeles
with 18 distribution facilities located in major
cities throughout the U.S. and Canada, TWG is
both a manufacturer and distributor specializing
in aftermarket wheels and accessories.

The company’s global presence includes
customers in Korea, Japan, Indonesia and
Australia. It supplies operations such as
Canadian Tire, Discount Tire, Big O Tire, Pep
Boys, Summit and JEG’s.

“We’re bringing a couple of wheels from the
Sacchi line and also from the Akita Racing
line,” Jimenez says. Several product releases
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BendPak’s HDS-Truck Series four-post lifts are a whole new breed of rugged. They're
newly engineered heavy-duty truck lifts that make light work out of heavy lifting. They
work better, are built to last, and feature upgrades that increase safety, durability and

productivity. The four-post HDS series provides a generous 18,000 to 40,000-Ib. lifting
capacity and features extra-wide runways to accommodate a wide variety of vehicles

configurations. Contact your local BendPak/Ranger dealer or call 1-800-253-2363.

B BendPalk.

PROVIDING AUTOMOTIVE SERVICE SOLUTIONS

Wirthco

Call 1-800-253-2363 - www.hendpak.com/purchase

© 2014 BendPak / Ranger Products are registered trademarks.
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BendPak portable column lifts offer the versatility and time saving
features to keep your work bays more productive and your profits
soaring. No other system on the market matches it for safety, flexibility
and ease-of-use. With a lifting capacity of 72,000 pounds per set of
four, never before has a series of portable column lifts delivered so
much power and versatility for both indoor and outdoor use. Contact
your local BendPak/Ranger dealer or call 1-800-253-2363.

B> BendPalc

PROVIDING AUTOMOTIVE SERVICE SOLUTIONS

\\SY,}'}YW Call 1-800-253-2363 - www.hendpak.com

© 2014 BendPak / Ranger Products are registered trademarks.
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Automechanika Chicago

LKQ aims to reach its targeted customer base of
professional collision and mechanical repairers.

MotoSHOP and new train-
ing courses from CTIl and

will be highlighted. “We’re going
to have a lot of new styles com-

ing out this year, so you’ll get CHECK OUT MotoSKILL. We encourage

RELATED CONTENT @

first picks on them.” all attendees to stop by our
TWG also stocks a wide variety automechanika booth to check out the lat-

of trailer wheels, truck wheels, CHICAGO XTeret est from MotoSHOP and

and OE wheels “to provide the PLAN YOUR VISIT CTI,” says Scott, adding that

largest selection of products to fit SEE WHO IS DOING TRAINING Advance Professional Driven by

the needs of every customer.” CARQUEST has a world-class

lEsTove  product group of quality parts

Global Connections brands that customers can

“Automechanika gives us the BuéTleEggsln {:[:II%IIJ\GU trust, with access to inventories

opportunity to connect with a BEET et from WORLDPAC and Autopart
global audience of technicians International.
and shop owners in an environment that Salvage and aftermarket parts supplier
encourages dialogue about the automotive LKQ also will be exhibiting at the inaugural
aftermarket,” according to Walter Scott, senior = Automechanika Chicago.
vice president and chief marketing officer at LKQ reports that it is seeking to reach its tar-
Advance Auto Parts. geted customer base of professional collision
“As the largest aftermarket parts provider and mechanical repairers. The event addition-
in North America, we know that major events ally affords an opportunity for the company to
such as Automechanika can strengthen our gather customer feedback regarding upcoming
partnerships with customers beyond just the new products and services that the firm may
fundamentals of their businesses,” he explains. offer in the future....CONTINUE READING -
“We will be featuring new product enhance-
ments from MotoLOGIC, MotoREV and
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¢ Click & hold to move page around

Industry News Hot Auto Products 4 Automechanika Chicago

Join our Community Contact Us 6 Why attend AMC Show?

5 AFTERMARKET BUSINESS WORLD

THE SAVINGS

SUPERSTON

= Independent
-M nd . |J2 Ranger Repair Shop
Product
' Ranger R30XLT BendPak XPR-10A Ranger DST64T BendPak LR-60 Study
| 33" Power Assist | Dual-Width, 10,000 Lb. Digital Wheel Balancer 6,000-1b. Capacity,
_ Tire Changer

| 2-Post Lift, Asymmetric with DataWand™ Entry Low-Rise Lift

J

Philips

$1525

" 52365
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| ire Changer

$3610

LS580V-601

80-gal. Air Compressor
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! R980XR DST2420
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' BendPak SP-7X BendPak MD-6XP Ranger R980AT BendPak HDS-14
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Scnssor Frame Engaging 4 Frame Lift, Portable | Single Power Assist | Length Car Lift
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Getting more than training
out of Automechanika Chicago

BY TSCHANEN BRANDYBERRY
Motor Age Managing Editor

utomechanika Chicago is making

its U.S. debut this April, but aside

from the wide variety of courses

from top industry trainers, there are
other reasons to take some time away from
your business and make it a long weekend in
the Windy City.

Specific to the event, city and show organiz-
ers have made it easy to get to and from part-
ner hotels to McCormick Place West and back.

“Many years ago we opened dedicated bus
lines. In addition to the surface streets, buses
and cars coming into the building, we also have
an incredible bus lane that is an express bus
lane that runs basically parallel to the trains
coming in from the city through a dedicated
tunnel that’s only open when conventions
are in town to make the drive from the down-
town hotels to the campus within five to seven
minutes,” Don Welsh, president and CEO of
Choose Chicago, said in a video interview.

More articles by TSCHANEN BRANDYBERRY _:

Industry News

Join our Community
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RELATED articles

The loop will pick up attendees at partner
hotels (check out the list at MotorAge.com/
AMChotels), and there will be transportation
from the hotels to Navy Pier for an opening
night party on April 24 from 5 p.m.to 7
p.m. The event is open to all attendees and
exhibitors, and includes drinks, appetizers and
entertainment.

Navy Pier also is one of several attractions
Choose Chicago representatives highlighted as
places not to miss after show hours or for your
families coming along for the weekend. Darrell
Baker, Choose Chicago’s vice president sales,
trade shows, pointed out lists of attractions,
including the free Millennium Park, Lincoln Park
Zoo and Cloud Gate (the “Bean” where many
people snap pictures), as well as Lurie Garden,
the Skydeck Chicago in the Willis Tower,
Lookingglass Theatres, Broadway in Chicago,
Shedd Aquarium and Chicago White Sox,
among many others. (Sorry, Cubs fans, they’re
on the road that weekend.)

(el
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There’'s a lot riding on
the safety of your lift.
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Protect your technicians, your customers and your
business. Have all your lifts inspected annually by
an ALl Certified Lift Inspector.

Don’t trust your lift safety to just anyone. ALl Certified Lift Inspectors are proven qualified
to inspect every lift in your service department to determine if they are functioning properly.

Annual lift inspections are required by health & safety officials, ANSI standards and local
regulations. But even more importantly — taking care of your lifts means taking care of
your team. Their safety is riding on it.

To find an ALI Certified Lift Inspector in your
area, visit www.autolift.org/inspection

Inspect to Protect™

Your business is riding on it™
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Automechanika Chicago

PRODUCT

=xhibitors can perform their own work using : a3/ mE Ny —e) Repair Shop
/ 3 ' Product

their own tools in any size booth. —i f’.'? Vi \ B - ™ Study

LEVERLESS PERFORMANCE

e | (=g \=) Independent

TRAINING

Back on the business side of
things, event organizers have

For those driving into the city,
there are various public trans-

Who says you can’t have it all? That’s why we packed our newest
R80ODTXF tire changer with all the features you need to increase Ph“ips
productivity and profits. (1) Bi-lateral bead loosener with hand control
operation, (2) leverless mount-demount head - no more tire irons, (3)

dual power drop rollers help keep beads in position through the entire

portation options, from L Trains, CHECK OUT tried to make it easy to plan

RELATED CONTENT @

buses and taxis to the high-speed : your schedule. Registration
Metra commuter rail train con- automechanika is open, and all courses are
nects outlying suburbs to down- CHICAGO XCTETET listed with times and other

mounting procedure, (4) fully adjustable wheel clamps handle 12”- 31”
diameter wheels, (5) multi-profile traveling drop-center tool holds sidewalls
in the drop-center, (6) TurboBlast™ bead seating system. The new
R8ODTXF also includes a full-variable speed motor that goes slow

tOWﬂ. ChOOSGChIC&gO.Com has PLAN YUUR VISIT Informatlon at MOtOI’AgeCOm/ to super-speed depending on the foot pedal pressure. You’re welcome. Charges
links to places where you can SEE WHO IS DOING TRAINING AMCschgnge. Putting a plan. | = wwwbondpak com/whest-so Ranger
park should your hotel not have on paper is important to making See it on YouTube S
parking and lots where you can cﬂlvllll\élgngL:!uﬁgKED the event a success, accord-
pay ahead of time. ing to Brian Canning, a Motor Yourherd
In additi : d IT’S EASY TO DO A tribut ho h itt ’" vn"n
n addition to entertainment an BUSINESS IN CHICAGO ge contributor who has written q

GARAGE?

attractions, there are more places BEET et about attending industry events.

< XpTOZME

to eat than can be listed, all fitting He suggests writing out what —
various price ranges. you want to accomplish at the event, making
“We have over 3,000 restaurants and taverns that plan when registering and sticking to it
and bars and entertainment facilities in the once in Chicago.
downtown core. In terms of the whole pack- You also can take advantage of the event

=" ]} .50\
I X>VOZMN

age, of course we have some of the greatest to talk to shop owners and technicians from
hotels in the whole world. We have five of the around the country and see what they are
top 10 hotel brands in the whole world,” Welsh  doing in their shop and how they are solving
says. “You’re going to find a very, very dense,  problems and fixing vehicles. You most likely

walkable downtown. Great shopping, great will discover they’re facing issues similar to |
restaurants, great attractions, if people have you and they might have ideas and solutions Our shoulders.
time to take to the city in addition to being ...CONTINUE READING - P
. ” . % XPR-SERIES See us on T U
here for business purposes. ETL Certified 2-Post Lifts www.bendpak.com T

* Click once to zoom in — SO BP BendPak 1-800-253-2363 - www.bendpak.com Bend’ak@
. B b © 2014 BendPak Inc. * BendPak is a registered trademark. B I ESERACCSOLUTIONS
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INternational markets

VENDORS

Automechanika Chicago offers
industry a true international flair

BY JAMES E. GUYETTE
News Correspondent Vendor Newsmaker

nown as “The City of Big Shoulders” Q&A

for its can-do attitude and rugged
JAKE COLVIN

industrial might, Chicago has long VP of Global Trade Issues

elished its role as a global meltlng National Foreign Trade Council
pot overflowing with opportunity. Throughout

its history multitudes of people have poured in Given recent overtures by the
from every country on Earth to man the bus- Obama Administration, how

tling stockyards, docks, depots and automo- do you assess the potential of
tive assembly lines. Cuba’s automotive market?

o 1 _ What did Colvin say? Continue
TRENDS & MARKET Analysis reading online.

At one time 28 carmakers were producing _

completed vehicles, and the very concept of the

“car show” made its debut here in conjunction of Aftermarket Business World, Motor Age and

with the first American auto race held in 1895. ABFRN - Automechanika Chicago’s attendees

Thus it is only fitting that the city hosts the inau- and exhibitors are perfectly positioned to take

gural Automechanika Chicago April 24-26 atthe =~ advantage of the most current technologies and

McCormick Place West exhibition center. knowledge being offered on a worldwide scale.
Produced by Messe Frankfurt with support

from Advanstar Communications — the publisher /ﬁj?\
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automechanika

Chicago Fast Fact:

At the 1893 Chicago World's
Fair, the first glass of Pabst
Blue Ribbon was poured.

Ry

For more information and to register
visit: automechanikachicago.com
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Introducing the Largest U.S. Trade Show and
Training Event for Shop Owners and Technicians
automechanika The Latest Products
CHICAGO
April 24 - 26, 2015 Cutting Edge Training
McCormick Place, Chicago, lllinois
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International markets

taly is Europe’s fourth-largest auto parts supplier
with more than $545 million in annual sales.

The list of nations with a pres-
ence at Automechanika Chicago
is impressive. Countries par-
ticipating as of press time include
Bulgaria, Canada, China, the

Germany, Hong Kong, India,

ltaly, Korea, Lithuania, Malaysia,

Mexico, Poland, Singapore, Spain,

Taiwan, Turkey, the United Arab

Emirates, the UK and the U.S.
Accenting the global flair of the

CHECK OUT

RELATED CONTENT @

PLAN YOUR VISIT

SEE WHO IS DOING TRAINING

COMMONLY ASKED
QUESTIONS

IT’S EASY TO DO
BUSINESS IN CHICAGO

open doors offer UK exhibitors
opportunity to build relations
with these international suppliers
and retailers and increase their

= CINEERILER exports exponentially.”
Czech Republic, Denmark, CHICAGO

APRIL 24-26 The Society of Motor
Manufacturers and Traders
(SMMT), which is presenting the
UK Pavilion along with Messe
Frankfurt, “exists to support and
promote the interests of the UK
automotive industry at home and

industry event will be a series of abroad. Member companies ben-
International Pavilions presenting _ efit from the trade association’s

the latest offerings of automotive products and
services.

“Since Chicago is a truly international des-
tination easily accessible from across the
USA, UK exhibitors are certain to benefit from
having presence at this U.S. show,” says
Chloe Hyland, spokeswoman for the United
Kingdom’s Pavilion.

“Chicago is home to over 160,000 individual
shops, of which 23 percent are within 500 miles
of the exhibition center,” she reports. “These

Industry News

Join our Community

support when striving for competitiveness and
globalization,” according to Hyland.

“The SMMT UK pavilion will have a prime
location at the front of the exhibition hall, where
a number of UK companies will take exhibition
space. Visitors can expect to see Top Gear,

BG Automotive, Presco Radiator Caps and
Autokontrol, amongst others,” she says.

“Top Gear will be displaying alloy wheels,

tires, ...CONTINUE READING -
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TechSourced.

Every part we put info a
TechSmart® box is a direct
result of a conversation with @
professional technician.

“Some jobs are tfough.
TechSmart® parts are tougher.”
Smart technicians choose
TechSmart® because of our
commitment to engineering
quality parts that solve the
ough problems. Join the
housands of technicians
ke Steven who choose
echSmart® Parts when
hey need fo get the job
done right.
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_ @Mp‘a _ Learn more about Steven and tell us what makes you TechSmart.

m— Go to www.TechSmartParts.com
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The replacement markets automechanika

VENDORS i
America’s Leading International Trade Fair for the

Independent
Automotive Industry targeting Trade Visitors from the US & Canada Repair Shop
Product
Auto presence grows at CES -
April 24 - 26, 2015
Engineers moving fast with sophisticated vehicle electronics at consumer show McCormick Place, Chicago, lllinois
Introducing the Largest U.S. Trade Show and Training Event
BY JAMES E. GUYETTE for Shop Owners and Technicians
News Correspondent Vendor Newsmaker Philips
- Reat_:h thousand_s of qyalified_ buyers from the automotive service, collision
ppearin g to be en route toward Q & A repair and associated industries before, during and after the show
i = Exhibit packages to fit any budget from 10 x 10s to fully customized
becor;mgt?n actual C?r S};OW’ ? DALLAS LA PORTA installation spaces
record-setting array of automotive
9 y Co-founder, = Extensive branding, sponsorship and show floor exposure opportunities Wirthco
OEMs, vendors and assorted after- DD Technologies
market entrepreneurs eagerly displayed a prom- :
inent presence at the International Consumer What are some of the details Ryan Loomis, Sr. Sales Associate, Ryan.Loomis @usa.MesseFrankfurt.com,
Electronics Show (CES) in Las Vegas. of your Iris aftermarket HUD 678.732.2402 for more details or visit www.AutomechanikaChicago.com. Wate
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The replacement market

VENDORS

technologies are making the driving experience safer,”
says Gary Shapiro, the CEA’s president and CEO.

“The continued growth of the automotive category at
CES parallels the rapid evolution of in-vehicle technolo-
gies,” he points out. “From connectivity to autonomous
driving technologies to other rapidly evolving innovations,
consumers today view in-vehicle technology as an impor-
tant factor in their buying decisions.”

Prototype cars that drive without a driver were
basking in the CES spotlight with attention-attracting
demonstration runs.

“OEM sales of self-driving cars will start slowly with
small-scale availability around 2020,” predicts senior
analyst Jeremy Carlson at IHS Automotive. Higher-
volume production will begin in earnest in 2025 and grow
rapidly in subsequent years, according to the company’s
forecasts.

“There is no question that autonomous driving
technology and self-driving vehicles will have
tremendous long-term impact on the auto industry,”
says Egil Juliussen, an IHS divisional director. “It also will
likely have a positive influence on auto sales and vehicles
in operation after 2035, presumably adding another 50
years of growth to the sector.”

Executives at BMW observe that “theoretically, vehi-
cles which can steer themselves entirely independently
can come into use after 2020. However, a number of
legal issues and liability risks need to be clarified

¢ Click once to zoom in

Exhibit space for automotive has
Nnearly doubled over the past five
yvears to 165,000 square feet.

before this happens. Initially, the challenge of the quan-
tum leap from partially automated to highly automated
driving must be mastered effectively. After that step has
been accomplished, we definitely see potential for fully
automated driving in a number of use cases.”

In the meantime, research and development projects
within the field are continuing to power forward.

“Automated functions are at the top of the industry’s
agenda. This requires an increase in the level of inte-
gration between sensors, controllers and actuators as
well as redundancy strategies,” says Tolga Oal, TRW’s
vice president of global electronics.
“For example, our Automated Vehicle
engineering team is doubling in size
in 2015 in order to meet the grow-
ing product development demand
from our European, North American
and Japanese customers,” Oal adds.
“This is part of a wider effort in which
the company is hiring engineers and
technicians to also support the over-
all growth of our Driver Assist System
product portfolio.”

Automotive game-changers

In addition to numerous suppliers, 10
of the larger automakers were hosting
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booths and conducting demos at CES. Other OEMs and
aftermarket enterprises without an official exhibit at the
event were busy walking the show floor and making key
connections.

“We did some ‘guerilla marketing,’” reports Dallas La
Porta, co-founder with Dino Mariutti of DD Technologies.
The company, based in West Vancouver, British
Columbia, Canada and ltaly, is gearing up to roll out its Iris
aftermarket add-on heads-up display unit in the spring.

“We talked to some big distributors and they were
impressed. We couldn’t ...CONTINUE READING -
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DEALERSHIPS

Chinese auto dealers are struggling

With sales slowing, dealers ask OEMs for financial assistance

BY BRIAN ALBRIGHT
Correspondent

hina is seen by most of the world’s automotive

OEMs as the engine that will drive sales growth

over the next decade. However, a recent slow-

down in sales is putting the pinch on Chinese
auto dealers, and they are asking the automakers to provide
cash assistance to keep them afloat.

TRENDS & MARKET Analysis

According to the China Auto Dealers Chamber of
Commerce, Chinese car dealers have offered steep dis-
counts in order to meet sales targets so that they qualify
for year-end bonuses. Those bonuses account for more
than half of the dealers’ annual profits. In 2011, those profit
margins stood at roughly 9 percent. However, demand has
slowed in China, and those margins are expected to fall
to just 4 percent, according to Hong Kong-based Mizuho
Financial Group.

Now, dealers are demanding reimbursement from the
OEMs. The China Automobile Dealers Association (CADA) has
asked them to share some of those losses, and
announced that BMW had agreed to pay 5.1 billion
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yuan ($820 million) to the dealers. Audi also pledged 2 billion
yuan in subsidies, according to a report in Reuters, and Daimler
has paid China-based Mercedes dealers nearly 1 billion yuan.
“Prior to recent actions, there has not been a precedent for
vehicle manufacturers to compensate dealers,” says Randy
Miller, global automotive and transportation leader at LMC
Automotive. “For years, Chinese consumers have been flood-
ing the market buying vehicles
at record volumes. China is now
near to being, if it isn’t already,
a mature market, which means
that sales growth is going to slow
down and level out. Auto deal-
ers have been selling vehicles at
losses to meet sales targets from
OEMs. Dealers are pushing back
on automakers to lower their
sales targets to align with the
reality of the market and for the
dealers to maintain and/or grow
their margins.”
...CONTINUE READING -
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TECHNOLOGY SOLUTIONS

3D printing for auto service repairs

New offering will allow shops to print small parts on demand

BY BRIAN ALBRIGHT
Correspondent

he use of 3D printers is explod-
ing in industry and among con-
sumers. The auto industry uses
the technology for prototyping,
but a new start-up is trying to expand
one-off parts printing to auto repair shops.

TRENDS & MARKET Analysis

Print-A-Part will offer access to 3D print
files for small parts like screws, bolts and
washers so that companies can download
them and print them at their own facil-
ity. Repairers could potentially produce
their own small, plastic parts in minutes or
hours (depending on the complexity).

The company is a division of Alacrity
Engineering, a technology services and
equipment-moving company based in
New York. According to the company, a
team of company and freelance designers
have generated the 3D designs that can be
downloaded via the service.

—
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Gare Henderson, Print-A-Part’s head
design engineer and one of Alacrity’s co-
founders, says the idea for the printing
service emerged from the company’s own
internal needs. “Alacrity provides technol-
ogy moving services for factories, restau-
rants and other businesses, and as part of
that process we found that in some cases
we needed some small parts to complete
a project,” Henderson says. “We would
have to wait a long time on those parts,
but this is a very short notice business.
So we started printing our own parts in-
house with a 3D printer.”

Customers pay a fee for the 3D designs.
They can then download a part design
in an STL file format that can be printed
out on a variety of 3D printers. The parts
are either printed as one single unit, or in
some cases as a sheet of several screws
or washers. Depending on the agreement,
the file can be used for printing a set
number of times before it expires.

Henderson says the company is still
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VWhile new to the aftermarket,
3D printing is well established

among automotive OEMs.

working out the details of the busi-
ness model. Right now, Print-A-Part
offers limited-use licenses that allow
users to access the file five times.

The company is focusing on busi-
nesses that do assembly work,
including auto repair shops, pros-
thetics companies and other light
manufacturing businesses.

“Our ultimate goal is to get into
larger government and military con-
tracts,” Henderson says. “If a part
breaks and you don’t have time to
go back to base to get that part,
you can print it out. We’re primar-
ily focusing on industrial parts now,
but we will meet whatever demand our
customers have.”

Ease of use is a critical part of the ser-
vice. According to Henderson, the com-
pany is making the files as easy to use as
possible.

“Our motto is ‘no geeks or geniuses
required,’”” he says. “There are plenty of

8 International Trends

10 Vendor Market Trends
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HARLAN SIEGEL
Vice President of Diagnostics,
Launch Tech USA

How will shops use GOLO and
how is it different from other
telematics offerings?

What did Siegel say? Continue

places to download 3D files on the Web,
but they all assume a certain level of tech-
nical competence, or software is needed
to convert the files for rendering. With our
service, you can download the file onto a
memory stick and plug it directly into
...CONTINUE READING -
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Donny Seyfer

SERVICE CALLS

Scott Luckett

What’s behind the huge
growth in SKU count?

Mark Smith
Of mice and men

Stephen Barlas

EPA scraps changes to
scrap metal recycling

eople hear what they want to hear.

It’s a cliché because it’s true. One of

the challenges we face is effectively
communicating what is involved in a repair.

Let’s start from the beginning: the phone
rings and a potential customer is on the other
end asking for a “quote” to replace a com-
ponent on their car that you have never seen
fail. As a good service advisor you ask them
what leads them to believe that part is bad.
In most cases it quickly becomes appar-

ent that one of sev-
eral things is behind
the call. The car is
misbehaving and a
web search landed
them in a blog where
alleged experts with
handles to protect
them from having to
stand behind their
ridiculous assertions
spout about how all
repair shops are a “rip
off” and you can eas-

AASA/OAC

Mexico is a bright spot in
Latin America

More articles by DONNY SEYFER RELATED articles
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ily solve your problem with a bottle of some
snake oil or the other. (Legitimate chemi-
cal companies please don’t write me nasty
emails. You know what I’'m talking about.)

Another strong possibility is that they cur-
rently have their car at another shop and
they don’t like the answer or estimate they
received for the repair. | will get back to that
in a minute.

The next most likely is that someone told
them that if a car acts a certain way it is
always a fuel pump or fill in the blank with
whatever condition you want. In some cases
the caller is just not your customer. They are
a train wreck looking for a location to happen,
but in most cases they simply don’t know
what to say when you pick up the phone.

Customers understand that cars are expen-
sive. They also have a good handle on what
is in their checking account. What many can-
not get their head around is that there are
very rarely two ways to repair something cor-
rectly that are significantly different in cost.

They also have a hard time understanding
the craft involved in not only performing the

AUTHOR bio
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nuts and bolts part of our job but particularly
the fine art of pinpointing the root cause of
their problem. So instead they ask you how
much it will cost so that you
are on the same page with
them — guessing.

As | see it here is where
the whole thing gets
tricky. | am going to
ask you to put on your
consumer hat and
imagine a medium to
big-ticket item you
are considering pur-
chasing. If you called
up the business you
were considering buy-
ing from and said, “How
much?” you would expect
some kind of answer,

right?

DONNY SEYFER
...CONTINUE Operations Manager
READING - Seyfer Automotive, Inc.
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Mark Smith

AND MEN

15

here are many stories, fables and examples
‘ of how the smallest of things affects us the
most, personally and professionally, and here’s
another one.

Last weekend | went to visit my ailing father who was
hospitalized and in bad shape. Poor dad is a poster
child for the infirmed. He has had every illness known
to modern medicine at least twice, and has survived
them all much to the astonishment of many a renowned
medical professional. Not to mention all of the mostly
self-inflicted injuries he’s suffered. | refer to my dad as
“the little engine that could, but shouldn’t have, and
now we are on our way to the hospital.”

The hospital he visits on a regular basis is a much-
respected regional hospital that has been around for
quite some time. Their reputation for various specialties
is touted on the local airwaves and print media to the
point that it is the automatic choice for the sickly, dis-
eased and injured.

Many of this hospital’s patients give little thought to
where they will seek medical attention, and just aim-
lessly wander to this famed establishment leaving their
egos at the door to prepare themselves for the huge
dose of humility they are about to receive. Am | drawing
any parallels yet?
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A sincere thanks, a hearty handshake and a
smile can soften the most difficult customers.

This hospital is a grand looking place indeed with a
huge foyer replete with statues, artwork and fine fur-
nishings. One huge wall is covered with pictures of the
medical staff accompanied by a list of pedigrees each
has acquired. Possibly a fitting tribute for such an obvi-
ous five-star resort of a hospital, but | am a skeptic and
look for the proof.

Besides, my family doctor has one lambskin hanging
on his wall, and it has nothing to do with his profession.
It’s a certificate of completion for “Hardwood Lumber
Grading School.” That’s no joke. He’s “board” certi-
fied, he claims. | do recommend checking his hands for
splinters before certain types of examinations.

So here | am at the “Four Seasons Resort” ICU, in
a spacious private room tending to the needs of my
father. There is no rest for the sick in a hospital, nor for
anyone else | found out. There is poking, prodding and
testing by an endless array of personnel, bustling to
and fro in an orchestrated dance akin to a Swan Lake
ballet of medical coding and insurance billing. Sort of
impressive, but busy nonetheless.

At about 1 a.m., things finally quieted down, and
dad was drifting off to sleep. Some peace at last, and |
began checking my messages when something caught
the corner of my eye. | looked over, and nothing was
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there. A few minutes later, another blur occurred just
outside of my acute 20/80 vision. With a piqued interest,
| sat quietly and intently looking around, and saw them.
Not 1, nor 2, but 3 large mice |
scurrying about the floor, run-
ning under the hospital bed, and
climbing up the medical equip-
ment. Horrified, | turned
all of the lights on and
began pushing any
call button, pulling
alert knobs, and pull-
ing every emergency
assist cord | could find. As
staff from various departments
began to arrive, | waited and
pondered if | could be the only
one who has witnessed this?
With a fully assembled crew of
my father’s assigned health care
providers crowd-
ed into the room,
...CONTINUE
READING -
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President,
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Stephen Barlas

SCRAP METAL RECYCLING

uto recyclers appear to have dodged a bullet
Aas the Environmental Protection Agency finally

pulled the regulatory trigger on a final rule
(issued Jan. 13, 2015) having to do with recycling.

At risk has been whether auto recyclers would have
to test each piece of scrap metal sent to a recycler for
“legitimacy,” a test that would determine whether that
particular piece of scrap contained hazardous material,
and therefore could not be recycled. That was the pros-
pect the EPA raised back in July 2011 when it issued a
proposed rule called “Definition of Solid Waste.”

In comments sent to the EPA contesting provisions of
that proposal, Michael E. Wilson, Chief Executive Officer,
Automotive Recyclers Association, wrote, “ARA must
ask EPA officials if it really is their intent to require a legit-
imacy test on each piece of scrap metal that is sold to
processors for recycling as a valuable commodity?”

The ARA and other groups outside auto industry sec-
tors argued scrap metal is not hazardous, and it should
continue to be recycled as it always had been, outside
the reach of Resource Conservation and Recovery
Act (RCRA) requirements. The RCRA is the EPA-
administered law regulating solid waste disposal. The

More articles by STEPHEN BARLAS _: RELATED articles
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agency reversed course and agreed.

EPA does not expect the final 2015 Definition of
Solid Waste (DSW) rule to affect automotive recy-
cling or other types of scrap metal recycling,” explains
George Hull, a spokesman for the EPA. “EPA expects
that scrap metal that is recycled according to normal
industry business practices would typically meet the
new legitimate recycling definition and no special dem-
onstration or change in normal management practices
would be needed for scrap metal to be considered
legitimate under the new rule.”

However, things are changing with regard to hazard-
ous substances salvage yards take out of unwanted
autos before crushing them. The final rule offers salvage
yards, two new options, according to Phillip Retallick,
senior vice president, Compliance and Regulatory
Affairs, Clean Harbors Environmental Services. Retallick
worked for the U.S. EPA for 10 years, then later as direc-
tor of the Delaware Solid and Hazardous Waste Program
before joining the private sector.

One new option is registering with the EPA or relevant
state agency as a certified recycling facility; the other is
registering as a generator. The first option comes with
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Most auto salvage yards wil
probably take advantage of
the new generator option.
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_ _ _ Philips
considerable recordkeeping, storage require-

ments, spill prevention, financial assur-
ance, worker training and notification
requirements with regard to collection of
used oil, brake fluid, lead-acid batter-
ies, PCB-contaminated wastes and
other hazardous materials either
removed or drained from salvaged
cars. Facilities that certify as a
recycling facility can accumulate
those secondary hazardous mate-
rials until they are ready to sell the
stored wastes to reclamation facili-
ties. While this option may be attrac-
tive to some salvage yard owners and
operators, most of these facilities may
choose to avoid the regulatory com-
mitments.

Retallick suspects
most auto salvage
yards will probably
...CONTINUE READING -
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Scott Luckett

HUGE GROWTH IN SKU COUNT?

There’s a lot of attention being paid to online
commerce and eTailing, recently. An Auto Care
Association study describes eTailing as the fast-
est growing segment of aftermarket sales and fore-
casts it will reach 20 percent of total aftermarket sales
by the end of the decade.

This is significant because 55 percent of what they
measured as eTailing were purchases by commer-
cial customers — shops, fleets and other B2B activity.
Consumer purchases made up only 45 percent of the
total and projected to see much slower growth than the
commercial volume.,

The distinction between B2C and B2B is of little sig-
nificance, however, when it comes to the data require-
ments. Because B2B buyers are nothing other than
B2C buyers who happen to be at work. They bring their
online search, navigation and shopping habits with
them from home. And, aftermarket resellers who are
going to succeed online must offer the product infor-
mation and buying experience that all customers bring
with them, naturally.

Industrial products giant W.W. Grainger Inc. was an
early adopter of online commerce strategies, and now
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does more than one third of their volume online (com-
pletely B2B). Further, they expect that number to grow
by 20 percent annually. They’ve staked out that lead-
ership position in part because of a commitment to
rich product content and an online experience that is
obsessed with the customer’s needs. There’s nothing
comparable to Grainger in the aftermarket — yet.

If you hope to grow your online sales volume, the
most important words for you and your supply chain
partners to remember are “It’s all about the data.”
And, specifically, I’'m referring to product data — all of
the information about a product aside from the vehicle
applications. This is the content about every product in
the aftermarket that is the subject of the PIES specifica-
tion (Product Information Exchange Standard — www.
autocare.org). PIES was originally a very good idea in
search of a market mandate. Weights and dimensions,
UPC numbers and HazMat codes were important
throughout the supply chain. But, load sheets and other
methods had emerged over the years to effectively get
the content from the supplier to the reseller. The job
was getting done (somewhat laboriously) and the PIES
standard struggled to win mass adoption.
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IN the last five years, however,
the game has changed in
two important ways.

In the last five years, however, the game has changed
in two important ways. First, the number of SKUs that
must be managed by trading partners has grown into
the millions. Second, the volume and variety of informa-
tion about each of those SKUs has exploded. Using an
industry standard and robust technology to manage
and convey mass amounts of product content is no
longer a choice — it’s a necessity.

Both commercial customers and consumers have
grown to expect the world at their fingertips thanks to
Google, Amazon, eBay and oth-
ers. Making use of drop shipment
and integrated fulfillment solu-
tions, online resellers are not lim-
ited to offering the products they
have on the shelf. It’s not uncom-
mon for distributors to manage
500,000 SKUs or more. Many
retailers manage 1.5 - 2.5 million
SKUs in support of their online
and special order business.
...CONTINUE READING -
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Automotive Aftermarket Suppliers Association
Overseas Automotive Council

IN LATIN AMERICA

18

fter two years of low growth, the business land-

scape in Mexico is changing rapidly. The southern

neighbor to the U.S. is ready to launch and is the
bright spot in Latin American markets, according to John
Price, managing director of Market Intelligence LLC.

“Reform-driven investment and delayed capital spend-
ing will drive the country’s growth,” Price told Overseas
Automotive Council (OAC) members. “The near-shoring
boost has made Mexico’s manufacturing sector one of the
most cost competitive in the world.”

Price is a recognized thought leader on Latin America mar-
kets with more than 20 years of experience in the region,
and is a valued source of thought leadership on Latin
American markets for the Automotive Aftermarket Suppliers
Association (AASA) and the OAC.

In his recent exclusive reports on Mexico and Latin
American markets for AASA and OAC members, Price
addressed what is changing in Mexico now to make it an even
more important market for aftermarket parts manufacturers.

“Mexico’s recently enacted energy reforms include
measures that promote investment in gas powered elec-
tricity generation in northern Mexico. This promises to
dramatically lower electricity costs for Mexico-based
manufacturing, further enhancing the sector’s competi-
tiveness,” he noted.
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“In spite of short-term challenges to the Mexican econo-
my (cheap oil has weakened the peso), the reform agenda
will help to improve Mexico’s economic competitiveness
by boosting investment in energy, telecommunications
and human capital,” Price explained. “The optimistic tra-
jectory of the U.S. economy will further boost growth in
Mexico, whose manufacturing sector is very much tied to
U.S. industry. In contrast to Brazil, Chile and Colombia,
consumer debt levels in Mexico remain modest so there is
room to deepen the reach of car loans into the middle and
working classes of Mexico’s 115 million population. Many
analysts believe that Mexico is starting what promises to
be a five-to-seven year economic growth cycle. Missing
out would be a mistake.”

Despite positives in Mexico, other economies in Latin
America continue to grapple with internal challenges, Price
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Many analysts believe
that Mexico is starting

a five-to-seven year
economic growth cycle.

noted. Brazilian growth is at risk for another one to two years,
as its consumers struggle to pay down their debts before
spending resumes. In Venezuela, over-valued official rates
are depleting its once significant foreign reserves and caus-
ing politically damaging shortages of vital goods. Overall in
Latin America, Price predicted that business-to-business
(B2B) will win over business-to-consumer (B2C) as invest-
ment-driven sectors will outpace consumer-driven industries.
Price will be a keynote speaker at the 2015 AASA Vision
Conference slated for March 16-17 at the NASCAR Hall
of Fame in Charlotte, N.C. For more information about the
AASA Vision Conference, visit www.aftermarketsuppliers.org.
Editor's note: The OAC promotes the sale in foreign
markets of automotive and heavy-duty products manu-
factured in North America. Those products include
Components, accessories, chemicals, hand and power
tools, service maintenance and repair equipment, and
paint and body supplies for both cars and trucks., OAC
has more than 350 members in more than 40 countries.
More information is avaiable through its website, www,
oac-intl.org. AASA (www.aftermarketsuppliers.org) exclu-
sively serves manurfacturers of aftermarket components,
tools and equipment, and related products. o
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NOW YOU LA

they increased sales 1 percent to 5 :::s;fg?gg
percent and 16 percent increased Product

S sales 6 percent to 10 percent. -‘- A K E | -‘- W | -|- H Yu U Study

% Looking ahead to 2015 sales, 43

percent expect their sales to stay ALL OF THE VALUABLE INFORMATION YOU'VE COME TO DEPEND

the same while 52 percent said ON FROM SUSINESSWWORLD - FORMATTED FOR YOUR MOBILE DEVICE!

5 they expect to sell more in 2015 Philios

: than in 2014.

Regarding preferred suppliers, 38 I\ -
percent of respondents want to use
ﬂ h [i t auto parts retailers, 34 percent favor N \\ Charges
a c e e a c S warehouse distributors and 23 per- AN AS
cent prefer to buy from jobbers. | = “GEE##” = [Wfr=scisrer now | [ewstermmsioyue
WHEN IT COMES TO MARKETING ON When it comes to the most impor-
SOCIAL MEDIA, REPAIR SHOPS PREFER FACEBOOK tant supplier quality, 29 percent of e e e

LATEST [ MOST READ

respondents cited parts availability,
23 percent said fair pricing and 14
percent said inventory options and
carrying certain brands.

Thirty six percent of respondents
said the number one product need
of their customers is quality, 24
percent said price.

Methodology: This study was
sent to readers of Motor Age
magazine via email. Survey result
are intended to show general mar-
ket trends, not statistical certain-
ties, as results were garnered from

BY BRUCE ADAMS | Managing Editor

cwonns NEW Moving Targets marketing tool
allows shops to reach customers directly

Snap-on Masters of Metal Tour visiting
new locations in 2013

How to Create Marketing That Gets
Ignored

mote their shop’s services overwhelmingly prefer to
use Facebook, according to the Aftermarket Business
World 2015 Independent Repair Shop survey.

Seventy three percent of the shops responding said
Facebook was their preferred social media channel.
Respondents were permitted to select more than one chan-
nel. As a result, 26 percent said they use Google+, 11 per-
cent use Twitter and 10 percent use LinkedIn.

Some 48 percent of respondents said their sales results
stayed the same in 2014 compared to the previous year,
while another 48 percent said they experienced a sales
increase. Of those posting an increase, 23 percent said a small sample audience. -
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Safer travels ahead ndependert

Auxiliary Lighting

; . d Product
with Philips upgrade headlights Study
and Philips Headlight Restoration Kit

Preferred supplier 40% o independent shop respondents use 1-2
suppliers for their auxiliary lighting product needs. Give your customers 30%, 60%, or up to 100%
more light with Philips upgrade headlights.
Expected 2015 gross margins And restore their hazy headlight lenses to Philips

like-new condition with the Philips Headlight

i i i Restoration Kit with UV P tion.
Most important supplier quality estoration Kit with UV Protection

P——— 20% Give them more light on the road for a safer 4

P g - drive with Philips upgrade headlights and |
Parts availability 35% 379 Philips Headlight Restoration Kit. - s Wirthco
Inventory options 12% To Ho,g Steady To learn more call 1-800-257-6054 : '

www.philips.com/automotive
4%

2014 auxiliary lighting sales To Decrease ; Scan the code btk
LTy to watch the

Philips Headlight

. . TS Restoration Kit video. |
2015 lighting sales -
expectations
429 To hold steady innovation4¥you ..
Held Stead
e ey To increase 1-10%
5% To increase 11-20% »
Decreased of respondents who utilize Sadi
To decrease social media use - e
| PHILIPS S
Customer needs FACEBOOK " | PHILIPS
"‘ U 9 pA : T .:.

o
. 7
S @

Quality to promote their shop’s
auxiliary lighting services.

OEM form, fit, function

75% of independent shops report Price
they make no auxiliary lighting sales over the

Internet. Avallablllty Philips Vision, VisionPlus and X-tremeVision p H I l I pS
upgrade headlights and Headlight Restoration Kit
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& Y\ s )1 &% e g~ ' A Independent
Batte ry Ch arg e rS \ﬂ *" _ ~ Automotive Batte ectrical Accessories™ Repair Shop
- PN - 'I'omonow s chargmg 'l'eclmology 'I'oday Eroa
. o : y
Preferred supplier 57% o independent shop respondents use 1-2 \%
suppliers for their battery charger product needs. '
Expected 2015 gross margins 12-VOLT JUMP STARTER
Most important supplier quality #20050 UNIQUE FEATURES
Comprehensive warranties 18% * For Use on Lead-Acid Batteries, Gel Cell
= pricing 31% Batteries and Deep Cycle Marine/RV Batteries Wirthco
| . 5 14% 60% * 17 Amp Hour Instant Emergency Jump Starter
nventory options
ob 2 To Hold Steady « High-Output 950 Peak Amps with 350
Cranking Amps Will Jump Start Any Vehicle
T4.(I?) ¢ 12 VoIt DC Charging Outlet
O becrease
2014 battery Charger sales * USB Outlet for Charging Portable Devices @/ Battery GVS
¢ Easy-to-Read Internal Battery Status LEDs ....f/
2015 battery Charger * Reverse Polarity Warning Protects
. the Jump Starter and the Battery
sales expectations
e Durable, Rust and Corrosion-resistant
Alligator Cli
57% To hold steady 55% gator tlips
o Ultra Bright E Light
rleld Steady To increase 1-10% 30% T S N STARTER
6% To increase 11-20% 4%
Secronsed 0 0 of respondents who utilize LIGHTWEIGHT e POWERFUL e PORTABLE e DURABLE
To decrease 6% social media use -
Customer needs B 12 VOLT PRODUCTS
FACEBOOK ‘ ) a“e[v
Quality to promote their shop’s ]
battery charger services.
o Brand www.wirthco.com
88 /O of independent shops report Price Understanding and Fulfilling Customer Needs Since 1980
they make no battery charger sales over the —— 952-941-9073 :: 1-800-959-0879
Internet. Avallablllty Copyright © 2014 WirthCo Engineering, Inc. All Rights Reserved
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Water Pumps

Preferred supplier A4A8% o independent shop respondents use 3-4
suppliers for their water pump product needs.

Expected 2015 gross margins

Most important supplier quality

Inventory options 17%
Parts availability 36%
S 51%
Fair pricing 20% To Hold Steady

0%
2014 water pump sales To Decrease

2015 water pump sales
expectations
A43% To hold steady 43%
Held Steady To increase 1-10% 46%
3% To increase 11-20% 6%
Decreased
To decrease 3%
Customer needs

Quality

OEM form, fit, function

88% o independent shops report they i Availability

make no water pump sales over the Internet. B Price

Warranty

Industry News Hot Auto Products

Join our Community Contact Us

of respondents who utilize
social media use

FACEBOOK

to promote their shop’s
water pump services.
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MARKETPLACE

For immedliate assistance in placing your Marketplace ad, please call Keith Havemann at: 310-857-7634. Send a fax: 310-943-1465 or e-mail: khavemann@advanstar.com

Independent
Repair Shop

Product
Study

Manufacturers Representatives

SOUTH SOUTH

(N.A.Williams Click Here to ﬁ%g?l{ﬁggg W@@l@

Manufacturers’ Representative

N.A. Williams Company has been providing sales and I NCREASE SALES
marketing solutions for its clients for over 80 years.

115 aftermarket professionals.

2 TR — e Philips

Content Licensing for Every Marketing Strategy

Wirthco
Marketing solutions fit for:

- Outdoor
- Direct Mail
- Print Advertising

The Solutions Provider

www.tascosalesreps.com
www.twitter.com/TASCOSALESREPS

www.facebook.com/Tascosalesrepscom

- Tradeshow/POP Displays
- Social Media

- Radio & Television

2900-A Paces Ferry Rd., S.E.,

704332202 i @ RN 4EAD 0F T o3
www.nawilliams.com HE MEMBER MEMBER CLAS g ! —!J

Logo Licensing | Reprints | Eprints | Plaques

Let Marketplace Advertising

' Leverage branded content from Aftermarket Business (E-Zine) to create a more powerful and
wo r k F o r - sophisticated statement about your product, service, or company in your next marketing

campaign. Contact Wright’s Media to find out more about how we can customize your

Generate sales leads, maintain market presence, acknowledgements and recognitions to enhance your marketing strategies.

conduct market testing, promote existing lines,

introduce new products and services, or recruit the best. For more information, call Wright's Media at 877.652.5295 or visit our
website at www.wrightsmedia.com

Contact Keith Havemann 310-857-7634 or email khavemann@advanstar.com
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