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The CABA Mission 

The Chesapeake Automotive Business Association is a not-for-profit 501(c)6 trade 
association of aftermarket businesses in Maryland, Delaware and Washington, DC. 
CABA is dedicated to the development of locally owned auto repair & tire service cen-
ters, their jobbers and the aftermarket professionals that supply them. The focus of 
CABA efforts are on programs and services that enhance our members’ competitive 
skills, lower their business operating expenses and help them attract, motivate & 
keep the best employees. In summary: CULTIVATING EXCELLENCE! 

June, 2015 

Impactful Legislative Issues Facing CABA Members 

Our Facebook URL is http://www.facebook.com/cababiz1. 

This makes it easier for our “friends” and the world in general, to “like” us and to see 
what is going on. CABA board member Greg Weller has created our site and keeps it 
interesting with articles, photos and up-to-date information on all of CABA’s events. 
Likewise, members can, with one click, get an update on regional meetings, CABA 
events and more. There are quick links to the credit union and CABA-endorsed ser-
vice providers. Check us out! 

                                                      CABA on Facebook 

Maryland Considering California 

Standards for Catalytic Converters 
 

The Maryland Department of Environ-
ment is considering a change in catalytic 
converter standards to those of Califor-
nia, an issue directly affecting our whole-
sale distributors and jobbers. The eco-
nomic impact on exchanging inventory to 
a 50% or more higher-priced product will 
be tremendously expensive! 
 

The Department is also focusing on the 
longer warranty period of a California-
standard converter, ignoring the fact that 
converters are usually affected by other 
engine control components, rather than 
becoming defective in their own right. 
 

CABA, with several members spear-
heading the effort, is scheduled to be 
hear by the Maryland Air Quality Board. 

Obviously, we do not object to cleaner 
air. But if the California standards are 
not across the country or regional 
among all mid-Atlantic states, chaos will 
ensue. 
 

Stay tuned for further developments. 

 

Federal Highway Fund Legislation 
includes Tire Registration 
 
Currently under consideration, the high-
way transportation funding bill, known 
as the “Grow America Act,” includes a 
stipulation for mandatory tire registra-
tion by dealers. (Most Federal bills in-
clude legislation totally unrelated to the 
actual intent of the bill). 
 
Mandatory tire registration would re-
quire dealers to report their customer 
information to the tire manufacturers, 
potentially leading to more direct mar-
keting on the part of the latter. 

 
As this is written, the bill is under review 
by the House Energy and Commerce 
Committee. Maryland 3rd Congression-
al District’s representative, John Sar-
banes, is the only Maryland legislator 
on this committee. CABA, along with 
TIA , have met with Rep. Sarbanes. 
CABA members have been asked to 
contact him as well. The intent is to re-
move Tire Registration from the High-
way Transportation Funding bill. 

 

http://www.facebook.com/cababiz1


Members Can Benefit: 
Savings, CDs & Loans 

New/Used Vehicles  
Including delivery trucks & 

Personal Loans  

For the latest savings and loan rates 

visit the credit union 

website at 

www.aftermarketcu.com 

Call about 2015 Christmas Club Accounts  

For more rates, call Pat Moog 

at 1-800-766-2292 

CABA is online at www.caba.biz & www.facebook.com/cababiz1 
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CONTACT CABA FIRST FOR 

THESE BUSINESS NEEDS 

 

 

 Employee Retention Health Benefit 

 Maryland State Inspection forms 

 Vehicle & personal loans from AAEFCU 

 Shop Management Mitchell1 & Snap-On 

ShopKey 

 Identifix technical hotline 

 Technical education 

 Management education 

 Electricity & Gas group-buying service 

 Health Savings Accounts with AAEFCU 

 Waste recycling services 

 Custom-printed business forms 

 Stock business forms 

 Calendars 

 Plastic parts bags 

 Printer ribbons 

 Stickers (warranty, core, etc.) 

 Savings & Checking Accts with AAEFCU 

 Cash investment CDs from AAEFCU 

 Business Insurance 

 HR Management Services/Payroll 

 Check Guarantee 

 Credit Card Processing 

 Broadband Internet/Telecom 

 Website design/hosting 

 Uniform Rental 

 Mystery Shopping with Sales Training 

MEMBER NEWS is a regular feature of the CABA Newsletter intended to relate 
recent news about CABA companies & our local industry people particularly 
concerning awards, obituaries, mergers & personnel changes. Anyone with 
news should send it to sal@caba.biz. 
 
Welcome New Member: Maryland Core, Inc., Baltimore, MD 
 
 
Congratulations to CABA member Baxter Tire and Auto. John and Rose Baxter 
were featured in the May 20th Pasadena Voice newspaper as a “Pasadena Sta-
ple for 30 Years.” Nice write up on the value of treating customers right. 
 
An OSHA Compliance Checklist Program Audit can now be found on the CABA 
web site (www.caba.biz) under Document Library. The checklist serves as a 
menu of items that OSHA / MOSHA inspectors look for in an inspection. It 
makes good sense to review this list annually. 
 
Scrap metal prices change constantly and the latest Maryland Core price list is 
always available on the CABA web site, again under Document Library. 
 
 
 
 

 
 
 
 
 

 
 

Federally Insured by NCUA 

 

Employee Vacation Schedules Now Available 

2015 employee vacation schedules are now available. The calendar can be 
found on the CABA web site in the “Document Library.” The calendar is 11’ x 
17.” Should you need CABA to print your calendar, we will be glad to do so and 
mail it to you. 

 

CABA is the state association for 
these important national associa-
tions in Delaware, Maryland and 

Washington D.C. 



Contact CABA—Phone (410) 647-0505, email sal@caba.biz, www.caba.biz, www.facebook.com/cababiz1 

 

HOW COOL IS THIS? 

 

Net Driven Wheel Visualizer - The Most Realistic Ve-

hicle Customization Tool on the Market. 

 

With over 65% of consumers shopping online before 
purchasing wheels are you giving your site visitors 
the opportunity to “try on” a new set of wheels be-
fore purchasing them? 

 

Let them try on wheels on their car or truck (right down 
to the paint color of their vehicle) on your website. 

 

Or, are you showing new wheels in a catalog to a 
potential customer at your location? 

 

Think of how many more wheels you could sell if you 
were placing them right on that customer’s car or truck 
on the spot. You can use the wheel studio to show a new 
set of wheels to a customer right on your counter! Enter 
the customer’s year, make and model, then turn the 
screen around to show them how great their car or truck 
will look. 

 

·         NEW! No setup fees! Add this to your site for a 
low, reasonable monthly fee. 

·         More brands available than ever before! Our base 
package gives you the ability to display 50 wheel 
brands! 

·         Personalize the Wheel Studio with your brand. 
This is more than just a way to display the wheels on 
a car or truck.  We’ll also customize the look and feel 
of the studio to match your business. 

·         Hundreds of vehicles.  Hundreds of vehicles are 
available for viewing in the studio with more being 
added daily. 

·         Social Media Integration. Customers trying wheels 
on their car and truck can share it to social media 
which also will display your business’s name. 

·         Easy to use and no-plug-ins required.  The 
wheel studio on your site will be user friendly.  No 
need to download additional plug-ins to view it. 

·         Online quoting. Site visitors can request a quote 
on the wheels they tried on their car with only a 
handful of clicks. 

 

 

 

 

 

 

Packages available – with no setup fees: 

·         Base – 50 Brands and all vehicles 

·         Premium – 100 Brands and all vehicles 

·         Elite – All Brands and all vehicles 

 

For a demonstration, go to: http://www.edvintner.com/
wheels.aspx 

 

Contact: 

 

Jay Weinschenk 

Net Driven 

Drive more traffic, drive more leads, drive more sales 

Phone:(877) 860-2005  Ext:221 

support.netdriven.com  

 
More Important News from Net Driven 

 
Tire and automotive service website developer Net Driven, 
a subsidiary of Internet Brands Inc., has upgraded its web-
site-building service to responsive design. 
 
With Google’s recent implementation of a new algorithm 
that filters search results on mobile devices by mobile-
friendliness, Net Driven is advocating responsive design as 
a way for its customers to ensure their websites are opti-
mized for all devices. Responsive design allows websites to 
adjust to fit any device automatically. 
 
According to the firm, the benefits of responsive Web de-
sign are not limited to appearance on different devices. Re-
sponsive design also produces faster load times, reduces 
bounce rates and eliminates the need for separate mobile 
websites, which create competing URLs, the firm said. 
 
“We don’t just design websites — we provide solutions,” 
said Net Driven CEO Pat Sandone III. “Consumer demand 
for smarter Web design, coupled with Google’s new algo-
rithm, poses a serious challenge for many businesses. For 
those businesses, we have your solution.” 
 
Founded by Mr. Sandone in 2007, Net Driven was acquired 
by Internet Brands, a Los Angeles-based online services 
business, in April.  
 
Internet Brands’ automotive client solutions portfolio also 
includes Autodata Solutions, Chrome Data and CarsDirect. 
As part of Internet Brands, Net Driven continues to operate 
from its headquarters in Scranton. 
 
 
See related article on Google Search Engine changes 
on page 8. 
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http://support.netdriven.com/
http://www.tirebusiness.com/article/20150424/NEWS/150429941/web-developer-net-driven-acquired
http://www.tirebusiness.com/article/20150424/NEWS/150429941/web-developer-net-driven-acquired
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NEW & USED CAR LOAN RATES 

REMAIN LOW! 

RATES AS LOW AS 2.50% 

Refinancing your current loan may lower your monthly 

payment or shorten the period of your loan. 

Buying a Car Soon? Want to refinance at a lower 

rate? Get A Great Rate From Your Credit Union! 

Call our office: 410-647-0505 or visit 

our web site: www.aftermarketcu.com 

Savings - Avg bal < $2,500                                                 0.05% 

Savings - Avg bal $2,500.01 to $20,000                        0.075% 

Savings - Avg bal > $20,000.01                                         0.10% 

Checking                                                                               0.05%  

HSA Checking - Avg bal < $5,000                                       0.05% 

HSA Checking - Avg bal $5,000                                        0.075% 

HSA Checking - Avg bal $10,000. @   6mo. CD               0.075%  

HSA Checking - Avg bal $15,000. @ 12mo. CD                 0.10%  

HSA Checking - Avg bal $20,000. @  24mo CD                 0.15% 

Christmas Club                                                                     0.05%  

Vacation Club                                                                       0.05% 

CD - 6 Month ($500 min)                                                  0.075%  

CD - 12 Month ($1,000 min)                                               0.10%  

CD - 24 Month ($5,000.00 min)                                         0.15%  

LOANS (Rates shown are lowest possible with all discounts 

and no credit score adjustment applied) 
Personal 12-24 months                                                        8.90% 

Personal 36 months                                                              9.90% 

*$5000.max/<651; $10,000 max/651-775; $15K/>775 

New Vehicle - 48 Month - 100%/val                                     2.50% 

New Vehicle - 60 Month - 100%/val                                     2.50% 

New Vehicle (>$12,500 Value) - 72 Month 100%/val        2.99% 

Used Vehicle - <3yrs old <100k miles - 48 Months 100%/val      2.50%       

Used Vehicle - <3yrs old <100k miles - 60 Months 100%/val      2.50%            

Used Vehicle - 3-5 yrs old - 48 Months 100%/val               3.10% 

Used Vehicle - 3-5 yrs old - 60 Months 100%/val                 3.25% 

Used Vehicle - >5 yrs old  - 36 months 100%/val               2.99% 

Used Vehicle - 3-5 yrs old—60k miles 72 mos 100%/val   4.90% 
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Don’t forget CAWA Services has a full menu of business forms, includ-
ing state inspection forms, POS-3 computer forms and much, much 
more. Always ask for a quote here when you are shopping for business 
forms, business cards, stationary, etc. 

 

 

 

 

 

Ventus S1 Noble2 

 

This CABA Newsletter comes to you in electronic format 9 times per year.  CABA e-mails the newsletter to the member 
principals. The newsletter is also available on our website: www.caba.biz 

If you wish to make any changes in who receives the newsletter, please advise the CABA office. 
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Support the vendors who support 
the Association and therefore sup-
port you! 
 

These programs have been chosen 
by the Board of Directors for their 
cost savings and especially for the 
service level that they provide. 
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The CABA Education Calendar is intended to present a comprehensive list of skills, management and technical classes of value to owners, managers, 
counter/sales professionals and technicians in Maryland, Delaware and Washington, DC. Any education provider including parts jobbers, manufactur-
ers, associations, community colleges, education professionals and more are invited to submit their listing information (see below for format needed). 
Submit class information to CABA via email sal@caba.biz at least one month in advance of the scheduled beginning date of each class. 

CABA is online at www.caba.biz & www.facebook.com/cababiz1 

www.ase.com 

CABA SUPPORTS 
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By Jillian D'Onfro  Business Insider  
 

Google just made a huge update that could affect 
millions of businesses. Here's what you need to 
know 
 

The day of reckoning has arrived. 
 

Om April 21
st
, Google is made a major update to its mo-

bile search algorithm that will change the order in which 
websites are ranked when users search for something 
from their phone.  
The algorithm will start favoring mobile-friendly web-
sites — ones with large text, easy-to-click links, or that 
resize to fit whatever screen they're viewed on — and 
ranking them higher in search. Websites that aren't mo-
bile-friendly will get demoted.  
This change could be apocalyptic for millions of web-
sites, which could find that they've lost their coveted 
ranking, so it has earned the nickname "Mobile-geddon." 
 

More than 45% of Fortune 500 companies and 29% of 
Internet Retailer 500 sites weren't mobile friendly by early 
April, only weeks ahead of the update, according to re-
search from digital marketing agency RKG Merkle.  
 

Small businesses are generally seen at greater risk of 
being affected by the change, though, because they 
have a higher likelihood of not knowing about the update, 
or not having the time or resources to make changes, Itai 
Sadan, CEO of website building company Duda, told 
Business Insider. Several small businesses told Busi-
ness Insider that they didn't know about the change until 
this weekend, for example, though some already had 
mobile-friendly websites.  
Google first announced its impending changes back in 
February, giving webmasters nearly two months to make 
the changes necessary to keep their sites from disap-
pearing from mobile search results, as well as a way to 
test whether their sites are mobile-friendly yet (and see 
why not, if they aren't). 

Now that the update has started rolling out, here are 4 
important things you need to know: 
 

Every website should be mobile friendly, even if 
most of their traffic comes from desktop. The update 
doesn't apply to tablets or desktop, just smartphones, but 
everyone should make their site mobile friendly, because 
about 60% of search traffic now comes from mo-
bile. "Statistics show that more people are going 'mobile 
only' — either because they never had a desktop or be-
cause they won’t replace their existing desktop," Google 
writes in a blog post. "Additionally, a non-mobile-friendly 
site may not see many mobile visitors precisely for that 
reason.  
We won't be able to determine which sites' rankings 
have been affected for a week or so. Although the up-
date rolls out today, it takes about a week for Google's 
update to hit all the pages in its index. 
Run a website but didn't make the deadline? Don't 
worry. If a website isn't mobile-friendly by today, web-
masters can quickly make changes, using Google's 
tools, and then expedite how fast Google re-crawls their 
pages by using Fetch as Google with Submit to In-
dex in Webmaster Tools. 

Really good websites won't totally disappear if 

they're not mobile friendly. Although the update will 

punish sites that don't look work well on smartphones, 

the content of a website is still very important. "The intent 

of the search query is still a very strong signal," Google 

writes, "So even if a page with high quality content is not 

mobile-friendly, it could still rank high if it has great con-

tent for the query." 

To determine mobile usability of your web site: 

https://www.google.com/webmasters/tools/mobile-

friendly/ 

Don’t panic! See Net Driven’s article on Page 3 

Support your CABA-endorsed vendors. They provide the best programs for your business. 
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 FORT WAYNE, Ind. (May 11, 2015) — Lang Marketing Re-
sources Inc. is predicting as many as 4,325 light vehicle ser-
vicing outlets will disappear from the market by 2020, but 
independent repair garages and tire dealerships are ex-
pected to absorb much of the business these outlets served. 
Lang Marketing makes this prediction in its latest monthly 
“Lang Aftermarket iReport,” which tracks the “do it for 
me” (DIFM) business sector. 
 
The Fort Wayne-based consulting and marketing analysis 
company said the majority of the service locations to disap-
pear will be in the service station and garage category, espe-
cially among smaller operations. Some losses could come in 
the tire store category, Lang said, “particularly among small-
er independent operations.” 
 
Lang said repair businesses — including new car dealer-
ships — that specialize in foreign nameplates will benefit to a 
greater extent. 
 
The market forecaster also said the changing number and 
mix of light vehicle DIFM outlets will have “significant impli-
cations” for the entire aftermarket in terms of where repair is 
performed as well as the flow of products through distribution 
channels supplying the light vehicle DIFM market. 

The forecasted losses follow what Lang claims was a 
drop of 4,050 car and light truck service outlets across the 
U.S. at mid-year 2014 vs. five years earlier, with service 
stations and garages accounting for most of the decline, 
along with a measurable drop in auto parts and general 
merchandise stores with service bays. 
 
Individually, Lang reported there were 3,100 fewer service 
stations and garages and 17,600 few car dealer locations 
performing service in 2014 vs. 2009. 
Gains were recorded by repair specialists — including 
quick lube and brake outlets — up 1,300 outlets; foreign 
specialists, up 1,100 locations; and tire stores, up 500 
outlets. 
 
Lang said repair specialists and foreign specialists record-
ed “significant gains” in DIFM light vehicle product share 
during the five-year span, whereas tire stores recorded 
only “modest gains” despite the growing number of out-
lets. 
 
Lang Marketing, founded 20 years ago by James Lang, 
specializes in three major types of work: Proprietary anal-
ysis for individual companies’ multi-client work; and re-
search and analysis for national trade associations. 

http://langmarketing.com/index.php
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The Tire Industry Association (TIA) announced the re-
lease of the new Basic Industrial Tire Service (ITS) Pro-
gram. Basic ITS is a 200-level training and certificate pro-
gram that is focused on pneumatic, solid resilient, press-
on and polyurethane-filled tires used in industrial applica-
tions. Like all TIA training programs, it is comprised of dif-
ference modules and covers the service procedures for 
different types of tire and rim assemblies. 

 

"With the completion and release of the ITS Program, TIA 
has a complete slate of technician training resources for 
our members. Industrial tires pose specific risks for em-
ployees, so there is a definite need for a training program 
that identifies the hazards and outlines the step-by-step 
procedures for servicing these assemblies," said Kevin 
Rohlwing, TIA Senior Vice President of Training. 

 
Basic ITS is a training and certificate program, so techni-
cians who successfully complete the final exam and skills 
demonstration will receive a TIA Certificate of Completion. 
The member price for the Basic ITS Kit is $295 ($600 non
-member) and includes the Instructor's Guide, DVD and 
one student workbook. Student workbooks start at $55 
each ($85 non-member) and additional tests are available 
for $30 each ($60 non-member). Basic ITS will also be 
available at TIA's Online University by the end of 2015. 

For ordering information on Basic ITS and other technician 
training and certification programs, contact Christine Hoo-
genboom, TIA Director of Training at 800-876-8372, ext. 
106 or choogenboom@tireindustry.org.  
 
 
 
 
 
 
 
 
 
 
 
 

 
 

mailto:choogenboom@tireindustry.org
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By Todd Lazar  

Superior Financial Systems (CABA’s endorsed vendor) 

 

By now, everyone’s heard the term, ‘EMV’ or ‘chip card’ 
and just how important October 1 of this year is for all retail
-based merchants. There’s an even higher likelihood that 
nearly every single member has received at least five 
phone calls in the last six months from credit card compa-
nies talking about how your credit card machine is out of 
compliance, you have to upgrade your equipment in time 
for October, and that your rates are too high because 
you’re not currently using EMV-compliant programming, or 
some variation on those themes. If you haven’t, consider 
yourself one of the lucky few, and be prepared for the calls 
to start rolling in as we get closer and closer to October.  
 

With the abundance of information available today on chip 

cards, it’s easy to get swept up in the confusion of what’s 

truth and what’s falsehood. And unfortunately, some credit 

card companies out there aren’t above taking advantage of 

that confusion to coerce businesses and their owners into 

signing long term contracts, ridiculously expensive lease 

agreements, and changing their processors when often, no 

changes need to be made at all. We want to address some 

of the most common claims, and help set the record 

straight.  

 

 

 

 

 

 

First, a review of what EMV really is - EMV, which 

stands for Europay, MasterCard, Visa, was created in an 

attempt to tackle duplicate card fraud, targeting the retail/

card-swipe market. The chip that is being added to all new-

ly-issued credit and debit cards is what makes all the dif-

ference - at the time of sale the chip card is inserted into 

the machine, the chip is activated and a unique one-use-

only token is created and attached to that specific sale.  

 

 

The tokens cannot be duplicated, even if your customer 

were to purchase the same items for the same amount 

two minutes later; each sale would receive its own 

unique token, every time. Since a unique token is re-

quired for every sale conducted via the chip-method, any 

attempt to duplicate the token would automatically result 

in a decline, eliminating the possibility of duplicate card 

fraud in a chip-card transaction.  

The addition of the tokenization to the approval process 

is what triggers the need for a new terminal. However, 

there are some important things to consider before 

choosing to upgrade your equipment: 

Accepting EMV transactions is NOT required. We  

recently reviewed some verified information from Visa 
that confirmed that EMV transactions are not mandatory,  

which is the opposite of what many credit card compan- 
ies are saying right now. If you choose not to upgrade  
your systems to accept EMV transactions, you can con- 
tinue to process cards in the traditional manner by swip- 
ing the card through the magnetic strip reader on the  
side of the machine. No monetary penalties have been  
announced for those businesses who don’t accept EMV,  
and most of the cards currently in today’s market don’t  
carry the chip yet.  
 

Here’s the catch though: come October 1
st
, 2015, if you 

do not have an EMV-ready terminal, and a customer 
presents you an EMV/chip-card, if the customer chooses 
to charge back the sale for whatever reason, you will 
automatically lose. The reasoning behind this is, if you 
had been able to process the card as an EMV transac-
tion, it would confirm the sale was legitimate (not a dupli-
cate card fraud event) and then the normal chargeback 
rules would apply. The question becomes, what is your 
chargeback risk? Does the risk of a chargeback, which 
would mean the loss of the monies received, outweigh 
the cost of upgrading your equipment? Or do you wait a 
few months and see what happens? A discussion with 
your current credit card processor can help you assess 
this risk, and determine whether it would be cost-
effective to upgrade now, or hold off until prices for EMV 
equipment reach a more reasonable price point. 
 

 

(continued on next page) 
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EMV transactions ONLY impact retail/card-present 
businesses. Since EMV is designed to target duplicate 
card fraud at the retail point of sale, it has zero impact on 
businesses where the credit card transactions are key-
entered, or manually entered, into a terminal, online gate-
way, or computer software. If you don’t swipe your trans-
actions now, you do NOT have to upgrade your equipment 
or systems for EMV.  
 

Choosing not to upgrade your equipment will NOT 
make you non-compliant. We’ve had multiple mer-
chants call us and ask if their terminals are out of compli-
ance, and if that affects their PCI compliance status, or 
opens them up to vulnerabilities. The short answer is ab-
solutely not. EMV and PCI compliance are two different 
things, and if you decide not to upgrade your equipment 
right now, whether it be a countertop solution, or a card 
swiper attached the side of your computer monitor, it will 
NOT affect your compliance status.  
 

EMV functionality will not be available until October 
2015. You absolutely do not have to make a decision to-
day on whether or not you want to upgrade your equip-
ment in preparation for EMV. The programming that will go 
into the upgraded equipment is still being worked on and 
refined, and won’t be released for download to merchant-
owned equipment until we get much closer to October. 
And for those businesses who currently use a USB card 
swiper or mobile card reader, the recommendation is to 
wait for more cost-friendly equipment solutions to come 
out towards the end of the year.  
 

It is very easy to get lost in the world of EMV, and many 
businesses are torn right now on whether or not upgrading 
to EMV is the right decision, both for their customers and 
for their bottom line. We will be following up with any mem-
bers who currently utilize our company for credit card pro-
cessing services in the coming weeks to help you make 
the best decision for your business, and assist in any 
changes you would like to make, if necessary. We wel-
come all members to call us if you have questions though, 
we would be happy to help you navigate the coming 
changes. Please feel free to call our corporate office for 
Superior Financial Systems, and speak with a dedicated 
customer service representative who can answer any 
questions you may have – toll free (866) 601-2733, Mon-
day-Friday 8am to 4pm Pacific Standard Time, or email us 
at CustomerService@sfsprocessing.com. 

 

 

 

CABA: Doing as a group what each cannot do individually. 

 

 

 

 

 

Food for Thought…. 
 

There are no secrets to success. It is the result of 
preparation, hard work, and learning from failure. 
Colin Powell 
 

There is only one boss. The customer. And he can 
fire everybody in the company from the chairman on 
down, simply by spending his money somewhere 
else. 

Sam Walton 
 

Some people regard private enterprise as a predatory 
tiger to be shot. Others look on it as a cow they can 
milk. Not enough people see it as a healthy horse, 
pulling a sturdy wagon. 

Winston Churchill 
 

An organization, no matter how well designed, is only 
as good as the people who live and work in it. 

Dee Hock 

 

Willingness to change is a strength, even if it means 
plunging part of the company into total confusion for a 
while. 

Jack Welch 
 

Economic depression cannot be cured by legislative 
action or executive pronouncement. Economic 
wounds must be healed by the action of the cells of 
the economic body - the producers and consumers 
themselves. 

Herbert Hoover 
 

People who don't take risks generally make about two 
big mistakes a year. People who do take risks gener-
ally make about two big mistakes a year. 

Peter Drucker 
 

In the business world, everyone is paid in two coins: 
cash and experience. Take the experience first; the 
cash will come later. 

Harold S. Geneen 
 

 

Carpe per diem - seize the check. 
Robin Williams 
 

If you owe the bank $100 that's your problem. If you 
owe the bank $100 million, that's the bank's problem. 
J. Paul Getty 
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And the legislative beat goes on…. 
 

Tire aging, mandatory tire registration, 
California catalytic converter standards. 
The issues never end. And they affect 
everyone in the industry—distributors, 
tire dealers and repair shops. Not to 
mention consumers. We find ourselves 
emphasizing the cost of California converters to the con-
sumer as well as for distributors and shop owners during 
hearings with the state. 
 

Aftermarket owners and managers must realize that with 
out CABA’s efforts, these legislative acts would pass with-

out opposition. Non-members often state that “CABA will 
defend my business whether I am a member or not.” The 
truth is, as stated above, these laws would pass without 
opposition. 
 

I urge all CABA members to reach out to non-members 
and point out the importance of our existence and mission.  
We need everyone’s support, both monetarily and in our 
lobbying efforts, to be successful in winning the never-
ending introduction of anti-business legislation. 
 

Jim Donohue 

Executive Director 
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Event Calendar 
 

 

 

Holiday Closures: 

Independence Day 

Friday, July 3rd, 2015 

 
 
 
Thursday, June 18th 
 

CABA Golf Outing 
Queenstown Harbor 
RIVER COURSE 
 
November 3rd—6th, 2015 
 

Automotive Aftermarket Products Expo 
(AAPEX) 
SEMA Show 
Las Vegas, NV 
 

Current resident or 

Greetings, CABA Members! 

 

The news on the front page of this newsletter is a 
stark reminder of the importance of the trade asso-
ciation. With Federal legislation considering man-
datory tire registration and the state Department of 
Environment looking at California Air Resources 
Board standards for catalytic converters, it seems as 
though our industry is being assailed from all sides. 

 

The tire registration would give the manufacturers our cus-
tomer contact information, setting up direct-marketing. This 
is a sore point, as at least one tire manufacturer has al-
ready begun on-line sales to consumers. 

 

It remains to be seen as to whether the registration stipula-
tion will remain in the highway funding bill. But at least with 
the opportunity to lobby against it, the industry can protect 
itself from outside forces who seem to care little for the en-
trepreneurial distribution system. 

 

I am pleased that CABA, along with TIA, is at the forefront 
of the lobbying efforts against tire registration. Particularly 
with our proximity to Washington D.C., CABA has a greater 
obligation to meet with Federal legislators and present our 

case, not just for ourselves, but for the entire country. It is a 
responsibility that CABA takes very seriously. It is 
always gratifying to see business owners attend 
these meetings, as they have a much greater im-
pact on legislators than the “suits” of pure lobby-
ists. It is obvious that representatives cannot know 
about every business. They clearly look to the in-
the-trenches business owners that are affected 

directly for perspective on the issue. And they listen! 

 

The transportation funding legislation is the 900 lb. gorilla in 
the room. To have tire registration inserted into it is unfair. I 
realize it is the manner of the American political system. 
Still, I’m glad that we live in a country where we can speak 
directly to lawmakers and express our opinions. 

 

We should know by the end of this month how the legisla-
tion progressed. But it is satisfying to know that your sate 
Association played a major role in the protection your busi-
ness. Don’t forget that the next time your dues-renewal no-
tice arrives. 
 

Rob Wilson 

Admiral Tire  & Auto Center 


