
CHESAPEAKE  

AUTOMOTIVE  

BUSINESS  

ASSOCATION 

 

Office & Shipping 

309 Crain Highway North 

Glen Burnie, MD 21061 
 

Phone: (410) 647-0505  

Fax: (410) 544-8130 

Email: Patl@caba.biz 

INSIDE 
 

Member News-Page 2 
Education Calendar - Pg. 6 

President’s Message - Pg. 12 
 
 

Thanks Newsletter Sponsors 
 

American Tire Distributors 
Maryland Tire Express 
Tire World of Frederick 

Max Finkelstein Inc. 
——————————— 

 
 

 

CABA Board of Directors 

Bob Wilson - President 

Dave Wastler -1st VP 

Ralph Schissler - 2nd VP 

Mike Kress - Treasurer 

Rob Wilson -  Immediate Past 

                        President 

 

Directors 

Mike Caroglanian 

Bill Cropper 

Mike Kress 

Vernon Lyon 

Doug Meekins 

Michael Shoemaker 

Rick Strevig 

Greg Weller 

Gerry White 
 

Office Staff 

Pat Moog - Executive Mgr. 

Pat Derosier - Service Admin. 

 

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! 
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Study shop numbers to be aware of nega-
tive trends 
 
Shop owners who monitor their numbers properly 
should study the trends that their numbers tell them. 
Once the right key financial criteria and goals have 
been established for the business, it is a matter of 
monitoring the criteria to see where the business is 
going. It is when we see the following results occur-
ring that we know the business is heading for or has  
cash flow and net profit problems. 

Low sales and ratios  

When year-over-year sales and pre-established 
goals, ratios and billed hours are lower than the ob-
jectives established, management must examine its 
capability of performance. This analysis involves 
clearly looking at management’s overall attitude; the 
shop’s current personnel; equipment; inventory car-
ried; the facility in terms of functionality and image; 
and the overall business finances. When one or more 
of these are out of line, the objectives and potential of 
the shop cannot be met. Consequently, net profit is 
not made, and cash flow problems start to arise. 

Low gross profit dollars and percentages 

The gross profit dollars earned on sales, the gross 
profit percentages made on each revenue category 
and the gross profit mix of the shop must also be 
analyzed. Did management give the correct inventory 
values to the accountant since cost of goods sold on 
the financial statement is determined by taking the 
opening inventory plus purchases minus the closing 

inventory?   

Sales minus cost of goods sold equals gross profit 
made. Without the correct inventory values, the gross 
profit numbers and percentages are affected. This 
also affects the net profit of the shop and income 
taxes the shop pays. Tax is a demand on cash flow 
that must be met, so an accurate inventory value is 
imperative.   

Does a lax internal system not ensure that whatever 
goes into the client’s vehicle also gets on to the 
work order/invoice? Did management change its 
buy/sell habits from the year or period before? A 
strong business relationship with the jobber can 
allow the shop to ensure it is buying right, in the 
right volume, at the right price and at the right time.  

Has the product mix of the shop changed? Monitor-
ing the dealer parts and aftermarket parts sales mix 
and the maintenance and diagnostic labor revenue 
mix can allow management to see what type of 
clients it is serving, what kind of future personnel 
and training will be required to do the job right and 
the future equipment that will be necessary for the 
shop.  

Product mix affects gross profit, since different 
gross profit percentages are made on dealer parts 
and aftermarket parts. There is a different labor rate 
for diagnostic skills versus maintenance skills. 

Has the product mix of the shop changed? Monitor-
ing the dealer parts and aftermarket parts sales mix 
and the maintenance and diagnostic labor revenue 
mix can allow management to see what type of 
clients it is serving, what kind of future personnel 
and training will be required to do the job right and 
the future equipment that will be necessary for the 
shop. Product mix affects gross profit, since differ-
ent gross profit percentages are made on dealer 
parts and aftermarket parts. There is a different 
labor rate for diagnostic skills versus maintenance 
skills. 

High expenses 

Are the expenses out of line? Examine operating 
expenses to see which are controllable, uncontrolla-
ble or common sense and measure them against 
the type of clients the business wants to attract and 
the level of service the business is trying to 

achieve.  

Continued on page 3 



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

House Passes Bill to  
Delay Overtime Rule  
 

Last week, the U.S. House of Rep-

resentatives passed the Regulatory Relief 

www.carcare.org 

Member News                                                                                           Page 2 

MEMBER NEWS is a regular feature of the CABA Newsletter intended to relate 
recent news about CABA companies & our local industry people particularly con-
cerning awards, obituaries, mergers & personnel changes. Anyone with news 
should send it to pat@caba.biz. 
 

Welcome new members:  
 
 

Do you know of any business owners who should be members of CABA? Call 
our office with their names. All aftermarket companies should be participating in 
CABA’s legislative agenda and, at the same time, enjoying the many financial 
benefits available to them through the Association. To accomplish our motto: 
“doing as a group what each cannot do individually,” CABA needs everyone in-
volved. helping your own business at the same time. 

 

  

 

Members Can Benefit: 

Savings, CDs & Loans 

New/Used Vehicles  

Home Equity and Mortgages 

Personal Loans  

For the latest savings and loan 
rates visit the Destinations credit 

union website at 

www.destinationscu.org 

For more rates, call  

410-663-2500  

8767 Satyr Hill Rd 

Parkville, MD 21234  

CONTACT CABA FIRST FOR 

THESE BUSINESS NEEDS 

 Employee Retention Health Benefit 

 Maryland State Inspection forms 

 Vehicle & personal loans from Destinations CU 

 Shop Management Mitchell1 & Snap-On Shop-

Key 

 Identifix technical hotline 

 Technical education 

 Management education 

 Electricity & Gas group-buying service 

 Health Savings Accounts with Destinations CU 

 Waste recycling services 

 Custom-printed business forms 

 Stock business forms 

 Calendars 

 Plastic parts bags 

 Printer ribbons 

 Stickers (warranty, core, etc.) 

 Savings & Checking Accts with Destinations 

 Cash investment CDs from Destinations 

 Business Insurance 

 HR Management Services/Payroll 

 Check Guarantee 

 Credit Card Processing 

 Broadband Internet/Telecom 

 Website design/hosting 

 Uniform Rental 

 Mystery Shopping with Sales Training 

 Marketing Products—Improving exposure to 

Drive-by and Walk-by traffic 

 Management Training and Coaching 

Welcome new member: B.J. Mattheiss Insurance, Inc. Baltimore, MD.  
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Accounts receivable 

This one hurts a lot of shops and is a major sore point for our industry. 
Most owners perceive that they must carry accounts receivable or they 
will lose all of their customers/clients. Under close examination, nothing 
could be further from the truth. How can a shop offer the best quality of 
skill level at a fair price for services rendered and give unlimited credit and 
do it interest free? It must be clearly understood that this is an old type of 
thinking; things have changed. If the automotive maintenance and repair 
shop’s accounts receivable exceed 20 percent of the average monthly 
sales at any given time, cash flow and most likely gross profit and net 
profit have been affected. Management is creating its own negative busi-
ness circumstances by not changing the way it thinks about its business. 

Accounts payable not current 

When a shop cannot consistently pay its monthly accounts in full that are 
due, management must understand there is a serious problem that is not 
being addressed. In most cases, it turns out to be one of two things, or 
even both. Namely, accounts receivable are out of control, and/or the 
correct and type of labor rate is not being charged out by the shop. It is 
time for management to learn how to run the business all over again in a 
“new millennium” way of looking at and doing things. Net profit and cash 
flow management are the issues, and they must be re-addressed in a new 
format if the business is to move forward and at the same time provide 

management and staff with a professional personal income. 

 

A deterioration in general business attitude 

Shop owners who truly think nothing can be done to improve their lot must 
understand it is time to look in the mirror. We have heard so many owners 
place blame on the customer today, the staff, the industry, the supplier or 
that it’s just the way things are. I’m sorry, but it is time to be blunt: man-
agement’s thinking is wrong. Management’s attitude affects the total finan-
cial outcome of the business, and if management will not step out of the 
box and learn how things could be with a strategic plan to change, then 
there is no doubt that the business is heading for serious financial trouble. 

Management’s attitude will determine where the business will fit in over 
the next 5 to 10 years. It will be management’s attitude that will determine 
whether the business will even be around within the next three years. It 
will be management’s attitude that will determine whether management is 
paid a professional personal income. It will be seen that management’s 
attitude will be THE factor for business survival and business growth in 
the next century. 

It is definitely worth the time and investment to learn how this is done. 
Take control of your business’s destination, because it has been proven 
time and time again “If you can’t measure it, you can’t manage it.” 

 

 

 

 

State and Federal OSHA regulations require that employers with 11 or more employees at any time in 2013 must post 
Annual Summary of Injuries and Illnesses from February 1, 2014 to April 30, 2014.  This form lists summary data for all 
related injuries and illnesses that occurred during calendar year 2013.  The report must be placed where employee no-
tices are usually posted by your company.  Businesses with no injuries or illnesses for the year must also post the form. 

 

Employers subject to these regulations should review their Form 300 to verify that all recordable injuries and illnesses 
are listed, that all entries are complete and accurate, and correct any deficiencies.  Record work-related injuries or ill-
nesses that result in death, loss of consciousness, days away from work, restricted work activity or job transfer, or medi-
cal treatment beyond first aid.  (Other incidents that are significant, as defined by OSHA, must also be recorded.)  Use 
Form 300A, to report a summary of these injuries and illnesses, have an officer of the company sign the form, and then 
post it from February 1 to April 30.   

 

You can download a copy of OSHA Form #300, A Summary of Work Related Injuries and Illnesses from the OSHA web-
site at www.osha.gov.  Click on “Recordkeeping”, and then click on “Recordkeeping Forms” for OSHA forms 300, 300A, 
and 301.  You may also use OSHA’s on-line order form or call 1-800-321-OSHA. 

 

 

Display OSHA  Form 300 February 1st to April 30th 



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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CABA members are eligible and former AEFCU 

Members are now... 

Destinations Credit Union Members! 

NEW & USED CAR LOAN RATES 

REMAIN LOW! 

RATES AS LOW AS 1.99% 

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: 410-663-2500  

Visit our web site: www.destinationscu.org 

Or visit our main office:        8767 Satyr Hill Rd 

                                           Parkville, MD 21234  

 

 

 

 

 

 

 

 

 

 



CABA Education Calendar Page  6 

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 
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You Know you’re a Mechanic if:              

I’ll bet you’ve been turning wrenches and talking with customers for quite some time now. You’ve probably tossed around the idea of changing careers at one 

time or another, too. The grease, grime, technical and mechanical stuff, as well as the various ups and downs of the day to day drudgery all fits you like a 

glove, but you’re still not sure if you truly are a professional mechanic. Worry no more. Here’s a list of the probable reasons to convince you that you really are 

what you are, a real life professional mechanic.   

 

You have no trouble spending more money on the tool trucks than you do on your girlfriend or wife. 
  
You know every type of automotive fluid by taste, but not by choice. 
  
Losing a socket is more frustrating than losing your keys. 
  

You have to wash your hands before nature calls. 
  
You’re a bit smarter than a fifth grader, especially if a fifth grader had to answer questions about the technical and mechanical aspects of the modern auto-
mobile.  But, naming the capitals of all 50 states isn’t one of your strong points.  

 
Being told by the service writer that the customer isn’t paying for that hour you just spent figuring out the problem, and they’re not going to have the work 
done after all, because, “A” – The customer said that you should have known what was wrong before you even started testing it, “B” – The customer is acting like 
a fifth grader. 
  
Spending an hour and half busting off a rusted bolt for a job that only pays .5 cents. 
 
Listening to every walk of life explain to you the same type of problem on the same type of car, but in totally different ways, and still being able to sort through 
all these explanations and arrive at the correct solution to the same problem every time.   
 
Spend $100,000.00 on personal tools and education to make less than that a year. 
 
You’re a self-taught contortionist who can maneuver into places that seem humanly impossible. 
  
You’ve been told that you don’t need an education to do this job, anybody can do it. 
  
It’s not unusual on a busy day to have a lunch on the fly only to realize your sandwich has as many grease prints on it as your shop rag. 
  
You can remember 12 digit part numbers, the oil filter size for an 85 Camaro, and the firing order on every V8 engine, but can’t remember your wife’s birthday. 
 

                                                                                                                    industry.org Continued on page 11   
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The 48th Annual CABA 

Thursday, June 22, 2017 

Compassion Pointe Golf Course  

Pasadena, MD  21122 
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We all know or have heard of individuals who have had a tragedy in their family and places them in a non-recoverable 
financial situation. For years, the automotive aftermarket has had a charity that helped such families, but it has been 
little publicized.  Now, the Foundation is in the hands of industry professionals and truly wants to help individuals and 
families in need. The employee must be in the automotive aftermarket. The Foundation will examine each individual 
case and make a determination of what funds are needed. Here is the information and contact points. Save this page. 
We hope you never have to use it. 

The AACF, or Automotive Aftermarket Charitable Foundation, was founded in 1959 to assist automotive aftermarket 
members and their families who, due to catastrophic illness or terrible accident, have exhausted all other available re-
sources in maintaining a reasonable existence. 

Our Mission - to provide sustainable solutions for those in great need - is what drives us every single day. To make 
good on our mission, we're staffed by a dedicated team of experienced industry executives who donate their time to this 
worthy cause. 

But we can't do it alone. 

The AACF depends on the generous assistance of companies and individuals within our industry to provide the financial 
support to fund the foundation. Together, we can assist those within our industry who desperately need help. 

If tragedy strikes, it usually does so without warning. And when it does, the AACF is here to help find a solution. 

Whether it's you, a loved one, co-worker, or someone you know in the industry that has fallen on hard times due to a 
catastrophic event or condition, you can turn to the AACF as an advocate and ally in this time of need. With professional 
experts and resources from across the Automotive Aftermarket, we provide advice and support - quickly and confidently. 

If you need help or know someone in need... 
You may contact us to discuss the particulars of the situation to see how the AACF can assist the individual or family.  

ALL CALLS AND CORRESPONDENCE ARE IN THE STRICTEST OF CONFIDENCE. 

AACF 

5716 Folsom Blvd #149  Sacramento, CA 95819 

Phone: 916-628-0271     Email: info@aacfi.org       http://www.aacfi.org/ 

Continued from page 7 
 

You read car forums on the internet just to get a good laugh at the suggestions. 
  
If you’ve ever been annoyed with the parts guy when he asks, “Is that a two or 4WD?” when all you wanted was wiper blades. 

 
You know, from experience, that torqueing a greasy bolt with an open end wrench also means you should check the path of the wrench for any obstacles that 
may end up embedded in your hand. 

When somebody says, “Sinchya got it in shop…” you break out in hives and your upper lip curls into an Elvis snarl.  
  

The wife notices you still have grease on your elbows when you’re out to dinner after work. Then, she chides you for having them on the table. 
  
You’ve ever had to order a part and the wiring diagram calls it by one name, the locator page calls it something else, the parts department calls it by another 
name, and still yet, the labor guide has a completely different name for the exact same part. 
  
“Lefty-loosey-righty-tighty” does not apply to the side of a car with reverse lug nuts, and you know which vehicles those are. 
  
You can’t have a meaningful conversation with anyone who simply calls themselves a mechanic and wants to talk about fixing cars, except for another true me-
chanic. Thankfully, your wife understands you even though she doesn’t have a clue what you’re talking about.  
  
You don’t think of repairs based on what  they cost, but on how much aggravation is involved. 

You can spot a professional mechanic from a “wanna-be” mechanic as soon as they tell you how they diagnosed the car they’re still having problems with. 
  
You have a rather low opinion of anyone who calls themselves a mechanic if their entire education is based on watching You Tube videos from other non-
professional type mechanics.  

Not all the screwdrivers you own will fit into one drawer. 
  

For you, an open hood is like a moth to a flame. 
  

You know what cheap sockets are good for. 
  

You know what a cheap socket looks like. 
  

Borrowing tools is a sin; not returning borrowed tools is a crime. 
  

You’ve pondered, which came first: the wrench or the screwdriver.  
       So, quit your grumbling, stop your fussing, and no more belly aching that you’re going to change professions or something.  Just grab your tools and get back 

to work.  Cause you are what you are, nothing more and nothing less.  You’re a professional mechanic, something a lot of people don’t have the knack or natural 

talent to ever achieve in their lifetime. The skills of a professional technician aren’t in a tool box, or in some video, they’re in the hands of the person holding the 

wrench.  Hold your head high and say it proudly when someone asks what you do. Tell em’… I know what I am, I’m a mechanic. 

mailto:info@aacfi.org


CABA: Doing as a group  

what each cannot do individually. 

It pays to advertise in your monthly CABA newsletter!  Call 410-647-0505 to reserve your Ad space. 
1/2 page: $185 or 1/4 page $150 (Big discounts for full year or half-year) 

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

 

Event Calendar 

March 19, 2017 

1:00-5:00 

70th CABA Annual Bull and Oyster Roast 

Martin’s West, Baltimore, MD 

 

June 22, 2017 

48th Annual Golf Scramble & Dinner 

Compass Pointe Golf Course 

Pasadena, MD  

Keller Stonebraker Insurance  

 

Employee Benefits Program 

CABA would like to remind you that we  
recommend a company to help every-
one negotiate the complicated medical 
insurance and employee benefits mar-
ket. Keller Stonebraker offers their 100+ 
years of experience and market 
knowledge to all CABA members. Keller 
Stonebraker will be happy to help com-
panies of all sizes review medical plans 
and offer competitive options to manage 
costs. As a broker, they work for you, 
not for the insurance companies. Please 
call Kim Conley at Keller Stonebraker 
Insurance at 410-461-0705 ext. 5139 or 
email Kim:  

kimberly@ksiinc.com  

308 Crain Highway 

Glen Burnie, MD 21061 

 

 

 

The best ideas on how we can better serve  
our members comes from YOU- our mem-
bers! So, now’s your chance. Tell us what 
we’re doing right. Tell us what we’re doing 
wrong. What can we do better? 

 

What additional services would you like to 
see? 

 

There is no better time like the present to 
tell us about it. 

 

Your voice needs to be heard!  

And, we’re listening! 

Contact CABA Today! 

Pat Moog - 410-647-0505 

Pat@caba.biz 


