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Your technicians of today and tomorrow

Service Manager Bootcamp, 20 Group update

The CATA's next Service Manager Bootcamp is Oct. 1-4. The four-day pro-
gram is designed to challenge a service manager’s old ideas, especially if they
no longer work, and to find new ways to implement success.

Topics include pay plans, incentive plans, parts inventory procedures, man-
agement evaluation tools, and management skills training, to name afew. After
Bootcamp completion, participants advance to the training program’s second
stage, a 20 Group that meets three times annually over three years and debates
topics like performance versus group benchmarks, brand benchmarks, action
plans, improvement of processes and procedures within the service department,
best ideas, and CSI.

Tuition for the program is substantially reduced under a CATA group dis-
count, and the CATA offers arebate for those who complete all segments of the
classes. For moreinformation on the Bootcamps and 20 Group for Service Man-
agers, please contact Jim Butcher at 630-424-6020.

National Automotive Technology Competition

Thirty-six high school teams from around the country competed this month
to be the year’s top student technician team. The annual National Automotive
Technology Competition is at the New York Auto Show.

The team from this area, sponsored by the CATA, hails from the Hammond
Area Career Center in Hammond, Ind. Instructor Chris Golden and students
Derrick Huzzie and Setzer Howard placed 22nd out of 36 teams. Huzzie and
Howard worked on a Mercedes Benz C class sedan.

The competition focused on several different aspects of the vehicle, includ-
ing work stations devoted to braking systems, charging/starting units, door lock

See ComPETITION, PAGE 2

Students matched for
summer internships

Student AY EStechniciansarebeing
placed at area dealerships for their fi-
nal job-shadowing experiences, just
before summer internship activities.

Many AY ES studentsjob-shadowed
during their school spring breaks and
said they gained a new understanding
of what is required to be successful in
your dealership. Thereare 30 qualified
entry-level studentsintheareawho are
eager to work in your service depart-
ment.

These students qualified by meeting
the high standards set forth by the
AYES program in their area high
school automotive classes. A few are
high school seniors; most are juniors.

In addition, another AY ES program
just began at Joliet Township High
School’s Central Campus. The success-
ful launch spotlighted the accomplish-
ments of the school’s passing its
NATEF certification as well asits ob-
taining donated new vehicles, toolsand

curriculum from the manufacturers.
SeeE AYES, Pace 3

Shotgun!

Registration is underway for the annual CATA golf outing, June 11 at
Cog Hill Golf and Country Club in Lemont. See the flyers in this newsletter.
For golfers without an “A” game, the pencils will have erasers.

CATA allied members interested in sponsoring an aspect of the event
should call the CATA’s Sandi Potempa at 630-424-6065.
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Illinois minimum wage rate to climb annually beginning July 1

Illinois employersare reminded that the
state’'s minimum wage increases July 1 to

$7.50 an hour, and the hourly rate will rise Employee 7/1/07 to  7/1/08to 7/1/09to  On or after
25 centsannually thereafter to reach $8.25 Category 6/30/08  6/30/09  6/30/10 7/1/10
an hour in 2010. Adults (18 or older) $7.50 $7.75 $8.00 $8.25
Included among last December’samend- First 90 days $7.00 $7.25 $7.50 $7.75
ments to the minimum wage law is a pro- Youths (Under 18) $7.00 $7.25 $7.50 $7.75

vision permitting employers to pay newly

Yearly increases to lllinois minimum wage

Source: lllinois Public Act 94-1072

hired workers 50 cents less, or $7.00 an
hour beginning July 1, during the first 90
days of employment.

Thelaw also continuesto allow workers under age 18 to
be paid at a reduced wage rate. After July 1, that reduced
wage rate will be $7.00 an hour. Youthful workers are pro-
tected under child labor laws from working in certain speci-
fied dangerous occupations.

Thelllinoisminimumwagelaw isenforced by the state’s
labor department. The employer is required to post a sum-

Employers must heed restrictions
16-, 17-year-old employeescan’t be
too great a‘driving’ force at work

Teen-age workers can be an ambitious and cost effective
sourceto perform various summertimeroles at deal erships,
but there are plenty of regulations to adhere to, especially
for teens who drive in the course of work.

According to the 1998 Drivefor Teen Employment Act—
an ironic name, for the act effectively limitsteen driving—
17-year-olds may engagein limited driving on public roads
and 16-year-olds may drive only on private property, such
as dealership lots, while working.

Employers should consider specifics of the act before
allowing ateen to drive in the course of work. A 17-year-
old must:

e hold avalid driver’slicense;

» have completed a state-approved driver education
COUrse;

* be instructed that seat belts must be worn; (It'swiseto
have them sign a statement to this effect upon hire.)

* have no moving violations on record when hired.

Also, thevehicleal7-year-old drives neither may weigh
more than 6,000 pounds gross vehicle weight nor be used
for towing. All driving is limited to daylight hours. Super-
visors must ensurethat thereisampletimefor 17-year-olds
to complete any work trip during daylight.

Also, 17-year-olds may not drive in excess of one-third
of one workday and one-fifth of a workweek.

See MINORs, Pace 4

mary of the act in the workplace and to keep records for
their employees that show hours worked and rates of pay.
Human resources professionals say businesses should
consider whether the new rateswill create a“ compression”
effect for previoudy hired workers. In other words, while
not required by law, the employer might evaluate whether
to incrementally raise other workers' wages, to maintain

pay eqity.

Competition

CoNTINUED FROM PacE 1

systems, voltage drops, and oscilloscope and digital volt-
age ohm meter (DVOM) readings. Then the studentsworked
on vehicleswhich functioned but which were“bugged” with
faults that the students had to diagnose and repair follow-
ing proper procedures as outlined by the manufacturer.
Pointswere deducted if proper procedureswere not followed
and documented by the student technicians. Finally, the stu-
dents completed a written exam covering environmental
hazards, OSHA guidelines and EPA regulations.

“Our score doesn't reflect it,” said Golden, “but | think
the students did a wonderful job at this competition. They
finished with areal sense of accomplishment and felt they
placed in thetop 10 of the event, only to be disappointed by
their final score. | think the competition wasjust that tough.”

The CATA Bulletin is published by the
Chicago Automobile Trade Association
18W200 Butterfield Rd. Oakbrook Terrace, IL 60181-4810
630-495-CATA [2282] phone 630-495-2260 fax

The CATA Bulletin is published and mailed every other Friday
except during the Chicago Auto Show, when it is not published.

Listings of items for sale are subject to the approval of the
CATA. Candidates for employment must submit a full résumé to
the Editor.

Review past editions dating to 1998 or search by subject at
http://cata.drivechicago.com/
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President, Publisher
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In the service department, among the inventory is
time—the highly marketable time of highly trained
technicians. That time must be used skillfully in order to
retain profits while giving customers value that exceeds
their expectations.

Service labor thus should be priced competitively, and
the mix of work the shop performs should be monitored
carefully. Repair orders should be analyzed daily to
make sure that every RO is complete, that pricing is
correct and effective, and that the Effective Labor Rate
iswhereit should be.

Of the various labor pricing options, variable labor
rates based on job complexity may be agood choice.
When tech skills are matched to the job, labor is used
efficiently, and the dealer’s competitive stanceis en-
hanced. Guidelines for the work mix are 60 percent
competitive and maintenance, 40 percent repair.

Competitive labor comprises such services as lube,
oil and filter changes; and tire rotations. Thework is
charged at alow hourly rate, perhaps at or near the rates
of local quick lube shops and gas stations.

Maintenance labor iswork the manufacturer recom-
mends or requires. Including common but less competi-
tive services, like emission control or air conditioning
service, maintenance labor is priced at amoderate
hourly, perhaps at or above the existing warranty rate.
The maintenance rate is the target rate for the depart-
ment and never should be lower than the warranty rate.

Repair labor comprises the least competitive, most
specialized services and is charged at the highest hourly
rate, perhaps $8 to $10 above the maintenance rate. Fuel

Comparing actual labor salesto potential labor sales

injection calibration or engine overhaul are examples of
repair labor.

Monitor performance. Use daily reportsto study ROs
and calculate the dealership’s Effective Labor Rate,
which isthe dollar figure obtained from dividing salesin
each category by the number of hours billed in each
category. Analyze ROs monthly to determine what needs
to be done to maintain an Effective Labor Rate that
always exceedstarget. Then, use amonth’s actual
performance to cal culate the dealership’s monthly labor
sales potential:

1. $ Labor sales + Hours billed = Effective Labor
Rate

2. Number of techs x Hours/day x Working days/mo.
= Clock hours available/mo.

3. Available hours/mo. x Effective Labor Rate = $
Labor sale potential/mo.

How does the actual total (dollar amount labor sales
in #1) compare to the potential total (labor sales poten-
tial, #3)?

Among the many adjustments that can be made to
achieve potential—pricing tweaks, minimizing one-item
ROs, upselling needed service and maximizing the use
of menus, pricing guides, extended hours, and work mix
scheduling—are improvementsin facility utilization and
in technician performance.

This article was adapted from the NADA Manage-
ment Education bulletin, “ Service Department Perfor-
mance Analysis’ (SP29). The bulletin can be ordered
online at www.nada.org/mecatalog or by calling the
NADA at 800-252-6232 ext. 2.

AYES

CONTINUED FROM Pace 1

Postage rate going up—and down—May 14

Area AY ES schools include Curie
Metro High School, Chicago (near mid-
way Airport); Hammond (Ind.) Area
Career Center; Lake County High
Schools Technology Campus,
Grayslake; Joliet Township High
School (Central Campus); Parkland
College (High School Program),
Champaign; Streamwood High School;
and Technology Center of DuPage,
Addison.

For more about AYES, call Jim
Butcher, the lllinoisAY ES manager, at
630-424-6020.

The cost today to mail a2-ouncelet-
ter is 63 cents. Beginning May 14, the
cost will change to 97 cents. Or 58
cents. Or $1.38. It depends on the en-
velope used for the mailing.

M ost peopl e probably are aware that
theforthcoming rateto send aletter that
weighs 1 ounce or less will increase
from 39 centsto 41 cents, and that the
U.S. Postal Service offers anew “for-
ever” stamp that will be remain valid
even after future postal rate hikes.

But the rate changes are more
muddled for heavier parcels. Standard
9v2-by-4 envelopes, also called No.

10s, are preferred by the Post Office
because they are easier to handle. To
reward such use, therate for a2-ounce
letter drops 5 cents, to 58 cents. But
the 2-ounce flat increases to 97 cents,
and the 2-ounce parcel jumpsto $1.38.

Many mail classes and options ex-
ist—first class and standard; media
mail, and discount letters and cards
with and without enhanced carrier rates
and automation, to name a few. Deal-
ers should check www.usps.com for
details of the new rates. It could im-
pact how dealers conduct future mail
campaigns.
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Unemployment claims deflected

One hundred twenty-six
CATA dealer members re-
ported a combined 469 un-
employment claims during
the first quarter of 2007 to
Cambridge Integrated Ser-
vices Group, Inc., whichfor-
merly operated as the Mar-
tin Boyer Co. The
company’s efforts saved
those dealersatotal of $1.07
million in benefits by con-
testing the claims.

Cambridge monitors any
unemployment claims
against its clients. The com-
pany counts about 230
CATA dealersamong itscli-
ents.

Claims that can be pro-
tested and subsequently de-
nied help minimize an
employer’s unemployment
tax rate. The rate can vary
between 1.0 percent and 8.2
percent of each employee's
first $11,500 in earnings.
The 2006 average unem-
ployment tax rate among |1-

linois employers was 3.9
percent, or about $448.50
annually. That is nearly
double the 2003 rate.

“The unemployment tax
isredly theonly controllable
tax, in that it's experience-
driven,” said Paul Schardt,
senior vice president of
Cambridge. An  ex-
employee'sclaim affectsthe
employer’stax ratefor three
years.

Client fees amount to
$2.20 per employee, per fis-
cal quarter. For thefee, Cam-
bridge monitors all unem-
ployment claims, files any
appeals, representstheclient
at any hearings, verifies the
benefit charge statements
and confirmstheclient’sun-
employment tax rate.

Theformer Martin Boyer
Co. has represented CATA
memberssince 1979. Todis-
CUSss retaining the company,
call Schardt at 312-381-
8241.

Firesale CATA directoriesfree

Remaining suppliesof the
current CATA annual report
and membership directory
have been reduced to an ir-
resistible price: free.

When thedirectoriesprint
each July, all CATA mem-
bers are issued one compli-

mentary copy, and additional
copiesare sold for $10 each,
to defray printing and post-
age costs. But in the words
of someindustry ads, we or-
dered too many! Call 630-
495-2282 for copies of the
2006-2007 directory.

Minors

CoNTINUED FROM Pace 1
Vehicle occupancy islim-
ited to three passengers, and
the transport of people who
are not coworkersislimited
to two trips a day. Licensed

16-year-olds may not drive
on public roadswhile onthe
job. A violation of the Drive
for Teen Employment Actis
subject to a $10,000 fine.

On-the-job driving by
employees 18 and older is
not regul ated.

lllinois Dealers: please convey to your state
senator and representative your opposition to
the governor’s gross-receipts tax proposal.

Call the CATA if you need help identifying your
elected officials.

In Memoriam

Leonard (Len) Green, who was the CATA's public
relations director for 11 years until 1979, died April 12.
He was 95.

Mr. Green ascended to captain in the U.S. Army and
worked 30 years as an editor of the Chicago American
newspaper. He joined the CATA in 1968 and remained
with the association until hisretirement. Heis survived
by hiswife of 65 years, Kathryn; daughter Joan; and
two grandchildren. Donations can be made to Rainbow
Hospice in Park Ridge, 847-685-9900.

Congratulations!

Shiraz Mian, a sales manager at Schaumburg Honda,
graduated in March from the NADA's general dedler-
ship management program, specialized training to
prepare key management personnel to operate a new-
vehicle deaership.

The NADA program is an intensive 12-month
apprenticeship course in dealer management. Six
weeks of classroom study are combined with 45 weeks
of in-dealership training to prepare students for dealer-
ship management positions.

Mar ketplace

General Manager Accomplished, results-driven
entrepreneur with proven ability in retail dealership
operations. Solid understanding of dealership pro-
cesses, strategies for building a strong client base, and
systems, which facilitate consistent follow-up and
foster customer satisfaction. Carl Statham, 847-814-
4675.

CFO/Controller MBA with 16 years' experience.
Proven mastery and vision in running highly competi-
tive million-dollar companies in automotive and other
fiercely competitive arenas. Widely recognized by
colleagues, employees and clientele for impeccable
business ethics and rel ationship-building skills.
Anonymous, contact CATA.

Résumeés of both candidates are on file at the CATA.




