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A big part of Boyd Sutfin’s 
game plan is to build a younger 

technician customer base.
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IN STOCK NOW

MST1062
62 SMD LED Rechargeable 
Hand Held Work Light
• SMD Light Technology
• 400 Lumens max.
• Run time 4.5 hours approx.
• Comfortable rubber grip
• Two convenient hooks offering 

multiple lighting positions

MST1092
92 SMD LED
Rechargeable Hand
Held Work Light
• 600 lumens max.
• Run time 3.5 hours approx.

NEW MOBILE EXCLUSIVE ITEMS

MST97608
9 Piece Monster Mini Pliers Set
• Dual dipped, chemical resistant handles 

provide added comfort and grip
• All jaws and cutting edges are heat-treated 

to provide performance and durability
• Forged alloy steel with black oxide and surface grind finish
• All pliers exceed ANSI and ASME standards
• All pliers have a Lifetime Warranty

MST97618
6 Piece Monster 11” Long Reach Pliers Set
• Dual dipped, chemical resistant handles provide added comfort and grip
• All jaws and cutting edges are heat-treated to provide performance and durability
• Forged alloy steel with black oxide and surface grind finish
• All pliers exceed ANSI and ASME standards
• All pliers have a Lifetime Warranty
• 6 piece Monster branded Long Reach Pliers Set 

featuring encapsulated spring technology
Includes: Long Nose with Cutter, Bent Nose, 
Diagonal Cutter, Gripper Large, Gripper Medium, Gripper Small

IN STOCK NOW

ARRIVING
LATE MARCH



To order product or register for Tool Dealer Expo, call one
of our experienced Mobile Sales Professionals today! 

800.966.8478

MST1062 - 62 SMD LED

MST1092 - 92 SMD LED

www.marriottworldcenter.com

tooldealerexpo.blogspot.com

LEARN • PROFIT • ENERGIZE

SAVE THE DATE!
JUNE 20-21, 2014

MARRIOTT WORLD CENTER IN ORLANDO, FLORIDA
8701 World Center Drive • Orlando, Florida 32821

NEW MOBILE EXCLUSIVE ITEMS

9 Piece Monster Mini Pliers Set
• Dual dipped, chemical resistant handles 

• All jaws and cutting edges are heat-treated 
to provide performance and durability

• Forged alloy steel with black oxide and surface grind finish
• All pliers exceed ANSI and ASME standards
• All pliers have a Lifetime Warranty

ARRIVING
LATE MARCH
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EDITOR’S NOTE

BY ELLIOT MARAS

Editor

216-360-0050

Elliot@VehicleServicePros.com

1233 Janesville Ave.

Fort Atkinson, WI 53538

This year’s exceptionally cold win-
ter has delivered a wake-up call to 
mobile distributors who have not 

bothered to create a contingency plan for 
temperature extremes. Most distributors 
adjust their product offerings for the dif-
ferent seasons, but this year’s extreme 
winter weather interrupted normal activity 
in many regions and forced distributors to 
reschedule routes.

When winter arrives, distributors 
typically stock up on battery chargers, 
battery maintenance kits, electrical 
system analyzers and testers, clothing, 
boots and energy drinks. And since the 
post-Christmas period leaves customers 
strapped for cash, many distributors also 
think up creative promotions to entice 
them to spend money. But this winter 
has gone beyond the norm, temperature-
wise, forcing many distributors to work 
harder to sustain sales.

Work demand varies
Distributors, like their repair shop cus-
tomers, offered mixed reports on how 
the record cold has affected the demand 
for repair work. Some shops are seeing 
more work due to an increase in electri-
cal failures and traffic accidents. Others 
claim the cold weather forces car owners 
to postpone repairs.

One thing most distributors agree on 
is that it takes more strength, mentally 
and physically, to be out on the roads in 
this weather. Mobile distributors must 
drive more slowly to avoid accidents. 

Many say it has taken them twice as long 
to get from one stop to the next.

Whether the arctic chill has had a 
negative or positive effect on repair shop 
activity, there are things distributors can 
do to improve sales.

For starters (no pun intended), dis-
tributors need to make sure their own 
vehicles are capable of withstanding 
subzero temperatures. One distributor I 
know in Ohio got sidelined for a couple of 
days because his fuel filter froze, burning 
out his fuel pump. The tow and the repair 

cost him around $800, not to mention 
the lost sales.

Secondly, be sure to “tote and pro-
mote” if it’s not part of your routine. Most 
distributors know that customers are 
less likely to come out to the truck in the 
freezing cold, but this winter, the problem 
is especially severe. Based on the people 
I’ve spoken to, the distributors who tote 
and promote have been more successful 
than those who do not.

A tip from the frigid zone
Take it from Kraig Thoreson, a cold 
weather expert in the land of frozen lakes. 
“You can sell just about anything out of 
the tote tray,” notes Thoreson, a Matco 
Tools distributor in Owatonna, MN. 
“Not all guys (customers) can make it 
out to the truck.” Being in the Twin Cit-
ies, Thoreson is an old hand at dealing 
with subzero temperatures, so the arctic 
chill hasn’t fazed him or his customers.

Repair shops in the Twin Cities 

always get slammed with battery and 
starter issues in the winter, says Thore-
son, a 27-year veteran distributor. And 
he wouldn’t have it any other way. “I love 
the cold weather,” he says. This season, 
he has done well with battery booster 
packs and electrical chargers. He has 
found great interest this year in a new 
handheld starter that is well made and 
competitively priced.

Thoreson has actually refined the 
art of “toting and promoting” in the cold 
weather months by adding a promotion 
shelf near the entrance of his truck. On 
this shelf, customers see tools that he car-
ries into the shop along with other items 
he wants to draw special attention to. 

Another cold weather expert, Chad 
Roskopf, a Cornwell Tools dealer in West 
Bend, WI, agrees promotions are more 
critical during extreme temperatures. He 
holds raffles to drum up interest in com-
ing out to the truck. 

A creative solution
One of the more creative solutions 

to this year’s snow storms came from 
Scotty Smith, a Mac Tools distributor 
in Middletown, DE. Smith plows snow 
in the winter, and he claims it works out 
great since he keeps busy plowing snow 
on days when many of his repair shops 
are slow, if not closed.

Not many distributors agree that 
this as a viable option since snow plow-
ing would interfere with route schedules. 
Smith’s case is unique because he was 
plowing snow before he became a dis-
tributor and he established his tool busi-
ness in conjunction with snow plowing.

The cold temperatures remind 
mobile distributors that they need to 
be prepared for the unexpected. They 
need to be ready to spend the extra time 
needed on the route and give customers 
more reasons to come out to the truck. ❚

Feeling chilly?  
Take extra steps to WARM UP SALES

THE COLD TEMPERATURES 
REMIND MOBILE 

DISTRIBUTORS THAT THEY 
NEED TO BE PREPARED FOR 

THE UNEXPECTED.
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© 2014   Apex Tool Group, LLC     www.gearwrench.com

www.facebook.com/gearwrench

GEARWRENCH … ALWAYS HELPING YOU GET IT DONE.™

          New GearWrench
       compound action pliers give you the same cutting  

     and gripping power as regular pliers with 40% less 
    effort. The innovative pivoting compound action design 

provides a better transition of power from the handle to the 
jaws, so you can grip stronger, cut quicker, and get the job done 

faster day after day, again and again, with less fatigue.
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I
n less than two years, 31-year-old 
dealer Boyd Sutfin has managed to 
make it into Cornwell Quality Tools’ 
Top 100 list.

The Madison, WI dealer has been 
able to use his youth to his advantage, 
allowing him to understand the needs 
of the new generation of technicians.

Sutfin’s Madison route consists of 
mostly automotive dealerships and 
independent repair shops on the west 
side of Madison the first half of his 

week, rounded out by heavy duty truck-
ing and equipment shops north of the 
city on Thursdays and Fridays.

This former construction worker, 
who admittedly had little career direc-
tion as a young man, speaks to the 
opportunity mobile tool sales offers 
someone with a good work ethic and 
strong business instincts.

Growing up, Sutfin worked at his 
father’s family-owned body shop repair 
business.

“I grew up in a body shop. I got all my 
knowledge about the tools and everything 
– I was a grunt there.”

But after high school, he didn’t have 
direction on what he wanted to do pro-
fessionally. He ended up working for a 
pipeline construction company where he 
specialized in directional drilling.

“I had no idea what I wanted to do … 
I didn’t know what I wanted to do with 
my life at all,” says Sutfin.

He gained more knowledge on 

Setting the  
standard for the next

GENERATION
A Wisconsin Cornwell dealer succeeds by building a young customer base.
By Erica Schulz, Managing Editor

(Continued Page 10)

Once Sutfin sells out of the items he initially places in his tote, he continues to fill it with other items on his 
truck to bring into the shop. 

Sutfin talks with a customer in a heavy duty 
service shop.
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Sutfin made the Cornwell  
Top 100 Dealers list less than 
two years in the business.Sutfin kids around  with one 

of his customers, Scott Britz, 
at a Madison shop.
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tools and equipment working for the 
construction company. But he was on 
the road more than he wanted to be, 
and he didn’t find the job fulfilling. He 
then began working closer to home for 
Asplundh Tree Experts, trimming trees 
near power lines.

After seven years at the tree trim-
ming firm, Sutfin was on the lookout for 
a career that would offer him the same 
financial opportunities but be less physi-
cally taxing on his body.

That’s when he was introduced to 
Cornwell Quality Tools.

His father, John Sutfin, began to pur-
sue a career as a Cornwell  Tools dealer 
in the spring of 2012. Boyd happened to 
stop by his father’s house on the day his 
dad was meeting with Cornwell repre-
sentative and district manager, Ed Kuc-
zynski, to learn about the opportunity. 
(John Sutfin also runs a route on the east 
side of Madison.)

“I just sat there and listened, and 
realized it might be a good idea,” says 
Boyd Sutfin of becoming a Cornwell 
dealer. “We checked into it a bit more 
and it ended up being a deal.”

He liked what Cornwell Tools had 
to offer: a long-standing history of the 

brand (around since 1919) and the 
fact that the company manufactured 
its own line of products, including 
hardlines, in the U.S.

Now, after 18 months on the job, 
Sutfin says he definitely made the right 
decision, and he makes it a point to note 
Kuczynski's management and mentoring 
skills helped get him started.

“I love it. It was a really good move,” 
says Sutfin. “And I can see the future.”

During the 2014 Cornwell Tools 
Rally, Sutfin will receive his first ring, 
given to top Cornwell dealers in the 
country. In 2013, Sutfin placed 66th out 
of 100 dealers nationally. He will also take 
honors as the top dealer in Wisconsin.

(Continued Page 12)

Sutfin looks up pricing for a tool in one of his many catalogs.

If Sutfin needs to fill his tote with other items to 
sell, he may choose a tool like one of these  
hammers, to bring into the shop.

Sutfin’s wife helps with signage on the truck for 
things like beef jerky and other specials. 

Sutfin prints a receipt for every transaction com-
pleted for a customer.  

Sutfin fills a cooler with two cases of Monster energy 
drinks each day. “This will be empty by the end of 
the day,” says Sutfin. 
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INDEPENDENT DISTRIBUTORS WANTED! 

 For more information call 877 945 6442 

or email uscareers@autologic.com

BMW/MINI • MERCEDES-BENZ • PORSCHE • LAND ROVER • JAGUAR • VOLKSWAGEN/AUDI • VOLVO • ROLLS-ROYCE

When you purchase the Autologic not only do you get the 
LEADING  DEALER-LEVEL EUROPEAN DIAGNOSTIC TOOL, you also get 
WORLD CLASS TECHNICAL SUPPORT with live, expert factory trained 
Master Technicians to ensure efficient, quality repairs every time.

www.autologic.com  •  1-877-945-6442

155/0813  ©2013 Autologic DIagnostics, Inc.

 . THE  LEADING DEALER-
LEVEL EUROPEAN DIAGNOSTIC TOOL
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Approaching the younger generation
Sutfin appreciates all of his customers from young to veteran techs, but a 
big part of his game plan is to build a younger technician customer base.

He explains that he sees his age as an advantage, being only 31 
years old himself.

“I’m young. And I (like to) joke with those guys a little,” says Sutfin. 
“I’m not an old guy just getting into it. These younger guys, (they can start 
thinking) ‘that’s my dealer for the rest of my life.’”

And you can see how he relates to the younger techs in the shops.
At some stops, groups of younger technicians crowd around him to 

see the tools he carries in his tote. They appear just as eager to hear about 
the tools as Sutfin is to present them.

Sutfin has also been involved with his local high school by pur-
chasing goods like cheese and beef sticks from FFA (Future Farmers 
of America) fundraisers that he gives back to customers as thank-you 
gifts. He hopes that just having that brand presence around these high 
school students will help him recruit future Cornwell customers.

“Those (students) are going to high school, and then I’ll see them at 
the area technical college. Then I’ll see them back at the dealerships. So 
they have that whole Cornwell idea in their head for the future.”

He knows what they need
Sutfin has a passive sales approach. He’s not pushy. He focuses more on 
being relatable with the customer, and doesn’t like to pressure his custom-
ers into making a purchase.

“I get along with everybody, but the younger kids are more excited to 
buy. They need the tools,” says Sutfin.

He says he enjoys trying to figure out strategies for how to sell to 
different customers, and by figuring out the tools his customers need.

“You have to remember what they need and what they don’t need. 
What they already have. Stuff like that, so you don’t keep bringing in the 
same thing.”

(Continued Page 14)

Sutfin shows an air tool from his tote to a technician in a heavy duty truck shop.

Sutfin shows a customer a sheet hole metal cutter, one of the  
tools he is promoting from his tote.

Sutfin has four rows of shelving to store all of the tools on his truck.

Sutfin stresses the importance of keeping a clean truck. Not just 
for presentation, but for hygiene, too. “Everybody always comes in 
here, and they have some type of cold,” says Sutfin. “And you’re 
the person that always gets sick.”  
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Sutfin makes it a point to tell cus-
tomers about specials when he remem-
bers a customer’s want or need for a 
particular tool.

“The biggest thing is just being 
honest with them and trying to help 
them,” says Sutfin about his customers. 
“I tell them, ‘I’m here to help you out. 
I’m here to be your tool dealer for the 
rest of your career.’”

Sutfin finds the most opportunity 
with truck stops – which include any-
where from medium duty through Class 
8 facilities, trailer equipment, construc-
tion and cold transportation (reefer) 
repair. In addition to the regular gamut 
of tools an auto repair tech might need, 
these heavy duty shops require a more 
extensive array of tools.

Of these stops, Sutfin says, “I like the 
truck shops more. They need everything, 
from the little screwdrivers to the two-
inch tools. They’ve just got such a big box 
to build.”

The diesel technicians and heavy duty 
customers, Sutfin says, “Do everything 
the car guy does. But the car guy doesn’t 
need everything the truck guy does. 
(Truck guys) need everything from 1/4-
inch to 3/4–inch, or one-inch impacts.”

He also says heavy duty techs need 
larger wrench sets – in both metric and 
standard, as well as different sized tools 
like pry bars. “They need everything from 

COVER STORY/DISTRIBUTOR PROFILE

WWW.AVAKTOOLS.COM | 1.855.268.2825

Rivet 1/8” - 1/4”

Rivet Nut #8 - 3/8”

Rivet Stud #8 - 5/16”

Rivet + Rivet Nut + Rivet Stud

CAN’T GET YOUR 
HEAD STRAIGHT?
Rivet? Rivet Nut? Rivet Stud?

AVAK MaxDuty Swivel Riveter
3-in-1 fastening tool for all your 
various fastening needs 

• Fasten rivet, rivet nut and rivet stud 
  in one single tool
• 360° degrees swivel head design 
  for hard to reach places
• Unique QuickSwitch feature for 
  rapid functional change
• • Heavy duty supporting stainless 
  fasteners and structural rivets

Enter 21 at “e-inquiry” on  
VehicleServicePros.com

(Continued Page 16)

Sutfin says there’s more staying power at shops 
when he can sell a toolbox to a customer because 
it offers brand recognition for other potential sales 
in the shop. 

At the beginning of each month, Sutfin hands out 
Cornwell flyers to all of his customers. 

Sutfin keeps his truck neat and clean, allowing 
him to stay in a good mood on the road.
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MaxiSYS® Mini (MS905) / MaxiSYS®  (MS908) / MaxiSYS® Pro  (MS908P)

MAX ICLOUD
The industry’s � rst cloud-based 
online community puts you in 
touch with the latest tips and 
expertise from technicians 
around the world. It also 
saves customer and vehicle 
records, scanner data, and 
technician notes which are 
available on-demand 24/7.

ADVANCED 
WEBSITE 

Not just a website. Autel’s 
advanced tech support will now 
log into your product pro� le, 
document your diagnostic 
issue, and quickly resolve your 
problems. Individual software 
downloads can be tracked to 
determine if your MaxiSYS is 
software current.

MAX IFix 
The cloud-based MaxiFIX module provides a 
platform to network with other professional 
technicians. Access a huge database of 
repairs, diagnostic tips and procedures.

POWERFUL 
HARDWARE
• A9 quad-core processor

• 32GB solid state hard drive 

• Bright LED capacitive touch screen 
easily displays wire schematics and 
technical information, even in sunlight

 • Revolutionary Android Operating 
System allows you to multitask between 
apps, such as vehicle diagnostics, 
information & part search, easily and 
intuitively

REMOTE 
TECHNICAL 
SUPPORT 
Autel technical support can 
access the MaxiSYS from a remote 
location, in real-time, without the 
tech exiting the vehicle. Data log 
� les can be easily transferred between 
the tech and the support specialist.   

UNIQUE
SOFTWARE 
• AutoVIN technology for fast and precise vehicle 
identi� cation

• MaxiSys Vehicle Communication Interface (VCI) 
automatically connects via latest long range 
Bluetooth to the host tablet with quick veri� cation 
icon

• Latest technology in OE-diagnostics, including 
advanced coding & � ash reprogramming* for 
Domestic, European, & Asian vehicles

• Network topology diagnostic tree enables the tech 
to retrieve a wealth of information at a glance

PRO.AUTELTECH.COM

A new revolution  in diagnostics

maxisys
and the SYSTEM behind it

pro.auteltech.com  |  (855) 288-3587  
© 2014  Autel Intelligent Technology Inc.  All Rights Reserved.  All trademarks belong to their respective owners. *Advanced Coding/Reprogramming only 
available on the MS908P model. The Android robot is reproduced or modi� ed from work created and shared by Google and used according to terms described 
in the Creative Commons 3.0 Attribution License.
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a small pry bar to a six-footer.”
“It seems like the bigger (the piece of equipment) they’re work-

ing on, the bigger tool they need.”
At heavy duty and automotive stops alike, Sutfin has adopted 

the approach to help younger technicians buy tools that the veteran 
techs have in their boxes.

“Most of the truck mechanics learn what the old guys have, so 
I bring that stuff in for the young kids.”

Sutfin also looks to provide specialty tools when customers 
need them.

“Some guys have every tool out there. It’s hard to sell those 
guys,” says Sutfin. “But they will buy the specialty tools or new tools.” 

When customers need something from Sutfin, he readily 
communicates with them via phone calls and text messages 
using his smartphone. He also wears a Bluetooth headset to 
take calls while on the road.

Move at the  
speed of ESOC
Call your ESOC Commercial 
Truck Representative today at 
866.909.3762 ext 300 or visit 
www.esocinc.com

Reason #2  
Saves you time

ESOC 
Series 875

Benefits: 
 » Pre-lubes engine for 

instant oil pressure 
and eliminates bearing 
burn upon engine 
start up

 » Patented spill free 
closed loop “Green” 
technology with no 
need for drain pans or 
clean up

 » Minimal technician 
attention

 » Automated 
process

 » Eliminates 
operator contact 
with oil

 » Manual oil sample 
with no oil 
contamination 

E s s E n t i a l  to o l s  yo u r  c u s to m E r s  m u s t  h av E !

Change the Way you Change fluids 
the Environmentally safe oil change is a revolutionary new 
closed loop technology that uses air to purge used oil from 
the vehicles filter and passages while the engine is being 
evacuated using minimal time and labor. 

An oil change with the Series 875 can be completed 
in less than 10 minutes.

 

Priced just right to fit any fleet size

Enter 23 at “e-inquiry” on VehicleServicePros.com

At this heavy duty truck stop, Sutfin has sold toolboxes to multiple customers.  

A customer checks out a toolbox on Sutfin’s truck.
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COVER STORY/DISTRIBUTOR PROFILE

Sutfin has a Wi-Fi-enabled comput-
er to research products for customers 
and to keep track of customer trans-
actions and orders. A laser printer on 
the truck allows him to provide every 
transaction with a receipt.

And after every single transaction 

Sutfin makes? He says “thank-you” to 
every customer.

By the book
At the beginning of each month, Sut-
fin delivers flyers to all of his custom-
ers – either handing them directly to 

the technician, or by placing them on 
any number of toolboxes throughout 
the shop.

One thing that’s interesting about 
Sutfin’s technique is his ability to have 
all the technicians at the shop approach 
him to see what deals he has in his tote 
for that day.

He totes and promotes at the 
majority of his stops, and his primary 
selling is done inside the shop. He 
places tools he has on special in the 
tote. And when he sells those products, 
he fills the tote with other items from 
his truck. At every stop, he presents 
each tool in the tote – including the 
name, features and price – for listening 
customers.

Sutfin tries to answer questions 
immediately. He’ll make a call right at 

For information on Jump-N-Carry jump starters, 
visit www.jumpstarter.com.

Service operations that employ Jump-N-Carry jump starters know that no starting task is too daunting. 
They know from experience that every aspect of a Jump-N-Carry is designed to deliver extreme jump 
starting power, from the battery to the heavy-duty cables. Jump-N-Carry is all about power delivery.

WHEN IT HAS TO START

Enter 24 at “e-inquiry” on VehicleServicePros.com

Boyd Sutfin's Top 5 Tools:
•	Cornwell CAT4150 1/2” Super Duty Impact

•	Cornwell CAT2150 3/8” Super Duty Impact

•	Streamlight Stylus Pro flashlight

•	 Cornwell CBSMTH62S 62-pc 1/4’’, 3/8’’ and 1/2’’ 
drive Master Deluxe Star/Hex Bit Set

•	Cornwell ECXL1200 600 lumen rechargeable worklight

(Continued Page 18)
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the shop, or in his truck while he’s still 
at the stop.

At one shop, the manager inquired 
about a new cover for a scan tool cart. 
Sutfin called his Cornwell contact to con-
firm what he could offer. At another shop, 
a lead tech asked if Sutfin could replace 
the covers of three creepers used by the 
entire staff at the shop. Sutfin made the 
call right then and there.

A knack for collections
Another key to Sutfin’s success is his 
knack for collections. As soon as he 
walks into a shop, techs readily hand over 
cash, checks or their credit cards  to make 
weekly payments.

When asked how he has trained his 
customers to provide payments so readily, 
he says his district manager had asked the 
same question – but it’s just something 
he started when he got into the business. 

Beyond ensuring his customer’s 
weekly payments by running the physi-
cal credit card, Sutfin says there’s another 
advantage: he can save money per trans-
action by running the actual card versus 
submitting an automatic payment with 
the  customer's card number.

“I try to get their actual credit cards, 
because it’s cheaper for me to push (the 
payment) through. Only by a few cents; 
but if you do that all week long, it adds up.”

He does prefer cash or check, but 
credit cards “are the only way you can 
get your money sometimes.”

Looking to the future
When first starting out, Sutfin found he 
had to fine tune the balance between 
money on the street and the sales he was 
making. This requires comparing the 
amount of each customer’s weekly pay-
ments to their balance when they make 
additional purchases.

His solution to handling this issue has 
been to continue to take payments from 
techs with higher balances, but he won't 
pitch products as aggressively to these 
customers.

That’s not to say he won’t sell to them.  

COVER STORY/DISTRIBUTOR PROFILE

Enter 22 at “e-inquiry” on  
VehicleServicePros.com

Sutfin uses the drawers of his toolboxes for sale 
on the truck as extra storage for beef jerky and 
other truck essentials.

Sutfin’s route consists of more heavy duty shops 
later in the week, like this shop that services large 
equipment.

Groups of technicians surround Sutfin as he 
shows off the products for sale in his tote.
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COVER STORY/DISTRIBUTOR PROFILE

If a technician is in need of a tool, Sutfin 
is still ready and willing to help out. But 
he makes it a point to not over extend his 
customers’ balances, which he says is to 
their benefit, too.

For dealers just starting out, Sutfin 
offers this advice: “Watch your money 
when you start. Don’t just buy everything 
that you think is cool just because you like 
it. That’s what I did when I first started. 

Then it sits on your truck 
forever.” Of the tools he now 
stocks: “It’s not what you 
want, it’s what they want.”

He also suggests prepar-
ing for two key seasons dur-
ing the year: the holidays  
and the annual tool show.

Sutfin says it’s impor-
tant to reduce inventory 
on the truck before these 
two seasons.

“I would try not to order as much 
for the truck. You still have to order 
some stuff.”

During the holiday season, not as 
many customers are buying. “Your cus-
tomer count comes down. They say they 
don’t have the money because of (buying) 
Christmas presents.” 

He also offers this advice when 

purchasing before the annual tool rally:
“Don’t buy anything for your truck 

about a month before. Unless you need 
to order something for somebody. The 
older dealers taught me that.”

He now understands the importance 
of saving space for extra product because 
of the number of great manufacturer deals 
available during the tool rally: “I go to the 
tool rally to learn about new products and 
to learn new ways of doing things, and I 
pass those savings on to my customers.”

When asked where he sees himself in 
five years, Sutfin says, “Hopefully in a big-
ger truck,” smiling. He goes on to say he 
thanks Cornwell Tools for the  company's 
help and support. 

“It’s a fun job. I like it," says Sutfin. 
But, he adds, “It’s not easy.”

“Some people just think that it’ll be 
a cake walk.”  ❚

The only charger on the market 
with a Memory Saver Function

Made in USA

The Professional Technician’s Choice

800-949-1472
www.associatedequip.com 

The BEST MADE in USA
Intelligent Chargers Available

Model ESS6008MSK Battery Charger/Analyzer/Power Supply 
with Dead Battery Override Professional 

Lighting

12-1009

12-1004 

12-1017

Enter 25 at “e-inquiry” on VehicleServicePros.com

Sutfin says heavy duty shops, like this heavy duty equipment repair 
facility, provide him opportunity to sell light duty to heavy duty tools 
and equipment to customers. 
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SALES Q & A

By Phil Sasso
Contributing Editor
Phil Sasso is president of Sasso 
Marketing Inc. (sassomarketing.
com), a technical marketing 
agency specializing in tools and 
equipment. Subscribe to his 
free marketing tips at  
philsasso.com/blog.

Q.
Email is overwhelming me. 
I’ve got enough to do servic-
ing customers and managing 

my business without juggling all this 
email. Any advice?

A.
You’re not alone. I feel email over-
load too. The other day I counted 
207 emails in my mailbox – in 

one hour. A lot were unimportant or junk, 
but sorting them was a pain. (So, the fol-
lowing advice is for me as much as you!)

Technology can make our lives easier 
or harder. It’s all in how we use it. Here 
are some tips for taming the electronic 
mail dragon:

Divide and conquer. “I strongly suggest 
that you have separate business and per-
sonal email addresses,” says Don Russell, 
Cornwell Tools’ digital marketing man-
ager. You don’t want to deal with a crazy 
chainmail from your Aunt Gertrude when 
you’re on the clock. This lets you push off 
personal email until the workday is over.

Check your email often. Check your 
business email several times a day, says 
Russell. He suggests at the beginning of 
your day, midday (if you take a break) and 
at the end of your day. It’s quicker and eas-
ier to deal with fewer emails at one time.

“I can’t emphasize enough the 
importance of checking your email 
regularly,” says Russell. He says tool deal-
ers often call him about missing a last-
minute promotion simply because they 
didn’t check their email for several days. 
You also don’t want to miss a customer’s 
order or urgent question.

Russell tells a story about an OEM 
recall that required a special adapter to 
fix. Cornwell dealers who read his email 
blast about the recall and adapter were 

able to get orders from their custom-
ers before competing dealers even 
knew about the opportunity.

Can the spam. The spam filter is 
the greatest invention since the TV 
remote. Use it!

Use filters. Most email applications 
allow you to create filters to sort your 
email into separate folders. The 
simplest, for example, would drop 
every email from your flag into one 
folder so you check it more often, 
says Russell. That’s also faster than 
scanning your entire email box to 
find a new clearance promotion you 
got yesterday.

You can create sophisticated 
filter scripts, too. For example, you 
can have a filter drop emails with 

invoice attachments into a “bill” folder 
or emails with marketing information 
into a “promotions” folder. Don’t want 
to deal with this? Ask a “techie” friend 
or young person for help. (My “go to” IT 
guys are a friend who works at IBM and 
my 14-year-old son.)

Russell says Thunderbird (www.
mozilla.org/thunderbird) is a solid, free 
email application that has a lot of nice fea-
tures and filtering tools. It’s by Mozilla, the 
same folks who make the Firefox browser 
(www.mozilla.org). Try it.

Salute the flag. Want to put off, but not 
forget an email? Flag it. Just be sure you 
review your flagged email often or it’s as 
good as forgotten.

Q.
A customer called me with an 
order when I was driving. I 
couldn’t write it down and I 

forgot it. What can I do to avoid that 
happening again?

A.
I think vitamin B-12 is good for 
memory loss – or maybe that’s 
for fatigue. I forget.

Seriously, it’s not your memory, it’s 
that you need to encourage customers to 
text or email you with orders or questions. 
If you prefer talking to customers, let their 
calls go to voicemail. In your greeting, ask 
customers to leave their order or ques-
tion so you can get back to them with 

Want to stay connected?  
Some best practices

Customers are oftentimes flattered when a 
distributor posts their picture with a favorite 
toolbox on Facebook.

A dealer finds it helpful to spread the good news on 
Facebook when a customer buys a toolbox.
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SALES Q & A

an answer. (Russell does this.) That way, 
you can avoid interruptions and deal 
with texts, emails and voicemails more 
efficiently by tackling them all at once.

Remind your customer that anytime 
they need something they can call, email 
or text you. Remember your goal is to 
use technology to make their life easier 
as well as yours.

Q.
A lot of my customers are 
showing up on Facebook. 
Should I friend them?

A.
No! At least not on your personal 
Facebook account. Customers 
don’t need to see the annoying 

cat pictures your cousin Millie posted on 
your wall. And your friends and family 
may start to avoid you if you start posting 
tool promotions on your personal page. 

(Remember Russell’s advice about keep-
ing your business and personal life sepa-
rate? That goes double here.). Set up a 
business Facebook account.

“I think Facebook is the best way for 
dealers to get in contact with their cus-
tomers en masse,” says Russell. “They 
only have to post it one place. It’s very 
easy for dealers to get customers to fol-
low them … and personal and business 
accounts are both attached to the same 
login ID and use all the same tools.”

Setting up and managing a busi-
ness Facebook page is easy, says Russell. 
(Cornwell has a one-page handout on set-
ting up a business Facebook page. Ask 
your flag for theirs.)

“Take a photo of a guy standing next 
to the toolbox you just delivered to him 
with a big, proud smile on his face and 
post it on Facebook,” says Russell. There 

are other customers just like him who 
could see themselves with a new toolbox 
– or who want to buy his old toolbox. And 
there are smartphone apps that will let 
you shoot and post photos in seconds. So 
it’s worth the few moments to post photos 
every time you sell any big ticket item.

To do this with email, you’d have the 
headache of gathering addresses, main-
taining the list, and putting together the 
email, says Russell. With Facebook, it’s 
simple to put several posts a week on 
Facebook in literally a few minutes.

How do you get followers? Just post 
a sign on the truck telling customers to 
find you on Facebook. If you can, print 
it on your receipts or business cards. You 
have the toys. They’ll want to follow you 
to see what’s new and exciting.

Now if you’ll excuse me, I need to 
check my reader email folder.  ❚

Enter 26 at “e-inquiry” on VehicleServicePros.com
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MOST WANTED

Do YOU stock it?

The following products are among the most requested tools and equipment 
from recent issues of PD ’s sister publication, Professional Tool & Equipment 
News (PTEN). Perhaps you’ve already received requests about  

some of these items. They are definitely products you should take  
a closer look at stocking for your customers. 

Repair transmission 
cooling lines
The  Mastercool TC 3/82 GM 
Transmission Cooling Line Die and 
Adapter Set, No. 71099, includes the 
71099-06 adapter and 71099-16 die set. It 
can be used with the No. 71475 hydrau-
lic pump assembly. This set makes 
repairing transmission coolers easier 
than ever, according to the company.

Enter 30 at “e-inquiry” on  
VehicleServicePros.com

Tighten fasteners  
in odd places
The Eazypower FlexABit, FlexABit 
Plus and FlexAWrench tools all f lex 
to a 90-degree angle. These f lexible 
tool extensions do not permit the 
outer surface to rotate. The FlexABit 
can be used at any speed and has been 
rated at 3.5 ft/lbs of torque, while the 
FlexABit Plus can be used with heavy 
duty drills and has been rated at 13 ft/
lbs of torque. The FlexAWrench can 
be used for drive sockets. They can be 
used with most screwdriver tips.

Enter 29 at “e-inquiry” on  
VehicleServicePros.com

Prevent back  
strain when changing tires
Hoist Hanger provides an accessory for automotive 
lifts that allows wheels to be placed on and removed from vehicles at the same level the 
technician works, preventing the need to bend down to pick up or place a wheel. Each 
Hoist Hanger is an independent unit that is quickly and easily installed or removed. 
When the technician is allowed to hang the wheel off to the side, back strain is avoided 
entirely. The Hoist Hanger comes in several sizes and fits almost any two-post lift. 
Each unit folds "out of the way" against the lift arm when not in use.

Enter 31 at “e-inquiry” on VehicleServicePros.com

Repair stripped or  
damaged threads
The Anglo American Tools Nes Thread Repair 
hand tools repair both external and internal 

stripped pipe threads and eliminate the need for an 
extensive collection of taps and dies. There is no need 

to determine bolt size, depth and pitch. The tools work 
with SAE or metric, and right- or left-hand threads. 

These tools can repair threads that are at the beginning 
of a nut or bolt, whereas taps and dies are not able to 

perform that function.
Enter 27 at “e-inquiry” on VehicleServicePros.com

Cut tubing in tight spaces
The Beta Tools Ratcheting Tube 

Cutter, No. 331, comes as a ratch-
eting tube cutter that allows the 
user to cut tubing that is located 

in tight spaces. Traditional tube 
cutters require the user to spin the tool around the tubing, which 

can be nearly impossible when other mechanicals are in the way. With 
the No. 331, the user simply opens the end to place the tubing inside the tool, 

and then tighten the thumbscrew and ratchet.
Enter 28 at “e-inquiry” on VehicleServicePros.com
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MOST WANTED

Test relays
Electronic Specialties’ Shielded Relay Adapter Kit, No. 190-4, includes three relay 
adapters for use with the 190 Relay Buddy tester. These three adapters permit testing 
of shielded style relays, which could not be tested previously with the Relay Buddy. The 
adapter plugs into the Relay Buddy tester first, then the relay plugs into the adapter. 
From there, normal testing procedures can be followed.
Enter 34 at “e-inquiry” on VehicleServicePros.com

Store tools and supplies
Craftline Storage Systems’ 8-drawer 
service tray rack cabinet has heavy duty 
ball bearing drawer slides and solid steel 
drawer bottoms. With different con-
figurations this heavy duty cabinet can 
store eight compartment tray boxes with 
the ability to support 100 lbs, for a total 
storage capacity of 800 lbs. The cabinet 
comes modular in design and can be 
used with all other Craftline products 
to create the perfect storage system. 
The cabinet comes with two heavy duty 
lockable catches and heavy duty carry 
handle. Cabinet dimensions: 20.5” width 
by 12.5” depth by 30” height.

Enter 33 at “e-inquiry” on  
VehicleServicePros.com

Mid-rise scissor  
lift for wheel service
The Dannmar Cadet 6000XL 
mid-rise scissor lift is a 6,000-lb 
capable lift, that is perfect for wheel ser-
vice shops. An all-around upgrade 
from the company’s Cadet 6000, 
the 6000XL has the same lift-
ing capacity, higher-grade 
materials and is constructed with 
more steel. This lift won’t take up an extra bay, and offers the 
ability to be moved out of the way when not in use.

Enter 35 at “e-inquiry” on VehicleServicePros.com

High-cutting  
capacity with little effort
The Knipex X-Cut Compact Diagonal Cutter, No. 73 02 
160, provides users high-cutting capacity with very little 
effort thanks to the optimum coordination of a cutting edge 
angle and high-lever ratio. The innovative box joint design 
provides high stablity while staying lightweight. A double-
supported joint axis allows for heavy duty cutting of thicker 
cables, while still allowing precise cuts through fine copper 
wires. This tool requires 20 percent less effort than high-
leverage diagnonal cutters of the same length, according to 
the company. This tool features a forged, chrome vanadium, 
oil-hardened steel construction.

Enter 36 at “e-inquiry” on VehicleServicePros.com

Ratchet in tighter spots
The GearWrench Gimbal Ratchet allows the ratchet head to 
rotate on two planes, providing easier access for the end user. 
The 72-tooth ratcheting mechanism provides a 5-degree swing 
arc and allows technicians to spin fasteners on and off in hard-
to-reach areas where it’s difficult to use a standard ratchet. It 
comes in 1/4" and 3/8" drive sizes. The anodized aluminum 
finish offers protection and makes the ratchet easy to clean.

Enter 32 at “e-inquiry” on VehicleServicePros.com
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DRIVING SALES

All shops require some form of lifting equipment to work under vehicles.  
While this type of equipment can sometimes be a bit more difficult to 
sell, there is a demand for it. It takes knowing the right information 

about the products to share with customers. Check out the next several pages 
for product options that customers might be interested in.

Lifts, Jacks & Stands

SUV and service truck jack
The Norco 3-1/2 ton heavy duty floor jack has been designed for a variety of 
automotive shop uses including the added capacity and maximum lift height 
required to handle most SUV and 1-ton-plus service trucks. This jack features 
steel hydraulic block construction, a double-pump piston design that quickly 
raises the jack to the maximum height and a removable, two-piece handle with 
knurled hand grip for ease of use. The tool provides 4” low and 21-3/8” maximum 
lift heights (without a saddle adapter) and 7” low and 24”-3/8” maximum lift 

heights (with a saddle adapter). A safety bypass system protects  the pressure 
cylinder, and a safety overload system prevents the jack from being 

used beyond its rated capacity.
Enter 37 at “e-inquiry” on VehicleServicePros.com

Lift vehicles more quickly
The Mohawk System I 10,000-lb.capacity clear floor two-post 

lift incorporates patented, hydraulic synchronization and is 
ideal for servicing all cars and light trucks. The System I 

features 3" and 6" truck frame adapters for 
hard-to-reach vehicle frames and a low 
3-1/2" arm height to allow for easy access 
to low-riding sports cars. It also features 
a total clear f loor design with adjust-

able height overhead hydraulic lines, all-
position mechanical safety locks, internal 

hydraulic safeties and automatic locking arms. 
This unit comes with a 25-year structural, 10-year mechani-

cal, plus a limited lifetime hydraulic cylinder warranty.
Enter 41 at “e-inquiry” on VehicleServicePros.com

An additional  
foot between lift posts
The Admiral 9000X from Dannmar 
Equipment is the extended version of 
the Admiral 9000 two-post automo-
tive lift, providing over a foot more in 
width between posts and drive-through 
clearance than the standard version. 
This floor-plate garage lift offers seri-
ous benefits that make it very desirable 
to both the service technician, business 
owner and the homeowner, according 
to the company. This vehicle lift is extra-
wide for larger vehicles, and its extended 
arm reach will cover most vehicle lifting 
points. The Admiral 9000X has a low-
profile design for shops and garages with 
height restrictions.

Enter 39 at “e-inquiry” on  
VehicleServicePros.com

Lift vehicles
The WorkSafe USA No-Jack Lift 
features an all-in-one design that 
is compact, lightweight and easy to 
store. Unlike service jacks, which have 
limitations such as requiring level or 
solid ground in order to lift a vehicle, 
this product lifts right from the wrecker 
itself. It has an overall height of 3” with a 
width of 6”. It has a length of 36.5” while 
weighing only 34 lbs. This unit has a 
lifting capacity of 3,000 lbs.

Enter 40 at “e-inquiry” on  
VehicleServicePros.com

Secure an engine for work
The American-made Hein-Werner 1,250-lb Engine Stand, No. 
HW93778, combines strength and ease-of-operation. The head will 
lock into any position along its 360-degree rotation. The head is rotated by 
a long handle in the back of the stand making the rotation of the engine an 
easy task. It stands on a strong, sturdy frame built from heavy 
gauge welded square tubular steel atop an H-frame, with two 
fixed wheels at the front of the stand and two rear 
swivel casters for maneuverability.

Enter 38 at “e-inquiry” on VehicleServicePros.com
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DRIVING SALES

KNIPEX Quality – Made in Germany©2013 KNIPEX  

If your customers use retaining ring pliers every day, the 
KNIPEX precision retaining ring pliers are perfect for them.  
Available in external and internal styles; straight or 90 
degree angles and come in all popular sizes. KNIPEX also 
offers a heavy-duty version.

To see a video on how to sell this tool, 
visit: http://SellingTip4.notlong.com 
or scan the QR Code with your mobile phone.

KNIPEX – Tools Designed With Your Profi ts in Mind

Part Number: 
48 & 49 Precision Series

• • Inserted spring steel tips 
Inserted spring steel tips  for heavy-duty uses, last 

 for heavy-duty uses, last  10 times longer
 10 times longer

•• The precision machined tip   area virtually eliminates ring  
 area virtually eliminates ring   twisting and fl y off 
 twisting and fl y off 
•• Lifetime Warranty

MOBILE          JOBBER
SELLING TIPS

RING UP 
MORE SALES
With KNIPEX Retaining 
Ring Pliers

Enter 42 at “e-inquiry” on VehicleServicePros.com

Hydraulic bottle jack and safety jack in one
The Powerbuilt Xtra Low Profile Jack, from Alltrade Tools, slips under bodies as low as 2-3/4” but rises 
all the way up to 15-1/2”. Rated for vehicles up to 4,000 lbs, this jack features the patent-pending 
locking safety bar that holds the load without the need for jack stands. It is the perfect jack for 
subcompact, compact and modified cars; and for trucks, unibodies and body-on-frames.
Enter 45 at “e-inquiry” on VehicleServicePros.com

Hold vehicles in place
Mac Tools’ 6-ton Spring Assist Stands, 
No. JS6MJK, offer a fast lift for profes-
sional performance. Unlike other jack 
stands, these have a rack bar that quickly 
raises to its desired support point, due to 
spring loaded technology. Made with a 
heavy gauge steel frame, the construc-
tion helps prevent distortion and twist-
ing. The stand has a counter-weighted 
pawl that locks the racket bar securely 
in place and reaches a maximum height 
of 24”-3/8”. It weighs 35 lbs.

Enter 43 at “e-inquiry”  
on VehicleServicePros.com

Lift engines
ARI-Hetra’s Engine Hoist, No. 
AH09756, places a large empha-

sis on safety with a 9,000-lb lift-
ing capac-

ity, which 
can han-

dle most 
engine sizes. This maximum lifting 
capacity, combined with its collapsible 
frame, helps this tool exceed job perfor-
mance standards and allow it to be eas-
ily stored away when unused. The hoist 
has a usable, effective and safe design, 
according to the company.

Enter 44 at “e-inquiry” on  
VehicleServicePros.com
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DRIVING SALES

Lift heavy duty vehicles
Stertil-Koni Freedom Lifts, Nos. SK 2.20, 2.26 and 
2.30, have lifting capacities of 20,000 lbs, 26,000 lbs and 
30,000 lbs, respectively. Designed to provide a combina-
tion of peak performance and safety through a sym-
metrical, open floor design that optimizes workspace in 
the shop, these lifts are similar to the recently intro-
duced 16,000-lb capacity Freedom Lift. All of these 
lifts feature a clean, ergonomic design with wheels-free 
lifting, telescopic swing arms with a wide range of usability and a footprint that 
requires no mechanical structure overhead. The No. SK 2.20 can lift a vehicle 
within 58 seconds while the Nos. SK 2.26 and 2.30 require 95 seconds.

Enter 49 at “e-inquiry” on VehicleServicePros.com

Improve door clearance
Nussbaum Hydraulic two-post lifts, No. SPL 10000, come with a lifting capacity 
of up to 10,000 lbs, asymmetric arms which allow optimal door clearance and easy 
vehicle access for interior work. The lift’s 124" width and extended height options 
help maximize valuable shop space, while hard-chromed cylinders prevent corro-
sion and wear. The lift gives users a no-worry, low-maintenance lift, according to the 
company. It features other technician-friendly details such as electronic lock releases 
and telescoping arms.

Enter 50 at “e-inquiry” on VehicleServicePros.com

Self-locking screw 
technology
SEFAC mobile column lifts feature self-
locking screws to power the lifts. This 
technology has proven itself to be more 
robust than hydraulic lifts, according 
to the company. The self-locking screw 
system will not leak, does not rely on an 
independent lock (as it is self-locking) 
and is substantially maintenance-free. 
The entry level S1 series has a 12,000-
lb capacity per column (48,000 lbs for 
a set of four). The top line lift available 
has a capacity of 18,000 lbs per column. 
These lifts feature electronic capability 
for fault finding, synchronization and 
user-friendly controls. 

Enter 46 at “e-inquiry” on  
VehicleServicePros.com

Lift vehicles faster
Challenger Lifts’ Quick Cycle technol-

ogy has increased the rise and descent 
speed of its CL10V3 two-post and 
EV1020 in-ground lifts. Quick Cycle 
lifts have reduced lifting time from 
48 seconds to 27 seconds, equating to 

a 42 percent time savings and a low-
ering speed to a constant 17 seconds 

(approximately) regardless of the weight of the vehicle. Quick Cycle technology was 
engineered as a solution for the expanding need for quick service bays, and has proven 
to be a simple and inexpensive way to add express services to shops everywhere.

Enter 48 at “e-inquiry” on VehicleServicePros.com

Jack vehicles quicker, easier
PowerStation’s NOS 3 Ton High Performance 
Aluminum Racing Jack has all aluminum construc-
tion and weighs less than 60 lbs. Traditional steel jacks 
can weigh almost twice that. In addition to being light and 
easy to maneuver, this jack has nylon wheels that prevent mar-
ring of shop floors. The dual piston power unit gets the jack up to the load in record 
time. The padded side handles make the jack easy to carry and the padded lift handle 
prevents injury to the vehicle during lifting. With a high height of 19.5” and a low 
height of 3.75” this jack can work on everything from low clearance sports cars to full 
size trucks. It includes jack stands and service jacks in capacities from 1.5 to 3 tons.

Enter 47 at “e-inquiry” on VehicleServicePros.com
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Increase lift ease of use
BendPak’s PCL-18 portable column lift 
system combines heavy duty capability 
with ease of use that reduces operator 
fatigue in the placement of the lift col-
umns. Its 6” diameter Cush-Ride front 
wheels feature an adjustable active leaf 
spring design that provide variable up-
front ground clearance for smooth trav-
eling over uneven floors, deteriorating 
asphalt, expansion seams and thresholds. 
Intuitive touchpad controls allow the 
user to operate, view and change opera-
tion parameters directly from each indi-
vidual touch-sensitive display.

Enter 53 at “e-inquiry” on  
VehicleServicePros.com

Lift heavy  
duty trucks
Forward Lift’s FCH fam-
ily of mobile column lifts 
offers 18,000 lbs of capacity 
per column in an affordable, 
portable package designed 
for independent repair facil-
ities. Designed with small- 
to medium-sized shops in 
mind, the family’s econom-
ical price allows the user to 
enter the heavy 
duty market. 
The fixed forks 
on FCH lifts fit 
most truck tires without the 
need for adjustment, enabling faster set-
up. One end of the lift is always open, 
making it easy to pull vehicles in and out. 
Each lift has an 18,000-lb capacity, with 
a set of four capable of lifting 72,000 lbs.

Enter 51 at “e-inquiry” on  
VehicleServicePros.com

Prevost Couplers.

We have the perfect coupler 
for your system.

With a simple push of a button, 
Prevost PS1 Couplers vent pressure 
then safely release the plug - 
eliminating the risk of personal injury 
or vehicle damage from hose-whip.

Prevost’s leak-free connections are 
also big energy savers.

But don’t just take our word for it, 
look at the awards we’ve won.
Sell a winner. Sell Prevost.

Faster. Safer. Leak-free.

Enter 52 at “e-inquiry” on VehicleServicePros.com

Six locking positions
The Sunex 1003AJ 3-ton Aluminum Jack Stand features pin-style locks, 
is constructed of 100-percent aluminum and weighs under 10 lbs. A 
heavy duty flanged base and ASME-PALD 2009 compliance ensure 
safety and stability while working. Six locking positions secure the load 
in multiple heights from 10.6” to 15.4”.

Enter 54 at “e-inquiry” on VehicleServicePros.com
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Enter 58 at “e-inquiry” on VehicleServicePros.com

LOW CURRENT...
LARGE CLAMP!

Call 800-227-1603 for more
 info. - www.esitest.com

LOW CURRENT...
LARGE CLAMP!

• Larger Clamp Size 19mm

• Reads down to 1mA

• True RMS accuracy

• Stable Zero Function

• Min/Max

• CATIII safety

New Item!

688 True RMS Low Current Clamp Meter
We’ve improved the zero drift on the low
DC amps function - along with enlarging
the clamp size to accomodate larger
ground cables. Your feedback has
contributed greatly in the develop-
ment of  this premium low current
clamp meter...these features are
unmatched. Great for parasitic drain testing.

Enter 59 at “e-inquiry” on VehicleServicePros.com

Set up vehicles for lifting
The Gray Manufacturing Wireless 
Portable Lifting System, No. WPLS 
i3, offers the user an innovative touch-
screen control system that will guide 
the tech to quickly and correctly set the 
columns for proper lifting. The patent 
pending control system allows the user 
to park the lifts, use the lifts in paired or 
single mode and has auto slow mode for 
vehicle placement on stands. The paired 
and single mode feature auto-return so 
the tech can easily re-engage the vehicle 
and remove the vehicle from stands.

Enter 55 at “e-inquiry” on 
VehicleServicePros.com

Service light duty pickups
The Rotary Lift Mach series mobile 
columns and truck frame adapter kit 
allow shops to affordably service popular 
light duty trucks. The 13,000-lb capac-
ity columns are approximately 1' shorter 
and 150 lbs lighter than the company's 
other mobile column lifts, making them 
ideal for mobile distributors to trailer 
and demo. The columns are battery 
operated, so demos can be conveniently 
conducted anywhere in the shop, even 
in the parking lot outside. With a total 
capacity of 12,000 lbs, the truck frame 
adapter kit is able to service Class 2 and 
some Class 3 trucks.

Enter 56 at “e-inquiry” on 
VehicleServicePros.com

25.5”-wide runways
The Kar Lift Equilibrium, by Omer, is 
a true vertical platform pantograph lift. 
The Equilibrium is available in 12,000-
lb, 16,000-lb and 18,000-lb capacities. 
The 25.5"-wide runways are available 
17’, 18’ and 20’ long. The Equilibrium 
lifts to 81.5” and with less floor obstruc-
tion then other scissor lifts, according 
to the company. Omer uses a patented 
volumetric control that maintains the 
coplanarity of the runways without 
any electronic sensors on the lift. The 
Equilibrium is available with the 9,000-
lb capacity, integrated-runway, lifting 
tables or conventional jacking beams.

Enter 57 at “e-inquiry” on 
VehicleServicePros.com

28 / Professional Distributor / March 2014 / www.VehicleServicePros.com

http://www.esitest.com
http://www.VehicleServicePros.com


IN FOCUS

The Electronic Specialties True 
RMS Low Current Clamp Meter, 
No. 688, features a 3/4" clamp 

opening, which allows clamping over 
heavy duty ground cables and some mul-
tiple ground cable systems. The larger 
clamp will permit a wider range of use 
across heavy duty vehicles. This clamp 
meter has improved the drift on DC amps 
readings, and it has a built-in full range 
digital multimeter for true RMS accuracy. 
The clamp meter measures DC/AC volts, 
ohms, frequency, capacitance, diodes, 
continuity and temperature in Fahrenheit 
and Celsius. Multimeter test leads, tem-
perature probe and zippered carrying case 
are included.

Selling points
•	 Measures down to 1 mA accurately, 

for measuring and diagnosing 
parasitic battery drains.

•	 Large clamp size of 0.75” (19mm) 
clamps over larger heavy duty 
ground cables and some multiple 
ground cable systems.

•	 Much improved zero-stability allows 
higher confidence in low current 
readings.

•	 Full-function DMM is built into the 
688, including temperature readings.

Features and benefits
The 688 is geared to help technicians 
deal with battery drains effectively and 
help locate the drain quickly. It all starts 
by clamping over the negative battery 
cable to read the residual currents in the 
system. From there, the technician can 
pull fuses to see which circuit is drawing 
the amps. The 688 also measures up to 
80 amps, so there are many applications, 
such as verifying correct charging current 
in DC to DC converters on hybrids.

Application
The 688 can perform all types of 
electrical troubleshooting, from voltage 
and resistance issues to problems in 
which amperage readings are key to the 
diagnosis. Most importantly, this unit 
is geared to address the challenges of 
taking accurate low-current readings 
when battery drains persist.

Origin
The idea was derived completely from 
customer feedback. Users and dealers 
have been giving feedback on the ear-
lier model low-current probe. The com-
pany took that feedback and designed 
a completely new clamp meter, which 
incorporates those requests.

One issue has been the clamp size. 
Clamping over the negative battery 
cable speeds up the diagnosis of 
battery drains. Our prior model could 
not clamp over some larger cables and 
some multiple cable systems. The 688 
can now clamp over those and provide 
the readings needed to diagnose and 
locate the problem.

Manufacturing specs
The 688 measures currents from 1mA 
up to 80 amps. It also measures DC 
and AC voltage, ohms, frequency (Hz) 
capacitance, diodes, temperature and 
continuity. Other notable specifications 
include min/max, peak min/max, ana-
log bargraph and a backlit 5,000-count 
LCD display. A zippered carrying case 
comes included.

Storage and display
The unit is packed in a full-color box 
suitable for display anywhere on the 
truck.

  

 
 
 

Suggested 
retail price

$315

For more information
(800) 227-1603
info@esitest.com
www.esitest.com  ❚

Enter 60 at “e-inquiry” on  
VehicleServicePros.com

Electronic Specialties  
688 True RMS Low Current Clamp Meter
This tool helps techs deal with battery drains effectively and helps locate the drain quickly

To watch a video  
demonstration of this tool,  

visit: VehicleServicePros.com/11306988

The ESI 688 True 
RMS Low Current 
Clamp Meter 
can perform all 
types of electrical 
troubleshooting, 
from voltage and 
resistance issues 
to problems in 
which amperage 
readings are key to 
the diagnosis.
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The Dent Fix Equipment Aluspot 
Deluxe Aluminum Repair Station, 
No. DF-900DX, allows shops to start 

working on highly profitable aluminum 
repairs. The five steps for aluminum repair 
are covered by the tools included in this 
set: expose the bare aluminum, apply heat, 
weld pins, pull the dent and shape the dent. 
Unique features to this system include the 
locking doors and dust cover that ensures 
the tools are isolated from outside contami-
nants. The Aluspot includes a five-year war-
ranty and is made in the U.S.A.

Selling points
•	 Not many shops are set up properly 

to accept aluminum repair work 
despite the increasing demand. 
Automotive Service Association 
Chairman Darrell Amberson 
estimated less than 10 percent of 
the independent repair shops in 
the U.S. meet certifications and 
equipment requirements necessary 
to work on aluminum vehicles. The 
Aluspot can instantly get a shop 
into the aluminum repair business, 
where repair rates can be up to 
three times higher than steel.

•	 From repair to proper storage, the 
DF-900DX is the most complete 
aluminum repair station on the 
market, according to the company.

•	 The Dent Fix DF-900DX Aluspot is 
approved by Ford to repair the vehicle 
manufacturer’s 2015 aluminum-bod-
ied F-150.

•	 Many other vehicles already use 
aluminum or are switching to the 

lightweight material. Some vehicles 
include the Audi A8/R8; Tesla Model 
S; 2014 Mercedes C-Class; future 
Ford F-250 and 350, and Expedition.

Features and benefits
This system works very similar to that 
of a stud welder. It includes everything 
needed to address the five basic steps 
of working with aluminum: expose the 
bare aluminum, apply heat, weld pins, 
pull the dent and shape the dent.

Cross contamination of two unlike 
metals, like aluminum and steel, can 
cause galvanic corrosion, thus ruining 
the finish of the repaired panel. Isolating 
the tools for aluminum use only is 
controlled by the locking cabinet, three 
locking drawers and the dust cover. The 
drawers have die cut foam to keep the 
tools organized and accounted for. 

Application
This unit performs maintenance 
on repairing dents and creases in  
aluminum panels.

The process and idea behind the ser-
vice is similar to working with steel, but 
the difference is that aluminum behaves 
differently and has different character-
istics, thus requiring a slightly different 
approach. 

After the paint and other surface 
coatings are removed and the panel 
is heated to a specific temperature, a 
capacitor discharge welder is utilized to 
weld pins to the raw panel. These pins 
are then pulled using a series of pull-
ers designated for that specific type of 

pull. It does not weld aluminum cracks 
together. That is a different process 
altogether, the company notes.

Origin
Dent Fix Equipment stays current with 
manufacturing processes to ensure 
expertise on repairing the new mate-
rials before they become adopted as 
regular processes.

In 2005, the company noticed some 
vehicle manufacturers experimenting 
with boron steels and aluminum. The 
company immediately started putting 
together prototypes to come up with a 
solution. 

For the last decade, Dent Fix has 
been working with aluminum and ultra-
high strength steels. In that time, it has 
developed the tools needed to get the 
job done efficiently.

Dent Fix AluSpot  
Deluxe Aluminum  
Repair Station
This unit performs maintenance on repairing  
dents and creases in aluminum panels.

The Dent Fix DF-900DX Aluspot is approved by 
Ford to repair the vehicle manufacturer’s 2015 
aluminum-bodied F-150.
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Manufacturing specs
The completed unit is made in the U.S.A. 
and comes with a five-year warranty.

Each station includes the following: 
a capacitor discharge welder utilizing a 
self-contained, weld gun with ground; 
Alu-Magnesium stud pins; hand T-puller; 
squeeze puller; lever puller; bridge puller; 
body file + 350mm blade; infrared tem-
perature gauge; digital set temperature 
heat gun; pick/finishing hammer; curved 
pein/finishing hammer; 22mm soft face 
hammer; reverse-curve hammer; 35mm 
dead blow hammer; bolster-head nylon 
chisel; round-head nylon chisel; double-
end nylon dolly; utility dolly; double-end 
dolly; thin-toe dolly; heel dolly; curved 
dolly; inline paint remover; stainless-steel 
shoe handle brush; stainless-steel tooth 
brush and dust cover.

Storage and display
The item is either sent via truck 
freight or shipped in individual boxes. 
Assembly is easy and handled by the 
purchaser. If displayed on a truck, it 
is displayed like any other toolbox. 
The wheels, doors and cabinet should 
be locked during transportation in a 
truck. The scissor top cabinet can be 
opened easily to display the welder. 
A DVD is available to play during 
demonstrations.

Seeing the AluSpot in person helps 
to drive home the quality of this unit. 
It shows the customer that aluminum 
tools are not that different than the steel 
tools they probably already own.

Customers understand the quality of 
the unit once they become familiar with 
the differences and common practices. 

Suggested retail price
$7,495

For more information
Erik Spitznagel
(800) 523-1751  ❚

Enter ## at “e-inquiry” on VehicleServicePros.com

 

p: 1-909-CanDo-11  
    (226-3611)

www.candointl.com

t
  HD Code+  
Diagnoses All 1996 And 
Newer OBDII/ EOBD/ CANBUS 
Compliant Gasoline &  
Diesel Vehicles.
Functions:
⊕   Read & Clear DTCs
⊕   View Freeze Frame Data
⊕

   
View Live Data

Diesel Exclusive:
⊕   Class 4-Class 8 Trucking  

Coverage Featuring   

Automatic Protocol Search

⊕
   
HD J1587/J1708 
And J1939 
CAN, Engine, 
Transmission, 

 

ABS Coverage 
And More.

HEAVY DUTY DIAGNOSTICS,              WITHOUT THE HEAVY COST...

⊕   Special Tests Include:
 → I/M Readiness
 → MIL Status
 → O2 Sensor Test
 → On-Board Monitor Test
 → EVAP System Test
 → Vehicle Info
 → Code Look-up

Newly Released 
Connector and 

Updated Software 
for Improved 

Vehicle CoverageVisit us at Vision Show booth 227

Enter ## at “e-inquiry” on VehicleServicePros.com

To watch an informational  
video on this product, visit:  

VehicleServicePros.com/11307030
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SNEAK PEEK

Welcome to Sneak Peek! This product section features exclusive, 
recently introduced automotive tool and equipment products. In 
Sneak Peek, we’ll show you new tools even before automotive 

technicians get to read about them in PTEN (Professional Tool & Equipment 
News) magazine. Sneak Peek products will help you stock your truck with the 
latest and greatest tools on the market. 
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Deutsch Jumper
Wire/Test Kit  
Part No. 508 
Includes 6 jumper wires and 5
terminal release tools
Also available is Replacement
Kit 508RPL with 30 pigtails, 20
heat shrink tubes and 30 butt
splices

Bosch Jumper Wire Kit 
Part No. 512
Includes 4 jumper wires and 2
terminal release tools
Also available is Replacement
Kit 512RPL with 30 pigtails, 20
heat shrink tubes and 40 butt
splices

6539 Cecilia Circle 
Edina, MN 55439

800-328-6277  
www.thexton.com

Delphi Jumper Wire &
Circuit Repair Kit
Part No. 513
Contains 104 jumper wires, 7
terminal release tools, 60 pig-
tails, 40 heat shrink tubes and
40 butt splices

Enter 66 at “e-inquiry” on VehicleServicePros.com

Tap Extensions will
extend the reach of regular-

length taps and allow tapping
in deep holes and awkward
locations. Square and round
sockets conform to leading tap sizes,
and these tools are suitable for both
machine- and hand tapping.

600 New Park Avenue, West Hartford, CT 06110
Tel: (860) 523-5231 • Fax: (860) 236-9968

sales@waltontools.com • www.waltontools.com

Tap Extractors will remove
broken taps simply and safely,
without drilling, lasers,
damaged threads, scrapped
parts or repair inserts.
Available in every tap size,
both inch and metric.

Tap Extractors
& Tap Extensions

Tapping into good ideas 
for over 100 years

Available as sets or
individual pieces.

Every Toolbox Needs...

Performance professionals 
have depended on high-quality
Walton tools since 1908.

Enter 67 at “e-inquiry” on VehicleServicePros.com

One-touch TPMS 
re-learn module
The ATEQ MitsuReset tool 
is a one-touch TPMS re-learn 
module for the Mitsubishi 
Lancer, Outlander and 
Mirage, which previously 
required the use of an 
expensive scan tool coupled 
with a TPMS trigger tool in order to 
reset a TPMS system. ATEQ’s stand-
alone MitsuReset allows technicians 
freedom to use any other TPMS trigger 
tools like the ATEQ VT55 diagnostic 
tool, the ATEQ VT30 or VT15 trigger 
tools. The MitsuReset tool is easy to use, 
fully updateable with a computer, and is 
compatible with all TPMS trigger tools 
capable of triggering Mitsubishi sensors.

Enter 65 at “e-inquiry” on 
VehicleServicePros.com

Industrial-grade  
nozzle for cleaning filters
The Mikise Power Pic Pro allows users to clean reusable 
filters, which will prolong life and improve performance, 
according to the company. To use, attach the industrial-
grade nozzle with ergonomic handle onto a standard hose 
to clean filters inside and out. The easy "on/off" valve allows 
users to select the pressure that’s best for the filter media. 
The air/water agitation action then extracts built-up dirt 
that hinders product performance and shortens the life of 
filters. The Power Pic Pro can be used with all pre- and 
post-filter treatments.

Enter 64 at “e-inquiry” on VehicleServicePros.com
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Works on steel or aluminum 
for dent repairs
The H & S Autoshot Uni-Vac, No. DTK-
7700, is a dent puller for professional use. 
Because of the self-contained vacuum fea-
ture, no air lines are required and it can be 
used anywhere inside or outside. The Uni-
Vac works on steel or aluminum panels, 
as well as bumpers. It comes in a durable 
storage case with vacuum cups in three 

different sizes.
Enter 69 at “e-inquiry” on 
VehicleServicePros.com

Three hours of  
consistent power
The SABER 3W Strip Light + UV Top 
Light, No. ATD-80305, by ATD Tools has a 3-watt 
single strip COB LED bulb for a wider and brighter 
lighting area and a 2.4-watt ultraviolet LED top light, 
with fluoresces leak detection dyes to pinpoint vehicle system 
leaks. The head rotates 180 degrees and pivots 120 degrees 
to direct light to the work area, and the top hook rotates 360 
degrees. The base has a strong magnet to stick to steel surfaces. 
Featuring a three-in-one charging system, the light is powered 
by a rechargeable, lithium-ion battery for up to three hours of 
consistent power. The 80305 is 10-1/2" long and weighs 0.6 lbs.

Enter 68 at “e-inquiry” on VehicleServicePros.com

CLASSIFIED ADVERTISING
CLASSIFIED SALES MANAGER 

Megan Russell
(800) 547-7377 ext. 1396

Fax:  (866) 717-0902
megan.russell@cygnus.com

KE-2175/2176KE-7302

Why Sell K&E Tools?

www.ketools.com       1-800-235-1782

New for 2014, K&E will be 
introducing new air tool 
products and our new 

K&E Gear Professional LED 
flashlights, spotlights & 

headlights!

KE-275EXT
KE-FL1019

✓ Less Competition
✓  Innovative & Exclusive 

Products

✓ Professional Quality
✓  Parts Availablity & 

Service

KE-HLFC185box

KE-WL500

KE-1650EXT

The new Extender Arm attachment for the Mobile 
Hydraulic Press enables the techician to reach 
over or under lifts when servicing suspension and 
drive line components.  Designed for servicing on 
a 4 post or drive on lifts.  The newly engineered 
ram holder allows full articulation and 360 degree 
of ram movement that will access hard to reach 
bushings ball joints or wheel bearings.

Billet aluminum 
ram holding 
assembly

WE PAY FOR TOOL IDEAS
CONTACT www.sptool.com

OR CALL 714 693-7666

The leader in profi t producing tools

EXTENDER ARM #11015
FOR MOBILE HYDRAULIC PRESS

11000 & 11000A

of ram movement that will access hard to reach 

11015 shown with
11020 Multi Height Ram Jack 
and 11090 “C” Frame

Contact Megan Russell for more information: 
Toll Free: 1-800-547-7377, ext. 1396 
E-Mail:  Megan.Russell@cygnus.com

Use All the Tools 
of  the Trade!

Professional Distributor
offers a wide 

variety of classified
opportunities just
waiting for you!

ADVERTISE HERE
Contact Megan Russell

for advertising information:
800-547-7377 ext. 1396

Megan.Russell@cygnus.com
Fax: 866-717-0902

 Professional Distributor / March 2014 / www.VehicleServicePros.com / 33

mailto:megan.russell@cygnus.com
http://www.ketools.com
http://www.sptool.com
mailto:Megan.Russell@cygnus.com
mailto:Megan.Russell@cygnus.com
http://www.VehicleServicePros.com


TALES FROM THE ROAD

Have an interesting experience to share 
with your fellow mobile distributors? 

Contact Editor Elliot Maras by phone at 
800-547-7377 ext. 1693 or by email at 

Elliot@VehicleServicePros.com.

By Bruce Henry
Bruce Henry operates Mule 
Creek Tool Co., an  
independent distributorship  
in Deming, N.M.

Since I became a mobile tool dealer 
14 years ago, I’ve seen a lot of dis-
tributors in my market come and 

go. I’ve seen a lot of different ways of 
doing business. I’ve faced a lot of situa-
tions with customers that have tested my 
judgment, my kindness and my patience. 
I’ve compared notes with other distribu-
tors on how they do things.

When I came into this business, I 
had experience working as a techni-
cian, as a shop owner, as a car sales-
man, as an auto parts salesman, as a 
property owner and other things.

I mention my extensive experi-
ence in business because I realize that 
the way I do things is not typical for 
mobile distributors. The fact that I am 
successful driving my truck only four 
days a week nowadays tells me that my 
way of doing things, while not typical, 
works for me.

In reading Professional Distributor 
and talking with other mobile distributors 
over the years, I learned that one of the 
most unusual things about this business 
is how diverse our skills must be. This is a 
common belief among the people in this 
business, and I certainly share it.

When Elliot Maras, editor of this 
magazine, asked me what most sur-
prised me about this business, I replied 
that I never realized running a tool 
truck would require me to be a pastor, 
a father, an uncle and a grandfather to 
many of my customers.

My peers don’t  
all agree with me
I know that many of my peers in this busi-
ness do not agree with me on this. I know 
that many distributors make it a point not 
to get too close to their customers person-
ally, believing it is bad business. Many of 
my peers say it’s not good to mix business 
and pleasure. But I cannot think this way.

Those who believe it is bad business 
are probably right; it’s bad business for 
them. But I’m not them. I’m Bruce Henry.

For me, my customers are my fam-
ily. There are some “relatives” I like 
more than others. Some of my “rela-
tives” are characters. Sometimes they 
let me down. But like them or not, they 
are my family.

I can’t approach the business any 
other way. In the interest of full disclo-

sure, let me admit that I did not always 
have an easy time in my 65 years of life. 
Along the way, there were people who 
took an interest in helping me. Had it not 
been for them, I would not be where I 
am today.

I’ve counseled customers who 
have struggled with alcohol and drug 
problems. I have helped several of them 
get sober.

Recently, one recovering alcoholic 
admitted he had a beer this past New 
Year’s Eve. I scolded him and said, “I 
don’t want to hear that from you.” I 
reminded him that he has a good job 
and a nice family to think about.

A few years ago, I caught a young 
technician stealing a knife on my truck. 
Instead of getting mad at him, I told him 
he could keep the knife. He has been a 
good customer ever since.

Yes, I do get burned
Things don’t always work out for the better.

One day, I saw a technician weeping 
in my truck. When I asked him what 
the problem was, he said his wife had 
been arrested for not paying traffic 
fines. He didn’t have the money to bail 
her out of jail. I offered to lend him 
the money. He said he didn’t want to 
borrow money because his wife didn’t 
deserve to be bailed out of jail. I asked 
him if he loved his wife and he said he 
did. Then he agreed to take the money.

That customer still owes me the 
money. He keeps telling me he’ll pay 
me. He may eventually pay me and he 
may not. But I still feel that I did the right 
thing.

Don’t get me wrong; there are times 
I do put my foot down with people. If 
I think I’ve given them a chance to pay 
their balance, I tell them the balance must 
be paid to keep my business running.

I think that by treating customers 
as family, they feel more responsible to 
return my goodwill and pay me what 
they owe me. It doesn’t work with every 
customer, but it works with most of them.

At the end of the day, I’ve managed 
to outlive 16 distributors in my market 
that have come and gone over the last 
14 years.  ❚

I treat customers like family,  
AND YES, I sometimes get burned

MANY OF MY PEERS  
SAY IT'S NOT GOOD TO  

MIX BUSINESS AND 
PLEASURE. BUT I CANNOT 

THINK THIS WAY.
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YOU ASKED. WE LISTENED. Introducing the new, 56” Stainless Steel Top Rolling 
Cabinet from Homak Manufacturing. It’s basically a tool fortress on casters: Four 5” 
x 2” heavy duties, to be exact. Featuring 5 drawers equipped with full-length, con-
toured aluminum pulls and removable, 450mm ball-bearing slides; you’ll always 
have enough space to store your precious equipment. Just in case you wanted more, 
we’ve added two huge locking compartments - each with a pull out drawer and 
height-adjustable shelf. The stainless steel wrapped top is more than just for looks 
(Though we know you’ll love to show it off) - It provides a durable, convenient work 
surface so you can perform jobs on-the-go. Each cabinet is protected by HMC’’s high 
security tubular locking system and the peace of mind our 5 Year Limited Warranty 
provides. Quality, strength, and dependability...You asked, and we listened.

facebook.com/HomakManufacturing

Enter 70 at “e-inquiry” on VehicleServicePros.com
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