


Technical Classes
T1	 Volkswagen & Audi Diagnosis 
	 Sponsored by CARQUEST
	 Technical Institute
Instructor: Louie Nelson
Saturday AM ONLY
Many technicians shy away from the VW or Audi 
platforms because they don’t understand the way 
they manage scan data or the way they display wiring 
diagrams. However these popular European platforms 
can be your next best profit opportunity because they 
break often and are easy to repair. The use of track 
wiring diagrams seems to bring fear to the minds of 
most techs. This course will dispell those fears and 
help you understand how to find the direction you 
need. The use of aftermarket scan tools is also a 
primary focus of this class helping you leverage the 
tools you already own when diagnosing these vehicles. 
Topics covered include display groups, adaptation, 
coding and programming as well as the limitations of 
aftermarket tools.

T2	 Misfire Diagnostics 
	 Sponsored by O’Reilly Auto Parts
Instructor: Jim Wilson
Saturday AM or Sunday 
Jim will cover how to diagnose the source of misfires 
using a scan tool, lab scope, as well as new exhaust 
pulse sensing transducer technology. / How to use 
the scan tool’s mode $06 information to determine 
the misfire, pinpointed to a specific cylinder / How to 
quickly determine if the misfire problem is fuel, ignition, 
or compression related by understanding the ignition 
waveform on the scope along with scan tool sensor 
information 

T3	 Electronics 101
	 Sponsored by O’Reilly Auto Parts
Instructor: Jim Wilson
Saturday PM ONLY
This class is perfect for the new entry-level tech or as a 
refresher for the veteran tech. Jim will cover the usage 
of the DVOM testing procedures. / How to do Voltage 
drops, testing the power and ground of a circuit. 
The natural break point of a circuit to allow easier 
diagnostics will be covered. / How to test transistors, 
diodes, and relays will be explained. / Reading wiring 
diagrams and the use of color to help break them 
down by function procedures and color to make testing 
easier.  The primary sensors of engine control testing 
procedures will be highlighted along with the best tools 
for the job. / Have some fun while learning. Please 
bring your DVOM to class.
                                                                                                    

T4	 Opportunities in 
	 Hybrid Service Course 
	 FOR NON-HYBRID GUYS! 
Instructor: Dave Scaler
Saturday PM ONLY
Delivered in an upbeat, swift pace, this seminar is 
designed to give the audience a motivational yet 
practical learning experience about the growing 
opportunities in HYBRID-vehicle repair and service.  
From the very popular Toyota PRIUS, to GM 1500 
Pickup Truck, this class will cover the basics of Hybrid 
Vehicle operation, and most importantly how to service 
them with confidence!  These cars are NOT seeing 
as many INDEPENDENT repair shops as they should, 
and this course will cover how to be sure that YOUR 
shop services more and more HYBRID vehicles as 
manufacturers ADD more and more HYBRID cars every 
year to their line up. Here is a list of the vehicles that 
ARE HYBRID today!  Don’t miss the opportunities!! 
•Toyota Prius •Toyota Highlander •Toyota Camry 
•Lexus 400h •GS450H (1st RWD) •Honda Insight 

•Honda Civic •Honda Accord •Ford Escape •Mercury 
Mariner •Saturn Vue •GM TRUCK – Yes, and even a 
work truck can be purchased as a Hybrid! Learn the 
differences between soft Hybrids and full Hybrids. 
Learn what type of maintenance items are needed 
to service these cars. Learn the “smart key” systems 
and how to stay out of trouble when servicing these 
cars. Attendees will walk away with a unique and 
very current insight into trends and changes in the 
industry – and how the industry user is adapting to 
the changes. All of the technical information in this 
course is derived from practical experience, not from 
textbooks.

T5	 Engine OFF – Natural Vacuum 
OBD II EVAP Systems, 

	 The NEWEST EVAP Systems 
on Today’s Cars

Instructor: Luis Ruiz
Saturday PM ONLY
The latest technology and methods to diagnose 
evaporative fuel system leaks is being performed by 
the PCM with vehicle OFF. Manufacturers like GM, 
Ford, Chrysler, BMW, Toyota, Mazda and many others 
have adopted this type of technology. In this course 
MEA will show the key differences between previous 
evaporative systems and Engine Off leak diagnostics. 
The intent of these systems is to find small leaks 
(.020) much more effectively than the earlier methods. 
Find out how Chrysler natural vacuum leak detection 
assemblies, Ford and GM engine off natural vacuum, 
Toyota key off vacuum pump, and many other 
manufacturers like Hyundai, BMW, Mazda apply their 
way of achieving Key Off Diagnostics. 

T6	 Pressure Signature Analysis
	 Sponsored by CARQUEST 
	 Technical Institute
Instructor: Louie Nelson
Saturday PM ONLY
Many times during the history of the automobile 
revolutionary diagnostic techniques have come 
along that changed the way we diagnose and verify 
the systems on the vehicle in our bay. Pressure 
Signature Analysis is the latest technique that can 
save you time and make you money when servicing 
any vehicle that rolls in the shop. This course covers 
the use of pressure transducers and flow devices that 
present a graphic representation of the pressures in 
the intake manifold, fuel rail or exhaust stream. By 
understanding the dynamics of these signatures you 
will be able to pinpoint problems in seconds that may 
have taken hours or days in the past. Coupled with 
scan data analysis, this information will take your 
diagnostic skills to new heights. 

T7	 Toyota Driveability Diagnosis
	 Sponsored by Lou Fusz
	 Automotive Network
Instructor: Mike Hecht
Sunday ONLY
Mike will cover Driveability Diagnosis for Toyota 
vehicles including EVAP systems (early, late, LEVII 
and electronic), no-code driveability problems, fuel 
trim DTC’s, A/F ratio sensor diagnosis and use 
of monitors for diagnosis. This class is filled with 
first hand experience, knowledge and proven test 
procedures.

T8	 Make More Money 
Without Getting Dirty, 
Reprogramming/Reflashing 
Domestic Vehicles

Continued next column

Instructor: Donny Seyfer
Saturday AM or Sunday
If you are not currently offering software updating 
services to your customers, you are missing out on 
a valuable revenue stream. Focusing primarily on 
the use of OE reflashing hardware and procedures 
Donny will show you how to avoid wasted diagnosis 
time – many problems cannot be fixed without a 
computer reflash. Receive up-to-date information on 
how to perform a reflash and how it can benefit your 
shop and your customers by reducing emissions, 
improve fuel mileage, resolve transmission problems, 
cure false trouble codes and many other issues. 
Understand what procedures and equipment are 
needed to program replacement air bags, powertrain, 
body control and ABS modules. Donny has an 
energetic and informal training style that technicians 
appreciate. This is a nuts and bolts class that will 
focus on Ford, GM, Chrysler and Mazda reflash 
work. Instead of talking about theory we will walk 
through actual examples of software updating and 
module replacement. After the class you will be able 
to download a slide show that has the step-by-step 
instructions that were covered in the workshop for 
your reference. Join ASE Master L1 tech, two time 
NAPA/ASE regional technician of the year, Colorado 
Select NAPA AutoCare Center owner, talk show host, 
magazine columnist, technical writer and educator, 
Donny Seyfer for a technical workshop. You can 
expect to learn real world information that can save 
you time on diagnosis and open a new potential area 
of expertise for you and your shop.

T9	 Diesel Driveability 
	for  Gas Guys 
Instructor: Dave Scaler
Saturday AM ONLY
This course is designed for the Driveability Technician 
who may not have had much experience with Diesels.  
Many “Gas Guys” have fixed computerized engine 
controls on gas cars and trucks for a long time (and 
are good at it) without the need to bother with Diesels. 
“Diesel Guys” on the other hand are guys who fix 
diesel vehicles all the time. The problem is that in 
the light duty truck market, we are now saturated 
with COMPUTERIZED diesels, and they no longer 
can be side stepped without a decrease in business. 
This course is designed to get ALL techs that do not 
work on Diesels, fixing them with confidence, without 
the “prior diesel experience” requirement. This prior 
experience requirement does not mean this is a “new 
tech” class. It is designed for good techs that do not 
work on Diesels. Working on diesel vehicles is a great 
new opportunity for shops. This course will cover 
operation, testing and common problems on Ford 
Powerstrokes, GM Duramaxs, Dodge Cummins, and 
Sprinter systems.

T10	FORD 7.3 Power Stroke 
DIESEL Tips and Tricks

Instructor: Luis Ruiz
Sunday ONLY
If you can fix a computerized engine control car, 
then you can fix a Power Stroke Diesel. The FORD 
Power Stroke Diesel DOMINATES the LIGHT DUTY 
truck market. From Vans to Pickups, Ambulances 
to Tow Trucks, these systems are VERY common, 
but shops that can confidently work on them are 
few and far between. Highlights include: Diesel fuels 
and engines / Fuel Delivery Systems / Mechanical 
and Electric fuel pumps / Intake Air Systems / HEUI 
Injectors / Oil Delivery Systems / Low Pressure Oiling 
Systems / High Pressure Oiling Systems / Glow Plug 
Systems / Sensors / APP / IVS / EOT / Self-Diagnosis 
/ Turbocharging / Exhaust Backpressure systems. 

NewClass!



C1	 (AIR01) Air Conditioning
	 TWO Gold Class PointS
Instructor: Walt Rundell
Saturday All Day	
Class addresses the operation, components and 
diagnosis of the Heating Ventilation and Air Conditioning 
Systems.
• Understanding AC System Operation   
• Identifying Refrigerants and Oils
• A/C Service tools and Equipment
• Diagnosing and Troubleshooting System Operations
• Identifying HVAC Parts and Controls
• Retrofitting

C2	 (CUS01) Customer Relations 
and Collision Repair

	 TWO Gold Class PointS
Instructor: John Helterbrand
Saturday All Day	 	
Class addresses many aspects of the Collision Repair 
Business and offers suggestions for a smoother running 
operation.
• History of collision repair   
• Customer satisfaction and expectations
• Processing insurance claims
• Corresponding with customers
• Vehicle protection and temporary repairs
• Understanding work place safety
• Identifying vehicle construction & crash characteristics
• Understanding collision repairs
• Delivery to the customer
• Continuous training

C3	 (CYC01) Overview of Cycle 
Time Improvements for the 
Collision Repair Process

	 ONE Gold Class Point
Instructor: John Helterbrand
Sunday AM 	
This class NEW CLASS is designed to get your shop 
and employees all following the same game plan. It 
addresses the importance of Cycle Time to the customer 
as well as to the Collision Business.
•	Understand how cycle time is affected and 

how improvements can impact your business                                                                                                  
efficiency

•	Identify opportunities to improve customer relations
•	Understand the “time bandits” that can affect your 

business and learn how to keep them under control
•	Analyze current processes that can create 

opportunities for reduced cycle times
•	Explanation of how to implement standardized 

operating procedures (SOPs) for each department
•	Lean Processing
•	The 5 S’s

C4	 (ALT02) Electric & 
	 Electric Hybrid Vehicles
	 ONE Gold Class Point
Instructor: Walt Rundell
Sunday AM  	
This class is updated and gets more into the operation of 
Hybrid vehicles and their systems as well as alternative 
fuels.
• Understanding High Voltage Issues
• Identifying New Application for Hybrid Technology
• Identifying Unique Hybrid System Features
• Explanation of Alternative Fuel Applications and
   Concepts
• SAFETY when working on these vehicles

Collision Classes

Management Classes

M2	 Calming & Retaining 
Angry Customers

Instructor: Margie Seyfer  
Saturday AM ONLY
Collision and Mechanical
Everybody gets angry!  It’s a normal emotion.  
The way we handle customer complaints 
and outbursts of anger can make the 
difference between losing and retaining the 
customer’s business. This training provides 
an understanding of what triggers anger in 
customers and what customers really want 
when they are upset. Business specific real 
life scenarios give participants an opportunity 
to skill practice calming themselves and upset 
customers. Help service advisers, managers 
and owners be more confident in their sales 
approach and to create trusting, collaborative 
and mutually profitable customer relationships.  
Those who know their own personality style 
often have challenges on how to apply this 
knowledge to others. The real power is to know 
others better than they know themselves. 

•	What causes customers to become angry
•	Why customer complaints should be 

encouraged
•	Their level of effectiveness through a 
	 “Personal Anger Attitude” survey
•	When a refund/restitution is justified
•	What it’s like to be singled out, picked on and 

yelled at – Marshmallow activity (optional)
•	The seven things angry customers want from 

service providers
•	The very first thing to do when someone 
	 “blows up”
•	Six tips for maintaining control when under fire
•	Six steps to calming the angry customer – 
	 a skill practice
•	Strategies for managing the swearing customer
•	How to minimize customer threats
•	Active listening—it’s hard work but worth it – 

Skill practice
•	How to implement the feel/felt formula
•	To identify weak words that trigger anger
•	How to create empathy statements that calm
•	When a customer expects action or just being 

heard
•	Why it’s important not to blame shift
•	Three forbidden phrases never to use with angry 

customers
•	Whether the customer is worth saving
•	Emotional first aid to help us quickly recover – 
	 eight “get real” questions
•	It’s always about our attitude

6 Credits 
(Additional Charge 

for AMI Credits)

AUTOMOTIVE
MANAGEMENT
INSTITUTE 

®

– Approved for Credit –

New
Class

Updated
Class

M3	 Winning Women 
Customers, How “SHE” 

	 Impacts Your Bottom Line
Instructor: Margie Seyfer                                                
Sunday AM ONLY 
Collision and Mechanical
With fifty-one percent of our population being 
female, are you aware that the majority of 
your customers are female? What do women 
customers want? Are you selling to women 
“male style?” What do they want most trust 
or safety? Have you looked at your business 
interior/exterior through a “woman’s eyes?” Are 
you cashing in on their loyalty, unending referrals 
and wealth? Learn no-cost or inexpensive ideas 
for attracting and retaining female customers. 
Participants will have an increased awareness 
of how to better communicate with women 
customers as well as how to create a more 
comfortable buying experience resulting in more 
referrals, loyalty and increased profits. 

•	How female savvy you really are
•	That women are not just buying groceries and 

clothing but also big ticket “guy” things
•	The influence of mothers in the workforce and 

what women buy. Truth in numbers
•	How much of the conversation should be 

directed to the woman when addressing a couple
•	About a new breed of woman consumer who is, 

in all likelihood, out-earning her spouse
•	Why it no longer fits to say, “Do you need to 

check with your husband first?”
•	To rid ourselves of the image of men carrying the 

cash and that spending stops at age 55
•	That women refer from their circle of influence 

twice as many prospects as men do
•	To identify thirteen adjectives/phrases women 

use to describe how salesmen talk down to them
•	From a poor sales example, better words to use 

when selling to women (an activity)
•	Sixteen tips for Winning Women Customers: 

From point of contact to post sale
•	That by simply meeting the needs of a woman, 

we will automatically exceed the expectations of 
a man

•	To “Sweat the Details” of a “clean and 
comfortable” environment.  An itemized checklist  
(an activity)

•	How to connect and educate women through the 
“Takeaway Bag” and by conducting a “Women’s 
Car Care Clinic”

•	How to increase their share of the largest market 
segment – women

6 Credits 
(Additional Charge 

for AMI Credits)

M1	 Win-Win Negotiations
Instructor: Rick White
Many shop owners today struggle with day-to-day negotiations with customers, vendors and staff.  
Negotiations very often degrade into “win/lose.” Conflict prevails. Relationships are lost forever.  
With today’s changing economic climate, the art of negotiation is more important than ever. It’s now 
that you want to re-evaluate your parts’ costs and make sure that your pay plans are structured to 
promote profit. The objective of the Win-Win Negotiations workshop is to demonstrate how you can 
effectively negotiate and eliminate conflict situations that might damage your relationship with the 
other party who might be a customer, vendor or employee. Using proven techniques, you will learn 
how to understand the core issue, understand the opposing issue, and negotiate an agreement 
that is beneficial to both parties while continuing to foster a positive relationship in the process. 
Additionally, in this workshop you will have an opportunity to practice your negotiating skills in 
role-play sessions that build your confidence.

Saturday PM ONLY
Collision and Mechanical

ABOUT THE SPEAKER:  Margie Seyfer has been conducting specialized training in the automotive 
aftermarket since 1994.  Women trends is one of America’s hottest new topics and one that has 
lacked training in predominantly male dominated industries where customers are primarily women.



28th Annual Trade Show and Training Conference Registration Form
Fill out completely. Make check payable to: AASP-MO and send registration to: PO Box 609, St. Charles, MO 63302. You may 
contact us with  questions at (636) 949-5990 or (800) 288-3683. Credit Card registrations can be faxed to: (636) 949-5998 or Email 
to: aaspexcel@aol.com. Hotel reservations must be made directly with the hotel. Be sure to mention AASP-Missouri.

CANCELLATION POLICY: Full refund will be given less a $25.00 processing fee if cancellation is received in writing by August 
21, 2009. Sorry, NO refunds after September 3, 2009.

Please print clearly or type all information as you would like it to appear on your name badge and certificate.

Shop Name__________________________________________________Contact Name____________________________________

Address_______________________________________________City_________________________State______Zip____________

Phone (____)______________________Fax (____)______________________E-mail______________________________________

Are you an AASP Member?    Yes – Member #____________________    No   Do you want Certificates?     Yes   No
NAMES OF PERSONS ATTENDING:	 CLASS SELECTIONS:

 Last Name, First Name	 SAT. AM	 SAT. PM	 SUN. AM

1)

2)

3)

4)

5)

6)

If you have more attendees, please attach extra sheet.

Registration Fees include 3 Training Sessions, Trade Show, 3 Breaks, Saturday Breakfast and Saturday Lunch.

EARLY BIRD REGISTRATION FEES:  IF POSTMARKED BY AUGUST 1, 2009

Management Classes (Add $20 for AMI Credits–see below)	 ____Members @ $280	 ____Non-Members @ $285 	 =	 $____________
Technical Classes: Mechanical or Collision	 ____Members @ $230	 ____Non-Members @ $235 	 =	 $____________
I-CAR Classes – Sat. AM, Sat. PM and Sun. AM	 ____Members @ $280	 ____Non-Members @ $285 	 =	 $____________
	                                                                                                   TOTAL ATTENDEE AMOUNT    $____________
REGISTRATION FEES:  POSTMARKED AFTER AUGUST 1, 2009

Management Classes (Add $20 for AMI Credits–see below)        	 ____Attendees @ $295 	 =	  $____________
Technical Classes: Mechanical or Collision		  ____Attendees @ $245 	 =	  $____________
I-CAR Classes – Sat. AM, Sat. PM and Sun. AM		  ____Attendees @ $295 	 =	  $____________
	                                                                                                   TOTAL ATTENDEE AMOUNT    $____________
NON-ATTENDEE (spouses and guests not taking classes) MEALS ARE $19.95 EACH.  Please enter number of additional meals:

Saturday Breakfast ___   Saturday Lunch  ___                                                      Total Additional Meals x $19.95	 =	  $____________

AMI Management Class Credit (Additional Fee)		 ____Attendees @ $20 	 =	  $____________

	                                                                                                  GRAND TOTAL ENCLOSED   $____________

METHOD OF PAYMENT:  l  CHECK ENCLOSED      MASTERCARD      VISA      AMERICAN EXPRESS

Credit Card Number___________________________________________________________ Exp. Date_______________________

Print Name___________________________________________ Signature______________________________________________




