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N ational W arr anty on the
cards for VASA W or kshops

ANATIONAL warranty scheme which could have far reaching benefits for
all VASA workshops and manufacturer members will be introduced into
the pre-convention meeting of directors and committees as well as the

first national Service Forum in late August.

The Fun,
S p o r t
a n d

Technology
Convention
in Melbourne
in late
August is
shaping up
to be another
VASA winner
in communi-
cation, edu-
cation and
socialising.
The theme
speaks for itself.
VASA members
and visitors will have no problem
coping with the fun and sport, but
they will need to be bright and
bushy-tailed to keep up with the
outpouring of technolo-
gy from a variety of gift-
ed speakers.

New on the schedule
for Melbourne is the
first ever Service

C e n t r e
Forum – a
p r e - c o n -
v e n t i o n
chance for
those who
run the
workshops
to bring
forth ideas
on a range
of subjects
a f f e c t i n g
their day to
day opera-
tions. (See
s e p a r a t e
story on
Forum in
this issue)

V A S A ' s
convention committee, headed
by secretary/treasurer John
Blanchard, cannot be blamed if
convention attendees don't
march into the next millenium
well equipped with the latest
trends in tax, computerisation
and technologies as they relate
to vehicle airconditioning.

Continued page 2. . .

NNeeww  IIddeeaass  FFoorruumm
ffoorr  CCoonnvveennttiioonn

A proposal from a firm of under-
writers will be submitted for dis-
cussion at these meetings.

"I admit there is a lot of detailed
work to be finalised, but it's a
start. I would hope that from the
August meetings in Melbourne, a
special committee will take on the
task of finalising the scheme and
satisfying the VASA board that
the proposal is the way to go,"
said VASA president Mark
Mitchell.

Among other things, the national
warranty scheme is seen as a
means of improving VASA work-
shop market share in the compet-
itive auto airconditioning installa-
tion, repair and maintenance
field.

"It can be used as a consumer
marketing tool by workshops and
it is a way of protecting work-
shops and manufacturers against
the hardening of warranty regula-
tions.

"We also see it as a way to
encourage more return visits to
VASA workshops by motorists,
particularly during the winter
months.

"And perhaps most importantly, it
will virtually make it compulsory
for VASA workshops to raise their
service and repair standards and
diagnostic skills," added Mark.

Continued page 2. . .John Blanchard



Unless you
believe that
golf is a good
walk spoiled,
you should
check in for
the big VASA
golf tourna-

ment which will be played on
Friday 27 August, starting at
8am at the Kingston Links.

The Melbourne team are hop-
ing to turn this into an annual
event for convention. The
tournament will follow the
Ambrose format and players
will be asked to nominate
their team or playing partners.
Otherwise, you will be placed
in a team.

Trophies and awards will be
made at the big Saturday night
Bush Dance dinner.

Kingston is a championship
course in every sense. It was
developed in the style of the
traditional links courses of
Scotland and Ireland.

While it's not fair to grade the
speakers, John Blanchard rates
David Townley, National Service
Manager of Air International  and
John Kutrybala of
Delphi Thermal
Systems as being in the
keynote category
because of the value of
information they will
share with VASA mem-
bers and guests.

This is not to downplay
the vital information
which will come from
GST expert Paul
Ambrosini from Deloitte
Touche Tohmatsu, or the
much awaited Ms Megabyte and
her zany approach to computer
technology for idiots (with due
respect to those who can already
string a letter together on one).

John Blanchard assures VASA
members that everything is ready.
The lawn is mowed at the MCG,
the Melbourne stores have
stocked up on furs for the buying
spree, extra grog is being brewed
at CUB ready for the VASA
inspection and the Rialto
Observation Deck is stocking up
on air-sick tablets for those who
can't stand heights.

Meanwhile, on the Trade Show
front, the cream of the country's
manufacturers, wholesalers and
suppliers are tarting up their dis-
play stands for what is now the
southern hemisphere's biggest
auto airconditioning showcase,
with more than 30 stands of new
products, ideas and information.

John's last word is – IF YOU
HAVEN'T ALREADY BOOKED,
WHAT ARE YOU WAITING FOR.

Registrations officially closed on
26 July, but the organisers will try
not to turn anyone away.

As Hot Air goes to press, space at
the Hilton on the Park
opposite the MCG is fill-
ing up fast and the tours,
all of which have limited
places are becoming
heavily booked.
However, it's not too late
to register.

If you've mislaid your
registration forms, call
the convention organis-
ers immediately:
Phone 03 9890 7082

Fax 03 9890 0061

. . . continued from page 1

The initial proposal is for a three
year warranty program for the
exclusive use of VASA members.

Under the scheme, VASA
approved manufactured or sup-
plied airconditioning components
would be sold and fitted through
VASA workshops nationwide and
tracked through their fitting and
onwards servicing life. It attempts
to retain the servicing of the
equipment and the relative aircon-
ditioning system in VASA work-
shops.

The three-year, 100,000km war-
ranty would be free to workshop
customers. The installing VASA
workshop would have to fit the

components to VASA
standards, purchase a warranty
book and issue the warranty to the
customer.

The benefits for the customer are
a one stop warrantly claim and
decision process and nationwide
assistance through VASA member
workshops. For the VASA work-
shop, the responsibility for claims
on approved components are
taken over by the warranty and
claims would be paid within 21
days. The warranty terms are in
line with market trends and align
with the warranties applicable on
new cars and those issued by
motor dealer networks.

NNaatt ii oonnaall   WWaarr rr aanntt yy
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Continued from page 1

Mark Mitchell

MS Megabye

GST
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VASA SERVICE standards
are very much under

scrutiny in this issue.

Many are doing it right - but
many are not .

This is typical of many profes-
sional organisations, but it
should not be seen as a
negative approach.
Without VASA's con-
stant urgings and pre-
sentation of ideas,
members would
have no goals to
aim for.

It's just that at the
moment, the industry
is going through many
technological changes and it
is up to VASA to identify these
and try to warn workshops what
to expect.

Many members believe paying
$250 a year is their protection
against market forces. ....all they
have to do is sit back while the
rest of the world, including their
opposition, passes them by and
leaves them behind.

Likewise, the RTP, as popular as
it has been, is not designed for
quickfix tips (like bypassing slip
detection sensors). Sub standard
short cuts are in serious conflict

with VASA policy and ethics.
The RTP is designed to pro-

vide under-pinning
knowledge for pro-

fessional stan-
dards. The first

year dealt with
relatively basic

concepts. From year
two, a significant

increase in technical
depth will be evident, in

accordance with rapid
technological advance-

ments.

Having a platform of profession-
al technicians is the cornerstone
of VASA. Substandard techni-
cians and poor work practices are
in direct conflict with VASA philos-
ophy.

These issues will be addressed in
the first convention Service
Forum, on the Thursday after-
noon (4pm) prior to the main con-
vention starting.

Don’Don’ tt GetGet LeftLeft Behind!Behind!

CChhaarriittyy  AAuuccttiioonn
SSPPOONNSSOORRSS

• SuperCool Australia
• OEX Australia

• Ingram Corporation
• Mark IV Automotive

• Cooltemp • Nippon A ir
• Sanden International
• Frozen A i r •  Castrol
• Hi l ton Hotel  •  J ayai r

• Mazda Australia
• Ford T ickford Racing
• Carparts • Samsung
• FAI 1000 Bathurst 
• OCE (Photocopier)

EEvv eenntt   SSppoonnss oorr ss hh ii ppEEvv eenntt   SSppoonnss oorr ss hh ii pp
Golf Tournament – Eaton Pty Ltd

Friday Lunch at Rialto
Cooltemp

Saturday Breakfast
Ingram Corporation

Saturday Morning Tea
SuperCool Australia

Saturday Lunch  – OEX Australia
Saturday Afternoon Tea

Lovelocks
Saturday Dinner Dance – Jayair

Sunday Farewell Breakfast
Cooltemp

Ladies Melbourne Walk
& Shopping Tour – Nippon Air

Ms Megabyte – Carparts
Paul Ambrosini (GST) – Orica

CChhaarr ii tt yy
AAuucctt ii oonn
If you fancy yourself hurtling
around the Bathurst track
alongside Mobil Holden
Racing Team drivers Mark
Skaife or Craig Lowndes,
you'd better bring some
spending money to VASA's
99 convention in Melbourne.

The customary charity auc-
tion, held during the annual
dinner on Saturday night,
will help the Spastic Society
of Victoria.

. . . and just to be different,
the Melbourne convention
team has arranged a stack of
auction goods NOT RELAT-
ED to airconditioning.

For example, there's a photo-
copier, a Samsung TV set, a
weekend for two at the
Hilton, jackets from the top
level touring car teams and
the biggy . . . two tickets to
the FAI1000 at Bathurst, plus
the Hot Lap in a team
Commodore. This is a once
in a lifetime opportunity, but
the only way you will get it is
to bid for it at the charity
auction.

The Spastic Society of
Victoria provides services to
more than 3,500 people with
physical and multiple dis-
abilities.

Demands on their services
are increasing because
today's medical technology
has increased the rate of
infancy survival for kids
born with Cerebral Palsy.The
condition still strikes one in
400 children.

A big round of applause for
these companies who have
donated goods for the most
diverse auction yet . . .



Nominate a
Pioneer
VASA is looking for candidates
for the Pioneer Award which will
be made at fun, sport and tech-
nology at the Hilton in
Melbourne.

The Award was inaugurated in 1996
to recognise those who have con-
tributed over the years to standards
and growth of the industry. Those
honored so far are Jim Russell,
founder of A.K.T.F. the late George
Jackson, founder of Mobile Air
Parts, Norman Bilton, former
General Manager, Sanden
International and Les Howard,
founder Auto Service Pty Ltd.

As president Mark Mitchell explains,
“The award stems from a feeling that
there is a lack of knowledge of our
heritage, especially back in the 60s
and earlier.

“We don’t need to dwell on the past,
but we certainly need to learn from
it,” said Mark.

The Award is intended for those who
have made a significant contribution
to the auto airconditioning industry –
and commercial success is not neces-
sarily a factor.
Here’s what you do: –
1. On your letterhead – write or

type ‘PIONEER AWARD’ at
the top and then clearly write
or type the name of your nomi-
nation, together with the per-
son’s address and phone num-
ber.

2. Add a brief description of your
nominated person’s back-
ground in the industry, togeth-
er with a brief outline of why
you feel the person should be
recognised as a pioneer.

3. Sign the letterhead and fax it to
VASA Secretary Treasurer
John Blanchard at 03 9890
7082

THE future role of
the auto aircondi-
tioning service cen-

tre will be put under the
VASA microscope at the
first Service Forum on
the eve of the 1999
Melbourne convention.
VASA recognises that the chang-
ing nature of the airconditioning
business has placed great stress
on those companies which have
specialised in A/C. How to gain
their market share is the constant
cry from many workshops.

The Service Forum will be held at
the convention hotel, the Hilton on
the Park (Hotham Room) starting
at 4pm on Thursday, 26 August.

The session will be chaired by
president Mark Mitchell and train-
ing coordinator Grant Hand.

Some issues will already be on
the table. Grant Hand sees VASA
service centres at a crossroads,
with the big issue being the appar-
ent reluctance of many workshops
to develop a professional philoso-
phy which will ensure their long
term survival.

He and other VASA directors are
constantly looking for ways of con-
solidating the professional VASA
workshop's competitive edge. But
it's difficult when members won't
share ideas and experiences. It's
also hard to justify claims of VASA
professionalism when few seem to
be striving for better personal
standards in their business.

At the recent Queensland meeting
of members, some people expect-
ed VASA to come up with national
promotional campaigns to keep
the customers flowing. It was
quickly pointed out that for $250 a
membership and around 300

members, national campaigns
were not on the agenda. There
appeared to be a feeling among
some that VASA could solve all
the problems while members did
the bare minimum to improve
themselves. As Grant Hand says,
"For those who actually partici-
pate in RTP and information shar-
ing – sorry, paying $250 and doing
nothing to further professional
practice does not qualify you as a
professional."

However the books were balanced
when one Queenslander suggest-
ed increasing the membership two
or three fold, thus weeding out
those who were in it for a free ride
and leaving the real professionals
to get on with it.

Items for discussion at the Forum
will include:

• A national warranty proposal
• Maintenance of service stan-

dards and RTP's role 
• Information sharing – general

information sharing is non-exis-
tant

• A plan for VASA registered
workshops

• Face to face training – do you
want it?

• A new service direction, diag-
nostic check and repairs as
necessary

• VASA promotional material to
support this initiative 

• A VASA Code of Professional
Practice

• Laminated VASA ethics wall
chart

• Glove box flier
• Service fitting shrink wrap iden-

tification

The Forum will NOT be address-
ing broad based promotion or
advertising, nor will it waste time
on financially heavy initiatives
which VASA does not have the
money to support.

F O R U M

What does the
future hold for
Service Centres?



FORECASTING THE
FUTURE FOR HFC-R134A

Tom Drummond
Group Manager
Fluoroproducts

DuPont (Australia) Limited

Tom's responsibility is for refrigerants
business within the Asia/Pacific region for
DuPont.
He has been actively involved developing
markets for alternative refrigerants and
providing technical support. Tom was
instrumental in setting up the Australian
fleet trial for retrofitting of R12 automotive
airconditioning systems, including the
development of the retrofit procedure.
Tom is also responsible for other busi-
nesses covering polymers, finishes, films
and membranes.
Tom will assess the next generation of
refrigerants for mobile air conditioning.
The transition to HFC-134a in new vehi-
cles has been completed successfully,
but is it the long-term replacement? How
serious is its Global Warming Potential?
What does the future hold for R134a?
Tom will also report on tests that have
been done with CO2, being feted as the
'next' refrigerant and the problems and
progress that is being made. He will also
update convention on recent and future
price hikes and supply shortages of
R134a and the reasons behind them.

INTRODUCING THE
DELPHI V5

COMPRESSOR

John Kutrybala
Customer Manager
Delphi Thermal Systems

John will introduce the
Delphi V5 compressor now in use in the
VT Commodore. His presentation will
include an overview on the History of
Evaporator Freeze Protection.
John is an expatriate from the US, with
over 20 years experience in the design,
development and testing of HVAC and
Powertrain Cooling systems with General
Motors.
He has worked for the Harrison Radiator
Division of GM, the Saturn Corporation,
and now represents Delphi Thermal
Systems in Australia as Customer
Manager for Holden/GM Asia Pacific
based HAVAC/PTC products.

TRENDS IN VEHICLE
SERVICING

Tony Lemmo
Manager for Research

and Training 
Martec Automotive

Consulting

Tony graduated in Business Studies,
majoring in accounting and became an

associate member of the Australian
Society of Accountants (now CPA) in
1977. He joined the Ford Motor Company
in 1972 and held several management
positions in the finance, sales and mar-
keting offices over the next twenty five
years.
In 1997, on completion of 25 years ser-
vice with Ford, Tony left and joined
Martec Automotive Consulting.
Martec was formed over 30 years ago,
and provides a consulting service spe-
cialising in the affairs of the automotive
and related industries.

FACING THE GST

Paul Ambrosini
Tax Manager 
Employment & Transaction
Taxes Group, Melbourne 
Bachelor of Business
(Accounting) 
Member - Australian
Society of CPA's 

Graduate Diploma in Applied Finance
and Investment 
Master of Taxation

Paul specialises mainly in the employ-
ment taxes such as pay-roll tax,
WorkCover, PAYE and the
Superannuation Guarantee. However, he
also consults on a number of other taxes
such as sales tax, fringe benefits tax,
Prescribed Payments System and
Reportable Payment System.
In completing his Master of Taxation
course, Paul successfully completed the
Goods and Services Tax subject and has
conducted a number of presentations
providing an overview of GST.
Paul joined Deloitte Touche Tohmatsu
after leaving the State Revenue Office
where he gained particular experience in
the employment taxes area (pay-roll tax
and WorkCover).
He has considerable expertise in the
conducting of audits of employers and in
the accounting systems used in an
employment taxes context.
Since joining Deloitte, he has consulted
widely to a number of corporate,
Government and semi-Government
clients in the employment taxes area as
well as developing a sound knowledge of

the sales tax and Goods and Services
Tax regime.

OVERVIEW OF THE VT
COMMODORE A/C

SYSTEM

David Townley
National Service
Manager of Air
International

David has worked in BMW, Peugeot,
Renault, Nissan, Honda and Mercedes
dealerships in various positions including
leading hand, service advisor, foreman
,service manager and spare parts man-
ager.
Last position was with Mercedes Benz
(Aust) for seven years as senior mechan-
ical training instructor training dealership
personnel and special projects such as
the army and Antarctica expeditioners.
Worked in the motor industry approx 30
years.
Current position is Air International
national field service manager and train-
ing supervisor for Holden / Isuzu.
Today, few people outside Holden dealer-
ships realise the technology and features
incorporated into the VT system. David's
presentation will cover: Electronic Climate
Control; single and dual zone HVAC inter-
nal design; basic operation; components
and interfacing; fault diagnosis using
Tech-2 Scan Tool.
Following afternoon tea, David will run a
workshop in the Trade Exhibition area
with a fully functional VT Calais dual zone
ECC training module. This can be used to
simulate operation, create faults and
carry out electronic diagnosis using the
Tech-2 Scan Tool, for those that want to
try that hands-one experience!

MICROSOFT MADNESS
MS Megabyte
(aka Yvonne Adele)

MS Megabyte caught the
eye of the Microsoft
Corporation in 1990 at
age 21. After spending a
number of years in the

USA and UK, Yvonne returned home to
create her own consultancy. With her
crazy trademark ruby red hair and unique
style, her mission is to demonstrate how
easy life becomes when you understand
all those expensive computer programs
that are causing you grief!
MS Megabyte will demonstrate all types
of software and talk about new technolo-
gy and products that are in the pipeline,
giving you an insight into how you may be
doing business in five years time.
Known as the 'short cut queen', no one
will escape the MS Megabyte tips that will
accompany her written material.
MS Megabyte will also run a workshop
following afternoon tea, where you can
ask specific questions as well as look at
some new technology products.

L i n e u p
T o p  S p e a k e r



VASA Conventions
are different
because they pro-

vide unbelievable value
for probably the lowest
convention cost of any
professional group in
the nation.
One of the popular value-added
components of the annual con-
vention are the training programs
which are slotted in between
business sessions.

The sessions and their topics are:

Thursday 7pm to 8pm
Electronic Control Systems
– Grant Hand

Including:
• Fault coding and scanning
• Self learning strategies
• Multiple computer systems and

serial data communication
• Control unit/microprocessor

operation

This session is designed to 'set
up' the weekend training pro-
gram.

Grant Hand and David Townley of
Air International have coordinat-
ed their presentations to give a
complete perspective on the
modern control systems. To get
the most out of David's session
on Saturday, a comprehensive
understanding of the operational
principles of electronic climate
control systems would be of great
benefit.

Videos of the inside of electronic
microprocessors will be included
in the Thursday night session.

Between them, David and Grant
will ensure that participants know
what a scanner can do, how to
use it, and what it is actually
intepreting in the system.

"The future," says Grant, "Is in
understanding management sys-
tems. Don't sit back and let the
world pass you by."

Saturday 3pm to 5pm

Fault Diagnosis- VT
Commodore A/C system and
Tech-2 Scan Tool
–David Townley

Technology and You –
Demonstrations and Q and A on
software short cuts – Ms
Megabyte

Electronics
and Dual
Evaporators –
Grant Hand

Including switching, semiconduc-
tors, management systems and
modern test equipment.

Solenoid controlled compressors,
pressure transducers and system
management by the control unit
and/or pressure/temperature
switches will also be discussed.
Obviously, many technicians are
"botching up" systems trying to fit
dual evaporators with NO IDEA
about what they are doing. This
seminar will look at evaporator
heat loads, matching the com-
pressor to the system, dual con-
densers, correct wiring with inde-
pendent switching for each unit, oil
return to pumps with multiple
evaporators, orifice tube systems
and suction run sizing.

Training Sessions
and Workshops

Grant Hand

CALSONIC’s General
Manager, Robert Pattison,

will officially open this year's
VASA Trade Show at the Hilton
on the Park in Melbourne.

The company, which manufactures
radiators, condensers and other
engine cooling heat exchange sys-
tems is this year's principle sponsor
for the VASA convention.

Calsonic is also VASA's biggest sin-
gle sponsor since formation in 1993.

The sponsorship deci-
sion is part of
Calsonic's strategy to
broaden their interest
in Australia's after-
market airconditioning industry.

Calsonic is part of an international
family which has its headquarters in
Tokyo. The corporation was estab-
lished in 1938 and now has more than
1,100 employees around the world
and tens of millions of dollars invest-
ed in research and development.

Major Sponsor Calsonic
does the Tr ade Show
Honours

Robert Pattison



The VASA conference
has established itself
as the major event each year for
the vehicle airconditioning indus-
try. This years conference looks
set to consolidate that position
and will continue to provide the
main venue for the exchange of
information and ideas.
The Commonwealth Government is
currently working with AFCAM,
VASA and other relevant industry
associations to draw up an environ-
mental management strategy for
R134A, with the strong support of
all in the industry.
Under the National Greenhouse
Response Strategy the
Government is committed to look at
the role of disposable containers,
but to date little action has
occurred.

Calsonic Australia's main product
lines include aluminium radiators,
both parallel flow and serpentine con-
densers, aluminium heater cores, fan
motors and oil coolers. These products
are developed and manufactured at
their Melbourne plant.

A hallmark of Calsonic Australia's
operations is the company's involve-
ment from the project conception
stage through production. As vehicle
manufacturers increasingly require
fully developed systems rather than
unit components from their parts man-
ufacturers, Calsonic has taken steps to
ensure its position as a leading sys-
tems supplier, offering advanced tech-
nologies and expertise.

Conventioneers at the VASA conven-
tion will be able to tour the plant on
the Thursday evening between 8pm
and 10pm. Check your registration
papers for details of the tour.

REFRIGERANT
R e c l a i m

Australia is step-
ping up its
efforts to get ser-
vice centres
around the coun-
try to respond to
its calls for
reclaimed refrig-
erant gas.
RRA general manager Michael
Bennett will be heavily involved in
the VASA convention again this
year and has indicated he will be
working hard to get VASA mem-
bers to understand that there is
money in recycling gas.
"We don't know where it's all going,
but either workshops are letting it
go into the atmosphere (which is
not on), or they are simply forget-
ting to send their recycling bottles
back to us," said Michael.
"It's not just a question of doing the
right thing. RRA pays $2,500 per
tonne or $2.50 per kilo for any gas,
regardless of whether we can recy-
cle it, or have to destroy it.
"The fact is that we can make a big
difference and our reclaiming activ-
ities are already making a big
impact on the skies over Australia,"
he added.
All HFC's can be sent to RRA and
RRA takes back R134a. They now
supply a full industry cover on all
HCFC refrigerants. Nothing can be
sent to the atmosphere.

ACTROL PARTS is
Australia's leading refrig-

eration and airconditioning
wholesaler and is 100%
Australian, privately owned
and independent.
Established for more than 50
years, Actrol has developed a
reputation for professionalism,
technical support and innova-
tion.
Major supply agreements are
held with the Australian service
industry and many of the world's
most respected equipment,
component parts, refrigerant
and filter media manufacturers.
Renowned for its technical sup-
port, many staff have on-tools
experience or trade qualfica-
tions. All state head offices are
staffed with sales and applica-
tions engineers who provide free
engineering advice and can
assist with individual equipment
selection decisions.
Actrol maintains 35 customer
service centres and depots in
every state and territory with
extended customer service con-
tact via a nationwide 1300 num-
ber.
Actrol supports VASA and its
objectives for the industry.

Steve
Anderson

Michael Bennett

Continued from previous page

Major Sponsor – CALSONIC
Minor Sponsors – AFCAM

ACTROL
RRA

Both AFCAM and VASA have made
numerous submissions over the
past four years, regarding the need
for a ban on disposable containers
of refrigerant gases. Legal advice
says it is quite a straightforward
matter for the Government to do
this, but industry associations will
need to keep the pressure on if we
are to see any action.
Getting rid of disposable containers
is possibly the most cost effective
way to minimise the emissions of
refrigerants to the atmosphere. It
has broad support across all indus-
try sectors and it was a major suc-
cess in efforts to minimise the

emissions of CFCs.
The hydrocarbon question contin-
ues to be a source of debate and
controversy, with specialist opin-
ions strongly opposed to the use of
these gases in existing systems.
While the risks posed by their prod-
ucts have been recognised in a
number of states, resulting in sensi-
ble controls on their use, there are
still a number of states which have
not acted.
AFCAM looks forward to working
with VASA on the many issues that
will confront the industry over the
coming year.



Huge Gas Recovery
Project for
Crash Cars
IT’S LIKELY THAT VASA, in a joint effort

with Refrigerant Reclaim Australia, will
pioneer a massive gas reclamation

program from all crash damaged
vehicles.

NRMA Vehicle Insurance Industry Division (the largest vehicle insur-
ance company in NSW) is considering a joint VASA/RRA proposal
which, if adopted, is likely to see the recovery of up to eight tonnes
of gas a year, which might otherwise have escaped to the atmos-
phere.

The plan applies to those vehicles which have been assessed as
uneconomical to repair and are auctioned on a weekly basis from a
salvage yard in Smithfield NSW.

In 1995 the NSW EPA in conjunction with the Motor Vehicle Repair
Industry Council (MVRIC), surveyed 85 damaged vehicles placed
for auction and found that 45 were fitted with airconditioning sys-
tems and of those 23 still contained refrigerant.

Typically, the Smithfield salvage yard auctions between 250 and 300
vehicles per week and this could mean recovery of at least 75 kilos
per week. If extrapolated nationally, it could amount to a huge recy-
cling program. The intention is that it be carried out by VASA mem-
bers.

The current method is to check all vehicles before the auction and
label air conditioned vehicles, informing the purchaser that CFC
refrigerants must be recovered. The non-effectiveness of this
method along with revised regulations covering HCFC as well as
CFC refrigerants and an awareness that all refrigerants should be
recovered has meant a rethink of the current procedures.

RRA is an industry funded body that facilitates the recovery and
reclamation of fluorocarbon refrigerants throughout Australia. This
project is seen as part of their charter to achieve the aims of envi-
ronmentally responsible refrigerant management and to recover and
reclaim fluorocarbon refrigerants wherever possible.

VASA brings to this project strong technical exper-
tise and a practical approach to environmentally
responsible refrigerant management and to recov-
er and relaim fluorocarbon refrigerants wherever
possible.

"The NRMA has shown historically a lead in tack-
ling environmental issues and are to be commend-
ed for their willingness to take this issue on board,"
commented the VASA committeeman Chris

Lindeman, who has been working on the project with
RRA's Michael Bennett. They are hoping the project will spread
nationally.

The NRMA historically have shown a lead in tackling environmental
issues.

Chris Lindeman

Michael Bennett – RRA
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John was in the crowd of enthusi-
asts at the first meeting of aircon-
ditioning specialists at the Marriot
Hotel in Surfers Paradise back in
1993 and he and his wife and
business partner Margot have
been to every convention since.

"It would take a lot for us to miss

the annual convention," says
John. "We consider ourselves
VASA junkies."

John, a Brisbane boy, had
entered the fitter and turner trade
and ended up at the Peak Downs
mines in the Mackay hinterland.

John and Margot began their auto
airconditioning business in 1977,
in a rented shed with a table in the
corner for an office.

They had an un-airconditioned
red ex-post office Ford Transit van
for attending mobile service calls
to farms in the sugar cane grow-
ing areas around Mackay.

Today, John employs an efficient
staff of nine and operate from
their own premises at 9 Lawson
Street, Mackay....and these days,
he has airconditioned, well
equipped service vehicles for his
outside work.

The company has been engaged
on jobs as far afield as the Ernest
Henry Mine about 1200 kilome-
tres west of Mackay and other far
flung places to the north and
south.

"VASA conferences have proved
to be an excellent meeting ground

for fellow repairers.
We have made valu-
able contacts and
formed good friend-
ships at these yearly
events," John
enthuses.

"Since being a
member of VASA I
have helped to
organise two train-
ing weekends for

the Central Queensland area. On
these occasions, Grant Hand has
flown from Adelaide to pass on
his expertise to VASA members in
Rockhampton, Townsville,
Clermont and Mackay.

"We might have a long business
name but people know who we
are and what we do. We take
great pride in serving the Mackay
district and keeping the people of
Mackay and the surrounding
farms COOL," says John,

IN THIS pre-convention issue of Hot Air, it is very
appropriate that the Member Profile should be

about a self-styled VASA 'junkie'.

John Taylor Car Air-Conditioning is about as far
away from this year's Melbourne convention as you
could get – Mackay in north Queensland.

John and Margot Taylor

By the time this issue of Hot Air
is read, all successful partici-
pants in the first year of RTP will
have received their certificates.

Remember that the certificates
are not automatic just because
you received the RTP. They will
only be presented to those who
completed the questionnaires to
the satisfaction of the technical
coordinators.

If, for any reason, a member or
technician feels they should
have received a certificate, but
didn't, please call Grant Hand on
08 8251 3894 or fax: 08 8289
4260.

Something to
hang proudly
on the work-
shop wall



RTP is still tops
. . . but tighten
up needed On the

President’s
Mind
AS VEHICLE

T E C H N O L O -
GIES improve, it is
likely that the air-
conditioning ser-
vice industry may
see the end of
‘regassing’ as a
quick fix.

I forecast that an annu-
al service check on
stanardised price in
VASA workshops, may
replace the concept of
regassing.

Modern systems don’t
leak without some
good reason, unlike
the earlier aircondition-
ing systems. If gas is
leaking, it is more than
likely to be an indicator
of component failure.

If workshops promoted
an annual service
check at an affordable
price, it provides the
opportunity to submit
customer cars to a
complete system
check and the cus-
tomer is then given a
written report which
either gives the system
a ‘tick’ or recommends
a service or parts
replacement at a quot-
ed price.

Mark Mitchell

VASA may tighten up its
RTP program after it was
revealed at a recent

Queensland members meeting
that the questionnaire response
rate was less than half.

As it stands, submitting the question-
naire after each RTP bulletin issue is
not compulsory, but those who don't
send it back cannot expect to receive
the certificate for having undertaken
(and understood) the course.

Training coordinator Grant Hand chal-
lenged his Queensland audience to
justify the promotion of their profes-
sional status in airconditioning installa-
tion and repair, with such a half heart-
ed response to the RTP and other
VASA initiatives.

"How the industry portrays itself to the
public and what value added support
they can offer motorists will determine
survival or failure in business," Grant
said.

"At a time when sharing and inter-
change of knowledge would save
many businesses from failure and con-
tribute to profits, this interchange is
just not happening within VASA," he
added.

He implored members not to hold their
secrets (apart from critical informa-
tion). It would only be by sharing
secrets of the industry that knowledge
could be gained and the industry could
raise its profile through value added
services and competitive edges.

The intention of the RTP and all VASA
training programs was to give mem-
bers the underpinning knowledge of
the basics of auto airconditioning,
refrigeration and electronics, gradually
moving up to the advanced concepts.
It was up to members to then value-
add to this knowledge and develop
their own competitive edges.

He pointed out that it was difficult to

reconcile members' desire to make a
success of their businesses and the
fact that at last check only 120 of the
320 participants in the RTP program
had responded with their question-
naires.

He stressed that members had to help
themselves.

The public now know
that their airconditioning

systems do not need the old
service/regas every year.

VASA was proposing that it split the
service into two areas. Members
would do a diagnostic check on the air-
conditioning system as an annual ser-
vice at a nominal cost. This is not just
regassing.

The procedure would call for a mainte-
nance check list on a car which would
be comprehensive.

A national maintenance procedure
brochure would be prepared, in which
a comprehensive checklist would be
published. Large laminated posters
would need to be published to promote
this new service.

A Code of Professional Practise is also
on the drawing board. This will be a
standards document for VASA which
may convince the public that its mem-
bers do a job better than anyone else.
They would go out with a diagnostic
sheet.

Grant stressed that until VASA was
able to present itself, member by mem-
ber, as a clean, professional and
knowledgeable industry, throwing
money away on extra promotion would
be a waste.

Grant suggested that the goal in this
current market is "How do I make
myself better." Individual members had
to shoulder the responsibility for pro-
moting their industry through their own
attitudes towards training and value
added services, and customer service.



SO, WHAT happened
in 1948? What were
the circumstances

that could give small
machine shops in the
Southwest the edge over
Detroit's giants to the
north?
As with most of mankind's "great
discoveries" is was more a matter
of chance then of intent.

On a hot, dusty day in south
Texas, William Baker took his
friend, O P Leonard for a ride in
his car, equipped with a home-
made airconditioner. It's been
estimated that there were some
3,000 cars with home-built or cus-
tom A/C systems on the road in
1942.

Leonard was impressed and, as
one of the partners in Leonard
Brothers Department Stores of
Fort Worth, Texas, had both the
marketing experience to know a
good thing when he saw it and the
resources to do something about
it. When he got back to Fort
Worth, he had a prototype built
and set up a manufacturing facili-
ty in a Fort Worth machine shop.

The company would become
Automotive Refrigerated
Airconditioning, or ARA, the first
manufacturer of aftermarket auto-
motive air conditioners. Only 163
units were sold that first year, but
the idea caught on.

All of these early systems were
very similar to the original Bishop
and Babcock design,  installed
with the compressor and con-
denser under the hood, the evap-
orator and blowers in the trunk.

Copper tubing was used for the
refrigerant lines - rubber hoses
had not yet been considered for

A/C application and cold air was
forced into the passenger com-
partment through one or more
ducts in the rear deck.

In these early systems, the com-
pressor was not fitted with a
clutch. It ran all the time. In the
winter, or if you got too cold, you
removed the drive belt to discon-
nect the compressor.

Compressors themselves were
quite large. For example, a
Lehigh, two-cylinder model
weighed 33 pounds without the
flywheel. The spokes on one fly-
wheel design were cast in the
shape of fan blades to help keep
the cylinders cool.

Only the air flow, not the tempera-
ture, could be controlled from
inside the car. One or more fan
switches were located on a small
panel just under the dash. If you
wanted fresh air, you opened a
wing-vent or rolled a window down
a little.

It could take a day, or even two, for
one man to complete an installa-
tion. Holes would have to be cut in
the rear deck for the vents and in
the trunk floor for the copper tub-
ing. You had to find a place sturdy
enough to support the heavy com-
pressor and then string electrical
wiring to the switches and fan
motors under the rear deck plus
do a lot of plumbing to run refrig-
erant lines.

Service tools were manifold
gauges, a vacuum pump, halide
torch to check for leaks, ther-
mometer and some small ratchet
wrenches for the service valves.

This is quite a contrast to the
thousands of dollars worth of
sophisticated equipment neces-
sary today. And those early sys-
tems needed service! The engine
and road vibrations quickly took

their toll on hard copper lines and
joints.

In an effort to resolve the leakage
problem, ARA approached anoth-
er Fort Worth company, Stratoflex,
now Parker Hannifin, a manufac-
turer of small-diameter, high-pres-
sure rubber hoses and hose-
assemblies.

One of their hoses, designed for
hydraulic applications, seemed to
work rather well - its working PSI
limit was 2,400 pounds - and by
1950, rubber had replaced copper
in most systems.

While Packard, Cadillac and
Chrysler had advertised their air-
conditioned cars to the general
public, the aftermarket
approached the new car dealer-
ships instead.

That seems somehow ironic. In
1898, William E Metzger opened
the first independent car dealer-
ship and just fifty years later, the
independent aftermarket selected
the new car dealership as its first
major customer.

A/C manufacturers sold directly to
new car dealerships and usually
provided the installation as well.

Airconditioning created a new
standard of success. Driving
around in the summertime with
your car windows rolled up, even
though relatively few homes were
airconditioned at the time.

This is the second episode of the History of
Mobile Airconditioning, delivered at the 1999
IMACA Convention and Trade Show in the US
by IMACA executive director Frank Allison. FRANK ALLISON

VASA is proudly
affiliated with: –

To be continued next issue: Success
breeds competition but the public

were still skeptical.

Nostalgia . . .
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Gary Jewell
Mornington Auto
Electrics Pty Ltd
29A Virginia Street
Mornington Vic 3931
Phone: 03 5975 1362
Fax: 03 5975 1362

Quim Silva 
Automotive
Airconditioning QS Ltd 
267 Great North Road 
Grey Lynn, Auckland 
Phone: 64 9 376 6691
Fax: 64 9 360 0221

John Purchase
A1 Auto Air and Sound
74 Dampier Boulevard
Killarney Vale NSW
2261
Phone: 02 4332 6701

Deyan Barrie
Barrie Auto Electrics
Pty Ltd
2-4 Hornsby Street
Hornsby NSW 2077
Phone: 02 9476 6277
Fax: 029477 6026

Stephan Kay
Steve Kay Automotive
171 March Street
Orange NSW 2800
Phone: 02 6362 8766
Fax: 02 6362 8766

Kevin Lewis
Adamstown Auto Air
129 Brunker Road
Adamstown NSW
2289
Phone: 02 4961 3226
Fax: 02 4969 2868

Barry Burke
Central Radiator
Centre Pty Ltd
223 Queens Parade
Clifton Hill Vic 3068
Phone: 03 9489 0385
Fax: 03 9489 3304

Paul Treeby
Paul Treeby Auto
Electrics & Car Air
16 Reef Street
Gympie Qld 4570
Phone: 07 5482 2342
Fax: 07 5482 2342

VASA READY REFERENCE DIRECTORY
1998/99

Directors, Chairmen ( in bold ) and Committee Members

Directors Phone Fax

Mark Mitchell (President) 07 5532 8133 07 5532 8602
Glen Watkinson (Vice Pres) 08 8347 1155 08 8268 8048
John Blanchard (Secy/Treas) 03 9890 7082 03 9890 0061
Tony Heat 02 9949 5188 02 9949 4243

CORPORATE AFFAIRS
Mark Mitchell 07 5532 8133 07 5532 8602
Chris Lindeman 02 9484 3949 02 9484 8608

TECHNICAL
Mark Padwick 02 9791 0999 02 9791 9029

018 266 132
Grantley Hand 08 8251 3894 08 8289 4260

TRAINING
Grantley Hand 08 8251 3894 08 8289 4260
Greg Thomas 02 9774 4133 02 9772 3272
John Bish 02 9482 1511 02 9477 7360

CONVENTION 1999
John Blanchard 03 9890 7082 03 9890 0061
Mark Mitchell 07 5532 8133 07 5532 8602

QUEENSLAND COMMITTEE
Bevan Carrick 07 3375 5566      07 3375 1404
Terry Gatley – Insurance 018 722  947 07 3801 3096
David Pude – Training 07 3369 3133 07 3368 3745

NEW SOUTH WALES COMMITTEE
Tony Heat 02 9949 5188 02 9949 4243
Mark Padwick 02 9791 0999 02 9791 9029

018 266 132
Roger Boa 018 428 898 02 9792 7069
Steve King 02 4625 8216 02 4627 0374

NEW SOUTH WALES INSURANCE COMMITTEE
Peter Dodds 02 9720 2258 02 9720 2355
Phil Wilson 02 9601 2400 02 9601 6580
Chris Lindeman 02 9484 3949 02 9484 8608
John Wallace 02 9894 0366 02 9634 7086

VICTORIA COMMITTEE
Mark Lynch 03 9532 0785 03 9532 1010
Brian Wilkinson 03 9544 7799 03 9544 7888
Keith Murray 03 9544 7799 03 9544 7888

SOUTH AUSTRALIA COMMITTEE
Glen Watkinson 08 8347 1155 08 8268 8048
Wayne Holtham 08 8234 2616 08 8234 2850
David Jackson 08 8376 0899 08 8376 0451
Allen Morris 08 8362 7671 08 8362 8337

WESTERN AUSTRALIA COMMITTEE
Kevin Matthews 08 9275 3344 08 9275 5630
Paul Robinson 08 9279 3336 08 9279 3156

NEW ZEALAND COMMITTEE
Barry Rogers 64 9 573 3392 64 9 573 3395
Richard Cooper 64 9 262 6524 64 9 262 0547
Stuart Helm 64 7 846 6668 64 7 846 6667
James Ritchie 64 9 520 2741 64 9 522 3318

EDITORIAL CONSULTANTS
Ken Newton 07 5526 3044 07 5526 3404
Joy Davies 07 5526 3044 07 5526 3404

The information in this newsletter is supplied by the execu-
tive, members and affiliate bodies in USA and Europe. VASA

maintains a high standard of editorial and technical content, but
can accept no responsibility for the accuracy of the statements
made nor the technical information provided. If in doubt about
any issue, contact an appropriate committee chairman or a

member of the National Executive.

SuperCool Australia
Unicla compressors from 90cc to 310cc including new V series as
direct replacement for Nippondenso 10P compressors.Yokogawa test
equipment including GA500 gas analyser and H10 series heated
diode leak detectors
Kysor Australia
A/C systems and heater replacement parts mainly for heavy duty off
road and truck industries. Units for cab or roof mounted condenser
Parts
Javac 
Auto charging and recovery machines, manual to fully programmable.
Sniffer leak detectors and own range of vacuum pumps
Castrol
Castrol Icematic SW Series – range of synthetic refrigeration lubri-
cants formulated from a new type of polyol ester base stock and
blended with a unique additive packageto enhance corrosion resis-
tance, oxidisation stability and load carrying ability.
Carparts
Red Dot heavy duty airconditioners
Glo-Leak ultra violet leak detection equipment
Unicla evaporators and general products
Robinair service equipment
General components
Tridon
Full range of Robinair products, featuring new dual refrigerant 4
way station, the R134a fully automatic station, heavy duty multi-
refrigerant station, coolant exchanger and recycler and updated
versions of charging stations, recovery and recycle units.

Continued from page 8


