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The 250 km/h wind speed 
generated by the ACART 
environmental wind tunnel 

at the Ford Proving Ground in 
Victoria was not turned on for the 
Wire & Gas Training Convention 
in June, but it still managed to 
blow 100 delegates away.

The delegates, all VASA 
members, rated their visit to 
ACART (Advanced Centre 
for Automotive Research and 
Testing) the highlight of their 
annual training weekend.
The inspection of the $20 million 
testing and research facility 

marked a return to VASA’s 
original convention formula 
which, until a decade ago, 
always included a visit to a major 
automotive production plant.

VASA President Ian Stangroome 
said the success of the weekend 
proved that delegates appreciated 
the diversion of an automotive-
themed tour, mixed with their 
intense training programs.

“This event is going to be hard to 
beat, but we will aim just as high 
next year,” Ian said.

“The fact that so many delegates 
came from as far away as 
Western Australia and New 
Zealand, proves that distance 
is no deterrent if the event is of 
high quality.

“The training of exceptionally 
high standard provided by Grant 
Hand, Jack Stepanian and Geoff 
Mutton, together with Steve 
Pohlner’s review of technology 
was well received by a passionate 
audience. The supporting 
literature earned praise from the 
delegates,” added Ian.

(continued next page)

Wind tunnel blows the delegates away

Two Legends 
called Mark

VASA has honoured its vice-
president Mark Padwick by 
making him the third VASA 
Legend.  Mark Mitchell (left) 
was made a legend in 2004 and 
the late Frank Allison was the 
first in 2000.



ACART is a high security facility 
which doesn’t encourage casual 
visitors. However, Ford Australia 
threw open the doors to VASA 
for only the second time that any 
organisation has been granted 
entry permits.

The plain and unmarked building 
just inside the Ford Proving 
Ground’s main gates has a 
multi-fuel emissions cell, an 
environmental testing laboratory 
and an engine dynamometer 
facility which are available for 
the first time in this country 
to automotive companies and 
suppliers.

The testing facilities and 
techniques, including the robotics 
fitted with multiple sensors to 
replicate human passengers, are 
world-class and significantly 
surpass the technical capability 
of any competitive facility in the 
Asia-Pacific region.

The laboratory can replicate 
conditions ranging from -40ºC to 
+55ºC, wind and road speeds of 
up to 250 km/h and can simulate 
solar loading of up to 1200W/m², 
and generate humidity up to 95%.  
 
The VASA delegates voted 
the training weekend, which 
included basic and advanced 
courses in climate control, 
engine management and business 
principles, as very worthwhile 
and top value for money.

In fact, 87 per cent of attendees 
said they would enrol for any 
future similar training event.

The eight wholesalers who took 
part in the mini trade show voted 
unanimously to attend future 
events. They noted a number of 
new faces among the delegates, a 
sign that younger technicians are 
beginning to take an interest in a 
quality industry network.

Top: The scene at Jack 
Stepanian’s training session 
Left: Steve Pohlner explains the 
robotics used in vehicle testing.
Below: Business trainer Geoff 
Mutton received top rating for 
his presentation
Below left: Grant Hand delivers 
his popular session
Below right: Jack Stepanian 
is always entertaining and 
knowledgeable



The president wants a word

How will you deal with 
the carbon price?
With the introduction of 

the carbon price on 
July 1, there has been 

much said by politicians, media, 
industry and the public about its 
effect on prices.

Regardless of rights and wrongs, 
uppermost in VASA members’ 
minds right now is how it will 
affect business. 

All businesses will have to 
closely examine their current 
prices to ensure the impact on 
overheads attributable to the 
rising costs of electricity and 
other indirect costs due to the 
carbon price are covered. 

Refrigeration and air 
conditioning businesses have the 
added impost of the carbon price 
on our most valued product line 
after our labour – the refrigerant 
used in a/c servicing.

In pricing the refrigerant you 
sell, as with your labour and your 
other products and services, you 
must take into account your total 
business overheads and set your 
margins and pricing accordingly.

First priority is a return on 
your investment and almost 
as importantly, your profit. 
Profits are vital to a business’s 
success and survival and enable 
investment in equipment, training 
and marketing, allowing the 
business to grow,  expand and 
employ staff. 

Many factors affect the price 
of refrigerant. These could 
be reductions in supply, 
manufacturing and raw material 
costs and increases in demand. 
But following the introduction 
of a carbon price, none of us 
should expect to see the price of 
refrigerant increase only by the 
government’s documented carbon 
price of $23 per tonne.

This would be fanciful. There is 
a distribution chain ahead of the 
retail workshops, and they are 
in business, like us, to create a 
profit. 

The importers, those who 
actually pay the carbon tax 
before they can take their 
refrigerant off the wharves, have 
had a significant overhead added 
to their refrigerant costs.

Associated with this overhead, 
come other significant additional 
costs such as financing, insurance 
and compliance. With the 
obligatory goods and services 
tax on top, all of these overheads 
must be recovered and therefore 
will be reflected in their price to 
the wholesale distributors.  

If all the importers did was to 
maintain their pre-carbon price 
gross margins on the refrigerant, 
plus the carbon price, it follows 
that there must be an immediate 
and significant increase in the 
price of the refrigerant passed on 
to the wholesale distributors. 
The wholesalers will naturally 

apply their standard industry 
margin and every business 
with a  Refrigerant Trading 
Authorisation will buy the 
refrigerant and apply their margin 
in their customer invoices. 

If standard gross margins are 
maintained throughout the chain, 
the end price of refrigerant to the 
consumer will be significantly 
more than the $23 per tonne. 

One of the government’s own 
gross margins, the GST, is fixed 
at 10 per cent, and it is applied to 
the importers’ costs. 

Even 10 per cent applied to a 
larger base cost will increase the 
price to the consumer over and 
above the $23 carbon price for 
R134a. It’s not rocket science.

The examples for both R134a 
and R404a, the most common 
refrigerants in use by VASA 
members, illustrate the impact on 
the refrigerant price and GST, if 
all we do is factor in the carbon 
price.

The examples below use a 
hypothetical modest base price 
per kilogram of refrigerant and 
assumes standard industry gross 
margins.

The environmental recovery levy 
has not been accounted for as it 
applies regardless of the carbon 
price. 

VASA workshops will have to 
make the decision to maintain 
margins and profitability or 
reduce margins and forego profits 
to remain competitive. 

What can your business sustain? 

Your decision will be based 
on, among other things, your 
own business structure, what 
your business can afford to 
absorb and the affordability 
of your client base.

Whatever your decision, 
your ultimate pricing will be 
determined no differently than 
prior to the carbon price, because 
it will be a decision based on 
sound business principles and the 
economy of your business. 

As responsible technicians 
we have always recovered 
refrigerant. 

Unfortunately, now we will also 
need to recover the carbon tax. 

A final word of caution – avoid 
overstating the impact of the 
carbon price upon your costs, 
under any circumstances.

                                          R134a                             R404a
                                  No             Including          No             Including
                                     carbon       carbon               carbon      carbon                
                                     price           price           price          price
          
Landed cost                 $8.00             $8.00               $10.00        $10.00
Carbon price                $0                  $29.90             $0               $74.98
Importers’ cost             $8.00             $37.90             $10.00        $84.98
Importers’ sale price    $12.00           $56.85             $15.00        $127.47
W/sale sale price          $18.00           $85.27             $22.50        $191.20
Your sale price             $    ?               $    ?                $    ?            $    ?
                                         Plus GST                                      Plus GST

Without doubt the most useful document released 
by the Australian Government has painted a clear 
picture of the risks associated with using any 
flammable refrigerant in a vehicle air conditioning 
system.   Go to www.vasa.org.au and click on Latest 
news on the bottom of the main page. Then click on 
‘Fed Govt acknowledges safety issues with 
flammable refrigerants’

At last – a government document you 
can use to educate your customers and 

keep the refrigerant stream pure



VASA’s latest pioneer, Bob Reynolds 
from Grenfell in country NSW, believes 
common sense is still the prime ingredient 
for a successful automotive career.

In an emotional moment at his award 
presentation in Sydney, Bob shared his 
love of work and life.  

He said it was great to be honoured 
and he felt proud to be a member of 
organisations like VASA and the Institute 
of Automotive Mechanical Engineers.

Bob’s full story was published in the 
June issue of Hot Air, which can be 
found on the website at www.vasa.org.au

Bob laments the trend towards parts 
replacement in place of ‘just learning to 
fix things’.

He urged technicians to align themselves 

with organisations like VASA because 
being in a professional network 
encourages people to improve their skills. 
‘I see being in a good network vital 
to turn a good tradesperson into a real 
craftsperson.’ 

And Bob had the directors in stitches with 
his straight faced theory on the best tools 
a technician had in their toolbox.

‘They are the default tools given to us at 
birth,’ explained Bob.

GUTOMETER - If you have a gut feeling 
it’s right, then it must be right

HANDOMETER - If it doesn’t feel right, 
then it isn’t right

ARSEOMETER - If it doesn’t sit right, 
then it can’t be right

VASA vice-president Mark Padwick has 
been declared a Legend in his own lifetime 
because of his industry leadership, and for his 
dedication to the aftermarket workshops in 
his role as a national voice of the automotive 
air conditioning industry.

VASA has honoured only three Legends since it was 
formed in the early 1990s. The first was the late Frank 
Allison, who was CEO of IMACA in the US.  A VASA 
founder, Mark Mitchell was honoured in 2004.

Mark Padwick has been involved with VASA from its 
beginnings, when the company he represents, Sanden 
International, saw the value in forming a strong 
industry network. 

He was elected VASA president in 2004 and stepped 
down as vice-president in 2009.  President Ian 
Stangroome said Mark Padwick’s leadership role in the 
Australian Refrigeration Council had greatly enhanced 
VASA’s status as a credible industry force.

The full background on this award and all other 
awards presented at the Annual General Meeting 
in Geelong in mid June can be found in the History 
section of the VASA website www.vasa.org.au

(left to right) VASA President Ian Stangroome, board member Robert Picone (elected at 
the 2012 annual general meeting), Mark Padwick, and Mark Mitchell

VASA President Ian Stangroome presented pioneer Bob Reynolds with his award at a 
VASA board meeting in Sydney. Bob was accompanied by his wife and business partner 
Gwen

Paul Henderson was presented with a VASA 
Recognition Award at the June AGM in 
Geelong.  

Paul and his wife Carolyn have operated Shoalhaven 
Auto Electrical Service since 1976, and at its present 
location in a prime CBD site in Nowra since 1993.

Paul, always accompanied by Carolyn, has attended 
almost every VASA and Wire & Gas Convention from 
the beginning.

He was more closely aligned with the Australian 
Association of Automotive Electricians in the early 
days, but Paul belonged to both the AAAE and VASA 
at the same time. He would have seen no overlap, just 
another network that could help his knowledge and his 
business.

He is also heavily involved with the Bosch network, 
serving on the New South Wales Bosch Dealer 
committee for at least the past five years.

Read more about the awards at 
http://www.vasa.org.au/history-of-vasa/ 

VASA honours pioneers and innovators

A wealth of history
The VASA website history page contains the fascinating stories of 32 special 

people who have been honoured for their services to the Australasian 
aftermarket vehicle air conditioning and electrical industries.

Inspiring reading at www.vasa.org.au/history-of-vasa/



New Zealand VASA member Cecily Moyes was honoured with the VASA Appreciation Award at the June 
AGM.

Cecily was ready to board the plane for Wire & Gas 2012, when her doctors ordered her not to fly because 
of a sudden virus. Her award will be presented to her by New Zealand director Catherine Tocker.

The award recognises Cecily’s dedication to product knowledge and enthusiasm for finding the answer to 
any automotive air-conditioning parts problem.

Her pioneering work in sourcing parts from anywhere in the world set a new standard for the automotive 
air-conditioning parts supply sector in New Zealand.

Cecily has been a familiar face at most training events and VASA conventions for many years. She is a 
stickler for expanding her product knowledge to prepare herself for the inevitable and far reaching changes 
facing the industry. 

Wayne Hunter, who handles the sales desk at CoolDrive’s Brisbane 
branch, is known by Queensland technicians as the ‘go to’ man when 
you need something done.

His customer service ethic earned him a VASA Appreciation Award 
for 2012.

A qualified mechanic Wayne was exposed to car air conditioning in the 
early days, and built a reputation as an expert in airconditioning repair 
and installation with a rare talent for diagnostics.

In 1990 he started with Geoff Merritt at the original Car Air Systems 
(Palm Air Car Air conditioning) in Bowen Hills. Geoff, who received 
his pioneer award in 2000, quickly found he had gained an intelligent, 
productive and versatile employee. During the 90s Wayne was heavily 
involved with the production of a/c kits and liaised regularly with 
CoolTemp, a company honoured with a VASA  Pioneer award in 2002. 

In 2000, Car Air Systems was acquired by Automotive Imports Pty 
Ltd and later changed its trading name to CoolDrive. To this day 
Wayne is a highly valued and greatly experienced member of the 
CoolDrive Queensland team.

Wayne Hunter receives his award from Jock Harris, CoolDrive 
Distribution’s General Manager Sales and Branch Operations

Tim Grimes (seated) was 
honoured at the VASA AGM 
for his contribution to the 
association’s marketing.

He wrote and introduced bright 
new marketing concepts aimed 
at selling VASA’s benefits to the 
membership and to industry at 
large.

His skills in IT came to the fore 
with a smart new website, in 
which he laid the foundations for 
VASA’s push into larger scale 
internet communication and 
networking.

Tim was a VASA director from  
2008 to 2012 and also served on 
the Wire & Gas Executive from 
2008 to 2011.

Huge improvements are being 
made to the VASA website 
(www.vasa.org.au).

It is fast becoming the main 
communication centre for the 
members and the directors, and 
will, in the near future, take on a 
more vital role in the generation 
of business to VASA workshops.

The board has taken a big 
decision to open up the channels 
into the main social networking 
sites, as a means of raising the 
level of communication with 
younger technicians and the 
public.

More importantly, the website is 
being used as a significant library 
of valuable information for 
members, to help build business 
confidence and technical skills.

As a special benefit to 
all VASA members, 
including those who 

could not attend the Wire 
& Gas 2012 training 
weekend in Geelong, 

all of the presentations 
and technical papers 
presented by trainers 

Jack Stepanian, Grant 
Hand, Geoff Mutton and 

Steve Pohlner are now 
available as downloads on 

the website.

VASA beefs 
up its web 
presence

VASA members who would like to receive any one or all of the Wire & 
For Gas presentations and templates in hard copy format, there are a 
limited number of printed sets available and we will happily post them to 
you.

To apply for these, please send an email to secretary@vasa.org.au, clearly 
stating which trainer’s presentation you want, and insert your name, 
member number and postal address. 

This is a free service for members.



One of the biggest challenges 
facing organisations like VASA is 
keeping members engaged. 

It’s not a unique problem. Every 
organisation from the local P and 
C to political parties and sporting 
clubs are struggling to survive.

Of all the times in history that 
connection and networking were 
vital, it is now, especially in 
an industry like ours, which is 
changing so rapidly. 

If this were a perfect world, and 
if everyone in our industry were 
as keen to perform their jobs 
better, as clearly all of you are, 
VASA’s door would be torn from 
its hinges.

Instead, I look across the 
room, as I do each year, and 
acknowledge the same familiar 
faces of those members who 
always turn up, when I should be 
looking out at a much bigger sea 
of bright, new and younger faces, 
eager to learn, interested in their 
industry, enthusiastic about their 
fledgling careers. 

Your directors and I remain 
optimistic, but it is a constant 
effort for your VASA board to 
monitor and predict where the 
future for our industry is heading. 

Our industry continues to have 
challenges which can’t be 
overcome by individual effort. 
Great results can most readily 
be achieved by team effort, by a 
sharing of ideas, by listening to 
the other person’s point of view.

VASA remains as relevant today 
as it has always been, perhaps 
even more so, and it survives 
thanks mainly to those stalwarts 
who have believed in their 
network from the very beginning. 

Our membership is not growing. 
Our numbers remain constant, 
although when compared to 
many other organisations, even 
those much larger than ours, we 
are doing very well. 

But I have said it before, if you 
are not growing you may be 
going backwards.

We have a stable and dedicated 
membership and enthusiastic 
directors who are diligent about 
how your funds are managed and 
therefore we maintain a strong 
financial position.

But we do recognise we need to 
grow and we certainly need to 
get younger people to join us and 
become involved. 

There is no magic wand or 
formula to achieve this. 

VASA has tried a variety of 
incentives. It purposely keeps 
its membership fees as low as 
possible and encourages young 
member participation through our 
apprentice membership incentive 
program. 
 
We have tried inducements and 
prizes and giveaways. They work 
to some extent, but nowhere near 
well enough.

We need faces 
on the ground

Our CEO warned us that what 
VASA lacks more than anything, 
are faces on the ground. We 
have no sales staff. Your VASA 
directors and many others in the 
organisation do the work in an 
honorary capacity. 

There’s nobody out there 
knocking on doors and to use a 
biblical quote, we need to “go out 
into the highways and byways 
and compel them to come in.”

The directors have agreed to a 
plan to call on existing members 
and non-member workshops, 
armed with material to explain 
what VASA stands for and why 
they should be involved. 

With the resources we have, 
your board works effectively and 
efficiently in a proactive spirit to 
look after your interests, to give 

you a heads up on major issues 
facing your industry, and take 
your concerns into government 
or wherever your voice needs to 
be heard.

Membership is a 
two-way street

And as I said last year, and it 
bears repeating, membership 
is a two-way street. You can 
rest assured that your directors 
are always available to receive 
your feedback and to respond 
to your questions, comments 
and suggestions and discuss the 
issues you present to us.

An association such as VASA, 
is only a corporate platform, a 
building foundation, and like the 
foundations of a building they are 
never seen, but are relied upon 
to support whatever is built upon 
them. 

Our foundation is strong thanks 
to the structure implemented by 
the great leaders of our industry 
so many years ago. We must 
continue to build our organisation 
and this depends so much on 
the activity of our directors and 
members to become something 
great, to survive, be relevant and 
to stand out. 

You have a reliable and dedicated 
board of directors, but they are 
only as good as you are, the 
members. 

Your board 
is driven by your 

enthusiasm
They can do so much without 
you, but they can do a lot better 
with you, if they get feedback 
from you and tell us what issues 
you would like us to concentrate 
on. The members are to the 
board as the compressor is to the 
refrigerant or the battery is to the 
electrons. You provide the energy 
which drives us.

I recall that one of the issues 
which is always raised at the 
annual Forum is that of the 
standard of training of young 
technicians in our TAFE system. 
By our actions and lobbying, 
we were invited to be part of 
a review of training courses in 
automotive, through the new 
national curriculum organisation, 
Auto Skills Australia. 

As a result of our efforts, 
VASA was invited to nominate 
a representative to serve on 
a special review committee 
to oversee changes and 
improvements in the auto 
electrical course to begin with, 
followed by the air conditioning 
course curriculum. Auto Skills 
Australia now regularly seeks our 
advice and talks with our senior 
members who run workshops to 
find out more about the types of 
training needed at TAFE level.

Our industry alliances are 
maintained under the dedicated 
and experienced representation 
of Mark Mitchell.  VASA 
remains connected to the power 
brokers in the industry through 
Refrigerants Australia and 
Refrigerant Reclaim Australia.  
VASA is also ably represented 
within the Australian 
Refrigeration Council by our 
Vice-President Mark Padwick. 
Mark has maintained his position 
on the ARC board for the past 
six years, five of those years as 
chairman.

Through the diligent efforts of 
New Zealand director Catherine 
Tocker, we have kept a close 
watch on and, based on our own 
experience in Australia, tried to 
influence the proposed licensing 
regime in that country. 

The board thanks our loyal 
members, and those familiar 
faces who keep us inspired to just 
keep on doing it. 

By just being here you are a 
credit to your industry and an 
inspiration to all.

ANNUAL REPORT 
For the year 1 April 2011 to 30 March 2012
presented by Ian Stangroome, President
at the Annual General Meeting held in Geelong on 10 June 2012

Read the full report in the member’s pages at www.vasa.org.au



Thanks to Wire & Gas sponsors

Directors for 2012 – 2013

President – Ian Stangroome
Vice-President – Mark Padwick
Hon. Secretary – Jeff Smit
Directors – Deyan Barrie, Brett 
Meads, Catherine Tocker, Robert 
Picone
Special Board appointment – 
Don Wilesmith
Representative-at-large – Mark 
Mitchell

There are two new faces on 
the VASA Board, (left) Robert 
Picone, CoolDrive Distribution 
and Don Wilesmith, Williams 
Auto Electrician – Cairns



Follow this simple procedure to log 
in to www.vasa.org.au

1. On the front page of the site, 
there are two links, one in the top 
navigation bar and the other on the 
left hand navigation links. Click on 
one of the links.

2. Type your member number in the 
first box. In the password box, type 
in lower case the first four letters of 
the suburb in which your membership 
has been listed.

If that doesn’t work, please check 
your membership number and suburb 
and try again. Accuracy is essential. 
After five password attempts the site 
will lock you out, and you will need 
to wait 10 minutes before trying 
again.

Members web access 
Services

See Automotove Training Solutions 
chief trainer Grant Hand at his best 
on this air conditioning servicing DVD 
that comes with a 24-page workbook. 
VASA member price is $40.

To order your copy, email  
secretary@vasa.org.au 
with your name, membership number, 
address and phone number and we 
will post it to you immediately along 
with your invoice. 

One of the big benefits of being 
a VASA member is that you 
receive a free copy of the TaT 
magazine, and with it free access 
to the TaT assist service.

This is a web-only service, so to 
access technical help, members 
must go to www.tat.net.au and 
log in, using the form that is 
generated when you click this 
link on the left of your screen.
If this is your first sign-in Click 
Here and enter the same email 
you gave with your subscription 
to generate your login details.

In your case, as a VASA member, 
your email is already installed in 
the TaT system, so if it matches, 
you will be provided with your 
own password for all future 
visits.

When you access the TaT assist 
form, you must fill in as much 
detail as possible to give the 
experts enough information to 
consider your problem.

VASA members can also 
access a growing database of 
vehicle faults and solutions in 
the members pages of the TaT 
website.

Hot Air is published every two months, and is posted to 
financial members of VASA, along with the current issue 

of the TaT magazine.

This newsletter contains information which will help 
you become a more productive technician. You are 

encouraged to leave past issues in your waiting room, so 
that your customers can see that you are a member of a 

professional repair network.

The Automotive 
Air-conditioning, 

Electrical and 
Cooling Technicians

of Australasia

www.vasa.org.au

The VASA mission
Through honesty, 

professional integrity

 and application of superior 

technical knowledge, 

to provide every customer 

with an exemplary 

experience  which will 

encourage long term loyalty 

to the VASA brand.

Customer Code of Service 

1.  The customer will be treated with respect. 

2.  Dealings with the customer will reflect a high quality of service  and a 
professional image of a knowledgeable network of technicians. 

3.  Every vehicle will be diagnosed and repaired in full consultation with the customer. 

4.  The aim is to get the vehicle safely back on the road as soon as possible, regardless of any 
outstanding issues or challenges relating to earlier repair, warranty disputes or incorrect 
diagnosis. 

5.  Warranty is not the customer’s problem – such issues will be resolved amicably and 
professionally between the Service Centre and its suppliers, without compromising the 
customer in any way. 

6.  Following the preliminary inspection by the technician, the customer will be given an estimate 
of the cost of the necessary repair, an outline of the work and parts required. Replacement 
parts, with costs if available, will be listed separately to the service charges. 

7.  The customer will be advised, preferably in writing, whether the estimate is subject to further 
diagnostic tests, or whether the quotation is final.   

8.  Where a complex diagnosis is required, the customer will be advised of any charges for 
diagnostic tests and a written report.   

9.  If additional repairs are found to be necessary, the cost of which would exceed the amount 
quoted or estimated, the customer will be contacted to explain what is required and to seek 
authorisation for any additional costs before any further work proceeds.  

10.  Full details of all work carried out will be listed on invoices along with the corresponding 
charges for labour, spare parts and materials. 

11.  All parts replaced will be available for inspection by the customer, where practicable, and an 
explanation of why the parts have failed will be offered.  

12.  Services or repairs will be guaranteed against any failure due to defective recommended parts 
or faulty workmanship.  

13.  Any dispute between the Service Centre and the customer will be resolved quickly and 
amicably. 

1.  Members of VASA Service Centres will engage in sufficient training, 
education or skills development to enable them to keep pace with the 
technologies required to repair modern vehicles. 

2.  Members are responsible for upholding the professional integrity 
and work ethics of the VASA network and the automotive industry, 
and will avoid any conduct that may bring discredit to VASA and its 

members. 

3.  Members will act with honesty, fairness and professional courtesy in all 
dealings with the public, other VASA members and fellow technicians.  

4.  Members will apply best work practices as set out in relevant technical 
resources and Codes of Practice and will promote the use of approved and 

recommended parts, equipment and consumables in all repairs and maintenance. 

5.  Members will endeavour to educate the public on the long-term value of using approved 
replacement parts. Where a customer decides on a lower-quality parts option, the Service 
Centre will note on the final invoice that non-recommended parts have been nominated by 
the customer, therefore the Service Centre will accept no liability for any failure of parts or 
subsequent damage to vehicle systems. 

6.  Members will discharge their responsibility to their employees by observing all laws and 
collective and individual employment contracts or agreements, and by providing technical 
training, support and instruction to enable them to be productive and efficient employees 
capable of contributing positively to the welfare of the business.  

7.  Members will provide adequate working conditions, equipment and facilities, and ensure 
proper supervision of all safety standards and work practices. 

8.  Members reserve the right to refuse to undertake any repair that is beyond the Service Centre’s 
equipment capacity or staff expertise. This right also extends to any situation where the 
customer insists on a part-repair that, in the member’s opinion, will put other components 
or systems at risk of failure. The member will fully inform the customer why such refusal is 
necessary. 

9.  Members will take the time to educate customers on the need for proper maintenance of 
specific vehicle systems and make available relevant brochures or cutaway parts to promote a 
better understanding of the need for scheduled maintenance. 

10.  Members will take responsibility for their own workshop practices and be prepared to 
guarantee that their practices, and the parts or equipment they fit in any repair, will provide 
trouble free operation when used in accordance with manufacturer’s specifications. 

11.  Members will adopt open and readily understood warranty practices as an integral part of their 
business operations 

12.  Members will refrain from criticising the actions of fellow members, and vow to strengthen the 
network through sharing of technical information and skills and offering assistance to fellow 
members when required.  

13.  Members will be environmentally responsible, ensuring compliance with environmental and 
energy efficiency guidelines or regulations. 

Issued by the Board of Directors of VASA May 2010

The Automotive 
Air-conditioning, 

Electrical and 
Cooling Technicians

of Australasia

www.vasa.org.au

The VASA mission
To offer the motoring public 

a professional network

of technicians and Service 

Centres committed to 

industry best practice. 

To ensure the future viability

of the VASA network through 

continuing education and 

training of all staff, at all 

levels within every business.  

The VASA Service Centre

The VASA Code of Service, circulated to all members 
during April and May 2011, is a valuable marketing tool for 
workshops.

The codes, one covering the interaction with the customer, 
and the other covering workshop staff ethics, can be displayed 
individually, or as a set.  

VASA recommends that members frame the codes and display 
them prominently in their customer waiting areas. 

New Code of Service for your workshop RTP
The RTP (Registered 

Technicians Program) was a 
big hit when first written by 

VASA,  and is still considered 
the bible of air conditioning 

practice.

Members are encouraged to 
use this valuable resource 
for staff refresher courses, 
and for ready reference on 
a range of air conditioning 

issues.

The entire set of RTP 
bulletins can be found in the 
members area of the VASA 
website www.vasa.org.au

Hot Air is reproducing the 
RTP in its entirety and in a 

new, dressed-up format. 

So far, we have covered the 
whole  of  Electrical 

Volume 1, Bulletins 1 – 4.
In the next issue 

of Hot Air, we will 
continue with 

the first of the four
Refrigeration bulletins in 

Volume 1. 

(This feature was suspended 
for this issue because of the 
coverage of the Wire & Gas 
Convention and the VASA 
Annual General meeting)

VASA is proud to be affiliated 
with MACS Worldwide

Download the 
Wire & Gas 2012 
presentations and 
templates at 
www.vasa.org.au
or for printed 
copies, email 
secretary@vasa.
org.au (include 
your member 
number, name, 
postal address 
and which 
presentations you 
require) 


