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world. On November 17, 1956 the first gathering
of ADS was held in Chicago to address common
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Intellectual Property

ADS publishes Nozzle Chatter with the belief that all
the information set forth is true and accurate, but the
Association disclaims any liability to the reader or third
persons for any injury or damages which result from
any inaccuracies. The information is for use of ADS
members. Any distribution, reproduction or sale of this
material or the contents hereof without the consent of
ADS is expressly prohibited.

Find us on:

There are three basic categories
of Intellectual Property: patents,
copyrights, and trademarks, and a
good understanding of the basics
of each pertaining to acquisition
and enforcement provides a solid
foundation for recognizing and
analyzing issues as they arise.

31 Simply put, mobile has completely

changed the game

Mobile came out of nowhere and has
completely transformed the “web” in
only a few short years. There are now
disciplines, programs, and businesses
popping up that are dedicated
specifically to understanding and
gaming mobile Internet opportunities.
Frankly, we’re at the point where
mobile simply cannot be ignored.
WWW.DIESEL.ORG
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ADS Happenings

The ADS Online Forum:
Log On and Get Connected
The ADS Online Forum community continues to grow. Every day, members log
on to the Forum to interact with others for diagnostic advice, training tips and to
discuss the latest news and trends within the industry. Here is a real discussion
directly from the ADS Online Forum:

Case: 2007 5.9
Mar 11
I am dealing with a real brain twister here. I have never experienced an issue like I am having.
2007 Dodge Cummins 5.9 2500
The customer complaint was losing oil.
I checked all the basic things like blow by, plugged crank case vent tube, oil pan seals and turbo.
None of these seem to be an issue, the exhaust behind the turbo is dry and there appears to be no
smoke coming out of the oil cap when running up the rpm, very little oil on the tube underneath,
very little oil on front and rear of the pan.
I took it for a test run, brought it back in, didn’t notice anything worse then before I left. I shut the
truck off called the customer and went back out 20 min later to move it out of the shop for the next
job and the truck would not start.
So I started with the basics again.
Clean and tested batteries, they passed.
Checked to make sure lift pump was working and it is. 8spi at the filter head. It also does not drop
when reving up the engine.
Pulled the fuel filter and it was clean looking like a fresh one was installed not too long ago.
Pulled the fuel actuator plug to max the hp fuel pump, wasn’t building enough rail pressure, that
didn’t help.
Unplugged the rail sensor, that didn’t help.
Pulled the Fuel rail pop off valve and maxed fuel on hp pump, the valve did not leak while cranking
or while running.
Pulled the fuel pump main feed tube to rail and cranked it 3 times 10 sec each time, I get 190ml of
fuel so that according to spec should be 100ml more then enough to start. (hot) & (cold)
I suspected bad injectors, I pulled injectors out and tested on our EPS205, one had high return so I
assumed that we were good to go on fresh set of injectors.
Take truck for test run, it runs great! Get back to the shop let it hot soak for 20 min and I have the
same problem.
Re torqued my fuel line feed tube to make sure I didn’t miss one, they are all tight. New tubes were
also installed with the new injectors.
I re tested the fuel return from the new injectors while cranking to make sure there isn’t a bad one, I
get very little fuel in the bucket cranking for a total of 1min.
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Case: 2007 5.9 (continued)
I get about 1800-1900 psi of rail pressure hot and after you let it sit for around 40 mins it will have
extended crank but it will start.
I have changed the Mprop fuel actuator on the pump with a known good one.
I have installed a new check valve on the pump housing.
Is it possible that the HP fuel pump cannot meet spec when it is sealed off to the rail and pass when
you run a hose into a bucket?

ADS Parts Forum:

Thanks for any help!

Mar 11
Blow by turbo or oil cooler is only way you can loose
oil. hard start did you check cp3 return flow?

Mar 11

Finding the parts
you need
Make sure you are connected to the
ADS Parts Forum so you can find
those parts you need to finish the
job.
To sign up email leaann@diesel.org.

Return was 600ml cold 550ml hot.

Mar 11
I would recommend a return flow reading during the
pressure override test when the engine is running.
Being there is no spec for a cranking injector return flow
test on this engine, you could us the Duramax spec of
5mL per 15 seconds of cranking for each injector. If
both readings are a pass, supply pressure is present and
you have no external leaks or a leaking pressure relief
valve, all that is left is the CP3. It is unfortunate that
there is no proof test for the pump on the engine that is
100%, beside the process of elimination. Good luck.

Mar 11
95% of the time its injectors on a no start problem.

Mar 11
That’s what I thought as well, that is why I installed
new injectors and still have the same problem.

Mar 11
Return flow on the pump is 550ml at idle. It has to be
the pump. That is my next step, thanks.

ADS/Industry
Calendar
For more information on these
and other events, visit
diesel.org/events
Powerstroke 6.7L
May 18-19
Edmonton, AB Canada
Dodge Cummins Training
May 19-20
Las Vegas, NV
IH DT466
May 24-26
Edmonton, AB Canada
Navistar Electronic Engine
Controls MaxxForce I-6 (2005 to
current model year)
June 8-10
Denver, CO
Duramax 6.6L Diagnosis & Repair
July 11-12
Windsor, WI
2016 International Convention &
Tradeshow
August 2-5
Las Vegas, NV

CONTINUED ON PAGE 29
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FEEL THE

POWER!

For Every Fuel
Problem FPPF has
the Solution.

Don’t
Compromise
Quality.

FPPF PRODUCT BENEFITS:
Cleans Injectors
■ Eliminates Water
■ Dramatically Improves Fuel
Lubricity (ASTM6079 HFRR)
■ Increases Cetane
■ Stabilizes Fuel

Improves Combustion
Kills Fuel Bacteria
■ Improves Fuel Economy
■ Increases Power
■ Best Winter Antigel
Protection

■

■
■

Available in bottles, 5 gallon pails, 55 gallon drums and 330 gallon totes.

The Premium Fuel
Additive Company

Call Us: FPPF CHEMICAL COMPANY, INC.

1-800-735-3773

Buffalo, New York

■

www.FPPF.com

Recommended for Ultra Low
Sulfur Diesel Fuel & Biodiesel.
(All FPPF additives are compliant with EPA ultra low sulfur content requirements.)
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OFFICERS
Chuck Oliveros
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Williams Diesel Service Inc.
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The Taylor Diesel Group
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Turbo Diesel & Electric
Systems, Inc.
Laura Rountree
ADS Treasurer
Industrial Diesel Inc.

BOARD MEMBERS
Ken Batton
Southeast Power Systems
of Orlando Inc.
Greg Coryell
Power Distributing Inc.
Adolfo Dittborn
Servicio Lucas Diesel S.A.
Eduardo Drexel
Combustión Diesel
de Monterrey S.A.
Andy Girres
Diesel Specialties Inc.
Ted Hess
H.G. Makelim Company
Al Johnston
Thompson Diesel Inc.
Simon Lynch
Delphi Diesel Aftermarket

Chuck Oliveros
Williams Diesel
Service Inc.
Ocala, Fla.
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Protect Yourself from
Hearing Loss

f you’re as hard headed as I am about
wearing hearing protection while
running a pump, you’ll know what I
mean when I say “would you repeat
that”? I have to admit I sort of grew up
around airplanes with noisy jet engines.
Although the military and the airlines
demanded we wore hearing protection
while in noisy places like the flight line, I
was still reluctant to comply. As I moved
on in life and became a fuel tech I got even
more lazy. Now I’m paying the price!
We use a lot of noisy equipment around
our shops such as blowing off parts with
air, using the bead blaster, running diesel
engines and of course
calibrating big fuel
pumps. Although we
have signs posted
all over the
shop requiring
hearing

Tracie Parker
Honeywell Turbo Technologies
Gord Reid
N.W. Fuel Injection Service, Ltd.
Ilidio Serra
Robert Bosch LLC
Paul Thoms
Midwest Fuel Injection
Service Corporation

protection we still get caught from
time to time without ear protection.
When we’re young we think we’re bullet
proof and immune to everything, especially
noise…not so!
Exposure to high levels of noise can cause
permanent hearing loss. Neither surgery
nor a hearing aid can help correct this type
of hearing loss. Short term exposure to loud
noise can also cause a temporary change
in hearing (your ears may feel stuffed up)

or a ringing in your ears (tinnitus). These
short-term problems may go away within a
few minutes or hours after leaving the noisy
area. However, repeated exposures to loud
noise can lead to permanent tinnitus and/or
hearing loss.

“Exposure to high levels of
noise can caus permanent
hearing loss. Neither surgery
nor a hearing aid can help
correct this type of
hearing loss.”
OSHA says when information
indicates that any employee’s
exposure may equal or exceed an
8-hour time-weighted average of 85
decibels, the employer shall develop
and implement a monitoring
program. I don’t think any of us want to
go there?
I don’t know the decibels produced while
testing a P pump or a VP44 but I would
estimate it’s close to my interpretation of
ear piercing. I could go on and on about
protecting your hearing but I know I’m
preaching to the choir.
Do the best you can to protect your hearing
or what’s left of it! I only wish I’d listened to
myself…I knew better.
Chuck Oliveros
WWW.DIESEL.ORG
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6.0L Power Stroke® Injector Enhancements

U.S. Patent
No. 8,756,813

New Injector Coils

New Connector

New Spool Valve

Alliant Power is Raising the Bar for 2016!
Every Alliant Power remanufactured G2.8 injector includes:
 New Coil and Harness Assemblies
 New Connector
 New Spool Valve
 New 24 Month, Unlimited
Mileage Warranty*

© 2016 Alliant Power
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Successful Networking
Tips at ADS

I

t is nearly that time again, time
to attend and participate in the
upcoming ADS International
Convention & Tradeshow.
Networking doesn’t have to be painful
or difficult. ADS is an ideal place to
maximize these valuable opportunities
and build your network even further.
Live meetings such as the ADS, are
where as they say “the rubber hits the
road” when it comes to networking.
This is particularly true when you
have the first meeting with a new
connection.
Whether you’re looking for information
or advice, or making a pitch, that initial
meeting sets the stage for all future
interactions (or lack thereof). So it’s in your
interest to be ready.
Here are several tips for successful
networking.
1. Set up for success
Allow your contact to select the day, time
and location that is most convenient for
them. Try to be as flexible as possible. At
ADS you can meet in person, later on, or
after the convention try video chat as the
next best thing. Offer to meet in a neutral
location, like the coffee shop. Respect
everyone’s time and end on time.
2. Open with a recap
People are busy. There may be a time lag
between the connection and the actual
meeting, or they may just need a refresher.
Start the conversation by recapping who
you are, how you found them or who
referred them to you, and why you’re
speaking today and what you hope to get
out of it. This sets a common foundation to
start the conversation off on the right note.
3. Listen more than you talk
You’re meeting with this person because

you’re looking for their expertise, their
connections, or their business. So lead the
conversation if you asked for the meeting,
but ask lots of open-ended responses and
listen to their answers. I like taking notes
with pen and paper because it forces me to
focus, makes the other person feel like their
information is valuable, and is helpful to
reference later.
4. Ask for additional connections or referrals
This may be purely an informational
meeting for you or an informal sales pitch.
Either way, the person sitting in front of you
has their own network and resources that
may be able to help you further. Near the
end of the meeting, ask these questions:
•	Is there anyone else you know that you
think I should talk to about this?
•	Is there anything else you can think of that
might help me with this?
The first meeting / conversation might
get you some valuable new professional
contacts or potential clients, and the second
might reveal new informational resources,
contacts, or other resources.
5. Look for ways to help them
Yes, the primary reason you asked for this
CONTINUED ON PAGE 32
WWW.DIESEL.ORG
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Like No Other

SPACO DIESEL

Components For Common Rail Unit Injectors and
Diesel Fuel Injection Pumps

Manufactured By

S.p.A

Via Padova, 183, Milano, Italy E-mail: info@rased.it
Tel: + 39 02 27 22 161

Fax: + 39 02 25 67 974

Web: www.spacodiesel.com /

www.rased.it

Forerunners Forum

Forerunners is the young
leadership group of the
ADS. Its activities include an
annual meeting /networking
event, held during the ADS
International Convention
& Tradeshow, presentations
during the Convention and
cooperative efforts with other
committees and subgroups
within ADS.
In addition, membership
in the ADS Forerunners
provides an opportunity to
develop peer relationships
with individuals from other
member companies. If you are
employed by, in partnership
with, in ownership of a
concern that is a member of
ADS, perform in a managerial
or executive capacity and
you are 39 years old or
younger, you are eligible
for membership in the
ADS Forerunners.
Membership in Forerunners
is free. Contact ADS
Headquarters at
816.285.0810 or e-mail
lea.ann.reed@diesel.org.
Forerunners
2014–2015 Officers
Chair
Michael Oliveros
Williams Diesel Service Inc.
Vice Chair
Ryan Dooley
Jasper Engine and
Transmission Exchange, Inc.
Secretary
Brad Taylor
Taylor Diesel of Jackson Inc.
Past Chair
Michael Ingram
GCL Diesel Injection Service
Staff Liaison
Lea Ann Reed
ADS Headquarters

Michael Oliveros
Williams Diesel Service Inc.
Ocala, Fla.
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Use Your Membership –
Network!

s we get ready for the 60th ADS
International Convention & Tradeshow
make sure you are making the most
of your ADS membership with one
of the most powerful tools in the box –
Networking! Ok, so what is networking? It
is defined as the exchange of information
or services among individuals, groups, or
institutions; specifically,
the cultivation
of productive
relationships for
employment or
business. This is what
being part of a trade
association is all about.
Sure you can pick up
the phone and call
other members to ask a
question, or email them
around the world or even use the drive-in
forum to post a question to other members
but there is something about meeting and
seeing people face to face that is invaluable.
The Convention gives you this amazing
opportunity!

You could also be the source of information
for someone else. They may have a question
or problem you have experience with. You
could be the answer to their needs. It is
cyclical, there is a give and take.
As members we need to focus on what it
means to be part of this association and why
it exists. Sure there are
some other great benefits
offered such as the
BizUnite program which
is a direct way to save
your business money,
the prestige of saying
you are a member of an
association specializing
in the diesel industry, or
even the ability to buy
and sell parts through
the parts forum. But none
of these is as powerful or has the ability
to change the way you do business as
networking.
There is much to be gained by talking and
sharing with your fellow members.
You could learn what to do, or not to
do, see emerging trends in other states
or countries, find out what others do
in a particular challenging situation,
or just talk about what it is like being
in the same industry. Use networking
opportunities such as the Convention
and you will get more than your
money’s worth out of your membership.
So get out there (virtually or physically)
and network with the other members
and take advantage of the membership
you have in ADS.

WWW.DIESEL.ORG
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60 Years:
Diesel Strong
ADS INTERNATIONAL
CONVENTION & TRADESHOW
AUGUST 2-5, 2016 • WYNN LAS VEGAS

60 years. A lifetime. More than half a century. A
long time. The Association of Diesel Specialists
started 60 years ago with a mission to provide
programs and services to its members that will
assist them in achieving success in the operation
of their businesses in the diesel industry
throughout the world. On November 17, 1956 The
first gathering of ADS was held in Chicago to
address common concerns and industry issues
the Association could help with. Twenty-one
people attended this first meeting, and by its
second convention in 1957, attendance
increased to 1,284 participants. The ADS
International Convention & Tradeshow has
had a high attendance of 682 and continues
to bring member companies benefits and
opportunities to grow and succeed in the
diesel industry.
CONTINUED ON PAGE 16
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SCHEDULE AT-A-GLANCE
TUESDAY, AUGUST 2

THURSDAY, AUGUST 4

8:30 a.m. to 12:30 p.m.

ADS Board of Directors Meeting*

7:30 to 8:00 a.m.

Coffee & Danish

12:30 to 2:30 p.m.

ADS Committee Meetings:
• Business Management
• Communications
• Manufacturer
• Membership
• Replacement Parts
• Technical Education
• Tradeshow
• Turbocharger

8:00 to 8:30 a.m.

Manufacturer Seminar: Delphi Diesel
Aftermarket

8:35 to 8:55 a.m.

Manufacturer Seminar: Cummins Inc.

9:00 to 9:20 a.m.

Manufacturer Seminar: Pure Power
Technologies

9:25 to 9:45 a.m.

Manufacturer Seminar

9:45 to 10:00 a.m.

Break

2:30 to 4:30 p.m.

ADS Board & Committee Chair Meeting*

10:00 to 11:00 a.m.

5:00 to 6:15 p.m.

ADS Canadian Members’ General Meeting

6:45 to 7:00 p.m.

Exhibitor Meeting

7:00 to 8:30 p.m.

Get-Acquainted Reception in Tradeshow

Turbocharger Presentation:
Turbocharging – ADS’s Diamond Jubilee
Seth Barnes & Ike Dougherty, Cummins
Turbo Technologies
Tracie Parker, Honeywell Turbo
Technologies
Brian Rhinehart, BorgWarner Turbo
Systems

11:05 to 11:50 a.m.

Business Management Seminar
Sponsored by Business Management
Committee:
Targeting Customers Online - There are
no Silver Bullets!
Danny Sanchez, Autoshop Solutions

11:50 a.m. to 1:30 p.m.

Open Lunch/Lunch on Your Own

1:30 to 5:30 p.m.

Tradeshow Open

WEDNESDAY, AUGUST 3
7:30 to 8:00 a.m.

Coffee & Danish

8:00 to 9:05 a.m.

Opening General Session:
• Welcome - David Fehling, ADS
Executive Director
• ADS Outgoing President’s Remarks
– Charles Oliveros, Williams Diesel
Service Inc.
• Keynote: Economic Outlook for the
U.S. and Manufacturing
William Strauss, Federal Reserve Bank
of Chicago

9:10 to 9:25 a.m.

9:30 to 9:50 a.m.

7:30 to 8:00 a.m.

Coffee & Danish

8:00 a.m. to 12:00 p.m.

Tradeshow Teardown

8:00 to 8:45 a.m.

Training Seminar: Piezo Injector
Operation and Strategy in a Modern
Diesel Engine
Mike Cleary, ATSS/Cleary Automotive

8:50 to 9:35 a.m.

Training Seminar: Bosch Diesel Low
Pressure Diagnostics
Bob Pattengale, Robert Bosch LLC

9:40 to 10:25 a.m.

Training Seminar: Duramax Diesel 2015
Update Information
Tony Salas, Powertrain Performance LLC

10:25 to 10:40 a.m.

Break

10:40 to 11:10 a.m.

Technical Seminar:
Bosch EPS205 Injector Tester – Using
the Capabilities to Improve Revenue
Ilidio Serra, Robert Bosch LLC

11:15 to 11:45 a.m.

Service Member Panel Sponsored by
the Forerunners:
Bosch EPS 205 Injector Tester – Service
Members’ Experiences

• Presentation of Awards

11:45 a.m. to 1:30 p.m.

Open Lunch/Lunch on Your Own

• ADS Incoming President’s Remarks
– Carl Fergueson, Taylor Diesel of
Nashville Inc.

1:30 to 3:00 p.m.

BorgWarner Turbo Systems Distributor
Meeting (Invitational Only)

3:30 to 5:00 p.m.

Garrett Authorized Center Meeting
(Invitational Only)
Masquerade Party at Intrigue Nightclub

Business Management Seminar:
Merchant Services 101 -- Navigating the everchanging world of credit card processing.
Jerry Smith, AIP Solutions
Business Management Seminar:
Intellectual Property Acquisition and
Enforcement
Kyle Elliott, Spencer Fane

9:50 to 10:05 a.m.

Break

10:05 to 10:25 a.m.

Technical Seminar: Alliant Power

10:30 to 11:10 a.m.

Technical Seminar:
Down But Not Out
Allen Schaeffer, Diesel Technology Forum

11:15 to 11:45 a.m.

Technical Seminar Sponsored by
Replacement Parts Committee:
Fixing the Small Problems Before they
Become Big Problems
Ryan Dooley, Jasper Engine and
Transmission Exchange Inc.

11:45 a.m. to 12:10 p.m.

FRIDAY, AUGUST 5

ADS Annual Business Meeting:

12:15 a.m. to 1:00 p.m.

Networking Luncheon

1:00 to 5:00 p.m.

Tradeshow Open

6:00 to 9:00 p.m.

4:30 to 5:30 p.m.

ADS Latin American Members’ General
Meeting

				

5:30 to 6:30 p.m.

Forerunners Annual Meeting &
Networking Event

5:30 to 7:00 p.m.

Cummins Turbo Technologies
Distributor Meeting (Invitational Only)

SATURDAY, AUGUST 6
All Day

Departures

*Open to all ADS members as long as notice is provided
to meetings@diesel.org by July 13.

CONTINUED ON PAGE 16
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ADS International Convention and Tradeshow continued from page 13
Ten years ago ADS put together a program with comments
and quotes from the past presidents about how they have
seen the industry grow and change as well as what they
saw as the future of ADS. Here are some of their comments
about what the future of the association and industry
would look like:
Herb Wittersheim – “I see a well-implanted diesel industry.
I expect growth to continue into the years ahead. The
advanced technology of the diesel engine makes it the
most economical user of fossil fuels to meet the heavy
duty requirements of today and tomorrow. ADS should
remain an active partner in the diesel industry. To do so, it
must never forget its basis of foundation is service. Present
and future leadership must be committed to this, and
our service offering may yet open a door for an alliance

with the proprietary fuel injection builders as their engine
population grows.”
Lloyd A. Bailey – “The future will require many changes in
the equipment and schooling. Becoming electronically
capable is a must for our Service Members. Customers
are demanding ever shorter turnaround time on their fuel
injection and turbo units. These demands can only be met
by expanding the availability of exchange shelf stock.”
G.O. Reggio Jr – “I see that the Association has grown in
scope and size since I was president. It now represents
a broader cross-section of the industry. The Association
leadership has worked hard to meet the many challenges
of technical change, technician certification, greater
CONTINUED ON PAGE 18

CURRENT 2016 TRADESHOW EXHIBITORS*
ADS Headquarters, Kansas City, Mo.

Diesel Progress, Waukesha, Wisc.

Merlin Diesel Systems, Lancashire,

AE Tools & Computers, Olathe, Kan.

DIPACO Inc., Reno, Nev.

Preston, United Kingdom

Alliant Power, Windsor, Wis.

DNR Industries, Inc., Anaheim, Calif.

Mitsubishi Electric, Yorktown, Ind.

Area Diesel Service Inc., Carlinville, Ill.

Dorman Products, Colmar, Pa.

Automotive Technical Support ServicesATSS, Clovis, Calif.

E-Zoil Products Inc., Tonawanda, N.Y.

Modern Silicone Technologies,
Bannockburn, Ill.

Flight Diesel, Lewisberry, Pa.

Berrueta Diesel Parts, S.A. de C.V.,
Guadalajara, Jalisco, Mexico

FPPF Chemical Co., Buffalo, N.Y.

BG Products Inc., Wichita, Kan.

Frontier Core and Surplus,
Wyoming, Mich.

BorgWarner Turbo Systems, Arden, N.C.
Bostech, Hemingway, S.C.

GB Remanufacturing Inc.,
Long Beach, Calif.

Buehler Motor Inc., Morrisville, N.C.

G2 Diesel Products, Harrisburg, Pa.

Carbon Zapp, Greece

Goldfarb & Associates Inc.,
Rockville, Md.

CDTI-DuraFit – Clean Diesel
Technologies Inc., Glen Ellyn, Ill.
Central Turbos Corp., Doral, Fla.
Clarcor EMS, Windsor, Conn.
Combustión Diesel de Monterrey S.A.,
Monterrey, N.L., México
Cummins/Cummins Turbo Technologies,
Columbus, Ind.

Herm-Archer, Irvine, Calif.
Honeywell Turbo Technologies,
Torrance, Calif.
Ignite Payments/AIP Solutions,
Scottsdale, Ariz.
Interstate Billing Services Inc.,
Decatur, Ala.

Motor a Diesel / MGC Publicidad,
Mexico, D.F., Mexico
Mylex International, Mendenhall, Miss.
Penray Inc., Wheeling, Ill.
Poltron - CIMAT, Frederick, Md.
ProDiesel, Nashville, Tenn.
PurePower Technologies,
West Chicago, Ill.
Racor Division, Parker Hannifin Corp.,
Modesto, Calif.
Redat North America Inc., Orlando, Fla.
RIMSS Business Systems,
San Antonio, Tex.
Schenck Trebel Corporation,
Deer Park, N.Y.
Turbo International, Carlsbad, Calif.

Interstate-McBee LLC, Cleveland, Ohio

Turbo Supply Inc., Joplin, Mo.

CWT Industries, Norcross, Ga.

KDiesel SRL, Comano, Milano, Italy

U.S. Diesel, Inc., Fort Worth, Tex.

Delphi Diesel Aftermarket, Troy, Mich.

Kendiesel Inc., Edison, N.J.

Zeki Turbo Inc., Miami, Fla.

DENSO, Long Beach, Calif.

KTS TurboBilletX, Selangor, Malaysia

Diesel Core, Houston, Tex.

Melett Ltd., Barnsley, South Yorkshire,
United Kingdom

Diesel Products Inc.,
North Hollywood, Calif.

*Exhibitors as of 4/10/2016.

CONTINUED ON PAGE 16
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Soluzioni IT

HEUI
INJECTORS
TEST
EQUIPMENT

MULTIBRAND
ADAPTORS

PC
NEEDED

NAVISTAR

FORD 6.0

CATERPILLAR
C7-C9

NAVISTAR

DT466/570-HT570

CATERPILLAR
3126B

NAVISTAR

T444E/Ford 7.3L

CHARACTERISTICS
- ECU-BEA PC SOFTWARE MANAGEMENT
- SUITABLE WITH DIFFERENT TEST
BENCHES
(optional coupling)

CATERPILLAR
3408-3412

OPTIONAL

- AUTOMATIC TEST PROCEDURE
WITH EDX611D TEST BENCH

Digital
Delivery
Metering
Instrument

- INJECTION DELAY TIME MEASUREMENT

ISUZU

TROOPER

Universal Tool
Suitable to ISO norm
efficient
Diesel Test Bench
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ADS International Convention and Tradeshow continued from page 16
population of proprietary fuel systems, many truck and
equipment builders offering a competitive fuel exchange
program, fewer independent fuel injection manufacturers,
a reduced Service Member marketplace, and the list goes
on.”
Harry Vogler – “Today the diesel service market faces
new challenges. More than ever, service dealers –while
becoming fewer in number – will need to attain higher
levels of technical and financial competency in order to
service.”
Steve Bailey – “I believe the future of our Association
looks strong. The challenges of the future for ADS will
depend upon our ability to continue to develop technical
training for our members. This challenge can only be met if
members step into leadership roles inside our Association.
Too many of our members like to sit on the sideline
and enjoy the benefits of membership without stepping
forward and leading. The future of ADS is dependent on
new leaders taking responsibility for our Association.”
Bruce Gerhardt – “The future of ADS is good, but it will be
different - in the long term our members will be more into
retail business which will change everyone dramatically.
The OEMs will continue to capture more and more of their
own aftermarket/service business and the typical ADS
service shop will move more into retail.”
Bob Breunig – “I’m very optimistic about our membership’s
position within the industry. We’ll need to change from
being a network that is focused on specific engine systems,
to being known as diesel powered

vehicle specialists. ADS will continue to provide an
increasingly important forum that encourages member
networking and training, along with promotional programs
that continue to grow consumer awareness of our abilities.
Technology is the driving force - along with the need to
reduce costs.”
Now as we look back there were some prophetic ideas and
knowledge shared by these industry leaders. Those who
have served in the last ten years see new challenges in the
immediate future.

“I’m very optimistic about our
memberships’ position within
the industry. We’ll need to
change from bring a network
that is focused on specific
engine systems, to being know
as diesel powered speicalists.”

Tom Folmer – “At the first ADS regional that we hosted
in Orlando in 1982 by Southeast Power Systems, Inc.,
one the main themes was change. Amazing change has
continued unabated these past 34 years and I suspect that
our industry and our challenges will continue to change
into the unforeseeable future. I see the future of ADS just
as it has been for the past 60 years, changing along with the
industry and the needs of its membership in order to help
them continue to be successful.”
Ken O’Brien – “The future of the industry remains relatively
positive. ADS must get back to its roots (OEM focused),
introduce more member categories in order to appeal to
a larger base, continue to be a training resource for the
technology of today and tomorrow and consider alignment
/ consolidation with other groups in order to remain
relevant and to take advantage of the future.”
Chuck Hess – “With the changes in the industry ADS is
facing another era of change as well. There will be many
challenges, and facing these with a plan and purpose will
see the association through this time of transition.”
CONTINUED ON PAGE 23
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ECONOMIC OUTLOOK SYMPOSIUM:
Summary of 2015 results and 2016 forecasts
By William A. Strauss, senior economist and economic advisor, and Rebecca Friedman, associate economist

A

ccording to participants in the Chicago Fed’s annual
Economic Outlook Symposium, the U.S. economy is
forecasted to grow at a pace slightly above average
in 2016, with inflation moving higher and the
unemployment rate edging lower.

The Federal Reserve Bank of Chicago held its 29th annual
Economic Outlook Symposium (EOS) on December 4, 2015.
More than 100 economists and analysts from business,
academia, and government attended the conference. This
article reviews the economic performance over the past
year and then analyzes the forecasts for 2016 (see figure 1).1
The U.S. economy entered the seventh year of its expansion
in the third quarter of 2015. While the nation’s real gross
domestic product (GDP) is at its highest level in history,
the rate of economic growth since the end of the Great
Recession in mid-2009 has been very restrained. During
the 25 quarters following the second quarter of 2009, the
annualized rate of real GDP growth was 2.2%—roughly in
line with the long-term rate of growth for the U.S. economy.
Additionally, the annualized rate of real GDP growth over
the first three quarters of 2015 matched that of the overall
current expansion.
Two large shocks affected the growth rate of the U.S.
economy in 2015. The first shock was the collapse in energy
prices, which generally had a positive impact on the overall
economy. The average price of oil (West Texas Intermediate
crude oil) began falling in mid-2014: It dropped from nearly
$106 per barrel in June 2014 to just under $76 per barrel
in November 2014 (right before the 2014 EOS). Oil prices
continued to tumble throughout 2015, and by December of
last year, they had averaged just over $37 per barrel. Even
though the United States is progressing toward energy
independence, a significant share of its energy needs is
still being imported. Therefore, the lower prices for energy
should have aided growth in 2015 as users of energy—such
as consumers, manufacturers, and the transportation
sector—faced lower expenses. Offsetting some of this
stimulative effect on the economy was the sharp reduction
of investment in the domestic energy sector. This cutback
contributed to a decline in real business fixed investment
growth; real business fixed investment grew 5.5% in 2014,
1

Also see https://www.chicagofed.org/events/2015/economic-outlook-symposium.
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but over the first three quarters of 2015, its annualized
growth rate was 2.7%.
The second shock was the significant rise in the
international value of the U.S. dollar, which generally had
a negative impact on the overall U.S. economy. The real
trade-weighted value of the U.S. dollar began to strengthen
in August 2014: It had risen 4.7% by November 2014 and
then increased a further 10.9% over the next 12 months.
This sharp rise made U.S.-produced goods significantly
more expensive for foreign customers while making
foreign-produced goods less expensive for domestic
purchasers, leading to a jump in the trade deficit. The trade
deficit rose from $429.1 billion in the third quarter of 2014
to $546.1 billion in the third quarter of 2015, subtracting 0.7
percentage points from economic growth over this span.
The manufacturing sector’s growth was negatively affected
by the increasing value of the dollar against foreign
currencies; industrial production increased by 4.1% in 2014,
but its annualized growth rate was just 1.1% over the first
11 months of 2015—well below its historical growth rate.
That said, light vehicle sales (car and light truck sales) still
rose to a record 17.4 million units in 2015—a 5.8% increase
over the previous year’s sales of 16.4 million units. In
addition, the housing sector, which had contributed little to
the economic expansion, finally began to pick up steam in
2015. Residential investment grew at an annualized rate of
8.9% over the first three quarters of 2015—the fastest pace
in three years. And the annualized rate of housing starts
was 1.10 million for the first 11 months of 2015—up 11%
relative to the same period in 2014.
Against this backdrop, the economy continued to increase
employment in 2015: 2.65 million jobs were added last year.
Moreover, in the final quarter of 2015, the unemployment
rate stood at 5.0%—a rate that would normally be associated
with full employment. However, other measures of the labor
market suggest that slack is still present. For instance, by
historical standards, there remain an outsized number of
part-time workers who desire full-time employment and a
large percentage of unemployed workers who have been out
of work for more than six months.
CONTINUED ON PAGE 22

Diesel in the News
Cummins introduces 2017 Medium Duty Engines
Over the past 32 years, Cummins has produced more
than 16 million Mid-Range engines. For 2017, Cummins
says it will continue to deliver the broadest range of
Mid-Range products, from the diesel V5.0, B6.7 and L9
engines to the natural gas ISB6.7 G and ISL G Near Zero
engines. Cummins introduced the 2017 B6.7 and L9
engines at the NTEA Work Truck Show with modified
engine designations: B6.7 replaces ISB and L9 replaces
ISL. The B6.7, with a 200 to 325 HP, 520 to 750 lb-ft
ratings range, is the latest generation of B-Series engines
dating back to the introduction of the 6BT5.9 in 1984 and
is justly claimed by Cummins to be the North America
workhorse with 80% of current medium duty trucks
Cummins powered.
The 2017 engine has improved fuel economy and the
200 – 260 HP ratings are optimized for stopand-go duty
delivering up to a 7 percent economy improvement and
up to 5 percent improvement for 280 to 325 HP variants.
Further fuel-economy improvements can be realized
with the Stop-Start system available for the 2017 B6.7.

With ratings from 260 to 380 HP and 720 to 1250 lb-ft,
the L9 will continue to lead its class with the highest
power-to-weight ratio. New for 2017 is a 350 HP/1150
lb-ft rating that maintains more power and torque across
a wider rpm range, ideally suited for tough vocational
duty cycles. The L9 engine is also available in a nearzero variant – the first mid-range engine to receive nearzero certification with up to a 90% reduction in NOx.
The Cummins Mid-Range Single Module after-treatment
system combines the Diesel Oxidation Catalyst (DOC),
Diesel Particulate Filter (DPF) and Selective Catalytic
Reduction (SCR) systems into a single canister. It
features up to 70 percent reduction in space claim and
up to a 30% reduction in weight over current aftertreatment systems improving both engine efficiency and
payload.
Cummins, with its association with Westport, continues
to offer natural gas powered engines with the ISL-G 8.9L
CNG engine plus introduction of the ISB-G engine, the
most compact CNG engine, later this year.

WWW.DIESEL.ORG
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Given falling energy prices, lower
prices on imports, and persistent
slack in the economy, inflation
remained extremely low in 2015.
At 1.2% in both 2013 and 2014,
inflation, as measured by the
Consumer Price Index (CPI), had
already been low by historical
standards. By November 2015,
year-over-year inflation had fallen
to 0.4%.

Economic outlook for 2016

MEDIAN FORECAST OF GDP AND RELATED ITEMS
2014

(Actual)

2015

(Forecast)

2016

(Forecast)

Real gross domestic producta

2.5

2.2

2.6

Real personal consumption expendituresa

3.2

2.9

2.7

Real business fixed investmenta

5.5

3.0

3.5

Real residential investment

a

Change in private inventoriesb
Net exports of goods and servicesb
Real government consumption
expenditures and gross investmenta

5.1

8.0

7.7

78.2

56.0

58.1

– 463.6

–550.0

–610.2

0.4

1.3

1.4

4.4
0.0
2.0
Industrial production
The forecast for 2016 is for the
Car and light truck sales (millions of units)
16.4
17.4
17.6
pace of economic growth to be
slightly above the long-term
Housing starts (millions of units)
1.00
1.13
1.24
average. In 2016, the growth rate
Unemployment ratec
5.7
5.0
4.9
of real GDP is expected to be
a
Consumer Price Index
1.2
0.4
1.9
2.6%—an improvement from the
c
One-year Treasury rate (constant maturity)
0.15
0.39
1.04
projected 2.2% rate for 2015. The
Ten-year Treasury rate (constant maturity)c
2.28
2.25
2.70
quarterly pattern reveals a fairly
a
J. P. Morgan trade-weighted dollar index
6.2
10.6
2.5
steady performance for real GDP
c
Oil
price
(dollars
per
barrel
of
West
Texas
Intermediate)
73.16
45.00
53.25
growth throughout 2016; the
a
annualized rate is predicted to
Percent change, fourth quarter over fourth quarter.
b
Billions of chained (2009) dollars in the fourth quarter at a seasonally adjusted annual rate.
tick higher in the second half of
c
Fourth quarter average.
NOTE: These values reflect forecasts made in November 2015.
the year. Given that the economic
SOURCES: Actual data from authors’ calculations and Haver Analytics; median forecast from Economic Outlook Symposium
growth rate is forecasted to be
participants.
only slightly above its historical
average, the unemployment rate is
in 2016, and the ten-year Treasury rate is forecasted to
expected to edge lower to 4.9% in
increase to 2.70%. The trade-weighted U.S. dollar is
the final quarter of 2016. Inflation, as measured by the CPI,
predicted
to rise an additional 2.5% in 2016, and the
is predicted to increase from an estimated 0.4% in 2015 to
nation’s
trade
deficit (i.e., net exports of goods and
1.9% in 2016. Oil prices are anticipated to increase, but still
services)
is
anticipated
to increase to $610 billion in 2016.
remain fairly low; they are predicted to average just over
$53 per barrel in the final quarter of 2016. Real personal
Conclusion
consumption expenditures are forecasted to expand at a
In 2015, the U.S. economy expanded at a pace roughly
rate of 2.7% in 2016. Light vehicle sales are expected to
in line with the historical average. The economy in 2016
rise to 17.6 million units this year. The growth rate of real
is forecasted to grow at a slightly faster rate than it did
business fixed investment is anticipated to improve to 3.5%
in 2015. The housing sector is predicted to continue
in 2016. Industrial production is forecasted to grow by 2.0%
to improve in 2016, as are light vehicle sales. The
this year—below its historical average rate of growth.
unemployment rate is expected to edge down by the end of
The housing sector is predicted to continue its fairly slow
2016, and inflation is predicted to rise but remain low.
march toward normalization in 2016. The growth rate of
real residential investment is forecasted to be a solid 7.7%
in 2016. And housing starts are anticipated to rise to 1.24
William A. Strauss will be presenting
million units in 2016—higher than the predicted total for
the Keynote Speech on Wednesday,
2015 but still below the 20-year annual average of roughly
August 3 at the ADS International
1.34 million starts.
Convention & Tradeshow.
a

The one-year Treasury rate is expected to rise to 1.04%
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ADS International Convention and Tradeshow continued from page 18
Andy Girres – “ADS has faced perhaps bigger challenges
than ever before these last few years. A changing
membership at several levels has required ADS to
focus in different areas and that trend will continue.
Networking opportunities and training will continue to
be needs for the service members and ADS can provide
those.”
The common
theme is
change. While
we take a look back at the past 60 years we can see
the ever present constant is change. Being a trade
association and in an industry that is rapidly changing
not only are the members’ businesses changing and
their needs from their association but the association is
also changing in order to meet those need and remain
relevant today. You can be a part of this change by
networking and becoming involved at the Convention
and Tradeshow.

ADS Vision Statement
We, the membership of The Association of
Diesel Specialists, see ourselves as the leading
international organization of professionals
that provides sales and expert service for
yesterday’s, today’s, and tomorrow’s diesel
systems. Our goal is to be the complete
resource for training, technical service
information, member promotion, and
networking opportunities. Our Association
encourages participation at all levels of
membership and is operated with the highest
level of fiscal integrity. We embrace the
economical, durable, and clean diesel engine
as one of the key elements for addressing
global pollution and fossil fuel depletion.

Don’t forget what the vision of ADS is. This will still stay
the same with all of the industry changes coming.

WWW.DIESEL.ORG
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A STRONG FOUNDATION

Intellectual Property
By Kyle L. Elliott

T

here are three basic categories
of Intellectual Property: patents,
copyrights, and trademarks,
and a good understanding of
the basics of each pertaining to
acquisition and enforcement provides
a solid foundation for recognizing
and analyzing issues as they arise.
Everyone recognizes the need to
“occasionally” seek advice outside
our areas of expertise, so the real
danger lies in whether we recognize
the need to seek such advice. Thus,
understanding the most common
pitfalls encountered on a day to day
basis in each area of Intellectual
Property is crucial to recognizing that
need.
For trademarks, a common pitfall is
adoption of a trademark or service
mark without conducting a search to
determine if the mark is available for
use. Because trademarks function as
source identifiers and protect both

an owner and the consuming public
from a likelihood of confusion, an
entity adopting a new mark has a
duty to avoid infringing (creating a
likelihood of confusion with) another
trademark. The way to discharge this
duty is by conducting a reasonable
trademark availability search. For
a large established company, a
reasonable search would likely
require a search conducted by a
professional search service such as
Thompson & Thompson followed by
professional analysis of the results
by a trademark attorney or highly
experienced paralegal. For a startup
company, a reasonable search would
be using a common
search engine
to conduct
an online
search and
visiting
uspto.gov

“. . . a common pitfall is adoption of a
trademark or service without conducting a
search to determine if the mark is available for use.”

and conducting a key word search
of the federal trademark records. It
is a good practice for established
companies to conduct this type of
limited search before commissioning
the more involved search. Be cautious
when you evaluate the search results
because the standard of infringement,
likelihood of confusion, does not
require that the marks be identical,
and it does not require that the
goods be identical. Indeed, that is a
very common pitfall of trademarks,
assuming that because there is no
direct hit, that the proposed mark is
available for use.
A simple fictitious example would be
a proposed mark of TING for tennis
racquets. Comparing TING for
tennis racquets to PING for golf
clubs, the marks are not identical
but they are phonetically (they
rhyme) and visually (both end
with ING) similar. Evaluating
the proposed goods, there are
obvious differences between
tennis racquets and golf clubs;
however, both are commonly
used at country clubs, and they
are frequently sold in the same
sections of general retailers. Further,
CONTINUED ON PAGE 26
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The Choice
is Yours
In today’s market we all have a choice. Choosing high
quality turbo repair parts, not only helps reduce
warranty returns, provides peace of mind and protects
your own business reputation, it also helps improve the
overall reputation of the repair industry.
To find out how Melett parts can benefit you and your
customers, visit us at Booth 300 at the ADS International
Convention & Tradeshow August 2 - 5, 2016, Wynn Las
Vegas. USsales@melett.com or call 1-855-235-9706.

Melett – Making the right choice

“

“

Having our own production facility ensures we
can control the process from start to finish
Gordon Ray, Core Production

QUALITY REPLACEMENT
TURBOCHARGER PARTS
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A STRONG FOUNDATION – Intellectual Property
CONTINUED FROM PAGE 24

sporting goods stores typically sell
both in relative close proximity to the
other. Thus, tennis racquets and golf
clubs travel in the same channels of
trade. Because of the similarity of the
marks and because the goods travel
in the same channels of trade, there
could be a likelihood of confusion
between TING and PING. Also, there
would obviously be a high likelihood

In that case, the work is not a workmade-for-hire, and the creator of the
work will be the author and owner of
the copyright.
In another fictitious example,
which has been repeated many
times, an independent contractor is
retained to develop an accounting
software program, and the software
development agreement is silent about

“Another common pitfall, which involves copyrights, is
the very common assumption that because
your company paid for the development
of the copyrightable work, the
company owns it.”
that PING, Inc. would challenge
use of TING with tennis racquets as
infringing.
Another common pitfall, which
involves copyrights, is the very
common assumption that because
your company paid for the
development of a copyrightable work,
the company owns it. Under the law,
the default owner of a copyright in a
copyrightable work is the creator of
the work. There are, of course, many
exceptions such as the work-madefor-hire doctrine, under which an
employee created work within the
context of employment, is credited
to the employer as the actual author
of the work. Unfortunately, in a
related copyright pitfall, this doctrine
is frequently over applied. A workmade-for-hire is statutorily defined,
and many contracts attempt to call
works a work-made-for-hire when
the statutory definition doesn’t apply.

ownership
of the
copyright in
the program.
Upon completion
of the program, which
costs $100,000, it works great and the
company retaining the independent
contractor would have a license
to use the software but not own
the copyright. This means the
independent contractor can then
take the program and license it to
five of the company’s competitors
for $25,000 each. To rub salt in this
wound, the company now needs to
have the software adapted to handle
and integrate multiple locations. The
company would have to go to the
same independent contractor and pay
that independent contractor to create
the revised version, a derivative work.
If the company revised the software
itself, it would be liable for damages

to the independent contractor for
copyright infringement.
In the patent area, a common pitfall
is disclosing, publicly using, or
attempting to sell the invention before
a patent application is filed. These
are commonly called barring events,
and in the United States, you have
one year from your first barring
event to get your application on file.
However, this one year grace period
doesn’t apply if the barring event is
created by another, and this one year
grace period doesn’t apply in the vast
majority of foreign countries. Thus,
if there is a market for an invention
in foreign countries, a patent
application must be filed in
the United States before
the first barring event,
and separate patent
applications must be
filed in each country or
region of interest.
In the United States,
again looking at a
simplistic example, an
inventor develops a
new planting tool for tulip
bulbs on January 1, 2016, and
the inventor sells the planting tool
at a garden trade show on April
1, 2016. Later, on April 1, 2017 the
inventor files a US patent application.
Looking at just these events, the
inventor would be entitled to a patent
in the US and a few other countries
where a one year grace period exists,
but the inventor could not get a
patent in any other foreign country:
Europe, Japan, China, etc. However,
unknown to the inventor, a second
inventor independently created
the same planting tool and sold it
a trade show on March 31, 2016.
Because the one year grace period
only protects an inventor from its
own disclosure, use, or commercial
CONTINUED ON PAGE 32
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Every
Minute
Counts.
™

Cummins ReCon® Engines.
When you are faced with a large-scale repair such as a major overhaul or
replacing a damaged cylinder block, a Cummins ReCon engine is the most timeefficient option to get you back on the road quickly. Cummins ReCon engines have been
completely disassembled, cleaned, inspected, remanufactured and performance-tested
using the same quality controls as every new Cummins engine. They also include upgrades
in materials and design, and are ready to be installed in your truck with minimum downtime.
You can rest easy knowing that ReCon engines are backed by a Cummins warranty, with
extended coverage options available for most ReCon engines. To learn more about Cummins
ReCon engines, visit cumminsengines.com or call 1-800-DIESELS™ (1-800-343-7357) to locate
your nearest Cummins distributor or authorized dealer.

©2016 Cummins Inc., Box 3005, Columbus, IN 47202-3005 U.S.A.
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Piezo Injector Operation
and Strategy in a
Modern Diesel Engine

P

iezo injectors in the modern diesel engine of today are
highly precise, high speed mechanisms designed to
insure reliable engine operation while at the same time
meeting the stringent emissions standards of today.

Because of the above noted capabilities, these injectors
are capable of multiple injection “firings” per each engine
compression stroke, allowing engineers to more precisely
control fuel strategy and delivery in order to meet the
needs of any particular engine’s particular operating
parameter, while still meeting the fuel efficiency and
emissions requirements for that engine.

Because of the complexities and tight tolerances of
the individual parts within the injectors, there is very
little margin for error when it comes to manufacturing
of the injector, as well as the disassembly, cleaning,
measurement, and re-assembly of the injector during
the re-manufacturing process. Any intrusion of foreign
material could render an injector inoperative, or at the
very least, marginally functional. The cleanliness of the
individual rooms is so critical that many precautions are
used to ensure the sterile environment inside. This includes,
but is not limited to, special air filtration systems, fans
that blow air out of the room when a door is open (so as to
prevent foreign material entering from the outside), special
floor mats, etc.
Many times in my seminars I am asked what the operating
voltage is of any one particular injector. Because of the
complexity of these injectors as well as the electronic
28
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engine control system, the answer is
not quite as simple as one single voltage.
The injectors (for example, on a Ford 6.7L
Powerstroke Bosch injector) operate electronically
within a concept known as nominal voltage
calibration, which (in its simplest form) is used by the
electronic engine control computer (PCM) in order to
monitor and to determine how the injector is operating.
In this presentation, the operation and construction of
these injectors will be presented, while at the same time
discussing the principle of Nominal Voltage Calibration.
Also to be discussed will be the reason why a fuel return
circuit is needed for proper injector operation, causes
of injector failure (and how to prevent them) and the
symptoms presented by these failures. Time permitting,
there will be a question and answer session at the end of
the presentation.

Mike Cleary will be leading
a Training Seminar on Piezo
Injector Operation and Strategy in a
Modern Diesel Engine on Friday, August 5th at
the ADS International Convention & Tradeshow.

ADS Happenings
Case: 2007 5.9 (continued from page 3)
Mar 11
Old Cummins 5.9L data
Injector return flow no start
Flow specifications: Engine Cranking
90 ml/minute maximum
We use 30 second cranks
Mar 11
New injectors installed, about 20ml out of them
cranking.

You can get quick and helpful diagnostic suggestions just
like these ADS members did! Post your question on the ADS
Online Forum now. It is free for members to post and view the
archives; all you have to do is make sure you’ve requested to be
a part of the Forum. Not an ADS member? Try the ADS Online
Forum free for 30 days! Sign up on the ADS website today.
Nozzle Chatter Ad.pdf
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Class 5-8 Orders Up
in February

For the month of February, Classes 5-8
vehicle orders booked totaled 40,394, a
10% increase compared to a year ago and
25% from January. Class 8 net orders
slipped to 18,078 units in February,
down 42% year-over-year, while Class
5-7 net orders topped 22,316 units – the
highest order rate since December 2014
at 22,316 units. “Orders for commercial
vehicles in February largely mirrored
the ongoing U.S. economic narrative,”
said Kenny Vieth, ACT’s President.
“Healthy consumer-related indicators,
such as disposable income, autos and
houses, continue to support positive
medium-duty demand. At the same time,
ongoing weakness in the freight-rich
manufacturing sector continues to weigh
on heavy-duty demand.
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Simply Put, Mobile Has
Completely Changed
The Game
By Charlie Needham
Search Manager, Autoshop Solutions

M

obile came out of nowhere and
has completely transformed
the “web” in only a few short
years. There are now disciplines,
programs, and businesses
popping up that are dedicated
specifically to understanding and
gaming mobile Internet opportunities.
Frankly, we’re at the point where
mobile simply cannot be ignored.
It’s impossible to ignore how this
ever-growing mobile search trend
has directly impacted search engine
behavior. The days of a simple
search results have passed. Today,
following major advances of artificial
intelligence, Google can now serve up
highly accurate, highly personalized
results for exactly what we’re looking
for – even targeting the location
we’re searching from/for. Your search
results will be organized based on
proximity to your location at the time
of searching, total review score, and
the entirety of Google’s organic and
mobile algorithms. Quite frankly, it’s a
lot to digest.
Google made these updates as they
realized that they could no longer
ignore the growing percentages of
mobile phone searches. As the web
started changing, so did we, and we
now find ourselves catering to mobile

users
in every
way possible.
How?:
•	We build our NAPs
and citations to make sure
local users find our information
as quickly and accurately as
possible.
•	We optimize and change the way we
build our websites; to be viewable
and aesthetically pleasing at every
possible screen-size.
•	We jump at new technologies to
speed up our sites.
•	And so much more – all to cater to
the ever-growing number of mobile
users.
Where are we going and how will we
get there? No one knows the future,
but we all can safely assume that the
importance of mobile compatibility
isn’t going anywhere. Google has
always had one goal when it comes
to search: to show the most relevant
results possible. In order to provide a
pleasant and helpful search experience
and ensure their users come back.
Since the beginning of time, they
have catered their algorithms to what
they expected would give people the
best possible experience. Bringing in

reviews,
local
relevancy, and
other communitybased metrics is a clear sign
that they are wanting to give
people the best “real-life” experience
possible.
So, what’s the future key to good
Google rankings? It’s simple: practice
good business, stay active and current
with changing marketing strategy and
web technology, and have an up-todate, mobile-friendly, easy-to-use
website.
Are your website and marketing
strategies competitive in the mobile
environment? Contact us today for
your free consultation! 919-342-6024,
autoshopsolutions.com.

Danny Sanchez
from Autoshop Solutions
will be presenting a Business
Management Seminar on Targeting
Customers Online on Thursday,
August 4 at the ADS International
Convention & Tradeshow.
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A STRONG FOUNDATION – Intellectual Property
CONTINUED FROM PAGE 26

activities, this sale of the planting
tool by the second inventor also
renders the first inventors US patent
invalid. Thus, this overly simplistic
example demonstrates it is always
best to proceed as rapidly as possible
to file patent applications for your
inventions.
Another patent pitfall, similar to the
copyright pitfall described above, is
that the actual person who conceived
an invention is the default owner
of that invention. Again, there are
several exceptions to that default
position, but taking our planting
tool example and adding a
few facts is instructive.
If the inventor
worked as a
night janitor for a
garden products
company, and
developed
the planting tool on
personal time with
personal resources, it is very
likely, unless there is an invention
assignment agreement, that the janitor
would own the invention and any
later patent on the invention. The
same would be true of an independent
contractor hired for development of

“. . . the best practice is to have a written intellectual
property assignment agreement with all employees
and independent contractors requiring assignment of
intellectual property rights to the company.”
the planting tool unless there was
an agreement in place requiring the
independent contractor to assign the
invention to the garden tool
company. Therefore, the
best practice is to have
a written intellectual
property assignment
agreement with
all employees
and independent
contractors
requiring assignment
of intellectual property
rights to the company.
Taking the lessons from these simple
examples can help your company plan
for and thereby avoid these and other
pitfalls. Search a trademark before
you begin using it. Have written

agreements with all employees and
contractors requiring assignment of
intellectual property, and don’t delay
getting your patent applications filed.
To learn other helpful Tidbits about
intellectual property law, check Kyle’s
Linked In posts every Tuesday.

Kyle Elliot
will be presenting a
Business Management Seminar
on Intellectual Property Aquisition
and Enforcement on Wednesday,
August 3 at the ADS International
Convention & Tradeshow.

From the Executive Director
CONTINUED FROM PAGE 9

meeting was that you need something. But that doesn’t
mean you can’t return the favor. This can take the
interaction from one-way toward actually building a
relationship.
Maybe you can recommend something of interest such
as a book or article; you may be able to spread the word
about their business, service or products within your
own network. A relationship can only thrive when
both parties get value out of it, so always conclude the
networking meetings with one simple question, “is there
anything I can do to help you?
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Networking doesn’t have to be painful or difficult. By
setting the meeting up for success, opening with a recap,
listening more than you talk, asking for additional
connections and looking for ways you can help them,
you can maximize these valuable opportunities and
build your network further within ADS.
ADS is the best place to network in our industry. If I can
help you in any way, please let me know, I look forward
to seeing you in Las Vegas.
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Vision

We, the membership of The Association of Diesel
Specialists, see ourselves as the leading international
organization of professionals that provides sales and
expert service for yesterday’s, today’s and tomorrow’s
diesel systems.
Our goal is to be the complete resource for training,
technical service information, member promotion and
networking opportunities. Our Association encourages
participation at all levels of membership and is operated
with the highest level of fiscal integrity. We embrace the
economical, durable and clean diesel engine as one of the
key elements for addressing global pollution and fossil fuel
depletion.

Mission

The Association of Diesel Specialists’s mission is to
provide programs and services to its members that will
assist them in achieving success in the operation of
their businesses in the diesel industry throughout the
world.

Green Statement

The Association of Diesel Specialists (ADS) believes in
the future of clean diesel as part of an environmental
solution to global greenhouse gas issues. ADS believes
in the future of the inherently more efficient clean
diesel power plant as a method of reducing our
dependence on fossil fuels. ADS applauds the work of
engine manufacturers in their efforts to continuously
reduce emissions in diesel engines to near infinitesimal
levels. ADS believes that the use of clean diesel will
improve the sustainability of consumers, businesses
and communities by reducing the environmental and
societal cost of their activities.
ADS does not condone the use of devices made to
intentionally contravene emission controls for use
in equipment or vehicles used on a regular basis.
ADS believes that intentionally bypassing or altering
emission controls in the name of performance
enhancement undermines individual and group
efforts to promote the use of clean diesel as a viable
alternative power plant for the future.

Find us on:

WWW.DIESEL.ORG
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Swap & Shop
BUY, SELL OR TRADE EQUIPMENT
WITH ADS SWAP & SHOP!

Swap & Shop is available to assist members
seeking to buy, sell or trade equipment. Swap &
Shop ads run in Nozzle Chatter and on the ADS
website under the PARTS section.

TO LIST

Complete the ad listing form, located online
under the PARTS section of the ADS website

FOR SALE: HA255 Hartridge Detroit
Diesel injector test stand.HA290
Hartridge Cummins injector test stand
with 3822696 fixture and 3375375
tester. For pictures and pricing contact
Jim Smith 813-623-1551 ext109 or
email jsmith@se-power.com.
FOR SALE: 20 HP Dizo Test Stand
12 DC S/N: 990790 Direct Drive
Test Bench Perfect for CP3 Testing.
Excellent Condition $19,985 or Best
Offer Contact Mike (210) 648-4500
Meichman@dieselinjection.com
FOR SALE: 6.0L IPR Air Test Tool: Locate
High Pressure Oil leaks fast. Motor Top
20 Tool Winner 2014. A must have for
repairing 6.0L’s - www.AccurateDiesel.
com/AirTest
FOR SALE: 30X30 CLEAN ROOM W/
HAVAC, Go-Power DT1000 [New}
Dipaco Corona to test CRI, PLD, PDE,
Celect, 60S, Cat Heins TC2 Turbo
Balancer, ASNU Gas Inj Mach 717-4436822
FOR SALE: Bosch 815, well maintained.
Just updated with new computer. Only
ran VP44. Includes basic stand w/
universal mount. $90,000. Contact
justinaustinfuel@gmail.com or
(512)385-4890.
FOR SALE: Diesel core sale: 5.9L
common rail injectors - $75 each.
6.0L Powerstroke injectors - $60
each. Good clean cores, no junk.
231.660.1689
FOR SALE: Small fuel injection &
electrical shop in growing area upper
midwest. Established mid 70’s. Needs
34
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expansion to drive-in service. Owner:
Retirement ready. E-mail for details:
fuelshop4sale@yahoo.com
FOR SALE: HEVI test bench H12000
in perfect condition - $32,000 USD.
Contact Harold Vejarano at info@
puntodieselltda.com or (057) 315 391
3954.
FOR SALE: Dieselogic NEO CRI test
stand without Fiber Optics. 2011
model Test adapters for Duramax
and Cummins. $60,000. Contact Tim
Stechschulte: 717.514.3095.
FOR SALE: Good running condition
Hartridge test bench 2500, 10 Hp is
available for sale. Contact RAJ at 800320-8166 or raj@fhfuel.com
FOR SALE: Rabotti Tec200 Evolution
HD Test Bench for common rail. Used
very little. Complete set of tools to
work on common rail injectors, tools
never used. Call 308-520-0620 to
discuss pricing.
FOR SALE: Used Mustang MD 250
Chassis dynamometer Peak Power
measurement 900hp at maximum
speed. Peak Speed 150 mph.
Complete listing of features available.
Call 308.520.0620 to discuss pricing.
FOR SALE: New Donaldson Diesel
Particulate Cleaning Equipment
complete with factory warranty.
Gen 2 Pulse Cleaner PIN X009981
Thermal Regenerator PIN X007955
over 2 million trucks and busses
equipped with DPF devices, a great
investment. Purchase both machines
new $25,995.00. View these machines

or by contacting ADS Headquarters at
nozzlechatter@diesel.org. “Help wanted” or
“situation wanted” ads will not be accepted.
ADS Swap & Shop ads do not constitute an
endorsement by the Association. Ads must be
sent electronically to nozzlechatter@diesel.org.

FEES

Contact ADS Headquarters for listing fees and
details. *Subject to specific terms listed online.

in action at http: ijwww.youtube.
coml (Watch?v=MPOOczrY40w)
contact Tom Hoeber e-mail thoeber@
dieselinjection.com phone number
361 289-6666
FOR SALE: Maxwell Chassis Dyno for
HP testing, Water Brake at 650HP,
Accelerometer 1250HP. Good
condition. Contact Rick Corder Diesel
Controls Inc Massillon OH, RickC50@
Gmail.com for details.
FOR SALE: USDiesel offers the
following NEW & USED equipment
for SALE. Also available used
Hartridge HA2500/15, HA400, HA285
comparator, HA123 PT pump Tester.
Bacharach A2000 20hp, Bacharach
Specialist 10, Bacharach Test oil
chiller & Heins turbo balancer TC2 &
many more machines for sale. New
Maktest TK1026 common rail injector
tester,TK1025 common rail pump
tester, TK1024 HEUI Injector tester,
TK1020 EUI cam box & UTS1004 EUI
tester stand-a-long, KO4000 computer
aided CR injector rebuild center, &
PT2012CRE Maktest common rail
pump test stand. We also stock most
common tools and adapters new &
used. Please go to www.usdiesel.
com to view our complete list of
test equipment. Contact us at 800328-0037; 817-485-6422, Fax 817485-6404 or Mark Hagood: markh@
usdiesel.com / Brad Glenn: bradg@
usdiesel.com Please note our (new
address) 4534 CENTER POINT DRIVE
FORT WORTH TEXAS 76180.

NATIONWIDE WARRANTY COVERAGE FOR UNLIMITED MILES…
DuraFit DPFs and DOCs are so durable they come with a nationwide
2-year, unlimited mileage warranty.
DuraFit™ replacement diesel particulate filters (DPFs)
2-Year
Unlimited
Mileage
Warranty

and diesel oxidation catalysts (DOCs) pay large dividends
in long-term equipment performance and reliability.
DuraFit units are exact-fit OEM replacements - engineered
and manufactured in the USA for maximum service life.
Using innovative catalyst coating, robust designs and
stringent testing, DuraFit replacement units provide
performance equivalent to, or better than OEM units.
Learn more about the DuraFit advantage and our unlimited
mileage warranty by calling us at 800-753-3212 or by
visiting our website.

Visit us at the 2016 ADS Convention
Booth #503

Toll-free: 1-800-753-3212
www.durafit-exhaust.com/ads

DESIGNED TO FIT. BUILT TO LAST.™

KNOW DIESEL
FOR YOUR
SHOP’S
FUTURE
DIESEL
PASSENGER CAR

DIESEL
PASSENGER CAR

Leading Global OE Supplier for Domestic, Asian and European Vehicles
By 2020, you can expect to see a 7% increase in diesel passenger cars in operation
in North America. As more diesel passenger cars hit the road, the potential to
service these cars in the aftermarket greatly increases. If you aren’t prepared, you
will miss out on this growth opportunity for your repair business. Stay informed by
partnering with Bosch, the diesel systems leader for over 88 years.
Start learning today by visiting www.ChooseTheRightInjector.com
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