


‘it’s not what you know but what you
can find’ is the essence of the Import
Specialist Tests. From looking up parts
to understanding automotive systems,
from inventory control to customer
service, the ATA Import Specialist Tests
are the most direct path to under-
standing the selling of import car and
truck parts.”

A score of 80 percent or better is
required to pass both tests. Those who
pass the tests receive a signed certifi-
cate, letter and patch recognizing their
accomplishments.

“The certificate gives the parts person a
validation to show what they’ve had to

learn,” said Martin Gold, S-G Imported

Car Parts, Inc., former AIA board
chairman and “father” of the program.
“This leads to a comfort level with the
customer who is walking into the store.
It is important to have that professional
recognition with your people on the
front line.”

Jeff Olefson, president of Original
Engine Management (OEM) and
Forecast Products Corp., who has spon-
sored the test within his organization
for many years, agrees.

Plan to see the new AIA online tests

demonstrated at AAPEX in the AIA
Booth/Lounge, #9027 SEC.

U, Inc., of Overland, Kan., the online test service
provider for the AIA program, will provide demon-
strations of the tests from 9 a.m. to 5 p.m. on all

three AAPEX show days.
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“Now, more than ever, it is important
that our distributors have all of their
countermen certified,” he said. “Not
only will they sell more import parts,
but they will have fewer returns and
it will help restore confidence in
aftermarket sources because of their
deeper understanding of import vehicle
systems.”

Currently, more than 3,000 aftermarket

professionals have earned the Import
Parts Specialist certificate, and about
750 professionals have earned the
Master’s level certificate.
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“This certification is an untapped
resource for most of the market,” said
Olefson. “Not only does it give count-
ermen more confidence to sell import
parts, it gives them tremendous cred-
ibility with their customers.”

All AATA members are eligible for
discounts when ordering tests. Only
ATA members receive exclusive addi-
tional discounts when ordering the
tests, and also qualify for discounts on
volume purchases.

For more information, contact Lee
Kadrich at 301-654-6664 or e-mail
lee.kadrich@aftermarket.org. m

“We are thrilled U, Inc. was selected to provide the AIA Certification Tests,” said
Sean Ochester, vice president, industry relations, for U, Inc. “This commitment is
astounding, and U will do its best to make the exam work effectively and easily for
the aftermarket parts and service industry. Businesses today are discovering that rapid

online communication and training is the way to achieve and maintain a competitive

advantage. We are happy to see AIA use e-learning to benefit the industry.”
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