DAVE KOSHC)LLEK

- TOP 20 TRAITS OF ﬁ% ?QQFESSEQ%& TECHNICIAN

Courtesy of the head powersports instructor st a technical caf?ega and yours truly

" 1HAD A GREAT CONVERSATION with Bob
WMonroig fast manth, He's the guy in charge
of Lake Washington Technical Collage's
powersports technical programs in Kirkland,
Wash, We were discussing the industry’s
‘need for top-flight technicians and the
behaviors that define professionalism in

this fine of work, We also talked about the
coliaga's new associte's degree program for
motoreycle, marine and power equipment
with  Hartey-Davidson aption (see sidebar,

“Together, Bob and | have about 75 years of
axperience in the powerspons business, Cur
backgrounds are similar, and | think our ex-
Jperiences led us to create a pretty compre-
hensive list of professional work habits and
trgits that few techs rarely perform to 100
parcent satiglaction,

i you're B tech, these arethe top 20 traits
-t work habits to which you should aspire,
If you're & service manager or sarvice witter;
his ie what your Adfine techs should be do-
ing svery day. Are you resdy? Here we go
with our top Z0 countdown of the desited
traits and work habits of 3 professional pow-
arsports tachnician,

20, Protect fragile paint and plated pieces
by waaring mechanic's gloves, using tank
and fender covers, remaoving balt buckias,
jewelry and chaln drive wallets, polishing the
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sharp adges on your flat-blade screwdriv-
ers ang placing chromed and painted parts

- ghiry side up in soft containers like plastic

bins.

19, Attach tie-downs tovehicles 1o pravent
tham from falling off the jift.

18. When changing oil, [eave dipstick/oll

cap-on the hoistuntll oil is refilied, This re+

fhinds you 1o replenish the lubricant so you

dor't secidentally run the vs:h;c.la gy aned do.

major damags.

17, Naveruse magnets on staal engine
or diivetrain parts because they'll becoma
magnatized and then attract metal delbrig.
thiat sccelsrstos their wear,

. %6, Reinstall fasteners in their correct loca-

tion, Keep track of thair orginal order by
inserting fasteners into: holes poked into
& place of cardbosrd in the shape of the
gasket,

15, Keep intarnai parts clesn by placing
ther in biits or muffin tins, Use Ziploctype
bags for longer storage., -

14, Preheat stubbomn fasteners with Loctite
on them before applying thewrench or
socket, Most Loctite releases at about 4005 F
A mini-torch works great for this, Watch oul
tar flammablas and soft partel 1t
your falt, not ours, I you dam-
age‘the vehicls by belrg careless
with a device that praduces ovar
R 20000 B

13, Tap drain prlugs lightly with a
stael hammar at least 20 times to
Toosen them before removil.

12: Arranige one elrawar of your,
tool boxwith tools neadad todo
a# tuneup or gervice that you typk
cally perforra more thn five timss
per week,

11, Unless the baaring Is 1o be raptaced,
mever W on peds that ar pressed inte
bearings because it brinnels themitrestas
indantations and flat spots) that leads o
preraature failure,

18, Wrap threads and sharp edges on
shafls with ranspareng tape Before installing
seals pver therm 1o prevent scarring the soft
matarial,

9. Always disconnect the negative battary,
cabie first funless its an old positive-ground
English bike),

8. Neverwipe internal engine-and drivetrain

parts with shop-towals or rags because thair
clotiy fibars can contaminate intemal boar
ingie that can lead to prematurs failure,

7. Do it right the first time by leaving parts
that require-torquing [oritics) fastenars, spark

plugs and drain plugs) on s tray or clean

towal until you're ready to permanently
ingtall thaem.

&, Use s job list for routine sarvices, anc-
check off each procedure a3 you go, If
you're interrupted, you'll know exactly where

- to restart,

5. During the service, Idenilfy any additional

 work nesded, especisily salety-related
- 1ssues, Then inform the customer end docu-

mentthe details on the repslr ordern 1ts noy
{ust a‘good practive; it's 2 legal responstbility
and the easiest way 1o sell additional service
and parts,

4, Pro-lube parts with the lubricating fluids
they rue with, unless the rmanufacturer says
otherwise. -

-3, Remarbaer that a-customer notices a dirty

fingerpint a lot morsoften than the subtle

padornance diflgrance of & good tuneup:
Clean the areas you were working amsund 1o
gliminate your avidenee.
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2. Test-ride every vehicle to check your work
and the vehicle's performance. Remember to
pump up brakes after a tire change or brake

service before you take off and ride cauticusly

on new tires that need scuffing in.

And now, the No. 1 thing a technician
needs to do to be a top flight prefes-

sional: Take care of yourself. There are
many things you can do: Use safety glasses
around moving objects and nasty chemi-
cals, wear ear protection when the noise
picks up, put on gloves when cleaning with
solvents, chemicals and harsh soaps and
open the deor or use an exhaust system to
prevent carbon monoxide poisoning when
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running vehicles indoors. We want you to

_enjoy the fruits of your labor, and you can't
do that if you're seriously injured. D

Echmcai Golleg

|rkiand Wash., has been training
‘ievel and experienced powers-
t5 16 ians for more than 20 years.

'Elége’in Fort'_Sc"ott,‘ 'Kan.' Like'Fort
ott LWTC has the endorsement of the

dge applied to the powersports unlt
choice. The Harley-Davidsen optlon
s expected, a 100 percent focison
hat product and runs the last-two, quar-
s'of the program. The powersports
ses operate in a facullty of 2:000.5g.
outfitted with the same special tools
d_e_qul_pment used to train dealership
chs inHarley-Davidson University's
classes, Two-thirds of the training

y n;and:the median age of stu-
ts attendmg these programs is 26.

o

ition is $5,800 for the whoi_e‘.‘l _8‘-rncﬁmth
gram, not including cost of _IivinQ; All
all, that's significantly less than-cther

ate institutions around the country.

gistration has begun for the fall quar-
and.intérested parties can contact
zaliing: 425 739‘8300 or -

ave Koshollek teaches sales and
ervice classes for dealers. Contact
him at dakoenterprises@cs.com, or
via editors@dealernews.com.
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