This strong market is always searching for greater performance, efficiency & durability. By John Carollo

hether for work or play,
diesel vehicles offer power
and performance options
that remain aftermarket
favorites.

Accepting a very wide range of aesthetic,
under-hood, handling, towing and related
upgrades, diesel vehicles can be accessorized
and personalized for any activity, making
a strong, bold statement along the way.

Serving this dedicated crowd of diesel
drivers means understanding the trucks
and SUVs from front to back, and can
include offering more traditional repair and
maintenance services to go along with the
latest aftermarket enhancements.

Suppliers can help put your shop on the
right track with suggestions regarding hot
new products, sales steps and challenges
to navigate.

PERFORMANCE DEMANDS
Much like their gasoline counterparts,

diesel enthusiasts are always searching
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for greater performance, efficiency and
durability.

“The market has progressively changed,
requiring diesel engine manufacturers to
adapt to the needs of the modern industry,”
says Greg Milentis, Business Unit Man-
ager — Differentials for Auburn Gear. “New
designs and parts have been implemented

Mattie Graves’
dragster shows
just how
powerful diesel
engines can be.
It’s no surprise,
considering her
father, Mike
Graves, owns
Hollyrock Cus-
toms, a diesel
performance
shop in Holly-
wood, Maryland.
(Photo courtesy
Hot Shot’s
Secret & Kyle
Fischer)

Engineers create innovative solutions for
common problems. (Above photo courtesy
Banks Power)

to help reduce emissions, encouraging a
cleaner, friendlier environment.”

Josh Steinmetz, brand manager at Hot
Shot’s Secret, says the market has seen sig-



HOT DIESEL PRODUCTS

Hl HOT PRODUCT: Auburn Gear Select-A-Loc Electronic
Differential
Hl FEATURES & BENEFITS: State-of-the-art open-to-lock elec-
tronic differential used in AAM 11.5-inch axles (2001-19 GM,
Dodge RAM and RAM trucks); 30-spline; all ratios; USA made,
designed, manufactured and supported; transfers 100% of
the driveline torque to the axle.
Auburn Gear
Greg Milentis
Business Unit Manager-Differentials

Hl HOT PRODUCT: Monster-Ram Intake System
H FEATURES & BENEFITS: Fits 2007-24 Ram 6.7L Cummins
2500/3500 pickup and chassis-cab applications; improves
power and fuel economy; prevents “grid heater bolt failure,”
which has been known to cause more than $10,000 in engine

damage or require engine replacement.

Banks Power
Jay Tilles
Brand Manager

H HOT PRODUCTS: Screamer Turbochargers
Hl FEATURES & BENEFITS: Available for Cummins, Duramax
and Power Stroke exhaust manifolds; fits gasoline and diesel
Dodge/RAM, Chevy/GM and Ford trucks; drop-in stock loca-
tion; larger ballistic compressor wheels; increased airflow;

lower EGTs.

BD Diesel
Christian Roth
(6/50)

l HOT PRODUCT: FASS Titanium Signature Series Fuel System
H FEATURES & BENEFITS: Capable of flow rates of 100 to 290
gph; improved filtration, longevity and quietness; Extreme Water
Separator removes over 99% of emulsified and free water and
filters down to 2 microns absolute; thermostatically controlled.
FASS Diesel Fuel Systems

Josh Thornton

Lead R&D Engineer

H HOT PRODUCT: Diesel Extreme Fuel Additive
B FEATURES & BENEFITS: A premium 6-in-1 diesel additive
that contains a concentrated detergent formula to resolve
issues related to Ultra-Low Sulfur Diesel by greatly improving
engine performance and fuel economy while reducing DPF
regens.
Hot Shot’s Secret
Josh Steinmetz
Brand Manager

Hl HOT PRODUCTS: Timbren SES (Suspension Enhancement
Systems)

B FEATURES & BENEFITS: Packed with a progressive spring

rate, which means the more weight customers tow and haul,

the more it works to improve their suspension performance

by eliminating suspension sag and delivering a smoother ride.

Timbren Industries

Andrew Hodgson

EVP
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The market has seen technological advancements in diesel engine
performance tuning. (Photos courtesy Hot Shot’s Secret)

nificant technological advancements in diesel engine performance
tuning, including the development of more sophisticated engine
management systems, tuners and performance chips.

“These advancements have allowed for more precise tuning and
optimization of diesel engines for increased power and efficiency—
making great strides in performance to match our gasoline coun-
terparts,” he notes. “Diesel performance has become increasingly
popular among enthusiasts and truck owners looking to enhance
the power and capabilities of their vehicles. This increased demand
has led to a wider variety of aftermarket performance parts and
accessories becoming available in the market. Meanwhile, stricter
emissions regulations have necessitated the development of cleaner
and more efficient diesel performance products.”

While some things change, others stay the same.

“One key expectation remains—diesel truck owners demand
high performance from their vehicles, whether for personal or
commercial purposes,” says Andrew Hodgson, EVP at Timbren
Industries. “Meeting this expectation by providing products that
enhance performance, reliability and efficiency has been and con-
tinues to be crucial in this ever-evolving market.”

Challenges begin with local and national emissions regulations,
says Jay Tilles, brand manager for Banks Power.

“The diesel market has become more competitive. However,
producing products that pass CARB emissions compliance tests has
never been more difficult,” he reveals. “Regulations have tightened,
costs of tests have risen and the timeline has been extended. This

has resulted in most companies settling for selling their parts in

all states but California, which ironically is the largest market for
diesel products.”
Christian Roth, CEO of BD Diesel, lists the changes he’s seen.
“Increased EPA attention. Confusion in the market about what
products require CARB EO (stock replacement parts). Customers
and installers seeking more CARB EO products. Rising costs and
lower availability of new trucks. And a rise in DIYers,” he observes.




What’s affected the market the most,
says Josh Thornton, lead R&D engineer
at FASS Diesel Fuel Systems, is that “the
EPA has cracked down on manufacturers
and installers of emissions defeat devices,

like EGR/DPF deletes.”

CASTING A WIDE NET

With those trends in mind, shops need to
be deliberate in their approach to serving
diesel customers, understanding that there
are many areas of the vehicles that are ripe
for improvement.

“Shops can increase sales by educating
their customer base. Many customers trust
their performance shop to recommend
the right products to protect their vehi-
cles,” Steinmetz suggests. “Selling a high-
quality product will lead them back to you
for more recommendations in the future.
Offering a wide range of services beyond
just performance upgrades can attract more
customers. This includes services such as
regular maintenance including oils and
additives, diagnostics, repairs, custom fabri-

A truck’s driveline can impact performance. (Photos courtesy Auburn Gear)

cation and installation of aftermarket parts.”

Tilles also sees room for a holistic
approach.

“Although performance improvement
is still the driving factor for brands like
Banks, solving problems for diesel owners
has recently become a secondary motiva-
tion,” he reveals. “Our engineers create
innovative solutions for common prob-
lems, while improving upon the stock parts
original performance characteristics.”

Wondering where to start? Focus on the
target vehicle and specific needs, Milentis
advises.

“A truck’s driveline definitely impacts
peak performance. That’s why we recom-
mend that shops consider offering our elec-
tronic locker. Drivers know the importance
of having a rock-solid traction device to
get them through daily challenges out in
the field.”

Fuel system upgrades can be another
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Offer products and services
based on the customer’s
unique needs. (Photo
courtesy us.bddiesel.com)

enticing area that customers may not ini-
tially consider, says Thornton.

There’s opportunity in “a complete fuel
system that improves filtration over OEM
substantially and can triple the life of fuel
injection system components. As a cus-
tomer looking to improve reliability, this is
the absolute first modification that should
be added to your diesel,” he believes.

It even pays to look beyond opportu-

11135

nities traditionally asso-
ciated directly to diesels,
Hodgson advises.

“Growth opportuni-
ties for shops catering to
diesel performance cus-
tomers extend beyond
the usual suspects of
tuners and engine perfor-
mance products. Those
are no-brainers,” he says.
“However, an area often
overlooked is suspension
support for towing and
hauling. The assumption
that larger trucks inher-
ently have adequate sus-
pension for heavy loads is
a misconception. In reality,
these vehicles frequently
tow heavy payloads and
benefit significantly from additional helper
spring support. Recognizing and addressing
this need can provide a valuable avenue
for growth.”

In the end, gasoline and diesel don’t have
to be mutually exclusive, Roth explains.

“Many shops that service diesel pickups
could also service gas half-ton pickups with
our manifolds and transmissions. BD is
expanding ‘beyond diesel’ and currently

manufacturing exhaust manifolds, tur-
bochargers and transmissions for popular
gasoline light-duty trucks.”

This provides a buffer for shops, he con-
tinues, as history has shown that when
there’s uncertainty in the market, stock
replacement parts rise as a percentage of
sales compared to performance products.

“Offering stock replacement or slightly
modified parts as opposed to full perfor-
mance parts is an opportunity to retain
customers—just at a slightly lower price
point,” says Roth.

TIPS OF THE TRADE
Diesel performance is a deep, bountiful
market. Suppliers offer tips for success.

“Listening never goes out of style,” says
Hodgson from Timbren. “Engaging with
customers, asking insightful questions and
tailoring product offerings to their specific
performance needs are critical practices.
Shops that excel in understanding and
responding to the unique requirements
of each customer not only enhance the
purchasing process but also cultivate loy-
alty, ensuring customers return for future
needs.”

Tilles from Banks recommends neutral-
izing price point methodology.

“A common mistake is selling the low-

RAM PROFESSIONAL INCLUDES DIESEL POWER

A variety of propulsion options including diesel power are part
of Ram’s new work truck and van plan.

Having debuted at the 2024 National Truck and Equip-
ment (NTEA) Work Truck Week show in Indianapolis, Ram
Professional commercial vehicle division is designed to offer
“full-service customer mobility and value solutions,” according
to the company.

Operating as a new, separate business unit, Ram Profes-
sional “is the next generation in commercial customer vehicle
ecosystems and ensures not only best-in-class commercial
products but to serve its customers every step of the way, from
upfit and conversion needs to electrification and connected
services,” the company notes.

While “electric” is the word of the day, Ram Professional
includes a wide range of products designed to meet the needs
of small businesses, work truck fleets and buyers whose com-
mercial vehicles may be their company’s lifeblood. Vehicles
include the new Ram ProMaster EV, Ram 1500 REV, Ram
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1500 Ramcharger, Ram Heavy Duty and Ram Chassis Cab
lines. The powertrains include traditional internal combustion,
diesel and all-new electric options.

The vehicles are also ready for accessories, officials add.

“Ram is well known for being the most upfitter-friendly brand
on the truck market. Ram dealers work with a network of local
upfitters and Ram-approved partners to customize every work
truck or van to its customers’ needs,” the company states.

The new Ram
Professional
vehicle line
includes diesel,
gas and electric
propulsion
options.
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est-priced parts just to secure the sale. When selling the lowest-priced
parts, the retail profit is smaller. The retailer should start by offering
“Often,
the best parts are priced accordingly because they have the most
R&D invested.”

Partnerships begin by fitting the customer’s desired usage, says
BD’s Roth.

“The biggest opportunity we see to avoid problems is to ensure

the best products available regardless of price,” he says.

your staff members who are selling parts to customers have a full
understanding of how the customer intends to use their truck and
then match them with the right product to do that,” he notes.
“Over-sizing or under-sizing a part for the intended truck use based
on margin or availability can have dire consequences.”

Delivering just what’s needed it always the goal, says Thornton.

“A very simple mis-
take that we see is a
FASS (fuel system)
with a higher flow rate
than needed. Though
our 290-gph system
is extremely quiet, the
lower-flowing systems
will be even quieter. Ifa
truck is fairly stock with
just a simple tune, then
there is no need to uti-
lize a FASS that would
generally be for trucks

Diesel performance
upgrades can include
suspension enhance-
ments. (Photo courtesy
Timbren Industries)

with 1,000-plus horsepower, as the customer can notice additional
sound output.”

Providing recommendations based on prior experiences with
makes and models of performance parts can lead to better overall
customer satisfaction, says Steinmetz of Hot Shot’s Secret.

“Diesel additives can offer benefits such as improved fuel effi-
ciency, enhanced lubrication, reduced emissions and prevention
of fuel system issues,” Steinmetz says. “However, one common
mistake is the overuse or misuse of these additives. Different
diesel additives serve specific purposes, such as improving cetane
levels, preventing fuel gelling in cold temperatures or cleaning
fuel injectors. Using the wrong additive or applying it incorrectly
can lead to a lack of product performance and the opportunity
for repeat business.”

Finally, Auburn Gear’s Milentis suggests searching for weak links
that could lead to problems with a performance build and then
solving them before they occur—even if they aren’t the upgrades
normally at the top of many lists.

“When a truck owner comes to a shop—or searches YouTube
for recommended options—for obtaining peak horsepower per-
formance, the aftermarket items commonly recommended include
cold air intake, inline tuner, pedal modifier and air (vs. flatback)
differential cover. The thing that most checklists don’t include
is replacing the OE differential with an electronic open-to-lock
locker to give the driver the adequate performance needed to get

the job done.” TS
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