
Original equipment and the aftermarket trust in MAHLE’s systems competence. Just one example of many: 
the functionally integrated oil fi lter module OF 206. For more information, please turn to page 6.
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THINKING

2/2015that you have the expertise tomorrow to use the systems of 
the future (and, of course, what you can do to prepare your-
selves). Furthermore, we systematically describe how to put 
a stop to counterfeiters—and advise you on how to be sure 
that you are looking at a genuine MAHLE VeoMark security 
label. And to make it easier for you to fi nd faults in the sys-
tem (or, as the case may be, to avoid them) during your 
day-to-day repair shop work, we have asked our techni-
cians to provide you with repair tips for A/C services and oil 
fi lters. We hope you fi nd it an interesting read!

This edition of MAHLE Aftermarket news refl ects the 
repair shop perspective… and we have dedicated it to the 
system—or systems competence, to be more precise. 
Advanced knowledge that is gaining in importance as the 
future becomes the present. A current example of how 
MAHLE is constantly improving its systems competence 
comes in the form of our latest acquisition, Letrika. The 
details of how we implement our systems competence—from 
fi lter media to housing—are demonstrated by our oil fi lter 
module OF 206. We show you what we are doing today so 
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We find ourselves in a constantly self-renewing industry, in which increasingly 
sophisticated technologies are being developed and become ready for series 
production ever more quickly. In order to meet future exhaust emission stand-
ards, all individual components need to be more and more precisely coordinated 
with one another. Systems competence is therefore imperative. As an example 

of what systems competence means at MAHLE, take the complex oil filter 
modules that we deliver fully assembled in original equipment—and which 
symbolically represent the evolution of the MAHLE brand from a parts expert 
into a systems supplier. In this edition, we will present an excellent and detailed 
example of such systems.

The increasing complexity of vehicles requires extensive manufacturer consol-
idation, as this is the only way to offer system-compatible repair solutions. We 
are therefore very pleased to introduce Letrika as the newest addition to the 

MAHLE family. Letrika develops and manufactures innovative electric motors, 
generators, and electric as well as mechatronic drive systems in Slovenia, 
Bosnia and Herzegovina, Belarus, and China—an ideal addition to the MAHLE 
mechatronics activities. From January 2016, starters and generators will also 
be available through the MAHLE Aftermarket organisation.

Another important factor that will define the automotive aftermarket over the 
coming years is the further intensification of competition between contracted 
and independent repair shops. What can independent repair shops do to raise 
their profile in a changing market? We asked the Manager of the MAHLE 
Aftermarket Global Business Development, Marco Ilotti. You can read his 
answers in one of the following articles of this magazine.

But there are also changes at the top level of the MAHLE Group. The Chairman 
of the Management Board, Prof. Dr. Heinz K. Junker—under whose leadership 
MAHLE has grown over almost 2 decades from a parts manufacturer with a 
headcount of 15,000 to a top-3 systems supplier in the areas of engine compo-
nents, filtration, and thermal management with currently 66,000 employees—will 
move over to the MAHLE Supervisory Board in July 2015. Professor Junker has 
not only had a lasting impact on MAHLE, a foundation-owned company, but also 
developed it into a strong brand, fit for the future. For example, through consist-
ent international positioning and the strategic expansion of the competence and 
product portfolio, transforming MAHLE into a systems supplier.

Professor Junker is handing over his responsibilities to Wolf-Henning Scheider. 
He joined the MAHLE Group as Vice Chairman of the Management Board on 
1 April 2015, and was appointed the new Chairman of the Management Board 
by the Supervisory Board with effect from 1 July 2015. Wolf-Henning Scheider, 
previously Managing Director at Robert Bosch GmbH with overall responsibil-
ity for the automotive technology division since 2013, is one of the most 
high-profile automotive experts in the industry and is a proponent of networked 
vehicles—a vision that will, no doubt, soon have a permanent impact on our 
professional and personal lives. (And a vision to which we have dedicated an 
entire page of this edition.) 

Of course, we also cover an abundance of other interesting topics that will help 
you in your daily business: in our Theory & practice section you will find tech-
nical information on the increasingly important A/C service—and further tips 
for your day-to-day maintenance and repair work.

We wish you continued success in your business—and are pleased to have 
been able to contribute to it with our service package comprising strong 
branding, innovative products, and convincing service solutions.

Sincerely,

Olaf Henning

Olaf Henning, 
Managing Director of 
MAHLE Aftermarket GmbH 
and member of the MAHLE 
Management Committee.

Dear readers,

MAHLE SUPPORTS REPAIR SHOPS IN 
EXPANDING THEIR SYSTEMS COMPETENCE
—FOR IMPROVED SERVICE AND REPAIR.

EDITORIAL
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SMART
Drivable

For a vehicle to automatically make an emergency call (eCall), if 
needed, it must be factory-equipped with a sleeping SIM card, 
as it is known in the mobile phone industry. This SIM card can, 
for example, be activated in case of a severe accident and initiate 
a call to the EU’s central emergency number 112. Those respon-
sible hope that this e(mergency)Call system will considerably 
reduce response times; it is estimated that up to 2,500 lives 
could be saved every year. eCall is therefore an active contribu-
tor to increased road safety.

To establish a connection with the nearest emergency call cen-
tre, the relevant key accident data needs to be transmitted: the 
GPS coordinates of the vehicle, the time of the accident, and the 
type of activation (manual or automatic, indicative of the severity 
of the accident), as well as information relating to the type of 
vehicle, fuel, and the number of safety belts in use. 

But the debate centres on more than just the nature and extent 
of this data. After all, eCall technology opens the door to a world 
of other telematics applications such as bCall (breakdown call) 
or sCall (service call), which the vehicle driver could use to locate 
a nearby hotel, for example, or to obtain customised quotes for 
vehicle servicing based on the data generated on board.

This raises a question for anyone involved with automobiles: who 
owns the data that the inbuilt SIM card not only generates and 

saves but can also send and receive? Does it belong to those 
who are able to read it, i.e. the vehicle manufacturer and its 
service network? Or, in fact, does it belong to the people to 
whom it relates, i.e. the driver or vehicle owner, who should be 
able to decide who gets to see this personal information? 

Vehicles on European roads already hold lots of data, although it 
has to be accessed via the OBD system by a repair shop selected 
by the vehicle owner. There is still free choice. But what would 
happen if the automobile manufacturer were able to access this 
data via the cloud, to which the independent aftermarket would 
have no direct, open, or unrestricted access? 

In order to achieve a balance between independent and con-
tracted repair shops in this new, exciting world of networked 
vehicles, MAHLE Aftermarket is involved with a number of 
associations, including the European Association of Automotive 
Suppliers (CLEPA) and the Verein Freier Ersatzteilemarkt e.V. 
or VREI [association for the independent aftermarket]. The aim 
is to create a fully compatible, standardised, safe, and open 
telematics platform to which independent repair shops have 
equal access, in order to provide the vehicles fitted with this 
equipment with maintenance and repair services in the long 
term. This is the only way to ensure a practical, functional, and 
industry-wide solution, resulting in improved safety and service 
for automobiles.

Interactive maintenance and remote diagnostics: 
the introduction of telematics in the automobile 
opens up new possibilities for repair shops. On 
the basis of the mileage and operating condition 
of a vehicle, the intelligent telematics system not 
only ascertains the next inspection date but also 
arranges it immediately—and orders any parts 
that might be needed for repairs. MAHLE 
Aftermarket is investing in an open, industry-wide 
solution to ensure that independent repair shops 
also have access to this future technology.

PHONESPHONES
The EU-wide introduction of the “electronic life saver” eCall has now been agreed. However, the European Parliament 
has delayed the previously planned start date of autumn this year until the spring of 2018. Nevertheless, the fact remains 
that the networked vehicle will change our market, as well as bringing some challenges—and opportunities—for 
independent repair shops. 
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Profi le: oil fi lter module OF 206
Operating temperature: –35°C to +150°C

Oil throughput: up to 50 L/min.
Coolant throughput: up to 20 L/min.

Pressure peaks: up to 16 bar
Burst pressure: > 20 bar

Maintenance interval: 30,000 km 
or 2 years

HIGHLIGHTS

 Integrated oil-water heat exchanger
The complete media supply for the heat exchanger 

occurs via the base plate of the heat exchanger—without 
additional connections such as coolant hoses and hose 

fittings. 

Connecting oil filter and heat exchanger
An innovation in oil filters. Despite noticeably higher pressure 

loads, the self-tapping screw connections manage perfectly 
well without metal inserts. As a result, the assembly process is 

more efficient and the weight of the component is reduced, with 
complete ease of repair: the screw thread is robust enough that it 

can be re-tightened easily when the oil cooler is replaced in accord-
ance with the manufacturer’s instructions (cleanliness, torque, and 

screwing process). 

Gasket
Made from hydrogenated nitrile butadiene rubber (HNBR): resistant to oils 

containing additives, heat-resistant to 150°C.

Oil pressure switch

M10 screw plug with copper sealing ring

Environmentally friendly compact plastic housing in optimal weight/
volume ratio with welded-in inner frame, gasket, and bypass valve

Made from glass fibre-reinforced polyamide in a design that is optimised to avoid 
loss of pressure: all of the channels, channel intersections, cross sections, and radii 

are designed to minimise friction loss, swirl, and throttle factors as far as possible. The 
housing is heat-resistant, shock-proof, and impact-resistant. Moreover, it considers the 

future even during its product life: in contrast to conventional metal housings, it is com-
pletely incinerable and therefore environmentally friendly. 

The bypass valve (O-ring, compression spring, piston) ensures a reliable supply to the 
engine lubrication points, even on cold starts.

Filter element
The heart of the module consists of an inner tube and end plates made of polyamide, both of 

which are fully incinerable, as well as a long-life filter paper—for the highest separation levels and 
optimal filter performance over its entire life cycle.

O-ring cover

Cover

O-ring drain screw

Repair shop-compatible oil drain
Easy to install downward-facing oil drain screw—for a fast, clean oil change.

AS A PARTNER TO OE SUPPLIERS, MAHLE DOES NOT REGARD INDIVIDUAL PRODUCTS AS SEPARATE ENTITIES BUT THINKS IN TERMS 
OF SYSTEMS WITH COMPLEX STRUCTURES, FEATURING PRECISELY COORDINATED AND INTELLIGENTLY CONNECTED COMPONENTS. 
CONSIDER JUST ONE EXAMPLE OF MAHLE’S SYSTEMS COMPETENCE, DEVELOPED AS A RESULT OF MANY YEARS OF EXPERIENCE AND 
COUNTLESS SOLUTIONS TO PROBLEMS: THE MAHLE OIL FILTER MODULE OF 206, WHICH IS INSTALLED EX WORKS IN 1.25 MILLION 
VOLKSWAGEN TDI ENGINES PER YEAR—E.G. IN THE PASSAT, GOLF, T6, CRAFTER, OCTAVIA, SUPERB, AND LEON. IN SHORT: HUNDREDS 
OF THOUSANDS OF VEHICLES IN NEED OF AN OIL SERVICE WITH FILTER REPLACEMENT RIGHT NOW, JUST BEFORE THE HOLIDAY PERIOD!

ACROSS THE SYSTEM 
CONSISTENCY
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With the increase in engine output, thermal and mechanical loads on the pis-
ton are also rising. Since steel is better equipped than aluminium to meet these 
demands, thanks to its lower thermal expansion as well as higher rigidity and 
strength, this metal is also becoming increasingly important in passenger car 
piston technology. 

In diesel engines, steel pistons provide signifi cant potential for reducing CO2 

emissions in comparison with the aluminium pistons that have been typical to 
date. The main advantages lie in the reduced frictional loss and improved 
thermodynamics, which equates to fuel savings of approximately three per 
cent in the NEDC.

Renault employs this steel piston technology from MAHLE for its new Euro 6 
4-cylinder diesel engines: a 1.5-litre engine (K9K) with 81 kW power and 
260 newton metres of maximum torque and a 1.6-litre engine (R9M) with 
96 kW and 320 newton metres. MAHLE is commissioned with the series 
supply of MONOTHERM® steel pistons, including piston rings and piston 
pins, for both of these engines. MAHLE received the Renault Supplier Award 
for “Innovation” for the development of the fi rst steel piston worldwide in a 
diesel engine for series passenger cars. 

In commercial vehicles, MAHLE MONOTHERM® pistons have been used in 
series production by almost all manufacturers since 2000. This piston concept 
developed by MAHLE has proven itself under even the harshest of racing con-
ditions: at the legendary 24 Hours of Le Mans, the winners of the past few 
years have all been equipped with MAHLE’s robust steel piston technology. 

Over the next few years, MAHLE will be investing in four new fully automated 
processing lines for the series production of passenger car steel pistons. The 
fi rst production line has already started operation at the Rottweil plant.

MAHLE supplies the first steel piston 
worldwide for large-scale production of 
diesel passenger cars. For its develop-
ment of the piston concept—already 
proven a million times over in commer-
cial vehicles—, the company received 
the Renault Supplier Award. OEM

HIGHLIGHTS

STANDARD IN COMMERCIAL VEHICLES AND MOTORSPORT, 
NOW ALSO IN SERIES PRODUCTION OF DIESEL PASSENGER 
CARS: MAHLE MONOTHERM® PISTONS

Instead of pin bore bushings, the MONOTHERM® piston features a 
form bore completely coated in phosphate. The cooling passage is 
produced using a complex, curved turning tool. It is then closed by 
means of a two-part spring steel on the underside. Since the start 
of series production in 2000, MAHLE has already manufactured 
more than 10 million MONOTHERM® pistons.
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STAGE 1: At low RPM, the high-pressure stage enables 
a high boost pressure thanks to the small rotating 
assembly, despite the low throughput rate. This mani-
fests itself as a high starting torque, which causes 
a reduction in the soot and nitrogen oxide emissions. A 
wastegate valve prevents overload. 

STAGE 2: At medium RPM, the boost pressure control 
fl ap opens the larger low-pressure turbocharger 
enough for this charger to take over the turbine 
work. It also has a wastegate valve.

PISTON
For commercial 
vehicles

Characteristic features
Part no.

MAN TGA 18.310/TGS 26.320/TGX 35.360 and 
many more; 10.5 L, 6 cylinders, 235–324 kW 
(engines: D 2066 LF 25/26/27/28/40/41/42/43)
Ring carrier, cooling passage, graphitised
227 PI 00111 000 (MAHLE Original)

MAIN BEARING SET
For commercial 
vehicles
Part no.

Scania 92 H/M, 93 H/M, 94 C/D/G/L; 8.5–9.0 L, 
6 cylinders, 155–228 kW (engines: DC9, DSC9)
061 HS 21468 000, 061 HS 21468 025, 
061 HS 21468 050 (MAHLE Original)

THERMOSTAT
For passenger cars

Part no.

Ford Focus, Mazda 3, 5, MX5; 1.8–2.0 L, 4 cylinders, 
81–184 kW (engines: R9DA, LF17, LF5H/W, L823, L828)
TI 202 82 (both MAHLE Original and Behr)

AIR FILTER
For passenger cars

Characteristic features
Part no.

Seat Mii, VW up!; 1.0 L, 3/4 cylinders, 
44–55 kW (engines: CHYA, CHYB, CPGA) 
Panel insert with seal loop
LX 3306 (both MAHLE Original and Knecht)

TURBOCHARGER
For vans

Characteristic features
Part no.

Mercedes-Benz Sprinter 213/215/313/315/413/515 CDI; 
2.1 L, 4 cylinders, 95–110 kW (engine: OM 646.986)
Two-stage turbocharging
Stage 1: 001 TC 17787 000 (MAHLE Original)
Stage 2: 001 TC 17912 000 (MAHLE Original)

NEW ON THE MARKET

TWO ARE 
BETTER THAN ONE!
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THERMOSTAT
For passenger cars

Part no.

Opel Adam, Astra, Corsa; 1.2–1.4 L, 4 cylinders, 
50–74 kW (engines: A12XEL, A14XEL, A14XER)
TM 37 103 (both MAHLE Original and Behr)

ASSEMBLY
For commercial vehicles

Characteristic features
Part no.

Deutz Agrotron X 710, Renault Trucks Premium Distribution 340.26, 
Volvo FE 320–26 and many more; 4.8–7.2 L, 4/6 cylinders, 118–243 kW 
(engines: Deutz TCD 2013 L4/L6 4V; Renault Trucks DXi 5/7; Volvo D 7E 
240/280/290/320)
Piston with ring carrier, cooling passage, graphitised
099 AY 00127 090 RK (MAHLE Original)

OIL FILTER
For passenger cars

Characteristic features
Part no.

BMW X3 20 D, X4 20 D; 2.0 L, 4 cylinders, 
140 kW (engine: B47 D20A)
PIN successor patent
OX 813/1D ECO (both MAHLE Original and Knecht)

CABIN AIR FILTER
For passenger cars

Part no.

Honda Accord VIII/IX, Civic IX, CRV III; 1.4–3.7 L, 4/6 cylinders, 
73–217 kW (engines: K24Z3, L13Z4, R18Z4, R20A2, C35A8)
LAK 216 (both MAHLE Original and Knecht)

FUEL FILTER
 For commercial 
vehicles

Characteristic 
features
Part no.

Renault Trucks Magnum, Kerax, Premium 
Distribution, Premium Route, Premium 
Lander; 10.8/12.8 L, 6 cylinders, 
243–382 kW (engines: DXi11, DXi13)
Water separator (short)

KC 491D (both MAHLE Original and Knecht)

 YOU CAN F IND DETA ILED INFORMATION ABOUT THE NEW PRODUCTS IN  THE REG-
U L A R LY  U P DAT E D  O N L I N E  CATA LO G U E S  AT  WWW.MAHLE-AFTERMARKET.COM

NEW ON THE MARKET
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THEORY & PRACTICE

HVAC systems are maintenance-free—or at least that’s what most 
vehicle owners think. But they’re wrong. When you get acquainted 
with the inner workings of the HVAC system, you will understand why 
an A/C service every two years makes sense.

HOW DOES AN HVAC SYSTEM WORK? 
In the compressor, the gaseous refrigerant is heavily compressed and heated. 
The compressed refrigerant is fed from the compressor into the condenser. 
The condenser is situated at the front of the vehicle and is cooled by ambient 
air and the fan. During cooling in the condenser, the refrigerant changes from 
a gaseous to a liquid state. The liquid refrigerant is then fed into the fi lter-drier 
where it is cleaned and any remaining water particles are removed. The evap-
orator is located in the air duct inside the vehicle. In the evaporator, the liquid 
refrigerant changes back to a gaseous state. The evaporative cooling that is 
produced is fed into the cabin by the interior blower and cools the cabin. The 
refrigerant gas is returned to the compressor from the evaporator, ready for the 
cycle to start again. 

REFRIGERANT: A QUESTION OF QUANTITY
Pressures in the refrigerant circuit are in the region of 2 to almost 18 bar. 
Although it is a closed system, the HVAC system loses about 10 per cent of its 
refrigerant per year—particularly through the hoses and the many gaskets.

A/C service with MAHLE ArcticPRO ACX 280.

In order to determine the exact quantity of refrigerant in the system, it needs to 
be extracted. This is why precision scales are built into MAHLE’s A/C service 
unit ArcticPRO. After extraction, the system is unpressurised and the fi lter-drier 
can be replaced. The vacuum pump in the MAHLE A/C service unit then 
creates a vacuum throughout the refrigerant circuit. The high vacuum removes 
any remaining moisture from the system and simultaneously performs a leak 
tightness test: if the vacuum doesn’t change, the system is leak-tight. After the 
checks have been performed, the MAHLE A/C service unit runs in automatic 
mode and refi lls the system with precisely the prescribed quantity of refrigerant. 
In addition, it automatically replaces the exact amount of refrigerant oil that was 
lost in the extraction process with fresh refrigerant oil.

WHAT HAPPENS WHEN THE A/C SERVICES ARE TOO FAR APART 
OR DELAYED?
Some refrigerant oil circulates through the system with the refrigerant. The 
oil mist keeps hoses and gaskets fl exible—a basic requirement for keeping 
the system as leak-tight as possible as well as to ensure the durability of all 
components. 

If there is too little refrigerant in the system, hardly any oil mist reaches the 
gaskets and hoses and they become brittle. But the compressor also su� ers. 
Its job is to compress as much refrigerant as is required to achieve the driver’s 
desired temperature within the cabin. If there is less than the minimum 
required amount of refrigerant, then the compressor has to work at full load 
but will not be able to achieve the necessary pressure and therefore the 
desired temperature in the vehicle. Eventually, the compressor overheats. The 
refrigerant oil is damaged, coked, and its lubricity is considerably reduced. 
That is the end of the compressor: metallic abrasions and chips from the 
compressor contaminate the entire system. 

Only now will the driver notice that something isn’t right. The repair of a vehicle, 
including fl ushing the whole system and replacing the compressor, expansion 
valves, and fi lter-drier/condenser is very expensive—in some cases, a defect 
of this kind ends in a fi nancial write-o� . However, it is a loss that could have 
been avoided: regular A/C services detect the loss of refrigerant and allow it 

An HVAC system in the vehicle ensures that drivers are always comfortable and safe. The HVAC 
system sets the desired temperature for the cabin and ensures the windows do not mist up. 
It makes a signifi cant contribution to driving comfort, the ability to concentrate, and active safety.

IN OUR CONTACT WITH CUSTOMERS 

ATMOSPHERE
Good

—IN THE CAR AND 
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THEORY & PRACTICE

to be rectifi ed. Regular maintenance of the HVAC system therefore minimises 
the risk of expensive repairs and helps maintain the value of the vehicle.

As part of an A/C service, a new cabin air fi lter is usually installed. Even if the 
MAHLE/Knecht fi lter in OE quality is checked at the replacement intervals 
recommended by the vehicle manufacturer, it is generally still worth changing 
the cabin air fi lter at shorter intervals (every six months). After all, besides dust, 
pollen and bacteria can collect in the fi lter medium and lead to unpleasant 
odours and health problems.

IMPORTANT STEPS OF AN A/C SERVICE:
  Functional test and visual inspection prior to maintenance of the HVAC system
  Leak tightness test and refi lling of the refrigerant and refrigerant oil with the 

MAHLE A/C service unit ArcticPRO
  Change of the cabin air fi lter
  Functional test and visual inspection following maintenance of the HVAC system

Thanks to the integration of Behr, the world’s leading OEM for vehicle air con-
ditioning and engine cooling, MAHLE has expanded its original equipment 
presence in the segment of cabin air fi lters. This means that many passenger 
cars, vans, and commercial vehicles from almost all manufacturers are currently 
equipped with cabin air fi lters from MAHLE. The MAHLE Aftermarket range 
o� ers very good market coverage—in original equipment quality, of course. 

A SERVICE FOR YOUR CUSTOMERS: IMPORTANT TIPS FOR 
HANDLING HVAC SYSTEMS CORRECTLY
Switch o� . A few minutes before reaching the destination, the HVAC system 
should be switched o� . This will allow the air ducts and evaporator to dry out, 
preventing mould growth in the vehicle’s HVAC system. 
Change. The cabin air fi lter should be replaced at every vehicle service, or
—even better—every six months. The driver will enjoy the clean air in the 
vehicle.
Protect. An A/C service should be performed every two years. This ensures 
that there is always enough refrigerant in the system—for long-lasting and 
reliable functionality of all components in the HVAC system.

Professional A/C service with MAHLE ArcticPRO: the ACX 180 (order number: 72371015) 
for refrigerant R134A and the ACX 280 (with integrated refrigerant analysis, order number: 
72371016) for refrigerant HFO1234YF—as well as a version without refrigerant analysis 
(ACX 270, order number: 72371017), with optional external analysis unit.
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Marco Ilotti: EU Regulation No. 566/2011 is already in place and 
obliges the automobile manufacturer to release the electronic 
data necessary for precise identification of replacement parts. 
This availability of data will play an even larger role in the future. 
Just think about the networked car. MAHLE Aftermarket also 
supports fair competition—and is promoting appropriate solu-
tions through collaboration with unions and committees.

MAHLE Aftermarket news: How can independent repair 
shops strengthen their market position?
Marco Ilotti: By actively seeking out partners and creating pur-
chasing associations. The large trade organisations already have 
the answer: they are pooling the purchasing power of their 
members. By consolidating their efforts, competitive prices can 
be obtained for high-quality parts, services, and data—an impor-
tant advantage in a market that is defined by the increasing price/
performance awareness of its end customers.

MAHLE Aftermarket news: How can independent repair 
shops raise their profile among their customers, in the future?
Marco Ilotti: They need to present themselves as professionally 
as possible. The large trade organisations can help in this regard 
as well. They offer repair shop concepts—as separate elements 
or as complete packages: from inspection and maintenance to 
repair work, including accident repair. Customer service ele-
ments such as guarantees, replacement vehicles, and payment 
plans are also available. Support can also be provided in the 
areas of management or marketing as well as signage, i.e. to give 
the repair shop a striking, professional appearance.

MAHLE Aftermarket news: MAHLE Aftermarket supports all 
major trade organisations. How does the repair shop actually 
benefit from this?
Marco Ilotti: Via our trade partners, our repair shop customers 
not only benefit from the comprehensive MAHLE Aftermarket 
product range in OE quality, but also gain access to our repair 
and service solutions. This is our contribution to getting the 
independent repair shop ready for the challenges of the future.

Maintenance intervals are becoming longer and longer, 
while the average mileage per vehicle is becoming ever 
shorter—a result of ecological, technological, and 
socio-economic megatrends, such as urbanisation. This 
is a general development that will continue to reduce the 
number of repairs needed. At the same time, each indi-
vidual repair will be more demanding, requiring more 
knowledge and equipment. So what can—or must—the 
independent repair shop do in order to remain compet-
itive in the market of the future? Marco Ilotti, Global 
Business Development Manager at MAHLE Aftermarket, 
has a few solutions to offer.

MAHLE Aftermarket news: Mr Ilotti, what are your current 
market observations?
Marco Ilotti: The more complex the repair procedures, the 
higher the market share of the contracted repair shops. At the 
same time, large service chains, fast fitters, and auto centres are 
crowding the market and are pricing their services aggressively. 
In order to defend their core business of specialist repairs, it is 
becoming more and more important for the independent repair 
shops to be well informed, well trained, and equipped with a 
large range of data and diagnostic tools. 

MAHLE Aftermarket news: Where can the repair shop get this 
crucial information from?
Marco Ilotti: National and international trade organisations are 
the right contacts. They not only give the repair shop access 
to the data, but can also offer professional training. Together 
with the data and information available from automobile part 
manufacturers, the independent repair shops have an immense 
pool of knowledge at their disposal. Naturally, MAHLE 
Aftermarket also offers its own system knowledge from its 
original equipment activities.
 
MAHLE Aftermarket news: What will the legislators do in order 
to ensure fair competition between the contracted and inde-
pendent repair shops?

Independent repair shops should 

THEIR
POOL

Talking to MAHLE Aftermarket news was 
Marco Ilotti, Manager of MAHLE Aftermarket 
Global Business Development.

INDUSTRY TOPICS

RESOURCES
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THE

ON SITE

Since the end of last year, Letrika has been a part of MAHLE—and has 
expanded the MAHLE portfolio to include high-quality mechatronic 
components. This includes starters and generators, electric drives 
for a variety of applications, as well as electrical auxiliary compo-
nents for modern vehicle concepts. The automotive maintenance and 
repair market also benefi ts from this merger: from January 2016, 
through MAHLE Aftermarket, trade and repair shops will have access 
to the many original equipment starters and generators installed in 
agricultural and construction machinery. A visit to the MAHLE Letrika 
headquarters in Šempeter pri Gorici/Slovenia.

The history of Letrika is closely linked to the electrifi cation of the automobile. 
As early as 1960, components for motor vehicle electrical systems were being 
produced in the original company building in Šempeter pri Gorici. In the 1970s, 
as the Slovenian automotive industry expanded rapidly, so did the demand for 
electrical components. Having initially concentrated on a small range of elec-
trical components for motor vehicles, Letrika continuously expanded its 
competences—and today, alongside generators and starters, develops and 
produces electric drive systems and complete mechatronic systems for well-
known manufacturers of passenger cars, trucks, tractors, forklifts, and other 
agricultural and construction machinery, as well as golf carts and boats. 

In line with the signifi cantly increased demand, Letrika extended its activities 
outside Slovenia—with additional development and production locations in 
Bosnia and Herzegovina, Belarus, and China. In total, Letrika employs over 
2,400 people; 1,600 of them work at the head o�  ce in Šempeter pri Gorici. 
This location, at the heart of the group, also houses a research and develop-
ment centre spanning 3,600 sqm with numerous laboratories and test cells as 
well as prototype production. Letrika ranks among the most innovative com-
panies in Slovenia, and received the German Industry Award in April last year.

FAMILY
expands

The MAHLE Letrika headquarters in Šempeter pri Gorici/Slovenia.
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MARKET

VeoMark: the MAHLE security label—and why you should make use of 
its advantages. 

MAHLE vehicle spare parts are very popular—causing greed to get the better 
of some people. To provide the best possible protection against imitation, 
MAHLE introduced sophisticated security labels on all of its packaging for 
engine parts in summer 2011—now extended to other products such as 
turbochargers and thermostats. 

The key element is the VeoMark: with a combination of different shimmering 
and holographic security features and a unique alphanumeric code, it gives 
every single product its own identity—and also provides the highest degree of 
protection against counterfeiting.

Since the introduction of VeoMark, no forged security labels had been dis-
covered until recently. But, as can be seen from this example, counterfeiters 
will try anything. In a recent raid in Dubai, investigators found fake MAHLE 
security labels on counterfeit packaging. This successful operation saw 
around 11,000 counterfeit MAHLE products taken out of circulation and 
destroyed.

At first glance, the fakes looked very similar to the original. However, thanks to 
several features, they were quickly identifiable as counterfeit:
 No matching security features
  The code on the VeoMark (hologram) did not match the last six digits of the 

MAPP code. 
  No individual identity 
  The same MAPP code was found on several different packages, even though 

every code should be unique.
  No identification as a MAHLE product 
  Online testing with the MAPP code as a 2D data matrix proved that this 

product could not have originated from MAHLE. Important: the text that is 
displayed after scanning must be read carefully—particularly the manufac-
turer’s name—so that any potential differences can be identified.

Our advice: 
Use the VeoMark to your advantage and invest a couple of seconds 
to perform an online test—either via the app on your mobile phone or 
at www.mahle-aftermarket.com/eu/de/brand-protection.

You can then rest assured that you and your customers are reliably protected 
against fake, low-quality, or even harmful products—and thereby make an 
active contribution to safeguarding the high level of quality in the automotive 
aftermarket.

THE MAHLE SECURITY LABEL

VeoMark

MAPP code 
(2D data matrix)

GTIN
Random code
MAPP code 
(clear text)

THE VEOMARK

HDI star (High 
Defi nition Image) 
for high-resolution 
copy protection

MAHLE logo in shimmering rainbow 
colours (most easily visible when the 
VeoMark is held up to a direct, artifi cial 
light source) 

 LensCode (= the last 2 digits of 
the random code)—becomes 
visible with the special fi lter

Serial number (black, outlined in shimmering rainbow colours)
—corresponds to the last 6 digits of the random code

A CHANCE!
counterfeitersDON’T GIVE 
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