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MAHLE Aftermarket Service
Solutions training courses

This catalog presents courses for the following product lines:

TechPRO® (diagnostics)

TechPRO® Digital ADAS (calibration)
ArcticPRO® (A/C servicing)
FluidPRO® (ATF servicing)
EmissionPRO® (emissions testing)
0OzonePRO (sanitation)

Who can enroll? Authorized MAHLE resellers. Levels 2 and 3
courses are available to end customers who have an existing
agreement with an authorized MAHLE reseller.

How does it work? There are three different course levels for
each product line: how to promote it, how to use it, and how

to service it.Courses cover an entire product line, but can be
tailored to the customers’ needs and/or purchases.

Who should enroll? Sales agents and technicians.

What equipment do trainees need? For the webinars, a com-
puter with an internet connection. For on-site training, the rele-
vant MAHLE device and, whenever necessary, an appropriate
vehicle.

Where do the courses take place? Either online or on site.
On-site training can take place at the trainees’ location or at a
MAHLE facility depending on the agreement.

What do trainees receive? A participation certificate that details
the skills acquired.

Explain complex matters Focus on technical and
in simple terms practical experience

Share user experience

Increase customer
satisfaction

Transfer knowledge

Prevent repeat repairs Decrease costs Reduce complaints

Contents

MAHLE Aftermarket Service Solutions training courses

TechPRO®

Level 1 Product introduction
Level 2 Hands-on training

Level 3 Product servicing training

TechPRO® Digital ADAS

Level 1 Product introduction
Level 2 Hands-on training

Level 3 Product servicing training
ArcticPRO® ACX

Level 1 Product introduction
Level 2 Hands-on training

Level 3 Product servicing training
FluidPRO® ATX

Level 1 Product introduction

Levels 2/3 Hands-on and product servicing Training

EmissionPRO®

Level 1 Product introduction

Levels 2/3 Hands-on and product servicing training

OzonePRO

Full course

Sales & logistics

03

02

05
06
o7

09
10
11

13
14
15

17
18

21
22

25

26



TechPRO® Level 1

Product introduction

This course introduces trainees to the automated diagnostics tools currently on the market and
their future development. They will learn how to present our product, how to highlight its unique
selling points, and how to promote it.

Content

= Overview of vehicle
diagnostics technologies

= Focus on TechPRO®

= Understanding the licenses

= How to use Golive

= Key features and USPs

= Benchmarks

= Sales opportunities

Outcomes

= Trainees will gain insight into
ADAS systems and the most

common calibration procedures.

= They will also acquire a good
understanding of the product,
its core features, and main
sales strategies.

Conditions

= Max participants: 8
= Duration: 2 hours

= Format: Webinar

Reoommended for:

sales agents
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TechPRO® Level 2

Hands-on training

This course gives trainees practical training on automated diagnostics procedures and the main
interventions on vehicle electronic control units.

Content

= Using the TechPRO® unit

= Understanding the main
diagnostics procedures

= Reading ECU parameters
= Using ECU activations
= Applying ECU regulations

= Understanding security gateways

= Integrating the RMI database

Outcomes

= Trainees will acquire a deeper
understanding of the tool, how to
use it, and its main functions.

= They will be able to run automated
diagnostics and perform the main
interventions on the vehicle ECU.

Conditions

= Max participants: 5
= Duration: 4 hours

= Format: Webinar (2 hours of theory) +
on site (2 hours of practical training)

TechPRO® Level 3

Product servicing training

This course teaches trainees how to configure the TechPRO® unit, activate the licenses,

and perform some troubleshooting.

Content

= Configuring the TechPRO® unit

Activating the licenses

Troubleshooting

= Principles of repairs

Outcomes

= Trainees will learn how to properly
activate the tool and perform the most
common troubleshooting procedures.

= They will be able to make
SOme repairs.

Conditions

= Max participants: 5
= Duration: 1 hour

= Format: On site
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TechPRO

Digital ADAS 2.0
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TechPRO® Digital ADAS Level 1

Product introduction

This course introduces trainees to the world of advanced driver assistance systems (ADAS) and
their calibration methods. They will learn how to present our product, how to highlight its unique
selling points, and how to promote it.

Content

Overview of ADAS technologies
Introduction to calibration procedures
Focus on TechPRO® Digital ADAS
Key features and USPs

Benchmarks

Sales opportunities

Outcomes

Trainees will gain insight into
ADAS systems and the most
common calibration procedures.

They will also acquire a good
understanding of the product,
its core features, and main
sales strategies.

TechPRO?
DIGITAL ADAS
(XX 1]
(XX L]
(Y XXX

Conditions

Max participants: 8
Duration: 3 hours

Format: Webinar

Recommended for:

| sales agents
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TechPRO® Digital ADAS Level 2

Hands-on training

This course gives trainees practical training on the calibration procedures of ADAS with
the TechPRO® Digital ADAS product line.

Content

= Overview of the current market
situation of ADAS technologies

= Diagnostic and calibration principles

= Calibrating the static front camera

= Calibrating the static front radar

Calibrating the radar on Asian vehicles

Outcomes

= Trainees will acquire a deeper
understanding of the tool, how to
use it, and its main functions.

= They will be able to run automated
diagnostics and perform the main
interventions on the vehicle ECU.

Conditions

= Max participants: 5
= Duration: 5 hours

= Format: Webinar (2 hours of theory) +
on site (3 hours of practical training)
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TechPRO® Digital ADAS Level 3

Product servicing training

This course teaches trainees how to install and configure the TechPRO® Digital ADAS unit

and troubleshoot some problems.

Content
= Installing the TechPRO®
Digital ADAS unit

= Setting up the TechPRO®
Digital ADAS unit

= Configuring the TechPRO®
Digital ADAS unit

= Pairing the diagnostic tool

= Testing

= Troubleshooting

Outcomes

= Trainees will learn how to set up the
tool for quick use in workshops.

= They will also learn how to perform
the most common troubleshooting
procedures and how to proceed with

repairs or replacement when needed.

Conditions

= Max participants: 5
= Duration: 2 hours

= Format: On site
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ArcticPRO® ACX Level 1

Product introduction

This course introduces trainees to the A/C service technologies currently on the market. They will also
learn how to present our product, how to highlight its unique selling points, and how to promote it.

Content

= Qverview of A/C service technologies
= Focus on the ArcticPRO® Line

= Understanding the licenses

= How to use Golive

= Key features and USPs

= Benchmarks

= Sales opportunities

Outcomes

= Trainees will gain insight into A/C
service procedures and technologies.

= They will also acquire a good
understanding of the product, its core
features, and main sales strategies.

Conditions

= Max participants: 8
= Duration: 3 hours

= Format: Webinar

Recommended for:

sales agents &

technicians
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ArcticPRO® ACX Level 2

Hands-on training

This course gives trainees practical training on A/C service procedures with the ArcticPRO®

product line.

Content
= Performing a standard
automated A/C service
= Understanding manual service options
= Flushing the system

= Using external kits

Outcomes

= Trainees will acquire an in-depth
and practical understanding
of A/C servicing.

= They will learn the procedures
to perform a complete service
of the vehicle A/C system.

Conditions

= Max participants: 5
= Duration: 4 hours

= Format: Webinar (2 hours of theory) +

on site (2 hours of practical training)

ArcticPRO® ACX Level 3

Product servicing training

This course teaches trainees how to configure the product, activate the licenses, and perform

some troubleshooting.

Content

= Configuring the ArcticPRO® unit

= Activating the licenses

= Activating and updating the database
= Troubleshooting

= Principles of repairs

Outcomes
= Trainees will learn how to
configure and activate the tool.

= They will also be able to perform
the most common troubleshooting

procedures and make some repairs.

Conditions

= Max participants: 5
= Duration: 2 hours

= Format: On site
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FluidPRO® ATX Level 1

Product introduction

This course introduces trainees to ATF servicing technologies and their current market situation.
They will learn how to present our product, how to highlight its unique selling points, and how
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to sell it.

Content Outcomes Conditions

= Overview of ATF servicing = Trainees will gain insight into = Max participants: 8
technologies ATF servicing procedures

i = Duration: 2 hours
) : and technologies.
= Focus on the FIuidPRO® line )
. ) = Format: Webinar
. . = They will also acquire a good
= Understanding the licenses . )
understanding of the product, its core

= How to use Golive features, and main sales strategies.

= Key features and USPs

= Benchmarks

= Sales opportunities
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FluidPRO® ATX Levels 2/3

Hands-on and product servicing training

This course gives trainees practical training on ATF servicing procedures with FluidPRO®. They will
learn how to configure the product, activate the licenses, and perform some troubleshooting.

Content
= Performing a standard
automated ATF service
= Understanding manual service options
= Connecting the unit to the gearbox

= Configuring the FIuIdPRO® unit

Troubleshooting

Outcomes

= Trainees will acquire an in-depth
and practical understanding
of ATF servicing.

= They will also be able to configure
the device and perform some
troubleshooting procedures.

Conditions

= Max participants: 5
= Duration: 4 hours

= Format: Webinar (1 hour of theory) +

on site (3 hours of practical training)

Notes

19



Product introduction

—missionPRO® Level 1

21

This course introduces trainees to the emissions-testing devices currently available on the market
and their future development as well as regional emissions policies. They will learn how to present
our product, how to highlight its unique selling points, and how to promote it.

Content

= Qverview of emissions policies
and emissions-testing devices

= Future developments

= Focus on the EmissionPRO® line

= Understanding the configuration

= Benchmarks and USPs

= Sales opportunities

Outcomes

= Trainees will gain insight into
emissions-testing devices and the

most common calibration procedures.

= They will also acquire a good
understanding of the product, its core
features, and main sales strategies.

Conditions

= Max participants: 8
= Duration: 2 hours

= Format: Webinar
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EFMmissionPRO® Levels 2/3

Hands-on and product servicing training

This course gives trainees practical training on emissions testing procedures with EmissionPRO®.
They will learn how to configure the product and perform some troubleshooting.

Content Outcomes Conditions

= Configuring the EmissionPRO® unit = Trainees will acquire an in-depth = Max participants: 5

o o ) and practical understanding )
Calibrating the EmissionPRO® unit o ) = Duration: 2 hours
of emissions testing.

= Performing emissions tests . . = Format: On site (2 hours
= They will be able to configure i .
) ) of practical training)
= Troubleshooting the device and perform some

troubleshooting procedures.

mmended for:

Reco

sales agents &

technic'\ans

Notes
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OzonePRO

OzonePRO

Full course

This course gives trainees all the theoretical and practical training they need to understand, sell,
and use the OzonePRO device. They will learn how to configure the product and perform some
troubleshooting.

Content Outcomes Conditions

= QOverview of ozone technologies = Trainees will acquire an in-depth = Max participants: 8
understanding of the device’s )
= Key features and USPs } ) ) = Duration: 3 hours
unique selling points and
= Using the OzonePRO unit how to use it in practice. = Format: Webinar (2 hours of theory)

) ) + on site (1 hour of practical training)
= Using the O3 Easy app = They will also learn how to

. perform some troubleshooting
= Troubleshooting

procedures and make repairs.
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MAHLE

Professional training

MAHLE Aftermarket product experts can travel to you—with
a trunk full of expertise. Alternatively, you and your employees
can visit us for hands-on seminars. In any case, our high-quality
training courses will bring your technical know-how up to date.
Interested? Then contact your trading partner or send an e-mail
to ma.training@mahle.com.

MAHLE Insider

MAHLE Insider

In our newsletter, we will now be sending you monthly updates
on new products, technical and workshop topics, and offers
and promotions, as well as other interesting information from the
world of MAHLE Aftermarket.

www.mahle-aftermarket.com/eu/en/services/mahle-insider

Would you like to receive the monthly newsletter? Register here:
mahle-aftermarket.com/eu/en/services/mahle-insider/#register

Brochures and flyers

We want our brochures and flyers to inform and educate you and
your customers—about us as a company and about our prod-
ucts and services. In the process, we pay particular attention
to the environmental sustainability of our documents: we scru-
tinize every print job, reduce print runs, and use PEFC-certi-
fied paper sourced from sustainably managed forests wherever
possible while supporting climate protection projects through
climate-neutral printing.

Arron (1}
THE SEASON?

MPULSE customer magazine

Our customer magazine reports on all the relevant MAHLE and
aftermarket topics: product information and background knowl-
edge, technical tips for workshops, fitting instructions and videos,
trends and new developments, as well as interesting articles and
opportunities to get involved and win prizes. MPULSE comes out
twice a year, in March and September. MPULSE is available all
year around as an online magazine at mpulse.mahle.com.

MAHLE e-shop

As a wholesaler, you can now order all MAHLE products from
a single platform—an exclusive service that’s fast, easy, and
secure. Here’s how you benefit:

= Product images make it easier and quicker to identify items.
= Availability and purchase prices are displayed immediately.

customercare.mahle-aftermarket.com

==
\CLASSIC

Promotional items

With our attractive promotional items, we want to ensure that you
and your customers don’t forget us. From giveaways for trade
fairs and events through to practical aids for workshops—we
offer the right items for all areas of application.

MAHLE

Sales promotion

We provide useful sales promotion materials for outdoor adver-
tising, showrooms, and the entire workshop environment to keep
you and your customers in the loop about important product
information, news, and promotions.

2/

MAHLE Aftermarket on social media
Would you like to know what’s new on a daily basis and participate
in regular promotions and competitions?

With everything from information on the latest trade fairs and
events as well as technical updates through to general news—
our social media channels always keep you up to speed on what

is happening.

mahlempulse MAHLE MAHLE

on Instagram YouTube channel Facebook page

Around-the-clock service: product hotline
Please look for the contact details on the website of your local
MAHLE subsidiary.

Individual sales support

We’re happy to develop individual training concepts tailored to
your requirements. Ask your sales partner for details or reach out
directly to customercare@mahle.com.

= Trade fairs = Ads
= Events = Banner advertising
= Editorial articles = Sales promotions

= Graphics Plant tours
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MAHLE Aftermarket Italy S.p.A.
Via Rudolf Diesel 10/a

43122 Parma

[taly

Phone: +39 0521 9544-11

Fax: +39 0521 9544-90
info.aftermarket@mahle.com

MAHLE Aftermarket Deutschland GmbH
Ddrrheimer StraBe 49a

78166 Donaueschingen

Germany

Phone: +49 771 89653-24200

Fax: +49 771 89653-24290
mss.sales.de@mahle.com

MAHLE Aftermarket S.L.U.
C/Mario Vargas Llosa 13

Pol ind Casablanca

28850 Torrejon de Ardoz, Madrid
Spain

Phone:+ 34 91 888 6799

Fax: + 34 91 888 6311

administracion.iberica@mahle.com

www.mahle-aftermarket.com

www.mpulse.mahle.com




