
Non-stop
growth

Eric Laytin financed the Initial $3,500 investment in Brake Masters by fixing and selling a car he bought for $600
Photos by Aaron J. Latham, The Arizona Daily Star
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No slowing
down for co-
founders of
Brake Masters
By Alan D. Fischer
The Arizona Daily Star

B rake Masters seems able to slow down
just about anything - except its own 

growth.
Launched 17 years ago in a tow-bay garage

at 4260 E. Grant Road, the hometown auto
service now has more than 50 locations across
the southwest.

Co-owners and brothers Eric and Shalom
Laytin have worked hard to ensure their firm's
success.

Eric funded the initial $3,500 business
investment by fixing and selling a sports car
he bought for $600.

At first he worked alone, serving as
mechanic, accountant and customer relations
person.

Shalom, who had been selling
condominiums in Los Angeles, joined the
business six months later, freeing Eric to
concentrate on repairs.

The business flourished, and the brothers
made a big - and scary - jump by opening a
second store, at 1935 E. Broadway.

"It took two years to open the second one,"
Eric said. "I was afraid - two shops looked
like so many locations."

But the Laytins believed they would be
falling behind if they weren't moving ahead,
so they opened a new store. And another new
store. And another new store.

"My dream was always to take this
company out of Tucson and say, "Look what
we've done with a hometown business,"
Shalom said.

The company is currently making a $5 million
push into the Phoenix market.

Shalom said Brake Masters will soon have
20 Phoenix-area
locations, many of
them in prime
growth spots.

The company
now has 54 stores -
including eight in
Tucson - and plans
to add another 15 by
year's end.

The firm has
locations in Arizona,
California, Nevada
and New Mexico.

Brake Masters
has franchises as well
as corporate-owned

stores.
Currently 60 percent of the stores are

corporate-owned. The Laytins are aiming for a
50-50 mix.

Franchisees are offered protected territory
and extensive training, they said.

The company has posted a 30 percent annual
growth rate. The first year the single store grossed
about $100,000, Eric said.

Shalom said the company's annual sales are
now in the $30 million range, but he declined
to disclose net income figures for the privately
held firm.

Eric said quick brake service was chosen as
a business niche because brakes are a necessity,
and people want convenience they don't find at
dealerships.

"We decided that people would need this
service in the future. People need their brakes.
Either you stop or you don't," he said. "And
people need quick service - in, out, done, happy."

Shalom said treating customers right has been
Brake Masters' key to success.

Moshe Issaharov, general manager at Brake
Masters, said, "We look at every car like it is
our sister's car, or our mother's car."

Shalom said there is no flat-fee pricing or
commission incentive for employees to sell
products. He said the technicians' efficiency
allows the stores to offer fast, low-cost services.

The Laytins
believed they

would be
falling behind if
they weren't

moving ahead,
so they opened
a new store.
And another

new store. And
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"We haven't raised the price in 15 years," Eric said.
"Do it the right now, the honest way, and the customer

will come back," Shalom said.
It worked with Orris Fletcher, who recently visited a

Brake Masters for an oil change.
He said that after buying a used car he brought it in

for a brake job. "They came back and told me I didn't
need new brakes. That's why I came back. They are
honest," Fletcher said.

He found their candor refreshing after getting stiffed
for unneeded work at other service centers.

"That was the first time something like that ever
happened to me. People get ripped off a lot."

The Laytins, who immigrated to the United States
from Israel in 1979, did not forget their friends back home.
They have hired two former Jerusalem residents - a friend
and a nephew - to share in their success at Brake Masters.

Despite the company's strong growth, the brothers are
still wary of expanding too fast.

"We've not rushed too quickly to expand," Shalom
said. "You need to have to quality behind it."

"The most crucial thing is finding the right people to
treat the customers the way I would treat them," Eric said.

Fletcher said, "After something like that, I've got
confidence in them."

Brake Masters offers various auto services, including
quick oil changes and air conditioning, transmission and
radiator repairs, but brakes continue to make up 70 percent
of the firm's revenues. Oil changes include a free brake
inspection and tire rotation.

Each shop typically service 40 to 60 vehicles a day.
Sean O'Donnell recently had a major brake job done

on his red 1974 Porsche 914. He said parts for the car
were hard to find. Another shop was unable to find the
needed parts and, O'Donnell unsuccessfully searched the
Internet.

But Brake Masters found them in half a day. "They
really went out of their way," O'Donnell said.

Service like that keeps people coming back, the Laytins
said.

Eric and Shalom said they continue to work 65 to 70 hours
per week.

"If you like what you do, you don't feel like you are
working," Eric said. "The harder you work, the luckier you
get."

And Eric doesn't hesitate to grab a wrench and tackle a
job. "It's difficult for me not to get my hands dirty when I'm
in the shops," he said.

Tips for making your brakes last

Eric and Shalom Laytin of Brake Masters advise:
•Don't ride your brakes.
•Get your brake fluid flushed periodically. Moisture can

cause rust in the system, causing sticking.
•Use your parking break regularly. Doing so keeps the rear

breaks properly adjusted.
Eric said that people who abuse their brakes - by approaching

stops at full tilt and jamming on the binders at the last minute
- will cause premature wear.

And shalom said that newer cars - made lighter for better
gas mileage - use brake parts that are thinner and more disposable.

For example, newer cars have brake rotors that cannot be
turned, or machined smooth, as amy times as heavier rotors
found on older cars.

They said brakes should last from 20,000 to 30,000 miles
with proper care.

They added that from breaks wear much faster that rear
brakes, due to forward weight transfer during braking.
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Brake Masters co-owners and brothers Eric, left, and Shalom Laytin


