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I’m A Convert
To PPG WaterborneTo PPG Waterborne

Convert with Confi dence
 

©2013 PPG Industries   All rights reserved.   www.ppgrefi nish.com

“Switching to PPG waterborne 

has been a top-notch 

experience. They made the 

entire process very easy.” 
James Varone
Owner, V&J Autobody
Lindenhurst, NY



“Manufacturers use waterborne in 

the factory. With PPG waterborne, 

we have better color match and 

metallic control.” 
Bryan Gunn
Gene Butman Ford
Ypsilanti, MI

“The quality is outstanding. 

Between the usability and 

the color match, everything 

about it has been a home 

run for us.” 
Kenneth Bronsord
Owner, Automobile Associates
Canton, CT



WHAT IS ABRN COMMUNITY? The ABRN community is an online NETWORK for your business. It's a place to go to post articles , blogs, videos, photos and audio clips to share 
ideas with other collision repairers. Community content is used in ABRN's twice weekly e-newsletters. Check it out at http://workshop.search-autoparts.com

24950 Country Club Blvd., Suite 200  
North Olmsted, OH 44070
Phone: (440) 243-8100 
Fax: (440) 891-2675
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ANALYSIS

INSURER-MANDATED PARTS 
PROGRAMS LACK BENEFITS 
BY SCRS | CONTRIBUTOR

The industry has yet to receive a well-constructed 
explanation of PartsTrader benefi ts for users. 

LEGISLATIVE ISSUES

ASA OPPOSES THE PARTS ACT

12ASA is against the PARTS Act, pro-
posed legislation that provides for an 
exception from infringing U.S. design 
patents for certain motor vehicle 
components.

INSURANCE MATTERS

STATE FARM ROLLS OUT PARTSTRADER 
TO MORE MARKETS

12State Farm continues the program 
rollout, coming to the metropolitan areas 
of Arizona, Colorado, New Mexico and 
Texas.

12

NEWS ANALYSIS, INSURANCE MAT TERS & LEGISLAT ION ISSUES

SEARCH THOUSANDS OF ARTICLES ON THESE AND OTHER TOPICS

VISIT ABRN.COM

EXPERT OPINION, INPUT FROM THE FIELD, FORUM COMMENTS & SOCIAL MEDIA

FEATURED COLUMNS
THE SHOP OWNER
BY CAMILLE EBER
PARTS AND ACCOUNTABILITY

16 Everyone could benefi t if automakers 
and insurers gave customers more 
information. 

THE FUTURIST
BY GREG HORN
SOFTENING USED VEHICLE VALUES

18What has caused them in the U.S. market 
and when will they end?

THE LAST DETAIL
BY MIKE ANDERSON
A POSITIVE SHOP 'TURNOVER'

78 Get estimators to work together for the 
sale, not individually for the commission.

14

FEATURE

FIX AUTO'S GANGE URGES 'CULTURE 
OF CHANGE' DURING 2013 IBIS
BY AUTOBIZGURU | ABRN BLOGGER

The new future of business demands a culture of change with-
in your collision repair organization, involving like-minded, ab-
solutely committed repairers.
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The Car-O-Liner PointX™ handheld measuring system along with 
Vision2 PointX Software offer exactly what you need for point-to-point 
measuring. Backed by the world’s largest vehicle database, you have 
the total solution for a comprehensive estimate.

Ergonomic Lightweight, portable unit made of carbon fiber

Inclusive Compatible with photo-based Car-O-Liner data  
- over 14,000 vehicles

Detailed Data for all under and upper body points

Contact your Local Distributor for a Demonstration | www.car-o-liner.com | 800-521-9696

Get The COMPLETE Package  
  For Accurate Vehicle Damage Estimates!

Operates via wireless 

Bluetooth Communication

Available  

Summer 2013!

Point X™ Handheld Measuring System 
Streamline the BluePrinting Process!
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MINDING YOUR BUSINESS

STRENGTH IN TEAM BUILDING
BY KEVIN MEHOK | CONTRIBUTING EDITOR

In a team-oriented environment, everyone contributes to the 
overall success of the shop.

FEATURES

THE SHOP PROFILE 
SIDNEY BODY CARSTAR, SIDNEY, OH

JAMES E. GUYETTE / CONTRIBUTING EDITOR

26  Consistent 
training, 
the latest 
equipment 
put shop on 
the road to 
success.

THE PROFIT MOTIVE
WHAT YOUR TECHS REALLY COST YOU

TOM MCGEE/ CONTRIBUTING EDITOR

24 Maintaining a profi table labor margin is 
necessary for a shop to be successful.

21

BUSINESS MANAGEMENT INSIGHTS, BEST PRACTICES & IMPLEMENTATION 
abrn

OPERATIONS

IN THE NEXT ISSUE OF ABRN

 A 
cross-section of industry members 

discuss the biggest issues affect-

ing the collision repair market today.

DUE: AUGUST 24

SUBMISSIONS TO ENTER 
DOWNLOAD THE OFF IC IAL  ENTRY FORM @  ABRN.COM/TOPSHOPS

CONTROLLING
TOXIC SPILLS 38

abrn

TECHNOLOGY

TECHNICAL TRAINING

COVER FEATURE

FROM ABRN CONTRIBUTING EDITOR AL THOMAS.

GET A FREE SCAN APP 
WWW.SCANLIFE.COM

MORE TECH COVERAGE

WITH YOUR SMART 
PHONE’S CAMERA

HOW2 KNOW-HOW  T IPS & TECHNIQUES FROM THOSE IN THE KNOW

BY AL THOMAS | CONTRIBUTING EDITOR
Shops should have an emergency spill plan in place to 
best protect their employees and workplace.

TECHNICAL FOCUS

RAISE YOUR HY-Q
BY TIM SRAMCIK | 
CONTRIBUTING EDITOR

52 Refocus your attention on 
hybrid repairs.

abrn.com
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Built for 
performance.
Big success takes singular focus. That’s why at Axalta Coating Systems,

formerly DuPont Performance Coatings, we’re 100% dedicated to the 

science and technology behind coatings. Our 145 years of innovation 

inspire us to perform better in every measure, designing systems that work 

harder than ever. Fueled by passion and perspective, we’re raising the bar 

and building a brighter future for our customers.

Learn more at axaltacoatingsystems.com

© 2013 Axalta Coating Systems, LLC and all affi liates. All rights reserved.



COMPANIES BY CATEGORY:

t� Collision Repair
t� Accessories-Safety/Security

t� Chemicals
SPECIALTY PARTS

t� Lighting System
t� Remanufactured/Rebuilt 

Products
UPKEEP/MAINTENANCE

t� Adhesives
t� Chemicals

SHOP EQUIPMENT

t� Tools: Hand, Power 
& Service Equipment
t� Welding

SHOP MATERIALS

t� Collision Repair Parts
t� Paint & Refi nish
t� Service Supplies

REPLACEMENT PARTS

t� Heating and Cooling Service
t� Remanufactured/
t� Rebuilt Products

VEHICLE STYLING

t� Accessories-Van, 
Light Truck, SUV Parts
t� Lighting System

BUSINESS SYSTEMS

t� Advertising
t� Marketing Services
t� E-commerce

t� Information Systems
t� Internet

ORGANIZATIONS/ASSOC.

t� Trade Associations
OFF-ROAD

t� Abrasives & Cleaners
t� Air Filters

GO ONLINE NOW 
SCAN THE CODE 
WITH A SMART PHONE
SEARCH THOUSANDS OF 
ARTICLES, VIDEOS & 
RESOURCES INSTANTLY.

 COMMUNITY FIND PARTS SUPPLIER FINDER JOBS COLLISION REPAIR SERVICE REPAIR DISTRIBUTION SERVICE REPAIR GLOBAL EVENTS

THE VOICE OF   abrn.com

THE VOICE 
OF THE COLLISION REPAIR INDUSTRY

JUST 
SCAN IT 

THE LATEST NEWS FLASHES, REPAIR ALERTS & HELPFUL HOW2 V IDEOS DEL IVERED TO YOUR DESK TOP

join
those in the 
know
with these 
FREE
ABRN
COMMUNITY 
RESOURCES

 COLLISION REPAIR E-NEWS

 COLLISION REPAIR ALERTS

 COLLISION REPAIR FLASH

 ABRN DIGITAL EDITION E-ZINE 
JUST CLICK

@ ABRN.COM

Stay on top of industry developments with the 
ABRN family of digital media products

Ô FIND MORE 
PRODUCTS ONLINE 

ABRN.COM/PRODUCTS

JULY'S FEATURED VIDEO

REPAIRING DENTS 
WITHOUT MUDDING 

PRODUCT SPOTLIGHT
Glasurit Multi-Purpose Gloss and Rapid Repair Clears, both 
from BASF Refi nish, form a streamlined system you can use 
for any sized repair. Visit ABRN.com/BASFClears.

BONUS ONLINE CONTENT

PRODUCT FOCUS

 The Magna-Stitcher Plastic Repair System 
has the power and accessories needed for 
the structural repair of plastic parts. Visit 
ABRN.com/MagnaStitcher.

VIDEO SPOTLIGHT

�
 CAPTURING CSI for more collision cus-
tomers with AutoBody-Review.com

A new service from Flash of Genius, 
AutoBody-Review.com works with your 
existing CSI scores by verifying your 
reviewing customers and then feeding 
these reviews into a consumer friendly 
and searchable website. 

[URL ABRN.COM/AUTOBODYREVIEWS]

SEARCH THOUSANDS OF RESOURCES 
TO HELP YOU WORK SMARTER

VISIT ABRN.COM

BLOG SPOTLIGHT

�
 IF YOU replace a wheel or tire, it may 
be necessary to reset the TPMS. 
What would the operation code be in 
CCC? Find out more.

[URL ABRN.COM/TPMSCCC]

�
COLLISION SHOP owners are in the 
people-handling business. This is not 

only a skill, but an art form. 
Understanding people and how to 
handle them well is a priority for those 
who have to deal with the public. Are 
you using these skills when dealing with 
your insurance adjuster?

[URL ABRN.COM/ADJUSTER]

L ATEST PRODUCTS & EQUIPMENT TO GET THE JOB DONE

abrn

PRODUCTS

ABRN HOW2 
VIDEO GALLERY



Don’t dent your rep.
Trust only Genuine Mercedes-Benz Parts. 

When Mercedes-Benz owners depend on you for quality collision 

repair work, using or recommending non-genuine parts can 

damage your credibility. 

With readily-available Genuine Mercedes-Benz Parts, manufactured 

precisely to original model specifi cations, you can meet the 

superior standards your customers expect.

So, avoid making any risky moves and instead rely on Genuine 

Mercedes-Benz Collision Parts to get the job done right.

Contact your local Mercedes-Benz dealer 

or learn more at mbwholesaleparts.com.
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AT MEDFORD VOCATIONAL TECHNICAL HIGH SCHOOL, Collision Repair Instructor Joe Kinch has 
spent more than a decade teaching students lessons they can take directly from school to the 
workplace. One of their most valuable recent lessons involved the WD-40® Specialist® Line.

A Ford Explorer Sport model recently rolled into the school with a hood that was rusted shut. When 
students asked which tool would open the problem hood, Kinch directed them to WD-40® Specialist® 
Rust Release Penetrant Spray.

“They were shocked just how quickly the WD-40® Specialist® Rust Release Penetrant Spray 
let them pop the hood,” said Kinch. The students then began spraying WD-40® Specialist® Rust 
Release Penetrant on the doors, the vehicle’s rusty bolts and worked their way back to the tailgate, 
which was rusted in place.

“It didn’t take long, and they had that entire truck lubricated. It worked like new,” said Kinch.
When Medford students have to handle lubrication jobs, Kinch says they now have one question: “Where’s the WD-40®?”

Joe Kinch Collision Technology Instructor | Medford Vocational Technical High School | 489 Winthrop Street, Medford, MA 02155

BRIAN GUERRERO manages Tucson, Arizona’s O’Rielly Collision Center, a multi-award winning shop with a national reputation 
for running a cutting edge repair it continually upgrades with the industry’s best tools and equipment.

Guerrero recently added the WD-40® Specialist® Line to those tools.
“We haven’t found anything it doesn’t work on,” says Guerrero. “The techs raved about how it 

made removing everything from the rustiest fenders to frozen bolts easier than anyone expected.”
The toughest job the WD-40® Specialist® Rust Release Penetrant Spray performed was earning the trust of the 

shop’s tech that must be wary of using any lubricants on vehicles that need paint. Lubricants that miss the mark 
and end up in the fi nish produce expensive fl aws that shops must fi x by repainting a vehicle.

The WD-40® Specialist® Rust Release Penetrant Spray new dispenser put these worries to rest.
“The techs called the nozzle amazing,” said Guerrero. “Our painters had no idea a lubricant had been sprayed on 

the vehicles.”

O’Rielly Collision Center  6160 East Broadway Blvd.| Tucson, Arizona 85711 | Annual sales: $5.4 million

PAUL HEMKER has run Dynamic Plastics for more than 35 years. At his business, precision is key, and time is everything. 
Finding a product that address each of these concerns is no small victory. 

That’s why Hemker has become a big fan of the WD-40® Specialist® line. Not only does Hemker appreciate the 
WD-40® Rust Release Penetrant Spray’s ability to offer unparalleled lubrication, he says its ability to deliver this all-
important industrial property is second to none.

“It’s wonderful,” says Hemker. “Our favorite aspect of the WD-40® Specialist® line is the new dispenser. We use 
WD-40® as an air tool lubricant and to lubricate small drilling holes, so we have to spray it in small places. The dispenser 
lets us do that like no other.”

At Dynamic Plastics, Hemker says the Specialist® line has earned its place as an everyday tool.

Paul Hemker, President Hemker Finishing Division  | Dynamic Plastics Inc. | New Paris, Ohio | Founded: 1977

WD-40® Specialist® Impresses in the Shop

ADVERTORIAL

Visit wd40specialist.com  “Pros talking to Pros” 
to share your tips and see how others get 
the job done.



For complete testing results visit WD40Specialist.com

BLU TORCH
INTRODUCING WD-40  SPECIALIST  RUST RELEASE PENETRANT 

WITH                        TECHNOLOGY. 
50% FASTER THAN THE LEADING COMPETITOR. 



SCRS FIGHTS BACK

Insurer-mandated 
parts programs fail 
to show benefi ts
It has been over a year since State Farm began imple-

menting PartsTrader for parts procurement in certain 

U.S. cities. Despite criticism, neither State Farm nor 

PartsTrader has provided any well-constructed expla-

nation of program benefits, SCRS argues.

”The industry expects that technology companies 

should be able to provide a better value proposition 

than ‘because we got the insurance company to tell 

you to,’” remarked SCRS Chairman, Ron Reichen. 

“The best question to PartsTrader, and other compa-

nies positioning their products through insurer man-

dated programs, is can their platforms benefit the mar-

ket enough that they could grow organically without 

insurer influence over their end-user?”

Other similarly mandated programs have begun to 

receive more attention as well, as insurers involved 

continue to require the use of programs despite a rec-

ognition that there is growing frustration from shops 

who are obligated to change their internal business 

practices to accommodate the changing rules of the 

DRP relationships.

“It is baffling why carriers continue to dictate pro-

cess, rather than seeking a results-driven relation-

ship with repairers,” commented Aaron Clark, SCRS 

Immediate Past Chairman. 

BREAKING NEWS

PARTSTRADER GROWS

STATE FARM 

ROLLING OUT 

PARTSTRADER 

TO MORE 

MARKETS

State Farm continues its 

rollout of PartsTrader, an 

electronic parts ordering 

system, and the Select 

Service shops in the met-

ropolitan areas of Arizona, 

Colorado, New Mexico and 

Texas will begin with the 

program in August 2013.

Repairers that were 

included in the pilot mar-

kets of Birmingham, Ala.; 

Charlotte, N.C.; Chicago, 

Ill.; Grand Rapids, Mich.; 

and Tucson, Ariz. will 

continue to use the tool, 

says State Farm’s George 

Avery.

Based on insight from 

repair shops in the pilot 

areas, PartsTrader has 

made enhancements and 

upgrades, including add-

ing a feedback function 

and the ability to cancel 

parts placed on a fax order.

No formal discussion 

of the rollout is planned, 

says Avery.
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THERE’S MORE 

ONLINE:

ASA OPPOSES PARTS ACT

Association is against legislation 
that provides an exception from 
design patent infringements for 
certain motor vehicle parts. 

»» ABRN.COM/ASAOPPOSITION

INDUSTRY LEADERS 

SCHEDULE ASRW MEETINGS

The ASA Affi liate Executive 
Director Leadership Forum and 
MSO Symposium will take place 
during ASRW.

»» ABRN.COM/ASRWMEETINGS

AAIA CONGRATULATES ON 

CHEMICAL PROGRAM REFORM

Senate members introduced S. 
1009, the Chemical Safety 
Improvement Act. 

»» ABRN.COM/CHEMICALSAFETY

ENTER THE 2013 ABRN TOP 

SHOPS CONTEST

It’s once again time for the 
annual ABRN Top Shops contest!

»» ABRN.COM/TOPSHOPS

SCRS INTERVIEWS UK 

ASSOCIATIONS ON STANDARDS

SCRS gets insight from UK repair 
associations on collision repair 
standards and their impacts.

»» ABRN.COM/UKINTERVIEW

SEMA GALA SET FOR JULY 26

SEMA will host its annual 
Installation Banquet & Gala 
Fundraiser on Friday, July 26.

»» ABRN.COM/SEMAGALA

AASP-MN WRAPS 

SUCCESSFUL SESSION

In late May, Minnesota Gov. Mark 
Dayton signed the 2013 Tax Bill, 
which introduced legislation 
advanced by AASP-MN.

»» ABRN.COM/AASPLEGISLATION
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with a FREE subscription to ABRN’s 
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But I have no limits thanks to BASF.
Preserving the environment is as important to me as achieving 

my creative vision. BASF knows I won’t compromise on either, 

and their low-VOC waterborne products deliver. BASF paints 

offer beauty and performance, so 

there are no limits on my creativity. 

Now that’s a breath of fresh air.  

To learn more, visit basfrefinish.com

© 2013 BASF Corporation

For more information, 
scan the QR code with 
your smartphone. If 
you do not have  a QR 
code app, it can be 
downloaded for free.

Some say the sky’s the limit
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BY AUTOBIZGURU | ABRN BLOGGER

T
he new future of business demands a 

culture of change within your collision re-

pair organization, involving like-minded, 

absolutely committed repairers, according to Paul 

Gange, President and COO of Fix Auto USA. 

Gange opened up this year’s 2013 IBIS Confer-

ence, which ran May 20-22 in Montreaux, Switzer-

land, by encouraging attendees to effectively com-

municate goals with everyone in their organization.

“To truly be successful you must create engaged 

employees,” said Gange in his address to roughly 

380 delegates from around the globe. “Change is 

scary for most people. You need to relate to your 

employees. Force won’t drive change. You need to 

constantly repeat the objectives of where the com-

pany is going.”

IBIS, the International Bodyshop Industry Sym-

posium, began in 2001 as an annual event for col-

lision repair professionals. Focused this year on 

the theme, “Future business models: strategies for 

success,” the program explored issues most infl u-

encing markets around the world, and provoked 

thought on how the future of 

collision repair might look.

Gange said it’s vital for busi-

ness operators to understand 

that employees have a pre-dis-

posed view of shop operations, 

which can hinder their ability 

to change. Leaders must invent 

a new future for their teams by constantly repeat-

ing company goals and objectives.

“Those employees who are engaged will drive 

the strategy forward and those who have quit will 

quit,” said Gange.

IBIS 2013 was sponsored by 3M, Audatex, 

AkzoNobel, Automechanika, BASF, Enterprise, 

The number of 
telematics users 
will rise from
72 million now 
to more than 300 
million by 2018, 
according to ABI 
Research. 

2013 IBIS: Demanding a 
culture of change 

Continuously repeat and encourage the objectives of where the company is going
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abrn.com/JoinCommunity
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Telematics on the mind 
BrianAlbright
While the Aftermarket eForum in 
May addressed a number of wide 
ranging concepts — from making 
B2B e-commerce pay and sup-
ply chain optimization, to parts 
proliferation and the importance 
of global connectivity — the one 
topic that seemed to keep recur-
ring was telematics.

There are plenty of solutions 
now that can potentially link in-
dependent repair shops to their 
customers’ vehicles. The real is-
sue is how can the independent 
market compete with OEM tele-
matics solutions that will come as 
standard equipment in more and 
more vehicles moving forward, 
and that will increasingly cement 
the relationship between the ve-
hicle owner and the dealership 
service department?

Right from the start of the confer-
ence, telematics made its pres-
ence known as Jim Dykstra of 
Dykstra Auto Service took part 
in a staged “interruption” during 
a presentation by Lucia Moretti, 
president of Delphi Product & 
Service Solutions. Delphi, of 
course, has its own telematics 
solution, and Moretti was dis-
cussing the need for the after-
market to take advantage of the 
fact that the number of telemat-
ics users is expected to rise from 
72 million now to more than 300 
million by 2018 (according to ABI 
Research), when Dykstra stood 
up to inform her that she needed 
to take care of a check-engine 
light issue with her car.

“Shops can begin service at the 
point of need,” Moretti said. “You 
don’t have to wait until the point 
of sale.”

Fred Blumer, founder of Hughes 
Telematics and current CEO 
of Vehcon, further outlined the 
threat that OEM telematics pos-
es to the independent market. 
“When all of these car are con-
nected, you’re not invited to the 
party,” Hughes told the audience.

Blumer further defi ned the 
boundaries of the competitive 
challenge by characterizing it as 
a data fi ght. “This is a fi ght for 
access to the customer,” Blumer 
said, emphasizing that indepen-
dent shops should focus less 
on accessing OEM data than on 
empowering customers to take 
ownership of the vehicle data. 
“The argument you can win is 
that this is the customer’s data.”

He compared the vehicle data bat-
tle to the fi ght customers waged 
with the telecommunications in-

d u s t r y 
over num-
ber portability 
several years a g o 
— a fi ght consum- ers won. 
“And when the c u s t o m e r 
wins, the [independent market] 
wins,” Blumer added.

According to Blumer, a number 
of indicators bode well for inde-
pendents, provided that the in-
dustry can rise to the challenge. 
First, most consumers don’t con-
tinue to utilize OEM telematics 
beyond the trial or warranty pe-
riod. Second, there is an oppor-
tunity to partner with insurance 
companies that are increasingly 
turning to aftermarket telematics 
solutions to drive their own us-
age-based insurance programs.

To continue reading, visit abrn.
com/eForumTelematics. 
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● New shop fi nancing options
On Deck gives information about a new shop fi -
nancing option that offers an easier process than 
the banks, with higher approval rates.
Visit: www.motorage.com/FinanceWebinar 
● Repairing aluminum-intensive 

vehicles
How can you ensure that you are equipped with 
the knowledge needed to repair aluminum-inten-
sive vehicles of tomorrow?
Visit: www.abrn.com/ICARAluminum
● Frame systems & the MSO
Learn what style frame system is best for the 
MSO operation, depending upon certifi cation, in-
surance requirements, building designs, clien-
tele and more.
Visit: www.abrn.com/MSOFrame

JULY 23-24
● Collision Industry Conference 

Boston, Massachusetts
OCTOBER 16-10 
● NACE/CARS

Las Vegas, Nevada  
NOVEMBER 5-8
● SEMA 2013

Las Vegas, Nevada
NOVEMBER 6-7
● Collision Industry Conference

Las Vegas, Nevada

JULY 24
● Get Familiar with the 

DCT450/470 Transmission
Sponsored by Transtar, in partnership with ATSG.

AUGUST 13
●  Structural Steel Parts 

Replacement
Produced in cooperation with I-CAR.

AUGUST 22
● Cooling System Service & 

Testing
Produced in cooperation with TST.

SEPTEMBER 26
● Reducing MSO Paint Costs
Contact ABRN to sponsor this webcast.
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Innovation Group, Quindell Portfolio plc and 

SunCorp Group.

In other IBIS coverage...
I assume most folks know that China’s automo-

tive market is growing as the middle class gets a 

bit of money in their pockets. I was a bit surprised, 

however, to hear during a presentation at IBIS 

2013 just how quickly things have grown.

Presenters Karen Fierst of KerenOr Con-

sultants and Xiaolong Peng of Longco ex-

amined several automotive market trends 

and facts. For instance, China has an es-

timated 115 million cars and light vehicles, 

with a total population of 1.4 billion people. 

That’s hardly a mature market, and shows 

a clear case for future growth.

Keep reading at abrn.com/China. 

● Spanesi repair, refi nish equipment
You may know Spanesi for the Multi Bench 12 and the 
Touch measuring system, but they also offer a full line of 
lifts, paint booths, prep decks and aluminum clean rooms.
[ABRN.COM/SPANESIEQUIP]

● Parts supplies and PartsTrader
Brandon Marx, Morris Rose Auto Parts, talks about his 
experience with PartsTrader as a parts supplier.
[ ABRN.COM/ MARX]

● Airbrushing with the SATAgraph 4
No one does a better job of airbrushing than Hal Loo, 
owner of Mural Lab in Detroit, Mich.
[ABRN.COM/AIRBRUSHING]

● Hall of Fame Circle of Champions
Chip Foose was inducted into the Hot Rod Hall of Fame.
[ABRN.COM/ FOOSEINDUCTION]

The future of 
collision repair 
and claims  
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To the LinkedIn discussion start-

ed by Cheryl Senko, “I’m looking 

for some cycle time improve-

ment tips. How do you battle 

the excuse that the increase in 

aftermarket/alternative parts is 

increasing cycle time industry 

wide?” 
From Robert Williams: When it comes to cycle 
time, there are too many shop variables to consider. 
Changes need to start within the management 
and work their way down to the employees. Is your 
management staff willing to commit to necessary 
culture changes? 

From Tony Kaigle: There are thousands of prod-
ucts that are aimed at saving time and making you 
money. Working with a PBE rep you trust to grow 
your business and fi nd cost-effective time savers is a 
great step. Never forget that all changes need to be 
a company-wide commitment. Order parts early to 
check for damage and allow for long lead times.

From Sean Daly: Track your pre-repair time from 
the moment the customer authorizes repairs to the 
time your technician is actually repairing the vehicle. I 
bet you’ll be surprised. 

From Randy Profeta: There are many things you 
can do to help identify the root cause of any cycle 
time issues, and it all starts with effective manage-
ment. As a start, look at how many open ROs your 
tehnicians now have. Anything over 4 is waste. Look 
at how many times you order parts for the same car. 
Ideally, it should be two parts orders or less. Pro-
duction cycles have four key benchmarks in a body 
shop: 1) Date and time that the vehicle was received; 
2) Date production started; 3) Date production 
ended; 4) Date of delivery. You need to track all four 
to see where your bottlenecks are. In-process time 
is completely within your control. But scheduling, 
customer notifi cations, parts ordering procedures 
and disassembly all play an important part in reduc-
ing overall cycle. Lean processing is somewhat 
cult-like. You have to make sure everyone is on board 
and that you are committed to making it work. It is a 
continuous process. This status quo should never 
be acceptable.  
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Parts and accountability
Everyone could benefit if automakers and insurers gave customers more information

W
e all know that as business owners, we 

have a choice of what parts we purchase. 

We have, however, less choice and influ-

ence over what parts an insurer will pay for, despite 

what we or the customers prefer to use. 

Over the years I’ve wrestled with this dilemma and its side effects: unhappy techs 
and customers, undue stress, added costs, longer cycle times and strained relation-
ships between us, insurers, parts vendors and customers.

I see two main sources contributing to the conflict over parts. First, there’s the 
policy coverage purchased by the customer – which often does not insure for a loss 
to be repaired the way a customer thinks it 
will. Second, there are the auto manufacturers 
advertising directly to consumers to get them 
to demand that the body shop use factory parts.

Customers time and again tell us about print 
materials that came with their car urging them to 
use “genuine” parts. They have seen manufac-
turer ads and videos instructing them to dictate 
what parts to have the body shop use. They know 
about their neighbor’s nightmare with “imitation” 
parts, or have heard from their co-workers that if 
“factory parts” aren’t used, the car will never be the same, and the car warranty will 
be voided. Vehicle manufacturers have done well getting the message to consumers 
that OEM parts will maintain vehicle integrity and are superior to aftermarket parts.

The BMW website, for example, makes it seem to a vehicle owner that use of 
OEM parts is a done deal. “Accidents happen,” the site states. “However, at a BMW 
Certified Collision Repair Center, they can work with you and your insurance company 
to assure your Ultimate Driving Machine receives the highest quality repairs using only 
original BMW parts.”

Right next to this is a link to one major insurer’s BMW policy page indicating that, 
yes, with this policy you can have your car repaired with original parts. But not all BMW 
owners have purchased that policy. And when I went to this insurer’s website, I found 
no reference whatsoever to the type of parts that its standard policy covers.

But what if automakers and insurers were more accountable for helping customers 
make informed decisions to get the parts they want? Imagine, for example, if the 
insurer or agent at the point of sale of the policy made it clear that the “full coverage” 
policy being purchased does not guarantee that OEM parts will be used unless an “OEM 
parts endorsement” is also purchased. Perhaps customers should be required to check 
a box indicating they understood this, and that if they declined the OEM endorsement, 
they are a-okay with non-OEM parts?

And what if auto manufacturers, instead of advertising that their customers should 
demand the body shop use only OEM parts, put those efforts into campaigns that 
address the real issue: the need for drivers to purchase the proper coverage to have 
OEM parts used. This would stop putting the body shops between the customer and 
the insurer.

Imagine the friction that would be alleviated, and the efficiencies gained:
t�"HFOUT�BOE�JOTVSFST�XPVME�JODSFBTF�SFWFOVF�CZ�TFMMJOH�IJHIFS�QSJDFE�QPMJDJFT�XJUI�

OEM parts endorsements.
t�"VUPNBLFST�XPVME�TFMM�NPSF�0&.�QBSUT�
t�$POTVNFST�XPVME�HFU�UIF�QBSUT�UIFZ�QSFGFS
�BOE�XPVMEO�U�HFU�FNCSPJMFE�JO�B�GJHIU�

about parts during a claim that can leave them unhappy with the shop and the insurer.
t�"GUFSNBSLFU�QBSU�WFOEPST�XPVME�TFF�GFXFS�QBSU�SFUVSOT�	BOE�BMM�UIF�DPTUT�BTTPDJ�

ated with those) if shops aren’t forced to buy parts that end up not being acceptable.
t�4IPQT�BOE� JOTVSFST�XPVME�CF� GBS�NPSF�FGGJDJFOU�CFDBVTF� UIF� GSJDUJPO�BOE�EFMBZT�

caused by the OEM vs. non-OEM parts debate would be reduced.
t� "QQSBJTFST� BOE� TIPQ� TUBGG� XPVME� IBWF� MFTT� TUSFTT� CFDBVTF� DVTUPNFST� XPVME�

understand the policy they purchased.
t�$BST�XPVME�CF�SFQBJSFE�NPSF�RVJDLMZ
�XJUI�SFEVDFE�SFOUBM�DPTUT�
Insurers and automakers should do a better job giving their customer a more 

realistic message. We need automaker and insurer campaigns that say, “Want OEM 
parts on your car after the collision? Demand an OEM parts endorsement when you 
buy insurance.” 

“DRIVERS NEED 
TO PURCHASE 

THE PROPER 
COVERAGE TO 

HAVE OEM 
PARTS USED.”
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Softening used vehicle values
What has caused them in the U.S. market and when will they end?

W
hen I speak to industry groups across the 

U.S., the question I’m most often asked is 

“what has changed since last year?” One 

of the biggest changes in the industry recently has 

been the softening of used vehicle values. Since the 

financial troubles that began in 2009, new vehicle 

sales in the U.S. have tumbled. According to Wards 

Auto Info, sales in 2009 were the lowest in a decade, 

and the following years – 2010 and 2011 – were not 

nearly as robust as they had been in previous years. 

That led to a domino effect, which saw used car 
values increase as financial institutions restricted 
leases and rental car and fleet companies (the 
major suppliers of two- to four-year-old vehicles 
to the market) kept vehicles in service longer. With 
fewer late-model vehicles available, resale values 
for used vehicles rose across the board. 

The dearth of used vehicles eventually bled over 
into the claims and collision repair environment, 
causing an increase in the appraisal values of 
vehicles. Instead of being declared total losses, 
more and more borderline vehicles fell into the repair category. The U.S. saw total loss 
rates plummet to percentages the industry had not seen in nearly a decade.

Of course, all economic bubbles must burst eventually and the time is now for used 
vehicles. Values of vehicles being appraised have fallen from the preceding two quarters, 
signaling an increase in the number of damaged vehicles that will be declared total losses. 
Based on these trends, I expect total loss percentages of claims made to increase by a 
full percentage point or more in 2013 compared to 2012 levels.

The impact of exchange rates 

The second factor worth looking at when discussing total losses is the value of salvage 
and the factors that influence salvage values. An examination of the exchange rate of 
the U.S. dollar to the Euro and the Mexican Peso over the last five years shows the 
strengthening value of the dollar. The result of that stronger exchange rate means fewer 

salvage vehicles will be sold to international or Mexican buyers, and reducing competition 
inevitably lowers salvage values.

Ultimately, the stronger dollar will likely benefit alternate parts supplies, both 
aftermarket and recycled. A stronger dollar means more vehicles will stay in the U.S. 
rather than go overseas. As a result, the salvage for harvesting parts will also stay in 
domestic sources, increasing supply and lowering salvage part prices. A stronger dollar 
will also benefit the aftermarket parts supply. Because the vast majority of aftermarket 
parts originate in Taiwan, favorable exchange rates against the recession-weakened 
Chinese Yuan will likely result in more attractive aftermarket parts pricing. Given this 
potential to lower aftermarket prices, GM, Ford and Chrysler could eventually lose the 
ground they have recently gained by the expansion of their “beat the competition” 
aftermarket part price matching programs.

Preparing for the trends 

Will the benefit we see in lower parts prices offset the softening resale values of used cars? 
Probably not. Parts prices are an important part of the cost containment of the overall apprais-
al, but parts represent just 43 percent of the cost of the estimate. Labor rates and paint and 
materials make up the other portion of the costs and, after years of stagnation, hourly rates 
and paint costs are likely to increase this year. In the end, the relief we see on parts prices will 
be partially offset by increases in the other parts that make up a repairable appraisal, while the 
impact of the lowering of the actual cash value of the vehicle being appraised will be greater.

How can a shop prepare for these future trends? First, estimate the value of a vehicle 
with the options to condition and educate the claims department about the accurate value 
of the vehicle. Explore what the potential salvage values of the vehicle are. Then inform the 
vehicle owner that in your expert judgment the vehicle is likely repairable. In these cases, 
negotiate a tear down with the carrier to accurately and completely assess the damage. 
It will be money well spent for an insurance company. Will this work in every case? Of 
course not! Owners may not want their cars back and insurers may balk at the cost of a 
tear down. But if you can provide the insurer with numbers that make sense, the insurer 
will likely give you the green light. The reality is that more insurers are waking up to the 
fact that they lose more policy holders after a total loss than a major repairable claim. 
You can help with the wake-up call. 

“ALL ECONOMIC 
BUBBLES 

MUST BURST 
EVENTUALLY; 
THE TIME IS 

NOW FOR USED 
VEHICLES.”
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AS I MATURE, so has my interest in history, and I 

have become an addict of the Histo-

ry Channel on cable. Recently, I was 

watching “The Men that Built America.” It’s a fascinating show, 

and besides learning a great deal about the Rockefellers, the 

Vanderbilts and Carnegies, a segment reminded me of the im-

portance of team building.  

After the Civil War, steel magnate Andrew Carnegie clawed 

and fought his way to the top. He never gave up on his dreams 

and showed unbelievable conviction in anything he under-

took. He believed nothing was impossible. Over time, he be-

gan to lose focus and wanted to become the richest man in 

America. Even though generally regarded by his employees 

as a fair and kind boss, Carnegie veered from that philoso-

phy and hired a ruthless manager to take over his mills. The 

manager pushed his men to their limits, forcing them to work 

12-hour days, six days a week. Eventually, the men revolted 

and Carnegie nearly lost everything by ignoring his team. 

I always understood the importance of team, but this se-

ries helped reinforce just how important the concept is. 

Team building applies in all walks of life — sports, busi-

ness, and yes, in a collision shop environment. Think about 

the benefi ts of team building as if your shop was a football 

team. The best football clubs are always the ones with the 

best-assembled team, not necessarily the ones with all the 

stars. A group of people that work well together, that tru-

ly gel as a team, can achieve great things. Building a great 

team isn’t easy. If it was, head coaches wouldn’t be getting 

paid what they are to build them. In reality, shop mangers 

or owners are like a head coach and need to build the best 

team possible to achieve success.

Belonging to a team can result in feeling part of some-

thing larger than yourself. In a team-oriented environment, 

you contribute to the overall success of your shop. Even 

MINDING YOUR BUSINESS

BY KEVIN MEHOK  |  CONTRIBUTING EDITOR

IN A TEAM-ORIENTED ENVIRONMENT,
EVERYONE CONTRIBUTES TO THE OVERALL SUCCESS OF THE SHOP.
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though your people all have a specif-

ic job function and belong to a specifi c 

department, they are unifi ed with oth-

er team members to accomplish team 

objectives. So what can we do to build 

a successful team?

t�Set clear expectations. It is im-

portant to clearly defi ne the goals of 

the team overall and the responsibil-

ities of the individual team members. 

Every person should know what is ex-

pected of him/her in their role and how 

that role will affect the success of the 

overall team. When considering your 

team building exercises, always make 

sure clear and concise expectations are 

addressed. This process should be two 

fold: both one on one, and in a group. 

Hold group meetings to discuss your 

expectations and explain what every 

member is expected to do. In individual 

meetings, you can get into the specif-

ics required of each position in greater 

detail. Not every team member needs 

to know all the details of every other 

position, just the basics.

Remember, every employee you 

have is important. If they are not, you 

shouldn’t have them on your team. 

Think about this example: What if your 

detailer/clean-up guy calls off and you 

have 10 deliveries for the day? Will that 

absence remind you of just how im-

portant your clean-up guy is? You bet! 

t�Value all employees. No one em-

ployee is any less or more important 

than any other. They all make up the 

team. When one is down, the team suf-

fers, and every team member has to 

pitch in to pick up the slack. This in-

cludes you! Showing that you, as the 

boss, are not afraid to jump in and help 

once in a while will go a long way to-

ward winning the respect of your em-

ployees. I have a broom in the shop and 

its handle fi ts my hand just as easily as 

it does for my porters. There is noth-

ing wrong with picking it up once in a 

while! Running your shop from an ivo-

ry tower is one of the fastest ways to 

alienate your employees.

t�Foster an environment of re-

spect. Supervising through fear has 

been around forever. It can be success-

ful, but only for the short term. It won’t 

generally work in your shop, at least 

not for long. The only true way to win 

the respect of your staff is to earn it. I 

have a saying that always holds true: 

you cannot demand respect; you have 

to command it. By this, I mean doing 

all the things a great leader does. Work 

through issues with professionalism, 

mentor employees, control your tem-

per, be fair, and follow through with 

your promises. Andrew Carnegie al-

most lost his entire fortune because 

he lost sight of the importance of this 

issue. Remember, you won’t be able to 

build an effective team if you do not 

have the respect of your staff.

t�Share a commitment. In order to 

build a sound and effective team, all 

the team members need to share in a 

commitment to the team and its goals. 

Do team members want to participate 

on the team? Let’s be realistic — your 

employees are not going to be as en-

thusiastic about your shop as you are. 

As an employee, what they do is just a 

job, unless you can develop the team 

attitude in everyone. Again, leading 

by example is important here. You ask 

all of your employees to be at work on 

time, yet you repeatedly stroll in 10-15 

minutes late yourself. Does that send a 

message to your employees about your 

level of commitment? Absolutely! Even 

though you can do it, you shouldn’t! As 

owner or manager, you need to lead by 

example. Be at work early, not just on 

time. Be excited about being there. Buy 

donuts one or two days a week, and pass 

them out as the employees arrive. If you 

show your people you are committed, 

they will want to be as well.

As I have mentioned in the past, 

I love football. It is the ultimate team 

game. Pro football is larger than life, 

with players’ salaries higher than the 

GDP of some countries. One thing I 

know for certain about a truly commit-

ted football player is that they have a 

passion for the game and generally an 

unparalleled commitment to it. I have 

heard coaches say their true stars would 

play for lunch money. That’s how com-

mitted these men are.

t�Create a sense of value. Do team 

members perceive their service as valu-

able to the organization? Every em-

ployee wants to feel they are valued. 

It isn’t always about money, although 

it is important, obviously. The occa-

sional good job or pat on the back can 

go a long way to adding a sense of val-

ue for your employees. A great mentor 

will let someone know when he has 

done well and when he hasn’t. Each in-

stance should be approached with the 

goal of teaching and correcting to im-

prove performance. Many people will 

shut down when yelled at. Ultimate-

ly, they will quit altogether if the situ-

ation doesn’t change, and that can be 

very costly. Once you have a good em-

ployee, it makes sense to try and keep 

them. Keeping them is much easier 

when they feel they are valued and 

their efforts appreciated.

t�Communicate. Are there open 

lines of communication between you 

and your employees? Are there open 

lines among employees? It is extremely 

important that you talk with and receive 

feedback from your staff members on a 

regular basis. Always be open to sug-

gestions from any employee. If you ask 

for feedback, use it if it is good. Noth-

ing is more frustrating than providing 

good suggestions that go unused or ig-

nored. I suggest regular meetings with 

everyone, maybe over pizza or even 

breakfast, where you can, as a super-

visor, give guidance in areas where its 

needed and ask for suggestions in ar-

eas that require change. I have gotten 

really good suggestions that I would 

not have come up with on my own. This 

industry changes daily, and what was 

common practice may be different to-

day. Be open to suggestions always.

t�Implement team-building exer-

cises. Getting all your people togeth-

er outside of the normal work environ-

ment is a great tool for team building. A 

company outing that involves team play, 

like volleyball, softball or even bowl-

ing, helps people build relationships 

that carry over into the work place. The 

general idea is to get all of your people 

working together for a common goal. 

This practice has become very impor-

tant to large corporations that under-

stand the real benefi ts.

These ideas are just the tip of the pro-

verbial iceberg, and my intent is to get 

you interested in looking further into this 

idea. If you start to research the concept 

online, you will fi nd tons of information 

about classes and programs that are 

available and in your area that you can 

utilize to build a program of your own. 

Once you have truly built a great team, 

your shop will function much better than 

if under the every-man-for-himself mod-

el you may be using today. 
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PROFIT MOTIVE: YOUR COMPASS TO FINANCIAL SUCCESS
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Save with the right 

management system

Accomplishing

your goals

Standardize to meet 

expectations

With increasing influences on parts pur-

chases and, in some cases, caps on paint 

and materials, a shop must make a large 

percentage of its profit on labor.

Today, shops face several challenges. 

In addition to producing a proper repair 

and providing exceptional customer ser-

vice, they must also be able to pay a quali-

fied and skilled technician a fair wage 

while making a profi t with the labor rate 

that the shop is able to charge.

Shop owners must constantly look at 

and evaluate the number of technicians 

employed and its payroll compared to 

the labor rate. Shop owners have to con-

tinuously ask themselves, “Do we need 

him or her?” and “Can our labor rate 

support this technician and still give the 

shop the profit that it needs to make to 

stay successful?” A complete under-

standing of what affects your labor mar-

gin — and how to hold a profitable labor 

margin — is essential to maintaining a 

profitable shop.

When looking at your labor costs, you 

have to keep in mind that your techni-

cians cost you more, sometimes much 

more, than just their hourly rate. You 

need to look at your labor rate and see 

whether it has the ability to support the 

staff that you have and the benefits pack-

age that is offered while still giving the 

shop the return it needs.

A simple way to see where you are 

in terms of profit and margins is to per-

form a Labor Rate Analysis. You can use 

this process to evaluate one of your more 

expensive technicians, and you will be 

able to see whether or not your labor 

rate can support them.

Start by taking your most expensive 

technician’s flat rate (or the hourly rate, 

if that is how your pay system is struc-

tured), and then add to that the addi-

tional costs of taxes and benefits involved 

in having the technician there. Make 

sure your Labor Rate Analysis takes into 

consideration the FICA, FUTA, SUTA, 

workers’ compensation, any health, life 

or disability insurance, vacation time, 

sick time, uniforms, etc.

So let’s just say you pay $3,000 a year 

in health insurance for this technician. 

You take the annual cost and divide it 

out to determine the per-hour cost. Here 

is the formula:

$3,000 divided by 12 months = $250 

per month

$250 per month divided by 4.3 weeks 

in a month = $58.14 per week

Divided by a 40-hour work week (it 

could be more) = $1.45 an hour for health 

insurance

Take all these costs (FICA, etc.) and 

add them to the hourly rate to determine 

the ac tua l  cost  per hour for  that 

technician.

Now, remembering that labor is some-

thing you buy and therefore must sell at 

a profit, take the total actual cost per 

hour that you have come up with and 

multiply it by 2.5 to give you a 60 per-

cent margin on the technician’s labor. 

The margin number that you come 

up with must be at or lower than your 

labor rate. If not, you will most likely 

have to make some business changes to 

continue sustaining your profitability 

over the longterm. You may not be able 

to continue to offer the benefits package 

that you currently provide. You may need 

to look at an alternative compensation 

plan, or you may not be able to afford 

that technician.

You can visit www.ationlinetraining.

com/abrn1307 to get a Labor Rate Anal-

ysis form that you can use to compare 

your loaded labor cost to your labor rate.

Tom McGee is Director of ATI Colli-

sion for the Automotive Training Insti-

tute, founded in 1974. ATI’s 108 associ-

ates train and coach more than 1,150 

shop owners across North America to 

drive profits and dreams home to their 

families. You can contact Tom at tmc-

gee@autotraining.net and visit ATI’s 

website at www.autotraining.net. Check 

out “Profit Matters” for mechanical repair 

management tips in Motor Age by ATI’s 

CEO Chris “Chubby” Frederick.

What your techs

really cost you
Maintaining a profi table labor margin is necessary for a shop to be successful.

BY TOM MCGEE  |  CONTRIBUTING EDITOR

A
collision repair shop is in the business of selling labor, 
parts, paint and materials and, in some cases, services 
that are sublet to another business. The shop must 
have the ability to produce enough sales while main-

taining costs to generate a profi t.
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A snapshot of one of the industry’s leading shops

SIDNEY BODY CARSTAR / SIDNEY, OHIO
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Sidney Body CARSTAR in Sidney, Ohio, 

has long been a mainstay in this his-

torically signifi cant canal and railroad 

town located along the old “Dixie High-

way” in the western portion of the 

Buckeye State.

“It started in 1942 in the garage of 

a gentleman named Art Dormire,” says 

Martin, describing the evolution of an 

operation initially known as the Sid-

ney Body Shop. “Over the years, 

through three 

different own-

ers and four 

managers, it 

has grown into 

the 

14,000-square-

foot, state-of-

the-art facility 

that it is now,” 

he recounts.

“When I was 16, I was hired to paint 

the outside of the building, and after 

it was done they hired me to detail cars 

and clean up the shop. Roy Stone owned 

the business when I started, and he 

has been a great inf luence to me 

throughout my life.”

Martin worked his way up, ulti-

mately buying the company in 2001. 

In 2003, he signed on with CARSTAR. 

Relocating to a more modern structure 

nestled in Sidney’s bustling retail and 

industrial district was accomplished 

in 2004. “CARSTAR helped me design 

the building and Ferguson Construc-

tion was the contractor that built it.”

Upon settling into a new shop cov-

ering 8,800 square feet, Martin recalls 

that “our old building was 3,000 square 

feet, and we never dreamed that we 

would need anything larger.” Having 

been named as CARSTAR’s Franchi-

see of the Year in 2009 and Emerging 

Market Store of the Year in 2010, the 

thriving business was destined for yet 

From 

‘body man’ to 

businessman
Consistent training and the latest equipment puts 

shop on the road to success

BY JAMES E. GUYETTE  |  CONTRIBUTING EDITOR

T
om Martin was just a teenager back in 1978 when his work 
ethic and willingness to wield a paint brush started steering 
him toward a career in collision repair that has culminated 
in achieving ownership of his own award-winning shop.

AT A GLANCE

Sidney Body CARSTAR
Name of shop

Sidney, Ohio
Location

Tom Martin
Owner

1
Number of shops

71
Years in business

15
Number of employees

27
Number of DRPs

6.3 days
Average cycle time

14,000
Square footage of shop

20
Number of bays

BASF
Paint supplier

Chief
Frame machines used

CCC One
Estimating system used

www.sidneybodycarstar.com
Internet site

Tom Martin
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another expansion as a 5,200-square-

foot addition – including an Enterprise 

Rent-A-Car offi ce and a drive-in esti-

mating station – was completed in 

2011. Now housing 20 bays with a 

staff of 15 that repairs an average of 

25 vehicles per week, the annual gross 

is more than $2 million.

Membership in the franchiser’s 

Financial Focus 20 Group has pro-

vided numerous benefits. “To that 

group and to CARSTAR, I owe a lot 

of credit because they helped me tran-

sition from a ‘body man’ to a business 

owner,” he says. Meeting for two days 

each quarter, “participating in this 

group is priceless,” according to Mar-

tin. “Along with all of the knowledge 

I learn there, this time away also lets 

my staff grow and learn that they can 

manage without my presence. It’s a 

win-win for all of us.”

As the only I-CAR Gold shop in 

Shelby County, “our team of collision 

repair specialists is the best-trained 

in the industry,” he says, citing the 

outstanding expertise, professional-

i s m  a n d  p le a s a nt ne s s  o f  h i s 

co-workers.

“It is always challenging for us to 

fi nd the right employee to fi t our team 

in our rural market area,” says Mar-

tin. “One of the key things I look for 

is personality. We can teach skill-set, 

but we can’t teach personality and 

teamwork. We consider ourselves a 

big family; we spend more time with 

each other than with our own fami-

lies sometimes, and I believe that’s 

how we retain our employees. We all 

treat each other with respect and get 

along very well.”

Martin’s bother and niece are on 

the roster, and “we’ve never had any 

issues. Like any of my other employ-

ees, if they or I have a problem, we 

go to each other and talk about it.”

Staffers stay on top of all I-CAR 

training necessary to maintain the 

shop’s Gold status, a priority embed-

ded in shop culture. “Our offi ce per-

sonnel keep current on customer ser-

v i c e  p h i l o s o p h i e s  t h r o u g h 

CARSTAR-U, an online training pro-

gram. We also have attended Change 

Management and Production classes. 

We believe that training is essential 

in running the quality facility that we 
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SHOP PROFILE

have, and you can never learn too 

much,” he asserts, noting the com-

pany’s membership in the Society of 

Collision Repair Specialists (SCRS).

“I would like to think that I’ve 

made the expectation clear and that 

I’ve given them (the employees) the 

tools to provide good customer ser-

vice,” Martin continues. “They know 

that it is the key to the future of our 

business and the future of our DRP 

(Direct Repair Program) relationships. 

I am always within earshot of how 

they are interacting with the custom-

ers in person and on the phone. We 

truly believe in genuine customer ser-

vice and in doing what is right, and I 

expect my employees to do the same.”

Maintaining a balance
The shop participates in 27 DRPs, 

which presents its own set of chal-

lenges – as in “walking the tightrope 

with the DRP partners and getting 

paid for all of the services performed 

in restoring the vehicle back to pre-

accident condition while following 

OEM and I-CAR standards and still 

staying within the parameters that 

the DRPs insist upon,” says Martin.

“Our core value of superior cus-

tomer service makes it easier to main-

tain good relationships with the insur-

ers. Then all we have to do is know 

their guidelines and meet their require-

ments,” he adds.

 “I don’t consider the shop to be a 

true ‘lean’ shop, but we are implement-

ing procedures heading in that direc-

tion,” he explains, “such as complete 

disassembly and repair-plan-mapping 

on tow-in vehicles. Our staff is very 

willing to try anything that will help 

us be more effi cient and make the busi-

ness better.”

Martin goes to describe how “we 

disassemble every vehicle when it 

comes into the shop and write up a 

repair plan prior to the vehicle being 

put into production. This takes out 

the variables in the front and lets 

production run a lot smoother for our 

guaranteed on-time deliveries. We 

have great relationships with our 

parts vendors: We only work with 

parts vendors with the same philoso-

phies as ours toward parts, and that 

is to deliver good, quality parts in a 

timely manner.”

Waterborne paint is applied. “We 

use it to be as environmentally friendly 

as possible and to give my employees 

the safest product available to use for 

their health and well being,” Martin 

points out.

Brand awareness
Some of the challenges being dealt 

with include a lessening “accident 

pool” in the community, plus “the cus-

tomers are more demanding.” The shop 

strives to “keep up with new technol-

ogy set in place by the manufacturers” 

while struggling to fi nd and recruit 

new staffers amid a reduced amount 

of younger techs entering the fi eld.

“Our main step is the old philoso-

phy of ‘a satisfi ed customer is your best 

form of advertisement,’ so we try our 

best to meet and exceed that philoso-

phy. Along with our brand awareness 

marketing, we feel it’s been a good 

c o m b i n a t i o n  t o  a t t r a c t  n e w 

customers.”

The company embraces a broad 

range of strategies for reaching the 

public. “We try to utilize grassroots 

advertising as much as possible, such 

as advertising on local restaurant 

menus, restaurant placemats, restau-

rant napkin holders, grocery carts, 

sponsoring the local youth athletic 

teams, contributing to the County Fair, 

etc.” Spots are also aired on area radio 

and television stations along with post-

ing billboards.

The company’s website includes 

employee photographs, “which gives 

customers something and someone 

they can relate to.”

Sidney hosts four exits on Interstate 

75, which connects with Canada to the 

north and Florida to the south. A Honda 

engine plant is Shelby County’s larg-

est employer, and there is a fertile agri-

cultural base in the area with grain, 

livestock and dairy farms.

“The fi rst and fourth quarters are 

very busy because of the weather; 

snow and ice,” says Martin. “In past 

years the deer hits were a part of our 

fall business, but with the current 

deer population it is a part of our busi-

ness all year.”

He goes on to observe that “one of 

our core philosophies is giving back to 

the community,” listing involvement in 

numerous civic, educational and chari-

table organizations. The shop presents 

an annual “Soaps It Up” car wash ben-

efi t with all the proceeds going to the 

Shelby County Relay for Life and the 

Make a Wish Foundation. The local radio 

station broadcasts live at the event. 

“Our community of 22,000 is very tight-

knit,” says Martin, “and by serving in 

these organizations we represent both 

ourselves and the shop.” 

TOP SHOPS 
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I AM A HUGE football fan and have been for many 

years. I actually played semi pro foot-

ball for about fi ve years as a wide re-

ceiver. I’m not a big guy. I told my coach on the fi rst day of prac-

tice that I was going to be the starting receiver at the beginning 

of the season. He kind of chuckled and wished me luck.  

I knew I had to work hard to make that happen, so I spent 

many hours working with the other players to become the 

best I could be. By opening day, I was the starting wide re-

ceiver, and I credit that to the time I put in training. The val-

ue of training was very apparent to me. 

In the collision industry, sometimes we don’t recognize 

what value training and continuing our quest to become bet-

ter at our chosen craft can mean. It can be the difference be-

tween success and failure, happy or dissatisfi ed customers, or 

at most extreme, the difference between life and death. This 

may sound dramatic, but a vehicle that’s not fi xed properly is 

dangerous, and it is just as dangerous for a technician to work 

on certain vehicles without the proper level of knowledge. 

I have heard all of the arguments against training: it’s too 

expensive; I don’t have time; it’s a scam for someone to make 

money; and so on. In reality, all companies, especially those 

outside of our industry, require or provide ongoing training 

for their personnel. Most of those companies spend a lot of 

money doing so. It is generally very diffi cult to track the re-

turn on investment with training, so most companies are un-

sure of the tangible benefi ts of their investment. But it’s a lit-

tle easier to gauge in our industry, so we have an advantage.

I strongly believe in process. All of the processes we are 

beginning to use in the collision industry — lean, TQM, just 

in time — integrate training into their models. They focus 

strongly on continuous improvement through training and be-

lieve you cannot get better without it. Unfortunately, many 

collision repairers are not of the same mind and believe they 

know all they need to know to continue fi xing cars into the fu-

ture. I hope our industry can turn that thought process around.

The basics
This industry has changed dramatically over the past 20 years. 

Cars, construction methods and materials have changed as 

MINDING YOUR BUSINESS
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IT MAY BE EXPENSIVE TO TRAIN YOUR EMPLOYEES, BUT IT WILL COST A 
LOT MORE IF YOU DON’T TRAIN THEM.
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well; if you are going to repair vehicles 

safely, you better understand how to do 

it properly. Where do you turn for help? 

There are many different training pro-

viders to choose from.

The recognized industry standards 

are I-CAR and AMI. Training through 

these providers is universally regarded 

as pertinent and up-to-date by collision 

repairers and insurance companies. This 

is important because these entities fre-

quently form partnerships through direct 

repair program (DRP) agreements and 

need to have a training standard that both 

groups agree upon. Similar value can be 

placed on shops that are ASE certifi ed.

In recent years, much to my delight, 

I-CAR has begun to recognize the value 

of other industry training and apply the 

credits earned in these areas to I-CAR 

totals. Doing so has allowed great train-

ing, such as from OEMs and paint com-

panies, to name a few, to mean some-

thing in the world of I-CAR recognized 

training. In the past, repairers were re-

luctant to become involved in training 

that provided only an educational ben-

efi t and didn’t allow them to be part of 

a DRP. However, I have seen recently a 

consistent effort by many repairers to 

stay on top of new industry trends for 

the educational benefi t alone.  

So just what are the benefi ts of in-

vesting in training? Let’s take a look.

1. The ability to perform repairs 

on continually more complex vehi-

cles. Today’s automobile is vastly dif-

ferent from the ones of years past. Hy-

brid technology, lightweight plastics 

and aluminum construction are part 

of the everyday reality of working on 

a modern vehicle. Vehicles are not go-

ing to get less complex.

It’s imperative for today’s collision 

repairer to maintain a high level of 

knowledge about these newer tech-

nologies to stay competitive. I suggest 

taking OEM courses, maybe sponsored 

by a dealer you partner with. Many 

OEMs try to keep specifi c information 

about new models they produce propri-

etary; it is easier to get valid informa-

tion by attending an OEM class. 

In the Midwest, a company named 

ATEG offers OEM model-specifi c class-

es on many new models before any oth-

er source, even before the dealer does. 

They hold some interesting, detailed 

and informative classes that go be-

yond general repair principals. If you 

can attend these, I highly recommend 

it. If they are not available to you, cer-

tifi cation by an OEM may be an option. 

Ask the dealers you buy parts from for 

information about classes. 

2. Improvement of the capabili-

ty and productivity of your staff. Al-

most everything you do in daily life you 

learned through some type of training, 

even something as elemental as tying 

your shoes. The fi rst few times you did 

it you were slow and tentative. Now you 

can do it with your eyes closed. 

The same gain in effi ciency can be 

realized through training and educa-

tion. The more efficient and experi-

enced someone becomes, the more pro-

ductive they are. When they produce 

more, your shop earns more. Cycle times 

are reduced, fewer mistakes are made 

and waste is minimized. You can pro-
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duce more units in less time, and make 

more money.

3. A better and safer product for 

your customers. All of us have seen a 

vehicle that was improperly repaired 

by another shop. Often poor repairs 

are the result of a lack of knowledge, 

not a lack of effort. Continuing educa-

tion will help prevent your employees 

from lacking the knowledge needed to 

safely repair today’s vehicles.

Education is an ongoing process. Re-

member, too, that your master techs can 

and should be teachers. Their knowl-

edge should be available to everyone in 

the shop. Try to foster an environment 

that encourages this type of training in 

addition to the standard book training.

4. A safer work environment for 

your employees. Has you workers comp 

insurance gone up recently? I can’t 

imagine what it would cost if someone 

was hurt on the job. Safety education 

is very important and often an over-

looked education opportunity. 

How productive is your shop when 

you are down one or two employees? I 

know mine suffers greatly. The remain-

ing employees have to pick up the slack, 

and being overtaxed often leads to cost-

ly mistakes, missed damage and poor 

repairs. None of this should be accept-

able. Safer, healthier employees tend 

to be longer-tenured employees, and 

keeping people on staff is less expen-

sive than hiring new people. 

5. A healthier bottom line. Better re-

pairs lead to happier customers, which 

lead to additional customers and repeat 

business, which leads to greater reve-

nue. It’s simple basic math. 

I know training carries a cost, but 

its benefi ts greatly outweigh the cost 

in dramatic fashion. Proper training 

will save time and materials, while im-

proving CSI, quality and cycle time. All 

things most of us would like to see hap-

pen in our shops. In 2012, I-CAR did a 

study on the correlation between train-

ing and its potential to increase reve-

nue. The study showed shops that were 

involved in training saw roughly a 5 

percent increase in revenue that was 

directly related to effi ciencies gained 

through training efforts. Do you still 

think training is a scam? 

6. To maintain and capture DRPs.

Many DRP agreements require your 

staff to achieve a certain level of rec-

ognized training to maintain the part-

nership. I understand the basic premise 

from an insurance company standpoint 

— a certain level of quality and exper-

tise is guaranteed by this process. Un-

fortunately, I have seen lots of shops try 

to manipulate the scores they achieve 

in order to maintain a certain level of 

training status. The current system car-

ries some fl aws, but I understand the 

need for a system in general. Hopeful-

ly a more equitable solution will be de-

veloped in the future.  

For now, however, it is undeniable 

that training offers much more bene-

fi t than it may cost. I know that in to-

day’s economy, and understanding the 

current status of the collision industry 

in general, it may hurt initially for a 

shop to invest in training. I guarantee 

it will hurt a lot more in the long run if 

you don’t. 
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Body shops have potential hazards at every turn: lifts; hy-

draulic pulling machines; ripped and damaged steel; broken 

glass; grease and oil; high voltage welders; batteries with 

both acid and alkaline; cleaning compounds; acid etch prim-

ers; chemicals that can potentially damage blood, liver, lungs 

and nerves; and irritants that expose workers to allergic re-

actions, lung damage and worse yet, cancer (Fig 1). But the 

hazard that may cause the most concern is the toxic spill.

Even though not all spills can be avoided, shops should 

try to prevent them before they occur and have a plan to deal 

with them. Procedures should be in place to prevent the toxic 

spill, but a plan for containment and cleanup is also needed 

in case this type of emergency does occur.

Even with the correct training and planning, a toxic spill 

may happen. Hopefully it will be small, such as the recycler 

container overfl owing and a quart or two spilling. Or while 

a technician is mixing material, it spills onto the mixing room 

table and the fl oor. Or perhaps you trip on the hose, pulling 

the spray gun off the paint booth wall; and the disposable 

cup breaks off and 28 ounces of clear spills on the booth fl oor. 

Each situation is unfortunate, but manageable.

But what happens if while you are moving a 55-gallon 

drum, it falls and spills onto the fl oor? Though communities 

have hazardous materials spill response teams that can be 

called in the case of a spill (or could be required by local law 

to be called), the shop should still have a plan and the equip-

ment needed to at least contain the spill until the Hazardous 

Material (Hazmat) team can arrive (Fig 2). Every shop should 

have a written plan to prevent, react, contain and clean up, 

with each employee trained on how to carry out each step. 

Employees should be assigned jobs so they can react to con-

tain the spill, then move to cleanup.

SHOPS SHOULD HAVE AN EMERGENCY SPILL PLAN IN PLACE  
TO BEST PROTECT THEIR EMPLOYEES AND WORKPLACE.
BY AL THOMAS |  CONTRIBUTING EDITOR
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Plan to prevent 
In each shop, there are prime areas for 

potential spills, such as the gun cleaner 

(Fig 3) where containers could overfl ow 

if not checked regularly. A written sched-

ule for checking and maintaining these 

types of machines should be set (Fig 4). 

Specifi c employees should have respon-

sibility, and the check-off list should be 

reviewed by a supervisor to assure pre-

ventive maintenance is completed with 

oversight. If a pattern is noted (when, 

where and how spills occur), other pre-

ventative measures can be taken. 
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One measure is a spill dam. It can 

be placed in the gun cleaner (Fig 5) and 

will act as a containment in case of a 

spill, making cleanup easier. Spill con-

tainment may be required by law in your 

area for such things as storage burials 

(Fig 6) or spill curbs in mixing rooms.

Another measure is a spill kit (Fig 

7), which has containment dams (Fig 

8a & 8b), absorbing pillows (Fig 9), which 

will help clean up larger spills, absorb-

ing towels (Fig 10) used after the bulk 

of the spill has been absorbed by pil-

lows, and fi nely absorbing powder (Fig 

11 & 12), which can be swept up and 

disposed of according to your area’s 

regulations. Complete spill kits can come 

with everything needed for reacting to 

a spill (Fig 13) such as gloves, goggles 

and labels. And the kit’s container acts 

as a disposal vessel to place all the clean-

up toxic waste into (Fig 14). 

Plan to react
If a spill happens, the designated per-

son should fi rst contain the spill to pre-

vent spreading and causing a larger 

than necessary exposure and cleanup. 

This can be done by placing contain-

ment-absorbing dams around the spill 

(Fig 8). Once contained, cleanup of the 

spill can be planned.

The two most important items are 

the MSDS and the spill kit. An MSDS 

should be available for every type of 

chemical in your shop; in it is an acci-

dental release (Spill) section. It also will 

tell you what protective equipment 

should be worn during the cleanup. Next 

is the spill kit, which contains items to 

both contain and cleanup the spill: con-

tainment dams; absorbent materials in 

the form of blankets or pillows; diato-

maceous earth or vermiculite, a decon-

taminant solution (Fig 12); and a dis-

posal vessel in which to place the 

contaminated cleanup equipment.  

Spill kits are sold based on the spill 

size they can clean up. It is wise to 

have enough cleanup capacity readily 

available in your shop for the largest 

spill that could occur. That is, if the 

largest container your shop has is 55 

gallons, it would be wise to have a 

cleanup kit that could handle a spill 

of that magnitude.  

Plan to contain
The person designated as the shop’s 

fi rst responder must be trained in how 

to clean up the spill without causing 

personal harm. The responder should 

use the necessary personal safety 

equipment (found in Section 8 of the 

MSDS), and evacuate all personnel not 

involved with the cleanup from the 

spill area. The spill should not be 

walked through; all ignition sources 

should be shut off; and adequate ven-

tilation should be provided.

Plan for cleanup
The spill should be contained so that 

the spill or any runoff does not come 

in contact with soil, waterways, drains, 

sewers or stored materials such as re-

moved seats or other 

parts, which may 

absorb the spill.

In order to con-

tain a spil l: In a 

commercial spill kit 

will be long, sau-

sage-like absorbent 

materials. These 

containment dams are designed to be 

placed in a circle around the spill. If 

more than one is needed to encircle the 

spill, the ends should be overlapped so 

no runoff can get by (Figure 8b).

Once the spill is encircled, the spill 

should be approached upwind, and 

spark-proof tools and explosion-proof 

equipment should be used. The spill 

should be directed into the absorbent 

pillows, as they absorb the largest 

amount of the spill per pillow (Figure 9). 

When the majority of the spill is con-

tained, absorbent blankets should be 

used until only slight moisture remains. 

To absorb the reminder of the liquid, 

diatomaceous earth or vermiculite should 

be used to completely dry the area.

The now spill-free, but still con-

taminated, area should be cleaned 

with a suitable decontaminant. The 

MSDS will provide specifi c decontami-

nant directions. Typically, one uses a 

mixture of water (4.5 parts), ethanol 

or isopropyl alcohol (5 parts) and am-

monia (0.5 parts), or a mixture of so-

dium carbonate (5 parts) and water 

(95 parts), the latter combination be-

ing non-flammable, and thus safer. 

Place all the contaminated material in 

a plastic bag, seal and place it in the 

spill kit. Place a hazardous waste la-

bel on the container and dispose of 

according to local regulations.

Emergency training
All of the business’s employees should 

be trained in spill and emergency

GO ONLINE NOW 
to search thousands of ar ticles, videos & 
resources. You will also find a complete archive 
of the author’s previous ar ticles.
TO GET THE FREE APP: FROM YOUR PHONE’S BROWSER 
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response. A list of primary and sec-

ondary responders should be posted. 

Emergency contacts such as 911, po-

lice, fi re, hospital and insurance pro-

vider telephone numbers should also 

be posted. The emergency plan should 

be reviewed regularly to make sure 

that all are aware of their responsibili-

ties. An evacuation plan should be 

posted with a specifi c meeting place 

in a safe area, so someone can make 

sure that everyone is safe. 

Class for all employees, such as 

I-CAR’s “Hazardous Materials, Per-

sonal Safety, and Refinish Safety” 

(WKR01), would be a great basis for a 

company safety plan. No matter how 

a shop emergency plan is created, the 

shop that has specifi c written plans 

that are posted, practiced and re-

viewed on a regular basis is better 

equipped to correctly and effectively 

respond in case of an emergency. 
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Throughout more than 20 years of teaching plastic repair, 

I have witnessed the evolution of repair methods and prod-

ucts. The adhesive products used for plastic repair have 

never been more user-friendly and have made repairs very 

simple and reliable. Over time, the repair methods have 

been tweaked and adjusted to the point where they are 

extremely reliable, but the key to successful plastic repair 

is using those adhesives in the exact manner for which 

they were designed.

This is one segment of the repair where following the 

product maker’s instructions to the letter is directly linked 

to success. This is no place for freelancing or bench-top 

chemistry. One primary reason technicians are reluctant to 

repair plastics is that they have had a bad experience or fail-

ure in the past, oftentimes because they strayed from the 

instructions. The drawback to instructions is that they only 

instruct technicians what to do, but it may be just as impor-

tant to tell technicians what not to do.

Let's examine the most common plastic repair errors that 

technicians make. Avoiding these errors will vastly improve 

your chances for success. Due to the variations in products, 

this information may be somewhat general, but will apply 

to most products. If you follow the instructions and are still 

having problems, these suggestions may help.

Cleaning mistakes
It’s diffi cult enough to get adhesives to bond to some plas-

tics, but it’s nearly impossible if the plastic is not squeaky 

clean. The fi rst step in a plastic repair is to clean the entire 

part (front and back sides) with soap and warm water. 

Cleaning the entire part will allow you to thoroughly in-

spect it for hidden damage such as spider cracking, peel-

ing paint and broken tabs. It is especially important to clean 

the backside of the bumper because it may be coated with 

a mold release agent that was used to prevent the plastic 

part from sticking to the injection mold at the factory.

Next, the part should be cleaned with a plastic cleaner. 

This is where things can get tricky. If the adhesive maker 

recommends a specifi c cleaner, use it according to instruc-

tions; if not, an isopropyl alcohol cleaner will clean without 

leaving a residue. Solvents such as lacquer thinner or reducer 

are never recommended.

Once the initial cleaning is done, avoid using liquid clean-

ers of any kind on the raw, exposed plastic in the repair area 

where adhesive will be applied. Because you have already 

cleaned the part before you sanded it down to bare plastic, 

there is no need to clean it again with anything other than 

compressed air. Some cleaners may take hours to completely 

“off-gas” out of the bare plastic, so failure will occur when 

AVOID COMMON MISTAKES AND YOU CAN 
TURN PLASTIC INTO PROFITS AT YOUR SHOP

BY SHAWN COLLINS  |  CONTRIBUTING EDITOR
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a technician wipes the bare plastic with 

a liquid cleaner then minutes later ap-

plies the adhesive – trapping the sol-

vents underneath. The trapped solvents 

eventually escape, usually when the 

part is baked, causing the adhesive to 

come off in one big sheet. This is simi-

lar to applying wax over a fresh paint 

job, which also traps solvents. This is 

common but simple to correct. Several 

adhesive makers have recently modi-

fi ed their directions to emphasize “no 

liquid cleaners on bare plastic.”

Poor repair taper 
It’s important, when repairing a deep 

gouge or tear that goes all the way 

through the plastic, to make a wide, 

gradual taper. A proper taper or “U” 

groove on the cosmetic side of a bum-

per (Fig. 1), should be deep enough to 

expose about a ¼-inch wide strip of 

the patch on the backside of the part. 

Changes in temperature will cause the 

adhesive to expand and contract and 

pull away from the sharp edge of a “V” 

groove, causing a ghosting line to ap-

pear. With a gradual taper, there is no 

sharp edge where the plastic will sep-

arate from the adhesive. Also a “V” 

groove is too narrow to hold enough 

adhesive for a strong repair. The grad-

ual taper allows more surface area for 

the adhesive to bond to.

Poor sanding or surface prep 
Because most technicians use a die 

grinder with a carbide bit or a grind-

ing disc to cut a repair taper into the 

plastic (Fig. 2), it is critical to rough 

up the surface of the plastic to give it 

some “tooth” for the adhesive to grab 

on to. Die grinders and discs will re-

move plastic material aggressively, 

which creates smooth plastic within 

the scratches. For best adhesion to 

plastic, the surface should be “fuzzy,” 

not smooth. To create this fuzzy sur-

face, you must always sand the taper 

at a slow speed with a dual action sand-

er, removing all shiny areas. Remem-

ber, adhesives will not adhere to smooth 

or melted plastic, no matter how small 

that area is (Fig. 3).

Follow the product maker’s recom-

mendations for which grade abrasive 

to use, but most adhesive makers re-

quire sanding plastic with P80 grit on 

a D.A. before applying an adhesive. 

The P80 grit will give you that rough 

or fuzzy surface for the adhesive to 

bond to (Fig. 4). To avoid deep scratch-

es showing through the repair at the 

feather edge, you can sand around the 

outer ring of the repair area with a fi ner 

grit such as P180 to refi ne the P80 grit 

scratches (Fig. 5).

It’s also important when sanding 

the fi nishing fi ller products to use light 

pressure on the sander and keep mov-

ing to avoid heat build-up, which can 

cause the edge of the fi ller to roll back, 

instead of feathering.

Adhesion promoter mistakes 
If the adhesive maker requires an ad-

hesion promoter, use it correctly and 

read the instructions. It’s critical to 

follow coat thickness and fl ash time 

guidelines to avoid failures. One ad-

hesive maker uses an adhesion pro-

moter that contains a chemical mol-

ecule that etches or bites into the 

plastic. This creates a chemical bond 

to the plastic. Attached to that mol-

ecule are varying-length strands of 

plastic that create a “fuzzy” layer. If 

you looked at that layer under a mi-

croscope, it would look something like 

a scuff pad. When adhesive is applied, 

it will bond onto this fuzzy surface 

for a strong mechanical bond.

With both chemical and mechani-

cal bonds, the chances for good adhe-

sion vastly increases. Spraying too much 

adhesion promoter on the repair area 

is a common mistake. If it is sprayed 

on too thick, the promoter will pool up 

and fl ow out smooth, instead of fuzzy. 

If you are having problems getting a 

fi ne featheredge, you may have applied 

the adhesion promoter too heavily or 

may not have allowed enough time for 

it to fl ash off. Only use the adhesion 

promoter specifi cally recommended for 

that adhesive. You can also greatly en-

hance adhesion by fi rmly scraping the 

adhesive onto the repair area before 

continuing to add more adhesive into 

the taper; this is called a “tight coat.”

Incomplete  mixing 
Most adhesives are packaged in dual 

cartridges that use a static mixing tip 

to mix the two components of the ad-

hesive together. The tip contains an 

internal auger that mixes part A and 

part B together as they pass through 

it. One common mistake is to attach the 

mixing tip to the cartridge before check-

ing to see if part A and part B are com-

ing out of the ports unobstructed. 

Whether the cartridge is new or par-

tially used, it is common to have some 

hardened adhesive stuck in the open-

ing, which blocks one of the components 

1

2





from entering the tip (Fig. 6). First, check 

the cartridge to make sure adhesive is 

being freely dispensed from both ports, 

and then always dispense some adhe-

sive out of the cartridge to ensure the 

ports are clear prior to attaching the tip 

(Fig. 7). If the adhesive doesn’t cure 

properly, there’s a good chance the tip 

was clogged and the chemicals did not 

mix at the correct ratio.

The ability to perform plastic repairs 

is becoming more important as insur-

ance companies continue to emphasize 

cycle time, severity and repair versus 

part replacement. Many shops are em-

bracing this trend as they see the op-

portunities for repairing most other 

parts on the modern vehicle dwindling. 

Most accidents involve bumper dam-

age, so if you aren’t repairing plastic, 

you are throwing away a lot of repair-

able parts.

In many cases, the bumper you scrap 

will be picked up by a bumper company 

to be repaired by a much lower skilled 

worker than your technicians. Keeping 

that repair in-house has many advan-

tages, including avoiding blending ad-

jacent panels, repairing at a better gross 

margin than replacing, faster cycle time 

and having more control over the repair 

quality.

The key to successful plastic repairs 

is to strictly adhere to product maker 

instructions and be thorough in com-

pleting the steps they outline. Techni-
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cians are conditioned to complete re-

pairs as quickly as possible, but because 

plastic repairs are extremely process-

dependent, they need to slow down and 

be methodical. Attempting to reduce 

repair time by rushing the repair will 

be disastrous. The repair time savings 

will be realized by making the repair 

correctly the fi rst time.

 Shawn Collins is a Senior Techni-

cal Service Engineer for 3M. He was an 

ASE Certifi ed Master Collision techni-

cian for 26 years and has been an I-CAR 

Instructor for 19 years. He teaches more 

than 50 different training programs and 

is both a Steel and Aluminum Welding 

Qualifi cation Test Administrator. He 

was named the 2009 I-CAR instructor 

of the year and received the I-CAR Tech 

Center Award in 2011.

GET MORE TIPS ON REPAIRING PLASTIC IN THE SHOP  ABRN.COM/PLASTICREPAIR 
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Unfortunately, these same factors can, in time, work against 

you. Safety statistics show that businesses run into some of 

their biggest problems handling potentially dangerous and 

sensitive products after they’ve spent several years working 

around them. The main reason: complacency sets in. Shops 

get a little too comfortable in their work habits, get lax on 

guidelines and casually ignore new information.

Here’s a look at the major hybrid repair and safety issues 

you need to attend to, along with some reminders of just how 

complex hybrid repairs can be.

The basics
The two most basic rules regarding working on hybrids re-

main: the orange wires are the potentially deadly high-

Refocus your attention on hybrid repairs

BY TIM SRAMCIK |  CONTRIBUTING EDITOR

Hybrid components are placed throughout a vehicle. You’ll need to inspect and properly handle all of 
them to perform a proper repair.

Odds are, like most repairers, you’ve already worked on hybrid vehicles and they didn’t 

pose any particular diffi culties. These vehicles have been around for more than a decade, 

and there’s plenty of repair information and safety material around to help you fi x them 

correctly while protecting your employees and business.

Raise your

Hy-Q





voltage lines. When working around 

them, you need protective gloves rated 

for 600 volts and over.

These lines remain dangerous at all 

times. Even if a manual disconnect de-

vice has been activated to allow the ve-

hicle to be serviced, the energy poten-

tial within the battery cannot be 

disabled. Assume at all times that the 

battery, hybrid components and the or-

ange wires still carry 300 volts of elec-

tricity. This remains true even if the 

battery has suffered severe damage. 

Moving, storing and starting
Moving vehicles through your shop 

shouldn’t be a problem. However, hybrids, 

particularly the latest models, require 

special handling.

Never tow or push hybrids with all 

four wheels. Doing so can generate elec-

tricity, which can cause the hybrid to 

move on its own. When towing, lift the 

front end or load the vehicle in a fl atbed 

truck. When pushing a hybrid, use roller 

wheels to move it and make sure the 

key has been removed.

Pay attention to a hybrid’s auxiliary 

gas engine battery. If you need to 

charge this battery, either use the man-

ufacturer’s recommended charger or 

a regular battery charger set to the 

lowest rate, no higher than 3.5 Amps.

Never leave the ignition key in the 

"On" position when a hybrid vehicle is 

not being used. This can drain the aux-

iliary battery or trigger its operation.

If you refuel a hybrid, check the man-

ufacturer’s recommendations on fuel 

octane. In many hybrids, using gas 

with a higher octane rating than 87 can 

make starting the engine diffi cult.  

Watch where you cut
Sectioning hybrid vehicles or perform-

ing cutting of any kind can be poten-

tially disastrous due to the placement 

of high voltage wiring and other hy-

brid and electric components through-

out the vehicle.

Two rules apply here: never cut 

into a hybrid vehicle until you have 

fi rst deactivated all the vehicle’s elec-

trical systems; and always check the 

manufacturer’s repair instructions 

before cutting.

Consider some of the cutting re-

strictions General Motors places on 

its hybrid models. They can be found 

at www.abrn.com/GMhybrids. 

Repairing hybrids goes 
well beyond identifying the 
orange, high voltage wires.
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Air bag accidents
Unintended air bag deployments are a 

constant concern with any hybrid re-

pair. Ironically, these deployments are 

related to safety features designed to 

protect the vehicle’s occupants during 

a crash.

The contactors inside some hybrid 

batteries are engineered to open 

when one or more air bags deploy. 

This interrupts the electrical system 

and discontinues the current f low 

through the high voltage cables. This 

feature protects occupants from elec-

trocution following a collision.

This becomes a repair issue when 

techs work on vehicles with deployed 

airbags and disabled electrical sys-

tems. The problem that these vehicles 

only cut the high voltage power dur-

ing a collision, not the current passing 

through the 12V electrical system. If 

this current is running, it can still de-

ploy dual-stage airbags that have not 

fully deployed.

To ensure you’re performing the dis-

abling procedure properly, refer again to 

the manufacturer’s repair instructions. 

Further safety system concerns
Air bag deployments are just one part of 

repair challenges related to the hybrid’s 

safety system and its relationship to the 

Always check the manufacturer’s repair instructions before 
performing any cutting on a damaged hybrid.
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hybrid components, both of which utilize 

a system of sensors. On hybrid vehicles 

these sensors sometimes take on dual 

roles. Repairers must account for this 

in order to return all of a hybrid’s safety 

features to their full functionality.

For some perspective, let’s look again 

at GM products and repair instructions.

Like other GM models, their hybrid 

vehicles incorporate supplemental in-

fl atable restraint (SIR) impact sensors 

that identify the severity of a collision 

and the direction from which it occurred 

to help direct the deployment of pas-

senger safety systems. Hybrids addi-

tionally incorporate high-voltage circuit 

impact detection (HVCID) sensors that 

detect collision damage to the high volt-

age system.

When there is either SIR deployment 

or when the HVCID sensor detects a 

collision, the drive motor generator con-

trol module — or the hybrid powertrain 

control module (HPCM) — opens the 

high voltage contactor relays and dis-

ables the vehicle. Both sensors, then, 

can disable the high voltage system.

The HVCID sensor detection of an 

impact does not cause SIR deployment. 

Some collisions, therefore, can result in 

the vehicle being disabled without set-

ting off the passenger safety systems.

The challenge is determining, in 

some cases, which sensors disabled 

the vehicle since those sensors will 

need to be cleared by a scan tool. 

Inspection directions
Regardless of the source of the signal to 

disable a hybrid vehicle, repairers must 

thoroughly inspect the entire high volt-

age/electrical system before returning 

a vehicle to the owner.

A proper inspection must include the 

manufacturer’s recommendations since 

each hybrid make operates differently. 

Typical inspections begin with check-

ing all high voltage wires for frayed lines, 

cracks and other damage. Repairers also 

must examine the rest of the hybrid com-

ponents for similar damage. 

From there, the inspection extends 

to an examination of other electric com-

ponents for damage and wear. These 

components include the drive motor gen-

erator control module assembly; the air 

Even when a hybrid’s high 
voltage system has been 
disabled, the battery still 
possesses 300 volts of 
power. Work around it and 
handle with extreme caution.
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conditioning compressor assembly; and 

the transmission assembly. Check each 

for dents, cracks and other damage and 

replace damaged components.

Only after all damaged high voltage 

and electric components have been re-

placed should a repairer use a scan tool 

clear the HVCID and/or SIR Deployed 

vehicle disable condition.

No bake zone and other issues
After a hybrid’s systems have been 

brought back up to snuff, repairers must 

be aware of one fi nal repair issue, the 

paint work. Due to hybrid battery sen-

sitivity to heat, a paint department must 

restrict the time and temperature in a 

paint booth. Some manufacturers do 

not recommend temperatures above 

140 degrees Fahrenheit for more than 

40 minutes to avoid damage to these 

expensive batteries.

Should you need to dispose of or 

return a damaged hybrid battery, re-

gardless of the reason, you’ll need to 

take special steps. Hybrid batteries, a 

type of Lithium-ion battery, are classi-

fi ed as Class 9 hazardous materials and 

therefore fall under special shipping 

regulations.

If you have any questions about 

compliance, refer to the shipping in-

structions packed with the replacement 

battery, since they usually contain in-

formation on transporting returns. Take 

time to fi ll out the return transport pa-

perwork properly and label the battery 

according to all federal, state and local 

laws. Be certain the company you hire 

to do the transport is certifi ed to han-

dle hazardous material since you could 

be held liable for any broken laws, vio-

lations or problems created by a non-

certifi ed transporter.

Does all this seem complex? To some 

extent it is, but you deal with a host of 

similar issues when repairing vehicles 

that aren’t hybrids. The point here is 

that repairing hybrids involves taking 

into account a host of other safety and 

repair issues. Even a slight slip up can 

be costly or deadly.

Stay informed, aware and in busi-

ness by giving these special vehicles 

the attention they demand. 

Only a properly trained 
repairer should handle 
a hybrid’s lithium-ion 
battery. When replacing 
or disposing of one, be 
sure to contact a certifi ed 
hazardous waste company.
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www.aapexshow.comAAPEX

You will grow your business at AAPEX

When you attend the 2013 Automotive 
Aftermarket Products Expo (AAPEX), you 
will grow your business by seeing the 
newest products in the industry, meet-
ing the right people and getting answers 
to your important questions. This year’s 
event is set for Tuesday, Nov. 5 through 
Thursday, Nov. 7, at the Sands Expo 
Center in Las Vegas, Nev., and online 
registration is open at  
www.aapexshow.com/Register. 

The No.1 reason buyers attend AAPEX 
is to see, touch and compare what’s 
new in the global automotive aftermarket 

industry. In 2012, more than 2,300 com-
panies exhibited at AAPEX and on dis-
play were 5,174 parts and components, 
1,309 tools and equipment, 188 paint, 
body and equipment (PBE) products and 
167 auto body and trim products. 

AAPEX also is the No. 1 place to meet 
the right people in the industry whether 
it’s a supplier, peer or industry leader. In 
2012, AAPEX attracted 39,591 targeted 
buyers including 3,489 collision repair 
shops, 881 paint jobbers and 1,081 
warehouse distributors (WDs) - PBE.

Another compelling reason buyers 
attend AAPEX is to get answers to their 
important business questions during the 
AAPEX Learning Forum sessions. The 
Learning Forum offers approximately 30 
education sessions on the latest trends 
and technologies, and all sessions are 
offered at no cost. 

To register, make hotel reservations 
and learn more about AAPEX, visit  
www.aapexshow.com. 

AAPEX represents the $395 billion 

global motor vehicle aftermarket and 
is jointly sponsored by the Automotive 
Aftermarket Industry Association 
(AAIA) and the Automotive Aftermarket 
Suppliers Association (AASA).

CONTACT INFORMATION:

William T. Glasgow, Inc., 
AAPEX Event Management

10072 W. 190th Place

Mokena, IL 60448

(708) 226-1300 

info@aapexshow.com

www.aapexshow.com

www.anestiwata.comANEST IWATA

Genuine engineered atomization

“It’s about the atomization”

The many benefits of utilizing our 
patented engineered “LV Technology” 
include better transfer efficiency of 
the material to the surface.  The “LV 
Technology” pre-atomization theory 
minimizes common paint problems 
because the in-flight loss of solution 
is greater than other technologies. 

Coarse to Medium Atomization

r��-1)����-79�iPSBOHF�BJSDBQu�)7-1�
creates coarse to medium atomiza-
tion
r��-4������-4���)�4VQFSOPWB�T�iHPME�
BJSDBQu�)7-1�DSFBUFT�DPBSTF�UP�NFEJ-
um atomization

Medium to Fine Atomization

r��-1)����-7��iQMBUJOVN�BJSDBQu�
)7-1�DSFBUFT�NFEJVN�UP�GJOF�BUPNJ-

zation 
r��-4����
��-4���)�
Supernova’s 
“platinum air-
DBQu�)7-1�DSF-
ates medium to 
fine atomization

Fine 

atomization

r��8���-7�
compliant 
gun  with the 
“W400-LV4 
platinum air-
cap” creates 
fine atomization
 

Our spray 
guns have been 
recognized 

for our fine atomization; however, 
there are instances when atomiza-
tion other than fine is required. We 
have engineered our aircaps to atom-
ize at different levels for solvent and 
waterborne basecoat applications. 
One gun will not solve all the shop 
application issues. All our spray guns 
wetted parts are stainless steel for 
easy clean-up.

To see all ANEST IWATA has to 
offer visit www.anestiwata.com 

As always thank you for your 
continued support of ANEST 
IWATA products.

CONTACT INFORMATION:

ANEST IWATA

5325 Muhlhauser Road

West Chester, OH 45011

(800) 440-0282 

www.anestiwata.com
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www.basfrefinish.comBASF

BASF — an unmatched expert in the coatings industry

Color. It’s the first thing - and some-
times, the only thing - your customers 
notice. That’s why you need a coating 
and a company you can count on.  

More than the best paint and the 

best support

BASF offers intelligent solutions based on 
innovative products and tailor-made ser-
vices. We create opportunities for success 
through trusted and reliable collaboration. 
Our Automotive Refinish business makes 
and markets the finest coatings available 
for collision repair, restoration facilities, 
customizers, commercial transporta-
tion and automotive specialty markets. 

BASF paint products are supported 
by technical training programs, 
advanced color information systems 
and business management seminars. 
The company is one of the industry 
leaders in e-Business and offers a 
wide array of Internet-based color 
management and business manage-
ment tools.

World class finishes

Glasurit® is the premium automotive 
refinish paint system in BASF’s portfolio. 
With over 100 years of outstanding qual-
ity, Glasurit stands alone as the global 
standard of excellence in refinish paint.  

Value and versatility

The R-M® system is designed to serve 
the needs of highly productive customers 
who are driven to find the ideal balance 
between high quality and price.   

Economy

With simplicity and affordability 
backed by a user-friendly system, 
LIMCO® helps refinishers stay  
productive and profitable. 

CONTACT INFORMATION:

BASF

(800) 825-3000 

www.basfrefinish.com

www.blairequipment.comBLAIR

Holemaking and auto body solutions for the professional

Blair Equipment’s products are 
designed for collision repair and auto-
motive fabrication and restoration. 
From inventing the spotwelder cutter 
over 50 years ago, Blair has expanded 
its tool line to include premium quality 
made in the USA hole cutters, prod-
ucts for mixing paint and tools for auto 
body repair. Blair is best known for 
its Rotabroach Cutters and spotweld 
cutters, which are precision-made 
tools that make clean burr-free holes in 
sheet metal and thin plate materials up 
to 3x faster and last 10x longer. 

Blair Products include:  
r��3PUBCSPBDI¡�$VUUFST�
�%FTJHOFE�

for sheet metal and plate up to ½” thick 
and are available in over 4 different sizes 
up to 1-1/2 in diameter. Available indi-
vidually or in kits.

r��4QPUXFME�$VUUFST�
�5IF�TUBOEBSE�
tools for spotweld removal in collision and 
restoration. Blair Spotweld Cutters cut 
around the weld without damaging the 

underlying panel. Available in a variety of 
sizes and kits.

r��&OGPSDFS��4QPUXFME�%SJMM�
�
Pneumatic drill for removing spotwelds in 
Boron and other materials. With a faster 
feed rate and higher torque than other 
spotweld drills.

r��)PMDVUUFST��
�$VU�GBTU�MBSHF�IPMFT�
in sheet metal up to 3” in diameter with 
speed and precision. Available in stan-
EBSE�)JHI�4QFFE�4UFFM�PS�$BSCJEF�UJQQFE�

r��5PSOBEP�**�1BJOU�4IBLFS�
�.JY�QBJOU�
most anywhere with the portable no bolt 
down design. Thoroughly mixes paint in 
gallons, quarts, pints and aerosols.

r��#MBJS�'MBOHFS�
�.BLFT�QFSGFDU�TUFQ�
joints for easy panel repair. 

CONTACT INFORMATION:

Blair Equipment Company

3001 Hougen Drive

Swartz Creek, MI 48473

(800) 426-7818 

www.blairequipment.com



2013 COLLISION INDUSTRY PROFILES

Global Leader In Certified Collision Repair Equipment Solutions

Certified collision repair equipment solu-
tions for quality repairs along with the 
industry’s most knowledgeable and qual-
ified Distributor partners – the reason we 
are a trusted suppler to OEM  tool and 
equipment programs around the world.

r��8FMEJOH�4PMVUJPOT�m�5IF�GVMMZ�BVUP-
matic CTR12000 spot welder detects 
metal type and thickness to set the 
power/tip pressure without technician 
input.  “Just Pull The Trigger and Weld!”

r��.FBTVSJOH�4PMVUJPOT�m�5IF�$BS�
0�5SPOJD�7JTJPO�9���DPNQVUFSJ[FE�

measuring 
system features 
point-to-point, 
upper body 
measurements, 
VIN code 
scanning for 
most vehicles, 
suspension 
diagnostics and 
data updates 
downloadable 

by internet connection.  Backed by the 
world’s largest vehicle database con-
taining virtually every vehicle on the 
road today.  

r��3BDLT�'SBNF�4USBJHIUFOJOH�
4PMVUJPOT�m�5IF�#FODISBDL��TUSVDUVSBM�
frame system features a machine-milled 
surface with versatility to handle large 
full-frame and uni-body repairs.   The 
2VJDL����GSBNF�CFODI�PGGFST�UIF�BCJM-
ity to anchor on the same platform if 
TUSVDUVSBM�SFQBJST�BSF�OFFEFE���4QFFE��
is our most compact lift-based repair 
system suitable for vehicles with light hit 
damage.

r��)PMEJOH�'JYUVSJOH�4PMVUJPOT�m�5IF�
&70��6OJWFSTBM�"ODIPSJOH�BOE�)PMEJOH�

System works for every vehicle year, 
make, and model so you never have to 
pay fixture rental costs.   Meet factory 
specifications, save money and repair 
each vehicle that enters your shop.

r��&RVJQNFOU�4UPSBHF�4PMVUJPOT�
m�8PSL�4IPQ�4PMVUJPO��PSHBOJ[FT�
your shop with wall and cart storage.  
Enhance shop image, save space and 
time with a consistent location to find 
tools quickly. 

Total repair solutions for today’s 
leading body shops. Become a solu-
tions provider today! Contact your local 
Distributor.

CONTACT INFORMATION:

Car-O-Liner Company

(800) 521-9696 
www.car-o-liner.com

CHEMSPEC USA Paint Systems deliver premium refinish results

ChemSpec USA, Inc. is a division of 
Chemical Specialties Ltd, a global manu-
facturer of premium coatings for the 
automotive, fleet and industrial markets.  
Centrally located in Orrville, Ohio, they 
feature a broad range of brands from 
their METALUX® Premium Automotive 
3FGJOJTI�4ZTUFN
�UP�):%30-69¡�
Waterborne System, and Montana® Big 
Sky® Specialty Refinish products.  

New products from METALUX make 

painting plastic twice as easy

METALUX® introduces two new VOC 
compliant products that when paired 
together, make painting plastic fast and 
easy. Preparing 
the plastic is 
critical to effec-
tive adhesion so 
start with 9331 
METALUX® Plastic 
Prep Solution.  
Designed to aid 
with the adhe-

sion of primer or topcoats over difficult 
bare plastics, simply clean surface with 
METALUX® 9331® Plastic Prep Solution 
and allow to fully dry. 

Next, apply the 1111 Metalux® 
Aerosol Plastic Adhesion Promoter which 
was formulated using the latest resins 
and designed for excellent adhesion to 
automotive plastic, including TPO. Easy 
to apply, when used after 9331 Plastic 
Prep Solution, gives the painter the high-
est level of success.  

World class results every time

Metalux® Automotive Premium 
Refinish range offers a compact set 
of toners with the capability of match-
ing over 140,000 international colors. 
With over 12,000 actual paint swatch 
spray-outs, our color units feature 
the world’s largest color collection of 
TXBUDIFT��.FUBMVY¡�BOE�)ZESPMVY¡�
are supported with the award-winning 
EasiMix Professional® color match-
ing software and backed by the 4LIFE 

lifetime warranty for ultimate peace of 
mind. So, if productivity, profitability 
and value are what you’re looking for, 
isn’t it time to switch to one of our 
great ChemSpec brands?

Get a FREE demo — see for yourself! 

Call 800-328-4892 ext 2356 or email 
sales @chemspecpaint.com and see 
why our paint lines are the best to hit 
the market!

CONTACT INFORMATION:

ChemSpec USA, Inc.

(800) 328-4892 ext. 2536 

www.chemspecpaint.com
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CAR-O-LINER COMPANY www.car-o-liner.com

www.chemspecpaint.comCHEMSPEC USA, INC.
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www.chiefautomotive.comCHIEF AUTOMOTIVE TECHNOLOGIES

Your single source for collision repair equipment and training

:PV�EPO�U�IBWF�UJNF�UP�HP�GSPN�
supplier to supplier to find the 
equipment you need. And with 
Chief Automotive Technologies, you 
don’t have to. Chief is your one stop 
shop for state-of-the-art collision 
repair equipment, data and training 
designed to reduce repair cycle times 
and increase profit.

Need a new pulling system? 
We have you covered. If you want a 

compact, in-bay solution for reversing 
light hits and serving as an all-
purpose workstation, check out the 
&;�-JOFS��&YQSFTT��0S�NBZCF�ZPV�SF�
looking for something that won’t 
choke on the big jobs, like the Titan® 
360. Take on Class 8 trucks, RVs 
BOE�CVTFT�XJUI�UIF�$IBTTJT�-JOFS��
)FBWZ�%VUZ�5SVDLFS��

Looking for computerized 

measuring equipment and spec 

data? Look no further! Chief offers 
the most comprehensive combination 
of computerized frame measuring 
equipment and vehicle specification 
data available. Chief’s laser 
measuring systems measure multiple 
points simultaneously even during 
pulls, so technicians are less likely 
to miss damage or put additional 
damage into the vehicle.

Time to replace your old welder 

with one that can handle “new” 

metals? Elektron welds have been 
tested and proven by more OEMs 

worldwide than anyone else’s, 
providing you with confidence you 
can count on.

Feel like your technicians 

need to refresh their skills? Chief 
University offers a full range of 
comprehensive training classes 
around the country. Classes include 
classroom and hands-on training 
on topics including design based 
repair, computerized measuring and 
structural analysis and repair.

CONTACT INFORMATION:

Chief Automotive 
Technologies

(800) 445-9262

www.chiefautomotive.com

www.chemspecpaint.comMONTANA BIG SKY FINISHES 

As a world-leading manufacturer of auto-
motive aftermarket coatings, ChemSpec 
USA, Inc. is driven to providing proven 
product performance.  A standard of 
uncompromising quality is designed into 
FBDI�GPSNVMB���.POUBOB¡�#*(�4,:¡�JT�B�
family of quality products manufactured 
by ChemSpec USA that features a selec-
tion of undercoats, color, clearcoats, sol-
vents and specialty items to meet a wide 
variety of application needs.   

New Universal 

Matting Base – SP40!

ChemSpec USA, Inc. 
introduces a Universal 
Matting Base as part 
of the Montana® Big 
Sky® Automotive, Fleet 
and Industrial Refinish 
line. SP40 is a post 
additive, VOC compli-
ant Universal Matting 
Base that is easy to mix 
with Montana® clears 

and 2K color systems. 

Conveniently packaged in quart size 
containers, this high quality additive can 
be stirred or shaken and allows you to 
achieve three levels from matte to a silk 
gloss finish.
YOU are never a number to us!

We have been committed to our 
DVTUPNFST�GPS�PWFS�GJGUZ�ZFBST��)PX�
about a paint manufacturer that 
actually knows you and your busi-
ness?  We pride ourselves on estab-
lishing and maintaining close rela-
tionships with our customers.

Our Pledge to you

Our Quality Through Commitment® 
Limited Lifetime Warranty is our pledge 
of guaranteed quality performance.  

Call us at (800) 328-4892 x 2536, and 

let us show you what we can do for you!

CONTACT INFORMATION:

Montana Big Sky Finishes

(800) 328-4892 ext. 2536

www.chemspecpaint.com

Quality products at an affordable price
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www.eagleabrasives.comEAGLE ABRASIVES

The next generation abrasives for today’s paint technology

Eagle Abrasives, Inc offers a wide  
selection of top quality coated abrasive 
products for refinishing in autobody 
repair, woodworking and industrial fields.   

Since its inception in 1930, Kovax 
Corporation has played a leading role in 
the abrasives manufacturing industry. By 
adhering to rigid quality control  
standards and research, Kovax is now 
recognized as one of the most respected 
and reliable specialists in the industry.

As finishing technology continues 

to advance, quality demands in coated 

abrasives are higher than ever before, 

especially in the fine sanding area. 

Besides the longevity and cutting 

speed in sanding products, a uniform 

finish with shallow scratches is  

essential for today’s New Generation 

painting technology. Introducing… 

Super Assilex — DRY

A perfect dry sanding medium that provides 
speed, uniform coverage and an extremely 
shallow sanding pattern. It prevents  

irregular scratches that can be caused by 
non-woven products or the risk of  
over-sanding by standard abrasive sheets.

Tolecut System — Topcoat Touch-up 

system - DRY

The most advanced system for removing 
dust nibs on topcoat finishing. Utilizes 
state of the art Dry Lube technology to 
prevent loading. Speedy and extremely 
uniform fine finish that can be removed 
easily by Buflex or micro finishing  
compounds. Instant scratch monitoring 
is possible thanks to a completely dry 
application. Ideal for Waterborne and 
)JHI�4PMJE�QBJOU�TZTUFNT�

Super Buflex — DRY

An innovative dry sanding and polishing 
system that cuts long buffing time by 50% 
or more and removes topcoat-sanding 
scratches effectively and efficiently. The 
finish left behind by Buflex can be polished 
easier than grit P3000. Buflex has proven 
that compound polishing processes can 
be largely reduced and thus achieve the 
best finish in the shortest time.

CONTACT INFORMATION:

Eagle Abrasives, Inc.

4025 Steve Reynolds Blvd.

Norcross, GA 30093

(888) 683-2453 

www.eagleabrasives.com

www.finishmaster.comFINISHMASTER

It’s Just SMART Business

FinishMaster is the leading independent 
distributor of paint, body, and equip-
ment primarily to the automotive col-
lision repair industry. Our vision is to 
be the leader in creating value in the 
automotive and industrial paint refinish-
ing industry by distributing products, 
services and technology that are recog-
nized by you as key factors in your suc-
cess. At FinishMaster, our customers, 
our people, and the services, resourc-
es, and information we provide are our 
primary focus. 

National Footprint, Hometown Services

Founded with a single outlet in 1968, 
FinishMaster has grown to 168 branch 
locations and three major distribution 
centers in 30 states. FinishMaster employs 
more than 1,400 associates with over 970 
Branch, Contact Center, and Distribution 
Center employees servicing our custom-
ers, as well as 380 Account Managers 
and Technical Reps working directly in the 
body shops. The combined experience of 
our employees enables us to provide you 
with the products and services needed to 

help you grow your busi-
ness. We provide you the 
local hometown service 
with the support of a 
national footprint. 

More than just a 

Distributor

Our commitment to top 
customer service starts 
with delivering the right 
products to you, at 

the right time, every time. Our customer 
service extends to providing you with the 
latest products, driving process improve-
ment, inventory management, and tech-
nical support wherever needed through 
our team of local representatives.  

FinishMaster offers both national name 
brand products and an exclusive line of 
SMART products. Visit www.finishmas-
ter.com for more information. 

CONTACT INFORMATION:

FinishMaster

(800) 933-2133 

www.finishmaster.com
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www.goffscurtainwalls.com/abrnGOFF’S ENTERPRISES, INC.

Helping companies maximize space while increasing productivity and safety

Goff’s has been manufacturing Curtain 
Walls for the collision repair industry for 
over 25 years! We’re dedicated to helping 
companies maximize space and increase 
productivity while creating a safer work 
environment. 

Goff’s Curtain Walls

At nearly 1/3 the cost of a permanent wall, 
Goff’s Curtain Walls are ideal for a wide 
variety of uses including: confining contami-
nants such as dust, paint & primer over-
spray, grinding sparks, and water/chemical 
mist, as well as controlling heat and cold 
loss; reducing energy costs. Goff’s Curtains 
meet NFPA-701 and California State Fire 
Marshall standards for fire resistance. They 
are water repellent, mildew and rot resistant 

and resis-
tant to most 
chemicals. 
Curtains 
are shipped 
ready to 
install, com-

plete with a galva-
nized steel track 
and roller system.

Goff’s Welding 

Products

Goff’s welding products are designed to 
withstand the harshest shop environments! 

Goff’s Welding Curtains create a 
retractable barrier that contains weld-
ing fumes and contaminants, and block 
100% UV Light. Goff’s Weld Tough 
Screens also block 100% UV light and 
are constructed with a very strong, 
lightweight, extruded aluminum frame 
providing a stable barrier to protect 
against arc welding, grinding sparks 
and more. Goff’s lightweight and flexible 
Weld Blankets are designed to be draped 
over materials and equipment to provide 
protection from welding and grinding 
sparks, and molten and hot debris.

Other Products

0UIFS�QSPEVDUT�JODMVEF�)JHI�

Performance Vinyl & Mesh Roll-up 
Doors, Manual Bug Blocking Doors, 
Strip Doors, Sound Control Curtains 
& Screens, Privacy Screens, Climate 
Curtains, and more. 

All of Goff’s products are custom 
made for each application!

For more information or to get a 
quote, go to www.goffscurtainwalls.com/
abrn or call us at 800-606-7730.

CONTACT INFORMATION:

Goff’s Enterprises, Inc.

(800) 606-7730 

www.goffscurtainwalls.com/abrn

www.theinductor.comINDUCTION INNOVATIONS

The INDUCTOR drives down cycle time with invisible heat

The INDUCTOR® product line by 
Induction Innovations removes glass, 
trim, vinyl graphics, self-leveling 
seam sealers, cures or de-bonds 
adhesives on metal and releases all 
types of miscellaneous hardware and 
mechanical components from corro-
sion or thread lock compounds using 
*OWJTJCMF�)FBU¡�	)JHI�'SFRVFODZ�
Magnetic Fields)! Drastically reduces 
cycle times while minimizing the 
need for expensive consumables 
and flammable toxic solvents while 
salvaging parts normally discarded 
in the repair process.

Tool pays for itself in just 3 jobs!

Customers tell us our tools are NOT like 
the others. They use them every single 
week. Even simple tasks like removing a 
seam sealer can save you big labor time. 
As one customer who had used anoth-
er’s induction heat tool tells us, “We at 
IMPLEX love our Inductor and cannot 
live without it! It is rare to find a tool that 
really SIMPLIFIES work and cuts time…
0O�KVTU�POF�KPC�XF�EP�FWFSZ�XFFL�
�
book pays 5.5 hours to replace. With our 
Inductor, we get it done in 1.0 – SAVING 
����IPVST�&"$)�+0#�m�PVS�130�."9��
QBJE�GPS�JUTFMG�JO�KVTU�5)3&&�KPCT�u�TBZT��
Julio Piazza, President.  

Choices to suit your way 

of working!

With a model for every budget, the 
*/%6$503�130�."9��PGGFST�#FTU�
Warranty and the most applica-
UJPOT
�UIF�*/%6$503�."9��JT�CFTU�
for portability and affordability, the 
GLASS BLASTER® KIT is ideal for 

encapsulated glass and spray-on bed 
liner removal. 

Reduce labor, expensive consum-
ables and salvage parts! 

CONTACT INFORMATION:

Induction Innovations

1175 Jansen Farm Court

Elgin, IL 60123

(877) 688-9633 

www.theinductor.com
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DEPO brings you a seamless part installation experience

When it comes to replacement auto lamps, 
there is no better alternative than DEPO. 
With 4 decades of experience and knowl-
edge in manufacturing, you can count on 
DEPO to provide the automotive replace-
ment parts with the best quality and the 
most value. We know how seamless part 
installation experience can save you time 
and increase your ROI, and we make every 
effort to further enhance our product quality 
and service.

Vehicle test fit

We started incorporating a self-imposed 
Vehicle Test Fit (VTF) in the product 
development process more than ten years 
ago. Over 90% of DEPO lamps and mir-
rors go through the VTF process by DEPO 

engineers with years of experience in 
manufacturing. With measurements, the 
necessary adjustments are made on the 
tooling and the process is repeated until 
the product prototype meets or exceeds 
OE fitment and function.  

Third party certification

All DEPO products comply with SAE/
DOT regulations. To further show our 
commitment to quality, we are the 
leader in CAPA certified lamps with the 
largest part numbers available, and 
DEPO was the first company to receive 
NSF Certification on lamps.

Continuous improvement

A major component of our continuous 
improvement process is requesting that 
all defective products be returned at our 
expense for individual inspection. This 
enables our QA team and Engineers to 
quickly identify the root cause of any qual-
ity issues and correct it. DEPO/Maxzone 
offers OE replacement lamps, performance 
lamps, mirrors, blowers, radiators, cooling 
fans, door handles, and window regulators. 
Please contact your local distributor for 
more information.

CONTACT INFORMATION:

DEPO/Maxzone Auto Parts 
Corp.

(909)822-3288 
www.maxzone.com
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Providing unparalleled breadth of tech-
nology, connectivity and information 
solutions to the Property & Casualty 
claims and Collision Repair industries, 
Mitchell is uniquely able to simplify and 
accelerate the claims management and 
collision repair processes.  

As a leading provider of Property & 
Casualty claims technology solutions, 
Mitchell processes over 50 million trans-
actions annually for over 300 insurance 
companies/claims payers and over 
30,000 collision repair facilities through-
out North America. Founded in 1946, 
Mitchell is headquartered in San Diego, 
California, and has 1,700 employees. 

Workflow solutions 

for shops of every 

size

Mitchell is a full-line 
provider of informa-
tion and workflow 
solutions to fit shops 
PG�FWFSZ�TJ[F�
�FODPNQBTTJOH�BMM�PG�UIF�
critical components of your collision enter-
prise. Our comprehensive suite of repair 
solutions provides you with the essential 
tools you need to run your shop more prof-
JUBCMZ�BOE�FGGFDUJWFMZ�
�ESJWJOH�EPXO�DPTUT
�
reducing cycle times and producing even 
NPSF�TBUJTGJFE�DVTUPNFST�
�FTQFDJBMMZ�JO�
today’s increasingly competitive  
environment.

.JUDIFMM�3FQBJS$FOUFS��JT�UIF�JOEVTUSZ�T�
first shop Workspace, combining business 
management, repair management and 
customer experience management into 
one leading-edge solution. RepairCenter 
is built on the strength of Mitchell’s 
market-leading business management 
systems and customer satisfaction ser-

vices functionality. Designed for shops 
of all sizes, RepairCenter’s flexibility and 
open architecture allows shops to use the 
solution as is or to customize it to meet 
their unique needs. To learn more about 
RepairCenter and Mitchell’s other solu-
tions for collision repair facilities, go to  
http://repaircenter.mitchell.com.  
RepairCenter and Mitchell’s other solutions 
for collision repair facilities.

www.maxzone.comDEPO/MAXZONE AUTO PARTS CORP.

www.mitchell.comMITCHELL INTERNATIONAL

Mitchell empowers clients to achieve measurably better outcomes

CONTACT INFORMATION:

Mitchell International

(800) 238-9111 

www.mitchell.com
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www.martinsenour-autopaint.comMARTIN SENOUR AUTOMOTIVE FINISHES

www.ppgrefinish.comPPG AUTOMOTIVE REFINISH

Bringing innovation to the surface

Under its guiding mission to continue to 
be the world leader in coatings, PPG has 
served the automotive refinish community 
for over 86 years, with a complete range of 
products, services and expertise. Today, 
PPG continues to play an indispensible role 
in serving collision centers worldwide.

Technology, Training and Color Support

PPG offers a results-driven portfolio of 
refinish technologies to help customers 
meet high expectations for color matching 
accuracy and throughput performance. As 
the industry moves forward with  
environmentally progressive refinish  

systems, PPG’s innovative waterborne  
technology leads the way. Its 
AQUABASE® Plus and ENVIROBASE® 
High Performance brands, featuring  
anti-settle toners, have become the 
systems of choice for over 9,000 shops 
across North America, and some 28,000 
users worldwide. 

Technician training and collision center 
operational improvement are also important 
components of their mission. Last year PPG 
trained 13,000 painters in the latest  
application techniques and coatings  
technology. The PPG MVP Business 
Solutions team has educated thousands of 
owners and managers on how to effectively 
increase their shop productivity and  
profitability, and leads the way in the  
practical application of Lean Six Sigma for 
collision repair. 

To ensure accurate color matching 
across all product lines, the PPG color 
network manages a color documentation 
program spanning four continents. Each 
year over 40,000 entries are added to their 

database that already contains more than 
2,000,000 prime and variant formulas. 
Supporting its robust color database, PPG 
is continually advancing its paint  
management and color tools, such as the 
comprehensive PAINTMANAGER® software. 

Investing in Tomorrow

With performance coatings as its core 
business, PPG is committed to  
ongoing investment in coatings research 
and development to ensure the  
long-term success of its refinish  
partners. 

CONTACT INFORMATION:

PPG Automotive Refinish

(800) 647-6050 
www.ppgrefinish.com

Martin Senour: The single source for all of your automotive refinish needs

In 1928, The Martin Senour Company 
became the exclusive supplier of 
Automotive Refinish Products to the 
National Automotive Parts Association 
(NAPA). The Martin Senour Company 
provides a complete line of advanced 
technology paint and coatings systems 
for automotive refinishing, fleet refinishing, 
industrial and manufacturing customers. 

Distribution

- 6,100+ NAPA AUTO PARTS Stores 
nationwide
- 64 strategically located distribution 
centers serving all 50 states
- Over 422,000 quality parts and acces-
sories for automotive and industrial 
applications — the most extensive inven-
tory in the industry
Paint store in a parts store

- Your trusted 
parts store is now 
your trusted paint 
store
- Parts + Paint = 
NAPA

- NAPA is your single source for ALL your 
automotive needs

Products

- Vortex®; a waterborne basecoat sys-
tem that is easy-to-apply, fast-drying 
and uses a proprietary waterborne resin 
designed to behave and perform like the 
solvent borne systems of today.
- The Tec/BASE®;  designed towards 
shops that want the highest perfor-
mance, color match, and productivity
-PRO//BASE™; a quality, solvent-based 
refinish system designed for medium 
volume collision repairers and is National 
Rule & 3.5 VOC emissions compliant

Services & Programs

-  Ecolean Suite of collision services 
& training; Designed to help shops take 
advantage of two powerful disciplines – 
Productivity & Profitability 

-  Express Scratch Repair; Designed 
to help shops capitalize on an over-
looked market segment (small damage 
repair) and generate a new revenue 
stream.

-  Collision Repair Design Service 
(CRDS); Assists collision facilities in 
achieving the ultimate in workflow effi-
ciency and space utilization.

-  Best Demonstrated Practices (BDP); 
Step-by-step instructions and video 
demos designed to show you the ideal 
way to use Martin Senour products 

-  NAPA AutoCare Collision Center 
Program; you can take advantage of the 
many benefits of this partnership and 
build a successful repair business

NAPA and Martin Senour. 

CONTACT INFORMATION:

Martin Senour Automotive 
Finishes

www.martinsenour-autopaint.com
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Serious color. Smart business.

“The changeover to Pro-Spray H2O 

has trimmed our cycle times and the 

finished product is impressive. We ran 

some tests and timed the process…

we’re saving 10% time-wise on every 

paint job and 40% on materials.” 

– A-Shop, Iowa

A new breed of paint company

In today’s economy, there’s no room for 
waste. Pro-Spray understands this new 
rule of business because we’ve been 
abiding by it all along. We’re lean. Agile. 
Driven. Customer focused. And always 
believe that quality, technology and per-
formance shouldn’t break the bank. 

A complete, efficient and profitable 

system 

Pro-Spray offers a complete line of 
European technology surface prep 
products, plastic repair products, 
undercoats, sealers, single stage, sol-
ventborne and waterborne basecoats, 
clearcoats, universal activators and 

thinners, low VOC coatings and color 
tools, all at a savings of up to 40% off 
the major paint brands.

Exceeding waterborne expectations 

1BJOUFST�UIBU�VTF�1SP�4QSBZ¡�)�0�

say the color match and performance 

exceeds their expectations. Our pre-

mium system of 70 shake-and-pour 

toners provide quick coverage, amaz-

ing blending, fast dry times, superior 

metallic control and extensive import 

and domestic color formulas. 

Color support 

In the world of collision repair, color 

is critical. And Pro-Spray has the 

tools to make your shop more effi-

DJFOU��5IF�/BWJHBUPS��1SFDJTJPO�

Color Selection System features over 

5,200 actual color spray outs and 

UIF�1BJOU�9QFSU��$PMPS�.BOBHFNFOU�

Software delivers formulas, reports, 

inventory management and more.

Test drive and learn

Pro-Spray’s Global Technical Training 
Center boasts 4,500 square feet of inte-
grated hands-on training; training class-
es are free of charge to our customers.

Seeing is believing.

CONTACT INFORMATION:

PRO-SPRAY®
Automotive FInishes

(800) 776-0933

www.ProSprayFinishes.com

www.NavigatorColor.com

www.ProSprayH2O.com

facebook.com/prospray

www.youtube.com/

prosprayautofi nishes
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www.prosprayfi nishes.comPRO-SPRAY AUTOMOTIVE FINISHES

www.prospot.comPRO SPOT

Quality Welding Product

Pro Spot 
International, 
Inc., which 
began in 1989, 
manufactures 
resistance 
spot weld-
ing equipment 
specializing in 
applications 
for the collision 
SFQBJS�JOEVTUSZ��1SP�4QPU�)FBERVBSUFST�
recently moved to Carlsbad, California, 
with a European division in Eskilstuna, 
Sweeden to better accommodate our 
worldwide distribution. The new Pro 
Spot facility in Carlsbad, California 
is about 50,000 sq. ft, over twice 
the size of our previous location in 
Oceanside. This gives Pro Spot more 
room to expand our production area, 
machine shop, fabrication area, house 
our automated powder coating system 
and expand our Sales and Service 
Training facility.

Pro Spot 

Training and 

Service

Pro Spot pro-
vides on-going 
training to all 
of our distribu-
tors and their technicians. Therefore, 
all owners of Pro Spot products receive 
complete training first hand. Pro Spot 
has two/ ASE certified training programs 
that also are I-CAR alliance approved. 
Pro Spot also have a fully equipped 
training facility in the new building for 
groups to come in and train on any 
and all products. Pro Spot also offers 
My.prospot.com which has interactive 
training courses for shops and techni-
cians to access online.

New Products

Pro Spot is always working on new 
products and to make their existing 
products better. In the last year, Pro Spot 
has introduced 8 new products such as 

/JUSPHFO�1MBTUJD�8FMEFS
�)ZCSJE�4QPU�
8FMEFS
�4NBSU�.JH�8FMEHFS
�)PU�4UBQMF�
Welder, Aluminum Weld Station with 
Pulse Mig, Inverter Plasma Cutters, and 
of course the new i5 Smart Spot Welder 
with auto Weld.

CONTACT INFORMATION:

Pro Spot International, Inc. 

5932 Sea Otter Place

Carlsbad, CA 92010

(760) 407-1414

(877) PRO SPOT (US only)

Fax: (760) 407-1421

info@prospot.com

www.prospot.com
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www.rblproducts.comRBL PRODUCTS

Bringing one-of-a-kind products to the market

RBL Products takes pride in bring-
ing “one of a kind” products to the 
aftermarket. “We will only offer our 

customers something that they 
have never seen or used before,” 
stated Ron Lipson, RBL president. 
By sticking with this philosophy, our 
customers become very enthusias-
tic when we announce a new prod-
uct is being offered.  

2013 is a special year for RBL 
Products. Never in the history of 
the company (started in 1991) have 
we launched 8 products. At SEMA, 
RBL launched the Soda Blaster, 
)JHIMJUFS�8JQF
�3FTUPSBUJPO�1MVT�BOE�
Super Sponge.

RBL is especially excited launch-
ing in mid-year the water-based 
foaming Pre-Cleaning System. 
Lipson stated, “the Pre-Cleaning 
System is a first for RBL. We have 
never offered a complete system 
before.”

What makes this a unique indus-
try game changer is the foamer. 
Never have chemicals been applied 
via foam. The foam is applied 

using a handheld foamer. The only 
method to date has been liquid. In 
addition, the Pre-Cleaning wax and 
grease remover is zero VOC and 
contains no alcohol.

Lipson stated, “how do we know 
it works?” It passes one of the most 
difficult tests. We apply a grease 
pencil to a painted surface, after 
foaming the area, you just wipe it 
clean effortlessly.

Our goal is to continue launching 
foam-based products. The next one 
we are working on is a detail foam 
that will clean off rubbing com-
pound and wax the painted surface.

CONTACT INFORMATION:

RBL Products, Inc.

(800) 584-8111 

www.rblproducts.com

www.rometech.comROME TECHNOLOGIES, INC.

Rome Advanced Process Management — See a 30-50% increase in 

efficiency and an 8-12% increase in net profit for your body shop

Your solution for running the very best 

body shop

Rome Management software allows you 
to realize the full potential of a process-
driven, factory-based solution in your 
dealership or independent collision cen-
ter. Rome distinguishes itself from the 
competition by offering more than just 
collision management software, including 
business consultation, on-going educa-

tion and training, outstanding technical 
product support and continuous product 
development. As a result, Rome prom-
ises shops will see a 30-50% increase in 
efficiency and an 8-12% increase in net 
profit. 

Why Rome?

Fast and user-friendly, Rome is wire-
less, paperless and accessible from 
anywhere. Rome integrates with all major 
estimating and accounting systems to 
ensure your body shop operates as 
efficiently as possible. Rome’s develop-
ment department continues to program 
new features based on user feedback 
to implement state of the art technology 
such as Easy Check-In at the car using 
an iPad and much more. 

No contract required

Our business model recognizes “deliver-
ing what you sell and standing behind it” 

is the keystone to good business.
Call or visit us online to learn why 

so many body shops are improving 
efficiency, raising their bottom line, and 
expanding their operations using Rome 
Management as their model for success. 
Let Rome help you and your business 
maximize potential and reach goals.

CONTACT INFORMATION:

Rome Technologies, Inc.

(800) 373-ROME 

www.rometech.com
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Best in quality, service and dependability

Dan-Am Company is the Exclusive 
Independent Importer and Distributor for 
4"5"�(NC)�QSPEVDUT�JO�UIF�64"�BOE�
Puerto Rico.  Dan-Am Company also 
sells its own brand of Dan-Am Co prod-
ucts such as the Dan Am Air aluminum 
piping system (DAA), and the DAA Vac.  

The company has been importing 
SATA products since the early 1980’s.  
Today the SATA line includes much of 
what is needed in the Auto Refinish , 
Architectural, Wood Coatings, Fleet, 
Manufacturing  and Art industry painting 
segments. SATA provides spray guns for 
BMM�NBSLFU�TFHNFOUT���5IJT�JODMVEFT�)7-1�
and RP or compliant technologies, air 
assisted and airless items, and robotic 

and automatic guns 
for fleet and indus-
trial manufacturing 
markets too. All the 
needed accessories 
from cleaning tools 
and kits, disposable 
RPS cups and parts 

and components are all readily available 
through the Dan-Am Company’s network 
of authorized distributors.

Beyond spray equipment, Dan-Am 
Co. also offers from SATA a complete 
range of high CFM air filtration units that 
PGGFS�iCSFBUIJOH�RVBMJUZu�BJS�GPS�/*04)�
approved hoods, and this same filtration 
system offers this same clean quality air 
for painting with today’s waterborne and 
high solids low VOC products. These 
filters together with the DAA aluminum 
piping system offer the shops a leak-free, 
high CFM system that is clean and sim-
ple to plumb by professionals, or a do-
it-yourselfer. A complete range of SATA 
IJHI�GMPX�)7-1�GJUUJOHT�BOE�DPVQMFST�BMTP�
complete the line.

Dan-Am Company and its represen-
tatives offer a series of classes across 
the country.  We have trained thousands 
PG�QBJOUFST�PO�UIF�3VMF�����)�DMBTTFT
�
and are now approved to offer 3 I-Car 
classes as well.  These classes can be 
done in a facility near you, or in Dan-

Am Company’s own training center.  
Our classes are there to improve your 
efficiency, show latest in paint trends, 
and offer a complete cleaning and main-
tenance class to help keep your spray 
guns in perfect working order.

:PV�DBO�MFBSO�NPSF�BCPVU�UIF�4"5"�
and Dan-Am Company products we offer 
at our website, which is www.satausa.
DPN��PO�PVS�:PV5VCF�DIBOOFM�XXX�
youtube.com/SATAbyDanAmCo; at our 
Facebook page www.Facebook.com/
SATAUSA. More information on the DAA 
aluminum 
piping can be found 
also at
www.danamair.com.

CONTACT INFORMATION:

SATA

(800) 533-8016

www.satausa.com

www.satausa.comSATA 

High-performance coatings, products serve variety of customers

Providing high-performance auto-
motive, fleet and aerospace coat-
ings, along with associated prod-
ucts, Sherwin-Williams Automotive 
Finishes (SWAF) serves a variety of 
customers.  These include automo-
tive collision repair facilities, dealer-
ships, fleet owners and refinishers, 
production shops, auto body build-
ers, jobber distributors, aviation 
MRO facilities, and original equip-
ment manufacturers. 

A total commitment to excel-
lence in technology, products and 
process-driven solutions provide a 
competitive advantage for its results-
based customers. They also benefit 
from company owned stores which 
provide product delivery and direct 
technical assistance.  Some of the 
brand’s leading products and ser-
vices include: 

r��"89�1FSGPSNBODF�1MVT��
Waterborne Basecoat/Clearcoat 
System - the industry’s cutting-edge 

waterborne basecoat that provides 
compliance without complication

r��5IF�SFWPMVUJPOBSZ�OFX�)1�
1SPDFTT��3FGJOJTI�4ZTUFN�XJUI�"JS�
Dry technology that removes the 
need for baking to achieve a fast 
cure time (now as short as 15-min-
utes) 

r��-FBO�4UPDL��JOWFOUPSZ�NBO�
agement system that improves 
product availability, performance, 
maximizes materials and increases 
manpower profitability

r��1MBOFU�$PMPS¡
�B�DPNQMFUF�
line of premium custom automotive 
paints and additives, now available in 
the Barrett-Jackson® Collector Color 
Series and Planet Color® Barrett-
Jackson® Restoration System

r��/FX�TIPQ�SFWFOVF�PQQPSUV�
nities with the  Express Scratch 
3FQBJS��QSPHSBN

r��&DP-FBO��DPMMJTJPO�TFSWJDFT�UP�DSFBUF�
increased productivity and profitability by 
developing lean collision shop processes

r��5IF�"�1MVT��/FUXPSL���UIF�
leading value-added program that 
combines comprehensive business 
solutions to help shop owners and 
managers 

For more information visit www.
sherwin-automotive.com or call 
1-800-SWULTRA (1-800-798-5872).

CONTACT INFORMATION:

Sherwin-Williams 
Automotive Finishes

(800) 798-5872
www.sherwin-automotive.com

www.sherwin-automotive.comSHERWIN-WILLIAMS AUTOMOTIVE FINISHES 
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www.shop-pro.comSHOP-PRO EQUIPMENT, INC.

Certifi ed EPA 6H compliant portable booth

Productivity

For 20 years the Mobile Work Station® 
has provided increased capacity, pro-
ductivity, and flexibility while helping to 
maximize workspace usage efficiency.  
This complete portable booth from 

Shop-Pro Equipment can handle off-
car parts and on-car panel prep and 
refinishing, adding capacity to end the 
paint booth bottleneck and reduce cycle 
times, without breaking your budget.

Mobility

The units patented recirculation design 
BMMPXT�ZPV�UP�NFFU�&1"��)�SFRVJSFNFOUT�
anywhere in your shop, while needing 
only 3 feet of aisle space for movement.  
Whether it’s reducing car shuffling, pro-
viding additional capacity for cut-ins, 
or providing a clean, enclosed area for 
working on core supports while a vehicle 
is on the frame rack, the Mobile Work 
Station® works where the work is!

Enclosure

The attached enclosure system moves 
with the unit. This proprietary design 
uses 100 percent clear fire retardant 
curtains, providing a portable enclo-
sure for confining dust, odors, and 
overspray.

Savings

Running on a standard 115V outlet, the 
unit can provide significant savings in 
energy costs by using your existing 
heated/cooled air.  There are no building/
ventilation modifications or dedicated 
shop space required.  The Mobile Work 
Station® saves time, saves space, and 
saves money.

CONTACT INFORMATION:

Shop-Pro Equipment, Inc.

(800) 242-6870

www.shop-pro.com

www.spanesi.comSPANESI

Spanesi succeeds with a continued focus on the technician

Spanesi has a long and rich his-
tory of being at the forefront 
of innovation in the automotive 
repair industry.    

Founded in 1989 by Orazio 
Spanesi, the company has 
become synonymous with con-
stant growth and improvement. 
Raised with an innate vocation 
for cars and mechanics, Orazio 
Spanesi opened a body shop in 
Italy in 1969 after beginning his 
career as a panel beater. Driven 
to continue learning the industry, 
he began travelling around Italy 
BOE�UIF�XPSME��)F�DBNF�UP�SFBM�
ize the inadequacy of repair sys-
tems, and founded his own com-
pany to fill the void in the repair 
industry. Thanks to astute techni-
cal insights, Orazio Spanesi suc-
ceeded in developing a range of 
products that revolutionized the 
market and brought the brand 
success.

Today, Spanesi is a leading 
international producer of automo-
tive repair equipment and con-
tinues to manufacture the most 
effective solutions to enable 
body shop technicians to per-
form repairs to a high standard 
of excellence. Spanesi’s prod-
uct lines include: Straightening 
Benches, Minibenches, Touch 
Electronic Systems, Vacuum 
Systems, Welding Machines, 
Infrared Lamps, Lifts, Painting 
Tools, Spray Booth Equipment, 
and Manual, Pneumatic, Electric, 
BOE�)ZESBVMJD�5PPMT�

Spanesi’s dedication to supe-
rior products starts with research 
and development to continually 
improve the quality and tech-
nology need for vehicle repair. 
Being on the customer’s side is 
not just a slogan for Spanesi, but 
a fact of daily life. The satisfac-
tion of all the technicians around 

the world who use these prod-
ucts everyday is testament to 
Spanesi’s higher levels of quality, 
competitiveness, and profes-
sional expertise.

There are no secrets behind 
Spanesi success, just one rule 
behind every choice: be a techni-
cian, think like a technician, and 
gear your products to technicians. 
Equipment designed by techni-
cians for use by technicians.

CONTACT INFORMATION:

Spanesi

(224) SPANESI (772-6374)

(877) 301-0224

www.spanesi.com
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www.spraytech.comSPRAY-TECH

Spray-Tech/Junair — Excellence in innovation for over 19 years

Spray-Tech designs and manufactures 
the highest quality spray booths, bake 
ovens, prep stations, paint mixing rooms 
and powder coating equipment in our 
industry. Our equipment is precision built 
and ensures a clean, contaminant-free 
environment. Spray-Tech booths meet or 
FYDFFE�&1"
�04)"�BOE�/'1"�SFRVJSF-
ments. Spray-Tech employs a team of 
accredited designers trained on the 
latest manufacturing software and lean 
manufacturing processes. Additionally, 
Spray-Tech offers: 

Lo NOx Burners

Spray-Tech, Mercury and Junair heaters 
are certified to comply with SCAQMD 
Rule 1147 and meet the current chang-
ing emission requirements to reduce the 
overall carbon footprint.  

The SMART PREP from Spray-Tech

5IF�4."35�13&1��JT�BO�PVUTUBOE-
ing environment for refinishing parts, 
products or vehicle subassemblies. The 
Smart Prep comes with a full roof, cur-
tains or walls and is ventilated so air is 
ESBXO�JOUP�UIF�CPPUI
�NFFUJOH�/&4)"1�
�)�BT�XFMM�BT�PUIFS�MPDBM�DPEF�SFRVJSF-
ments. It includes heated make up air 
and an integrated paint mixing room.

Waterborne solutions

The QADs System can creates a “con-
vection oven” atmosphere, equalizing 
the temperature throughout the entire 

booth, which provides consistent metal 
temperatures for an optimal waterborne 
refinish environment. QADs feature the 
patented Intake Plenum Air Acquisition 
System, drawing heated filtered air into 
the booth, ensuring clean air during the 
paint drying process.   

Spray-Tech: Excellence in innovation-

Spray-Tech is committed to delivering 
world-class spray enclosures through 
innovation and quality design and  
construction.

CONTACT INFORMATION:

Spray-Tech

(800) 535-8196 

www.spraytech.com

www.singlesourceis.comSINGLE SOURCE INDUSTRIAL SOLUTIONS

SSIS — Delivering product and profitability to the collision repair industry

Who is SSIS?

We are a world-class contracting firm 
dedicated to powering America’s drive 
for faster, more profitable production. 
Since 2010, we have been partner-
ing with major manufacturers to help 
assemble, sort and distribute key com-
ponents of a diverse range of brands. 
Our work has added precision and reli-
ability to automotive parts, occupational 
safety equipment and commercial grade 
machinery.

Why does SSIS matter?

In 2013, we entered an agreement with 
sia Abrasives to become their exclusive 

distributor for the Southeast. This means 
that sia’s entire line of automotive after-
market abrasives is available to partner-
ing jobbers throughout North Carolina, 
South Carolina, Georgia and Florida. 
Further, because we have built a strong 
reputation for quality, we can assure our 
wholesalers, MSOs and independent col-
lision repair shops that they can depend 
on us to deliver a premium product at a 
consistently economical price. It is a win-
XJO�JO�UIF�USVFTU�TFOTF��"OE�GPS�UIF�%*:�
customer, we also offer 1950 siaspeed 
BOE������TJBBJS��u�)PPL�/��-PPQ�%"�
discs in job packs. 

How can SSIS help?

We are here to bridge the gap between 
name-brand quality and affordability. 
And our executive team has over 55 
years of combined hands-on experience 
in collision repair, so you can feel confi-
dent that you will get top-notch profes-
sionalism, knowledgeable tech support 
and unparalleled service. Please visit 

www.singlesourceis.com to learn more 
about partnering with us or locating a 
certified jobber.

CONTACT INFORMATION:

Single Source Industrial 
Solutions

Terrence Houck — Managing Partner

(828) 808-1020 
www.singlesourceis.com
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www.steckmfg.comSTECK MANUFACTURING COMPANY

Unique tool design provides universal hook-up solution

Steck Manufacturing Company has 
released another winning tool for 
towers, body shop technicians, and 
mechanics to safely load disabled for-
eign and some domestic vehicles on roll 
back wreckers and frame racks, without 
causing damage. Vehicle manufactur-
ers design specific tow eyes for each 
model car to pull the vehicle down the 
assembly line; it is included with the 
WFIJDMF��)PXFWFS
�FBDI�NBOVGBDUVSFS�
has different diameters ranging from 
½” to 1” and either right or left handed 

threaded ends. These tow eyes can 
be used by towers and technicians to 
assist the loading of the vehicle but are 

often missing from the 
vehicle, or inaccessible 
when needed.  

I-Bolt is a 2” x 1 ½” 
loop connected to a 7” 
long steel shaft with 
unique gripping teeth that 
lock into the threaded 
holes on the front or rear 
of the vehicle. Insert the 
I-Bolt into the threaded 
hole, ideally behind the nut 

or the back of the hole, engage the grip-
ping teeth by turning the loop clockwise 
(while holding the knurled 1 ¾” knob) 
until the teeth engage behind the nut or 
in the threaded hole. 

I-Bolt is able to fit threaded holes 
having diameters of ½” up to 1 ¼”. This 
unique design provides a universal hook 
up solution for the 200+ vehicles identi-
fied in the Towing and Service Manual 
from AAA.   

Also included is a 6’ x 2” polyester 
safety strap with a  4” looped end to 
wrap around the control arm or sway 
bar and a 3 ½” steel flat snap hook 
that attaches to the I-Bolt to positively 
secure the vehicle.

CONTACT INFORMATION:

Steck Manufacturing 
Company

(937) 222-0062
www.steckmfg.com

www.uschem.comU.S. CHEMICAL & PLASTICS

The collision repair product experts

ISO-CERTIFIED U.S. CHEMICAL 

& PLASTICS OFFERS SHOPS 

EVERYTHING FROM FILLERS 

AND PUTTIES TO 2K SPRAYMAX 

AEROSOLS AND INNOVATIVE ORION 

ABRASIVES.

With over six decades of experience, 

U.S. Chemical & Plastics sets the stan-
dard for high performance body repair, 
refinishing, masking and accessory 
products. Professionals like you depend 
on USC for premium fillers, putties, fiber-
glass repair, masking products, refinish 
coatings, truck bed liners, abrasives, 
aerosols and more. 

Quality is more than a word to us, 
it’s a commitment. Our rigorous quality 
control systems have delivered satisfied 
customers around the globe for over 
half a century and our ISO 9001:2008 
Certification proves our commitment to 
consistent quality, continuous improve-
ment and satisfaction.

We develop new, innovative products 
that help you succeed. And our best-
selling products, like Icing and Duraglas, 
are trusted worldwide. 

Featured products

AU79™ Advanced Lightweight Filler 

XJUI�*/7*4*9��NJDSP�QFSGFDUJOH�TVSGBDF�
technology delivers the best in usability, 
sanding and results.  See why shops call 
this, “the best filler I’ve ever used!”
ORION™ Advanced Film Technology by 
USC Abrasives – The Next Generation 
in Film Abrasives. This premium bright-
orange film, with the most advanced 
backing, grit, resin and engineering, has 
been proven to outperform competitive 

film by up to 20%. 
ORION Patented 

SynWave™ 

Technology Discs 
simultaneously sands 
flat and curved sur-
faces without gouging 
– reducing finish sanding by as much as 
50%.
DEFENDER®-PRO Epoxy Truck Bed 

Liner with Kevlar® delivers adhesion, 
durability, chemical resistance, tough-
ness and maximum fade protection with 
easy shake and spray technology.

CONTACT INFORMATION:

U.S. Chemical & Plastics

600 Nova Drive SE

Massillon, OH 44646

(800) 321-0672

www.uschem.com

www.YouTube.com/USCAutomotive
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Wedge Clamp Systems...It’s all about reducing cycle time!

The Wedge Clamp system’s ability to 
perform all major autobody functions of 
anchoring, measuring and pulling while 
taking up very little space on the shop 
floor addresses the need to cut cycle 
times. Our product lineup – already world 
renowned for advanced ergonomics, 
industrial design and engineering qual-
ity – gets better all the time. Our latest 
BEEJUJPO
�UIF�BEWBODFE�OFX�/JUSP)FBU�
system, is destined to revolutionize spray 
painting costs and cycle times. 

NitroHeat – Paint time savings up to 20%!

)PX�EPFT�TBWJOH�IBMG�BO�IPVS�QFS�DZDMF�
UJNF�QFS�DBS�TPVOE�UP�ZPV �)FSF�JT�XIBU�

Manager, Tom Cantafio, of 
Craftsman Collision, says 
BCPVU�/JUSP)FBU��“After our 

first year with the NitroHeat 

system, we’ve saved 24% on 

the cost of paint because of 

the reduced overspray. Our 

cycle time is also shorter 

by half an hour per car. Our 

painters love it!”

/JUSP)FBU�JT�BO�BGGPSEBCMF
�IJHIMZ�
efficient heated nitrogen system that 
conveniently plugs right into your com-
pressed air system and converts it to 98% 
nitrogen.  Paint atomizes better, lays down 
better and flashes off faster. Shorter tack 
times, faster to dust-free and less waiting 
between coats means measurably more 
efficient throughput – up to 20% faster.

  

EZELift – Small but mighty!

Small, strong, and easy to use, the EZELift 
is engineered to combine amazing strength 
and speed into a compact, retractable 
package.  This smart design boasts the 

smallest available platform in a scissor 
lift. So it has the versatility you need for 
today’s smaller, short-wheelbase cars, yet 
it’s strong enough to hoist a full size 6000 lb 
pickup truck!   

World renowned for providing tools to 
impact efficiency, Wedge Clamp Systems 
is now saving shops time and money in 
over 27 countries.

CONTACT INFORMATION:

Wedge Clamp Systems

(800) 615-9949

www.wedgeclamp.com
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www.valsparauto.comVALSPAR AUTOMOTIVE

Color. Technology. Trust.

Color

Valspar Automotive takes pride in  
delivering the very best in color–matching 
technology, support and service. Our 
global color labs and tools allow us to 
match any OEM and/or custom color 
needs that you may have. 

Technology

From the lab to the body shop, Valspar is 
on the cutting edge in refinish technology. 
Our product performance, application 
engineering and operational excellence 
make Valspar the partner you need at your 
side as you take your shop to the next level. 

Trust

For over 100 years, automotive  
professionals around the world have 
relied on Valspar’s refinishing products 
to bring new life to an array of surfaces. 
Not only do our coatings deliver  
performance you can depend on, our 
people are always here to provide 
expert service you can trust.

Valspar Automotive Refinish 

Solutions  

 

De Beer Refinish

Where value meets technology. 
De Beer Refinish supplies high-quality 
color mixing systems, ranging from VOC-
compliant waterbase and high-solid  
systems to conventional basecoat and 
2K acrylate systems.

Through a careful choice of pigments, 
we are able to achieve optimum color 
fidelity with fewer mixing colors than 
other comparable systems.

Valspar Refinish

A versatile, compact intermix system, the 
Valspar Refinish line offers high-quality, 
solvent-based solutions for your  
refinish needs. With a premium Low VOC 
solution (LV Series) – in addition to our 
easy-to-apply primers and clearcoats that 
set industry standards – Valspar Refinish 
is a solid choice for the body shop that 
values performance.

CONTACT INFORMATION:

Valspar Automotive 
North America

P.O. Box 1461
Minneapolis, MN 55440-1461 USA

(800) 845-2500 
www.valsparauto.com

www.wedgeclamp.comWEDGE CLAMP SYSTEMS
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from MOTOR GUARD

MADE IN THE 
U.S.A.

NewNew

MS-2500
PLASTIC REPAIR SYSTEM
MS-2500
PLASTIC REPAIR SYSTEM
MS-2500
PLASTIC REPAIR SYSTEM

MOTOR GUARD
800.227.2822      www.motorguard.com

Motor Guard brings an 
American Made Solution 
to automotive plastic 
repair. The new Magna 
Stitcher Plastic Repair 
System is used to make 
permanent structural repairs 
to bumpers,fascias, spoilers, 
panel tabs, headlamp assemblies, 
radiator brackets and all 
thermoplastic parts.

The Magna Stitcher System 
features a powerful work 
light and low power draw for 
Mobile Use with a car inverter.

The MS-2500 includes 100 Pks of (4) stainless steel Magna Stakes 
and features (3) power levels to tackle any repair job.

TM
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     MARKETPLACE

PAINTLESS DENT REPAIR

Want a career in Paintless Dent Repair?Want a career in Paintless Dent Repair?

Inquire @ flexadent.com or call 913-780-4040

Hail Team Services. Partner your body shop with Flexadent. 

We offer:  Over 20 years of experience, highly skilled certified 
technicians, professional support to work the insurance adjusters  

and CAT Teams, and our repairs are backed by our written warranty.

Get trained by the best and jump start your career with Flex-A-Dent.  

We have the highest success rate in the industry.  

Guaranteed results for our body shop customers.

POSIT IONS AVAILABLE

1000 + Automotive jobs Online

www.ACTAutoStaffing.com

800-489-0536

Looking for Collision Personnel?

7,500 + Collision Personnel Resumes Online

looking for a job?

PRODUCTS & SERVICES

PRODUCTS & SERVICES

Paint stripe complete cars or match and repair just 

about any stripe that comes into your shop as easy 

as 1-2-3 with our unique stencil tapes. Just apply 

the stencil, paint over it and peel it off! Leaves the 

cleanest, sharpest line. Available in 56 different styles.

FOR FREE SAMPLES CALL TOLL FREE

1(800) 228-1258

www.f inessepinstr ip ing.com

You! Can do paint pinstriping with the 
Paint Pinstriping Stencil Tape

for the sharpest painted-on stripes

SOF TWARE

For advertising 

opportunities 

please contact:

Keith Havemann

310-857-7634

or e-mail: 

khavemann@advanstar.com

For more information, call Wright’s Media at 877.652.5295 or visit our 

website at www.wrightsmedia.com

Logo Licensing    |    Reprints    |    Eprints    |    Plaques

Leverage branded content from ABRN to create a more powerful and 

sophisticated statement about your product, service, or company in 

your next marketing campaign. Contact Wright’s Media to find out more 

about how we can customize your acknowledgements and recognitions 

to enhance your marketing strategies.

Content Licensing for 

Every Marketing Strategy

Marketing solutions fit for:

t Outdoor

t  Direct Mail

t  Print Advertising

t  Tradeshow/POP Displays

t Social Media

t Radio & Television



BY MIKE ANDERSON  |  shop advocate
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Mike Anderson, a former shop owner, 

currently operates COLLISIONADVICE.COM, a 

training and consulting fi rm. He also acts as 

a facilitator for DuPont Performance Services’ 

Business Council 20-groups.

If you have an business issue or question 

you’d like Mike to address, email him. 

mike@CollisionAdvice.com

ften, I get phone calls from shop owners saying 
something along the lines of, “Hey, Mike, I need 
more work in the shop. Can you help me?"

The first challenge I always pose to them is, 
“What is your closing ratio? Because it won’t do 

your business any good to get more work in the 
shop door if you are not tracking and also maximizing 

your closing ratio.”
Closing ratio, of course, is a measure of what percentage of the 

potential work that comes to your door you’re currently capturing. 
If you write 10 estimates and get six of those jobs, you have a 60 
percent closing ratio.

I was thinking about this concept recently when I talked with a 
friend of mine, Ginger Mumpower, who owns Ginger’s Jewelry 
in Roanoke, Va. I asked her if she tracks her employees’ clos-
ing ratios. I wasn’t at all surprised to learn that she did, but she 
added, “More importantly, we track their turnover.”

Turnover? My first thought was perhaps she was talking about 
when a customer turned over some jewelry and bought more. I 
asked her what she meant.

 “I track how often my salespeople 
turnover a customer to another sales-
person,” she said.

Now I was totally dumbfounded. As 
in most sales jobs, I knew Ginger’s staff 
was paid on commission. Why would 
one salesperson turn a customer over 
to another? And how does tracking that 
help the business?

“Let’s say a customer comes in and 
wants to buy a ring, but you as the 
salesperson don’t feel you’re connect-
ing with that customer and it seems like 
he may leave without buying anything,” 
Ginger explained. “We track how often 
you turn that customer over to another 
salesperson who may be able to con-
nect with the customer in a way you 
weren’t able to, giving us another shot 
at the sale.”

It dawned on me car dealers use this tactic all the time, turn-
ing over non-commital customers to a sales manager who works 
to connect with the customer and close the deal.

So I started to think about how this idea applies to our indus-
try. When my dad and I were the shop owners, we initially could 
interact with every single customer, and our closing ratio was 
great because we were passionate about our business, and that 
came through when we spoke with customers.

But as business continued to grow and eventually expand to 
a second location, we couldn’t possibly reach out to every cus-
tomer. Increasingly, shop owners who used to fix 50 cars a month 
and were able to interact with every customer are now repairing 
200 cars a month, maybe at two locations. They just can’t con-
nect with everyone, as much as they might like to.

That’s where turnover might help. If a customer is getting 
ready to leave without committing to let your shop fix their car, 
your estimator might want to step back and bring you into the 
process.

 “Mike,” the estimator might say, “This is Mr. Smith who owns 
the Volkswagen out front and is thinking about getting it repaired 
here. He’s considering some other shops, but Mr. Smith, I just 
wanted you to meet Mike, the owner here.”

That’s when you can use your passion for your business to win 
Mr. Smith over by offering him a shop tour, talking about your fam-
ily’s long history at the business, etc. This allows you to maintain 
the tie that you enjoy with customers, while focusing it in ways 
that allow you time to work ON (and not just IN) your business.

It might also be effective for an estimator to, at some point, 
turn over a customer to another estimator. “I noticed from your 
bumper stickers, Mr. Smith, that you’re involved with local softball 
leagues, and Joe here plays softball as well.”

Most employees, even those paid on commission, understand 
that this type of turnover is what’s best for the organization. I’m 
going to try to sell you, but if I can’t, I’m going to turn you over to 
someone so the shop will still benefit from the sale, versus you 
leaving and no one getting a commission. 

MAINTAIN A 
POSITIVE SHOP 
'TURNOVER'
Get estimators to work together 
for the sale, not individually for 
the commission.

If a customer  
isn't ready to 

commit to let your 
shop fix their car, 
use your business 
passion to try and 

win them over. 

O

GO ONLINE NOW 
to search thousands of ar ticles, videos & 
resources. You will also find a complete archive 
of the author’s previous ar ticles.
TO GET THE FREE APP: FROM YOUR PHONE’S BROWSER 
GO TO: WWW.SCANLIFE.COM



www.prospot.com

www.prospot.com/products/i5visit for more info.

Made in the USA

Toll Free: 1-877-PRO-SPOT (776-7768)

International: 1 (760) 407-1414

All info Copyright © Pro Spot International, Inc. 2011

7YV�:WV[�0U[LYUH[PVUHS�PZ�WYV\K�[V�
HUUV\UJL�[OL�SH\UJO�VM�P[Z�UL^�:4(9;�
ZWV[�^LSKLY� The i5 measures the thickness of the 
metals automatically using the latest optical technol-
ogy. The i5 then senses the metals to be welded from 
a pre-delivered current to determine the type of 
metal. Based on the thickness and resistance 
feedback information the i5 delivers the correct weld 
power every time regardless of type of metal or 
thickness. (SS�^P[O�[OL�WYLZZ�VM�H�ZPUNSL�I\[[VU�

i5 Smart Resistance 
Spot Welder

The i5’s new graphical user interface delivers the 

same great features of the i4 but with an all new high 

resolution color touch screen and added functionality.

;OL�P��0U]LY[LY�9LZPZ[HUJL�:WV[�>LSKLY�is 
designed to handle the difficult-to-weld materials 
such as boron steels and advanced high 
strength alloys (AHSS). These new metals are 
rapidly becoming the material of choice among 
car manufacturers and our 
technology is ready to 
meet their 
demands.

6,4�HWWYV]LK�I`�TVZ[�
THU\MHJ[\YLYZ�
Over 3,500 Pro Spot i4 OEM 
repair procedure screens 
onboard.

i4 Inverter Resistance
Spot Welder

P� the most popular

resistance spot      

welder in the U.S.

0U[YVK\JPUN�H�UL^
TLTILY�[V�[OL
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THE HEART OF YOUR A/C SYSTEM
NAPA A/C Compressors never miss a beat, because they’re made by the coolest brands in the business: 
DENSO, NAPA Temp, Delphi, and NAPA COLD POWER. So go where they KNOW HOW to keep your 
AC system running smooth, quiet, and healthy. Visit your local NAPA AUTO PARTS Store today.

800-LET-NAPA / NAPAonline.com
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