
www.valsparauto.com

BRING THIS COVER THE VALSPAR AUTOMOTIVE 
BOOTH 23513 AT SEMA AND GET A FREE GIFT!

Follow Valspar Automotive on 
facebook and twitter to find out 
about a chance to meet KC and 

Richard from Gas Monkey Garage
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Certified Equipment For These Valued Manufacturers:

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

Visit us 

at SEMA!

Booth #10639  

The Car-O-Tronic™ Vision X3 electronic measuring system features a 
unique suspension check measuring mode so you can identify bent 
parts before the car goes to the alignment shop.  Diagnose vehicle 
damage at the beginning of the repair to avoid delivery delays at 
the end.

Comprehensive Check for damage to control arms, measure 
strut angles, compare ball joint locations, 
check for wheel setback and compute the 
vehicle thrust angle

Detailed Measurements saved in report format for 
insurance company documentation

Easy to use Wireless – no targets, sensors or lasers; not 
affected by noise, wind, temperature or sun

Will Your Vehicle Align After The Repair?  
    Avoid Delays . . . Find Out Right Away!

Car-O-Soft Vision X3  
Suspension Check Software
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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
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ANALYSIS

MSO SYMPOSIUM 
TO BE HELD DURING NACE 
BY ABRN STAFF

The 3rd annual MSO Symposium will take place Oct. 
16 during ASRW in Las Vegas.

LEGISLATIVE ISSUES

TOTAL LOSS REFORM IN RHODE ISLAND

8 A new Rhode Island state law prevents 
"total loss" designation if a vehicle can 
be restored to pre-accident condi-
tion for less than 75 percent of its fair 
market value.

INSURANCE MATTERS

CFA CHALLENGES INSURANCE RATES

8 A Consumer Federation of America mys-
tery shopper study suggests that those 
consumers who hold college degrees 
may pay less for auto insurance.

8

NEWS ANALYSIS, INSURANCE MAT TERS & LEGISLATION 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
WORKING TO GET PAID QUICKLY

18 Insurance industry research into customer 
satisfaction and retention has shown 
the biggest factor in determining if a 
customer who has had a claim gives 
the insurer a good grade and sticks 
with them at renewal is how quickly that 
insurer shows them the money.

THE LAST DETAIL
BY MIKE ANDERSON
PAINT TIMES: HERE WE GO AGAIN

98 Insurance companies are once again 
pushing shops to accept reductions 
of paint times. A Collision Industry 
Conference committee addressed this 
back in 2006, but it seems to once again 
be an issue. So let us go over what that 
committee's research found.
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SAFELITE SUES TO STOP ANTI-
STEERING LAW IN CONNECTICUT
BY BRIANALBRIGHT | ABRN BLOGGER

Safelite asked for a preliminary injunction to halt enforcement 
of a bill the company claims will require them to promote oth-
er glass repair shops.
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Dustless Engineering

Outdoors

Expanding your shop? Try thinking outside the box... 
Most locations can achieve a perfect flowing production line if they 

just think outside the building. Take a look at an accudraft outdoor 

unit. The possibilities may be endless. Your finishes will be dustless. 

Accudraft is dustless engineering.

2013 

Accudraft TITAN :
TM

- Dual Paint Modes:

  Choose Waterborne 

  or Solvent Mode

- Energy Savings: Uses 

  up to 50% less energy

  than traditional spray 

  booths.

- Textured Vinyl Exterior

  & Complete Gutter 

  System

- Save Valuable Shop

  Space

- Visit Accudraft at

  thinkdustless.com

Think Dustless
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MINDING YOUR BUSINESS

CONTRACT CONTACT
BY JOHN YOSWICK | CONTRIBUTING EDITOR

Spend enough time reviewing DRP agreements to really 
know what you are signing. 
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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.

Visit Axalta in NACE Booth #1125.
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t� Collision Repair
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t� Lighting System
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& Service Equipment
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Stay on top of industry developments with the 
ABRN family of digital media products

Ô FIND MORE 
PRODUCTS ONLINE 

ABRN.COM/PRODUCTS

OCTOBER'S FEATURED VIDEO

ESTIMATE 
PRE-INSPECTION 
ROUTINE 

PRODUCT SPOTLIGHT
METACRYL FC 3.5 VOC 2K Polyurethane Basecoat by 
ChemSpec USA offers quick dry and recoat times combined 
with the activated base for higher durability and adhesion.

BONUS ONLINE CONTENT

PRODUCT FOCUS78

VIDEO SPOTLIGHT

�
 INDUSTRY WILL adjust to technology

The collision industry will adjust to 
emerging technology, as it has always 
done, says Gary Wano, Jr., executive vice 
president of G.W. Wano & Son Auto 
Body at I-CAR Boston in July. 

[URL ABRN.COM/GARYWANO]

SEARCH THOUSANDS OF RESOURCES 
TO HELP YOU WORK SMARTER

VISIT ABRN.COM

BLOG SPOTLIGHT

�
 WHEN REPLACING a trunk fl oor, it may 
be necessary to refi nish the 
underside of the panel; however, this 
operation is not included in CCC One. 
So how do we address this, along 
with weld damage and seam sealer?

[URL ABRN.COM/TRUNKINQUIRY]

�
 WE IN the industry are well aware of 
the tactics used by DRP insurance 
carriers to suck claimants in and 
channel them to their favored, 
underpaid DRP shop, but do our 
policymakers and the public know 
how this goes?

[URL ABRN.COM/DRPGAME]

L ATEST PRODUCTS & EQUIPMENT TO GET THE JOB DONE

abrn

PRODUCTS

ABRN HOW2 
VIDEO GALLERY

80    NitroHeat by 
Wedge Clamp 
Systems is 
a heated 
nitrogen 
system that 
plugs into your 
compressed 
air system to 
convert air to 
98 percent 
nitrogen.



Performance. Reliability. Success.
With our competitively priced replacement parts, you no longer have to settle for anything less than 

Mercedes-Benz quality. But that’s just part of the story. You see, our brake pads, rotors, v-belts and 

spark plugs all carry a 12-month, no mileage-restriction warranty. So our parts are not only a great 

deal. They’re a great value. Since they’re genuine Mercedes-Benz, you can have confidence they’ll 

last, and so will your relationship with your customers. 

 

Contact an authorized Mercedes-Benz dealer or learn more at www.mbwholesaleparts.com. 

 

MSRP excludes state and local taxes and freight if applicable. Prices may vary by dealer. See your authorized 
Mercedes-Benz dealer for additional details or a copy of the Mercedes-Benz parts limited warranty.



SEMA SHOW

SEMA organizers 
accelerate exhibitor, 
buyer engagement
As exhibit space reaches capacity at the Las Vegas 

Convention Center, SEMA Show organizers are 

focused on educating exhibitors and buyers on how 

to get the most out of the annual event taking place 

Tuesday-Friday, Nov. 5-8, 2013, in Las Vegas.

Booked exhibit space is currently 12 percent high-

er than at this time last year, making the 2013 SEMA 

Show on track to include more than 2,400 exhibiting 

companies – the highest in the SEMA Show’s 47-year 

history. As a result, show organizers are shifting away 

from a sales strategy and focusing instead on help-

ing exhibitors and buyers connect with one another 

during the event.

“The trend over the last few years has been 

one of increased industry optimism,” said Peter 

MacGillivray, SEMA VP of events and communica-

tions. More than 130,000 industry professionals typi-

cally attend the SEMA Show, making it the largest 

annual gathering of small businesses in the United 

States. “With a higher number of exhibitors at the 

upcoming show, we’re working closer than ever with 

all showgoers so that they have a successful event.”

Manufacturers and buyers come to the SEMA 

Show to do business. While the association regu-

larly communicates 

BREAKING NEWS

NACE EDUCATION

MSO 

SYMPOSIUM 

TO BE HELD 

DURING NACE

The 3rd annual MSO 

Symposium will take place 

Oct. 16 at the Mandalay 

Bay Convention Center 

in Las Vegas during 

Automotive Service & 

Repair Week (ASRW), Oct. 

17-18.

Attendance to this 

highly sought after event 

will again be limited to 

qualified collision repair 

multiple-location opera-

tors (MSOs) with two or 

more locations. However, 

new this year, the sym-

posium will open 75 seats 

on a first-come, first-serve 

basis to single collision 

repair shop owners inter-

ested in expanding their 

business. Registration is 

open and the fee to attend 

is $250. Group-rate regis-

trations are also available 

for repair organizations 

with multiple executives 

who wish to attend.

Photos: Thinkstock
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THERE’S MORE 

ONLINE:

NEW ASA LEGISLATIVE 

WEBSITE LAUNCHED

ASA has remodeled its legislative 
and regulatory website, www.
TakingTheHill.com, to be more 
informative and user friendly. 

»» ABRN.COM/ASASITE

ASRW APP AVAILABLE

ASRW’s new mobile app, 
sponsored by BASF, is available 
for download, free of charge. 

»» ABRN.COM/ASRWAPP

AMERICAN HONDA LAUNCHES 

NEW PUBLICATION

Honda launched Body Repair 
News, a new collision publication. 

»» ABRN.COM/HONDA

TOPTECHFINDER.COM ADDS 

COLLISION REPAIR JOBS

TopTech Finder expands its job 
board to include collision repair.

»» ABRN.COM/JOBBOARD

CAA URGES COMPLIANCE 

WITH INSURANCE REGS

California Autobody Association 
asks shoppers to report insurer 
violations of new regulations.

»» ABRN.COM/COMPLIANCE

CFA CHALLENGES INSURANCE 

RATES

Consumer Federation of America 
mystery shopper study suggests 
those with college degrees may 
pay less for auto insurance.

»» ABRN.COM/CFASTUDY

TOTAL LOSS REFORM IN 

RHODE ISLAND

New law prevents “total loss” 
designation if vehicles can be 
restored for less than 75 percent 
of their fair market value.

»» ABRN.COM/LOSSBILL
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©2013 WD-40 Company

CHIP FOOSE IS THE AUTHORITY IN HOT 

ROD DESIGN AND BUILDING. And when 

he needs to cut through rust fast, he 

trusts WD-40® Specialist® Rust Release 

Penetrant. It works 50% faster than the 

leading competitor. Plus, it’s specifically 

formulated with a protective barrier that 

keeps rust from returning.

Visit us at www.WD40Specialist.com/fast



GOING GREEN

CASH-BACK PROGRAM 
FOR GREEN SHOPS

BY BRIAN ALBRIGHT | CONTRIBUTING EDITOR

The Find Green Garage public verification program has 

received new grant funding to provide shop owners and cus-

tomers cash-back incentives for improving their carbon foot-

print and reducing energy consumption.

Shop owners registered in the ENERGY STAR Green Garage 

Challenge can sign up to receive incentives for managing their 

green sustainability on a continuous basis. Participants in the 

program will earn from 3 to 10 percent for purchasing green 

products, minimizing waste and reducing their energy usage, 

according to the organization.

The Green Garage Challenge (www.findgreengarage.com) 

is an EPA Small Business Partnership program for improving 

energy efficiency in the auto service and repair industry. 

According to Steven Schillinger, administrator of the Green 

Garage Challenge, interested shops can receive a free audit to 

qualify their eligibility. “We have a network of 600 contractors 

that evaluate the shops to determine where they can improve 

their performance,” Schillinger says. 

If making any improvements, the shops can receive a credit 

toward the purchase of, for example, a more efficient air com-

pressor based on the expected energy savings. 

The rewards are available to shops that achieve a 10 per-

cent carbon footprint reduction. “You have to make a commit-

ment to the EPA that you will save 10 percent, but they don’t 

care how you do it,” Schillinger says. “A lot of it can be done 

by doing very simple things, like turning out lights and putting 

down the bay doors.”

Any services or products purchased under the cash-back 

program need to have a validated data sheet showing how 

much carbon/greenhouse gas is saved by using that product. 

“The calculation has to come from the manufacturer, using 

ISO, EPA or other accepted standards,” Schillinger says. 

The greenhouse gas contribution calculations can follow the 

ENERGY STAR standard, EPA Green Chemistry protocol, EPA 

ELV standards, U.L. Greenguard certification, or EPA product 

waste conservation standards, among others.

According to Schillinger, most general automotive busi-

ness activities defined by the North American Industry 

Classification System (NAICS) under codes NAICS 811111 and 

NAICS 811198 are qualified to receive the offer.

In addition, shops can issue Green Garage cards to their 

customers. For every dollar the customer spends at the facility, 

they can get 50 cents in cash-back rewards that can be used 

at participating retailers. For more information, visit the Green 

Garage Challenge website at www.findgreengarage.com.

“While ASRW is a key annual event for all collision repair 

business owners, operators and repair industry participants, 

the MSO Symposium is designed to provide a unique array of 

content specifically for the collision repair multiple location 

operator segment,” said Vincent Romans, The Romans Group, 

producer of the MSO Symposium. “Based on ongoing feedback 

and input, we are busy finalizing an agenda that we believe 

will be of interest to MSOs.” 

Content highlights for this year’s symposium will include 

topics related to leadership, business continuity and succes-

sion planning, private equity, MSO panel presentations and 

discussions on their business, market, financial and strategic 

focus, and development and insight about international MSOs. 

New this year, a portion of the symposium will be open 

to the press. Members of the press also will be permitted to 

attend the evening networking reception at the conclusion of 

the symposium.

The 2013 MSO Symposium is produced by ASA, The Romans 

Group and NACE. Sponsors of the symposium (to date) 

include Axalta Coating Systems, AudaExplore, BASF, BB&T, 

CCC Information Services, Enterprise Rent-a-Car, Mitchell 

International, The Romans Group and UniCure Spraybooths.

>> CONTINUED FROM PAGE  8

>> CONTINUED FROM PAGE  8

SEMA ORGANIZERS ACCELERATE EXHIBITOR, BUYER ENGAGEMENT

MSO SYMPOSIUM TO BE HELD DURING NACE

to both exhibitors and buyers how to take advantage of the pro-

grams available to them, organizers are accelerating and height-

ening the programs, both in terms of quantity and quality. Some 

programs include:

Three-Part Exhibitor Webinar: While the organizers con-

ducted webinars in previous years to educate exhibitors on top-

ics such as setting up a booth, budgeting for a trade show and 

identifying buyers at the event, show staff expanded on the for-

mat by offering a three-part webinar this year. The series allows 

exhibitors to obtain more details and get practical solutions that 

could be implemented immediately.  

New Buyer-Focused Webinar: For the first time, a target-

ed webinar is being held to help buyers at the SEMA Show. 

Participants will learn how to navigate the event, how to connect 

with relevant exhibitors and more. 

eBuyer Articles: Since May, weekly articles targeted to buyers 

have been included in SEMA eNews, the association’s weekly 

electronic newsletter. Recognizing that more than 25 percent 

of the 60,000 buyers who attend the SEMA Show each year 

have never been to the SEMA Show before, the articles are writ-

ten primarily for first-time buyers. Past articles provided tips for 

navigating the convention center and offered insight on how to 

utilize the free shuttle service.

Exhibitor Summit: The SEMA Show Exhibitor Summit has been 

held annually for nearly five years. The event provides exhibitors 

with strategies for developing a show budget and using the exhibi-

tor services manual. To help all exhibitors, the sessions were all 

recorded and available to them on the SEMA Show website.

To learn more about the SEMA Show and how to get the most 

out of the event, visit www.SEMAShow.com.
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Ô DRIVABILITY
TRENDING

Ô Q&A

T
he weld sealing process is a 

customary procedure in vehicle 

assembly. After the sealant is 

applied, the robotic welder 

welds through the sealant to 

complete the assembly process. Until 

recently, body repair shops were not 

able to duplicate the OEM weld-through 

sealing process. However, with the 

introduction of a new weld sealing prod-

uct, Fusor HD Seam Sealer, weld seal-

ing is now available for the first time 

to the automotive repair industry. 

Ed Staquet, Senior Technical Support 

Manager for Fusor Aftermarket Repair 

products at LORD Corporation, talks to 

ABRN about the product.

ABRN: What does the Fusor HD Seam 

Sealer offer to the industry?

ES: It is a single-component product 

that duplicates OEM beaded, brushed, 

sprayed and weld-sealed seams. Its 

HD (High Definition) feature provides 

a higher quality appearance than com-

mon seam sealers and will not flow 

back or allow brush marks and spray 

patterns to fade. The seam sealer per-

manently maintains a “high-defini-

tion” crisp appearance. Fusor HD Seam 

Sealer is the first and only seam sealer 

approved by major OEMs for aftermar-

ket duplication of factory weld sealing 

applications.

ABRN: How is the seam sealer used?

ES: As an example, if you are replacing a 

quarter panel, you need to seal the joint 

where the new panel will be welded. 

After preparing the surface, apply the 

HD Seam Sealer to the bare metal with a 

manual or pneumatic gun. Complete the 

weld seal using Squeeze-Type Resistance 

Spot Welding (STRSW). The panel is now 

ready for finishing and painting.

ABRN: How does the product speed 

the repair process and increase 

profitability?

ES: The HD Seam Sealer allows a body 

shop to perform sealing and welding in 

one step. It saves time from having to 

use multiple products for priming and 

sealing various types of seams. It can be 

applied directly to bare metal, skipping 

the priming step and the expense of 

another product. It is easy to use – just 

pick the color you need; use a standard 

caulking gun to apply a bead of sealant 

around the edge of the part; flatten the 

pieces together; and start welding. The 

repair/sealing process is performed as 

the welding is performed. The easier 

and faster it is to fix cars, the more cars 

that can be cycled through the body 

shop. This adds up to more profit for the 

body shop and the ability to bring cars 

to “pre-accident” condition. 

ABRN: Does the lean inventory 

concept apply to the seam sealer? 

ES: Yes, with this one product, body 

shops can replace several products in 

their inventory. This direct-to-metal, 

one-component product can duplicate 

about six to seven products currently 

used for sealing. It replaces separate 

products for each procedure – spray-

ing, beading, brushing and welding; 

and can also be used as an underbody 

chip-resistant coating. And since no 

primer is needed, that’s another prod-

uct savings, too. 

REDUCE INVENTORY, INCREASE PROFITS AND 
DUPLICATE OEM SEAMS WITH ONE PRODUCT

BY ABRN STAFF

ED 
STAQUET
SENIOR TECHNICAL SUPPORT MANAGER, 

FUSOR AFTERMARKET REPAIR PRODUCTS 
LORD CORPORATION

Photo: LORD Corporation

Scan this QR Code to for 
more from Staquet on 
plastic repair. Or visit 
ABRN.com/Staquet

GET A FREE SCAN TOOL 
APP AT:
wwwscanlife.com
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BY BRIANALBRIGHT | ABRN BLOGGER

S
afelite asked the U.S. District Court in 

Connecticut for a preliminary injunction 

to halt enforcement of a bill that expands 

the state’s anti-steering regulations to include 

glass repairs. 

The bill requires insurance companies and 

third-party claims administrators to inform 

customers of their right to choose glass repair 

providers, and requires insurers that refer cus-

tomers to a glass shop owned by the company 

to provide the name of at least one other glass 

repairer. Governor Dannel O’Malley signed the 

bill into law this summer. The lower house of the 

state legislature passed House Bill 5072 in May.

In addition to the preliminary injunction, the 

company has fi led suit asking for a permanent 

injunction against enforcement, claiming the 

law is unconstitutional.

The company claims the new law will require 

it to promote other glass repair shops. Accord-

ing to the fi ling:

“Those provisions advance no legitimate — 

let alone substantial — state interest, as any 

state law that seeks to regu-

late speech must. Rather, the 

legislative history of PA 13-67 

makes clear that the real pur-

pose of these provisions and 

their effect is constitutionally 

impermissible economic pro-

tection of local Connecticut glass repair shops 

from the interstate competition of Safelite.”

In a statement, Safelite Group president and 

CEO Tom Feeney claimed the new law was 

targeted at national operators like Safelite in 

order to shield Connecticut glass retailers from 

competition, noting that the bill’s proponents 

The average age of 
light vehicles on the 
road now stands at 
a record high of 
11.4 years, with 
light trucks at a 
record 11.3 
years, according 
to Polk. 

Safelite sues to stop anti-
steering law in Connecticut

Company claims new law will require them to promote other glass repair shops

BECOME A BLOGGER

abrn.com/JoinCommunity

BEST OF THE BLOGS are articles written by bloggers on ABRN’s community pages

Business strategy: Grow guts!
brimarc
I wanted to address an over-
whelming problem in the world 
of a great many shop owners and 
service managers — a problem 
that overshadows our very best 
intentions, our best-laid plans, 
one that prevents us from achiev-
ing our goals and being all that 
we are capable of. Call it courage 
or resolution, but the vision and 
dreams you have for your busi-
ness will never come to fruition 
until you are willing to stand true 
to what you believe in to make the 
ending you choose. Grow some 
guts! Make it happen!

Look at your operation and de-
cide whether your business is 
running the way you would have 
it run, if your staff are doing the 
things you would have them do 
and if your customers are re-

sponding the way you would have 
them respond. In my many years 
in the tire and automotive repair 
industries, I got to witness the 
very best our industry has to offer 
and the very worst. Too often, the 
worst involved great ideas and 
the fear of follow through. Too 
often, it involved a great agenda 
and the lack of courage to fully 
implement it. Way too often, it 
involved the perfect plan and a 
fear of holding our people ac-
countable. 

Courage is a big word, just like 
leadership and accountability. 
Courage is defi ned as the qual-
ity of mind or spirit that enables 
a person to face diffi culty, danger 
or pain without fear, or to act in 
accordance with one’s beliefs, 
especially in spite of criticism. 
There is physical courage, which 
allows us to walk into a danger-

ous or unknown situation. There 
is also moral courage, which al-
lows us to stand up for an idea 
or a belief. Before there can be 
leadership or accountability, 
there has to be courage. Before 
we can achieve our goals or see 
our vision becoming our reality, 
there needs to be courage. Find-
ing courage is the key. 

I have seen and heard all the 
challenges and diffi culties faced 
by shop owners and managers. 
These owners are mostly moti-
vated, intelligent business peo-
ple who have typically started a 
business from the ground up and 
worked and toiled and turned it 
into something signifi cant. All 
of this took courage, but some-
how we have gotten off track. 
They have the sales, profi ts and 
customer base, but it’s just not 
what they had been looking for 

when they 
started out. 
It just isn’t go-
ing where they h a d 
hoped. 

They own it. They work in it 
every day. How could this possi-
bly not be the realization of their 
dreams? The answer is often in 
the execution. If you have a dream 
or a goal, the only person you can 
rely on to get there is you. This 
does not mean that you are do-
ing every deed, talking to every 
customer or handling every prob-
lem. But it does mean that when 
you assign a task, you make sure 
it is done as you want it done 
and that the people you hire and 
the policies you implement and 
the priorities you set are all de-
signed with that goal in mind. To 
continue reading this blog, go to 
ABRN.com/GrowGuts.



Search thousands of archived 
and breaking news stories by keyword

LEARN MORE: ABRN.COM IS UPDATED PERPETUALLY

2
0
1
3

 W
E
B

C
A

S
T
 S

C
H

E
D

U
L
E

W
E
B

C
A

S
T
 A

R
C

H
IV

E
S

2
0
1
3

 IN
D

U
S

T
R

Y
 C

A
L
E
N

D
A

R

● The value of OEM certifi cation 
for MSOs

Learn about OEM certifi cation and evaluate this 
strategy as part of your overall MSO business.
Visit: www.abrn.com/MSOOEM 
● 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
● Reducing paint costs in the 

MSO environment 
We’ll help MSOs examine process changes 
and other waste-reduction ideas to boost the 
bottom line.
Visit: www.abrn.com/MSOPaintCosts

OCTOBER 16-18
● NACE/CARS 

Las Vegas, Nevada
NOVEMBER 5-8 
● SEMA 2013 

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

Las Vegas, Nevada
JANUARY 15-17
● Collision Industry Conference

Palm Springs, California

OCTOBER 9
● The DCT 450/470 Transmission
Supported by Transtar, in partnership with ATSG.

NOVEMBER 14
● Structural Steel Parts 

Replacement
Sponsored and presented by I-CAR.

NOVEMBER 21
● Electrical Testing Techniques 
Supported by TST.

DECEMBER 5
● General Transmission 

Diagnostic Tips
Supported by Transtar, in partnership with ATSG.
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indicated they wanted to “level the playing 

fi eld” in favor of in-state businesses.

“Public Act 13-67 is targeted specifi cally 

at companies like Safelite that have both 

TPA [third-party adminstrator] and retail 

business operations. We established our 

business model more than 20 years ago 

to meet the changing needs of the insur-

ance clients we serve and to improve the 

service we provided to their policyholders, 

the consumer ... It is our right, as well as 

our clients’ rights under the First Amend-

ment guaranteeing commercial free speech 

to use our model to educate insureds about 

their options and recommend glass shops 

as we feel are in their best interest, thereby 

improving their claims experience.”

Read more at ABRN.com/Safelitesuit. 

● Body shop marketing toolbox
Learn how to use your I-CAR, ASE and OEM certifi ca-
tions as a marketing and consumer engagement tool.
[ ABRN.COM/SHOPTOOLBOX]

● Hybrid body shop spot welder
The hybrid battery-operated spot welder provides a 
direct current approach and enough power to rival 
220V welders.
[ABRN.COM/SPOTWELDER]

● Mobile collision estimating
Handle all your estimating from one handheld device 
with AudaExplore Mobile estimating.
[ABRN.COM/ MOBILEESTIMATING]

● Your social media strategy
Run a social media campaign with little cost and effort.
[ ABRN.COM/ CAMPAIGN]
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To the LinkedIn discussion 

started by Angela Caice: “Does 

anyone have any good ideas on 

how to market and advertise a 

body shop?”: 
From Susan Carlson: Do great work and ask your 
clients to recommend you to their friends and family. 
Always send a thank you note or postcard. Give all 
of your staff personalized business cards and make 
sure they are giving a clear and concise message to 
people. Put a QR code on all of your promo materials 
to drive people to your website. Be involved in your 
local business association/chamber and encourage 
them to support members by coming up with cost-
effective ways to share advertising and improve your 
local business environment. Collaborate!   

From Natalie Butcherine: Word of mouth is a very 
powerful form of advertising. The majority of custom-
ers are repeat customers who were satisfi ed with 
the work you did on their vehicle. You could create 
a customer referral program. Customer service is 
key; provide the best experience possible for the 

customer so they return and refer.

To build good relations with insurance agents, we 
provide them with a candy jar for the front desk with 
our logo on it and visit each month to refi ll it. Building 
a good personal relationship with them is key. And 
of course give them information about your shop and 
keep them informed. Try to avoid being a salesman 
looking for work. If you build that good relationship, 
the work will come.  

From Robert Hess: Make sure you have an 
excellent estimating system and shop management 
software so you can provide accurate estimates and 
track the vehicle repairs through your shop. New 
shops can fail if your business is not tracking costs 
and profi ts. 

From Keith Egan: Market from the inside out. 
Invest in processes that will allow you to move cars 
through your facility faster while increasing quality 
levels. Also, invest in your staff through training and 
incentive programs that are based on quality and 
output. They are the ones who are destroying the 
used car value after an accident.



18  OCTOBER 2013  ABRN.COM

If there's a topic you'd 

like me to address,  

I'd love to hear from you.

THE SHOP OWNER 

Camille Eber is the second-generation owner of Fix Auto Portland East in Portland, Oregon.

BY CAMILLE EBER | columnist
camille.eber@yahoo.com
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to search thousands of ar ticles, videos & 
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Working to get paid quickly
Everyone wins if even non-DRP claims are handled expediently; help make it happen

I
nsurance industry research into customer sat-

isfaction and retention has shown that the sin-

gle biggest factor in determining if a customer 

who has had a claim gives the insurer a good grade 

and sticks with them at renewal is how quickly that 

insurer shows them the money. 

That’s part of what makes direct repair programs work for insurers. The cus-
tomer gets their car fixed quickly, the shop gets its money quickly, and (at least in 
theory) everybody’s happy.

But in a non-DRP claim, if that customer’s car sits for two weeks waiting for an 
insurer re-inspection, that customer is far more apt to give the insurer a less-than-
stellar CSI score or switch to another insurer.

This is often why insurers seem to be continuously looking for ways to improve 
the claims experience, even for 
those policyholders who choose to 
go outside the DRP network. This is 
what has led information providers to 
create systems that allow participat-
ing insurers and non-DRP shops 
to exchange assignments and esti-
mates, much in the same way shops 
and insurers do within a DRP. To me, 
this is a great opportunity for shops 
not involved in a particular DRP to 
get the benefits of an expedited 
claim process, and for shops and 
insurers to benefit from customer 
satisfaction and retention.

But using such a system doesn’t 
guarantee that the shop is going to 
get paid for anything and everything 
on the estimate. There are still going 
to be processes and other things that a body shop wants to charge for that insur-
ance companies don’t want to pay. So to be successful at getting reimbursed in an 
expedited non-DRP environment, there are some things a shop will have to do well.

First, the shop will need to be able to provide good photos. Someone sitting at 
a desk two states away must be able to review the images and clearly understand 
the damages included on the estimate, especially panel repair times. I have had 
the opportunity to see some of the images insurers have received from shops, and 
when I compared them to what I see when I actually looked at the car, they can be 
like night and day.

So get better photos by reviewing the Collision Industry Conference’s best 
practices for digital imaging. Guidelines can be found at ABRN.com/CICimaging. 
Consider sending your appraisers to a photography course (perhaps at your local 
community college), or bringing in a professional photographer or instructor for an 
evening training session. Check out the free online 14-minute video on collision pho-
tography that is part of State Farm’s Hi-Tech Toolbox at ABRN.com/CollisionPhotos.

The second thing shops can do is to reduce ambiguity and provide good estimate 
line notes. Use line notes to explain in detail, for example, why an item needs to be 
removed and reinstalled. Is that R&I, for example, necessary to gain access to a 
control point for measuring? Or is it for internal refinish purposes or safety issues 
within a weld zone area? These are the sorts of line items that might be obvious 
or discussed during an on-site inspection of the vehicle, but might be less clear to 
someone auditing the estimate remotely. Good line notes will help to reduce this 
ambiguity. They also offer additional benefits for shops when it comes to parts 
ordering; it’s the ideal place for estimators to include details about the parts that 
will be needed to ensure the shop orders the right parts the first time.

Thirdly, you can attach and send with the estimate automaker repair procedures 
or other documentation that supports line items listed on the estimate. If disabling 
the supplemental inflatable restraint (SIR system) is necessary for repairs, for 
example, the line note on the estimate might state, “Per OEM requirement; see 
attached PDF.”

I am not saying you always have to do these things when dealing with non-DRP 
claims, but I believe these steps will help to increase your chances of getting paid 
more quickly without the delays involved in a re-inspection. And that benefits 
everyone involved. 

“GOOD LINE NOTES 
REDUCE AMBIGUITY 

AND ARE THE 
IDEAL PLACE FOR 
ESTIMATORS TO 

INCLUDE DETAILS 
ABOUT THE PARTS 

THAT WILL BE 
NEEDED TO ENSURE 
THE SHOP ORDERS 
THE RIGHT PARTS 
THE FIRST TIME.”
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SHOP OWNERS who have participated in direct 

repair programs (DRPs) since the 

1990s probably remember when the 

agreement they signed with an insurer could easily be read from 

start to fi nish in less than one-tenth of a labor hour. 

Reviewing the contracts today, with many stretching 

over a dozen or more pages, is more the equivalent of a 3- or 

4-hour dent, at a minimum. But taking that time is critical 

to truly understand what you’re signing and what impact it 

could have on your business.

Here are some of the key things to consider the next time 

a new or revised DRP agreement reaches your desk.

Understand the indemnifi cation 

requirements
Many DRP contracts require the partic-

ipating shop to “indemnify” (or “hold 

harmless”) the insurer, which could 

prevent the shop from pursuing a legal 

claim against the insurer, or make the 

shop responsible to compensate or de-

fend the insurer in a legal claim arising 

from repairs made under the agreement. Some shops feel this 

is unfair, particularly if the insurer pushes for use of parts or 

procedures the shop would prefer not to use.

Allstate’s Randy Hanson said that concern could be 

overblown.

“I can say in 30-plus years, I have not once evoked an in-

demnifi cation clause in a contract for a DRP partner,” Han-

son said. “Not once.”

He said fi ve of the six indemnifi cation elements in the All-

state DRP agreement have nothing to do with repair issues. They 

prohibit such things as a shop making a claim against the insur-

er if a shop employee fi les a workers’ compensation claim relat-

ed to an Allstate job, and prohibits someone who repaired ve-

hicles under the agreement seeking Allstate employee benefi ts.

MINDING YOUR BUSINESS

SPEND ENOUGH TIME
REVIEWING DRP AGREEMENTS 
TO REALLY KNOW WHAT
YOU’RE SIGNING 

BY JOHN YOSWICK  |  CONTRIBUTING EDITOR

Randy Hanson
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But it’s important to note that not 

all DRP contract indemnifi cation claus-

es are the same.

“Our initial Select Service agree-

ment did have a one-way hold-harmless 

against us,” State 

Farm’s George 

Avery said. “It 

was in our ben-

efit. As a result 

of input from our 

(repairer) advi-

sory council, we 

changed that, 

and now it’s both 

ways. We added a two-way hold-harm-

less for both the repairer and for us.”

Look for any and all changes

If an insurer whose DRP you currently 

participate in brings you a new agree-

ment to sign, put the two agreements 

side by side and look for changes para-

graph by paragraph. Even Avery ac-

knowledged this can be a frustrating 

process, comparing it to when iTunes 

occasionally asks users to re-agree to 

its terms of use.

 “I feel like they’re saying, ‘There’s 

a change in there somewhere. You fi nd 

it,’” Avery said.

Michigan attorney Andrew Roden-

house, whose family operates a colli-

sion repair business, said the contract 

terms regarding pricing are often a good 

fi rst place to look for changes. But he 

cautioned that other changes could be 

seemingly more mundane, such as the 

jurisdiction in which any confl icts aris-

ing under the contract will be handled. 

But, he said, such a change can be po-

tentially huge if it means a shop else-

where in the country would be required 

to go to court in California (after fi nding 

a California attorney) if a dispute arises. 

Look for mandated use of 

products or services
Shops say that just as labor rate or parts 

discounts required under DRP contracts 

can have a big impact on a shop’s bottom 

line, so too can other contract require-

ments. If you’re happy with your current 

customer service indexing (CSI) provider, 

for example, do you really want to take 

on the expense and hassle of a second 

one being required by another insurer? 

The contract might also tie you to use a 

particular estimating, parts procurement 

or scheduling system – all of which may 

come with fees attached and may impact 

your internal processes and productivity.  

Look for a “most-favored nation” 

(MFN) clause
MFNs first gained prominence in the 

collision repair industry in 2006 when 

State Farm added one to its Select Ser-

vice agreement, requiring the shop to 

provide State Farm all the best pricing 

the shop offers any other insurer.

The challenge with some MFNs is 

their piecemeal nature. Say you offer In-

surer A a labor rate discount but no parts 

discount. Insurer B receives no break on 

labor rates but gets a parts discount. State 

Farm is among the carriers that want 

both those discounts because each are 

offered to another carrier – regardless 

that that makes them the only insurer 

getting both discounts. State Farm has 

said it can check up on how a shop bills 

other insurers when subrogating claims 

paid by the other carrier for which State 

Farm is ultimately responsible.

The good news for the industry is 

that MFNs can be what leads a shop to 

rethink all the concessions they may be 

offering. And MFNs are also coming un-

der regulatory fi re, at least in the medical 

fi eld. In late 2010, the U.S. Department of 

Justice and Michigan’s Attorney Gener-

al sued Blue Cross Blue Shield of Michi-

gan, saying its MFN clauses in contracts 

with hospitals actually raise prices, dis-

courage discounting and prevent other 

insurers from entering the marketplace.

The suit was dropped this past spring, 

but only after Michigan passed a new law 

prohibiting MFN clauses in health insur-

er preferred provider contracts. A simi-

lar ban was enacted in North Carolina. 

And the Automotive Service Association 

(ASA) has been urging the Department 

of Justice to look at MFNs in auto insur-

ers’ DRP contracts. 

Watch for options “held in 

reserve”
For a number of years prior to State Farm’s 

initial required use of PartsTrader, its Se-

lect Service agreement included a clause 

obligating the shop to use a parts procure-

ment system should the insurer choose 

to mandate one. So such clauses can be 

a sign of things to come.

But they may also just be a remnant 

DRP AGREEMENTS: MY, HOW YOU’VE GROWN!

Compare one insurer’s current direct 
repair program agreement from the one 
used in the early 1990s, and the fi rst 
thing that will strike you is just the 
difference in heft. The earlier agreement 
is just a couple of pages; the most recent 
agreement from that same insurer is 
13 pages long with twice as much text 
per page.

So what has changed?
Certainly the “mechanics” of how 

the shop and insurer are to interact 
is different. The old agreement says 
any “handwritten estimates must be 
accompanied by an adding machine 
tape.” It says a check payable to both the 
customer and the shop will be mailed 
upon receipt of the estimate (as opposed 
to the current “electronic funds transfer” 
directly into the shop’s account). And it 
calls on the shop to take photographs 
of the vehicle when requested, while 
the more recent agreement spells out 
many required digital images.

But the new agreement has a 
number of elements not discussed in 
the older one. The shop, for example, 
is required to:
t�(JWF�UIF�JOTVSFS�iGVMM�BDDFTTw�VQPO�

three days notice to all “billing records, 
repair facility invoices and payments, 
orders, data, etc., and all other relevant 
records in the repair facility’s custody 
that concern the repair faci lity’s 
relationship” with the insurer.
t� *OEFNOJGZ� EFGFOE� BOE� IPME�

harmless the insurer from “any and 
all liability” (including attorneys’ fees) 
related to any claims brought against the 
insurer based on the shop’s negligence 
or failure to comply with the agreement.
t � 6TF � BO � J O TV SFS�BQQ SPWFE�

scheduling system and an insurer-
chosen estimating system and customer 
satisfaction indexing (CSI) provider, and 
participate in an insurer-chosen safety 
and environmental training program.
t�1SPWJEF�QJDL�VQ�BOE�EFMJWFSZ�PG�

customer vehicles upon request, and 
provide a guaranteed vehicle completion 
date, picking up any costs associated 
with failure to meet this deadline.

But one key element of the DRP 
agreement hasn’t changed: Both 
the oldest and the latest agreement 
clearly state that the insurer “has 
no obligation to refer vehicles to 
th is par t icu lar repa i r  fac i l ity.”

George Avery
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from previous agreements the insurer has chosen to hang on 

to, keeping their options open. State Farm’s agreement, for 

example, also gives the insurer the right to require use of sal-

vage parts, just as the company’s contract with its insureds 

does – yet State Farm chooses, for example, not to use salvage 

airbag components. The agreement also states that shops 

may be required to use a particular estimating system, yet 

State Farm continues to accept use of any of the Big Three 

estimating systems.

 “We put that in the agreement so it could perhaps carry 

us into the future, and if we ever needed it, it would be there,” 

Avery said. “But I understand that can be a little confusing.”  

Get some extra eyes on the contract

Although some shop owners fail to read and fully understand 

the DRP contract themselves, even more don’t have it reviewed 

by others. Shop estimators, for example, are among those 

whose daily work is impacted by the contract, so consider 

having them review any new contract you are considering. 

 Bob Redding, ASA’s governmental affairs representa-

tive in Washington, D.C., said he encourages shops to have 

all DRP agreements reviewed by a local attorney. They can 

help spot and explain things – such as the jurisdictional is-

sue Rodenhouse mentioned – that those less familiar with 

contracts may not think about while reviewing the contract.

While it’s unlikely an insurer will be willing to change 

any of the terms of a DRP contract with an individual shop, 

your attorney can 

at least help en-

sure you under-

stand what you’re 

signing. 

Consider what 

business 

information the 

insurer wants 

to see

Rodenhouse dis-

agrees with those 

who complain about 

insurer contracts 

requiring shops to 

conduct employee 

background checks 

and to make shop fi -

nancial data avail-

able for review by 

the insurer. He said 

in many profes-

sions, that is a com-

mon contract provi-

sion to protect those 

you are doing busi-

ness with. 

“I don’t think 

that’s unreasonable 

at a l l ,” he said. 

“That may be going 

a little too far if they want you to provide bank account 

statements. But maybe a credit report is suffi cient.” 

Remember it’s the contract that counts

Avery said shops can discuss any questions they have about 

the State Farm agreement with local claims personnel. He en-

courages shop owners to ask about the “why” behind some 

aspects of the contracts. He said one shop owner couldn’t 

believe State Farm really added a requirement that shops 

wash and vacuum repaired cars when that’s something 

most, if not all, shops do. But, Avery pointed out, State Farm 

can’t promise its customers that that service will happen if 

it doesn’t make it part of the shop agreement.

He also said an insurer might be able to provide more de-

tail about its policies and procedures that aren’t fully spelled 

out in the agreement. The contracts usually have terms relat-

ed to repair quality, Avery cited as an example, but they may 

not spell out what happens if a quality issue arises. That’s 

something shops may want to ask about. State Farm, for one, 

Avery said, has a written policy related to quality issues, 

though it’s not spelled out as part of the DRP agreement.

But Rodenhouse also points out that if anything an in-

surance company representative tells you contradicts some-

thing in the agreement, the written terms always will be up-

held in any disagreement. That’s why there’s no substitute 

for thoroughly reviewing it yourself. 
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BE AWARE OF 
“BAN THE BOX” LAWS

A number of insurer direct repair 
agreements prohibit participating 
shops from employing anyone who 
has been convicted of a felony. If 
your shop participates in one of 
these programs, you still should be 
careful about when you ask potential 
employees about any criminal 
convictions in their past. As of May 
2013, 50 cities and counties plus nine 
states (including California, Illinois 
and Massachusetts) prohibit some 
or all employers from requiring 
job seekers to disclose criminal 
backgrounds on the job application 
or initial interview.

The laws are often referred to as 
“ban the box,” referring to the yes-or-
no question on many job application 
forms asking if the applicant has been 
convicted of a felony.

In some jurisdictions, the law 
applies only to public employers, to 
those contracting with government 
agencies, or to companies with 10 
or more employees. But in all cases 
it does not prevent employers from 
conducting background checks or 
asking questions about criminal 
convictions after the initial interview.
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A snapshot of one of the industry’s leading shops

ORLANDO’S SUPER CENTER AUTO BODY REPAIR; 
ALL TAMPA AUTO BODY REPAIR / ORLANDO, TAMPA, FLA.

“It gives us a link to a 30-mile radius,” 

says John Campopiano. “People don’t want 

to ‘cross the bridge,’ so we do the trans-

portation for them. The satellite locations 

are a huge plus for us.”

Supporting Orlando’s Super Center 

Auto Body Repair shop is a satellite loca-

tion in Altamonte Springs that includes an 

Enterprise rental facility. The Clearwater 

satellite in the Tampa area hosts a larger 

Enterprise rental and retired-vehicle sales 

outlet. “We have a multicar transport, and 

we move several loads a day” to the main 

repair centers, John says. Upon comple-

tion, the vehicles are delivered back to the 

satellites for convenient customer pickup.

Crashes are quite common within the 

Orlando region as “Interstate 4 is practi-

cally a disaster every day,” according to 

John, who attributes the highway mayhem 

to “all the tourists – they don’t know where 

they are going, and they are always just 

looking around.”

Referrals from previous customers bring 

a solid fl ow of vehicles coming through the 

bay doors. “A key reason word-of-mouth 

is so strong is that we educate our custom-

ers. When they come in here, we take them 

through a checklist so they understand 

the extent of repair, what potential delays 

there may be,” he says, “and then we give 

them a copy so they understand.”

The client-centric service aspect is fur-

ther enhanced by the in-house presence 

of concierge offi ces representing several 

insurance carriers, “which makes it easier 

for them to see what’s going on,” John 

points out. “When they’re in the building, 

we help educate adjustors on repairs and 

they get to see the repairs in process.” 

About 80 percent of the shop’s business 

comes through DRPs. “We get along well 

with all the insurers,” he says, “we give 

them a quality product.”

Business relations manager Terry 

Daughtry oversees the 27 direct repair 

programs (DRPs) to help ensure a seam-

less repair experience. “Terry and I moni-

tor customer service scoring on a daily 

basis,” John says, citing a 95.9 Customer 

Satisfaction Index (CSI) score.

“We work directly with estimators and 

help customers understand what delays 

there could be. We educate customers with 

a checklist for about 10 minutes at a time,” 

he explains. “Customers will have insur-

Drinking the 

lean Kool-Aid
Business sees success via lean production, remote 
vehicle pickup points

BY JAMES E. GUYETTE  |  CONTRIBUTING EDITOR

E
agerly embracing lean production at the two body shops 
they operate in Florida, brothers Frank and John Cam-
popiano are equally sold on offering pickup and delivery 
services from satellite sites that boost marketing spheres.

AT A GLANCE

Orlando’s Super Center Auto 
Body Repair; All Tampa 

Autobody Repair
Name of shops

Orlando, Fla.; Tampa, Fla.
Locations

Adeline Tampa Inc.; Gizno 
Orlando Inc.

Owners

Frank and John Campopiano
Operators

2
Number of shops

10
Years in business

42
Number of employees

27
Number of DRPs

$2,253
Average repair order

$200,000
Average weekly volume

7 days
Average cycle time

Sherwin-Williams
Paint supplier

Chief
Frame machines used

www.OrlandoABR.com
Internet site
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ance adjustors tell them what they are 

looking at time-wise, but it usually takes 

longer than that to get the best quality 

repair possible, so we are constantly tell-

ing customers to forget what the adjustors 

told them and what the process will really 

look like.”

And the processes – especially at the 

Orlando shop – are sharply focused on 

implementing lean production strategies 

with the assistance of consultant Lee V. 

Rush, manager of business development 

for Sherwin-Wi l l iams Automotive 

Finishes.

“We’ve been working for a couple of 

years on it,” Rush reports. “In the past 

year we’ve refi ned it, so they’re well on 

their way on the lean journey. Initially they 

were like most people in the industry; they 

were a little reluctant, but they knew 

change was necessary.”

“I remember the day I drank the lean 

Kool-Aid,” says Frank Campopiano, 

recounting how he was able to “connect 

the dots between the concepts presented 

to us by the consultants in our industry 

and the managers and technicians at the 

shop level.” Although Frank readily grasps 

the concept of lean, he also understands 

that “many frontline employees, manag-

ers, estimators and technicians do not. 

Sure, they know increasing effi ciencies 

will undoubtedly boost shop revenue, cus-

tomer satisfaction and quality – however, 

t h e y  a r e  m i s s i n g  r e a l - w o r l d 

implementation.”

Frank goes on to observe that “when 

it comes to the lean challenges facing our 

industry, there is too much talk and far too 

little action. The grand concepts and theo-

retical exercises don’t immediately trans-

late to the real world, and there can often 

be a disconnect between the architects of 

lean programs and the shop fl oor. What 

did work (for us) was a custom-fi t, opera-

tional approach to improving certain pro-

cesses in our collision repair center.”

The Campopiano brothers realized that 

lean systems were obtainable goals when 

they were introduced to the Sherwin-Wil-

liams Managed Collision Repair (MCR) 

program. Described by Rush as “a tacti-

cal, shop-level approach to lean implemen-

tation designed by collision operators for 

collision operators, MCR uses a series of 

workshops to help operators clearly under-

stand each lean tool and develop a custom 

strategy to implement the tools in their 

own shops.”

The company “teamed up with them 

for shop implementation – not theory,” 

Rush continues. “The net effect is that we 

move more units through the facility.”

“To do that, we needed the understand-

ing of lean tools and a strategy to imple-

ment the basic ones,” says Frank. “Once 

we got the process in place, and we were 

consistently following the process and our 

performance meets or exceeds expecta-

tions with predictability, then we can take 

it to the next level.”

Preventing surprises
Deciding that “a complete overnight lean 

overhaul was unrealistic,” Frank and John 

began to concentrate their efforts on Dam-

age Analysis/Blueprinting, Parts Correct-

ness (“mirror matching”), and Express 

Repair. “It’s not that we did not know about 

Damage Analysis/Blueprinting, it’s just 

that we struggled to execute it,” Frank 

says. “There was a natural tendency to go 

back to the way we knew. The most diffi -

cult part of change is leaving what you are 
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familiar with and comfortable with,” he 

adds, noting that the company had 

achieved considerable success prior to 

leaning towards lean.

Damage Analysis/Blueprinting involves 

a complete disassembly before being dis-

patched to production for identifying all 

the necessary procedures, parts and opera-

tions. This reveals oversights on the origi-

nal estimate, improves cycle time and 

through-put, increases technician and pro-

duction effi ciencies, reduces parts orders 

and delays and decreases quality defects 

while heightening customer and employee 

satisfaction levels.

A disassembly technician uses a mobile 

cart with a wireless laptop, printer and 

camera to ensure a thorough inspection.

The repair does not begin until all the 

critical parts have been received and 

inspected. Mirror matching is “visual veri-

fi cation that a part is correct by visually 

comparing it to the damaged part,” says 

Rush. “They take it out of the box,” he 

elaborates. “That prevents a lot of sur-

prises, and with the challenges in today’s 

parts world that’s a key component.”

Fender benders amounting to light hits 

are eligible for the shop’s Express Repair 

option, in which the repair is completed 

Use the express 
lane for Genuine 
Volkswagen Parts
delivered right to 
your door.

Welcome to our online storefront—the 

National eStore. Jump to the front of 

the line with 24/7 convenience and 

unlimited access to more than 170,000 
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home delivery, you’ll get the assurance 

of our 12-month/12,000-mile limited 

warranty.* That’s quality and reliability 

at the click of a button.

Visit the VW Parts and Accessories 
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*Volkswagen Parts and Accessories are covered by a limited warranty for 12 months or 12,000 miles,
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within a maximum of two days. Same-day 

service is even better.

“That’s very popular,” according to 

Rush. “You can have a customer drop it 

off at 8 in the morning and pick it up at 5 

in the afternoon. That’s fantastic and long 

overdue in this industry.”

Open-door policy
“We know that our customers want their 

vehicles repaired right and right away,” 

Frank says, adding that the shop “deliv-

ers on both points. Our facilities are four 

times larger than the average shop, and 

we have more repair technicians on hand. 

Our custom-designed paint tunnels han-

dle up to four cars at a time, while the aver-

age shop handles just one.”

“All the prepping is based on loads,” 

says Rush, referring to the sophisticated 

painting setup in Orlando that simultane-

ously handles various hues. “With these 

downdraft booths, it’s not an issue. You 

can do multiple colors in there.”

The Orlando location encompasses 

58,000 square feet; Tampa measures 

38,000 sq. ft., and the company employs 

42 people.

“We take care of our employees,” says 

John. “We have our gives and takes, but 

overall we have a good relationship. I come 

in and say hello to everyone every morn-

ing. These guys are thinkers, too. We are 

open-minded to their ideas and we listen 

to our employees. They make our busi-

ness better,” he declares.

“We have an open-door policy,” John 

continues. “We have a monthly lunch with 

all of the employees and we have a piece 

of paper they write on and tell us where 

they all want to eat and then we have 

lunch together.”

A good health care package is another 

benefi t. “We yield to employees’ families 

– we want them to have healthy, strong 

families,” he asserts. “It’s a major expen-

diture and it will be a challenge to con-

tinue to offer. But we have a very minute 

turnover.”

John alternates his work hours 

between Orlando and Tampa, where a 

trusted manager is in place. The two talk 

over the phone daily, and on Tuesdays 

and Thursdays John makes the hour-and-

15-minute commute to get a fi rst-hand 

look at Tampa’s operations.

After starting out as youngsters work-

ing at body shops, Frank and John 

embarked upon a career with the Man-

heim auto auction house, evolving into 

positions of greater responsibility that 

culminated in handling the fi rm’s overall 

collision repair duties, ultimately forming 

their own body shop operation.

“Frank is my best friend,” says John. 

“We’ve worked together since we were 

kids. We’re an Italian family, and we 

agreed years ago that work is work and 

family is family. Something can happen 

at work, and we’ll just say, ‘See you at 

dinner tonight.’” nitroheat@wedgeclamp.com ©2012 Wedge Clamp Systems Inc. All rights reserved. Patents pending.
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���������������t�XFEHFDMBNQ�DPN

See us at SEMA: Booth # 10669
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If parts suppliers and distributors 

want to continue working with colli-

sion repair shops, they need to main-

tain a good relationship, offer a wide 

array of quality parts and provide fast 

delivery. These are the three primary 

reasons why collision repair shops use 

a particular supplier, according to the 

Collision Shop Study by Aftermarket 

Business World, a sister publication of 

ABRN.

Fielded to ABRN readers, some 27 

percent of respondents said they value 

their supplier relationship the most; 23 

percent cited parts availability as the 

primary reason; and fast delivery is 

most important to 16 percent of respon-

dents. Only 14 percent said price was 

the most important factor and another 

14 percent said specifi c product brands 

drew them to their supplier.

In terms of their preferred supplier, 

36 percent of respondents use a deal-

ership, 25 percent an auto parts retailer, 

18 percent a jobber and 11 percent a 

warehouse distributor.

When it comes to pricing, 76 percent 

of respondents said they did not know 

how much over the jobber they are pay-

ing for parts. Of the 24 percent who said 

they knew, 55 percent of that group said 

they were paying from 1 percent to 10 

percent more than the jobber.

Some 78 percent of collision repair-

ers say that their supplier does not need 

to contact them on a regular basis. In 

a further show of loyalty, 71 percent 

said they would change brands rather 

than suppliers if their primary supplier 

replaced a brand with another brand 

of like quality.

Almost all respondents said they 

don’t plan to expand their service of-

ferings in the next year; and 63 percent 

said insurance companies have no in-

fl uence on the services they perform. 

Some 25 percent said insurers have 

some or moderate infl uence on their 

work, while 12 percent said they have 

major infl uence or complete control.

Methodology: The Collision Shop 

Study was fi elded via email to readers 

of ABRN. Results are intended to show 

general market trends.

COLLISION REPAIRERS VALUE RELATIONSHIPS, PARTS INVENTORY 
AND FAST DELIVERY FROM SUPPLIERS 
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In addition to our full line of welding, measuring and pulling equipment options, Chief also provides 

the most precise and comprehensive vehicle specification database in the world. Throw in our  

hands-on technicians training program led by the most skilled instructors in the business and you can 

see why Chief has helped build more dream shops than any other name in the collision repair industry.

With a shop full of Chief collision repair equipment, 
you have the right tool for every job.

Visit chiefautomotive.com/diff/ab today to learn why  

Chief is your single source for collision repair equipment.

DREAM  
TEAM

ELEKTRON
MI-100control T

CHIEF
Titan™-360

CHIEF
Velocity™
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Auxiliary Lighting

Purchasing source

Auto parts retailer 44%

Dealership 38%

Jobber 33%

Discount store 16%

Warehouse distributor 39%

Preferred purchasing channel

Auto parts retailer 27%

Jobber 17%

Dealership 22%

Warehouse distributor 20%

Main reason for using 

preferred supplier

Fast delivery 22%

Good relationship 38%

Price 12%

Parts availability 20%

Margins
35% of respondents say they know 

how much over the jobber they pay 

for this.

1-5%* 20%

6-10%* 30%

11-15%* 20%

16-25%* 10%

More than 25% 20%

1-5%* 20%

6-10%* 31%

11-15%* 26%

16-25%* 18%

More than 25% 5%

What repairers know they pay

What repairers think they pay

*Percent over jobber

Frequency of supplier 

contact

Once a week .....................14%

Every two weeks .................2%

Once a month ...................11%

Every three months .............6%

Every six months ................5%

Yearly ...................................1%

No contact necessary .......61%

Brand vs. supplier loyalty

If a primary supplier of this 

product replaced a brand with 

another of like quality, a tech 

would:

Change suppliers to continue 

purchasing original brand .....  25%

Keep primary supplier and 

purchase new brand .............  75%

Amount of this product 

that is returned

None 46%

1-2% 12%

3-4% 9%

5-9% 12%

10% + 14%

I don’t know 7%

82% have no plans to expand their 

auxiliary lighting offerings in the next 12 months.

61%

National

National brands vs.  

private label purchases

Insurance company influence 

on auxiliary lighting service 

replacement work

None 43%

Some 18%

Moderate 17%

Major 15%

Complete control 7%

Internet ordering frequency

0-10% of the time 76%

11-25% of the time 6%

26-40% of the time 6%

41-60% of the time 8%

Reasons for buying specific 

auxiliary lighting

I don’t buy it 73%

Quality 13%

Price 12%

13%

Private

26%
Both

COLLISION SHOP STUDY
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COLLISION SHOP STUDY

Battery Chargers

Purchasing source

Auto parts retailer 45%

Direct from manufacturer 11%

Jobber 45%

Discount store 18%

Warehouse distributor 7%

Preferred purchasing channel

Auto parts retailer 35%

Direct from manufacturer 7%

Jobber 37%

Discount store 12%

Main reason for using 

preferred supplier

Fast delivery 13%

Good relationship 37%

Price 24%

Parts availability 11%

Margins
14% of respondents say they know 

how much over the jobber they pay 

for this.

1-5%* 33%

6-10%* 33%

11-15%* 25%

16-25%* 9%

More than 25% 0%

1-5%* 16%

6-10%* 26%

11-15%* 25%

16-25%* 25%

More than 25% 8%

What repairers know they pay

What repairers think they pay

*Percent over jobber

Frequency of supplier 

contact

Once a week .......................4%

Every two weeks .................2%

Once a month .....................3%

Every three months .............1%

Every six months ................1%

Yearly .................................13%

No contact necessary .......76%

Brand vs. supplier loyalty

If a primary supplier of this 

product replaced a brand with 

another of like quality, a tech 

would:

Change suppliers to continue 

purchasing original brand 24%

Keep primary supplier and 

purchase new brand ..... 76%

Amount of this product 

that is returned

None 90%

1-2% 5%

3-4% 0%

5-9% 1%

10% + 1%

I don’t know 3%

95% have no plans to expand their 

battery charger offerings in the next 12 months.

79%

National

National brands vs.  

private label purchases

Insurance company influence 

on batter charger service 

replacement work

None 96%

Some 1%

Moderate 1%

Major 1%

Complete control 1%

Internet ordering frequency

0-10% of the time 94%

11-25% of the time 2%

26-40% of the time 1%

41-60% of the time 1%

Reason for buying a battery 

charger.

Quality 25%

Availability 28%

Price 24%

8%

Private

13%

Both
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Brakes

Purchasing source

Auto parts retailer 66%

Dealership 42%

Jobber 31%

Direct from manufacturer 5%

Warehouse distributor 15%

Preferred purchasing channel

Auto parts retailer 41%

Jobber 30%

Dealership 17%

Warehouse distributor 5%

Main reason for using 

preferred supplier

Fast delivery 15%

Good relationship 38%

Price 12%

Parts availability 18%

Margins
24% of respondents report they know 

how much over the jobber they pay 

for brakes.

1-5%* 25%

6-10%* 25%

11-15%* 33%

16-25%* 17%

More than 25% 0%

1-5%* 21%

6-10%* 28%

11-15%* 21%

16-25%* 23%

More than 25% 7%

What repairers know they pay

What repairers think they pay

*Percent over jobber

Frequency of supplier 

contact

Once a week .....................15%

Every two weeks .................0%

Once a month .....................5%

Every three months .............0%

Every six months ................3%

Yearly ...................................5%

No contact necessary .......72%

Brand vs. supplier loyalty

If a primary supplier of this 

product replaced a brand with 

another of like quality, a tech 

would:

Change suppliers to continue 

purchasing original brand .....  27%

Keep primary supplier and 

purchase new brand .............  73%

Amount of this product 

that is returned

None 74%

1-2% 21%

3-4% 0%

5-9% 0%

10% + 0%

I don’t know 5%

85% have no plans to expand their brake 

offerings in the next 12 months.

National brands vs.  

private label purchases

Insurance company influence 

on brake service replacement 

work

None 93%

Some 3%

Moderate 2%

Major 0%

Complete control 2%

Internet ordering frequency

0-10% of the time 100%

11-25% of the time 0%

26-40% of the time 0%

41-60% of the time 0%

Reason for buying a 

particular brake

Quality 28%

Availability 25%

Price 21%

63%

National

11%

Private

26%

Both
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COLLISION SHOP STUDY

Fuel Pumps

Purchasing source

Auto parts retailer 56%

Dealership 69%

Jobber 20%

Discount store 11%

Warehouse distributor 22%

Preferred purchasing channel

Auto parts retailer 31%

Jobber 10%

Dealership 37%

Warehouse distributor 18%

Main reason for using 

preferred supplier

Fast delivery 19%

Good relationship 19%

Price 12%

Parts availability 25%

Margins
35% of respondents say they know 

how much over the jobber they pay 

for this.

1-5%* 18%

6-10%* 29%

11-15%* 12%

16-25%* 12%

More than 25% 29%

1-5%* 11%

6-10%* 17%

11-15%* 26%

16-25%* 26%

More than 25% 20%

What repairers know they pay

What repairers think they pay

*Percent over jobber

Frequency of supplier 

contact

Once a week .......................6%

Every two weeks .................0%

Once a month .....................8%

Every three months .............6%

Every six months ................2%

Yearly ...................................2%

No contact necessary .......76%

Brand vs. supplier loyalty

If a primary supplier of this 

product replaced a brand with 

another of like quality, a tech 

would:

Change suppliers to continue 

purchasing original brand .....  38%

Keep primary supplier and 

purchase new brand .............  62%

Amount of this product 

that is returned

None 70%

1-2% 20%

3-4% 0%

5-9% 4%

10% + 2%

I don’t know 4%

88% have no plans to expand their fuel 

pump offerings in the next 12 months.

National brands vs.  

private label purchases

Insurance company influence 

on fuel pump service 

replacement work

None 74%

Some 14%

Moderate 8%

Major 2%

Complete control 2%

Internet ordering frequency

0-10% of the time 91%

11-25% of the time 2%

26-40% of the time 2%

41-60% of the time 0%

Reason for buying a 
particular fuel pump

I don’t buy them 75%

Availability 9%

Quality 12%

62%

National

10%

Private

28%

Both



Some people save the whales.

We help you save more of these babies.

How many repairable 

vehicles have you 

seen declared a total 

loss due to today’s 

high cost of parts? 

How many potential 

jobs have you seen go 

off to the crusher?

One way to make 

more jobs repair-

able—without compromising your standards—

is by using CAPA Certified replacement parts. 

They’re high quality, yet affordable. 

As the nation’s leading certifying authority we 

protect you by putting parts through tough  

tests to see if they fit, perform, last and are as 

safe as the originals. Only those that pass earn 

CAPA Certification. Those that fail? They’re  

out there somewhere.

Don’t be fooled. If you don’t see the CAPA 

Quality Seal on any part send it back and  

make sure you get the real deal. We don’t  

compromise and neither should you.

Want to see what happens to a replacement bumper that isn’t CAPA Certified? Check out the video at CAPAcertified.org/crash 

If it isn’t CAPA Certified, it isn’t a genuine replacement part.                                                   

CAPAcertified.org

The CAPA Seal is proof a replacement  

part is certifiedby the industry leader  

in parts certification: CAPA.
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Mirrors

Purchasing source

Auto parts retailer 30%

Dealership 86%

Jobber 21%

Direct from manufacturer 7%

Warehouse distributor 23%

Preferred purchasing channel

Auto parts retailer 5%

Jobber 7%

Dealership 69%

Warehouse distributor 12%

Main reason for using 

preferred supplier

Parts availability 35%

Good relationship 17%

Price 13%

Carry specific brands 20%

Margins
22% of respondents report they know 

how much over the jobber they pay 

for mirrors.

1-5%* 20%

6-10%* 28%

11-15%* 12%

16-25%* 12%

More than 25% 28%

1-5%* 7%

6-10%* 19%

11-15%* 26%

16-25%* 32%

More than 25% 16%

What repairers know they pay

What repairers think they pay

*Percent over jobber

COLLISION SHOP STUDY

Frequency of supplier 

contact

Once a week .......................2%

Every two weeks .................2%

Once a month .....................2%

Every three months .............2%

Every six months ................0%

Yearly ...................................2%

No contact necessary .......90%

Brand vs. supplier loyalty

If a primary supplier of this 

product replaced a brand with 

another of like quality, a tech 

would:

Change suppliers to continue 

purchasing original brand .....  37%

Keep primary supplier and 

purchase new brand .............  63%

Amount of this product 

that is returned

None 66%

1-2% 18%

3-4% 7%

5-9% 5%

10% + 2%

I don’t know 2%

91% have no plans to expand their mirror 

offerings in the next 12 months.

National brands vs.  

private label purchases

Insurance company 

influence on mirror service 

replacement work

None 29%

Some 29%

Moderate 19%

Major 17%

Complete control 6%

Internet ordering frequency

0-10% of the time 88%

11-25% of the time 3%

26-40% of the time 2%

41-60% of the time 3%

Reason for buying a 

particular mirror

It is OEM 52%

Availability 38%

Quality 33%

55%

National

17%

Private

28%

Both



Expertise, 

it comes with 

every product 

we sell.

Expertise — it shows in our service and knowledge. We bring it early and often. From 

our patented products, built in our world-class development labs, to our state-of-the-art 

manufacturing and hundreds of locations... it’s all of us, doing it just for you. So, when it’s 

time to deliver to your customers, you know that Sherwin-Williams Automotive Finishes 

has already delivered for you. Paint – it’s what you do. It’s all we do.

© 2011  The Sherwin-Williams Company

Visit a store, give us a call, learn more or share ideas:  

800-798-5872 | sherwin-automotive.com |

See us at SEMA Booth 10831, North Hall
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Frequency of supplier 

contact

Once a week .......................4%

Every two weeks .................0%

Once a month .....................5%

Every three months .............4%

Every six months ................1%

Yearly ...................................2%

No contact necessary .......84%

Brand vs. supplier loyalty

If a primary supplier of this 

product replaced a brand with 

another of like quality, a tech 

would:

Change suppliers to continue 

purchasing original brand ....  37%

Keep primary supplier and 

purchase new brand ...........  63%

Amount of this product 

that is returned

None 74%

1-2% 21%

3-4% 2%

5-9% 0%

10% + 0%

I don’t know 3%

90% have no plans to expand their wheel 

bearing offerings in the next 12 months.

Wheel Bearings

Purchasing source

Auto parts retailer 66%

Dealership 72%

Jobber 23%

Direct from manufacturer 5%

Warehouse distributor 18%

Preferred purchasing channel

Auto parts retailer 27%

Jobber 9%

Dealership 51%

Warehouse distributor 9%

Main reason for using 

preferred supplier

Fast delivery 22%

Good relationship 19%

Parts availability 21%

Carry specific brands 21%

Margins
22% of respondents report they know 

how much over the jobber they pay 

for this.

1-5%* 31%

6-10%* 38%

11-15%* 6%

16-25%* 6%

More than 25% 19%

1-5%* 16%

6-10%* 15%

11-15%* 26%

16-25%* 25%

More than 25% 18%

What repairers know they pay

What repairers think they pay

*Percent over jobber

COLLISION SHOP STUDY

73%

National

National brands vs.  

private label purchases

Insurance company influence 

on wheel bearing service 

replacement work

None 57%

Some 18%

Moderate 10%

Major 11%

Complete control 4%

Internet ordering frequency

0-10% of the time 95%

11-25% of the time 1%

26-40% of the time 1%

41-60% of the time 1%

Reason for buying a 

particular wheel bearing

It is OEM 24%

Availability 22%

Quality 21%

5%
Private

22%
Both



For an OUTSIDE THE BOX Quality Parts Solution,

THINK INSIDE THE BOX

Visit us at

NACE booth 1234 & SEMA booth 11209

The majority of stepbumper replacements require you to source 
up to 10 individual parts from various suppliers, a time consuming 
procurement practice for parts can arrive separately, require shop 
assembly, are not cost effective, and results in cycle time delays.

Ordering a Diamond Standard ready to mount full assembly step-
bumper system with its unique, trademarked part number results 

in the most cost effective “Inside The Box” solution.

Face Bar, Pull Bar, Brackets, Braces, Supports, Plastic Pads,
Hardware and License Lights (where applicable)

WWW.DIAMONDSTANDARDPARTS.COM

©2013 DIAMOND STANDARD PARTS, LLC

Class AAA Safety Parts
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What your techs 
really cost you

Do you own your 
community?

Collision quick 
response

While he has his heart set on joining the 

Marines when he graduates, I see a tremen-

dous amount of excitement and passion in 

him regarding the Fire Science program. 

During the fi rst few days of class, they were 

issued their gear — helmet, boots, gloves, 

mask and everything else that a fi refi ghter 

uses. The next day they practiced putting 

the gear on as fast as they could.

Putting on fi refi ghting gear as fast as 

possible requires having the gear orga-

nized properly and putting it on in a spe-

cifi c order. Then he needs to improve his 

skills through practice to reduce the time 

it takes to get it all on. The next day they 

were practicing removing a test dummy 

from a shipping container that had a simu-

lated fi re inside it.By now you’re probably 

wondering what Fire Science has to do 

with collision repair, so let me explain.

In a body shop, we need to get the car 

in and out of the shop as fast as possible, 

which means we need all of our tools, 

equipment, supplies, parts, etc., organized 

as effi ciently as possible so we can move 

each car through the shop without delays. 

And every part of the repair process needs 

to align to do this effectively. If the fi res 

that occur are quickly extinguished or if 

fi res are kept to a minimum, then the owner 

or manager can work on the business rather 

than work in the business.

In many of the shops I visit, the own-

ers or managers are busy putting out fi res. 

These fi res are not all the same. One min-

ute the fi re is fi nancial, the next it’s a cus-

tomer, then insurance, parts, an employee, 

and it continues for the rest of the day, 

week or month. Eventually they get one 

or more of the fires out, with some left 

smoldering in the background unnoticed. 

And when the fi re is put out, they don’t 

look to see who the arsonist was or what 

caused the fi re in the fi rst place.

A simple way to fi nd the cause of a 

problem, or fi re, is to repeatedly ask the 

question “Why?” Asking “why” fi ve times 

is a good rule of thumb. Using this tech-

nique, you can uncover symptoms that can 

lead to the root cause of a problem. Very 

often the reason for a problem will lead 

you to another question. Although this 

technique is called “Five Whys,” you may 

fi nd that you will need to ask the question 

fewer or more times than fi ve before you 

fi nd the issue related to a problem.

My recommendation is to start with 

one problem or fi re. Not only can you fi nd 

the arsonist or cause of the fi re in your 

shop, you can use the information to 

develop a written standard operating pro-

cedure (SOP) or modify a current process 

that will prevent the problem from recur-

ring. Don’t leave the fi re smoldering so that 

it can ignite again. Another recommenda-

tion is to include your team in determin-

ing what the best possible solution may 

be for that problem. Your team will sup-

port what they help create, making change 

in the business much easier.

Just like Smokey says, “Only you can 

prevent wildfi res.” If you practice putting on 

your gear and develop an SOP for that prob-

lem so that it doesn’t reignite, you will fi nd 

that you will have more time to work on other 

areas of your business, and spend less time 

putting out fi res. The worst that can happen 

is that your KPIs improve, your customers 

and employees are happier and you move 

more cars effi ciently through the shop.

You can visit http://www.ationlinetrain-

ing.com/abrn1310 to learn how to use the 

fi ve why questioning method and to see 

some examples of how to use the “Five 

Whys” technique to uncover a problem in 

your shop. While it sounds easy, it will most 

likely take some practice before you get 

comfortable using this questioning method.

Tom McGee is Director of ATI Collision 

for the Automotive Training Institute, 

founded in 1974. ATI’s 108 associates train 

and coach more than 1,150 shop owners 

across North America to drive profi ts and 

dreams home to their families. You can 

contact Tom at tmcgee@autotraining.net 

and visit ATI’s website at www.autotrain-

ing.net. Check out “Profit Matters” for 

mechanical repair management tips in 

Motor Age by ATI’s CEO Chris “Chubby” 

Frederick. 

Firefi ghting and 

collision repair
Find the cause of fi res in your shop by using the “Five Whys” technique

BY TOM MCGEE  |  CONTRIBUTING EDITOR

M
y son, who is a junior in high school, started school 
in late August. This year, he started a new program at 
school that takes him off campus to a local career 
center where he attends a Fire Science course fi ve 

days a week for three hours each day. 



Just the Fax
Ordering Genuine Nissan Parts at 

Competitive Prices has Never Been Easier!

Save up to 57% on Fenders! Save up to 56% on Bumper Fascias! Save up to 53% on Headlights!

The Nissan Market Shield program is powered by:

parts.NissanUSA.com

There are two easy ways to use Nissan’s Market Shield parts discounting program 
to get the lowest, most competitive pricing on Nissan Genuine Parts. 

Your customers deserve the same precision fit, function and structural integrity of 
the parts built into every Nissan vehicle when it comes off the assembly line. Don't settle 

for anything less than Genuine Nissan replacement parts.

1. Send a complete unedited fax of the estimate to you participating dealer, or;

2. Use CollisionLink or OPSTRAX to send your parts order electronically

Savings shown are maximum savings versus OE List Price. Pricing is set by the individual dealer.
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In collision repair, there are many factors that are not with-

in the company’s sphere of control. They may be part of our 

sphere of concern, and yet we may not have much infl uence 

over them. For example, parts deliveries are certainly part 

of our concern, and we have some infl uence (by fi nding 

new vendors) over when and how fast they get to the shop; 

but the control of the deliveries is fi rmly in the hands of our 

vendors. Consider the three spheres — concern, infl uence 

and control — and how they affect our management deci-

sions. Applying the three appropriately to work situations 

can help us manage a shop with a better use of the limited 

time we have. Things in our sphere of concern, but that we 

have little or no infl uence over, should not receive as much 

energy and time as those items that are in our sphere of 

control. For more information on the three spheres, go to 

www.improvementnetwork.gov.uk. 

Do not be misled. We should certainly try to infl uence 

those things that are within our sphere of infl uence as much 

as possible (such as worker performance and morale). But 

our greatest time and energy should be fi rst placed on the 

items that are within our sphere of control. The sizes of the 

three spheres vary — the largest one, which we have virtu-

ally no control or infl uence over is the sphere of concern (“If 

it rains today, I can’t bale hay.” Though it may concern us greatly, 

we have no control or infl uence over the weather.) In our sphere 

of infl uence we do deal with items that in some ways we can 

change or direct, but which we cannot truly control. But those 

things which we have control over are those on which our time 

and energy should fi rst be spent. 

Even issues that may seem very small, such as bay size and 
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how a vehicle is parked in that bay, can 

affect business profits. But more impor-

tantly, these items fall within our sphere 

of control. In that perspective, let’s take 

a look at the bay, where and how tools 

are arranged and distributed, shop layout 

and its influence on production, the type 

and placement of utilities, working con-

ditions and how your sphere of control 

stimulates efficiency.

The bay 
To determine the size and placement of 

a bay, first consider the type of work that 

will be done in it. What will be the bay 

to technician ratio? In the past, a 3-1 ra-

tio (three bays to one technician) was a 

common planning scenario. One might 

often have heard, “I need three bays so 

when my mud is drying, I can work on 

another car.” Or, “While I am waiting for 

parts, I work in another bay.” This belief 

set is so strongly held that of all the plan-

ning steps when designing a bay or stall, 

the most care must be taken when pro-

posing a reduction of the 3-1 ratio. Tech-

nicians love their domain! Bays often 

become personalized with stationary 

toolboxes, lockers, entertainment equip-

ment and more stuff, all pushed up 

against the wall. So the vehicles get 

pushed farther into the center aisle. This 

means that a lot of the shop area is taken 

up for a technician’s personal space.

A 3-1 ratio limits a shop’s capability 

and reduces its workforce density. Sup-

pose a shop has a workspace measuring 

60 feet wide and 75 feet long with 12 bays 

of capacity. Working with a 3-1 bay-to-

technician ratio, its workforce density is 

four technicians. By changing the ratio 

to 2-1, the space can accommodate six 

technicians; and if it is a 1-1 ratio, its work-

force density is 12. Consider that it is physi-

cally impossible for a technician to work 

in two stalls at one time. If work is planned 

with care and timed so that parts are 

ready for the technician, the 3-1 bay-to-

technician ratio can be reduced. 

Employees, both production and sup-

port staff, will need to plan for this ef-

ficiency, and a 1-1 ratio may take some 

time both to become accustomed to and 

planned for; but reducing the space a 

technician uses will benefit the shop by 

increasing its capacity and capability.

Tools 
Where and in what type of container 

tools are stored influences how a ve-

hicle is worked on, and so affects the 

size of bay that is needed. Imagine: 

That weekly trip to a mobile tool truck 

more often than not resulted in a tech-

nician’s returning with another “need-

ed” tool. Before long, the toolbox be-

came too small and an add-on was 

needed. These big boxes (Fig 1) were 

pushed up against the wall, crowding 

the bay and making it less efficient.

Since the tools were routinely stored 

against the wall where the power (air, 

electrical, vacuum, etc.) was also located, 

vehicles were pulled into a bay and worked 

on close to the tools and supplies. But 

parking vehicles in this manner makes 

parts and workspace more difficult to ac-

cess, thus reducing productivity. If the 

vehicles were parked so that the dam-

aged area was closest to the center aisle, 

parts carts could be more readily accessed 

and workspace would be roomier. 

If the technician’s tools were mobile and 

easily movable (Fig 2) from bay to bay, need-

ed room would be freed up, which could al-

low for a wider center aisle and easier, faster 

movement of vehicles. With the work near 

the center, all access is improved, trash can 

be controlled and parts are delivered easily 

(Fig 3), all speeding up productivity. With 

50 percent of sales costs going to labor, in-

creasing labor efficiency increases profit 

dramatically.

Utilities/tool storage 
It also pays to keep all needed utilities 

and tools available close to where the 

work is being performed. Toyota has 

given a great deal of thought to their 

“kaizen” method of continuous improve-

ment and ergometrics (the study of the 

amount of work needed to complete a 

1 2 3
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task). The method works by lifting work 

to the worker and having tools, power 

and supplies close to the worker. With 

this system, less unproductive move-

ment is needed and the worker is less 

fatigued, thus more productive.

Also more effi cient is having work-

ers’ tools stored in a central area (not 

up against the wall in “their” individ-

ual areas). In this scenario, upon re-

ceiving the work order, the technician 

retrieves the needed tools from a cen-

tralized location and takes them to the 

bay where they work is to complete the 

job. The mobile work cart can simplify 

the process. With a little planning, it 

can hold all the common tools needed 

for most jobs. Also, these carts will be 

stocked with the smaller, often needed 

supplies (tape, sandpaper, etc.) avail-

able and ready for use. A central sup-

ply cabinet (Fig 4) can be placed con-

veniently in the shop for resupplying.

Design 
How wide should a bay be? A vehicle 

can easily be 14 feet wide, with both 

doors open; but consider that it is not 

often that a vehicle is damaged on 

both sides. A 12-foot width for most 

bays will allow for easy access and 

good space control. 

Bays should also be clearly marked 

with lines and numbers. The numbers 

are helpful to identify where a vehicle 

should go, as well as which bay the 

technician will be working in.  Manag-

ers can also use a work board to help 

visualize the shop as the work is as-

signed to technicians. 

With technicians moving to the ve-

hicle, instead of the vehicle moving to 

a technician, a more fl uid traffi c pattern 

can be maintained. Floor space can be 

used more effi ciently, and a higher work 

force density can be maintained. Paint-

ed fl oors help with cleanup, and a clean 

work area will increase morale and re-

duce accidents. Dividing lines help to 

cut down on “bay creep;” work stations 

help to keep hand tools off the fl oor. And 

while it is not often thought of, bending 

over to get tools off the fl oor takes more 

time and adds to technician fatigue. All 

these factors should be planned for.

Working conditions 
The area that a person works in and 

the comfort that the area offers greatly 

infl uence how productive a person will 

be. How wide and how long a bay 

should be depends on available area 

and layout and also on the type of work 

being completed in that space. A bay 

that is 12x20 feet for single technicians 

allows for suffi cient room to complete 

most repairs. Trash receptacles for each 

bay, or at least every other bay, keep 

the areas cleaner. Handy power such 

as electricity (both 110 and 220), air, 

vacuum and light all improve the qual-

ity of life as the technician works (Fig 

5). Lighting is especially critical in the 

paint area, where 100-foot candles are 

needed, but also in the collision bay 

area, where lighting is often not suffi -

cient. (Ninety foot candles are recom-

mended, and as workers age, the 

amount of light that they need increas-

es.) It’s helpful to remember, too, that 

when vehicles are parked with the dam-

age closest to the center aisle, better 

lighting is often more available.

Painted fl oors, as mentioned earlier, 

help with both morale and safety; they 

also make cleanup much easier. Large 

trash such as boxes, damaged metal 

and containers can be picked up using 

a mobile pushcart. The wastebaskets 

can be emptied; then the pushcart is 

rolled to the receptacle. Machines that 
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sweep, wash and scrub, then vacuum 

up the water make short work of daily 

cleanup, which can be done by an en-

try-level employee. Parts carts that hold 

parts that have been removed and new 

parts needed for the repair can be eas-

ily moved to the vehicle (Fig 6) down 

the clear central isle. 

Temperature in the working envi-

ronment should also be considered. In 

the winter when the building needs to 

be heated, a heat setting of 68 degrees 

will generally be sufficient for comfort 

and will keep workers from overheat-

ing. Even in the paint department, es-

pecially when using waterborne, the 

recommendation is 68 degrees for stor-

age and application. (The key ingredi-

ent when curing waterborne paint is 

air movement. Solvent-borne clears can 

be baked for curing only.)

Noise needs to be considered, as 

well. Though we know that loud noises 

will damage our hearing, not all realize 

that prolonged moderate noise can also 

be harmful. Also, it is not comfortable 

to work in an environment that con-

stantly requires us to raise our voice to 

talk to others. Think about the possi-

bilities for noise control around the work 

bay. Equipment that produces loud nois-

es could be placed out of the work area 

and supplied remotely. Air compressors 

and central vacuums can be placed in 

a sound-resistant room out of the work 

area. Air makeup for paint booths can 

be mounted outside of the room, and 

hearing protection (Fig 7) should be 

provided and used in the work area. 

A lunch, break and meeting room 

will also help to provide a better work-

ing environment. This multipurpose 

room could have employee lockers where 

personal items are kept. This is also a 

good area for a refrigerator, snacks and 

coffee. It could also effectively be used 

for a daily meeting, during which the 

day’s goals are reviewed and any po-

tential areas of concern addressed. 

Stimulating efficiency 
In a better bay, other things such as a 

movable supply cart that is restocked 

daily, standardized work procedures and 

supply list, creative work schedule, and 

having a shop assistant will all go a long 

way towards improving productivity.  

As the technician moves to the next 

job, the work cart should have needed 

supplies, such as tape, wax and grease 

remover, cleanup towels, assorted abra-

sives, supplies for “bagging and tagging” 

parts and fasteners as they come off the 

vehicle, etc. Each technician should have 

a standardized list of supplies that are 

restocked daily. As he goes to the next 

assigned job, the supply cart with every-

thing to be used goes along. The parts 

cart for that vehicle should also be there. 

One begins to see that building a 

better bay is more than just providing 

space in the shop for technicians, and 

certainly more than calculating the 

square footage of a shop and assuming 

more space is needed. Better designed 

bays in an existing shop could signifi-

cantly improve a shop’s capability, with-

out increasing its capacity.  

Examining and adjusting the bay-

to-technician ratio can easily increase 

the shop’s workforce density. Parking 

each vehicle with the area to be re-

paired toward the center aisle makes 

it more accessible and visible. Moving 

the vehicle as few times as possible 

eliminates wasted time. Lifts and read-

ily available power lessen fatigue and 

increase productivity. Providing a pleas-

ant working environment increases 

performance and fosters worker loyalty.  

By providing a shop assistant to help 

the technicians keep their work area 

clean, organized and supplied, more 

time is available for more skilled and 

higher paid workers to accomplish more 

profitable work. 

Operating a smooth and productive 

shop is complex, and considerable plan-

ning is necessary. But once the plan-

ning is done, with better bay systems 

and procedures put in place, a shop can 

work smoothly, efficiently, and of 

course, profitably. 
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Every decade or so, a new automotive technology is dis-

covered that is truly game changing. The use of pressure 

transducers in automotive service bays is one of the most 

exciting discoveries of the 21st century. This innovative 

technology saves shops time and money on a grand scale. 

This technology can be used to check engines, transmis-

sions, power steering, brake systems, EVAP systems and 

air conditioning systems — basically any system that uses 

pressure can be analyzed by the use of a pressure transduc-

er. These transducers measure physical pressure changes, 

negative or positive, and convert these changes to an elec-

trical output signal. Pressure transducers need a power 

source and ground source, and they will produce a voltage 

signal that is proportional to the physical quantity applied. 

An oscilloscope is used to display and analyze the signal 

output produced from the pressure transducer by graphing 

the pressure changes over time, thereby identifying changes 

that occur within the system.  

Pressure transducers allow the technician to see the in-

ner working of the internal combustion engine without dis-

assembly. In order to check the spark ignition internal com-

bustion engine, three pressure transducers are used: one in 

the cylinder, one in the intake and one in the exhaust. To 

place the one in the cylinder, remove the spark plug from the 

cylinder head (be sure to ground the spark), then install a 

compression test hose with the one-way check valve removed 

and place a 300 psi transducer on the compression hose. The 

-30 Hg vacuum transducer on the intake manifold will be 

centrally located on the vacuum port close to the throttle 

body. Place the exhaust 25 inch/H20 transducer hose in the 

end of the tailpipe. With these transducers in place, the en-

gine will be operated in three different modes: crank no 
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start, idle, snap throttle and each of 

these engine operating conditions will 

produce different pressure waveforms 

on the oscilloscope and will use differ-

ent techniques to diagnose them with.

The engine under these three op-

erating conditions can be checked for 

camshaft to crankshaft timing prob-

lems, variable camshaft timing prob-

lems, intake and exhaust valve sealing 

problems, both consistent or intermit-

tent, valve spring problems, piston ring 

sealing problems, worn camshaft lobes, 

restricted exhaust problems, ignition 

timing problems or cylinder misfire 

identification. As you can see, this list 

includes some of the toughest problem 

to diagnose. These difficult diagnoses 

will become routine in your service bay 

with just a little understanding of the 

pressure changes that occur within the 

engine.   

Let us start by analyzing the idle 

compression waveform as seen in Fig-

ures 1 and 2. Figure 1 is a camshaft 

chart with the compression waveform 

overlaid on the cam card. Figure 2 is a 

basic compression waveform produced 

at closed throttle at low rpm. The large 

pink lines divide the compression wave-

form into 180-degree divisions of crank-

shaft rotation or the strokes (intake, 

compression, power, exhaust) of the 

engine, and the small pink lines divide 

the crankshaft rotation into 30-degree 

divisions as seen in Figure 2. The large 

pink line in the middle of Figure 2 rep-

resents when the piston is at 360 de-

grees of crankshaft rotation at Top Dead 

Center (TDC). The intake valve opens 

just before this point. The crankshaft 

Here, the in-cylinder pressure pattern 
is overlaid on a cam spec sheet to 
illustrate how the pattern changes 
through the 720° combustion cycle.

Each element of this pattern has a 
story to tell.
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is in rotation so the piston is in motion, 

the piston moving away from the cyl-

inder head increasing the volume within 

the cylinder. This in turn creates a low-

pressure area contained within the 

cylinder, which pulls a negative pres-

sure (vacuum) against the closed throt-

tle plate. This reduction in pressure 

can be seen from G, which is atmo-

spheric pressure to I, which is negative 

pressure. 

This drop in pressure should start 

at the TDC point and fall rapidly to I 

and this pressure change should occur 

before the two small pink markers af-

ter TDC or 60 degree after TDC. I indi-

cates the lowest pressure obtained dur-

ing the intake stroke, whereas J 

indicates the average pressure during 

the intake stroke. The intake duration 

is from G to K, note that K occurs after 

the intake stroke ends at the Bottom 

Dead Center (BDC) mark. The intake 

pressure stays low after the BDC mark 

occurs even through the piston is in an 

upward movement. 

One would think that this upward 

piston movement would create an in-

crease in pressure within the cylinder; 

however, since the intake manifold has 

volume under low pressure, the intake 

manifold acts as an accumulator stor-

ing negative pressure. As long as the 

intake valve is open, it is exposed to 

this low-pressure area contained within 

the intake manifold. This accumulator 

effect stabilizes the low pressure area 

in the cylinder which in turn keeps the 

low pressure in the cylinder even with 

the upward rising piston. When the 

intake valve closes, the 

pressure will start to 

rise which occurs at K. 

The intake valve should 

close at 40 to 60 degrees 

after the BDC mark. 

The piston is now in 

an upward movement 

in the cylinder and both 

valves, intake and ex-

haust, are closed. The 

volume contained with-

in the cylinder is now 

trapped. The crankshaft 

is rotating and thus is 

moving the piston to-

ward the cylinder head. 

As the piston comes closer to the cyl-

inder head, the area within the cylin-

der is diminished.  This reduction in 

cylinder area creates less space for the 

volume contained within the cylinder; 

this in turn increases the pressure with-

in the cylinder. 

Peak pressure occurs where the pis-

ton comes as close to the cylinder head 

as mechanically possible. This is the 

compression TDC point, which is A. 

This peak pressure at A can be used 

to identify the TDC position for such 

things as checking the ignition timing, 

injector timing, and checking the crank-

shaft or camshaft position sensor. It is 

interesting to note that 60 to 70 percent 

of the compression pressure within the 

cylinder is created within the last 30 

degrees of crankshaft rotation before 

TDC (BTDC) during which time the 

piston is slowing down and will stop 

though momentarily, at the TDC point. 

Although the piston velocity is slow 

the pressure is rising 

due to a decrease in the 

area contained above 

the piston crown. 

Because the volume 

contained within the 

cylinder works against 

the area contained 

within the cylinder, any 

volume loss due to cyl-

inder leakage during 

the compression stroke 

will affect the peak 

pressure within the cyl-

inder.  It is important to 

check the peak pressure 

points over multiple cylinder cycles, as 

they should be the same. If one peak 

is high and the next peak is low by just 

a few pounds (PSI), and then the next 

peak is high again, the cylinder is leak-

ing. The airfl ow into the cylinder can-

not change fast enough to allow a high/

low/high pressure change. This is due 

to a volume change or leakage problem 

within the cylinder.

Because the crankshaft is in rota-

tional motion, the piston is then pulled 

downward by the connecting rod. The 

downward movement of the piston al-

lows the area between the cylinder 

head and piston to increase, thus the 

cylinder pressure decreases. Since there 

is no spark present within the cylinder 

(the spark plug is removed), this stroke 

is not the power stroke but instead is 

a decompression stroke. The compres-

sion tower has an upward ramp and a 

downward ramp, if the tower is mea-

sured from K to A and the pressure is 

divided in half there is a point on both 

sides of the tower that represent the 

point of half mast. Half mast is identi-

fi ed by B and M.  These points will be 

measured in crankshaft degrees to the 

TDC mark, and must be within 20 de-

grees of each other. If the compression 

tower has more than a 20-degree dif-

ferential between the rising and falling 

ramps, there is a mechanical failure.

When this occurs, the compression 

tower will look like it is leaning, one 

side will have a lot more space between 

the ramp and the TDC mark, compared 

to the other ramp and the TDC mark. 

The piston continues its downward 

movement and at 90 degree after TDC 

In this waveform, cam timing is obviously off. Is this cam too 
far advanced or retarded?

Notice the changing exhaust pocket. This indicates a 
valve (either exhaust or intake) sealing issue.
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the waveform has returned to a nega-

tive pressure state.  C denotes this 

point.  The piston continues downward 

increasing the area within the cylinder 

and the compression waveform also 

continues downward to a point D; this 

is the point where the exhaust valve 

opens. There should be a clear point of 

defi nition at point D that indicates the 

valve seal is intact.  The point at D 

should look like clones cycle to cycle 

with very little change occurring to the 

exhaust pocket. If point D is changing 

cycle to cycle this is an indication that 

the valve has a seating problem. In Fig-

ure 3 it is clear that none of the exhaust 

pockets look alike and therefore indi-

cates that there is a valve seating prob-

lem. It is important to understand that 

either valve, intake or exhaust can cause 

the exhaust pocket to change. It will 

be necessary to check the intake mani-

fold pressure and exhaust pressure to 

determine which valve is not seating 

properly.

The pressure within the cylinder 

starts to rise at point D; however, the 

piston is still moving downward. It 

would seem that because the piston is 

moving downward and increasing the 

area within the cylinder that there 

would be a corresponding decrease in 

pressure. The exhaust pressure is near 

atmospheric pressure and the pressure 

within the cylinder is in a negative 

state. Because a high-pressure area al-

ways moves to a low-pressure area, the 

exhaust pressure rushes into the cyl-

inder as soon as the exhaust valves 

opens. This pressure rise within the 

cylinder from D to F is the pressure 

equalizing to the atmospheric pressure 

within the exhaust system. Point D is 

where the exhaust valve opens. This 

valve opening event should occur at 30 

to 50 degrees before BDC (BBDC) and 

it is used to check camshaft timing. 

The exhaust ramp from D to F will also 

be used to check the exhaust camshaft 

timing.  

If the pressure is measured at D and 

then at F, and this pressure ramp is di-

vided in half (this is shown at point E) 

this point should fall on the BDC mark. 

If the BDC mark falls between E and F, 

the exhaust cam timing is correct. If 

the BDC mark falls below the E mark 

then the camshaft timing is retarded. 

If the BDC mark falls to the right of the 

F mark, the exhaust camshaft timing 

is advanced. The BDC mark on newer 

engines may fall several degrees to the 

right of the F mark and be timed cor-

rectly. It is important to measure the 

exhaust ramp and fi nd point E and mark 

it with a vertical cursor. This cursor 

will now cross the pink grid that rep-

resents the crankshaft degrees. On 

older engines this cursor should fall 

between the 15-degree BBDC and the 

BDC marks. On newer engines this cur-
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sor should fall between the 23-degree 

BBDC and the 12 degree BBDC marks. 

The piston will rise from the BDC 

mark to the TDC mark and during this 

time the exhaust valve will be open. 

As the piston moves upward the area 

within the cylinder is decreasing thus 

creating a higher pressure than the 

slightly elevated atmospheric pressure 

within the exhaust. This in turn forces 

the volume contained within the cyl-

inder into the exhaust system. The rip-

ples between F and G represent the 

exhaust pressure resonance within the 

exhaust system.  Since the exhaust 

valve is open, the pressure within the 

exhaust system can be seen within the 

cylinder.  The area between points D 

and I is referred to as the exhaust pla-

teau. This plateau is created by the in-

take manifold vacuum. The intake stroke 

pulls the cylinder into a negative pres-

sure area and the intake valve is then 

closed, trapping the negative pressure 

within the cylinder. The piston then 

moves up compressing the volume with-

in the cylinder to its peak pressure, and 

then moves down decompressing the 

volume within the cylinder. At the point 

the piston returns to the same position 

within the cylinder as it was when the 

intake valve closed, the pressure within 

the cylinder will also return to the same 

pressure as it was when the intake valve 

closed, which is negative (vacuum). 

Since the intake stroke changed the 

cylinder pressure to a vacuum relative 

to the exhaust pressure and the exhaust 

valve opened when the cylinder re-

turned to the same point and then rises 

back to the exhaust pres-

sure, thus the exhaust pla-

teau is created by vacuum. 

The points D and I should 

be the same. If point D is 

lower than point I the cyl-

inder is leaking volume, if 

point D is slightly higher 

than point I at about 2 psi 

or less the cylinder leakage 

is ok. If this is greater than 

2 psi the cylinder is leaking 

volume.

The intake ramp will be 

used to check the intake 

camshaft timing. Because 

the intake valve will need 

to open in order for the intake pressure 

to drop rapidly, the intake valve open-

ing can be calculated using the intake 

ramp which is G to I.  If the pressure 

is measured at G and then at I and this 

pressure ramp is divided in half (this 

point shown at point H), this point 

should fall 20 degrees after the TDC 

mark. The intake camshaft timing is 

correct if the 20 degrees after the TDC 

mark falls within ± 5 degrees of H.  If 

the 20 degrees after the TDC mark falls 

below the H mark, the camshaft tim-

ing is advanced. If the 20 degrees after 

the TDC mark falls to the right of the 

H mark, the exhaust camshaft timing 

is retarded. 

On newer engines with variable 

camshaft timing (VVT) on the intake 

cam, the 20 degrees after the TDC mark 

will be adjusted to 30 degrees after the 

TDC mark. It will be important to mea-

sure the intake ramp and fi nd point H, 

then mark point H with a vertical cur-

sor. This cursor will now cross the pink 

grid that represents the crankshaft de-

grees. On older engines this cursor 

should fall between 10 and 20 degrees 

after TDC.  On newer engines this cur-

sor should fall between 20 and 30 de-

grees ATDC. The point at which the 

intake valve closes can also be used to 

check intake camshaft timing. This 

point is marked as K, and should occur 

between 40 and 60 degrees after BDC. 

Now let’s look at Figures 4 and 5 

which are camshaft to crankshaft tim-

ing problems. We will fi rst analyze Fig-

ure 4 in which it is quite easy to see that 

the compression waveform is not like 

Figure 2. Let’s start with the location 

of the exhaust pocket. In Figure 2, the 

exhaust pocket is located at 35 degrees 

before BDC whereas in Figure 4, the 

exhaust pocket is at 65 degrees before 

BDC. Next the exhaust ramp at E in Fig-

ure 2 is at 12 degrees before BDC, and 

in Figure 4 the exhaust ramp at what 

would be E is located at 45 degrees be-

fore BDC. On the intake ramp in Figure 

2,  H is located at 18 degrees after TDC, 

and in Figure 4 the intake ramp at what 

would be H is located at TDC. The in-

take valve closes in Figure 2 at 45 de-

grees after BDC, in Figure 4 the intake 

valve closes at 30 degrees after BDC.  

Whether you look at the exhaust cam 

or intake cam, it is quite apparent that 

this camshaft is advanced. 

Now we will analyze Figure 5. In 

Figure 5 again it is quite easy to see 

that the compression waveform is not 

like Figure 2. Let’s start with the lo-

cation of the exhaust pocket. In Figure 

2, the exhaust pocket is at 35 degrees 

before BDC and in Figure 5, the ex-

haust pocket is at 0 degrees TDC. Next, 

the exhaust ramp at E in Figure 2 is 

at 12 degrees before BDC, in Figure 5 

the exhaust ramp at what would be E 

is located at 13 degrees after BDC. On 

the intake ramp in Figure 2 the point 

at H is located at 18 degrees after TDC, 

in Figure 5 the intake ramp at what 

would be H is located at 35 degrees 

after TDC. In Figure 2, the point at G 

is located just before the TDC mark 

whereas in Figure 5 this point is at 25 

degrees after TDC.  The intake valve 

closes in Figure 2 at 45 degrees after 

BDC; however, in Figure 5 the intake 

valve closes at 70 degrees after BDC.  

Whether you look at the exhaust cam 

or intake cam, it is quite apparent that 

this camshaft is retarded. 

Be aware that these compression 

waveforms that have been explained 

above are idle compression waveforms, 

and some of these techniques do not 

work on cranking or snap throttle wave-

forms.  With a little practice, these com-

pression waveforms will start to provide 

your shop with fast actuate diagnoses. 

These diagnostic techniques will bring 

your shop into the 21st century, and 

provide your shop with the winning 

edge over the competition. 

This waveform also shows a cam that Is timed 
improperly. Can you think of how you could use this 
method to check the operation of a VVT system?
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Mercedes-Benz vehicles now feature Adaptive Highbeam Assist, which can vary headlamp output 
through an array of light settings (not simply between high and low beams) to maximize illumination 
without blinding other drivers.

Indeed, some very early active safety systems proved their 

effi cacy in taking vehicle control away from the driver – most 

notably those that, on their own, could cut vehicle power and 

adjust the brakes in an emergency braking situation.

Ten years down the road, this trend has taken a different 

turn. Instead of removing driver control, the latest safety sys-

tems are geared towards creating better drivers by providing 

more road information feedback and greater vehicle control.

Let’s take a look at the most signifi cant of these systems and 

consider how they’ll impact the way your shop handles repairs. 

Bavarian beginnings 
Advanced safety innovations take years of development and 

a signifi cant investment to bring to market, which is why 

they typically turn up in luxury models fi rst before they go 

mainstream. Though other brands have built reputations on 

Building a 
better driver
The latest generation of safety systems will impact your shop

BY TIM SRAMCIK  |  CONTRIBUTING EDITOR

Adecade ago when auto manufacturers shifted their focus to active safety systems, industry 
analysts began extrapolating where this trend could eventually lead. Some began mulling 
about a day when vehicles and smart transportation systems would handle the vast majority 

of driving duties. In this scenario, computers would plot out and instigate the safest, most effi cient 
travel plans, potentially eliminating accidents – or, at the very least, seriously diminishing the root 
causes of most crashes, human error.
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providing the best possible driving experience, Mercedes-

Benz lately has been particularly successful in bringing some 

of the most compelling, and potentially signifi cant, safety 

innovations into the auto market.

Three systems use cameras to provide drivers with some 

extra help when navigating multi-lane roads. Lane Keeping 

Assist utilizes a special camera that tracks lane markings 

on pavement. If it senses that a driver is drifting out of a 

lane, it vibrates the steering wheel. 

Adaptive Highbeam Assist uses a dedicated camera to 

scan the road ahead for the lights of other vehicles. Based 

on their calculated position, the system varies the headlam-

ps infi nitely through an array of light settings (not simply 

between high and low beams) to maximize illumination 

without causing glare that can blind other drivers.

Night View Assist PLUS utilizes a camera along with 

invisible infrared beams to display a supplemental, real-

time view of a dark road. If it detects a pedestrian, it can 

point that person out and even shine the headlamps toward 

him or her. Unlike thermal systems, it also can sense “cold 

objects.”

To help drivers gain a clearer view of darkened roadways 

without a special camera, Mercedes offers Active Full-LED 

headlamps, which generate light the company says is closer 

to natural daylight than any lighting technology in produc-

tion. These headlamps also can instantly reconfi gure their 

beam patterns in response to a driver’s steering and speed 

and to other traffi c.

For potential problems that don’t lie directly ahead, Mer-

cedes’ Blind Spot Assist alerts drivers to vehicles that re-

main hidden from their side mirrors. This system utilizes 

radar sensors in the rear bumper to detect vehicles along-

side the driver. A red icon lights up in the side mirror to alert 

the driver. Should the driver signal for a lane change, an 

alert sounds. 

Of particular note is a system called Attention Assist, 

which helps drivers guard against one of the most danger-

ous hazards on modern roadways – driver fatigue (which 

studies have shown is potentially as dangerous as driving 

under the infl uence).

Attention Assist tracks more than 70 parameters in the 

fi rst minutes of a drive to recognize a motorist’s unique 

driving style. As a driver spends extended time on a jour-

ney, the system detects certain steering corrections that 

suggest the onset of drowsiness. It also works in consid-

eration of a wide range of other factors, including cross-

winds and road smoothness to how often a driver is inter-
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(Left) Mercedes’ Night View Assist PLUS provides a real-time view of dark roads that can single out 
pedestrians. (Right) Blind spot assist technology now is standard on the 2013 Honda Accord EX.
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acting with the vehicle's controls and 

switches. If it all adds up to driver fa-

tigue, Attention Assist sounds an alert 

encouraging the driver to stop and rest. 

Affordable innovations 
Certainly, if your shop isn’t certifi ed 

to repair Mercedes or other luxury 

brands, you may not see some of this 

technology for a while. But consider 

this: some of the technology these 

brands began introducing not more 

than fi ve years ago is already becom-

ing standard equipment elsewhere in 

the industry. 

For example, the 2013 Honda CR-V 

comes equipped with a rearview cam-

era for safe backing and tracking of ac-

tivity behind the vehicle. 

Mounted on the passenger side of 

the 2013 Honda Accord EX is a stan-

dard blind spot camera that records 

activity for peripheral areas that are 

diffi cult to see properly from the driv-

er’s seat. The camera automatically 

powers on when the right signal light 

is activated.

Ford has begun equipping several 

of its models (including the Flex and 

Focus) with curve control and torque 

vectoring technology. 

Ford bills these systems as a “con-

fi dence-builder” for novice drivers that 

also will please driving enthusiasts. 

What does this technology do? Think 

of what it would be like to incorporate 

the curve-cornering skill of a profes-

sional skier or snow boarder into an 

automobile to provide stability during 

cornering.

Previously offered only in high-end 

performance vehicles, this technology 

is helping make top-heavy vehicles and 

entry-level cars safer using braking pres-

sure that aids them in navigating turns. 

Torque vectoring imitates the effect 

of limited-slip differential by constantly 

balancing the distribution of engine 

output between the front wheels to suit 

driving conditions. When a motorist ac-

celerates through a tight corner, the 

system applies what Ford calls an “im-

perceptible degree” of braking to the 

inside front wheel, which shifts more 

engine torque to the outside wheel. The 

result is noticeably better road grip and 

improved vehicle handling.

Important here is the fact that the 

system doesn’t take vehicle control away 

from the driver. It facilitates stability. 

According to Ford, its intent also is to 

improve the driving experience. 

Good vibrations 
Indeed, as safety systems evolve, engi-

neers are looking for ways to fuse safety 

and enjoyment. Consider an innovation 

Cadillac is including on most of its 2013 

models – a Safety Alert Seat.

This system uses vibrations of the 

driver’s seat bottom to warn of collision 

threats while driving and parking. 

Threats to the sides of a vehicle, such 

as drifting between lanes or towards 

objects while parking, produce vibrat-
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ing pulse patterns on the left or right of 

the seat (depending upon which side of 

the vehicle is at risk). Threats from the 

front and rear trigger pulses on both 

sides of the seat.

Cadillac incorporated the technol-

ogy after research indicated that the 

seat can direct driver attention to the 

location of a crash threat more quickly 

and accurately than beeping alerts. The 

research also showed that drivers some-

times don’t hear audible alerts or use 

shut-off options to turn them off if they 

fi nd them to be an annoyance.

Coming soon to a car near you
Additional research is directing auto-

makers to develop technologies to help 

drivers contend with newer safety con-

cerns and to help them sift more effec-

tively through the information being fed 

to them through safety systems.

 In Europe and Asia, automakers 

have brought to market technologies to 

help motorists avoid hitting pedestri-

ans. With more Americans taking ad-

vantage of growing numbers of walking 

and bicycling paths, there’s a good pos-

sibility this technology will turn up in 

the states as well.

Toyota has come up with an inter-

esting piece of technology aimed at 

keeping pedestrians and bicyclists safer, 

and it’s aimed directly at the hybrid and 

alternative fuel market.

Hybrid, electric and other such ve-

hicles can be particularly dangerous 

since their power plants often make 

very little noise. Toyota has begun equip-

ping its Japanese models with systems 

that sound an automated alert when a 

vehicle approaches someone walking 

or riding a bike.

All the alerts and information being 

fed to drivers can themselves be a dis-

traction. With motorists focusing their 

attention on multiple read outs, along 

with electronic accessories such as mu-

sic players, automakers are fi nding that 

drivers actually might be spending more 

time with their eyes on a vehicle’s dash-

board and not on the road. 

Companies like Honda are now in-

vesting in new displays that organize 

all this information more comfortably 

and more logically in areas that keep 

the drivers’ eyes on the road.

Honda is developing technology 

tagged as heads-up display (HUD), 

which projects critical navigational and 

safety information onto the environ-

ment the driver views through the wind-

shield. The automaker expects to in-

corporate HUDs in its vehicles in just 

the next few years, potentially making 

their driving experience – and the ex-

perience of the motorists around them 

– far safer.

Conclusions
Obviously, how much safer HUD and 

similar technology will make roadways 

and the effects they will have on your 

business remain to be seen. Jeff Wool-

cot, a transportation analyst whose fam-

ily works in the collision industry, 

doesn’t expect any immediate impact. 

Woolcot says that active safety sys-

tems, since their inception, have pro-

vided a mixed bag of results. On one 

hand, as the number of vehicles on the 

road has increased, the number of col-

lisions has either declined slightly or 

held steady. Roadways are safer, but 

there still are plenty of accidents, many 

of them serious.

Woolcot believes there is one ma-

jor, contributing factor to this phenom-

enon. As automakers make vehicles 

more responsive, and ostensibly easier 

and safer to drive, motorists become 

more apt to test their limits and get 

themselves in trouble.

“Drivers never cease to find new 

ways to do foolish things and crash their 

cars,” says Woolcot.

Therefore, repairers shouldn’t ex-

pect to see a noticeable decline in re-

pair opportunities. Woolcot says what 

they should expect to fi nd are tougher 

repair challenges that will come with 

returning the newest generation of ac-

tive safety systems to their pre-crash 

operational abilities.

“Collision shops could be looking at 

running more electronic diagnostics to 

make sure all these cameras, sensors 

and electronics are back up to speed,” 

he says. “If they’re not, they could be 

assuming liability for future crashes 

that drivers and insurers say could have 

been avoided with properly repaired 

safety systems.”

Ironically, safer vehicles could pose 

bigger business risks for shops. Woolcot 

notes, “This is the future shops will 

need to prepare for.” 

IM
A

G
E

: F
O

R
D

  

IM
A

G
E

: G
M

  

(Left) Worried about hearing safety warnings in your vehicle? Cadillac offers a Safety Alert Seat in its 
vehicles, which vibrates to warn drivers of potential problems. (Right) Ford has made torque vectoring 
technology standard on its Focus models, giving these cars handling capabilities once only available on 
high performance models.
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My concerns began back in the mid 90s when I replaced 

a repaired wheel obtained from a supplier listed within the 

repair estimate prepared and provided by my customer’s 

insurer. Several weeks after delivery, the customer came 

back with a concern over his tire going fl at. He’d taken it 

to his tire store to have the slow leak repaired only to fi nd 

that his tire was fi ne and that it was the wheel itself, which 

was leaking air. The leak wasn’t around the bead, but 

through the rim where a repair had been performed and 

where a remaining crack or fi ssure remained. I realized 

then that once-damaged and repaired wheels are suscep-

tible to having remaining fl aws and defects and the dis-

The risks of 
reconditioned 
wheels
What goes around may just come back to haunt you

BY BARRETT SMITH  |  CONTRIBUTING EDITOR

Are reclaimed and repaired wheels posing a serious and signifi cant safety concern for your shop?

Hand in hand with many other potentially devastating liabilities faced in the collision repair industry, 

as a repairer and now industry advisor/consultant/coach, reconditioned wheels has been one of my 

greatest concerns for some time. While called for and employed across the country on a daily 

basis, these reclaimed and repaired wheels may often pose serious and signifi cant safety concerns.
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tinct liabilities they posed for me and 

other repairers.

While the opportunity to recondi-

tion once-damaged wheels surely 

proves to reduce repair costs for insur-

ers and consumers, the considerable 

risks of failure and potential for serious 

property damage, injury and even 

death, and the associated liabilities, 

are just as real and far more significant 

for repairers.

Perhaps no entity understands this 

better than the original equipment man-

ufacturers such as BMW, Daimler-

Chrysler, Ford, GM, , Honda, Nissan, 

Toyota and others who have released 

written statements making their posi-

tions known that, other than minor 

cosmetic refinishing, the repair of dam-

aged rims in not recommended. Obvi-

ously this is to avoid associated liabili-

ties and to safeguard the integrity of 

thei r  produc t and name -brand 

reputation.

The concerns with the use of recon-

ditioned wheels are numerous, but none 

more tangible than when their use is 

in direct conflict to the vehicle’s origi-

nal manufacturer’s recommendations, 

and as such, contrary to the Collision 

Repair Industry’s Established Stan-

dards of Proper Repair, which was rati-

fied and re-established in 2012. As such, 

the question begs to be asked: If that 

is the “Standard of Proper Repair” why 

than do insurers continue to call for re-

conditioned wheels? Perhaps even more 

so, if it is not in keeping with Collision 

Repair Industry’s Standards of Proper 

Repair …why then do repairers con-

tinue to use them in the repair of their 

customer’s vehicles?

Simply stated; if the vehicle’s origi-

nal manufacturer does not approve the 

use of repaired, reconditioned, refur-

bished or restored wheels, then a col-

lision repairer should not use them, and 

if they elect to do so, they may incur 

significant liabilities in the event of 

their failure. Liabilities that the insurer 

will not bear since they would be the 

first to tell you and the courts, that they 

only provide payment for proper and 

thorough repairs; they do not perform 

or recommend repair methodology; that 

is left up to the repair professionals.

Imagine for a moment, a family trav-

eling down a rural highway at highway 

speeds when all of a sudden, without 

warning, the vehicle lurches to one 

side; the driver loses control and then 

begins to cartwheel down the road. It 

comes to rest as a smoking hulk of met-

al in a field of debris. There is no move-

ment in the vehicle as the occupants 

are seriously injured…or worse.

After an initial investigation, mea-

surements, photos and interviews with 

witnesses, the wreckage, along with 

all its remnant parts and debris, is load-

ed up and carted off to a salvage hold-

ing yard.

Upon inspection and ensuing inves-

tigation (which generally follows acci-

dent related fatalities), it is found where-

as both front and rear suspensions have 

been crushed, bent and literally ripped 

from the vehicle.

Three of the wheels are severely 

damaged and the tires are flat. Because 

of the severity of the damages, no de-

finitive finding as to what caused the 

loss of control is found and as such, the 

1 2
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incident may be attributed to driver er-

ror, driver fatigue, excessive speed for 

conditions, or perhaps it will merely be 

listed as “cause unknown” and no fur-

ther investigation is undertaken.

As such, no-one will ever know that 

the true cause of the loss (and the loss 

of life) was due to the catastrophic fail-

ure of a once damaged and repaired 

alloy wheel; a “reconditioned wheel” 

that was called for in the vehicle’s prior 

repair.

While this story is totally fi ctional 

and not based upon an actual occur-

rence, it does illustrate what has likely 

occurred since the advent of alloy wheel 

repair.

Back in 2007, Fox News did a story 

regarding concerns associated with 

remanufactured wheels wherein the 

Vice President of the Insurance Infor-

mation Institute stated: “There's no 

evidence that reconditioned rims have 

ever caused a major accident.” And she 

may be right, simply due to the fact 

that no one can differentiate between 

a wheel that had been “reconditioned” 

and one which had not. It’s important 

to note too that she went on to say,  

“Repair shops make fi nal decisions on 

parts,” simply meaning that insurers 

bear no responsibility or liability should 

a failure occur, as they don’t make re-

pairs or determine repair methodology. 

That is left up to the repairer who is 

expected to adhere to industry Best 

Practices such as adhering to accepted 

and “established Industry Repair 

Standards.”

The concern remains that in the 

event of a loss there may be no evidence 

of which to find or even suspect a 

wheel’s failure. Furthermore, there are 

no identifying marks to identify the 

wheel was once repaired and re-intro-

duced to the vehicle. Along with future 

tire rotations, tire replacements etc., 

the once damaged and reconditioned 

wheel, as in a shell game, will get shuf-

fled and lost among the other three 

original undamaged wheels.

To make matters worse, while the 

original damaged wheel had only minor 

superfi cial damages to its fi nish (e.g. 

“curb rash”), the delivered replacement 

wheels are generally from the supplier's 

inventory of pre-repaired wheels, of 

which its original severity and nature 

of damages is unknown. This exchange 

is done to expedite repairs to increase 

productivity and reduce claims-related 

costs such as rental expense. The re-

placement wheel may have been badly 

damaged as those illustrated in actual 

4 5 6

Remaining bend and 
deformation at outer rim
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ads of wheel reconditioning companies 

shown in Figures 1, 2 and 3.

So what exactly does the term "re-

conditioned" mean? The following are 

some definitions according to several 

dictionary sources: 

-recondition — to restore to good 

condition, especially by repairing, ren-

ovating or rebuilding (The American 

Heritgage Dictionary of the English Lan-

guage, Fourth Edition)

-recondition — to restore to good 

condition or working order (Collins Eng-

lish Dictionary — Complete and 

Unabridged)

-restore —to bring back into exis-

tence or use; reestablish; to bring back 

to an original condition (The American 

Heritage Dictionary)

While the terms or definition of the 

worlds "restore" and "recondition" are 

not listed with Black's Law Dictionary, 

the word "restitution" is, and its defini-

tion is provided where it states in part:

-restitution —  return or restoration 

of some specific thing or condition; com-

pensation, reimbursement, indemnifi-

cation or reparation for benefits derived 

from or loss caused by another; a rem-

edy available in tort and contract

As such, it is doubtful if recondi-

tioned or re-manufactured wheels in-

deed meet a level of being "restored" or 

"reconditioned" to pre-loss condition or 

that they properly indemnify and/or 

provide "restitution" to a first-party in-

sured or third-party claimant.

This of course would be left to the 

legal community to make that deter-

mination on a case-by-case basis as 

each situation may differ. In my expert 

opinion, a once-damaged and repaired 

wheel is no different than a once-dam-

aged and repaired vehicle and as such; 

a “reconditioned,” “remanufactured” 

or “refurbished” wheel is nothing more 

than a “repaired wheel,” which may 

have hidden and unknown remaining 

defects and potential significant safety 

issues just like a severely damaged and 

repaired vehicle. And as such, aside 

from the potential for failure, a repaired 

wheel would not have the same value 

as a wheel with no history of damage 

and repair; and as such would not be 

“Like Kind and Quality” (“LKQ”) to that 

of an original undamaged factory wheel.

A market for reconditioned wheels 

exists for the individual consumer who 

seeks a cost-effective alternative to new 

OEM or custom wheels. Of course they 

are subject to the same concerns as to 

function and personal safety, and as such, 

mandates to offer a moderate level of con-

sumer awareness and protection would 

be both reasonable and prudent.

Last year, while inspecting a ve-

hicle at a repairer’s facility, I saw a re-

conditioned wheel that had been being 

delivered for a repair on a Dodge Nitro. 

Upon first glance it became apparent 

that remaining damages were evident, 

as illustrated in Figs. 4, 5 and 6.

As shown, the five mounting holes 

were damaged and elongated. It appeared 

as though the wheel’s lug nuts had not 

been properly tightened and had come 

loose and as such, the wheel’s holes be-

gan to wallow-out against the threaded 

stud bolts. Had this not been found, such 

overlooked remaining damage would 

likely cause a failure in proper seating of 

the rim to the hub and its lug nuts. This 

would likely become a problem down the 

road with the lug nuts coming loose, caus-

ing damages to the vehicle. Had this rim 

been mounted and installed and deliv-

ered with the vehicle without the defects 

being noticed, it would have been virtu-

ally impossible to try to establish, let 

alone prove, that the failure was due to 

the wheel repairer’s negligent oversight. 

The repairer would have no doubt been 

blamed for not properly tightening the 

wheel and would have inherited all lia-

bilities associated with the wheel’s fail-

ure; exposing the shop and its technical 

staff to significant liabilities.

Another example found while at a 

repair facility was a repaired wheel for 

a late model Ford pickup, where once 

again, upon a casual inspection, a size-

able and easily discernible crack and 

deformation remained in the rim’s outer 

8
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lip…in two separate areas! This wheel 

was to have been installed on the right 

front of the repaired vehicle and an im-

pact with a pot hole or while off road 

could have easily caused the rim’s lip 

to break away, deflating the tire caus-

ing a potential loss of control and po-

tentially life-threatening accident.

As illustrated in Figs. 7, 8 and 9, 

upon comparison, the lip of the repaired 

rim measured 36.5 mm at one side and 

29.5mm at the other (where a repair 

had been performed). This 7mm differ-

ence was due to turning/lathing the 

wheel during repair. While the renewed 

paint finish looked very nice, there were 

remaining deep scratches, divits and 

deformations in the metal of the outer 

surface which were clearly visible. Such 

remaining issues were excessive, and 

as such, this wheel was not in accep-

tible condition for re-use.

At present, the companies which per-

form the reconditioning of damaged 

wheels have little to no rules or regula-

tions of which to abide by or by which 

their performance is rated and/or gov-

erned. Although some “wheel repairers” 

claim to place a label identifying the 

wheel as repaired, such labels could eas-

ily be removed by intent, inadvertently 

upon handling or as a result of weather 

conditions and time. Having such label-

ing inside the tire, whereas it is not read-

ily visible will not alert a potential buyer 

or investigator to the existence of a once 

damaged and repaired wheel. Once a 

reconditioned wheel is delivered to the 

distributor or consumer it is thereafter 

out of sight and out of mind. As such, 

those who repair damaged wheels have 

no accountability and no incentive or li-

abilities to ensure their repair meets a 

level of “like kind and quality” to the 

original undamaged wheel in function, 

safety, appearance and value. Once the 

rim is repaired and delivered, it becomes 

lost among the millions of other wheels 

on the roadway and may pose as a tick-

ing time bomb to an unsuspecting driver 

and their family.

The first time the vehicle’s wheels/

tires are rotated, the once damaged and 

"repaired” wheel is lost among the oth-

ers. Even more concerning is that these 

‘damaged and repaired’ wheels have 

ended up in salvage yards and other out-

lets whereby the pool of used wheels has 

been tainted. Should failure cause injury 

and/or death to the occupants or others, 

no one will know if it was the failure of 

a once damaged and repaired wheel; 

thus leaving no accountability to those 

who called for the replacement, who al-

lowed the replacement and/or those who 

performed the replacement! For those 

consumers who have “repaired wheels” 

installed onto their vehicles, they, their 

passengers and others on the roadway 

become unsuspecting participants in a 

game of high speed Russian Roulette.

Changes needed
So what can be done to correct this ob-

vious lack of oversight and account-

ability and offer better protection for 

the unsuspecting and totally vulner-

able consumer? The wheel repair in-

dustry must have guidelines and 

standards.

Such standards for the repair of once 

damaged wheels would include the re-

quirement of the wheel repairer to in-

dicate the Who, What, When, Where 

and How as follows:

 Who: What company and specific 

technician(s) performed the repair?

 What: What severity and type of 

damage was repaired (crack, scuff, etc.) 

and what testing was performed?

 When Was the Repair Performed

 Where: Where on the wheel was 

the damage and repair?

 How: How was the repaired wheel 

tested (i.e. mere magnetic flux, Eddy 

Current, Ultrasonic testing etc.)?

Each repaired wheel should have 

permanent markings heavily stamped 

on the back side (not inside) visible to 

clearly show the area(s) of damage and 

repair by using symbols such as arrows, 

the repairer’s designated “I.D. Brand” 

such as Acme Wheel Repair would be 

AWR, the date of repair, the technician’s 

designated number, the method of re-

pair (e.g. polishing = P, refinishing= R, 

grinding= G, welding= W, straighten-

ing= S etc. whereby one could easily 

determine the location and extent of the 

wheel’s damage and repair as well as 

who performed the repair. This would 

also enable a wheel repairer to deter-

mine if a core, which had been previ-

ously repaired, is suited for further re-

pair or to be scrapped for recycling.

Unfortunately, as in most any indus-

try or profession, there are the best, the 

least best, and everything in between. 

Few industries want more regulation, 

however, where the unwary consumer 

may be placed in harm’s way, and are not 

in a position to protect themselves, regu-

lation, whether it be self regulated with 

ample oversight, or federally regulated, 

is necessary to safeguard those who may 

fall victim to poorly performed repairs.

To the benefit of the wheel repair in-

dustry, elevated responsibilities will en-

able all wheel repairers to become ac-

countable for their actions. Such 

accountability will no doubt raise the bar 

in quality and service and eventually elim-

inate those who fail or refuse to meet the 

minimal level of requirements.

I encourage repairers to discuss 

such issues with their liability insurer 

regarding using once-damaged and 

repaired wheels, salvaged suspension 

parts and aftermarket parts in repairs 

to see if any limitations or policy word-

ing may deny coverage in the event li-

abilities arise out of their use.

Repairers should take a very close look 

at the potential risks and liabilities that 

once-damaged and repaired wheels pres-

ent to their customers, themselves and 

their business. Repairers should follow 

Industry Best Practices and adhere to the 

Collision Repair Industry’s Standards of 

Proper Repair and seek, fully understand 

and adhere to the original manufacturer’s 

recommendations for repair and replace-

ment in all facets of repair.

Rest assured that should a claim be 

levied against you and your business for 

such failure and resulting damages, it 

will boil down to one or more of three 

basic causes:

t�/FHMJHFODF

t�(SPTT�*ODPNQFUFODF�PS

t�*OUFOUJPOBM�%JTSFHBSE�
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CAR-O-LINER

ANCHORING SYSTEM
Enhance vehicle holding and anchoring without 
the need for dedicated fixtures with the 
Car-O-Liner EVO™ Anchoring and Fixturing 
System. Assemble components in a variety 
of configurations, optimizing productivity and 
earnings. Modular and upgradeable, EVO works 
for every vehicle year, make and model so there’s no need for 
fixture rental. Integrate with Car-O-Liner’s data and software to 
support the complete vehicle repair process.

www.car-o-liner.com

(800) 521-9696

TG PRODUCTS

RAIL SAVER REPAIR SYSTEM
The Rail Saver Repair System is vital to the proper repair of frame 
rails and side members. With 4 tons of pressure delivered to any 
one of the 5 specially designed convex pushing pads, The Rail 
Saver has the POWER and PRECISION to do a proper repair 
FAST!  The Rail Saver System is definitely a must-have tool for any 
quality collision repair facility.

www.therailsaver.com

(916) 316-3672

COLLISION PRODUCTS GUIDE

CAR-O-LINER

SUSPENSION CHECK
Do you know if a damaged vehicle 
has bent suspension parts before 
you begin the repair? The suspension 
check mode in the Car-O-Tronic™ 
Vision X3 electronic measuring system 
diagnoses vehicle damage to avoid delays after the repair. The 
software identifies damage to control arms, measures strut 
angles, compares ball joint locations, checks for wheel setback 
and computes the vehicle thrust angle.   

www.car-o-liner.com

(800) 521-9696

FORWARD LIFT

ADJUSTABLE ADAPTER
Forward’s most popular lifts can now 
be fitted with optional adjustable frame-
contact adapters. These adapters provide 
fine adjustment capabilities to better reach 
manufacturer-recommended lifting points, 
including situations where the lift is installed on an uneven floor. The 
new accessory is compatible with the Forward Lift DP10A, DP10S and 
I10 two-post lifts and fits into any of the height extensions provided 
with those models.

www.forwardlift.com

(800) 423-1722

3M

SUN GUN
The 3M™ PPS™ SUN GUN™ II Light 
Kit is the perfect tool for the estimator 
to clearly view damaged areas of the 
car, the body technician to identify 
pre-paint defects such as pin holes, 
the painter to verify color match and for the detailer to identify 
post paint defects such as swirl marks. The SUN GUN II improves 
on the original by increasing battery time, providing a wider light 
beam, improving the charger and making the bezel more durable.  

www.3mcollision.com

(877) MMM-CARS

MEGUIAR’S 

LEATHER SEALER TREATMENT
Meguiar’s has developed Gold Class Leather 
Sealer Treatment to prolong the life of automotive 
leather, avoid drying and cracking and protect 
against spills and stains. The treatment is a 
two-step system designed to clean, condition, 
pamper and protect the leather interior in your 
vehicle. The Gold Class Leather Sealer Treatment 
is the latest addition to Meguiar’s Gold Class 
Leather line up and is great for car, truck or home. 

www.meguiars.com

(800) 347-5700

MOTHERS

RUBBING COMPOUND, 

FINISHING POLISH
Mothers® introduces Professional 
Rubbing Compound and Professional 
Finishing Polish, two industry-proven 
formulas used in body and detail shops 
worldwide, now available to consumers and enthusiast detailers. 
Mothers® Professional products streamline paint correction to deliver 
brilliant color, enhanced gloss and unmatched depth, and can be 
used with your favorite buffer or polisher. 

www.mothers.com

(714) 891-3364

SUPERLIFT

FORD F-150 LIFT KIT
Superlift’s 6-inch suspension system for 
current-model F-150 4x4s passes FMVSS 
126, NHTSA’s highway-speed lane-change 
test that verifies electronic stability control 
(ESC) functionality. The kit is compatible 
with Ford’s Roll Stability Control and Advance Trac traction control. 
Component highlights include cast ductile-iron knuckles that don’t 
increase front track width. High-clearance front crossmembers are 
tied together by a skidplate. 

www.superlift.com

(800) 551-4955



See us at SEMA Booth #11439.
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P R O D U C T S
& TECHNOLOGIES TO HELP 
YOU WORK SMARTER AND 

KEEP YOUR SHOP PROFITABLE

AXALTA COATING SYSTEMS

Company rebrands, builds on 
excellence
Axalta Coating Systems is a 
global provider of liquid and 
powder coatings to automotive, 
transportation and general in-
dustrial industries. Formerly Du-
Pont Performance Coatings, Axalta will continue to 
build on over 145 years of experience in the coat-
ings industry. Exhibiting in NACE booth #1125, Ax-
alta will feature its strong portfolio of brands and is 
a sponsor of the MSO Symposium and the Open-
ing General Session & Industry Forum.
www.axaltacoatingsystems.com

(855) 6-AXALTA

CHEMSPEC USA

Polyurethane basecoat

METACRYL® FC 3.5 VOC 2K Polyurethane 
Basecoat is a conventional solids 

basecoat for use with Metacryl® 
universal hardener system and 
zero VOC reducer for a mix of 
4:1:2. Quick dry and recoat times 
combined with the activated base 
means higher durability and adhe-
sion in adverse conditions.  

The Basecoat Color sys-
tem offers excellent color de-
velopment and performance 
when used with META-
CRYL® Clearcoats. The 
Intermix system includes me-
tallic and pearl colors for a 
vast range of options. With 
quick dry and tape times, 
METACRYL® FC also maintains a long pot life 
making it ideal for OEM, Fleet and Commercial 
Finishing when maximum productivity is required.  

www.chemspecpaint.com
(800)-328-4892 ext. 2356

AUTEL

Vehicle diagnostic system

Developed by a team of the best engineers and tech-
nicians in the industry, the MaxiDAS® DS708 is a 
state-of-art vehicle diagnostic system that can initialize 
sensors, do ECU adaptions, immobilizers, key coding 
and component activation and much more. The new 
generation platform stands out in a variety of tools by 
providing incredibly high performance with intuitive 
operation. For the fi rst time, workshops and techni-
cians can fi nd an OE-level diagnostic solution de-
signed for the aftermarket.

www.autel.us
855-AUTEL-US

AUTEL

Scan tool
Derived from the MaxiDAS® DS708, 
the MaxiDiag Elite® MD802 enables 
the user to not only get into the OE- 
enhanced OBD-II system with mode 
6 access and live data graphing, but 
it also allows a technician to scan all 
1996 and newer makes and models 
and all available modules, just like our 
DS708. With the MaxiDiag Elite® 
MD802, the user can read and clear codes in all Pow-
ertrain, Chassis, Body, and Information & Communica-
tion systems with the push of one button.

www.autel.us
855-AUTEL-US



How 
important  
is your 
color 
match?

800.776.0933

ProSprayFinishes.com

facebook.com/prospray

youtube.com/prosprayautofinishes

Serious Color. Smart Business.™

Color is the first – and sometimes 

the only – thing that customers 

QRWLFH��7KDW·V�ZK\��ZLWK�3UR-6SUD\·V�

accurate color match and 

H[FHSWLRQDO�KLGH��\RX�JHW�WKH�

color right the first time.

<RX�DOVR�JHW�WKH�LQGXVWU\·V�

cutting-edge color tools. 

Like the Navigator™ Precision 

Color Selection System and 

the PaintXpert® Software.

:KDW·V�HYHQ�EHWWHU"�1DYLJDWRU�

delivers high-performing 

QDWLRQDO�UXOH��ORZ�92&�

solvent and pigment-rich 

waterborne formulas in 

one simple system.

All at a value that will 

not only help your 

EXVLQHVV�VXUYLYH�� 

but also thrive. 

In this business, it’s 

a matter of survival.

800.776.0933

ProSprayFinishes.com

Serious Color. Smart Business.™

em.ee systeone simple

that will a value All at a

lp your only henot o

VXUYLYH��VLQHVV�EX

o thrive. obut alsob

ishes.comProS

A Quest Automotive Brand

Visit us at SEMA booth #11247!
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& TECHNOLOGIES TO HELP YOU WORK SMARTER & KEEP YOUR SHOP PROFITABLE

RZ MASK

Filtering face mask

Made from neoprene and equipped with an active car-
bon fi lter, the RZ Mask fi ltrates 99.9 percent of par-
ticulates from the air while absorbing odors. The mask 
covers the nose and mouth and has seen application in 
industrial maintenance, painting and automotive work. 
The RZ Mask comes in over 20 designs for $29.95. 

www.RZmask.com
(888) 777-9422

WD-40

Rust penetrant
With its Blu Torch™ Technology, 
a proprietary blend of synthetic 
additives, the WD-40® Spe-
cialist® Rust Release Penetrant 
penetrates rust 50 percent fast-
er than the leading competitor. 
Penetrating deep into crevices, 
threads and seams to break 
the bonds that hold stuck parts 
together, it is ideal for use on 
nuts, bolts, threads and locks.  
It also leaves behind a protec-
tive layer and helps prevent rust 
and corrosion from re-forming.  

www.WD40.com
(888) 324-7596

WD-40

Machine, engine 
degreaser
With a powerful stream that 
sprays up to fi ve feet, the new 
WD-40® Specialist® Machine & 
Engine Degreaser Foaming Spray 
has deep foaming penetrating ac-
tion that quickly removes grease, 
oil, dirt and grime. It is ideal for 
use on engines, gears, chains, 
machinery, power equipment 
and metal tools, and helps make 
equipment run smoother, last lon-
ger and look like new.  

www.WD40.com
(888) 324-7596

WEDGE CLAMP SYSTEMS

Nitrogen 
system
NitroHeat is an 
effi cient heated 
nitrogen sys-
tem designed 
to plug into your 
compressed air 
system, con-
verting air to 98 
percent nitro-
gen. It atomizes 
and lays down 
better while 
fl ashing off 
faster. Shorter 
tack times, 
faster to dust-
free, and less 
waiting between 
coats means 
more effi cient 
throughput. 
Manufacturers report material savings up to 35 per-
cent! Visit us at SEMA Booth 10669. 

www.wedgeclamp.com
(800) 615-9949



P/N: I-MCWM 

INNOVAT IVE  PA INT PREP  

CART WITH MASKER™ 

> Stores material & supplies in full view from any angle
!�5ROOV�LQWR�WKH�ZRUN�DUHD�IRU�JUHDWHU�HIÀFLHQF\
!�.HHSV�VXSSOLHV�KDQG\�DQG�WHFKV�RQ�WKH�MRE
!�)DFLOLWDWHV�HDV\�WR�XVH�EDU�FRGH�LQYHQWRU\�V\VWHP
!�(QDEOHV�UHSDLU�	�SURFHVV�FRQWUROV�IRU�FRQVLVWHQW�TXDOLW\
!�$GGLWLRQDO�PRGHOV�DYDLODEOH�IRU�ERG\PHQ�	�GHWDLOHUV

!�/RDG�SDUWV�GLUHFWO\�IURP�WKH�GHOLYHU\�WUXFN
!�9HUWLFDO�VWRUDJH�VDYHV�YDOXDEOH�ÁRRU�VSDFH
> Open design for easy loading & unloading
!�+LJK�&DUERQ��GXUDEOH�VWHHO�FRQVWUXFWLRQ�
!�6KHOYHV�DGMXVW�	�QHVW�LQ�VHFRQGV
!�'XUDEOH�SRZGHU�FRDW�ÀQLVK
!�2QO\�SDUWV�FDUW�ZLWK�D�/LIHWLPH�:DUUDQW\
!��$GGLWLRQDO�PRGHOV�	�DFFHVVRULHV�DYDLODEOH� 

to meet your needs

P/N: SSPC-B

INNOVAT IVE  PARTS CART B™ 

VISIT OUR NEW WEBSITE
INNOVATIVETOOLS.COM ::  1.866.438.4884
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BASF

Low-VOC productive system

BASF Onyx HD™ Low VOC Productive System offers 
customers a unique new way to comply with regula-
tions without compromising productivity or quality.
This low-VOC Solventborne Basecoat alternative dries 
quickly in most shop environments and meets all cur-
rent and future regulations with no special equipment 
required. And Onyx HD provides similar benefi ts of 
conventional solventbornes - using COLOR-MAX®, 
one of the fastest, most accurate color tools in the 
industry. To learn more, visit www.basfrefi nish.com/
onyx-sb and see us at NACE, Booth 1535.  

www.basfrefinish.com
(800) 201-1605

MITCHELL

Reputation 
manager
The new Mitchell Repu-
tation Manager Pack-
age manages your online 
brand and gathers business insight from customer 
survey data. It features a powerful text analytics en-
gine and customer sentiment dashboard, which pro-
vides insight from open-ended survey questions and 
social media chatter. Additionally, communicate the 
status of a repair to your customers via an online web 
portal, email or text messages.  

www.mitchell.com
(800) 238-9111

MITCHELL

Estimating system

Mitchell Estimating has the ability to deliver online 
parts price changes on a daily basis, ensuring esti-
mates are accurate from the start. Estimators can ob-
tain daily OEM parts pricing and weekly aftermarket 
updates through Mitchell’s best-in-class, proprietary, 
always-on data services with access to the OEM 
parts database, Mitchell MAPP™ (Mitchell Alternate 
Parts Program) and Mitchell QRP™ (Quality Recy-
cled Parts).  

www.mitchell.com
(800) 238-9111

HONDA

OEM certifi cation program

Be recognized by American Honda for your collision 
repair expertise through ProFirst. This no-cost, high-
value program is open to all dealer-owned and inde-
pendent collision repair shops and aims to promote 
the correct, complete and safe repair of Honda and 
Acura vehicles and to provide support to those col-
lision repair businesses who have demonstrated a 
commitment to a high level of customer car and satis-
faction. Go to profi rst.honda.com for more details.  

profirst.honda.com



FREE
Super Sponge

2",�0RODUCTS�s������2USSELL�s�$ETROIT��-)�������s�WWW�2",0RODUCTS�COM
  

��)RU�XVH�RQ�DOO�VXUIDFHV

��,GHDO�IRU�SUHSSLQJ�VXUIDFH�SULRU�WR�SDLQWLQJ

��&OHDQV�URDG�JULPH�DQG�GLVVROYHV�URDG�VDOW

��5HPRYHV�UXEELQJ�FRPSRXQG

Sprayer quickly and 

evenly applies foam

Foam remains on surface

not on floor

Safe for bumper covers.

Will not lift & soften primer

Use Super Sponge to 

clean surface

Super Sponge doubles

as squeegee

System Includes:

)RDPHU�6SUD\HU
#3132FO

)RDPLQJ�3UH�&OHDQHU�
#12022 (1 gal.)

6XSHU�6SRQJH
#526

with Purchase
of Sprayer &
Pre-Cleaner 

FREE
Super Sponge

)2$0,1*
35(�&/($1,1*�6<67(0
Water-Based Wax & Grease Remover

Water
Based, 

Zero VOCs,
No Alcohol

ORDER Pre-Cleaning System Part #12024
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CHEMSPEC USA

Baking intense clear

Intense™ Clear PE2442™ is part of the Montana® 
Big Sky® family of Fast Reaction Technology™ 
Clearcoats. Intense™ Clear is a 4.2 VOC fast curing, 
high solids, universal acrylic urethane clearcoat de-
signed for maximum speed, fast build (2-coat maxi-
mum), and extreme productivity. It can be used as a 
baking- or air-dry clear, and dries to an intense, high-
gloss with excellent UV protection and weathering. 

www.chemspecpaint.com
(800) 328-4892 ext. 2356

SHERWIN-WILLIAMS AUTOMOTIVE FINISHES

Mobile app
Now Sherwin-Williams Automo-
tive Finishes introduces a new Body 
Shop App for consumers to utilize 
in case they are involved in a traffi c 
accident. The new mobile phone application provides 
users with all kinds of information and contact access, 
including insurance, VIN data, emergency services, 
nearby towing services and area Sherwin-Williams A-
Plus™ Network body shops and car rental locations.  

www.sherwin-automotive.com
(800) 4-SHERWIN

SHERWIN-WILLIAMS AUTOMOTIVE FINISHES

Waterborne system
Sherwin-Williams 
Automotive Finishes 
offers the AWX 
Performance Plus™ 
3.5 VOC Water-
borne Refi nish Sys-
tem – the complete 
solution. It utilizes 
a proprietary wa-
terborne resin that 
achieves 3.5 VOC 
compliance in all regulated areas. The new system 
provides excellent color match, blending and applica-
tion characteristics. It exhibits superior product perfor-
mance in areas where high or low humidity is an issue.   

www.sherwin-automotive.com
(800) 4-SHERWIN

CAR-O-LINER

Frame alignment system

The Car-O-Liner Speed™ Frame Alignment System 
is ideal for repairing cosmetic damage. This compact 
bench is light, but not a lightweight…offering 5,500 
lbs. of lifting capacity and 5 tons of pulling power. No 
ramps or posts around the lift offer excellent acces-
sibility, improving ergonomics to repair vehicles faster 
while making effi cient use of space in your shop.   

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



COMING TO SEMA? VISIT THE VALSPAR AUTOMOTIVE BOOTH 23513

Follow Valspar Automotive on facebook  

and twitter to find out about a chance to meet 

KC and Richard from Gas Monkey Garage

Valspar Automotive takes pride in providing 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 needs that you may have.

For more information on DeBeer and our other refinish technology solutions  
please contact us at www.valsparauto.com
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CAR-O-LINER

Work shop solution

With Car-O-Liner Work Shop Solutions wall and tool 
boards, you won’t have to search for a missing part. 
Store your tools and equipment in a consistent location 
to fi nd them quickly. Deliver a professional image to ev-
eryone who walks through your door. Get yourself orga-
nized … put your equipment in place…and look great!   

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

GLOBAL FINISHING SOLUTIONS

Advanced airfl ow system

The AdvanceCure Accelerated Airfl ow System from 
GFS is the ultimate solution for body shops looking 
to retrofi t their paint booths for enhanced waterborne 
drying performance. AdvanceCure yields the fast-
est drying times with waterborne paints and provides 
complete vehicle airfl ow coverage for consistent dry-
ing over the entire vehicle. Not only that, but Advance-
Cure is fast and easy to install in virtually any model 
existing paint booth.     

www.globalfinishing.com
(877) 658-7900

DEPO/MAXZONE

Rear-view mirrors
DEPO/Maxzone offers 
rear view mirrors for a 
wide range of domes-
tic and import applica-
tions. DEPO mirrors 
go through meticulous 
validation tests, such 
as vibration test, func-
tion test and vehicle 
test fi t, to ensure that 
our customers always 
get the best product 
quality and fi tment. Please visit our website at www.
maxzone.com to learn about DEPO mirrors and how 
DEPO can bring you a seamless part installation 
experience.      

www.maxzone.com
(909) 822-3288

CCC

Estimating system

Estimating has never been easier! With the new CCC 
ONE™ Touch Estimating solution, repairers can move 
about the vehicle and create complete estimates, in-
cluding pictures, from a single device and with the 
touch of a screen. More than the CCC ONE Estimat-
ing desktop application moved onto a tablet, CCC 
ONE Touch provides an improved estimating experi-
ence, yet follows CCC’s standard estimating logic so 
there’s no learning curve. CCC ONE Touch Estimating 
is natural, simple and familiar.      

www.cccis.com
(800) 621-8070



Mobile Work 
Station

®

WORKS WHERE THE WORK IS!

The most versatile prep station available today, 

the Mobile Work Station® is perfect for adding 

capacity and fl exibility, while maximizing your 

workspace and productivity. 

This portable prep station provides a clean, 

enclosed area for prepping & limited high quality 

fi nishing anywhere in your shop - instantly.

#������������������������!��

#���� �������������������������

#��������������"����

#�������������������"���������������

�������������� ������"

	��������
���������������"��������

“Paid for itself in less than 6 months!”

“Does exactly what you said it would.”

“No need to shuffl e cars every time one 

is ready for paint.”

“Provides signifi cant energy cost savings.”

“No extra cost or concrete work necessary.”
Eliminate your 

Paint Booth 

Bottleneck and 

reduce your 

cycle time

CERTIFIED EPA 6H COMPLIANT!
Shop-Pro Equipment Inc. | www.shop-pro.com | 1-800-242-6870
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ALL OF THE VALUABLE INFORMATION YOU’VE COME TO DEPEND 

ON FROM       - FORMATTED FOR YOUR MOBILE DEVICE!

MOBILE INFO FOR AUTO PROS!
VISIT WWW.ABRN.COM FROM YOUR MOBILE DEVICE.  IT’S THAT EASY 

TO TAKE YOUR FAVORITE INDUSTRY CONTENT ON THE ROAD!

NOW YOU CAN 
TAKE IT WITH YOU

Business research and forecasting

Technical training and media

Award-winning news and analysis’

Plus so much more!

CCC

Parts network
Finally TRUE elec-
tronic parts procure-
ment is here. The 
CCC TRUE™ Parts 
Network connects 
repairers and the 
industry’s parts sup-
pliers. By integrating 
real-time parts inven-
tory into CCC ONE™ 
Repair Workfl ow, a continuous and electronic process 
for parts procurement is established. Parts suppliers 
are able to display their parts as estimates are being 
written and accept orders 24/7. Repairers can shop 
for and purchase parts from right within their CCC 
ONE® solution. CCC TRUE Parts Network – deliver-
ing access, choice and convenience.   

www.cccis.com
(800) 621-8070

SPRAY-TECH

Smart prep
Smart Prep is an out-
standing environment 
for refi nishing miscel-
laneous parts, products 
or vehicle subassem-
blies. Meeting NES-
HAP 6H and other local 
code requirements, the Smart Prep comes standard 
with a full roof, curtains or walls and is ventilated so 
air is drawn into the booth. It includes heated make-up 
air and integrated paint mixing room, all in a 12’ x 25’ 
footprint. Its Automatic Power Saving Mode automati-
cally puts the booth in Recirculation Mode if there 
is no spraying for 10 minutes in spray mode. It also 
features a technologically advanced quieter mix room 
blower that offers three phases of premium effi ciency 
for years of maintenance-free operation.   

www.spraytech.com
(800) 535-8196
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SPRAY-TECH

New website 
Spray-Tech/Junair 
has redesigned its 
website with a fresh 
new look, user-
friendly navigation, 
and has been up-
dated with the latest 
information about 
our products. You 
will now fi nd prod-
uct videos, product 
specifi cations and 
brochure downloads; 
current videos; and 
the latest company 
and industry news. 
One of the company’s main goals was to build a user-
friendly and simple to navigate site. The new design 
allows the users to quickly fi nd the contents, thanks to 
its organized structure.  

www.spraytech.com
(800) 535-8196

DEPO/MAXZONE

Side-view mirrors

DEPO introduces 335-5409L/R3EFH1, the side view 
mirrors for Chevrolet Silverado/GMC Sierra 07-10 
with signal lights. With knowledge and experience in 
the auto lamp industry, DEPO has redesigned the in-
ternal components of the signal light and applied for a 
patent. In addition, the appearance of the signal light 
on the mirror surface is changed to the DEPO logo.      

www.maxzone.com
(909) 822-3288

TOYOTA

New genuine rotor prices

Now you can get Toyota Genuine Rotors at signifi cantly 
lower prices for all models – including Toyota Genuine 
Calipers and Radiators, too. With great prices on 
Rotors and Calipers, plus Genuine Toyota Brake 
Pads, Struts, CV Joints and more, think Toyota 
Genuine Parts for every “around the wheel” repair. 
Call your Toyota Dealer for more information. Please 
visit us at SEMA Booth 16107.   

www.toyotapartsandservice.com
(800) 331-4331

TOYOTA

Easy online ordering

You want the best part for a Toyota, you want to know 
if it’s in stock, how much it costs, and when it will be 
delivered to your shop. Well, now you can. In addition 
to tools to help you fi nd and order the right VIN-based 
parts, now you can see if it’s in stock, schedule deliv-
ery, even see your shop’s net price from your partici-
pating Toyota Dealer. Ordering Genuine Toyota Parts 
from Toyota online has never been easier! Please visit 
us at SEMA Booth 16107.

www.toyotapartsandservice.com
(800) 331-4331



SPRAY BOOTHS, CTOF’s, PREP AREAS, MOBILE SOLUTIONS & more...
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PRO-SPRAY AUTOMOTIVE FINISHES

Waterborne basecoat
Pro-Spray H2O 
Waterborne 
Basecoat is part 
of a fully com-
pliant, stand 
alone, compact 
basecoat color 
system designed 
for vehicle re-
fi nishing. H2O’s 
premium European formulation and technology deliver 
solid, metallic, pearl and xirallic basecoat colors that 
are easy-to-use and simple to blend while providing 
excellent color match, metallic orientation and produc-
tivity. Pro-Spray H2O Basecoats have higher pigment 
concentrations —  the color is true and the coverage 
is amazing. What’s more, no special mix bank equip-
ment is needed; simply shake and pour.

www.prosprayfinishes.com
(330) 830-6000

U.S. CHEMICALS & PLASTICS

Lightweight fi ller
AU79 Advanced Light-
weight Filler, a premium 
fi ller with Invisix micro-
perfecting surface 
technology, delivers 
amazing surface and 
sanding properties, 
saving shops time, 
money and materi-
als. Invisix technology 
eliminates micro pin-
holes for a putty-like 
fi nish. The fi ller offers 
excellent sanding and 
featheredging, reduces 
sandpaper loading, adheres to all metals and is ideal 
for vertical repairs.

www.uschem.com
(800) 830-6000

U.S. CHEMICALS & PLASTICS

Profi t puller

The Chassis Liner Profi t Puller Plus is the machine 
that started everything. This machine will pull in the 
profi ts, while not breaking your wallet. The Profi t 
Puller Plus is great for any shop starting out or an ex-
isting shop tied up for space. This versatile machine 
does it all.

www.chassislinersupply.com
(800) 458-7827
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POSIT IONS AVAILABLE

BUSINESS FOR SALE

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

SEE MORE PRODUCTS & 

SERVICES NEXT PAGE

FOR SALEFOR SALE

2500 SF Established Shop w/6bays 

Prime Location on Historic Route 66, Hamel, IL

2/3 of an Acre Property

Updated to all commercial codes in 2008

Includes additional 1600 SF Office/Apartment Building

which currently rents for $900/mth.

66
AUTO BODY

Route

Sale Price: $238000.00

Call Owner: Dave Fellhauer 618-696-6600Call Owner: Dave Fellhauer 618-696-6600

SAVE MONEY! 
BY REPAIRING  

DAMAGED INTERIOR COMPONENTS

BEFORE
AFTER

Cracked or Damaged Interior Trim Panels

Broken or Missing Tabs

Expensive OEM Panel or No Longer Available

Send us a Photo

Repair and Recolor

Ship us the part

����� �#"-5 *.03& �"7& � � t � -"63&-  �.% ������

HOLLYWOODAUTOINTERIORS.COM/ABRN

301 526 8455
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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  
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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.

If you have an business issue or question 

you’d like Mike to address, email him. 

mike@CollisionAdvice.com

he more things change, the more they stay the 
same. French writer and philosopher Voltaire 
wrote that back in the 18th century, but it sure 
seems to apply to our industry today. I thought 
about it as I heard that insurance companies are 

once again pushing shops to accept reductions 
of paint times.

A Collision Industry Conference (CIC) committee in which I par-
ticipated addressed this back in 2006, but it's once again becoming 
more of an issue. So let us, once again, go over what that committee’s 
research found. (You can download the presentation at www.ABRN/
CICpresentation).

First, all of the big three estimating system providers acknowl-
edged that a user can adjust any paint time, up or down. Second, all 
three also said their blend formulas were NOT intended for use on 
repaired panels, only for undamaged panels.

“Audatex blend refinish is to be considered for use on adjacent 
undamaged panels for color match purposes,” that company told 
our committee in writing, just as Mitchell International and CCC 
Information Services did.

So the next logical question is: If 
a change to a refinish labor time on 
a repaired panel is going to be made 
(and I’m not saying it ever should be), 
what magnitude of a change is appro-
priate? I think we all agree that the 
thing we’re decreasing is the applica-
tion of the basecoat and sealer. Motor 
Information Services, which provides 
the estimating database used by 
CCC, told our committee that 19 
percent of its basecoat paint time is 
for basecoat application; another 7 
percent of the time is for application 
of primer/sealer. The rest of the time 
is for sanding, pre-washing and other 
preparation of the panel.

So if anyone is even considering 
reducing a paint time (and I’m not saying you ever should), the only 
thing that ever should be decreased would be only the basecoat and 
sealer time. So let’s take a hypothetical refinish labor time of 2.4 units. 
Twenty-six percent of that time (19 percent for basecoat application 
and 7 percent for primer/sealer) would be .6 units. 

If you are going to decrease anything (and I don’t think you should), 
the most you should decrease that time would be 50 percent of the .6 
units (so .3 units) – not 50 percent of the entire 2.4 units of labor. And 
that’s only if you’re applying basecoat and sealer to 50 percent of the 
panel; if you are applying it to 80 percent, you should only consider 

reducing the time by no more than 20 percent of the .6 units. By the 
way, back in 2006, we told information providers that an asterisk alone 
isn’t enough on an estimate when a paint time has been changed. If a 
shop receives that estimate and doesn’t have that particular estimating 
system, they can’t know what the original full paint time was. We felt 
that information should be included on the estimate so shops know 
the magnitude of the change that’s been made. All three estimating 
system providers acknowledged that request — yet seven years later, 
to my knowledge, none of them have made that change.

There are some other tools you can use to help you address the 
issue of paint time reductions. First, there are several versions out 
there of a basecoat reduction calculator (email me for one).

Second, you can make or buy a blend ruler. I first saw one of these 
10 years ago in Marshall Auto Body in Waukesha, Wis. It’s a ruler 
you hold up to a damaged panel that indicates you need x number of 
inches for feather edge, x number for primer, etc. In short, as docu-
ments from the paint manufacturers support, it takes 18 to 24 inches 
to blend a light or dark metallic. The blend ruler provides a good visual 
explanation of this.

As I said, you can easily make your own blend ruler, or 3M offers 
one (part #538904) that is even magnetic. Go to www.ABRN.
com/3Mblendruler for more information.

One final thing you should know: One industry publication did 
a survey back in 2006 and found that nearly two-thirds of shops 
said they were at least “sometimes” successful in requesting full 
refinish time when such a time has been changed. But you won’t 
get it if you don’t ask.

The more things change, the more they stay the same. 

PAINT TIMES: 
HERE WE GO 
AGAIN
The call for reductions to paint 
times seems once again to be 
growing more common

If a change to a 
refinish labor time 

on a repaired panel 
is going to be made 
(and I'm not saying 

there should be), 
what magnitude 

of change is  
appropriate? 

T

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



info@prospot.com

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

All info Copyright © Pro Spot International, Inc. 2013

Visit PRO SPOT 

@Sema Featuring

Austin Weiss

p r o s p o t . c o m

@thegarageinc

SP-5’s Latest OEM Approvals

Approved for Aluminum and
Silicon Bronze

Approved for Aluminum and
Silicon Bronze

Approved for Corvette
Aluminum Cast Welding

Booth # 10839
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g
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Austin Weiss, Custom Fabricator, 

stands atop of Hitler’s 1939 Limo he

restored using Pro Spot’s Aluminum

Dent Pulling System.
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Where Speed Meets Green
R-M® believes you shouldn’t have to choose between being productive and being VOC  

compliant. That’s why we’re introducing Onyx HD™ Low VOC Productive System, a compliant 

solventborne alternative that dries quickly in most shop environments. When you switch to Onyx 

HD, you can enjoy the benefits of a tried and true solventborne system that meets 

all VOC standards for North America and uses COLOR-MAX®, one of the fastest and 

most accurate color tools in the industry. To learn more, please call 800-825-3000, 

visit www.basfrefinish.com/onyx-sb and see us at NACE, Booth 1535.

Automotive  
Finishes

Scan with a QR code reader to learn more about Onyx HD Low VOC Productive System.
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Metal Bonding

Plastic Repair & Refinishing

Corrosion Protection

Foams & Sound Dampening

Interior Refinishing

Monday - Thursday: 8:00 am - 5:00 pm EST

Friday: 8:00 am - 4:30 pm EST

For assistance placing an order, call 1-866-327-7829 for 
Customer Care.  For help finding our products, technical 
information, application questions or an intermix formula, 
visit www.semproducts.com, or call 1-800-831-1122.  
All calls are answered by trained technicians in our Rock Hill, 
South Carolina facility.

PHONE SUPPORT

This hands-on training class, held at the SEM headquarters 
in Rock Hill, South Carolina is available on a limited basis to 
those who sell or use our products. Classes fill up quickly, so 
visit www.semproducts.com or call 1-866-327-7829 for 
complete details.

SEM SCHOOL

All training programs are presented by qualified SEM
personnel. Technicians are instructed on the proper use 
of the SEM product line and each participant receives a 
certificate of completion.

SEM is a member of the I-CAR Industry Training AllianceTM.  
Continuing education hours can be completed by taking our 
nationally recognized training programs in Metal Bonding, 
Plastic Repair & Refinishing, Foams & Sound Dampening, 
and Corrosion Protection. All four classes will give you the 
the opportunity to earn points towards I-CAR Gold and 
Platinum Status.

SHOP CERTIFICATION

A variety of educational videos and 
instructional materials guide the technician 
through plastic repair and refinishing, 
automotive interior refinishing, as well as 
a host of autobody repair problems.  All 
information is available on our website at 
www.semproducts.com.

EDUCATION MATERIALS

Learn 

Automotive 

Refinishing 

Techniques  

from the 

Pros

for

FREE.

OVER 65 YEARS OF EXCELLENCE



DUAL-MIXTM Adhesives, Plastic Repair and Foams 4
DUAL-MIXTM Sealers, 1K and  2K Sealers and Quick Spray System 6
Mixers, Tips, Equipment and Repair Tapes 8
General Repair Products 9

REPAIR PRODUCTS 4

RUST & CORROSION 22
RUST-SHIELDTM, RUST-MORT and RUST SEAL 22
RUST PREVENTER 22
Undercoatings 23
Chip Guards including PRO-TEXTM 2K CHIP GUARD 23

FLEXIBLE COATINGS 24
Flexible Coatings Usage Chart 24
SURE-COATTM 25
COLOR COAT 26
COLOR COAT MIXING SYSTEMS and repair compound 27
CLASSIC COATTM 28
MARINE VINYL COAT 28
MARINE ENGINE PAINT 29

AEROSPACE SURE-COATTM 29
AEROSPACE Prep Products 29

SPECIALTY PRODUCTS 10
WORLD CLASSTM Primers and Clears 10
EZ COAT and FACTORY PACK 12
1K CLEAR and XXX Specialty Products 13
Primers and Precoatings 14
Truckbed Liners including PRO-TEXTM 16
ROCK-IT LINERTM and Trim Paints including TRIM BLACK 17
Aerosol Filling Products  18
Bumper Coaters 19
Miscellaneous Products, SOLARAYTM UV  and PROMAXTM 20

CUSTOM FINISHES 30
HOT ROD BLACK, COLORS and CLEAR 30
Base Colors, Fluorescents and Candies 30
Flakes and Paste Pearls 31
MIX CLEAR and Reducers 31

ALPHABETICAL INDEX 37

PREP PRODUCTS 2

ASSORTMENTS 21

TABLE OF CONTENTS

EDUCATION 32
STANDARD OPERATING PROCEDURE: Metal Bonding  32
STANDARD OPERATING PROCEDURE: Plastic Repair 33
STANDARD OPERATING PROCEDURE: Plastic Tab Repair 34
STANDARD OPERATING PROCEDURE: Inner Panel Refinishing 35
TECH TIP: Cleaning Clogged Aerosol Tips 36
TECH TIP: Duplicating OEM Sound Dampening Texture 36

NEW
SECTION



2

PLASTIC & LEATHER PREP

release agents, fingerprints and grease.

clean for coating.

PART #  DESCRIPTION PKG/SIZE

38351
38353
38354 

SCUFF & CLEAN

when refinishing or blending.
 

improves adhesion.

VINYL PREP

vinyl substrates.

topcoat adhesion.

PART #  DESCRIPTION PKG/SIZE

38343
38344

A quality job starts with proper preparation. Our products are formulated to exacting standards using 
the best raw materials. Our prep products are designed to remove contaminants and improve the 
adhesion of topcoats and repair materials.

contaminants to the surface.

greater adhesion.

PART # DESCRIPTION  PKG/SIZE

39362

PREP PRODUCTS

38

PART #  DESCRIPTION PKG/SIZE

38331
38338
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paint overspray and bug remnants.

similar plastics.

PART #  DESCRIPTION PKG/SIZE

38363
38364

ZERO VOC SURFACE CLEANER

silicone and other   
common contaminates.

PART #  DESCRIPTION PKG/SIZE

38371
38373
38374
38375

PART #  DESCRIPTION PKG/SIZE

40401
40404

PREP PRODUCTS
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DUAL-MIX ™ adhesives, fillers and sealers are “The Right Choice” in bodyshops nationwide. These 
products are essential for completion of most OEM repairs.

  WORKING SET CURE HEAT CURE
PART # PKG/SIZE TIME TIME TIME*  TIME**        

40202
40207
40502
40507

QUICK SET 20 &  
QUICK SET 50

s.
 

and general purpose 
bonding.

and galvanized steel.

  WORKING SET CURE HEAT CURE 
PART # PKG/SIZE TIME TIME TIME*   TIME**

39897

fiberglass panels.
.

  WORKING SET CURE HEAT CURE
PART # PKG/SIZE TIME TIME TIME*   TIME**

39747

automotive sheet metal and aluminum.

  WORKING SET CURE HEAT CURE
PART # PKG/SIZE TIME TIME TIME*   TIME**

39537

  WORKING SET CURE HEAT CURE 
PART # PKG/SIZE TIME TIME TIME*   TIME**

39907on most plastics. 

quick setting is needed.

4020( ) 4050( )

REPAIR PRODUCTS

DUAL-MIX  TM ADHESIVES

without welding.

and SMC panels.

  WORKING SET CURE HEAT CURE
PART # PKG/SIZE TIME TIME TIME*   TIME**

39337
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  WORKING SET SANDING CURE
PART # PKG/SIZE TIME TIME TIME   TIME*

39767 automotive plastics.

bumper repair.

bumper materials.

When used according to directions, SEM guarantees to the purchaser that 
all DUAL-MIX products will perform to specifications forever. This warranty 
covers reasonable costs for labor, loss of use of the vehicle, parts and 
materials only, and excludes consequential or incidental damages.

PRO-TEX™REPAIR PRODUCTS

DUAL-MIX  TM PLASTIC REPAIR

  WORKING SET SANDING CURE
PART # PKG/SIZE TIME TIME TIME   TIME*

39847

without warping panels.

 
where foams cannot be used.

70049 LONG STATIC MIXER.

DUAL-MIX  TM FOAMS

  WORKING SET PAINT CURE 
PART # PKG/SIZE TIME TIME TIME   TIME*

39357

  WORKING SET PAINT CURE
PART # PKG/SIZE TIME TIME TIME   TIME*

39997

  WORKING SET PAINT CURE
PART # PKG/SIZE TIME TIME TIME   TIME*

39977

DUAL-MIX TM FOREVER WARRANTY



PART #  DESCRIPTION PKG/SIZE

29342
29352 
29362 

29372 

29382 

29392 

Direct to metal application.

  WORKING SET PAINT CURE 
PART #  PKG/SIZE TIME TIME TIME   TIME*

39387  
Direct to metal application.

channels.

  WORKING SET PAINT CURE 
PART # PKG/SIZE TIME TIME TIME   TIME*

39777  Direct to metal application.

reduce running.

Direct to metal application.

included 70070 VERSA-TIP.
 QUICK SPRAY SYSTEM. 

  WORKING SET PAINT CURE 
PART #  PKG/SIZE TIME TIME TIME   TIME*

39377  

  WORKING SET PAINT CURE 
PART #  PKG/SIZE TIME TIME TIME   TIME*

40977

Direct to metal application.

and inner wheel openings.

or crack.
 QUICK SPRAY SYSTEM.

REPAIR PRODUCTS

DUAL-MIX  TM SEALERS

1K SEAM SEALERS



  WORKING SET PAINT CURE
PART #  PKG/SIZE TIME TIME TIME   TIME*

40377

  WORKING SET PAINT CURE
PART #  PKG/SIZE TIME TIME TIME   TIME*

39477

Direct to metal application.

 QUICK SPRAY SYSTEM.

Direct to metal application.

 QUICK SPRAY SYSTEM.

PRO-TEX™REPAIR PRODUCTS

2K SEAM SEALERS

This system allows users to duplicate OEM seam sealer textures while utilizing the dual cartridge 
technology of 2K seam sealers and sound dampening products.

70039 UNIVERSAL PNEUMATIC APPLICATOR.
PART # DESCRIPTION PKG/SIZE

70039
70100
70101
70102
70103
70104
70106

70106 AIR BAFFLE,  

70101 70102

70106

70103

QUICK SPRAY SYSTEM

70039 with 70100 attached. 

APPROPRIATE

COUPLING

QUICK SPRAY 

ADAPTER  

ASSEMBLY

For easy set up 
and tear down, 
attach to the 
end of the QUICK 
SPRAY ADAPTER 
ASSEMBLY, an 

appropriate coupling to match 
your shop’s air nozzles.



8

REPAIR PRODUCTS

MIXERS AND TIPS

PART # DESCRIPTION PKG/SIZE

29352 
70011
70012
70020
70021
70049 39997

70070
70103 

PLASTIC REPAIR TAPE

repair.
  70007 backing film allows repair materials to 
be molded and held in place while curing.

PART # DESCRIPTION PKG/SIZE

70006
70007

70011
except 39997 and 40977.
39997 comes standard with two 70049 LONG STATIC MIXERS.
40977 comes standard with a 70011 and a 70103.

TIPS
70070 VERSA-TIP snaps onto the end of 70011/70012 Static Mixers 

29352 SEAM SEALER NOZZLE is designed for use with the   
293( )2 1K SEAM SEALER.

70020/ 
70021

70011/
70012

29352

70070

CARTRIDGE APPLICATORS

PART # DESCRIPTION PKG/SIZE

29342
70019
70039
71119

REPAIR TAPE

DUAL-MIX products.

70100 QUICK 
SPRAY SYSTEM.

70019

71119 70039

70049

70103

29342

293( )2 1K SEAM SEALERS.

AL
APPLICATOR

DUAL-MIX products.

70006 70007

Tech Tip featuring 70070 VERSA-TIP.



minor imperfections.

steel, SMC and fiberglass.

PART #  DESCRIPTION PKG/SIZE

39592 

PART #  DESCRIPTION PKG/SIZE

40482 
most plastic repairs.

 
PART #  DESCRIPTION PKG/SIZE

39542

39310 39311 and 39322.
39311 and 39322 are also sold separately.
INSTA-BOND ACCELERATOR speeds the curing 
process of 39311.

most plastics in place while completing repairs.

molding and emblems.

PART #  DESCRIPTION PKG/SIZE

39310 

39311
39322

PRO-TEX™REPAIR PRODUCTS

PART # DESCRIPTION PKG/SIZE

68422
68432
68442

problem plastics. 

For small repairs, reach for the convenient 1 oz. hand mix, MINI-MAX.
Small size, maximum performance!

MINI-MAX
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WORLD CLASS PRIMERS are formulated with technicians in mind. By utilizing premium resins and 
pigments, we can achieve significant film builds from fast drying products that apply and sand 
without extra effort. With a product for every substrate, application, and environment, WORLD CLASS 
PRIMERS provide a great foundation for either solvent or waterborne color.

WORLD CLASS CLEARS go beyond the status quo of gloss and durability and are formulated for 
optimum performance on any size job. Technicians will enjoy ease of application and fast dry times 
without any next day headaches. No matter your VOC level or preferred mix ratio, WORLD CLASS 
CLEARS will keep their appearance for years due to outstanding weathering properties.

2.1 VOCGray 
Star

*High build, fast dry, VOC compliant everywhere.
**Perfect for bumpers, excellent barrier coat, retains flexibility.

Direct to metal, high build, lays flat, sands easily.

PART # DESCRIPTION PKG/SIZE

50101
50104
50184

WORLD CLASS  TM PRIMERS & CLEARS

SPECIALTY PRODUCTS

2.1 VOC  4:1 MIXBlue 
Star

PART # DESCRIPTION PKG/SIZE

50121 

50124 

50134 

50136 

High solids, no shrinking, excellent color holdout.

4.2 VOC  4:1 MIXOrange 
Star

PART # DESCRIPTION PKG/SIZE

50151
50154
50454 
50456 
50464 
50466
50474 
50476 
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Higher solids, premium appearance, easy application.

Excellent flow and leveling, full cure firmness, easy cut and buff.

SPECIALTY PRODUCTS

4.2 VOC  4:1 MIXOrange 
Star

PART # DESCRIPTION PKG/SIZE

50421
50424
50454 
50456
50464 
50466 
50474  
50476

4.2 VOC  2:1 MIXRed 
Star

PART # DESCRIPTION PKG/SIZE

50809
50852 
50862
50872 

2.1 VOC  4:1 MIXGreen 
Star

PART # DESCRIPTION PKG/SIZE

50211
50214
50254 
50256 
50264 
50266 
50274 
50276

2.1 VOC  2:1 MIXYellow 
Star

PART # DESCRIPTION PKG/SIZE

50709
50752  
50762
50772 

Excellent gloss, no dieback, easy to control.

Matches OEM appearance, deep gloss and DOI, no dieback.
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TOYOTA COLORS
PART # COLOR CODE

19253 
19263 
19273 
19283 
19293 
19303 
19313 
19323 
19353 
19363 

EZ COAT

FACTORY PACK

inner panels and accessories. FORD COLORS
PART # COLOR CODE

19013 
19023 
19033  
19043 
19053 
19063 
19073 
19083 
19093 
19103 

GM COLORS
PART # COLOR CODE

19373 
19393 
19403 
19423 
19433 
19443 
19453 
19463 
19473 
19483 

HONDA COLORS
PART # COLOR CODE

19133 
19143 
19163 
19173 
19183 
19193 
19203 
19213 
19223 
19233 

PART # COLOR

62213
62223
62233

PART #  COLOR 

62243
62253
62263

SPECIALTY PRODUCTS

FACTORY PACK

FACTORY PACK colors crossover to match BMW, 
Chrysler, Hyundai, Kia, Mazda, Mercedes and Nissan. 
Visit our website to download or request a copy of our  
OEM REFINISHING SYSTEM booklet.

EZ COAT, FACTORY PACK and 1K HS CLEAR.

EZ COAT

support rails, trunk areas and inner panels.

EZ COAT color.

FACTORY PACK
SEM PRODUCTS, INC. 1685 Overview Drive Rock Hill, SC 29730

PART # DESCRIPTION  PKG/SIZE

62209
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SPECIALTY PRODUCTS

PART # DESCRIPTION  PKG/SIZE

40903

1K HS CLEAR

IPR

0113

CHECK LOCAL VOC REGULATIONS TO ENSURE COMPLIANCE IN YOUR AREA

bumpers and other urethane components.

and leaves original factory baked finish 
exposed when used according to directions. 

PART # DESCRIPTION PKG/SIZE

77713
77721
77723
77724
77742
77753

painted surfaces.

1K HS CLEAR

XXX SPECIALTY ITEMS

Tech Tip featuring 77743 XXX GUN CLEANER.

XXX GUN CLEANER

 
from metal surfaces and spray equipment.

 spray equipment. 
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and other similar substrates.

 
faster build.

 
refinish material.

PART # DESCRIPTION COLOR PKG/SIZE

39131
39133
39134

PART # DESCRIPTION COLOR PKG/SIZE

39221  
 

PART # DESCRIPTION  PKG/SIZE

ML010 
 

ML014 
MLH16 

Superior adhesion to metal and aluminum.

PRIMERS AND PRECOATINGS

SPECIALTY PRODUCTS

39133
39134

problem plastics such 

materials.

PART # DESCRIPTION PKG/SIZE

39861
39863
39864

ML010 ML011 METALOCK DTM HIGH BUILD PRIMER and 
MLH14 METALOCK HARDENER.
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PART # DESCRIPTION COLOR  PKG/SIZE

3967( )
3968( )
3969( )

the heat zone, thereby reducing distortion and  
welding splatter.

PART # DESCRIPTION  PKG/SIZE

40783

PART # DESCRIPTION  COLOR  PKG/SIZE

42003
42013
42023
42033
42043

SURFACERS

SPECIALTY PRODUCTS

 
between welded substrates.

heat zone during welding.

PART # DESCRIPTION  PKG/SIZE

39783
39786



40640 and 40660 PRO-TEX TRUCKBED LINER, two quarts of 
40674 CATALYST, two 71004  PLASTIC SCHUTZ BOTTLES and two mixing cups.

PART # DESCRIPTION PKG/SIZE

40640  

40660
40645  

40665 

40671  

40688
71001
71004
71109

39650 is tintable with most automotive paint systems.
71109 PREMIUM UNDERCOAT GUN.

TRUCKBED LINER, one quart 39634 CATALYST, two 
71004  PLASTIC SCHUTZ BOTTLES and one mixing cup.

PART # DESCRIPTION   PKG/SIZE

39630
39650
71004

SPECIALTY PRODUCTS

TRUCKBED LINER

PRO-TEX  TM TRUCKBED LINER

71109

superior protection and excellent chemical resistance.

4066( )

PRO-TEX products in high 
heat or humid environments. 

71004.



42250 and 42260 71101 
ECONOMY COATING GUN, Technical Data Sheet and one mixing cup. 

PART # DESCRIPTION   PKG/SIZE

42250
42260
71101

PRO-TEX™

ROCK-IT LINER

finish, great protection and chemical resistance.  

aluminum.  
42260 is tintable with most automotive paint systems.

71101 ECONOMY COATING GUN.

coatings of multiple viscosities. 

SPECIALTY PRODUCTS

ROCK-IT  TM LINER

PART # DESCRIPTION  PKG/SIZE

3914( )
3914( )-LV 

chrome and plastic.

39141-LV and 39144-LV

PART # DESCRIPTION  PKG/SIZE

39033
39063
39068

trim parts.

stainless steel, chrome and plastic.

TRIM PAINT
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SPECIALTY PRODUCTS

15993 
and 61003.

fill 15993 and 61003.

PART # DESCRIPTION  PKG/SIZE

72000
72011

Our aerosol blanks make it possible to have any color packaged into 
a convenient aerosol can. This gives the professional shop, mobile 
technicians and DIY customer top quality paint for quick and easy 
repairs.

PART # DESCRIPTION  PKG/SIZE

61993
62003
70701
70704
70706
70801

systems to produce custom aerosol blends.

PART # DESCRIPTION  PKG/SIZE

61003

UNIVERSAL COLOR COAT 

work specifically with SEM COLOR COAT toners and 
intermix formulas.

PART # DESCRIPTION  PKG/SIZE

15993
 

70706
(For 70701 only)

AEROSOL FILLING PRODUCTS

70801

70701

waterborne blanks.



PART # DESCRIPTION  PKG/SIZE

39101
39104
39101-LV 
39104-LV T

and other similar substrates.

to match contrasting domestic and 
foreign bumpers.

COLOR COAT, works excellent to 
enhance carpet and velour. 

PART # DESCRIPTION 

39023
39073
39083
39103
39153
39163
39173
39183
39193

PART # DESCRIPTION 

39253
39263
39273
39283 
39293 
39413
39423
39583

SPECIALTY PRODUCTS

BUMPER COATERS

PART # DESCRIPTION  PKG/SIZE

39913 

PART # DESCRIPTION  PKG/SIZE

39853
39854

TEXTURE COATING

instrument panels and other textured plastic 
and vinyl parts.
opcoat with FLEXIBLE BUMPER COATER, 

 COLOR COAT or most refinish materials.

FLEXIBLE BUMPER 
COATER

bumpers and other similar substrates.
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SPECIALTY PRODUCTS

PART # COLOR

61013
61023
61033

 PART #  COLOR

 61043
 61073
 61083

PART # COLOR

61093
61103
61113

wood and fiberglass.

PROMAX TM

PART # DESCRIPTION  PKG/SIZE

38403creates an invisible blend. 

PART # DESCRIPTION COLOR PKG/SIZE

38203

putties and other repair materials.

enamels and urethanes.

PART # DESCRIPTION  PKG/SIZE

39728

PART # DESCRIPTION    PKG/SIZE

21013
21109 

SOLARAY UV CLEARCOAT

21013
 

SOLARAY  TM UV
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PART # DESCRIPTION

17002
40022
61049
70080 

M25779 

M25889 

M25992 

Visit www.semproducts.com for details on contents of each assortment.

17002

These “silent salesmen” give customers quick access and are easily refilled. ASSORTMENTS 
serve as point-of-purchase displays that promote SEM for your business. 

40022

M25779 M25992

ASSORTMENTS

M25889

70080
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PART # COLOR PKG/SIZE

2806( )
28081
2809( )
2810( )
2811( )
28121
2813( )
28141
2815( )
2816( )
28181
2819( )
38008

ferrous metals.

protective coating.

create custom colors.

ENHANCER

to all RUST-SHIELD coatings.to all RUST-SHIELD coatings.

PART # DESCRIPTION PKG/SIZE

69501 

69504
69508

 
hard, insoluble protective 
coating. 

painted.

PART # DESCRIPTION PKG/SIZE

39304
39308

RUST-SEAL

black protective coating.

enamels, lacquers or urethanes.

painted.p

Our rust products allow technicians to control oxidation or convert existing rust and corrosion 
to a surface suitable for refinishing. These products protect new metal and give new life to rusty 
panels quickly and easily.

PART # DESCRIPTION PKG/SIZE

39573
39574
71109
71110
71111
71120

RUST PREVENTER

39574 with 71110  PREMIUM 
UNDERCOAT GUN & WAND or 39573 
with  71120 RUST PREVENTER AERO 
WAND.

RUST & CORROSION

71109

71111

71120
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PART # DESCRIPTION  PKG/SIZE

39463
39523
40463
40523
40524

resistance on undercarriages.

to quarter panels, fenders, undercarriages, hoods and decks.

chipping and corrosion.

PART # DESCRIPTION COLOR PKG/SIZE

39803
39804
39813
39814

from chipping and corrosion. 

medium factory textures.

PART # DESCRIPTION  PKG/SIZE

40820  

from c

mediu

paint systems.

panels prone to chipping.

71101 ECONOMY COATING GUN  
or a primer gun to vary texture.

40820 

PRO-TEX  TM 2K CHIP GUARD

PART # DESCRIPTION COLOR PKG/SIZE

39793

SURE-COAT™RUST & CORROSION
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CLASSIC COAT

Color Coat

 

MARINE VINYL COAT

Flexible Coating Systems Leather

AEROSPACE SURE-COAT TM

MARINE ENGINE PAINT

FLEXIBLE COATINGS

 

 TM

 TM
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SURE-COAT™FLEXIBLE COATINGS

PART # DESCRIPTION PKG/SIZE

16004 *

1601( ) *

1608( ) *

1650( ) *

1651( ) *

1652( ) *

1653( ) *

1654( ) *

1656( ) *

16578
1658( )  
1659( ) *

1670( ) *

1671( ) *

1672( ) *

16739
16749
16754
16808
05500
70034 *

70040 *

* SURE-COAT

SURE-COAT  TM WATERBORNE

70034

SURE-COAT is a 2.8 VOC compliant, waterborne coating 
system offering excellent flexibility and outstanding 
adhesion for a variety of interior and exterior automotive, 
marine and commercial applications. It may be brushed 
or sprayed and dries quickly to change or enhance current 
color while maintaining the texture and look of leather, 
vinyl and plastic.  

SURE-COAT CROSS LINKER
SURE-COAT

and household cleaning chemicals.

SURE-COAT FLATTENER

The  contains Cross Linker, Black, Silver, Red Oxide, 
Indo Yellow, Quindo Red, Thalo Blue, White, Thalo Green, Yellow Oxide, High 
Gloss Clear, Satin Gloss Clear and Low Luster Clear as well as 
FOREIGN COLOR SELECTOR, pint labels and Dauber Bottles.

FLEET & FOREIGN COLOR SELECTOR



COLOR COAT is the industry standard for vinyl and plastic restoration. It is a permanent, fade 
resistant, flexible coating. COLOR COAT aerosols are available in 50 colors and 3 clears including 
matches to OEM automotive, bus and marine colors.

FLEXIBLE COATINGS

COLOR COAT

PART # DESCRIPTION

13003
13013
13023
15003
15013
15023
15033
15043
15053
15063
15083
15093
15103
15113

PART # DESCRIPTION

15123
15143
15163
15173
15183
15213
15223
15233
15243
15253
15273
15283
15303
15313

PART # DESCRIPTION

15323
15353
15363
15373
15393
15413
15453
15483
15603
15643
15713
15723
15753
15763

PART # DESCRIPTION

15793
15803
15813
15823
15833
15843
15853
15863
15873
15883
15893

*  COLOR COAT

PART # DESCRIPTION PKG/SIZE

13038
15993
39643
70034 *UNIVERSAL COLOR COAT

specifically with SEM COLOR COAT toners.

  

additional fee. 

from receipt of sample swatch.

COLOR COAT 

COLOR COAT ANCILLARIES
COLOR COAT FLATTENER

COLOR COAT intermix formulas.

TAC FREE

coated surfaces. 



SURE-COAT™FLEXIBLE COATINGS

PART # DESCRIPTION PKG/SIZE

27979

INTERIOR REPAIR

PART # DESCRIPTION PKG/SIZE

38422  

70022 COLOR COAT, CLASSIC COAT™, 
 SURE-COAT™ or VINYL COAT.

70022
 leather and vinyl grains.

COLOR COAT GALLONS

COLOR COAT QUARTSCOLOR COAT CONE TOP QUARTS

LOW VOC COLOR COAT 
PART # DESCRIPTION PKG/SIZE

27979-LV
PART # DESCRIPTION

15536-LV *

15541-LV
15546-LV *

15566-LV *

15576-LV
15586-LV
15596-LV *

15591-LV

PART # DESCRIPTION

13006-LV *

13026-LV *

15011-LV
15016-LV *

15086-LV *

15506-LV *

15516-LV *

15526-LV *

automotive chip 
cards are included.

matched colors.

PART # DESCRIPTION

15311
15501 *

15511 *

15521 *

15531 * 

15541 *

15561 * 

15581
15591 *

PART # DESCRIPTION

13001 *

13011 *

13021 *

15011 *

15041 
15081 *

15091 
15101 
15111 

PART # DESCRIPTION PKG/SIZE

27969

PART # DESCRIPTION

15524 *

15534 * 

15544 *

15564 * 

15584
15594 *

PART # DESCRIPTION

13004 *

13014 *

13024 *

15014 *

15084 *

15504 *

15514 *

PART # DESCRIPTION PKG/SIZE

27989
PART # DESCRIPTION

13006 *

13016 *

13026 *

15016 *

15086 * 

15506 *

15516 *

PART # DESCRIPTION

15526 *

15536 * 

15546 *

15566 *

15576
15586
15596 *

*  COLOR COAT

*  COLOR COAT

*  COLOR COAT

*  COLOR COAT
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VINYL COAT
An elastomeric aerosol coating for marine vessels  
that will not crack or peel.

FLEXIBLE COATINGS

MARINE VINYL COAT

PART # DESCRIPTION PKG/SIZE

M25003
M25013
M25023
M25033
M25043
M25053
M25063
M25073
M25083
M25093
M25103
M25113
M25123
M25133
M25143
M25153
M25163
M25173
M25183
M25193
M25203
M25213
M25223 *

M25233
M25243

CLASSIC COAT provides superior adhesion and flexibility when changing or restoring the color of 
most leather and vinyl. CLASSIC COAT is a fade resistant coating that won’t chip or peel and is 
available in many of today’s most popular OEM colors. 

CLASSIC COAT

GM, Chrysler, Honda, Toyota, 

PART # DESCRIPTION

17013
17023
17033
17043
17053
17063
17073
17083
17093
17103
17113
17123

PART # DESCRIPTION

17133
17143
17153
17163
17173
17183
17203
17213
17223
17233
17243
17253

PART # DESCRIPTION

17263
17273
17283
17293
17303
17313
17323
17333
17343
17353

CLASSIC COAT  TM

* 



PART # DESCRIPTION PKG/SIZE

M25503
M25513

ENGINE PAINT

AEROSPACE SURE-COAT TM is a 2.8 VOC compliant waterborne coating system with excellent flexibility 
and outstanding adhesion for private and commercial airplane interiors. It may be brushed or 
sprayed and dries quickly. It changes or enhances the current color while maintaining the texture 
and look of leather, vinyl and plastic. 

PART # DESCRIPTION PKG/SIZE

A1601( ) *

A1608( ) *

A1650( ) *

A1651( ) *

A1652( ) *

A1653( ) *

A1654( ) *

A1656( ) *

A16578
A1658( )  
A1659( ) *

A1670( ) *

A1671( ) *

A1672( ) *

A16739
A16749
A16808
05500
A70034 *

A39362
A38353
70040 *

A70034

AEROSPACE

FLEXIBLE COATINGS

 

color combinations. 

matched colors.

AEROSPACE SURE-COAT FLATTENER
SURE-COAT  

intermix formulas.

contaminants to the surface.

greater adhesion. 

AEROSPACE PLASTIC & LEATHER PREP

release agents, fingerprints and grease.

clean for coating.

an additional fee. 

days from receipt of sample.

MARINE ENGINE PAINT

* AEROSPACE SURE-COAT
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COLOR HORIZONS is “The Right Choice” for every custom finish paint job. It is a unique collection of 
base colors, candy concentrates, fluorescent concentrates, pearls and flakes. These intense color 
solutions make it easy to produce one-of-a-kind projects.

 
clearcoated or used under 
CANDY CONCENTRATES.

 SR and 
SRX REDUCERS.

PART # COLOR

02014  

02024  

02044  

PART # COLOR

02054
02064
02094

PART # COLOR

02114
02154

. 

MC01( ) MIX CLEAR, 
then reduce with SR and SRX 
REDUCERS.

PART # COLOR

03016
03026
03046
03056

PART # COLOR

03086
03096
03106

PART # COLOR

03116
03126
03156

FLUORESCENT   CONCENTRATES
 

provides high visual impact.
MC01( )  

MIX CLEAR, then reduce with SR and 
SRX REDUCERS.

PART # COLOR

03208
03218
03228

PART # COLOR

03238
03248
03258 

PART # COLOR

03268
03278
03288

CUSTOM FINISHES

PART #  DESCRIPTION PKG/SIZE

HR010
HR010-LV
HR020-LV
HR030-LV
HR040-LV
HRC40

HOT ROD HOT ROD COLOR HOT ROD 
CATALYST HOT ROD REDUCER.

outstanding color retention.

HOT ROD BLACK.

uniform look as HOT ROD BLACK.
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COLOR HORIZONS products.
SR or SRX 

SERIES REDUCER.

PART # DESCRIPTION TEMP

SR104
SRX14  

SR204
SRX24
SR304
SRX34

WORLD CLASSTM and other paint systems.
 Formulated for specific temperature ranges for more versatility.
  SR SERIES: 
 SRX SERIES:

CUSTOM FINISHES

PART #  DESCRIPTION PKG/SIZE

MC011
MC014

FLAKES

lightfast color pigments.

PART # COLOR PKG/SIZE

06014
06024
06034
06044
06054

PART # COLOR PKG/SIZE

06064
06124
06144
06154

LIGHTNING FX

candy or clearcoat.

PART # COLOR PKG/SIZE

33042
33052
33062

PART # COLOR PKG/SIZE

33012
33022
33032

PASTE PEARLS

pigments that can be used 
with most solvent systems.

PART # COLOR PKG/SIZE

35202  
35212 
35222
35232 

PART # COLOR PKG/SIZE

35242 
35252
35262
35272
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EDUCATION

METAL BONDINGSTANDARD
OPERATING 
PROCEDURE

 

1 PART REMOVAL

38373 SEM 
SOLVE   

 
38371 SEM SOLVE (GALLON) 
38374 SEM SOLVE (QUART)
38375 SEM SOLVE (5 GALLON)

3 CLEAN & PREP

 
STATIC  

MIXER  

 
STATIC MIXER PACKS: 
70011 STATIC MIXER (6 PACK) 
70012 STATIC MIXER (50 PACK) 

5

FOR DOOR SKIN ONLY: 
of 39337 DOOR SKIN & SMC ADHESIVE 

 
FOR ALL OTHER METAL PANELS: 

39537 WELD-BOND 
ADHESIVE or 39747 MULTI-PURPOSE 
PANEL ADHESIVE

6EQUALIZE APPLY ADHESIVE

 

7

 
  

8

39747  
MULTI-PURPOSE PANEL ADHESIVE  

 
39537 WELD-

BOND ADHESIVE 
39377 SEAM SEALER.

39337 DOOR SKIN & SMC ADHESIVE
39377 SEAM SEALER. 

9SPREAD ADHESIVE FIT & CLAMP CLEAN-UP

 
 

 
Straighten  

 

2 DRY-FIT

38373 SEM SOLVE

4 GRIND & RECLEAN
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EDUCATION

PLASTIC REPAIR

39847 MULTI-PLASTIC REPAIR  
MATERIAL  

40482  
BUMPER BITE FLEXIBLE GLAZE.  

3835( ) PLASTIC & LEATHER 
PREP

3913( ) FLEXIBLE PRIMER 
SURFACER, 420( )3 HIGH BUILD PRIMER 
SURFACER or 50184 WORLD CLASSTM 
WATERBORNE FLEXIBLE PRIMER.

38203 GUIDE COAT BLACK 

SAND & SKIM

CLEAN & PREP
3833( ) SCUFF 

& CLEAN.

3835( )  
PLASTIC & LEATHER PREP or 4040( )
ZERO VOC SURFACE CLEANER.

70007 PLASTIC REPAIR CONTOURING TAPE  
 

39847 MULTI-PLASTIC REPAIR MATERIAL  

39847.  
 

SAND & GROOVE REINFORCE & FILL

1 32

PREP & PRIME GUIDE COAT BLACK

SAND

64 5

TEXTURIZE
3985( )  

TEXTURE COATING

PAINT
SEM BUMPER COATER  FACTORY 
PACK  

7 9OPTIONAL8

STANDARD
OPERATING 
PROCEDURE
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EDUCATION

PLASTIC TAB REPAIR

CLEAN & PREP
38338 SCUFF & CLEAN

 

38353 PLASTIC & LEATHER 
PREP

1

ADHESION PROMOTER
77723 XXX ADHESION PROMOTER or 

39863 PLASTIC ADHESION PROMOTER
 

3

GRIND

 

 

38353 PLASTIC & LEATHER PREP.

2

APPLY QUICK SET ADHESIVE

40207 QUICK SET 20 to the 70007 
PLASTIC REPAIR CONTOURING TAPE. 

 
40507 QUICK SET 50 

SHARPIE®.. 

5

FINISH
 

 
 

 

6

TRACE GOOD TAB
Using 70007 PLASTIC REPAIR 
CONTOURING TAPE

SHARPIE®

 

For more information see the Tech Tip  
“Using A SHARPIE® To  

 

4

FOR: BUMPERS  HEADLIGHTS  TAIL LIGHTS  RADIATOR SUPPORTS

AFTERBEFORE

OPTIONAL

STANDARD
OPERATING 
PROCEDURE
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EDUCATION

INNER PANEL REFINISHING
FOR: SUPPORT RAILS  CUT-INS  JAMBS 

BEFORE

38373 SEM SOLVE or 
4040( ) ZERO VOC SURFACE CLEANER.  

 
38371 SEM SOLVE (GALLON) 
38374 SEM SOLVE (QUART)
38375 SEM SOLVE (5 GALLON)

1

38373 SEM SOLVE or 
4040( ) ZERO VOC SURFACE CLEANER.   

contaminants from the surface.

3

4 5

EZ COAT
 

 

FACTORY PACK for a minimum of  
  

FACTORY 
PACK, 

 
  

1K HS CLEAR 
  

 
 

 

6

2

STANDARD
OPERATING 
PROCEDURE

AFTER



EDUCATION

39377 39477 40377 PINKING SHEARS 70070
(6 Pack)

40977Required 
products and 
accessories:

70070 VERSA TIP with pinking shears. 

VERSA-TIP to the 70011 / 70012 STATIC MIXER.

VERSA TIP with pinking s

SA TIP t th 70011 / 70

70011 (6 Pack)
70012 (50 Pack

STEP 1 STEP 2 STEP 3 STEP 4

Remove the tip  from the 
clogged aerosol can and 
77743 XXX GUN CLEANER. 

Gently attach the clogged tip to 
77743 XXX GUN CLEANER.

Spray 77743 through the 
clogged tip for a few seconds.

Gently twist tips back on the 
original cans.

NOTE:  This technique can be used with any aerosol product that is prone to clogging. 77743 XXX GUN CLEANER will not damage 
plastic aerosol can tips.

TECH TIP: CLEANING CLOGGED AEROSOL TIPS

TECH TIP: DUPLICATING OEM SOUND DAMPENING TEXTURE



   *  For all product numbers containing ( ), please check chart for available colors or the key at the bottom of each chart for available sizes.

70019 .........1.7 OZ MANUAL APPLICATOR ...............................................8
7002( ) ........1.7 OZ TURBO MIXER ..........................................................8
40903 .........1K HS CLEAR .................................................................... 13
29342 .........1K PNEUMATIC APPLICATOR ............................................ 6, 8
29352 .........1K SEAM SEALER NOZZLE ................................................ 6, 8
293( )2 ........1K SEAM SEALERS ..............................................................6
61049 .........30 CAN PROMAX ASSORTMENT .......................................... 21

A
A70034 .......AEROSPACE FLEET & FOREIGN COLOR SELECTOR .................. 29
A38353 .......AEROSPACE PLASTIC & LEATHER PREP ............................... 29
A39362 .......AEROSPACE SEM SOAP ...................................................... 29
A16808 .......AEROSPACE SURE-COAT FLATTENER ................................... 29
A167( )9 .......AEROSPACE SURE-COAT MIXING SYSTEM ............................ 29

B
39477 .........BEIGE SEAM SEALER ...........................................................7
38403 .........BLENZ-IN ......................................................................... 20
40482 .........BUMPER BITE FLEXIBLE GLAZING PUTTY ..............................9
39(  )3 .........BUMPER COATER AEROSOLS .............................................. 19
68422 .........BUMPER REPAIR - MINI-MAX ..............................................9

C
39542 .........CARBO-FILL .......................................................................9
39033 .........CHARCOAL TRIM METALLIC ................................................ 17
3980( ) ........CHIP GUARD - CLEAR ......................................................... 23
3981( ) ........CHIP GUARD - SATIN BLACK ............................................... 23
17(   ) ...........CLASSIC COAT................................................................... 28
17002 .........CLASSIC RACK AEROSOL ASSORTMENT ............................... 21
68442 .........CLEAR FAST SET ADHESIVE - MINI-MAX ................................9
...................COLOR COAT  ...............................................................26, 27
13038 .........COLOR COAT FLATTENER ................................................... 26
279( ) ..........COLOR COAT MIXING SYSTEM ............................................. 27
02(   ) ...........COLOR HORIZONS BASE COLORS ........................................ 30
030(  ) .........COLOR HORIZONS CANDY CONCENTRATES ........................... 30
06(   ) ..........COLOR HORIZONS FLAKES ................................................. 31
032(  ) .........COLOR HORIZONS FLUORESCENT CONCENTRATES ................ 30
HR010 .........COLOR HORIZONS HOT ROD BLACK ..................................... 30
HRC04 .........COLOR HORIZONS HOT ROD CLEAR ..................................... 30
330( )2 ........COLOR HORIZONS LIGHTNING FX ....................................... 31
HR0( )-LV .....COLOR HORIZONS LOW VOC HOT ROD COLORS ..................... 30
MC01( )........COLOR HORIZONS MIX CLEAR ............................................ 31
352( ) ..........COLOR HORIZONS PASTE PEARLS ....................................... 31
SR(   ) ..........COLOR HORIZONS SR & SRX SERIES REDUCERS .................... 31
70007 .........CONTOURING TAPE .............................................................8
40783 .........COPPERWELD WELD THRU PRIMER .................................... 15
61993 .........CUSTOM FILL ................................................................... 18
70706 .........CUSTOM FILL CYLINDER .................................................... 18
70701 .........CUSTOM FILL MACHINE ..................................................... 18
70704  .........CUSTOM FILL WALL BRACKET ............................................ 18

D
39337..........DUAL-MIX DOOR SKIN & SMC ADHESIVE ...............................4
39357..........DUAL-MIX FLEXIBLE URETHANE FOAM ..................................5
39777 .........DUAL-MIX HIGH-BUILD SELF LEVELING SEAM SEALER ............6
39847 .........DUAL-MIX MULTI-PLASTIC REPAIR MATERIAL .......................5
39747 ..........DUAL-MIX MULTI-PURPOSE PANEL ADHESIVE .......................4
39907 .........DUAL-MIX NON-SAG FAST SET ADHESIVE ..............................4
39977 .........DUAL-MIX PANEL VIBRATION CONTROL MATERIAL ................5
39897 .........DUAL-MIX PATCH PANEL ADHESIVE ......................................4
39767..........DUAL-MIX PROBLEM PLASTIC REPAIR MATERIAL...................5
4020( ) ........DUAL-MIX QUICK SET 20 ......................................................4
4050( ) ........DUAL-MIX QUICK SET 50 ......................................................4
39997 .........DUAL-MIX RIGID URETHANE FOAM .......................................5
39377 .........DUAL-MIX SEAM SEALER .....................................................6
39387 .........DUAL-MIX SELF LEVELING SEAM SEALER ...............................6
40977 .........DUAL-MIX SOUND & SEAL SPRAYABLE COATING .....................6
39537 .........DUAL-MIX WELD-BOND ADHESIVE .......................................4

E
71101 ..........ECONOMY COATING GUN ................................................... 17
622( )2 ........EZCOAT ............................................................................ 12
62209 .........EZCOAT ASSORTMENT ....................................................... 12

F
19(  )3 .........FACTORY PACK ................................................................. 12
72011..........FEMALE CONVERSION KIT ................................................. 18
72000 .........FEMALE FILLING HEAD ...................................................... 18
70043 .........FLEET AND FOREIGN COLOR SELECTOR ............................... 25
3910( ) ........FLEXIBLE BUMPER COATER................................................ 19
...................FLEXIBLE COATINGS CHART ............................................... 24
3913( ) ........FLEXIBLE PRIMER SURFACER ............................................. 14
39221 .........FLEXIBLE PRIMER SURFACER - BLACK  ................................ 14

G
68432 .........GENERAL PURPOSE ADHESIVE - MINI-MAX ...........................9
3906( ) ........GLOSS TRIM BLACK ........................................................... 17
38203 .........GUIDE COAT BLACK ........................................................... 20

H
38008 .........HARDENER & GLOSS ENHANCER......................................... 22
40377 .........HEAVY BODIED BLACK SEAM SEALER ....................................7
39793 .........HEAVY TEXTURE CHIP GUARD ............................................ 23
420( )3 ........HIGH BUILD PRIMER SURFACER ......................................... 15

I
39310..........INSTA-BOND 2 COMPONENT KIT ..........................................9
39322 .........INSTA-BOND ACCELERATOR .................................................9
39311 ..........INSTA-BOND ADHESIVE.......................................................9
7001( ) ........INTEGRAL NUT SQ. STATIC MIXER .........................................8
70022 .........INTERIOR GRAINING PAD .................................................. 27

L
38422 .........LEATHER & VINYL REPAIR COMPOUND ............................... 27
70049 .........LONG STATIC MIXER FOR 39997 ...........................................8
27979-LV .....LOW VOC COLOR COAT MIXING SYSTEM ............................... 27
3910( )-LV....LOW VOC FLEXIBLE BUMPER COATER .................................. 19
4052( ) ........LOW VOC RUBBERIZED UNDERCOATING .............................. 23
3914( )-LV ....LOW VOC TRIM BLACK ....................................................... 17
40463 .........LOW VOC UNDERCOATING ................................................. 23

M
70801 .........MANUAL CUSTOM FILL MACHINE ....................................... 18
M25889 ......MARINE 12 CAN ASSORTMENT ........................................... 21
M25779.......MARINE 30 CAN ASSORTMENT ........................................... 21
M255( )3......MARINE ENGINE PAINT ..................................................... 29
M25992.......MARINE RACK .................................................................. 21
M25(  )3 .......MARINE VINYL COAT ......................................................... 28
39592 .........METAL BITE FINISHING GLAZE .............................................9
ML014 .........METALOCK DTM HIGH BUILD PRIMER ................................. 14
ML010 .........METALOCK DTM HIGH BUILD PRIMER KIT ........................... 14
MLH16 ........METALOCK HARDENER ...................................................... 14
61003 .........MULTI-COAT BLANK AEROSOL  ........................................... 18

P
3835( ) ........PLASTIC & LEATHER PREP ...................................................2
3986( ) ........PLASTIC ADHESION PROMOTER ......................................... 14
71004 .........PLASTIC SCHUTZ BOTTLES ................................................. 16
05500 .........POLY-BRUSH APPLICATOR ............................................25, 29
71109 .........PREMIUM UNDERCOAT GUN .........................................16, 22
71110 ..........PREMIUM UNDERCOAT GUN & WAND ................................. 22
40820 .........PRO-TEX 2K CHIP GUARD ................................................... 23
4067( ) ........PRO-TEX CATALYST ........................................................... 16
40688 .........PRO-TEX EXTENDER .......................................................... 16
4064( ) ........PRO-TEX TRUCKBED LINER BLACK ...................................... 16
71001 .........PRO-TEX TRUCKBED LINER GUN ......................................... 16
4066( ) ........PRO-TEX TRUCKBED LINER TINTABLE ................................. 16
406( ) ..........PRO-TEX TRUCKBED PRODUCTS ......................................... 16
61(   )3 .........PROMAX .......................................................................... 20

Q
7010( ) ........QUICK SPRAY SYSTEM & ASSEMBLY ......................................7
70103 .........QUICK SPRAY SYSTEM STATIC MIXER .................................7, 8

R
70006 .........REINFORCING TAPE ............................................................8
42250 .........ROCK-IT LINER BLACK ....................................................... 17
42260 .........ROCK-IT LINER TINTABLE .................................................. 17
39523 .........RUBBERIZED UNDERCOATING ............................................ 23
3957( ) ........RUST PREVENTER ............................................................. 22
71120 ..........RUST PREVENTER AERO WAND .......................................... 22
6950( ) ........RUST-MORT ..................................................................... 22
3930( ) ........RUST-SEAL ....................................................................... 22
28(   )...........RUST-SHIELD - 2.8 VOC ..................................................... 22

S
40022 .........SAC RACK AEROSOL CENTER .............................................. 21
3836( ) ........SAND FREE ........................................................................3
3833( ) ........SCUFF & CLEAN ..................................................................2
396(  ) .........SELF ETCHING PRIMER ...................................................... 15
39362 .........SEM SOAP ..........................................................................2
3837( )  ........SEM SOLVE ........................................................................3
70080 .........SHOP CABINET ................................................................. 21
21013 ..........SOLARAY UV CLEARCOAT ................................................... 20
21109..........SOLARAY UV CURING LAMP ............................................... 20
71111 ..........SPRAY WAND ................................................................... 22

39728 .........SUPER SEM FLEX .............................................................. 20
16004 .........SURE-COAT CROSS LINKER ................................................. 25
70040 .........SURE-COAT DAUBER BOTTLE ............................................. 25
16808 .........SURE-COAT FLATTENER ..................................................... 25
167( )9 ........SURE-COAT MIXING SYSTEM .............................................. 25
16754..........SURE-COAT REDUCER ........................................................ 25
16(   ) ...........SURE-COAT WATERBORNE ................................................. 25

T
39643 .........TAC FREE ......................................................................... 26
3985( ) ........TEXTURE COATING ............................................................ 19
39650 .........TINTABLE TRUCKBED LINER KIT ......................................... 16
3914( ) ........TRIM BLACK ..................................................................... 17
39630 .........TRUCKBED LINER KIT- BLACK ............................................ 16

U
39463 .........UNDERCOATING ............................................................... 23
15993 .........UNIVERSAL COLOR COAT ..............................................18, 26
71119 ..........UNIVERSAL MANUAL APPLICATOR .......................................8
70039 .........UNIVERSAL PNEUMATIC APPLICATOR ...............................7, 8
39913 .........URETHANE BUMPER STRIPPER .......................................... 19

V
70070 .........VERSA TIP .........................................................................8
3834( ) ........VINYL PREP .......................................................................2

W
62003 .........WATERBORNE CUSTOM FILL .............................................. 18
3978( ) ........WELD-THRU PRIMER ........................................................ 15
50709 .........WORLD CLASS 2.1 VOC EURO CLEAR 2:1 .............................. 11
50752 .........WORLD CLASS 2.1 VOC EURO FAST ACTIVATOR..................... 11
50762 .........WORLD CLASS 2.1 VOC EURO MEDIUM ACTIVATOR ............... 11
50772 .........WORLD CLASS 2.1 VOC EURO SLOW ACTIVATOR ................... 11
5025( ) ........WORLD CLASS 2.1 VOC FAST ACTIVATOR ............................. 11
5026( ) ........WORLD CLASS 2.1 VOC MEDIUM ACTIVATOR ........................ 11
5027( ) ........WORLD CLASS 2.1 VOC SLOW ACTIVATOR ............................ 11
50809 .........WORLD CLASS 4.2 VOC EURO CLEAR 2:1 .............................. 11
50852 .........WORLD CLASS 4.2 VOC EURO FAST ACTIVATOR .................... 11
50862 .........WORLD CLASS 4.2 VOC EURO MEDIUM ACTIVATOR ............... 11
50872 .........WORLD CLASS 4.2 VOC EURO SLOW ACTIVATOR ................... 11
5045( ) ........WORLD CLASS 4.2 VOC FAST ACTIVATOR ........................10, 11
5046( ) ........WORLD CLASS 4.2 VOC MEDIUM ACTIVATOR ..................10, 11
5047( ) ........WORLD CLASS 4.2 VOC SLOW ACTIVATOR .......................10, 11
5010( ) ........WORLD CLASS ACRYLIC PRIMER SURFACER ......................... 10
5012( ) ........WORLD CLASS DTM PRIMER .........................................10, 11
5013( ) ........WORLD CLASS DTM PRIMER ACTIVATOR ........................10, 11
5015( ) ........WORLD CLASS HS URETHANE PRIMER ...........................10, 11
5021( ) ........WORLD CLASS PRODUCTION CLEARCOAT 2.1 VOC 4:1 ........... 11
5042( )  .......WORLD CLASS UNIVERSAL CLEARCOAT 4.2 VOC 4:1 .............. 11
50184 .........WORLD CLASS WATERBORNE FLEXIBLE PRIMER .................. 10

X
7772( ) ........XXX ADHESION PROMOTER ............................................... 13
77713 .........XXX BUMPER STRIPPER .................................................... 13
7774( ) ........XXX GUN CLEANER ............................................................ 13
77753 .........XXX WATERBORNE GUN CLEANER ...................................... 13

Z
4040( ) ........ZERO VOC SURFACE CLEANER ...............................................3

ALPHABETICAL INDEX

compliance in your area.

information.

Products with this icon signify that it is the 
Technician’s Choice for repairs for its category.



Contact Us
 

Visit our website for
product info, tech data 
sheets & MSDS sheets

Tech Support: 

Customer Care: 

Find us on facebook to
get great tips and free stuff 

Tech Support: 

Customer Care: 

Monday - Thursday
EST

Friday
EST

SEM PRODUCTS, INC.

Enroll

Today
Online

Learn Automotive Refinishing Techniques  
from the Pros for FREE.

SEM 

School FREE

SEM Products

 Since
1948



<<
  /ASCII85EncodePages false
  /AllowTransparency false
  /AutoPositionEPSFiles true
  /AutoRotatePages /All
  /Binding /Left
  /CalGrayProfile (Gray Gamma 2.2)
  /CalRGBProfile (sRGB IEC61966-2.1)
  /CalCMYKProfile (Coated FOGRA27 \050ISO 12647-2:2004\051)
  /sRGBProfile (sRGB IEC61966-2.1)
  /CannotEmbedFontPolicy /Warning
  /CompatibilityLevel 1.5
  /CompressObjects /Tags
  /CompressPages true
  /ConvertImagesToIndexed true
  /PassThroughJPEGImages false
  /CreateJobTicket false
  /DefaultRenderingIntent /Default
  /DetectBlends true
  /DetectCurves 0.1000
  /ColorConversionStrategy /sRGB
  /DoThumbnails false
  /EmbedAllFonts true
  /EmbedOpenType false
  /ParseICCProfilesInComments true
  /EmbedJobOptions true
  /DSCReportingLevel 0
  /EmitDSCWarnings false
  /EndPage -1
  /ImageMemory 1048576
  /LockDistillerParams false
  /MaxSubsetPct 100
  /Optimize true
  /OPM 1
  /ParseDSCComments true
  /ParseDSCCommentsForDocInfo false
  /PreserveCopyPage true
  /PreserveDICMYKValues true
  /PreserveEPSInfo false
  /PreserveFlatness false
  /PreserveHalftoneInfo false
  /PreserveOPIComments false
  /PreserveOverprintSettings true
  /StartPage 1
  /SubsetFonts true
  /TransferFunctionInfo /Apply
  /UCRandBGInfo /Remove
  /UsePrologue false
  /ColorSettingsFile ()
  /AlwaysEmbed [ true
  ]
  /NeverEmbed [ true
  ]
  /AntiAliasColorImages false
  /CropColorImages false
  /ColorImageMinResolution 100
  /ColorImageMinResolutionPolicy /OK
  /DownsampleColorImages true
  /ColorImageDownsampleType /Bicubic
  /ColorImageResolution 125
  /ColorImageDepth -1
  /ColorImageMinDownsampleDepth 1
  /ColorImageDownsampleThreshold 1.48000
  /EncodeColorImages true
  /ColorImageFilter /DCTEncode
  /AutoFilterColorImages true
  /ColorImageAutoFilterStrategy /JPEG
  /ColorACSImageDict <<
    /QFactor 1.30
    /HSamples [2 1 1 2] /VSamples [2 1 1 2]
  >>
  /ColorImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000ColorACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000ColorImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasGrayImages false
  /CropGrayImages false
  /GrayImageMinResolution 150
  /GrayImageMinResolutionPolicy /OK
  /DownsampleGrayImages true
  /GrayImageDownsampleType /Bicubic
  /GrayImageResolution 125
  /GrayImageDepth -1
  /GrayImageMinDownsampleDepth 2
  /GrayImageDownsampleThreshold 1.48000
  /EncodeGrayImages true
  /GrayImageFilter /DCTEncode
  /AutoFilterGrayImages true
  /GrayImageAutoFilterStrategy /JPEG
  /GrayACSImageDict <<
    /QFactor 1.30
    /HSamples [2 1 1 2] /VSamples [2 1 1 2]
  >>
  /GrayImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000GrayACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000GrayImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasMonoImages false
  /CropMonoImages false
  /MonoImageMinResolution 300
  /MonoImageMinResolutionPolicy /OK
  /DownsampleMonoImages true
  /MonoImageDownsampleType /Bicubic
  /MonoImageResolution 125
  /MonoImageDepth -1
  /MonoImageDownsampleThreshold 1.48000
  /EncodeMonoImages true
  /MonoImageFilter /CCITTFaxEncode
  /MonoImageDict <<
    /K -1
  >>
  /AllowPSXObjects true
  /CheckCompliance [
    /None
  ]
  /PDFX1aCheck false
  /PDFX3Check false
  /PDFXCompliantPDFOnly false
  /PDFXNoTrimBoxError true
  /PDFXTrimBoxToMediaBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXSetBleedBoxToMediaBox true
  /PDFXBleedBoxToTrimBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXOutputIntentProfile ()
  /PDFXOutputConditionIdentifier ()
  /PDFXOutputCondition ()
  /PDFXRegistryName ()
  /PDFXTrapped /False

  /CreateJDFFile false
  /Description <<
>
    /BGR <>
    /CHS <FEFF4f7f75288fd94e9b8bbe5b9a521b5efa7684002000410064006f006200650020005000440046002065876863900275284e8e5c4f5e55663e793a3001901a8fc775355b5090ae4ef653d190014ee553ca901a8fc756e072797f5153d15e03300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200036002e003000204ee553ca66f49ad87248672c676562535f00521b5efa768400200050004400460020658768633002>
    /CHT <FEFF4f7f752890194e9b8a2d7f6e5efa7acb7684002000410064006f006200650020005000440046002065874ef69069752865bc87a25e55986f793a3001901a904e96fb5b5090f54ef650b390014ee553ca57287db2969b7db28def4e0a767c5e03300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200036002e003000204ee553ca66f49ad87248672c4f86958b555f5df25efa7acb76840020005000440046002065874ef63002>
    /CZE <>
    /DAN <>
    /DEU <>
    /ENU (Use these settings to create Adobe PDF documents best suited for on-screen display, e-mail, and the Internet.  Created PDF documents can be opened with Acrobat and Adobe Reader 6.0 and later.)
    /ESP <>
    /ETI <>
    /FRA <>
    /GRE <>
>
    /HRV <>
    /HUN <>
    /ITA <>
    /JPN <>
    /KOR <FEFFc7740020c124c815c7440020c0acc6a9d558c5ec0020d654ba740020d45cc2dc002c0020c804c7900020ba54c77c002c0020c778d130b137c5d00020ac00c7a50020c801d569d55c002000410064006f0062006500200050004400460020bb38c11cb97c0020c791c131d569b2c8b2e4002e0020c774b807ac8c0020c791c131b41c00200050004400460020bb38c11cb2940020004100630072006f0062006100740020bc0f002000410064006f00620065002000520065006100640065007200200036002e00300020c774c0c1c5d0c11c0020c5f40020c2180020c788c2b5b2c8b2e4002e>
    /LTH <>
    /LVI <>
    /NLD (Gebruik deze instellingen om Adobe PDF-documenten te maken die zijn geoptimaliseerd voor weergave op een beeldscherm, e-mail en internet. De gemaakte PDF-documenten kunnen worden geopend met Acrobat en Adobe Reader 6.0 en hoger.)
    /NOR <>
    /POL <>
    /PTB <>
    /RUM <>
    /RUS <>
    /SKY <>
    /SLV <>
    /SUO <>
    /SVE <>
    /TUR <>
    /UKR <>
  >>
  /ExportLayers /ExportVisibleLayers
  /Namespace [
    (Adobe)
    (Common)
    (1.0)
  ]
  /OtherNamespaces [
    <<
      /AsReaderSpreads false
      /CropImagesToFrames true
      /ErrorControl /WarnAndContinue
      /FlattenerIgnoreSpreadOverrides false
      /IncludeGuidesGrids false
      /IncludeNonPrinting false
      /IncludeSlug false
      /Namespace [
        (Adobe)
        (InDesign)
        (4.0)
      ]
      /OmitPlacedBitmaps false
      /OmitPlacedEPS false
      /OmitPlacedPDF false
      /SimulateOverprint /Legacy
    >>
    <<
      /AddBleedMarks false
      /AddColorBars false
      /AddCropMarks false
      /AddPageInfo false
      /AddRegMarks false
      /BleedOffset [
        9
        9
        9
        9
      ]
      /ConvertColors /ConvertToRGB
      /DestinationProfileName (sRGB IEC61966-2.1)
      /DestinationProfileSelector /UseName
      /Downsample16BitImages true
      /FlattenerPreset <<
        /PresetSelector /MediumResolution
      >>
      /FormElements false
      /GenerateStructure false
      /IncludeBookmarks false
      /IncludeHyperlinks true
      /IncludeInteractive false
      /IncludeLayers false
      /IncludeProfiles true
      /MarksOffset 6
      /MarksWeight 0.250000
      /MultimediaHandling /UseObjectSettings
      /Namespace [
        (Adobe)
        (CreativeSuite)
        (2.0)
      ]
      /PDFXOutputIntentProfileSelector /NA
      /PageMarksFile /RomanDefault
      /PreserveEditing false
      /UntaggedCMYKHandling /UseDocumentProfile
      /UntaggedRGBHandling /UseDocumentProfile
      /UseDocumentBleed true
    >>
    <<
      /AllowImageBreaks true
      /AllowTableBreaks true
      /ExpandPage false
      /HonorBaseURL true
      /HonorRolloverEffect false
      /IgnoreHTMLPageBreaks false
      /IncludeHeaderFooter false
      /MarginOffset [
        0
        0
        0
        0
      ]
      /MetadataAuthor ()
      /MetadataKeywords ()
      /MetadataSubject ()
      /MetadataTitle ()
      /MetricPageSize [
        0
        0
      ]
      /MetricUnit /inch
      /MobileCompatible 0
      /Namespace [
        (Adobe)
        (GoLive)
        (8.0)
      ]
      /OpenZoomToHTMLFontSize false
      /PageOrientation /Portrait
      /RemoveBackground false
      /ShrinkContent true
      /TreatColorsAs /MainMonitorColors
      /UseEmbeddedProfiles false
      /UseHTMLTitleAsMetadata true
    >>
  ]
>> setdistillerparams
<<
  /HWResolution [600 600]
  /PageSize [612.000 792.000]
>> setpagedevice


