
TRENDING

SHOPS, INSURERS 
LACKING TRUST
CONSUMERS GIVE 
INDUSTRY LOW MARKS 
FOR TRUSTWORTHINESS, 
COMMUNICATION

12
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SHOP PROFILE

TECHNICAL TRAINING

NEW REPAIRS
Aluminum auto bodies 
changing the rules

PAINT TECHNIQUES

GO FISH
Learn how to paint a 
fish scale effect

+ CARSTAR Scola’s Collision Center 

in Brookfi eld, Ill.

OPERATIONS

RIDING THE 
INVESTMENT WAVE
PRIVATE EQUITY GROUP 
ACTIVITY GROWING IN 
COLLISION MARKET

MECHANICAL

DEFEND AGAINST 
DEAD BATTERIES
IDENTIFY PARASITIC DRAINS 
AS SOON AS POSSIBLE

TECHNICAL

BOOST PROFITS, CUT WASTE WITH PROPER SPRAY BOOTH USE

THE VOICE 
OF THE COLLISION REPAIR INDUSTRY

Talk Shop Anytime
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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 hoods, fenders and head lamps 

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.
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SEARCHAUTOPARTS.COM  VOL .53 .10  3

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

24950 Country Club Blvd., Suite 200  

North Olmsted, OH 44070

Phone: (440) 243-8100 

Fax: (440) 891-2675
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ANALYSIS

SHOPS, INSURERS NEED TRUST, 
COMMUNICATION 
A recent AudaExplore study shows consumers feel 

repair shops and insurers cannot be trusted and lack 

effective communication skills.

INDUSTRY EVENTS

NACE, CARS THRIVE IN DETROIT

10   
The automotive collision and mechanical 
repair industry fl ocked to the new site of 
NACE, CARS 2015 — Detroit, Mich.

TRAINING & EDUCATION

SCRS ANNOUNCES OEM COLLISION 
REPAIR TECHNOLOGY SUMMIT

8 The Society of Collision Repair Spe-
cialists will feature the OEM Collision 
Repair Technology Summit as part of 
its Repairer Driven Education Series at 
SEMA 2014 in Las Vegas.

10

NEWS ANALYSIS, INDUSTRY EVENTS & TRAINING 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 MIKE LEVASSEUR

DINING AND RECRUITING

16 The soft skills some restaurant workers 
use in their jobs can successfully 
translate to a career in the collision repair 
industry. If you can handle the pressures 
of work in a busy restaurant or retail 
environment without losing your cool, you 
have a lot of what it takes to handle the 
pressures in our business.

THE LAST DETAIL

BY MIKE ANDERSON

THE WIND OR THE FLAG

70 Are you controlled by your 
circumstances, or do you take charge of 
your own destiny? At the end of the day, 
do you want to say the collision industry 
changed you, or that you changed the 
collision industry?

12

FEATURE

UNDERSTANDING HYBRID VEHICLES 
AND SAFE REPAIRS
With new hybrid vehicles hitting the roadways every year, it is 
critical to understand how they function and how to properly 
repair them in your collision shop. Avoiding injuries from high-
voltage systems should be a top priority.

[COMMUNITY PULSE]      
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VIDEOS
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INDUSTRY 
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VIDEO 
WEBCASTS
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THE VOICE OF THE COLLISION REPAIR INDUSTRY    abrn.com

MINDING YOUR BUSINESS

RIDING THE INVESTMENT WAVE
BY DAVID ROBERTS | CONTRIBUTING EDITOR

Private equity group activity is growing in collision repair 
because it is poised for rising profi ts and returns. 

FEATURES

THE SHOP PROFILE 
CARSTAR SCOLA'S COLLISION CENTER

JAMES E. GUYETTE / CONTRIBUTING EDITOR

32  
Shop carries on a tradition of teamwork 
and exceptional service. 

THE PROFIT MOTIVE
WHAT ROUTE ARE YOU TAKING?

TOM MCGEE/ CONTRIBUTING EDITOR

30 Develop a plan for your business exit 
strategy so you and your company do 
not get lost in transition.

18

BUSINESS MANAGEMENT INSIGHTS, BEST PRACTICES & IMPLEMENTATION 
abrn

OPERATIONS

IN THE NEXT ISSUE OF ABRN

 Prepare now to repair the next gen-
eration of light-weight materials.

BANK ON 
BOOTH PROFITS

TECHNICAL TRAINING

NEXT GENERATION 
REPAIRS
BY ED STAQUET | 
CONTRIBUTING EDITOR

46 Aluminum bodies will change 
repairer, OEM procedures.

BY TIM SRAMCIK | CONTRIBUTING EDITOR

Boost department profi ts while reducing product and 

time waste with proper spray booth management. 
Accudraft and Global Finishing Solutions weigh in.

38

TECHNICAL TRAINING

COVER FEATURE

FROM ABRN CONTRIBUTING EDITOR AL THOMAS.

GET A FREE SCAN APP 
WWW.SCANLIFE.COM

MORE TECH COVERAGE

WITH YOUR SMART 

PHONE’S CAMERA

HOW2 KNOW-HOW  T IPS & TECHNIQUES FROM THOSE IN THE KNOW
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Engineered for Speed
Axalta Coating Systems
Will Make a Color Splash at SEMA 2014.
Visit Axalta Booth #22391

See us online at: www.axaltacs.com
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COMPANIES BY CATEGORY:

• Collision Repair
• Accessories-Safety/Security

• Chemicals

SPECIALTY PARTS

• Lighting System
• Remanufactured/Rebuilt 

Products

UPKEEP/MAINTENANCE

• Adhesives
• Chemicals

SHOP EQUIPMENT

• Tools: Hand, Power 
& Service Equipment

• Welding

SHOP MATERIALS

• Collision Repair Parts
• Paint & Refi nish
• Service Supplies

REPLACEMENT PARTS

• Heating and Cooling Service
• Remanufactured/
• Rebuilt Products

VEHICLE STYLING

• Accessories-Van, 
Light Truck, SUV Parts
• Lighting System

BUSINESS SYSTEMS

• Advertising
• Marketing Services

• E-commerce
• Information Systems

• Internet

ORGANIZATIONS/ASSOC.

• Trade Associations

OFF-ROAD

• Abrasives & Cleaners
• Air Filters

GO ONLINE NOW 
SCAN THE CODE 

WITH A SMART PHONE
SEARCH THOUSANDS OF 
ARTICLES, VIDEOS & 
RESOURCES INSTANTLY.

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

THE VOICE OF   abrn.com

JUST 
SCAN IT 

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

join
those in the 
know
with these 

FREE
ABRN
COMMUNITY 
RESOURCES

 COLLISION REPAIR E-NEWS

 COLLISION REPAIR ALERTS

 COLLISION REPAIR FLASH

 ABRN DIGITAL EDITION E-ZINE 
JUST CLICK

@ ABRN.COM

Stay on top of industry developments with the 

ABRN family of digital media products

 FIND MORE 
PRODUCTS ONLINE 

ABRN.COM/PRODUCTS

OCTOBER'S FEATURED VIDEO

USING SUSPENSION 
DIAGNOSTICS IN 
THE SHOP 

PRODUCT SPOTLIGHT

Kaeser's AirCenter is a 
complete yet compact 
compressed air system 
with a Sigma rotary screw 
compressor, refrigerated air 
dryer and drain — all mounted 
on a receiver tank. 

BONUS ONLINE CONTENT

PRODUCT FOCUS

62    Roberlo Multi 8000 is a creamy putty 
that can be worked in very thin layers 
with excellent contouring for small 
patches or a quick repair process.

62

VIDEO SPOTLIGHTS


 STUDY: DIGITALLY empowered custom-

ers driving collision repair change

AudaExplore, a data solutions provider, 
recently conducted a survey gauging the 
industry perspective on technology in the 
shop. Adam Vasquez, VP of marketing 
with AudaExplore, explains the impact for 
the collision repair industry.

[URL ABRN.COM/AEVIDEO]

SEARCH THOUSANDS OF RESOURCES 
TO HELP YOU WORK SMARTER

VISIT ABRN.COM


 FROM ON-SITE rentals for collision 
repair shop owners to local off-site 
locations, Hertz has a customer 
service solution for every need. This 
year, Hertz has expanded its airport 
locations and service options to the 
collision repair industry.

[URL ABRN.COM/HERTZGROWS]


 DAVID BYERS, CEO of CARSTAR Auto 
Body Repair Experts, discussed 
recent issues that are affecting the 
collision repair industry and 
specifi cally independent shop owners 
during NACE 2014 in Detroit, Mich., 
this summer.  

[URL ABRN.COM/BYERSNACE]

L ATEST PRODUCTS & EQUIPMENT TO GET THE JOB DONE

abrn

PRODUCTS

ABRN HOW2 
VIDEO GALLERY

Talk Shop Anytime

THE VOICE 
OF THE COLLISION REPAIR INDUSTRY

[URL ABRN.COM/CAROLINER-

SUSPENSION CHECK]
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2 0 0 4 - 2 0 1 4

10th ANNIVERSARY
COLLISION CONQUEST PROGRAMCOLLISION CONQUEST PROGRAM

YOUR ESTIMATE. OUR MATCH.

*Excluding Viper, Prowler and Sprinter parts, radios and navigation systems, tires and  

campaign parts such as recalls, etc.

Mopar® Quality at Aftermarket Prices
Send your estimate to your local Chrysler Group Dealer and HEAT THINGS UP. We’ll price 

match ALL parts on your electronic insurance estimates* – mechanical and collision – with  

authentic Mopar® parts! WE’RE BETTER. WE’LL PROVE IT.

©2014 Chrysler Group LLC. All Rights Reserved. Chrysler, Jeep, Dodge, Ram, SRT and Mopar are  

registered trademarks of Chrysler Group LLC. FIAT is a registered trademark of Fiat Group Marketing  

& Corporate Communication S.p.A., used under license by Chrysler Group LLC. 
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Sunmight USA established 

in North America in 2005

is the U.S. sales company of 

Sun Abrasives Co.

Our 35,000 sq ft 

warehouse in La Mirada CA

Sunmight USA Corp. 14943 Desman Rd. | La Mirada, CA 90638 | Tel.714-952-5020

Fax.714-952-1307 | sales@sunmightusa.com | www.sunmightusa.com

#11261

SEMA
BOOTH 

Supplying the best quality to the global market
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THERE’S MORE 

ONLINE:

SCRS ANNOUNCES OEM 
COLLISION REPAIR 
TECHNOLOGY SUMMIT

The Society of Collision Repair 
Specialists will feature the OEM 
Collision Repair Technology 
Summit as part of its Repairer 
Driven Education Series at SEMA 
in Las Vegas.

»» ABRN.COM/SCRSSUMMIT

I-CAR REDESIGNS WEBSITE

I-CAR has redesigned i-car.com, 
which will provide the industry 
with an easy-to-use online 
resource for collision repair 
education.

»» ABRN.COM/ICARREDESIGN

AUTO SAFETY BILL 
INTRODUCED TO ADDRESS 
NHTSA FUNDING, RENTAL 
CARS

Senate Bill 2760 was introduced 
and aims to reauthorize funding 
for highway and vehicle safety at 
NHTSA for the next six years, and 
ensure that recalled rental 
vehicles are repaired before 
being re-rented.

»» ABRN.COM/SB2760

ENSURING DRP COMPLIANCE 
WEBINAR

Get tips and suggestions to f gure 
out how to best ensure 
compliance in your DRP 
relationships.

»» ABRN.COM/DRPCOMPLIANCE

NEW ALUMINUM PANEL 
REPAIR AND REPLACEMENT 
COURSE LAUNCHED BY I-CAR

I-CAR has launched its 
instructor-led Aluminum Panel 
Repair and Replacement course.

»» ABRN.COM/APR01

CHIEF

Vector Measuring System
CHASSIS LINER

Truck ’N Revolution

Chief and Chassis Liner bring you the perfect mix of accuracy and affordability. 

Vector gives you fast setup, fast operation and precise measurements at a great price, 

while the Truck ’N Revolution has the features of a high-end rack and fits your budget. 

Limited-time only—buy both and get Chief vehicle 
specification data for only $1. Save $998. 

Get the details at chiefautomotive.com/invest/ab, or call  

800-445-9262 for one-stop sales, equipment, support and training. 

STAY ON TOP OF INDUSTRY DEVELOPMENTS  
with a FREE subscription to ABRN’s 

 COLLISION REPAIR E-NEWS

 COLLISION REPAIR ALERTS

 MECHANICAL REPAIR E-NEWS

 ABRN DIGITAL EDITION E-ZINE 
sign up today: abrn.com/enews

ne w s  a n a lys i s   |   i nsur a nce  m at t e rs  |  l e g i s l at i V e  i s sue s

SEARCH THOUSANDS OF BREAKING AND ARCHIVED 

NEWS ARTICLES TO STAY INFORMED

VISIT ABRN.COM
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industry research

Shops, insurers 
need trust, 
communication
A recent AudaExplore study shows consumers feel repair shops and insurance 

carriers cannot be trusted and lack effective communication skills. 

The study, faciliated by the data-driven solution provider, found that collision repair 

technicians are less trusted than many other professions and that almost half (48 percent) 

of consumers surveyed believe that repair shops sometimes, rarely or never provide 

great customer service. 

Insurance companies didn’t fare much better, with only 22 percent of respondents say-

ing carriers decreased their stress level after a car accident. There is a clear consensus 

that repair shops and insurance carriers must improve in the areas of  communications, 

trust and price.

“With increased competition, employee turnover, evolving vehicles, digitally empow-

ered consumers and endless streams of data, the relationship between customers 

and companies has changed dramatically,” explains Adam Vasquez, VP Marketing, 

AudaExplore. “We are living in the era of disruption, and providing a great customer 

experience is more important than ever. In this new era, it’s not just about the number 

of shops or the size of your network; it’s about building trust with constant communica-

tion and transparency throughout the repair process.”

Read more about the results of the AudaExplore study at ABRN.com/TrustStudy.

Breaking news

industry events

NACE, CARS thRivE iN 
DEtRoit

The automotive collision and mechani-

cal repair industry flocked to Detroit this 

summer for NACE | CARS 2014. 

With more than 6,500 automotive 

industry professionals visiting the expo 

and 8,000-plus throughout Detroit attend-

ing NACE | CARS and related events, the 

turnout was top-notch.

Partnering with numerous associa-

tions, events and groups such as I-CAR, 

CREF and CIC was a recipe for success. 

It showed there is still significant support 

and benefits for an industry-specific event.

The conference and expo kicked off July 

30, with new features, including a larger 

show floor, a rebranded MSO Symposium, 

as well as manufacturer-specific classes 

and a strong focus on aluminum repair.

Continue reading at ABRN.com/

NACEDetroit.

MIG,MAG,TIG-DC,MMA & FLUX  Synchronized Pulse & Double Pulse Welders
SS, brazing and aluminum silicon, magnesium & OEM software programs 

Portable, 18 pounds, 

Buy 3 for 
less than 

competitive 
multi-torches

Steel
Aluminum

APPROVED
FORD, GM, HONDA, CHRYSLER, FIAT
Prima developed the software and programs for 

OEMS years before Ford and other required in the US
Muti 204 includes 5554 1.2MM software & hardware 

MULTI 190 FORD PKG $2,760.00
MULTI 204 FORD PKG $6,975.00

Includes model 15 and 25 torches 1.2MM 5554 software
20 programs as described above with base hardware

Base as shown $1,895

Multi 190

pulse & other

software except 
double pulse

18 software programs

SEMA SALE STARTS NOW

Buy now and save freight from SEMA FOB Ft. Myers, FL

PRIMA MULTI  APPLICATION 5=-IN-1 INVERTER WELDERS 

PRIMA SRL INC
www.primswelds.com   info@primawelds.com
Sales  612 819 3820  or  239 255 0731

ALUMINUM & STEEL KITS, SPOT WELDERS, SPR & BLIND RIVETS

Prima software programs 
virtually eliminates training

Select program & set material

thickness then weld 

Limit downtime

parts exchange
programs for

SEMA Booth 11481

Multi 204
Double

Pulse

Micro processor

PRIMA equipment

Price subject to change

ne w s  a n a lys i s   |   i nsur a nce  m at t e rs  |  l e g i s l at i V e  i s sue s

ES500328_ABRN1014_010.pgs  09.16.2014  19:35    ADV  blackyellowmagentacyan



DUPLICATE
OEM SPRAYED SEAMS

DIRECT TO METAL

PAINTABLE IMMEDIATELY

PERMANENTLY FLEXIBLE

FOUR OEM COLORS

ADD OR REPLACE SOUND DAMPENING

1K SPRAYABLE  
SEAM SEALER 
A high performance, MSP seam sealer 
for duplicating OEM sprayed seams  
and sound dampening pads.

• Excellent adhesion   
• No shrinking or cracking  
• Working time of 20 minutes

1K SPRAYABLE  
SEAM SEALER  
APPLICATOR 
A premium applicator specifically for 
SEM 1K Sprayable Seam Sealers. 

• Adjustable pattern and material feed
• Tight patterns with minimal overspray 
• Spray sound dampening pads
• Also applies material in beadsPart Color

29462 White

29472 Gray

29482 Beige

29492 Black

Part: 29442

LEARN 
MORE
Visit semproducts.com/1k-spray
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Search thousands of archived 
and breaking news stories by keyword
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● Ensuring DRP Compliance
Darrell Amberson, director of MSO relations, 
discusses ways to stay compliant with DRP 
agreements while still maintaining a profi table 
business model.
Visit: ABRN.com/DRPcompliance

● NABC Gives Back
Nick Notte, board president of the National Auto 
Body Council, talks about its signature programs 
and giving back to your community.
Visit: ABRN.com/NABCgivesback

● Suspension Diagnostics in the 
Shop 

Pacifi c Collision Equipment’s Robert Hornedo and 
Tom Balliet discuss the importance of suspension 
diagnostics in the repair process.
Visit: ABRN.com/CarOLinerSuspensionCheck

NOVEMBER 4-7
● SEMA 

Las Vegas, Nevada

NOVEMBER 6
● Collision Industry Conference 

Las Vegas, Nevada

NOVEMBER 12-15
● Automechanika Buenos Aires 

Buenos Aires, Argentina

JANUARY 14-16
● Collision Industry Conference

Palm Springs, California

OCTOBER 23
● Growing the Multi-Shop 

Operation
Contact ABRN to sponsor this webcast.

NOVEMBER
● Mastering Voltage Drop Testing
Produced in cooperation with TST.

NOVEMBER
● Crossing the Border: Tips for 

Expanding Your MSO
Contact ABRN to sponsor this webcast.

the community—

join the discussion

READER FEEDBACK TO ONLINE DISCUSSIONS

TO WATCH NOW 

Scan the QR Code with 
your smart phone’s 
camera, or go to: 

abrn.com and enter 
[abrn.com/video]

TO GET THE FREE APP:
FROM YOUR PHONE’S BROWSER, GO TO:

WWW.SCANLIFE.COM

● Photo tips for collision 
estimating, documentation

Get tips and tricks for taking great photos of col-
lision damage on cars and the best techniques for 
documenting damage and your estimate.
[ABRN.COM/ PHOTOLESSON]

UNDERSTANDING HYBRID VEHICLES AND SAFE REPAIRS  
SEARCH OUR ARCHIVES OF OVER 800 ONLINE VIDEOS
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PAGE

MIKE ANDERSON

The wind 
or the f ag

70

PAGE

THE 

PROFIT MOTIVE

TOM MCGEE

What route 
are you taking?

30

PAGE

THE 

SHOP OWNER

MIKE LEVASSEUR

Dining and 
recruiting

16

Darren Olson, owner of NorthStar 

Auto Body and Glass wrote: “I have a 
customer not at fault. He spun out and hit 
the curb; two wheels are damaged. They 
are aftermarket wheels, no longer made 
and are not repairable. How do I go about 
this?” 

Rick Piatt, president, owner, Rick’s 
Wreck Repair, Inc: The customer will say, 
“They cannot be matched, so why can’t I 
get all four replaced?” But the insurance 
policy most likely only covers damaged 
items, so the other two wheels would be 
the customer’s responsibility. The cus-
tomer has a choice: pay out of pocket for 
additional wheels, buy a set of recondi-
tioned OEM style wheels, or fi nd a used 
set for the amount the insurance company 
is allowing.

Barrett Smith, founder, Auto Damage 
Experts: Your responsibility is to restore 
the vehicle to its pre-loss condition, no 
better, no worse. However, if the only way 

to do that is by making it better, than so be 
it, up to the limits of the policy coverage. 

Donald Miller, body shop marketing 
and software company: The insur-
ance company owes for a matching set of 
wheels because they all matched prior to 
the loss. If they are custom wheels, his pol-
icy will dictate the amount that is afforded, 
unless he has additional coverage for it. 

Josh White, owner, Priola Body Shop, 
Inc: If it’s third party, then there is no 
controlling policy language to worry about. 
Bottom line is the at-fault driver and that 
carrier need to make your customer whole. 

Thomas Killilea, estimator, Saks Auto 
Body: If my insurance company gave me 
the replacement cost value of the two dam-
aged wheels, I would become the squeaky 
wheel. Continue up the chain of command 
of the insurance company until you get 
them to agree to replace all four wheels, 
especially if you can prove that different 
wheels devalue the vehicle.

● Welding techniques for 
today’s shop

Chief’s Global Repair Product Manager 
Richard Perry discusses common 
welding techniques for today’s vehicles.
[ABRN.COM/WELDINGTECHNIQUES]

● Improving parts 
processes

Industry consultant Mike Anderson shares 
valuable insights and best practices for 
the parts procurement process. 
[ ABRN.COM/ANDERSONPARTS]
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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

ProSprayFinishe .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

shes.comPr

A Quest Automotive Brand

ES500536_ABRN1014_013_FP.pgs  09.17.2014  00:34    ADV  blackyellowmagentacyan



14  OCTOBER 2014  ABRN.COM

 DRIVABILITY
COMMUNITY

 Q&A

R
ydell Surplus OEM Parts has 

partnered with major manufac-

turers to provide a low-cost 

alternative for supplying genu-

ine OE quality parts to repair 

facilities throughout North America.

Kevin Schwartzhoff, national sales 

manager with Rydell, says the continu-

ously changing company inventory meets 

OEM standards for fit, function and per-

formance, therefore providing OEM qual-

ity, but is priced less than retail. 

OEM surplus parts were originally 

created for inclusion on OEM cars and 

trucks, but due to production changes 

or minor cosmetic flaws, were excluded 

from the new-vehicle process. Rydell 

inventory includes current and past 

model collision parts harvested from 

North American assembly plants and 

several tier one suppliers. The parts 

meet or beat aftermarket prices, fit and 

perform as OE parts, reduce cycle time 

and increase customer satisfaction, 

Schwartzhoff says.

ABRN: Rydell sells surplus OEM 

parts at aftermarket prices. Can you 

explain the process?

KS: GM, as well as several other origi-

nal equipment manufacturers, have 

excess and surplus parts. At Rydell, we 

buy these parts and remarket them as 

OE surplus. We buy everything we can 

and catalog it in our warehouse. These 

parts can be seen through all major 

estimating platforms. Our retail pricing 

is typically less than aftermarket with 

the fit and finish of OEM.

ABRN: What types of parts and from 

what OEMs are available to shops?

KS: Typically we have bumper assem-

blies, facias, hoods, doors, fenders, mir-

rors, lighting, tailgates, grilles, wheels 

and much more. We even have a drive-

train division.

We will normally have approximately 

24,000 facias, 20,000 pieces of lighting, 

4,500 doors, 4,000 hoods, 3,000 grilles, 

1,000 fenders and 800 deck lids.

Our website, surplusoem.com, lists 

inventory in a searchable fashion. Right 

now this takes place weekly, but the 

estimating systems are nearly real time.

ABRN: How can shops browse your 

inventory?

KS: They can turn us on as a preferred 

vendor on their estimating platform. 

They will look for Rydell Chevrolet, 

classified as OE surplus.

ABRN: What are the benefits to 

using Rydell versus a traditional 

jobber?

KS: Not only are we the biggest OE 

surplus supplier, but we are the larg-

est wholesale GM dealer in the nation. I 

personally come from a long body shop 

background and take every step pos-

sible to make sure that body shops are 

serviced at a premium level. There are 

no shipping charges for OE surplus.

Schwartzhoff began his career as a 

technician and estimator at McGrath 

Body Shop in Cedar Rapids, Iowa, 

where he eventually became manager.  

He was then recruited to a manage-

ment position with Zimmerman Body 

Shop, also in the Cedar Rapids area. 

After being named director of fixed 

operations and then general man-

ager, Schwartzhoff worked as DFO 

at Dubuque Auto Plaza. He then took 

his current position with Rydell. A 

founding member of the Iowa Collision 

Repair Association, he also served as 

president of the Eastern Iowa Body 

Shop Association. 

GET OE PARTS QUALITY AND PERFORMANCE, 

BUT AT AFTERMARKET PRICING

BY KRISTA MCNAMARA |  MANAGING EDITOR

KEVIN 
SCHWARTZHOFF
NATIONAL SALES MANAGER,

RYDELL SURPLUS OEM PARTS
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Call your local agent and visit 

afl ac.com/business

Your employees may.

It’s called voluntary insurance, and almost 

60 percent of employees wish their employer 

offered it1. 

In this changing insurance landscape, Afl ac has 

offered voluntary coverage and nothing else for 

nearly 60 years. And it shows. With a one-day 

average turnaround2 for online claims, Afl ac is a 

great way to make employees happy, which may 

make you happy as well.

Best of all, Afl ac comes at no direct cost to 

employers like you. Just add a payroll deduction, 

notify your workforce and let it fl y.

Do you see a solution to the 

growing gaps in your benefi ts?
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Let your 
health plan go 
to the birds.

12013 Afl ac WorkForces Report, a study conducted by Research Now on behalf of Afl ac, January 7 – 24, 2013. 2Afl ac Company Statistics, October 2013, One day processing turnaround based on business 

days after required documents are received. Online claims available for Accident, Sickness, Cancer & Wellness claims. Coverage is underwritten by American Family Life Assurance Company 

of Columbus. In New York, coverage is underwritten by American Family Life Assurance Company of New York. Worldwide Headquarters  | 1932 Wynnton Road  |  Columbus, GA 31999

Z131176 11/13

ES500533_ABRN1014_015_FP.pgs  09.17.2014  00:34    ADV  blackyellowmagentacyan



16  OCTOBER 2014  ABRN.COM

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

BY MIKE LEVASSEUR | columnist
mikel@keenanautobody.com

THE SHOP OWNER 

Mike LeVasseur is president and COO of Keenan Auto Body, which has 11 shops in Pennsylvania and Delaware.

Dining and recruiting
The soft skills some restaurant workers use successfully can translate to collision repair

L
ooking for more front office help? Maybe it’s 

time to go out for dinner. Like most collision 

repair businesses (and most businesses in 

general), we’re interested in hiring younger people 

— Generation X and Y employees — for all aspects 

of our business.

Hiring technicians and production employees can be less of a challenge in that 

they generally show up with some level of technical skills and a reputation in the 

industry, a background that we can pret ty easily check.

But what about administrative people 

— the customer service reps and those 

who need to handle money and talk 

with customers? We’ve determined that 

if we find the right people with the right 

innate skills, we can teach them what 

they need to know about our specific 

industry. That means we can recruit 

them from almost any type of busi-

ness, in particular restaurants and retail 

operations.

This is something I learned 

watching my own daughter at work 

in a very busy restaurant. She can 

have 30 people waiting up to 45 

minutes for a table – and multi-task 

– all without getting frazzled. She’s 

become adept at interacting with the 

customers and also knowing which 

customers should go to which wait-

ers – and yet still ensure all the waiters get close to an equal number of custom-

ers. Those are not easy skills, yet they translate pret ty directly to our business.

That’s why I say going out for dinner might be a great opportunity to recruit 

your next employee. We’re always looking for people with the soft skills we need: 

Do they understand customer service? Do they have good communication skills? 

Are they patient and friendly? Do they show up on time? Can they listen and 

learn? Can they juggle multiple demands for their at tention? Will they respond 

to your company’s culture?

You can’t change someone’s personality, and some of these skills are closely 

tied to that. Recruit someone with those soft skills, and they will easily pick up 

the other information and things they need to succeed in our busy, of ten stressful 

business. It’s easy for them.

Once I became convinced of this reality, it was my job to teach the rest of 

our management team to embrace the idea. It’s led to some changes in how we 

recruit and hire. In the past, store managers would do the interviewing and hiring, 

then send the new hires to our corporate office for orientation. But there were 

times those new hires would show up and I could quickly tell they didn’t have the 

soft skills they needed to succeed with us.

Now, store managers still do the initial interviewing, but then a second inter-

view is done at the corporate level by our comptroller and our marketing director, 

who monitors our customer service reps (CSRs). After all, CSRs are a huge part 

of our marketing. They represent the face of our business for most customers. 

They are the directors of first impressions, as we call them, because when you 

walk into one of our shops, that is the first person you see.

And we are actively looking for people outside our industry for those CSR and 

admin positions. If you can handle the pressures of work in a busy restaurant or 

retail environment without losing your cool, you have a lot of what you need to 

handle the pressures in our business.

So take a look around the next time you’re out for dinner. But be aware you 

may not be the only shop owner there open to the idea of recruiting in that set-

ting: I know several of my peers who hire people from the retail and restaurant 

world as well. Focused, conscientious, observant and respectful people have the 

soft skills you need when searching for a good director of first impressions. 

“IF YOU CAN HANDLE 
THE PRESSURES 

OF WORK IN A 
BUSY RESTAURANT 

OR RETAIL 
ENVIRONMENT 

WITHOUT LOSING 
YOUR COOL, YOU 

HAVE A LOT OF 
WHAT YOU NEED 
TO HANDLE THE 

PRESSURES IN OUR 
BUSINESS.”

If there's a topic you'd 

like me to address,  

I'd love to hear from you.
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Kia vehicles are at the forefront of today’s automotive design. Unique details in our Kia vehicles demand precise 

engineering and fit. Kia customers deserve Genuine Kia collision replacement parts to keep them satisfied for 

years to come. Our brand’s popularity continues to grow meaning more Kia customers for your shop. 
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SHOP MANAGEMENT | BEST PRACTICES 

IN THIS SECTION

XX The Shop Profi le

XX The Profi t Motive
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SHOP MANAGEMENT | BEST PRACTICES 

IN THIS SECTION

24 Job costing

30 The Profi t Motive

32 The Shop Profi le

GERBER COLLISION 

DONATES VEHICLE TO 

FAMILY IN NEED

Donated as part of 
Recycled Rides program
ABRN.com/GerberGives

PPG MVP CONFERENCE 

TO HELP SHOPS 

COMPETE BETTER

Gain a competitive 
advantage at fall meeting.
ABRN.com/PPGFall

AASP/NJ LABOR POOL 

AVAILABLE FOR SHOPS 

TO AID RECRUIT

Find employees and 
employers through tool. 
ABRN.com/LaborPool

RECENTLY, 
the news has been full of private equity ac-

tivity in the automotive aftermarkets of colli-

sion repair (sales of Service King and ABRA), 

auto parts (Blackstone buying Alliance Autoparts) and ref nish 

markets (Carlyle IPO for Axalta). What’s up with all this activity? 

It’s all about the money, of course. Private equity groups 

(PEGs) are taking prof ts because the time is ripe. The fun-

damental thing to understand about private equity is that 

their sole reason for existence is to realize prof ts for their 

investors. They aren’t building a legacy for their kids, solv-

ing world hunger or investing for the next century. So when 

there’s an opportunity to harvest their investment at a return 

that is substantially above their targeted return, they do so. 

Most PEGs invest on behalf of their own investors, usual-

ly pension funds, sovereign equity funds (think oil rich coun-

tries like Qatar and Norway) and high net worth individuals.  

Very large PEGs, such as Carlyle and Blackstone, are public-

ly traded f rms, which gives ordinary mortals the opportuni-

ty to invest as well. These kinds of investors are looking to 

the PEG to produce a continuing stream of realized liquidi-

ty events that better determine the underlying values of the 

PEG’s assets. For example, while Carlyle sold a large portion 

of its investment in Service King, it retained a signif cant por-

tion as well. And now the price paid for their majority position 

MINDING YOUR BUSINESS

PRIVATE EQUITY GROUP ACTIVITY GROWING IN COLLISION MARKET 
BECAUSE IT IS POISED FOR RISING PROFITS, RETURNS 

BY DAVID M. ROBERTS  |  CONTRIBUTING EDITOR
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COMBO
TIRE SHOP

Ranger 
R980XR

Ranger 
DST2420

Call Now! 1-800-587-0663
www.wrencherswarehouse.com

Ranger R30XLT

BendPak SP-7X

LS580V-601

BendPak XPR-10A

BendPak MD-6XP

Ranger DST64T

Ranger R980AT BendPak HDS-14

Ranger R23LT
24” Tilt-Back 
Tire Changer

50” Swing-Arm & 
Single Power Assist

6,000-lb. Mid-Rise, 
Frame Lift, Portable

7,000-lb. Capacity,
Scissor, Frame Engaging

80-gal. Air Compressor

Swing-Arm Tire Changer Dynamic Wheel Balancer

33” Power Assist
Tire Changer

Dual-Width, 10,000 Lb. 
2-Post Lift, Asymmetric

Digital Wheel Balancer 
with DataWand™ Entry

14,000-lb. Standard 
Length Car Lift

© 2014 Wrenchers Warehouse. All Rights Reserved.

Free shipping on all BendPak and Ranger Products to most areas in the 48 contiguous states.*
We are not required to collect sales tax on orders delivered outside of CA and TN. 
You may be required to remit sales tax to your local taxing authority.

**
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© 2014 BendPak, Inc. • BendPak, Inc. is a registered trademark.

1-800-253-2363 • www.bendpak.com
CALL NOW FOR MORE INFORMATION!

$2865

10,000 LB. Capacity

Dual-Width, 2-Post 
Lift, Asymmetric

XPR-10A

BendPak offers more features, 
stronger designs, greater durability 
at affordable prices. Our newest line 
of ETL approved XPR-Series lifts 
have everything needed to increase 
efàciency and productivity and 
decrease service and maintenance. 
The result is lower operating  
expenses and higher  
productivity.

TAKE A CLoSER LooK

OPtIOnAL
BOLt-On

extenders
Add 24”

In HeIGHt.

CoNTACT oUR
EXPERTS To mAKE 

YoUR BUSINESS 
SAFER, EASIER AND 
moRE PRoFITABLE.

DARE To 
ComPARE

IndUstrIAL-GrAde CYLInders

reInFOrCed CArrIAGes
AUtOMAtIC ArM restrAInts

POWderCOAt FInIsH

LOW-PrO, trIPLe-teLesCOPInG ArMs
OPtIOnAL sCreW PAds AVAILABLe

OVer-sIZed 5” steeL CABLe sHeAVes

sInGLe-PIeCe, 30º rOtAted COLUMns

FREE SHIPPING*

Free shipping on all BendPak Products to the 48 contiguous states.*
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 ABRN.COM/SKSOLD READ MORE ABOUT CARLYLEÕS SALE OF SERVICE KING

sets the value for the retained portion.

So when Carlyle sold Service King, 

it was just doing what smart money al-

ways does  — take extraordinary prof ts 

when they can. And that’s what Palla-

dium did in selling ABRA to Hellman 

& Friedman. And that is what Carlyle 

is doing with an IPO for Axalta.

Carlyle’s estimated return on Ser-

vice King was 4 times their original in-

vestment in less than 2 years. That’s 

an annualized return of more than 100 

percent. Palladium has been invest-

ed in ABRA for a little over 3 years. If 

they make 5 times on their original in-

vestment, they too have realized bet-

ter than a 100 percent internal rate of 

return (IRR). Most PEGs are thrilled 

with 30 percent IRRs.

So why are Blackstone and H&F en-

tering the fray? It is unlikely that they 

will see 100 percent annual returns, 

but the opportunities to realize 30 per-

cent IRRs seem widespread, so both 

large and medium size PEGS will f nd 

the space attractive compared to oth-

er opportunities.

Has all easy money been made?
Consider the following: 

•  The top four consolidators collec-

tively generate less than $2.5 billion in 

revenues, less than 7 percent of total 

industry revenues of $31 billion. 

•  If the collision repair industry 

continues to consolidate to 45 percent 

of total revenues, there is more than 

$10 billion in headroom for investors 

entering the business today. That is 

an excellent opportunity for large and 

medium size PEGs to invest over the 

next 3-5 years.

•  Now the risks seem lower. Just 

because Palladium and Carlyle have 

reaped the benef ts of investing early 

doesn’t mean investing today is more 

risky than 2-4 years ago. In fact, now 

it’s probably less risky. Management 

is getting better and better. Process-

es are improving; insurers are refer-

ring more work. Capital is still very 

inexpensive.

 But challenges remain. Experienced 

shop managers and technicians are still 

in short supply. Training is improving, 

but the pool of qualif ed candidates is 

limited and the price of labor is being 

bid up in some markets. Permits to open 

new locations in urban areas are dif-

f cult to obtain. Insurers may become 

wary of referring too much business 

to any one consolidator in the future.

So what does the continuing pri-

vate equity involvement mean for the 

industry?

•  We expect the industry to con-

tinue consolidating for years to come. 

The benef ts of larger scale enterpris-

es in this industry are little different 

from many others where consumers, 

payors and capital providers all reap 

the rewards.

•  Well capitalized consolidators 

and larger MSOs are expected to con-

tinue to gain market share. With the 

huge capital pools of Blackstone, Hell-

man & Friedman and OMERS and the 

Introducing

Live Mapping™: Nothing else measures up.
LaserLock’s state-of-the-art Live Mapping technology measures up to 

45 predefined target points in real time – more than any other system. 

No leveling is necessary, so you won’t need to tie up a frame rack for 

measuring and damage reports. And you can monitor live data before, 

during and after the pull. The result? Quality repairs done right the 

first time, in less time. 

�� ��To learn more, find a distributor 
at www.chiefautomotive.com.  
Or call 800-445-9262.
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Too many aftermarket bumpers don’t  

perform as they should. 

Either they shatter into thousands of  

pieces on impact or they fail to deform  

in a controlled manner dangerously  

compromising many of the safety  

systems modern vehicles depend  

on for occupant protection.

So how do you know which  

bumpers to trust?

Our 501 Bumper Protection  

Standard will identify them 

for you. It’s the fairest,  

toughest and most accurate 

certifcation standard in  

the industry.

But don’t take our word  

for it. The Insurance  

Institute of Highway Safety 

(IIHS), a world leader in 

auto safety and the study of vehicle 

damageability put our new standard  

to the test. 

In comparative, full vehicle low- and  

high-speed crash tests, CAPA Certifed 

bumpers provided nearly identical  

damage protection to the vehicle and  

nearly identical crash protection  

ratings as car company brand 

service parts, in similarly 

equipped, identical model 

vehicles with absolutely no 

difference in repair costs.

The CAPA 501 Bumper  

Certifcation Standard. It  

ends uncertainty about 

“equivalent” parts that  

affect safety. 

For more information  

call Deborah Klouser at  

202-737-2212.  

Because bumpers aren’t supposed to explode on contact.

Only the best replacement parts carry  

the distinctive yellow and blue CAPA  

Seal. It’s proof they will ft, perform  

and last the same as the originals.

The CAPA 501 Bumper Certifcation Standard. 

AD #4—AUDIENCE: DISTRIBUTORS

  CAPAcertifed.org    If it isn’t CAPA Certifed, it isn’t a genuine replacement part                                                   

Want to see what happens to a replacement bumper that isn’t CAPA Certifed? Check out the video at CAPAcertifed.org/crash 
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public currency of Boyd/Gerber, the 

f nancing capabilities of Service King, 

ABRA, Caliber and Gerber are nearly 

unlimited. Their growth is more likely 

to be constrained by integration and 

management capacities than capital.

•  Dealers with body shops should 

continue to make market share gains 

as vehicle complexity and certif cation 

requirements grow. The continuing in-

vestments in technology required to 

work with aluminum and evolving ve-

hicle systems are expected to give well-

capitalized dealers f rst shot at retain-

ing the repairs of these new vehicles.

•  Insurers are still making big gains 

from directing more repairs to fewer 

providers. 

•  Vendors will ý nd a decreasing 

number of customers as the number of 

shops and distributors in the industry 

continues to shrink. We expect this will 

result in continued pressure on mar-

gins, but may conversely allow some 

stronger vendors to lock in large cus-

tomers with national reach.

What does it mean for acquisition 

activity and pricing?

•  We expect there will be more cap-

ital chasing more acquisitions. Acqui-

sition prices, already at all-time highs, 

should continue to be robust for the 

best MSOs.

•  We are seeing more MSOs en-

gage with potential buyers through 

intermediaries. Following the exam-

ple of ABRA, Service King and Cali-

ber in achieving very attractive val-

uations by using an intermediary to 

create competition among multiple bid-

ders, more and more MSOs are doing 

the same thing.

•  Smaller PEGs are actively look-

ing to buy and invest in regional and 

single market MSOs. Those PEGs with 

less than $5 billion under management 

are looking for candidates they can back 

that will either grow into substantial 

regional operations or become candi-

dates for sale to the big consolidators.

•  We expect an increasing num-

ber of MSOs and single shop operators 

to sell to consolidators or other MSOs.  

•  MSOs and single shop operators 

seeking to grow are likely to f nd it more 

expensive as they have to compete with 

consolidators and larger MSOs. This 

will change their growth strategies.

•  Life for single shop operators, 

already under pressure, will become 

tougher as their larger competitors gain 

the benef ts of scale, more DRP referrals 

and better purchasing, cheaper capital 

for new investment and more attractive, 

stable environments for employees. 

DAVID M. ROBERTS

CONTRIBUTING 
EDITOR

Caliber Collision co-founder David Roberts is now head of 
Focus’ Automotive Services Group, He has more than 15 
years’ experience advising sellers and buyers of middle-
market companies.

  E-mail David at david.roberts@focusbankers.com

�  Learn more at chiefautomotive.com/trueautomode/ab 

Find out how TrueAutoMode™ from Elektron  

can streamline your shop.

Improve the quality and efficiency of your shop’s repairs with industry-leading 

spot welding technology from Elektron. TrueAutoMode™ automatically detects 

metal types and resistance levels with adaptive control. Plus, it recognizes your 

guns, tips and pliers without any preprogramming for seamless tool changes.

Precision spot welds with just  
one setting – TrueAutoMode

TM

.

 PERFECT 
 OUTPUT 
 WITH NO  
 INPUT.
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AT A RECENT
industry event, I started a presenta-

tion with these words: “Paint…the f -

nal frontier.” Beyond the comical Star 

Trek reference, there is some truth to this statement. Paint and 

materials (P&M) is one of the last areas where shops can still 

have very signif cant impacts on their costs and, therefore, 

their margins. 

With all the competitive pressures both internal and ex-

ternal to do repairs faster and still maintain quality, the job 

of the repair shop owner has not gotten any easier. It is obvi-

ous that investments in equipment and training costs, along 

with signif cant cost controls on parts and sublet procedures, 

has taken its toll on repair shop margins.  

When speaking with repair shop owners about P&M, there 

are generally three responses: 1) We probably lose money on 

P&M most months; 2) We think we are doing OK; or 3) We do 

great on P&M and are making a healthy margin.

Unfortunately, many shops don’t have a handle on their 

MINDING YOUR BUSINESS

GET A BETTER HANDLE ON YOUR P&M COSTS TO LEARN 
WHERE TO FOCUS YOUR ATTENTION 

BY JIM COMPTON  |  CONTRIBUTING EDITOR
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When “Insurer Influence on the Repair Process” is cited as 

the biggest challenge facing shop owners today*, you know 

something is wrong. 

Trust the Original. 

Genuine Nissan Parts.

parts.NissanUSA.com

*To see the full article go to: www.fenderbender.com/howiworksurvey2013

**Ask your dealer about available special pricing programs. Dealer sets actual price.

Nissan, the Nissan Brand Symbol, “Innovation that excites” tagline and Nissan model 
names are Nissan trademarks. ©2014 Nissan North America, Inc.

STOP GOING AROUND IN CIRCLES AND 

TAKE CONTROL OF YOUR BUSINESS.

Visit getnissancertified.com 

or call 949.221.0010 to join 

the Nissan Certified 

Collision Repair Network.

Who decides what’s right for YOUR business? Quality repairs start with quality parts.

Don’t let others tell you what is right for you and your customers. Nissan helps you

put your customers first.

– Competitive pricing on Genuine Nissan collision repair parts**

– Nissan Value Advantage™ radiators at aftermarket prices

– Fast delivery of parts that fit right the first time
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true P&M margins. The sales side is 

fairly easy — even the most basic man-

agement systems will summarize P&M 

sales, along with a lot of other key com-

ponents of the sale. Even a quick add-

ing of the P&M sales from every closed 

RO will give you this number. Know-

ing what this number doesn’t include 

is also key to understanding P&M mar-

gins. For instance, seam sealers, cavi-

ty wax, stripping tape, foams and clips 

are generally accounted for separately 

as line item charges or a similar term.

The other half of the equation is the 

cost side. For the majority of shops, the 

paint supplier or jobber is the major 

source of P&M purchases. This sounds 

simple on the surface, but there are 

probably many other non-P&M items 

purchased from the paint jobber as well, 

including those line items — small tools 

(drill bits, gloves, etc.), air hoses, safe-

ty supplies and more.

Most shops have the ability to mix 

substantially all liquid products — prim-

er, sealer, color, clear and some ancil-

laries — on the scale. If everything is 

mixed on the scale and coded or en-

tered per RO, then we have a great 

foundation for job costing. So f rst let’s 

verify that we are mixing everything 

on the scale. One easy way to do this 

is to run and save a report from your 

paint mixing system that summariz-

es by volume. This could be a Mix Re-

port, VOC Report or Product Category 

Report; it varies by paint manufactur-

er. Your paint jobber can help you se-

lect the best report. Be sure to run all 

reports in an easy-to-decipher format. 

Almost all systems will output their 

data to an MS-Excel format. Then have 

your jobber run their sales report (your 

purchases) for the same period of time 

(we suggest 3-6 months). If the gallon 

usage on both reports is fairly close, 

your mix reports should also be fair-

ly accurate.

Our next step is to take that same 

jobber’s report and do a little quick 

math or sorting. For this quick job cost-

ing method, we only need three catego-

ries 1) P&M liquids; 2) All other asso-

ciated products that are a true part of 

your P&M cost, but are not measured on 

the scale; and 3) everything else. This 

may include line items, shop supplies, 

equipment and small tools.

Now some quick math: Add the pur-

chase costs of P&M liquids and the 

other P&M items and divide the liq-

uid cost by the total P&M costs. For 

example: Liquid of $7,070 plus other 

P&M of $3,030 = $10,100. Then $7,070 

÷ $10,100 = .70, so liquid (items mixed 

on the scale) is on average 70 percent. 

Most shops will f nd this number to 

be in the range of 60 percent – 75 per-

cent. We can now say that, on average, 

non-liquid items are about 30 percent 

of our costs.  

Several of the paint mixing systems 

have the ability to enter this non-liquid 

cost as a constant and thereby calcu-

late the total RO cost. Or just run the 

mix reports (Repair Order Summary or 

other system-specif c report) and add 

back in this allied cost (the liquid cost 

per the report divided by the .70, in this 

example) and you now have a total ma-

terial job cost.
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Our paint is now 
available at 

over 190 MPH. 

OFFICIAL AUTOMOTIVE PAINT OF

And at over 190 neighborhood locations.
We’re delivering quality, precision, and effi ciency to the top teams 

in NASCAR. We’ll deliver that same winning formula backed by 
unmatched service to you.

Visit a store, give us a call, learn more or share ideas:800-798-5872 | sherwin-automotive.com� � �
© 2014 The Sherwin-Williams CompanyNASCAR® Inc., is a registered trademark of the National Association for Stock Car Auto Racing, Inc.
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Ok even easier: just use the 70 percent 

liquid f gure. This will be close enough to 

allow you to run the RO cost reports from 

your paint mixing system and see what 

jobs need a little more inquiry.

I will concede that this is not a per-

fect system. Repairs can differ signif -

cantly from the small bumper job to the 

major front-end repair with lots of re-

placed parts or welds. But these quick 

calculations give you a good handle on 

material costs per ref nish hour. You will 

likely be surprised to f nd jobs that you 

assumed were losers in P&M gross prof-

it are really not, and vice versa.

Mixing
If you want to have lean material us-

age, everything starts at the scale. Are 

you mixing everything possible on the 

scale? Several of the paint manufactur-

ers’ systems have some great reports 

built in. But they are all dependent on 

the shop mixing/recording everything 

possible on the scale. Some systems 

even allow for batch mixing of prim-

er, sealer and clear. For example: Mix-

ing 20 oz of primer and using 4 oz on 

RO#1, 5 oz on RO#2 and 11 oz on RO#3.

Don’t skip the validation. Check that 

over a 3-6 month period the gallons pur-

chased are comparable to gallons used 

on the scale. You can do this by part 

number, or by category, such as color, 

clear, primer, etc. 

And don’t assume that everything is 

being mixed on the scale. Working with 

shop owners on lean material manage-

ment, we have found that shops that 

thought they were 100 percent mixed on 

scale were not; some we found at 90 per-

cent on color and 60 percent on primer; 

and others we found at much, much less.

After using and evaluating several 

paint manufacturers’ mixing systems, 

we found some variations reports and 

setup screens, but all are very capable 

of doing a good job costing if you ensure 

everything is mixed on the scale. We 

found some other great tools in these 

systems, such as the ability to calcu-

late net cost after discounts, cost per 

ref nish hour, RO exceptions and VOC 

and other compliance reports.

Obviously the paint manufacturers’ 

systems and most management sys-

tems can provide even more sophisti-

cated job costing programs. But none 

of them work at 100 percent right out of 

the box. So shops need to mix and re-

cord everything possible on the scale. 

And, with the help of their suppliers, 

shops must periodically compare/ver-

ify purchases in gallons against gal-

lons recorded as mixed on the scale. 

Try the free method outlined above. 

For many, this will be a great starting 

point for getting a better handle on ma-

terials costs. 

JIM COMPTON
CONTRIBUTING 
EDITOR

Jim Compton, owner and general manager of J. Hunter 
& Associates, has worked in the auto body industry for 
over 30 years. He has a special interest in the areas of 
lean material management, environmental protection 
and work place safety.

  E-mail Jim at jhcompton@att.net

Developed from Aerospace Laser Technology…

Intelligent Targets measure throughout the repair process – saving time and money!

The color-coded LEDs on each target provide you with a constant, real-time 
visual display of the damage and corrective action required at each measuring 
point in height, width and length!

This allows you to see visually the  
degree of structural change on every 
target location – without returning to  
the console or having to remeasure.

Measure on any surface…  
automated compensation for  
vehicle and scanner tilt/attitude.

Reduce costly downtime by utilizing the Infinity 3D Laser Measuring System  
as a diagnostic tool during the discover process.

 Height Damaged Area

 Width Probable Damage

 Length OK – Within 
  Acceptable Tolerance

Status

Made in 
the USA!

CONTACT US TODAY FOR A FREE DEMO AND ASK ABOUT OUR SEMA SPECIAL!

Ultra Fast Accurate Laser Scanning for Repair Planning and Precision Structural Repair

Infinity 3D Laser Measuring 
5251 W. 74th St., Minneapolis, MN 55349 

info@infinity3Dlaser.com  |  www.infinity3Dlaser.com 
Toll Free 877.392.6092  |  Local 952.392.6090
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Innovation.

Inspiration.

Education.

The Heat Is On 
In Chicago.

Introducing the Largest U.S. Trade Show and 

Training Event for Shop Owners and Technicians

– The Latest Products

– Cutting Edge Training

– All Under One Roof

Chicago Fast Fact:

April 24 - 26, 2015
McCormick Place, Chicago, Illinois

For more information and to register 
visit: automechanikachicago.com

At the 1893 Chicago World’s 
Fair, the first glass of Pabst 
Blue Ribbon was poured.
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Adding a sales rep to 

your team

Technology equals 

opportunity

Doing the parts 

prof t m ath

So where are you on your route to retire-

ment? Do you have a clear route and know 

at which exit to get off? Maybe you don’t 

have a route at all.

Many owners do not have an exit strat-

egy for their business. They do not have 

a plan for retirement, such as succession 

or transfer of ownership, or in the case of  

something unexpected, such as f nancial 

hardship, injury, disability or death.

Current industry position
Approximately 85 percent of collision repair 

facilities are family-owned businesses. Not 

only are the majority family owned, but 

they have also been in business an aver-

age of 30-plus years and the majority of 

owners are between 50 and 64 years old. 

Multiple routes
Many owners, as they begin to look at where 

they want to go, will f nd that there are 

multiple routes they can take. For example, 

since the majority of businesses are family 

owned, one route may be to transfer own-

ership to one or more children. Other routes 

could include selling the business and prop-

erty, selling the business and becoming a 

landlord or becoming an absentee owner. 

Each of these routes is an option and will 

get you to the desired destination, but not 

necessarily at the same time.

Who’s going to drive next?
If you are not going to just sell the business 

and property, you will need to identify your 

successor and have a plan to evaluate their 

skills and their desire to own the business. 

It is not uncommon that the person you 

believe should take over the business turns 

out to not have the desire or skills you 

thought. Always have a back-up driver in 

case you need to change drivers.

Operational knowledge
Some businesses are like driving a car with 

an automatic transmission; others are a 

stick shift. A key part of your plan is to have 

a training plan that allows you to train and 

coach your candidate for success on every 

aspect of your business. The plan should 

outline all critical functions of the company. 

This may sound simple, but it’s really not. 

You need to transition aspects of the busi-

ness that only you controlled up until the 

training started. You also need to allow 

him or her to learn, grow and make mis-

takes while you are there as a coach. But 

remember that your successor can’t suc-

ceed if you overrule decisions routinely.

Are we there yet?
The training and transition plan needs to 

have a timeline. You need to be able to 

measure progress or adjust if there is a 

detour along the way. If succession is to 

have a favorable outcome, you, your suc-

cessor and your management team also 

need to know who is in charge of what 

and when. You need to provide a clear 

understanding of what the coming roles 

and responsibilities are going to be when 

you move out of day-to-day operations.

You lost your license
As you take the succession trip, you also 

need a plan for what you are going to do 

with the free time. As your successor takes 

on more responsibilities, spend time plan-

ning how you will continue to be involved 

in other act iv it ies away from the 

business. 

As you work on your succession plan, 

be sure to seek the assistance of outside 

advisers such as your accountant, attor-

ney and your investment or insurance pro-

fessionals, since your succession plan will 

have far-reaching consequences from a 

tax, investment and legal perspective.

Not all trips are the same
There is no one plan f ts all when devel-

oping a succession plan for your business. 

While succession planning is a challenge, 

it is worth the reward of watching your 

business grow and succeed in the next 

generation. We have created a workbook 

for you that can provide you with a start 

for a succession plan. Try it free for a lim-

ited time by going to www.ationlinetrain-

ing.com/abrn1410. 

What route 
are you taking?
Develop a plan for your business exit strategy so you don’t get lost in transition

BY TOM MCGEE  |  CONTRIBUTING EDITOR

R
emember when you went on a trip and you used a 

paper map to plan the route you were going to take? 

Today we enter where we want to go into our phone or 

GPS, and we are provided with verbal instructions on 

how to get to our desired location.
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A snapshot of one of the industry’s leading shops

CARSTAR SCOLA’S COLLISION CENTER/BROOKFIELD, ILL.

Dean Fisher, CARSTAR vice president of 

operations, says co-owners Luigi and 

Anthony Scola represent “the best of the 

best” within the entire organization.

“We’ve earned it,” observes Luigi Scola. 

He is quick to credit the staff for the shop’s 

success while also offering accolades for 

CARSTAR’s proprietary management sys-

tems and a steady f ow of expert advice.

After becoming a franchisee in 2003, 

“we’ve def nitely moved forward because 

of them and our willingness” to embrace 

the various proven procedures. “It 

depends on how much you’re willing to 

do with their processes,” he explains: 

“Do you want to join the majors or stay 

in the minors?”

They decided to swing for the fences.

“My brother Tony was the one who 

found out about CARSTAR,” recounts 

Luigi, who also goes by Lou. “When we 

took over from our father, we were looking 

to sustain a good business, and we f gured 

CARSTAR would help us.”

The franchisor’s EDGE instruction and 

numerous other collision repair industry 

training sources, especially from paint 

supplier BASF, “helped us become more 

sustainable and eff cient,” Scola says. “We 

can produce vehicles faster. We were aver-

aging 300 to 350 hours per week before 

those processes were implemented. Now 

we’re averaging between 550 and 600 

hours per week of production.”

Each month some 110 to 115 repairs 

are completed by a staff of 15 people, pre-

senting an attractive go-to referral among 

the 16 direct repair program (DRP) aff li-

ations and other insurance carriers.

“The insurance companies measure 

our progress; they recognize us as a good 

shop, so they feed us more work,” he says.

Team players
“It’s like a baseball team – if everyone 

plays together we can win. We expect our 

employees to treat everyone as if they were 

part of our family,” says Scola, emphasiz-

ing the home runs that any business can 

hit when it adheres to an established set 

of procedures coupled with the f exibility 

of shifting strategies when new techniques 

are brought into the f eld.

“We replace people who don’t follow 

the rules, but we don’t have to do it very 

often.” When a potential hire is being con-

sidered, “I do some pretty extreme screen-

ing,” he notes.

“The f rst thing I talk about with a can-

didate is that we work in a team concept 

here. You have to be willing to learn and 

work well with other people.” If someone 

appears to be lacking in this team-player 

concept or seems to be set in his or her ways, 

Best of 

the best
Shop carries on a tradition of teamwork, service

BY JAMES E. GUYETTE  |  CONTRIBUTING EDITOR

C
linching top honors as the 2014 Franchisee of the 

Year, CARSTAR Scola’s Collision Center in Brook-

fi eld, Ill., has achieved customer service and produc-

tion rankings that surpass more than 430 shops in 31 

states and 10 Canadian provinces.

AT A GLANCE

CARSTAR Scola’s Collision 
Center

Name of shop

Brookfi eld, Ill.
Location

Luigi and Anthony Scola
Owners

1
Number of shops

38
Number of bays

24
Years in business

15
Number of employees

16
Number of DRPs

6.6 days
Average cycle time

8,750
Square footage of shop

$2.8 million
Annual gross revenue

BASF
Paint supplier
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“I recognize that right away,” says Scola.

Scola recruited lead estimator Justin 

Jernstad, impressed by his mechanical 

background from working with his father 

for 13 years and then gaining estimating 

skills at a Buick dealership. Jernstad also 

serves as youth minister at a local church, 

where he counsels young adults who have 

experienced tragedies in their lives.

Customer service representative Erica 

Rivera has been with the shop for nine 

years. Admiring her ability to be both 

“spontaneous and prompt,” Scola marvels 

at how “she will always answer the phone 

with a smile and be courteous. Erica will 

follow through with every request and 

makes sure that it is taken care of for all 

our customers.”

The Scolas feel that good pay and ben-

ef ts are key factors in maintaining loyalty, 

as is the issuing of awards for workplace 

accomplishments.

Fit, form and function
“Everything in the shop is 5S,” according 

to Scola, referring to the 5S Lean Process 

that originated with manufacturing exec-

utives in Japan – most 

notably applied in the 

auto industry by Toy-

ota – following World 

War II. Also known as 

Kaizen, it involves the 

pursuit of continuous 

improvement, roughly 

translating as sort, set 

in order, shine, stan-

dardize and sustain. It aims to reduce 

waste and streamline operations to ulti-

m at e l y  i n c re a s e  e f f i c i e n c y  a n d 

productivity.

“Every piece we use has a specific 

place in the shop that has been chosen by 

the team members themselves. They’re 

marked off with pictures and there’s yel-

low and black paint on the f oor.”

A steady f ow of parts, materials and 

other repair elements is kept up to date and 

accurate. “We have over 30 parts carts, and 

the carts are brought out to the vehicles so 

they’re not looking for materials all the time. 

We try to keep the employees working in 

their stalls at all times,” Scola explains.

Efforts are made to avoid the f t, form 

and function diff culties that can arise with 

insurance-mandated aftermarket parts. 

Lou and Tony pride themselves on the 

arrangements they have negotiated with 

key suppliers.

“We have several dealerships that pro-

vide OEM parts at aftermarket prices. The 

dealerships don’t want to lose business to 

the aftermarket companies, so they’re will-

ing to do it,” according to Scola.

“It creates a better product for the cus-

tomer. People are happy and they come 

back,” he points out.

“We have aggressive marketing,” says 

Scola. A full-time sales representative is 

daily making calls on insurance agents, f eet 

managers and other potential customers.

GO TO INNOVATIVETOOLS.COM TO FIND A DISTRIBUTOR 

AND SEE HOW WE CAN MAKE YOUR SHOP MORE EFFICIENT 1.866.438.4884

<  INNOVATIVE 

SUPERSTAND™ 

Part # SS-II

>  INNOVATIVE 

DOOR-JACK 

Part # I-DJ   INNOVATIVE 

TRUCK BED DOLLY 

Part # I-TBD

<  INNOVATIVE 

MOBILE MASKER 

Part # I-MM

<  INNOVATIVE 

ULTRARACK™ 

Part # URPS

>  INNOVATIVE 

BODYMAN CART 

Part # I-MCBM

>  INNOVATIVE 

PARTS CART B 

Part # SSPC-B

HAS WHAT YOU NEED TO MAKE 

YOUR SHOP MORE EFFICIENT
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CCC ONE Touch really 

engages my customers. 

It has definitely increased  

our capture ratio.

CCC is a registered trademark and CCC ONE is a trademark of CCC Information Services Inc.

Brian Huntley 

Sandoval Buick GMC

Columbus, OH

ccc-one.com/touch

Brian Huntley 

Sandoval Buick GMC

Columbus, OH
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Community involvement
Scola serves as chairman of the Chica-

goland Business Group, which represents 

15 franchises throughout the region. In 

2013 the organization netted CARSTAR’s 

company-wide Business Group of the 

Year Award.

Repeat business and word-of-mouth 

referrals have long been an important 

aspect of the shop’s business model, along 

with an ongoing commitment to civic 

involvement and reaching out to those who 

are less fortunate.

“We believe in charity,” Scola declares. 

“We’ve gotten a lot of feedback and we get 

customers who say, ‘We’ve heard of you,”’ 

he notes. But that is not why they do it; the 

entire Scola family has a f rm belief in giv-

ing back to their community – the network-

ing is merely an added benef t.

The shop has given away refurbished 

vehicles to deserving recipients through 

the National Auto Body Council’s Recycled 

Rides Program and the Farmers Rides for 

Success Program.

Support is provided to the Make-A-

Wish Foundation, SkillsUSA and the 

McDonald’s Foundation for Children, along 

with heavy involvement in numerous Brook-

f eld events and festivals.

Participating in a local scholarship 

drive has attracted grateful recognition to 

the shop as well. “We’re proud to help sup-

port Riverside Brookf eld High School and 

help more students be able to attend the 

school,” says Scola. “As a longtime mem-

ber this community, it is important to invest 

in the next generation who will live and 

work in this area.”

Other civic endeavors include the 

Brookf eld Chamber of Commerce, Kiwanis 

and Rotary.

Listening to advice
Celebrating 24 years in business next 

month, the shop was established by Lou 

and Tony’s parents, Fredinando and Nata-

lina Scola. Fredinando had been the body 

shop manager at Allegra Ford and Joe 

Rizza Ford before striking out on his own.

Lou’s background includes a stint at 

Tom Young Auto Body prior to joining the 

Navy. Upon mustering out of the service, 

he worked for Royal Lincoln Mercury, join-

ing his father in 1991. Tony also arrived at 

the family business in ’91 following his 

high school graduation.

“My dad fell ill a few years back, and 

when he came out (of the hospital) he knew 

that it was time to step aside. My brother 

and I purchased the business from my 

father and mother, and we purchased the 

building too.”

Fredinando went on to recover from his 

illness, and he remains a welcome pres-

ence to this day. “He likes to have coffee 

with us and we talk about things,” Scola 

reports. “”I always listen to my father – I’m 

54 years old, but I still take his advice.” 

JAMES
E. GUYETTE
CONTRIBUTING 
EDITOR

James E. Guyette is a long-time contributing editor 
to ABRN, Aftermarket Business World and Motor Age 
magazines.

  E-mail Jim at JimGuyette2004@yahoo.com
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One of the truths repairers operate their businesses by is 

that serious problems frequently have relatively simple 

causes. Consider the following case of an owner who ex-

panded his operation to a second site with some major is-

sues in its paint department.

The department was performing a number of re-dos, 

which usually involved polishing out and repairing paint 

imperfections. A further investigation revealed that the prob-

lem was long standing. The shop's previous owners had 

simply accepted the extra repair time as normal.

Wanting to quickly resolve the issue, the owner asked 

his chief painter and a rep from his paint vendor to spend 

an afternoon reviewing the shop's painting procedures to 

locate the source of the re-dos. They found that the paint-

ers' spraying techniques were proper, as was the prep work, 

product mixing and most other procedures. That left the 

spray booth as the prime culprit.

An investigation turned up cheap, ill-f tting f lters. Fur-

ther, employees were regularly leaving the booth doors open 

between jobs. Once these two areas were addressed, the 

re-do issues disappeared, and the paint department's pro-

duction numbers improved.

Attending to small details can produce big results for 

shops. Nowhere is this more true, arguably, than in your 

spray booth, where straying from recommended mainte-

nance and usage can result in expensive contamination 

problems. Let's look at all the details you should be manag-

ing with help from two booth manufacturers — Accudraft 

and Global Finishing Solutions (GFS).

Focus on f lters 

One of the keys to spray booth operation is consistency of 

airf ow. For the booth to operate properly, airf ow must be 

balanced and consistent to allow paint products to be 

BOOST PROFITS, CUT WASTE WITH PROPER SPRAY BOOTH USE

BY TIM SRAMCIK  |  CONTRIBUTING EDITOR
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sprayed and dried evenly and to re-

move any contaminants.

Airf ow balance is upset most often 

by poor f ltering, which typically is the 

result of using low-quality f lters or not 

replacing booth filters according to 

manufacturer recommendations.

To address the f rst of these issues, 

shops should only use high-quality f l-

ters — those high-grade versions rec-

ommended by the manufacturer. Low-

er-grade f lters affect airf ow balance 

because they don't provide the eff cien-

cy and the correct diffusion necessary 

to provide consistent airf ow, which is 

crucial for removing particulates and 

other pollutants. Sometimes they affect 

airf ow balance simply because they 

don't f t properly.

To ensure these f lters do their jobs 

effectively, they need to be replaced 

routinely. When they aren't, contami-

nants can build up on their f bers and 

plug them up, allowing overspray to 

build up on the exhaust fans, upsetting 

the booth's airf ow.

Setting a replacement schedule in-

volves factoring in the booth's engi-

neering, workload and products being 

used. According to GFS, f lters typically 

need changed when the f nal resistance 

(specif ed by the booth manufacturer) 

has been reached. Shops determine the 

resistance by checking the inclined-

tube, U-tube or gauge-type manometers 

on the booth and referencing the op-

erator manual.

Before setting a replacement sched-

ule, speak to both the booth manufac-

turer and your paint company reps, who 

will have the most comprehensive in-

formation on how to effectively use 

their products in your booth. They also 

can help you set up internal systems 

that will ensure your managers and 

employees maintain the f lter replace-

ment schedule.

Note that before disposing of waste 

f lters, you must determine whether 

they could be considered hazardous 

waste. Consult with your f lter supplier 

and local authorities for assistance in 

properly characterizing and handling 

waste f lters.

Clean up your act 
Spray booths require regular cleaning 

to remove contaminants and overspray 

that inevitably collects on f oors, walls 

and other surfaces. Even when a booth 

runs at peak performance, it still can't 

remove all particulates. When any re-

maining overspray dries, it becomes 

airborne and can end up on your sub-

sequent paint jobs.

Ideally, you should be cleaning the 

booth every day, especially if the booth 

is in regular use. If you can't clean dai-

ly, try to schedule a cleaning every other 

day. At the very least, clean the booth 

once a week. Just remember that the 

more the booth is used, the more over-

spray collects. During periods of high 

use, you'll need to clean more often. 

Again, this schedule is something you 

should discuss with the manufacturer 

and your paint vendor.

Just as important as your cleaning 

schedule are the equipment and prod-

ucts used. 

GFS recommends using a sponge 

mop and solvent-based materials to 

break down the paint on the booth f oor 

and walls. They also stress never us-

ing a cotton mop, as it will leave f bers 

behind. Stick to lint-free mops to re-

move excess debris and overspray 

buildup.

Also, make sure the ventilation sys-

tem is in operation when you use sol-

vent-based cleaning materials. For a 

deeper clean, try pressure washing 

booth walls, f oor and the pit.

Always examine booth exhausts for 

paint buildup. Old paint deposits can 

build up in the exhaust fan, duct and 

plenum, reducing booth operating ef-

f ciency. Inspect the entire system for 

potential problems before they can 

occur.

You'll also need to do some clean-

ing beyond the booth itself, especially 

on paint guns and air hoses where over-

spray can collect before it f akes off and 

ends up in your f nishes. Clean these 

areas and the insides of air hoses, since 

paint can collect there as well. Set a 

regular cleaning for your equipment, 

and only use lint-free wipe cloths. When 

you move this equipment into the booth 

for work, be careful not to drag hoses 

across dirty shop f oors and bring in 

contaminants. 

 On a safety note, be cautious using 

a shop vacuum to eliminate dust and 

f bers in your booth. These materials 

are f ammable and combustible. Heat 

generated by the vacuum motor can 
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ignite them. If you decide to use a vac-

uum, make sure that it is approved for 

hazardous locations.

Closed-door policy
Since open doors invite particulates 

into a booth, keep the doors closed at 

all times, except when performing nec-

essary tasks, like loading or unloading 

parts. 

When the doors must remain open, 

even for short times, keep the booth fans 

operating to maintain minimal pressur-

ization. This prevents any particulates 

entering the booth from being trans-

ported throughout it, where they stand 

the greatest chance of damaging a paint 

job. The inf ux of contaminants is re-

lated to booth engineering that is de-

signed to remove dangerous fumes.

A booth's exhaust stack damper re-

mains partially open when the fans are 

off to prevent the accidental buildup of 

VOCs or other noxious vapors. This 

creates an updraft of air that continu-

ally pulls air through the spray booth, 

commonly referred to as a chimney ef-

fect. When the booth doors are open, 

these small drafts of moving air carry 

damaging particulates, especially f -

bers, into and throughout the booth 

where they may become a source of 

contamination.

To help employees stick to a closed-

door policy, limit traff c in and out of 

the booth. Permit only authorized em-

ployees in the booth, and don't allow 

employees to store equipment or prod-

ucts in the booth. Using your booth for 

storage means the doors will be opened 

more often. Also, stored items can carry 

in and collect damaging particulates. 

On a related note, makes sure the 

doors and the rest of the booth are prop-

erly sealed. Seal the entrance and exit 

doors, access doors and concrete f oors, 

along with any other areas where con-

taminants may pass in the booth. If 

necessary, caulk ceiling frames, f re 

sprinkler openings, wall joints and all 

compressed air pipe openings.

Problem prevention
One of the best ways to prevent booth 

contamination is eliminating possible 

contamination sources that will go in 

the booth or near it.

Start by mandating that all person-

nel are clothed with lint-free garments 

while in the spray booth, and ensure 

that those garments are not worn out-

side of the spray booth to perform other 

tasks. When these garments are worn 

inside of the spray booth, air passing 

across the surface creates a mild static P
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The booth should be reserved 

for painting. Any prep work 

should be done in areas away 

from the booth doors.
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charge to make it a magnet for every 

piece of lint or f ber close enough to at-

tach. If possible, install a changing room 

attached to the booth or use an attached 

paint mix room for this purpose. Always 

store your painters' suits in a clean area.

If possible, perform all your prep 

work outside of the booth in prep sta-

tions. Performing tasks in the booth, 

such as using compressed air to blow 

off the parts prior to painting, can free 

up enough contaminants to damage 

paint jobs during an entire day. If this 

kind of work must be done inside the 

booth, give the booth about an hour or 

so of run time to change out the air 

through the filters. That should be 

enough time to fully remove the con-

tamination. Then, be sure to tack off 

the parts prior to painting.

Keep in mind the time you can lose 

by having the booth f lter out contami-

nants from prep work. If you don't have 

enough space to do your prep work, 

consider adding room. The payoff in 

improved paint times is well worth the 

investment.

Never perform any sanding in your 

booth. If your shop uses a wet sanding 

or buff ng operation in the same general 

area, isolate these operations by using 

curtains and pressurizing the painting 

area with an air makeup system. 

These recommendations should 

head off the majority of issues you might 

have with your spray booth. The good 

news is they're relatively simple to im-

plement and maintain, and their results 

will show up immediately in your shop's 

number and product quality. 

TIM SRAMCIK
CONTRIBUTING 
EDITOR

Tim Sramcik has written for ABRN, Motor Age and After-
market Business World for more than a decade. He has 
produced numerous news, technical and feature articles 
covering every aspect of the collision repair market. In 
2004, he was recognized for his work by the American 
Society of Business Publication Editors.

  E-mail Tim at TSramcik@yahoo.com

(Left) Avoid carrying contaminants into your booth by using only lint-free garments and cleaning your painting 
equipment. Pay attention to hoses since they can bring dirt into a booth if they're dragged against dirty shop 
fl oors. (Right) Always clean your paint guns with lint-free cloths before bringing them into your booth.
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When Ford Motor Company’s new all aluminum-bodied F-150 pickup truck hits 

the retail market this fall, it will herald an evolution in the industry. Or some might 

see it as a revolution in the industry. No matter how it is def ned, aluminum auto 

bodies will unquestionably result in changes for aluminum producers, vehicle 

manufacturers, and ultimately, the auto repair businesses.

And what is the driving force behind the increased use of aluminum in vehicle 

ALUMINUM AUTO BODIES WILL CHANGE ALUMINUM 

PROCEDURES FOR OEMS AND REPAIRERS

BY ED STAQUET  |  CONTRIBUTING EDITOR

bodies? Better fuel economy. Better 

fuel economy standards f rst by Cor-

porate Average Fuel Economy (CAFE) 

regulations enacted by the United 

States Congress in 1975, and now up-

dated to require that all cars and trucks 

operate at an average of 54 miles-per-

gallon by 2025.

Reaching that goal is best accom-

plished by making cars lighter in 

weight, hence the switch to using more 

aluminum in car manufacturing, along 

with higher strength steels that are 

thinner, stronger and also weigh less. 

The Aluminum Association estimates 

that aluminum can provide a weight 

savings of up to 50 percent compared 

with the traditional mild-steel auto-

motive body structure. Aluminum of-

fers a fast, safe, environmentally-

friendly, and cost-effective method for 

increasing performance, boosting fuel 

economy and reducing emissions while 

maintaining or improving safety and 

durability.

Industry changes
Various Ford F-150 models, with high-

strength steel frames and high-strength 

aluminum-alloy bodies, will weigh up 

to 700 pounds less than previous all-

steel models. Its reduced weight not 

only contributes to fuel eff ciency, but 

also allows the truck to tow and haul 

more cargo while improving accelera-

tion, braking and handling performance. 

The military-grade, aluminum alloys 

are rust- and corrosion- resistant, which 

helps to increase vehicle service life.

Aluminum producers are also gear-

ing up for the increased demand from 

car manufacturers for aluminum sheet. 

In a December 2013 article in the Pitts-

burgh Post-Gazette, Randall Scheps, 

the executive in charge of selling Al-

coa’s aluminum sheet to the automo-

tive market said, “Automotive demand 

for the product is forecasted to increase 

fourfold by 2015 and 10 times by 2025.” 

To meet this demand from the auto 

industry, Alcoa is investing $575 mil-

lion to expand production at its plants 

in Davenport, Iowa and Alcoa, Tenn. 

The acrylic structural adhesive offers fast full-cure and clamp 

removal times, and corrosion protection.
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The article also mentions that Novelis, 

an Atlanta-based aluminum supplier, 

is also expanding automotive sheet 

lines in Oswego, New York.

The vehicle repair industry as well 

will be impacted by the increased pres-

ence of aluminum-bodied vehicles on 

the roads. Repair shops will have to 

prepare their facilities to handle alu-

minum repairs, and technicians will 

have to learn new techniques for mak-

ing those repairs. However, none of 

these adaptations need to be daunting 

tasks for a repair shop.

According to a news article on The 

Aluminum Association’s website 

(http://www.aluminum.org/product-

markets/automotive), “…working with 

aluminum is not diff cult; it is merely 

different.” As more aluminum vehicles 

enter the market, repair shops will 

adapt to handle damage repairs. Al-

though different techniques are re-

quired for steel and aluminum repairs, 

professional programs, as well as train-

ing from manufacturers and suppliers, 

are available to help technicians un-

derstand these differences. 

Aluminum repairs
Reconf guring a body shop to handle 

aluminum repairs and the training 

needed can be done with minimal in-

vestment. In the past, aluminum re-

pairs were expected to be made in a 

separate room or building within the 

body shop’s complex. But this is no lon-

ger the case. It is now acceptable to 

use shop curtains to separate alumi-

num repair operations from areas where 

steel repairs are being done.

The reality is that investing in train-

ing and shop space for aluminum ve-

hicle repairs is something that will have 

to be done anyway, as more aluminum-

bodied cars and trucks enter the mar-

ket. Currently, many OEMs, such as 

Honda, Audi and Mercedes Benz, do 

have aluminum-bodied cars for sale. 

And for many years, steel-bodied ve-

hicles have been built with aluminum 

components, such as hoods or body 

panels. The Ford F-150, though, is the 

f rst high-volume, full-bodied aluminum 

vehicle to enter the market.

A similar sentiment is voiced by 

Douglas Craig, Technical Application 

Engineer & Collision Industry Liaison, 

Structural Adhesives Tech Service for 

LORD. “As soon as it became known 

that the Ford Motor aluminum-bodied 

trucks would be entering the market, 

there was a huge concern in the colli-

sion repair industry over how to make 

repairs that are feasible, safe and meet 

customer and insurance industry ap-

proval,” said Craig. “Auto body repair 

shops have to embrace aluminum re-

pair and learn the new techniques so 

that aluminum repair becomes main-

stream, as is comparable to working 

with steel materials. Consider the train-

ing as the cost of doing business.” 

“The collision repair industry has 

been adapting to these changes al-

ready,” Craig said. “Now, there will be 

just more aluminum in the vehicles.” 

And it’s not just aluminum that will be 

used more frequently. Craig noted that 

other materials, including composites, 

such as carbon f ber and f ber-reinforced 

plastic (FRP), will become more typical 

in vehicle manufacturing. “So the real 

point for the repair shop is – ‘How do 

Ford has approved Fusor 

108B /109B Metal Bonding 

Adhesive for repairing its 

aluminum-bodied F-150 

pickup truck.
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you adapt and learn how to f x these 

new materials?’” said Craig.

It’s not really that much of a chal-

lenge to work on aluminum vs. steel. 

The body shop technician just needs 

to become familiar with the aluminum 

material and the repair techniques. 

Once a properly trained technician 

learns how to repair aluminum dents 

and replace aluminum parts, it will 

become second nature, as with steel 

repairs.

Repair training
There are many venues available for 

learning how to work with aluminum 

– including online and classroom cours-

es, support from repair-product sup-

pliers, and programs and instructions 

offered by the OEMs. Specif cally, the 

Ford F-150 was built with repairabil-

ity as a key design element.

From the beginning of the F-150’s 

design, repairability was a prime con-

cern. This is an extremely repair-friend-

ly vehicle for the technician. Various 

truck components can be replaced in 

sections, eliminating the need for ex-

tensive labor, and the B-Pillar can be 

replaced without removing the roof 

panel. 

“In the design of the F-150, Ford’s 

engineering team embraced the need 

to repair,” said Craig. “The truck was 

engineered to have solutions in place 

for the customer when damage repair 

is needed.”

Ford has worked closely with The 

InterIndustry Conference on Auto Re-

pair (I-CAR) and the aluminum indus-

try to develop training programs for 

aluminum panel repairs. Collision re-

pair experts from I-CAR collaborated 

with Ford Motor engineers during the 

F-150’s design and development pro-

cess. Together, they created training 

programs for collision repair profes-

sionals that address the unique pro-

cesses associated with aluminum re-

pair for safely executing repair 

operations.

Ford is augmenting these training 

programs with a comprehensive pack-

age of supplemental repair informa-

tion. Each aluminum replacement part 

for the F-150 comes with detailed in-

struction sheets, a parts list, diagrams 

of repair locations on the vehicle, and 

a list of the tools and supplies needed 

to make the repair. Online instructions 

will be available both on the Ford Mo-

tor and I-CAR websites.

Different not diff cult
So what are the differences between 

repairing aluminum and steel vehicles? 

“It’s not so much that there are differ-

ences,” said Staquet, “But rather that 

there are specif c details to be aware 

of – such as having dedicated tools and 

equipment for aluminum repairs, and 

making sure that aluminum repair ar-

eas are curtained off from areas where 

steel repairs are being performed.”

Cross-contamination is of particular 

concern when working on aluminum 

and steel vehicles in the same facility. 

Fine particles from steel or other met-

als can adhere to tools and equipment, 

and if these particles are deposited on 

aluminum parts, they are extremely cor-

rosive to the aluminum, especially if 

moisture is present. Keeping separate 

sets of tools and equipment (such as 

MIG welders) for aluminum and steel 

repair work will minimize the problems 

associated with cross-contamination.

Using shop curtains to cordon off a 

separate area for aluminum repair work 

is necessary to prevent cross-contami-

nation. “Most repair facilities should 

have separate work areas in place al-

ready,” noted Craig, “Since many ve-

hicles have aluminum hoods or deck 

lifts, the repair work done on these pan-

els should have been isolated from steel 

repairs.” A curtain arrangement is ad-

equate for isolating the steel and alu-

minum repair bays.

As Craig explained, there really is 

not that much aluminum that will be 

exposed during a repair procedure. 

When a vehicle is under construction in 

the OEM plant, assembly personnel 

are working with bare aluminum. In 

the repair shop, technicians are han-

dling painted aluminum parts and re-

placement parts arrive with a coating 

over the aluminum. The only alumi-

num that will be exposed during a re-

pair procedure will be on the mating 

edges where the paint or coating is 

removed to facilitate bonding and 

riveting. 

Another shop method for avoiding 

cross-contamination is the use of dust 

removal or extraction equipment, not 

just to protect vehicles, but most im-

portantly, for personal health protec-

tion. Technicians should always be 

wearing the proper respiratory equip-

ment when performing sanding, grind-

ing and welding operations. And this 

is even more important when working 

with aluminum, since aluminum par-

ticles have a tendency to stay f oating 

in the air for a long time. So using re-

spiratory equipment is a necessary 

personal health device.

The adhesive is recommended for panel and weld bonding of 

aluminum roof and quarter panels, rear body and van side panels, 

and door skins.
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SATAjet®5000 B

SATA, SATAjet and/or other SATA products referenced herein are either registered trademarks or trademarks of SATA GmbH & Co. KG in the U.S. and/or other countries.

Nozzle size
HVLP 1.0 1.2 WSB 1.3 1.4 1.5 1.7 1.9 2.2

SATAjet 5000 B Standard 210732 210740 210757 210765 210799 210823 210831 210849 210856

SATAjet 5000 B DIGITAL, incl.  211094 211110 211128 211136 211151 211193 211201 211219 -

RP version pending SCAQMD & EPA approvals.incl. RPS disposable cups 0.3 l/0.6 l/0.9 l (one of each)

To be introduced at SEMA 2014

Phone: 800-533-8016 

E-mail: satajet@satausa.com 

www.satausa.com

The exclusive independent 
distributor of SATA product in 
the US and Puerto Rico

See it, Touch it, Hold it:

Booth #10609

North Hall

AS VERSATILE AS YOU
Whatever you wish to paint: Our new high performance spray gun is exactly 

what you need. Regardless which object, climate,  

inlet pressure or application distance - the SATAjet 5000 B  

sets new standards in terms of versatility.

Take a fresh look at quality.

www.satausa.com/SATAjet5000B
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TECHNICAL

Many shops have vacuum systems 

that automatically collect sanding and 

grinding dust. The sanding and grind-

ing tools are attached to the vacuum sys-

tem and the dust particles never reach 

the surrounding air. Still, Craig cautions 

that, similar to the need to have a sepa-

rate set of tools for steel and aluminum 

repairs, the vacuum systems must also 

be kept independent of each other, so as 

not to contaminate the vacuum system. 

Repair products
What makes these new aluminum al-

loys so “revolutionary” is their strength 

and their ability to be rivet-bonded both 

in assembly and repair. As Scheps said 

in the Pittsburgh Post-Gazette article, 

“A new process for treating aluminum 

sheet makes adhesive bonds between 

the metal and other components last 

longer. That means aluminum sheet can 

be used in the structural framework of 

motor vehicles.” The technology was 

developed at Alcoa’s Technical Center 

in Upper Burrell, Penn. 

Ford Motor has approved only two 

suppliers’ repair products for use on 

the F-150, one being the LORD Fusor 

108B/109B Metal Bonding Adhesive. 

“LORD products have been used in ve-

hicle assembly for many, many years, 

both with Ford and other OEMs,” Sta-

quet said. 

Fusor 108B/109B is an acrylic struc-

tural adhesive that offers fast full-cure 

and clamp removal times and is six to 

eight times faster than typical panel 

bonders. Its acrylic formula is compat-

ible with aluminum and guarantees 

corrosion protection. The adhesive is 

recommended for panel and weld bond-

ing of quarter panels, rear-body panels, 

van-side panels, roof panels, door skins 

and outer truck-bed panels.  

Aluminum prospects
As the deadline for stricter standards 

for fuel economy approaches, car manu-

facturers will be substituting lighter-

weight parts and materials to help meet 

the CAFE standards. As Ford brings 

the f rst all-aluminum-bodied F-150 pick-

up truck to the market, other OEMs will 

soon be following with their own alu-

minum-bodied vehicles.

As aluminum producers scurry to 

meet the demand for raw materials, re-

pair-product suppliers are also striving 

to develop new bonding formulas that 

can match OEM quality for repair work. 

In addition, repair shops need to mobi-

lize for handling aluminum vehicle re-

pairs – if they haven’t done so already. 

Training, proper shop set-up, and dedi-

cated tools and equipment are key com-

ponents for successfully handling alu-

minum vehicle repairs. 

ED STAQUET
CONTRIBUTING 
EDITOR

Ed Staquet has more than 40 years of experience in the auto 
body repair business. For the past 20 years, he has worked 
for Fusor Repair Systems and LORD Corporation and is now 
the senior staff technical support manager. He has been an 
instructor at I-CAR for 30 years; and he served two terms on 
the I-CAR Board of Directors.
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There’s a lot riding on 
the safety of your lift. 

Protect your technicians, your customers and your  

ďƵsŝness� ,Ăǀe Ăůů ǇoƵr ůŝŌs ŝnspecteĚ ĂnnƵĂůůǇ ďǇ 

Ăn �>I �erƟĮeĚ >ŝŌ Inspector�

�on�t trust your ůiŌ safety to ũust anyone. �>/ �erƟĮed >iŌ /nsƉeĐtors are Ɖroven ƋuaůiĮed 

to insƉeĐt every ůiŌ in your serviĐe deƉartment to determine if they are funĐƟoning ƉroƉerůy. 

�nnuaů ůiŌ insƉeĐƟons are reƋuired ďy heaůth Θ safety oĸĐiaůs, �E^/ standards and ůoĐaů  

reguůaƟons. �ut even more imƉortantůy � taŬing Đare of your ůiŌs means taŬing Đare of 

your team. Their safety is riding on it.

To Įnd an �>/ �erƟĮed >iŌ /nsƉeĐtor in your 

area, visit ǁǁǁ�ĂƵtoůŝŌ�orŐ�ŝnspecƟon
Inspect to Protect™
Your business is riding on it™
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HEaVyWEigHt
lifting

BendPak’s HDS-Truck Series four-post lifts are a whole new breed of rugged. They’re 

newly engineered heavy-duty truck lifts that make light work out of heavy lifting. They 

work better, are built to last, and feature upgrades that increase safety, durability and 

productivity. The four-post HDS series provides a generous 18,000 to 40,000-lb. lifting 

capacity and features extra-wide runways to accommodate a wide variety of vehicles 

configurations. Contact your local BendPak/Ranger dealer or call 1-800-253-2363.
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© 2014 BendPak / Ranger Products are registered trademarks.Call 1-800-253-2363 ∙ www.bendpak.com/purchase

Meets or exceeds the 
standards prescribed by 
anSi/ali alCTv-2011

Full MOBiliTy

aDjuSTa
B
le

 W
H

e
e

l F
O

R
kS

HEaVyWEigHt
portability

BendPak portable column lifts offer the versatility and time saving 

features to keep your work bays more productive and your profits 

soaring. no other system on the market matches it for safety, flexibility 

and ease-of-use. With a lifting capacity of 72,000 pounds per set of 

four, never before has a series of portable column lifts delivered so 

much power and versatility for both indoor and outdoor use. Contact 

your local BendPak/Ranger dealer or call 1-800-253-2363.

© 2014 BendPak / Ranger Products are registered trademarks. Call 1-800-253-2363 ∙ www.bendpak.com

MSRP $24,295
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Whether you’re looking for an eye-catch-

ing f ll or a background for pinstripes or 

artwork, the f sh scale technique is time-

less. “This is a very easy technique to 

pick up,” says Chris MacMahan, owner 

of Aerograf x in Elyria, Ohio. “We do 

this a lot on choppers and bobbers for 

a 70s look. It’s also great for backgrounds 

in retro-style murals.”

In this tutorial, which was f rst fea-

tured in the PPG Repaint Reporter, Mac-

Mahan uses a traditional circular scale, 

but other shapes work just as well, such 

as triangles for a diamond pattern or 

curved “teeth” for a quilt pattern. With 

a little imagination and experimenta-

tion, you’ll be able to create a wide 

range of patterns and effects.

Drawing the pattern guide 
MacMahan uses a template to create 

the pattern of overlapping circles (FIG 

1). Generally, the scale size should be 

big enough to f ll the space without ap-

pearing busy. 

Cut the guide 
Your pattern should be drawn on a light 

cardstock, about the thickness of a busi-

ness card — heavy enough not to be-

come soggy and tear, light enough to 

cut cleanly with scissors or a craft knife 

(FIG 2).

Panel prep
To ready the panel for tutorial, it was 

covered with a bright silver paint. Mac-

Mahan uses PPG products in his shop. 

Over that, two color layers were added, 

each fogged toward the center — yel-

low, then green.

Airbrush selection
Any general-purpose airbrush, single 

or double action, can be used to achieve 

this effect. MacMahan recommends a 

medium sized tip at 40 psi. “The higher 

pressure allows me to use the airbrush 

CHRIS MACMAHAN SHOWS HOW TO CREATE A CLASSIC FISH SCALE EFFECT

BY JOHN WOODWARD  |  CONTRIBUTING EDITOR
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as a mini paint gun and put on a wash of color.”

Spraying
Placing the template against the surface, MacMahan sprays 

a line of green. The green is solid at the bottom of the “V” 

and fades upward. Keep the template and the spray motion 

as horizontal as possible (FIG 3).

Row symmetry
Aligning the scales is simple — the center of each circle 

slightly overlaps the bottom on the “V” on the row above 

(FIG 4). Spacing between the rows is a matter of personal 

taste. Here, MacMahan uses a tight formation for a more in-

tense pattern.

Template saturation
The template will be covered with many layers of paint. To 

maintain a crisp pattern, allow the template to dry for a min-

ute every few rows, or create more than one template (FIG 5).

Solid border
Once all the rows have been sprayed, MacMahan fogs the 

outer edge of the panel with several layers of green until the 

color is intense (FIG 6).

Ready for anything

From here, your op-

tions are open (FIG 7). 

The design stands on 

its own, so you could 

add a midcoat, or go 

straight to clear. Mac-

Mahan also suggests 

that the pattern can 

be a bed for pin-

stripes, lettering or 

artwork. “As a back-

ground, fish scales 

can push any job over 

the top.” 

3

5

74

JOHN 
WOODWARD
CONTRIBUTING 
EDITOR

John Woodward has been writ ing about the 
automotive and collision repair industries for more 
than 20 years. He has a master’s degree in English 
from the University of Iowa and teaches writing at 
the College for Creative Studies in Detroit, Mich.

  E-mail John at jwoodward@group-ex.com
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®
877-658-7900

autoref in ishsales@global f in ish ing .com  •   www.g lobal f in ish ing .com

G L O B A L  F I N I S H I N G  S O L U T I O N S

PAINT BOOTHS & ACCESSORIES
           in Las Vegas: 

NEW PRODUCT RELEASES  

& SPECIALS

      Booth #11031

GFS will be unveiling exciting new 

products at this year’s SEMA Show!

Stop by our indoor booth to learn more 

about our product changes and new 

technologies.

Receive a coupon for  

FREE GFS equipment  

($500 value)!

G L O B A L  F I N I S H I N G  S O L U T I O N S

November 4-7, 2014 

L I V E  PA I NT I N G  in a  

Premium GFS Paint  Booth

     Booth #61154
The popular live painting event is  

back again! 

Anyone can suit up and spray in a fully 
functional GFS paint booth. See for 

yourself why GFS is the leader in paint 

booth technology!
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Charging and testing stations like the Midtron-

ics GR8 will charge and test a lead acid, AGM/

spiral, or deep cycle batteries and give reliable 

results along with assisting in diagnosing start-

ing, charging and parasitic drain problems along 

with module reprogramming support.

Defend against 
dead batteries

FINDING 
a dead battery before, during or after re-

pair is a very common problem when a ve-

hicle has been in an accident. Something 

as simple as door misalignment or as complex as a damaged 

wiring harness or module can be at the root of the problem. In 

a mechanical shop environment, we learn about these problems 

when a customer f nds out they have a dead battery. In a colli-

sion environment, you can f nd out at almost any time through-

out the repair process. I have some simple advice before we 

dive into a couple of tests you can run to nail down the source 

of a parasitic drain on the battery. Let’s start with a few vehicle 

feature considerations that could make your diagnosis diff cult 

or completely unnecessary depending on the situation. 

Many, if not most, late-model vehicles have some sort of bat-

tery saver that will disconnect the battery from the vehicle elec-

trical system when, say, your 10-year-old leaves the door open 

in the garage all night. Instead of a dead battery 30 to 45 min-

utes into a steady load on the battery, the smart fuse block or 

body control module will just shut everything down. This very 

useful technology can also create a head scratcher when after 

a few days in the shop and usually about the time you are ready 

to move it, the battery is unable to turn over the engine. Go 

back to that door misalignment issue or an interior light that 

got turned on during the accident. We could have a battery 

drain that reactivates when a door is opened and then disap-

pears after half an hour, overall taking a few days to drain the 

battery from having enough energy stored to start. 

But don’t panic yet and start searching for a parasitic drain. 

First, completely charge the battery and then make sure all 

lights are out when the doors are shut, trunk and glove box are 

closed, hood is down or any other feature that turns on those 

2-5 amp drains. Before we go on, let’s talk about charging bat-

teries because the best of us get in a hurry and do it wrong. 

Battery charging is not a quick operation. If it were, the 

electric car would probably be a much more viable means of 

transportation right now. SLI — Starting, Lighting and Ignition 

— batteries take some time to charge to full potential. These 

are the batteries we use in our cars and are not the same as 

the batteries in hybrid and electric vehicles. They are used be-

cause they can dump large amounts of current very quickly. 

Keep in mind that most cars require about 120-200 amps to 

the starter to start the engine and that most alternators/gen-

erators create about 85-140 amps. SLI batteries do not like to 

There are no easy shortcuts to 
finding parasitic drains, but it helps 
to identify them as soon as possible

BY DONNY SEYFER  |  CONTRIBUTING EDITOR

powered by
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be recharged at 85-140 amps. They like 

something in the 60 amps or less range, 

depending on their state or charge (ba-

sically how far they are down from fully 

charged). The rest of that alternator out-

put is intended to be the power station 

for the rest of the vehicle while always 

maintaining the battery at a full state of 

charge (SOC). 

So how do you know when a battery 

is at a complete SOC? For an SLI battery, 

it should be sitting at around 12.7 volts 

with no load against it and no charge 

going into it. A battery at only 11.89 volts 

is dead, according to BCI, who sets stan-

dards for batteries. Without belaboring 

the point too much, if you jump start a 

system with a battery at 0 percent state 

of charge and then pull the cables, the 

alternator is going to exceed not only its 

intended load, but will be over charging 

the battery as well. You will also have 

no idea if that battery is any good or not. 

When a battery has reached a dis-

charged state, you need to use a quality 

battery charger that will limit current 

and/or voltage, depending on the type 

of battery being charged. There are two 

common SLI-type batteries in use: the 

familiar lead acid battery and the AGM 

(absorbed glass matt) design. They re-

quire different approaches to charging, 

and many modern battery chargers have 

different settings, depending on which 

type you choose. The single best way to 

charge these batteries is to use a fully 

automatic charger. Once you program 

in the kind of battery, cold cranking amps 

and where the charger’s cables are 

placed, it will determine if the battery 

is good or not.

 Batteries are often damaged in col-

lisions, but the damage is not visible. If 

the battery has lost its ability to store 

energy, you might spend time looking 

for a parasitic drain when, in reality, you 

just don’t have adequate energy stored 

on board anymore. It is also bad form to 

send a customer home with an alterna-

tor that has been damaged by repeated 

jumpstarts on a dead battery. 

If you suspect a system drain, get the 

battery cables disconnected by remov-

ing the negative f rst. In most situations, 

it makes sense to repair the vehicle be-

fore you look for the cause of a parasitic 

drain. There are numerous reasons for a 

module to stay awake and drain a bat-

tery following a collision, and it seems 

likely that the repair is going to resolve 

these issues, or at least uncover them. 

While it makes great sense to gather di-

agnostic trouble codes prior to “putting 

the vehicle to sleep for surgery,” doing 

any diagnosis of those codes or a poten-

tial parasitic drain should be left for last 

and only performed with a fully charged 

and proven battery/charging system. 

Once repairs are complete, connect 

the vehicle and clear any DTCs present. 

In many vehicles, you will also need to 

clear adaptive memory (depending on 

the work performed) and complete any 

programming required. At this point, if 

you suspected a parasitic drain but did 

not f nd a smoking gun, you will want 

to test for loss. Again, I think you will 

f nd that if you have a charging and start-

ing system tester, you will be able to de-

termine if a drain still exists fairly quickly. 

Of course, we are talking about late-

model cars, so it is not as easy or quick 

as we would hope. Once you have test 

driven the vehicle and are ready to test 

it, you need to leave it alone for a while. 

There are many modules that stay awake 

for a while after a vehicle is shut down 

to perform their tasks, such as evapora-

tive emissions systems and body control 

modules. This has been common since 

the late 1990s in many vehicles. Once 

these systems all power down, you can 

get a pretty reliable parasitic reading, 

and it should be under 40 mA (milliamps). 

Again, I am taking a different approach 

than in a mechanical environment where 

we start in with the low amperage amp 

clamps and break the battery connection 

right away to get “in the circuit.” 

If you f nd that you have a parasitic 

drain greater than 40mA, but under, say, 

500mA, there are numerous detailed ar-

ticles on diagnosis of those problems in 

our sister publication Motor Age. These 

are more diff cult problems to f nd and 

often supervisors should be involved 

with the additional time that may be re-

quired and special tools that are prob-

ably not lurking in your toolbox. For larger 

drains of, say, 1 amp or more, you are 

generally talking about a non-ignition 

switched circuit, unless something has 

gone terribly wrong. You would probably 

know that before you got this far. 

The easiest way to narrow down 

these problems is to remove the positive 

battery cable and place a DMM (digital 

multi meter) set to 10 amps (connecting 

the leads properly to the DMM so you 

don’t blow the fuse inside it) in line with 

it. You will probably have to wait awhile 

for the modules to go to sleep again. To 

simplify your work, you may want to re-

move the driver door interior light switch 

to avoid adding new current to the drain. 

Be very careful not to turn on any large 

drain, like the ignition, or you will blow 

the fuse in your DMM. Think about the 

systems that are battery powered, like 

fuse blocks — did an engine compart-

ment fuse block get damaged and is feed-

ing B+ power into a circuit that it would 

not normally? That will be fun to f nd, 

but consider the damage from the acci-

dent and go over electrical components 

in that area with a f ne-tooth comb, par-

ticularly those with large-gauge wires, 

since they will almost certainly carry a 

live battery  (B+) connection that is ac-

tivated by a relay or internal component 

switching. Consider lighting circuits and 

switches that you may not be able to see. 

Were there any modules that got hit and 

had visual or superf cial damage? Did 

the alternator or bracket get hit? Pull 

your alternator voltage regulator connec-

tion (if it is internally regulated and not 

PCM regulated) with the engine off and 

see if the drain goes away. Pulling large 

fuses f rst will help to narrow down the 

section of the vehicle where the drain is 

occurring, at the risk of waking a mod-

ule you will have to wait on when you 

put the fuse back in. Pull small battery-

powered fused circuits f rst to get there 

quicker, and have a wiring diagram of 

the power distribution circuits on hand 

so you can make logical choices. 

There are no easy shortcuts to f nd-

ing battery drains. The key is to be sure 

you actually have one. A very thorough 

inspection prior to diagnosis for damage 

will help uncover battery drains that may 

have been hidden or overlooked during 

the initial blueprinting of the repair. 

DONNY SEYFER
CONTRIBUTING 
EDITOR

Donny co-owns Seyfer Automotive, Inc. in Wheat Ridge, 
Colo., and is chair-elect of ASA. He is a regular contributor 
to ABRN and sister publication Aftermarket Business World.

  E-mail Donny at Donny@SeyferAuto.com
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Attention Jobbers &

Mobile Jobbers

spiuserforum.com     southernpolyurethanes.com

Follow Us On Facebook

Tired of the

EMPTY
PROMISES?

The aforementioned situations are happening all over the US and Canada and if

any are happening to you, perhaps it’s time to look at Southern Polyurethanes! 

• We don’t sell national accounts

• We give protected territories to our jobbers

• We don’t sell PBE warehouses, we are jobber direct only

• We have some of the best clears and primers in the industry

including 2.1 VOC

• We have a simple and generous jobber  discount program

• We don’t private label nor will we sell any other jobbers in

your territory  

• We have low pre-paid shipping requirements

• Our products will never be sold on the internet  

• We’ve grown EVERY year since our inception in 1998

• We offer a 7 day tech support line for your customers

If you’d like to see if your territory is available and

discuss the SPI line further, please give us a call at

706-781-2220.  In the meantime, Google search

Southern Polyurethanes aka SPI and you’ll see how

we grew 30% in 2009 when the industry tanked 30%.  

Has this happened to you?

• You’ve carried a paint line for years when another store

 selling the same brand opens 30 miles away and your very

own paint rep takes the new jobber into your best account

and offers them a 15% discount.

• The paint line you’ve sold for years is now being sold by a

truck delivering fenders for 15-20% less and they are buying

at a much larger discount than you. 

• Your paint company sells out to a holding company and now

everything is turned upside down.  As your paint rep is

 waiting to be fired, he or she tells you I can’t give you that

$5,000 credit I’ve owed you for the last year.  

• You successfully build up a clear and primer line when 

the PBE warehouse rep starts selling it to every jobber

around you.  
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AUTOMOTIVETOUCHUP

TOUCH-UP PAINTS

With a consistent focus on deliv-
ering quality and convenience 
for DIY automotive projects, 
AutomotiveTouchup offers its 
precision-matched basecoat, 
sandable primer and clearcoat products in easy-to-apply 
half-ounce and two-ounce bottles. For clean, exceptional 
control, AutomotiveTouchup bottles feature a brush with spe-
cial filaments designed to deliver a flawless finish.   

www.automotivetouchup.com

(888) 710-5192

FORWARD LIFT

SCISSOR LIFT

Forward Lift’s new 
11,000 lb. capacity 
ML11 scissor lift pro-
vides all the versatility 
and ease of use of a 
traditional four-post 
vehicle lift with a much narrower footprint. The lift’s scissor-style 
lifting mechanism is located entirely under the runways, giving the 
ML11 lift an overall width that is two to three feet narrower than 
comparable four-post models, making it ideal for smaller bays.

www.forwardlift.com

(800) 423-1722

COLLISION PRODUCTS GUIDE

KAESER COMPRESSORS

COMPRESSED AIR SYSTEM

Kaeser’s AirCenter is a complete yet 
compact compressed air system with 
a Sigma rotary screw compressor, 
refrigerated air dryer, and drain—all 
mounted on a receiver tank. Available 
IN 5, 7.5, 10, 15 and 20 hp packages, 
these quiet, versatile units are perfect 
for a wide range of automotive ser-
vices with limited space.

www.us.kaeser.com

(866) 516-6888

VALSPAR

CONCRETE CLEANER

The first step in a successful concrete-coating 
project is to apply new Valspar® Fast Prep All-
in-One Concrete Cleaner. Valspar Fast Prep 
allows for the best possible finish by ensuring 
the coating’s adhesion and durability. Valspar 
Fast Prep All-in-One Concrete Cleaner prepares 
concrete for maximum durability and adhesion of top coats, stains 
and sealers. It prevents peeling and allows the coating to bond 
tightly to the concrete, extending the life of the coating. Valspar Fast 
Prep is also safer and easier to use than muriatic acid.

www.valsparpaint.com

(866) 222-8714

LA-MAN

EXTRACTOR DRYER

La-Man Corporation offers a series of 
Refrigerated Air Dryers to provide reduced 
dewpoint temperatures and air line filtra-
tion for a wide variety of compressed air 
applications. The Refrigerated Air Dryer 
from La-Man Corporation uses a unique 
3-in-1 heat exchanger to first pre-cool the air, second to refrigerate 
the air to condense out all liquid vapors, and third returns heat to 
the air to prevent downstream pipe sweating and condensation.

www.laman.com

(800) 348-2463

XPEL 

PAINT PROTECTION

Protect your motorhome paint from 
debris damage with XPEL TRACWRAP, 
an affordable, temporary paint protec-
tion film. Designed to prevent rock chips 
and other paint damage, TRACWRAP 
can be easily self-installed for one-time use. TRACWRAP can pre-
serve the finish on all sizes of RVs and their tow-behind vehicles. It 
is an 8 mil thick urethane film, which provides robust protection for 
paint, and it will not harm a vehicle’s finish.

www.xpel.com

(800) 447-9928

VIVILON COATINGS

HAND-APPLIED CLEAR COAT

Do clear coat repairs 
better, faster, easier 
and more profitably 
with ForeverNu hand-
applied, wipe-on clear 
coating that restores 
even burnt clear coat 
and hides most scratches, scuffs and paint swirls. ForeverNu pro-
tects with a new extra layer of clear coat. 

www.vivilon.com

(800) 848-4566

ROBERLO

MULTIFUNCTION PUTTY

Multi 8000 by Roberlo is a creamy 
putty that can be worked in very thin 
layers and with excellent contouring. 
It is recommended to repair small 
patches or for a quick repair pro-
cess. The product’s fine grain allows 
it to be sanded easily. Multi 8000 provides an excellent balance 
between filling capacity and good finish before sanding and allows 
easy shaping of contours in the applied area. 

www.roberlo.com

+34 972 478 060
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*Please note, additional items may be mandatory. All businesses independently owned and operated. ©2014 Rhino Linings Corporation. All rights reserved. ABRN 0905 7035

www.rhinolinings.com/join | 1-800-422-2603

YOU SHOULDN’T HAVE TO SHARE THE WEALTH.
Outsourcing bed liner repairs costs you money. Rhino Linings,

the company that brought you the first sprayed-on bed liner, is

now offering a low-cost package designed to keep the money 

in your pocket.

ADD THE BRAND ASKED FOR BY NAME TO YOUR BUSINESS.

Equipment packages

starting at $3500*

Visit us at

North Hall Booth 

#N11410

ES498287_ABRN1014_063_FP.pgs  09.09.2014  18:16    ADV  blackyellowmagentacyan



April 24 - 26, 2015
McCormick Place, Chicago, Illinois
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America’s Leading International Trade Fair for the
Automotive Industry targeting Trade Visitors from the US & Canada

Introducing the Largest U.S. Trade Show and Training Event
for Shop Owners and Technicians
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*Contact an Authorized Kia Dealer for details.

Keep Kias Genuine.
Keep your business growing.

CALIFORNIA

The Kia Depot
Santa Ana
(888) 859-6573
Fax (714) 560-4124
parts@kiacarparts.net
www.kiacarparts.net

KENTUCKY

The Kia Store on Preston
Louisville
(502) 962-3261
Fax (502) 962-3239
Largest Kia Parts Dealer 
in KY
Next Day Delivery

MASSACHUSETTS

Wagner Kia of Shrewsbury
Shrewsbury
(888) 859-4827
Fax (508) 581-5789
wagnerkia.com
CollisionLink Dealer

Lev Kia
Framingham
(508) 879-5555
Fax (508) 626-1585
www.levkia.com

NORTH CAROLINA

Gerry Wood Kia
Salisbury
(704) 216-2688
Fax (704) 638-9095
www.gerrywood-kia.com

 

SOUTH CAROLINA

Best Kia
Easley
(864) 312-4049
Fax (864) 312-4061
Bestkia.com

WASHINGTON

Performance Kia
Everett
(425) 609-5622
Fax (425) 609-5661
parts@performanceKia.com

Installing Genuine Kia Parts can help keep your customers satisfied 

and your Kia service business growing. The only way to assure that 

you are getting Genuine Kia Parts, backed by the Kia Warranty, 

is to order them from your local authorized Kia dealer.

Contact your local Kia dealer today for assistance 

and delivery of the parts you need.

www.kiagenuineparts.com
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FREE PRODUCT INFORMATION
BY FAX: SEND THE COMPLETED FORM TO (416) 620-9790

it’s quick!  it’s easy!  it’s direct
FREE PRODUCT INFORMATION

BY FAX: SEND THE COMPLETED FORM TO (416) 620-9790

it’s quick!  it’s easy!  it’s direct
abrn

A D  I N D E X

PRODUCT INDEX

Check the box for more information on all:
☐ Accessories

☐ Adhesives

☐ Air Supply Systems

☐ Clothing and Personal Safety

☐ Collision Repair Parts

☐ Detailing

☐  Frame/Structural 

Straightening Equipment

☐ General Repair Parts

☐ General Shop Equipment 

☐ Hand and Power Tools 

☐  Heating and Cooling Services

☐ Interior

☐  Office Management/

Information Systems

☐ Paint and Refinish

NAME (please print) __________________________________________
SUBSCRIBER NUMBER FROM LABEL _______________________________
JOB TITLE _________________________________________________
COMPANY NAME ____________________________________________
ADDRESS _________________________________________________
CITY, STATE/PROVINCE ________________________________________
ZIP/POSTAL CODE ___________________________________________
IS THIS YOUR HOME ADDRESS?  ☐ yes   ☐ no
PHONE ___________________________________________________
FAX  ____________________________________________________
EMAIL  ___________________________________________________

☐ Paintless Dent Repair

☐ Shop Supplies

☐ Spray Booths

☐ Welding

WWW.ABRN.COM/READERSERVICE

AD
 IN

DE
X

ACCUDRAFT ........................................................................ 37

ADVANCED MEASUREMENT SYSTEMS .......................... 59

AFLAC .................................................................................. 15

AMI ....................................................................................... 42

AUTOMECHANIKA .........................................................29,64

AXALTA COATING SYSTEMS .........................................5,39

BASF CORPORATION .......................................................CV4

BENDPAK INC .............................................. 19-20 & 53-54

BLOWTHERM USA ............................................................. 33

CCC INFORMATION SERVICES ......................................... 35

CAR-O-LINER ...................................................................... 49

CERTIFIED AUTO PARTS ASSOCIATION ......................... 22

CHASSIS LINER SUPPLY .................................................... 9

CHIEF AUTOMOTIVE TECHNOLOGIES .............................21

CJ INC .................................................................................36

EAGLE ABRASIVES ............................................................41

ELEKTRON INC USA...........................................................23

GARMAT USA INC ..............................................................47

GLOBAL FINISHING SOLUTIONS......................................57

GOFF’S ENTERPRISES .......................................................44

INDUCTION INNOVATIONS INC ........................................67

INFINITY 3D LASER MEASURING ....................................28

INNOVATIVE TOOLS ...........................................................34

KIA .................................................................................. 17,65

MARTIN-SENOUR AUTOMOTIVE FINISHES ....................31

MATRIX SYSTEM ................................................................43

MAXZONE ............................................................................45

MERCEDES-BENZ CORP ................................................ CV2

MOPAR .................................................................................. 7

MOTOR GUARD CORP .......................................................42

NISSAN MOTOR CORP USA .............................................25

PERFORMANCE GATEWAY ...............................................69

PRIMA SRL INC ..................................................................10

PRO SPOT ........................................................................ CV3

PRO-SPRAY AUTOMOTIVE FINISHES .............................13

RBL PRODUCTS INC .................................................... 52,66

ADVERTISER Page # ADVERTISER Page #ADVERTISER Page #ADVERTISER Page #

RHINO LININGS ................................................................. 63

ROME TECHNOLOGIES INC ............................................. 26

SATA ................................................................................... 51

SEM PRODUCTS................................................................ 11

SHERWIN-WILLIAMS........................................................ 27

SOUTHERN POLYURETHANES INC ................................. 61

SPANESI ............................................................................. 40

STECK MANUFACTURING CO .......................................... 48

SUNMIGHT USA ...................................................................8

VALSPAR REFINISH .....................................................CVTIP

MANUFACTURER • Product Page #

LA-MAN • Extractor dryer ................................................................ 62

Roberlo • Multifunction putty .......................................................... 62

Valspar • Concrete cleaner .............................................................. 62

AutomotiveTouchup • Touch-up paint .............................................62

Forward Lift • Scissor lift ...................................................................62

Kaeser Compressors • Compressed air system .............................62

MANUFACTURER • Product Page # MANUFACTURER • Product Page #

Vivilon Coatings • Hand-applied clear coat .................................. 62

XPEL • Paint protection.................................................................... 62

RBL Products �  6040 Russell �  Detroit, MI 48211 �  www.RBLProducts.com
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AVAILABLE IN TWO SIZES:

35(�&/($1(5
Water-Based Wax & Grease Remover

Water
Based, 

Zero VOCs,
No Alcohol

��4XDUW  #RBL12025 ��*DOORQ  #RBL12023

NEW
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®

The Inductor pro-max
™

�77.���.�2��   _   ZZZ.the,nductor.com�Sro¿t

Induction Innovation’s The INDUCTOR product line 

uses Invisible Heat® technology to quickly & safely 

salvage parts and remove decals bonded to metal. 

®

            Made in USA

• Bedliners: 75% faster than grinding.

• Frames: reduce collateral damage   

 Zithout a Àame.

• Moldings and Decals: Remove in 

 seconds with panel clean and     

 adhesive intact.

• Glass: clean and fast externally - 

 no knives or wires needed.

Fully Loaded

Visit Our Booth Number 10621 At SEMA 

For A Live Demonstration
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Marketplace

posit ions available

products & services

For more information, call Wright’s Media at  

877.652.5295 or visit our website at  

www.wrightsmedia.com

Logo Licensing    |    Reprints    |    Eprints    |    Plaques

Leverage branded content from ABRN to create a 

more powerful and sophisticated statement about 

your product, service, or company in your next 

marketing campaign. Contact Wright’s Media to 

fnd out more about how we can customize your 

acknowledgements and recognitions to enhance 

your marketing strategies.

Content Licensing  

for Every

Marketing Strategy

• Outdoor
•  Direct Mail
•  Print Advertising

•  Tradeshow/POP Displays
• Social Media
• Radio & Television

Marketing solutions ft for:

1000 + Automotive jobs Online

www.ACTAutoStaffng.com

800-489-0536

Looking for Collision Personnel?

7,500 + Collision Personnel Resumes Online

looking for a job?

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
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GATEWAY INDUSTRY

SCORECARD
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Performance Triggered Tasks 

Tracking KPIs is important.

Acting on the data is even more important.

Now you can automatically send training and 

tasks to employees when KPI targets are 

missed.

Visit us at SEMA!

Collision Repair & Refinish Section
Booth #11184
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BY MIKE ANDERSON  |  shop advocate

Mike Anderson, a former shop owner, 

currently operates COLLISIONADVICE.COM, a 

training and consulting f rm.

If you have an business issue or question 

youÕd like Mike to address, email him. 

mike@CollisionAdvice.com

don’t use the term life-changing experience very 
often, but I recently had one. A lot of people I 
respect and admire in this industry, people I 
consider to be successful or even my mentors, 
had told me about attending (or sending key 

employees) to Discover Leadership Training in 
Houston, Texas. I was intrigued, so I signed up and 

attended. I’m not getting paid to endorse it, but I can honestly 
say it was life changing. 

I won’t go into all that I came away with, but one of the key 
things Mike Jones of Discover Leadership said that really reso-
nated with me was this: Do you want to be the flag, or the wind? 
The flag is visible and gets all the attention. But think about it: 
The wind controls the flag. The wind determines whether the flag 
moves at all, and sets the direction for the flag.

The lesson for our industry (and really for our country) is 
this: Not enough people are striving to be the wind. We tend to 
blame our situation on all sorts of things: the economy, insurance 
companies, aftermarket parts, etc. I’m not saying there aren’t 
legitimate concerns about all those 
things. But at some point we have to 
accept personal responsibility for our 
own destiny, not just be a flag waiting 
for the wind to change our direction.

Mike Jones’ analogy took me back 
to my days in high school. I attended a 
new school, so my class was the first 
9th graders at the school, the first 10th 
graders, etc. When I was a junior, all 
the student officers for my class were 
female. They all must’ve been dating 
older guys, because they made a rule 
that no underclassmen could attend the 
junior prom.

But my girlfriend at the time was an 
underclassman. I wanted to take her to 
that prom. I went to the class officers, 
but they said the rule was the rule. I went to our class faculty 
sponsor, and then to the principal, but they both said, “That’s the 
rule your class officers made, and you have to abide by it.”

Now I could have easily just told my girlfriend that I couldn’t 
take her to the prom. But I made a decision that no one but me 
was going to choose my destiny.

So I had my mom type up some petitions demanding that the 
rule be changed. I distributed them to some friends, and between 
us we gathered more than 100 signatures. I also called the local 
newspaper and TV stations and told them about our effort.

The next day when I got to school, there were news cameras 
there. The principal called me into the office and said, “You called 
all these people. You need to tell them to go away.”

I told him I couldn’t do that. When he said he was going to 
call my father, I told him to go ahead, that my dad also thought I 
should be able to take my girlfriend to the prom.

The end result: I took my girlfriend to that prom. And the next 
year, I was elected as a senior class officer.

I could have just sat back. But I decided I was going to be the 
wind, not the flag. I changed my situation. I didn’t expect some-
one else to change it for me.

If you’re a body shop having a hard time, choose your destiny. 
Choose to be the wind, not the flag. To learn how to do that, how 
to become a better person, a better leader, a better spouse or 
parent – to learn how to be less passive and instead be a game-
changer – consider checking out Discover Leadership Training. 
I’m sending some of my employees and even my sister and my 
niece and nephew. I told them that for me to use the phrase “life-
changing” to describe something is a pretty big deal. 

But the bigger question I urge you to think about is: At the end 
of the day, do you want to say the collision industry changed you, 
or that you changed the collision industry?

I choose to be the wind, not the flag.  

THE WIND 
OR THE FLAG

Are you controlled by your 
circumstances, or do you take 
charge of your own destiny?

At the end of 
the day, do you 
want to say the 

collision industry 
changed you, or 

that you changed 
the collision 

industry?

I

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
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AL-5 Capacitor Discharge
Stud Welder

PR-5 SPR Riveter (optional)

SP-1 Pulse Mig Welder (optional)

Single Pull Pro Pull
Pull Bar Dent Pulling System

220V Utility Panel (optional)

Fume Extractor (optional)

Adjustable Work Bench
Aluminum Hammer Set

Die Grinder
Infrared Laser Thermometer
Cool Gel Heat Barrier Spray

Bottle Bracket (Optional)
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Get on Your Way

to Become

Aluminum Certified

prospot.com      Toll Free: 1-877-PRO-SPOT (776-7768)  All info Copyright © Pro Spot International, Inc. 2013

F-150

Made in the USA

Aluminum Solution All-In-One:
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For more information, 

scan the QR code with 

your smartphone. If 

you do not have a QR 

code app, it can be 

downloaded for free.

AD3641

The ultimate 
workout for your  
body shop

BASF offers the products and services you need to meet the 

challenges of an ever-changing, increasingly competitive collision 

repair industry. Our fully integrated products and services provide 

a Total Solution for your shop to deliver superior finishes with 

the comprehensive productivity you need to increase profits and   

customer satisfaction. To learn more, please call 800-758-BASF (2273) 

or visit www.basfrefinish.com

Insist on a Total Solution
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