
Teaming Up With Some Huge Names 

FOR HUGE SHOP BENEFITS
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Dynabrade’s self-generating, 

random orbital vacuum sanders 

and the Norton Multi-Air Cyclonic 

Dry Ice discs virtually eliminate 

dust. Your technicians get a 

cleaner work environment and dirt 

and dust keep off your paint jobs.

American brand tape and Norton 

white “paint check” paper provide 

ultimate protection from paint and 

overspray. Your shop can focus 

on a quality repair instead of 

rework and clean up.

Norton Ice foam back discs quickly 

remove any defects while Mothers® 

Professional compounds and 

polishes, on a Dynabrade buffer, 

make fast work of removing any 

sand scratches and swirl marks for 

a haze-free finish.

Take Norton and their Performance Partners for a TEST DRIVE in your 

shop today to see how you can increase productivity and reduce costs. Our 

test drive program allows the technicians to do their regular work, without 

interruption, using Norton®, Dynabrade®, Mothers® and American® brand 

products at no cost in “real world” conditions. At the end of the day, the 

Norton salesperson will review the results, provide you with potential cost 

savings and convert the shop to Norton products, if you like what you see.

If you’d like to take a test drive please email 

norton.automotive@saint-gobain.com

www.facebook.com/NortonAutomotive | www.youtube.com/NortonAuto | www.nortonautomotive.com

CUSTOMER SERVICE:

USA Toll Free: 1 (800) 456-8444 
Canada Toll Free: 1 (800) 263-6565

EMAIL US:

norton.automotive@saint-gobain.com

© Saint-Gobain October 2014.

Norton is a registered trademark of 
Saint-Gobain Abrasives.

MOTHERS® is a registered trademark of 
MOTHERS® Polishes•Waxes•Cleaners, Inc.

Dynabrade® is a registered trademark of 
Dynabrade, Inc.

American® brand is a registered trademark 
of Intertape Polymer Group® Inc.

PRIMARY  
SPONSOR
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SHOP PROFILE

TRAINING PREPARE NOW TO REPAIR THE NEXT 

GENERATION OF LIGHT-WEIGHT MATERIALS

TRENDING

AUTOMECHANIKA CHICAGO 
GEARING UP FOR SUCCESS
TRAINING SCHEDULE, EVENT LOGISTICS 
TAKING SHAPE FOR 2015 INAUGURAL EVENT

12
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TECHNICAL TRAINING

JOINING TODAY
Advanced methods for 
today’s vehicles

MECHANICAL FOCUS

RIDE CONTROL
Electronics help 
suspensions adjust

+ Enneking Auto Body; 
Batesville, Ind.

TECHNICAL

COMMUNITY

MANAGE THROUGH MULTIPLES
CHIEF SHEDS LIGHT ON VALUE OF PROCESSES

MANAGEMENT

GETTING OFF THE HAMSTER WHEEL
TAKE ADVANTAGE OF NEW LEAN OPPORTUNITIES 
TO SEE DIFFERENT RESULTS IN YOUR SHOP

THE VOICE 
OF THE COLLISION REPAIR INDUSTRY

Talk Shop Anytime
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Innovating Re

©2014 PPG Industries, Inc.   All rights reserved.   www.ppgrefinish.com

Nexa Autocolor and Aquabase are registered trademarks of PPG Industries Ohio, Inc.

A D V A N C E D 

A Q U A B A S E
®

 P L U S 

W A T E R B O R N E 

B A S E C O A T
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N e x t - g e n e r a t i o n  t e c h n o l o g y .

U n s u r p a s s e d  c o l o r  c a p a b i l i t y .

E x c e p t i o n a l  p r o c e s s  p e r f o r m a n c e .

E n v i r o n m e n t a l l y  p r o g r e s s i v e .

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

24950 Country Club Blvd., Suite 200  

North Olmsted, OH 44070

Phone: (440) 243-8100 

Fax: (440) 891-2675
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ANALYSIS

AUTOMECHANIKA CHICAGO 
GEARS UP FOR SUCCESS 
BY KRISTA MCNAMARA | MANAGING EDITOR

Training opportunities are booming for shop owners 
and technicians as the fi rst Automechanika Chicago, 
set for April 24-26, 2015, gets closer. 

MVP CONFERENCE

MOVE BEYOND WHAT USED TO BE

10 Shops looking to maintain a competitive 
advantage should begin by focusing on 
the things they can control, says Peter 
Sheahan, keynote speaker at the Fall 
PPG Conference in Nashville.

TECHNOLOGY

COLLISION AVOIDANCE TECHNOLOGY TO 
FURTHER REDUCE CRASHES

10Safety and collision avoidance technolo-
gies will continue to reduce crashes 
and severity, drastically impacting the 
collision repair industry. 

10

NEWS ANALYSIS, INDUSTRY EVENTS, TRAINING & TECHNOLOGY

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

SCARY, BUT NECESSARY, THOUGHTS

18 If you aren't thinking regularly about your 
shop's liability, you probably should be.  
Every day, all of us are putting drivers 
and passengers back into vehicles that 
they count on to be repaired right.

THE LAST DETAIL

BY MIKE ANDERSON

NO STANDARD SET UP AND MEASURE TIME

82 A single labor time for every vehicle 
in every shop makes no sense, given 
the variables. First, the process that 
is required varies by vehicle. The only 
thing that every vehicle has in common 
is starting it up and driving it into the 
shop. Second, set up and measure time 
also varies by how you are measuring 
the vehicle.

12

FEATURE

MANAGE THE REPAIR PROCESS 
THROUGH MULTIPLES
BY MICHAEL WILLINS | ABRN CONTENT DIRECTOR

Measure twice, cut once  — An old adage among craftsmen has 
a place in the shop. 

[COMMUNITY PULSE]      

BEST OF 
THE BLOGS

AUDIO 
WEBCASTS

TOP HOW 2 
VIDEOS

READER 
PHOTOS

INDUSTRY 
CALENDAR

MESSAGE 
BOARDS

INDUSTRY 
GROUPS

VIDEO 
WEBCASTS

12
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Talk Shop Anytime
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DUPLICATE
OEM TEXTURED 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 specifi cally 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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MINDING YOUR BUSINESS

DIVERSE CUSTOMERS
BY KEVIN MEHOK | CONTRIBUTING EDITOR

Maintaining a variety of client relationships, and therefore 
repair types, can help to ensure shop success. 

FEATURES

THE SHOP PROFILE 
ENNEKING AUTO BODY; BATESVILLE, IND.

JAMES E. GUYETTE / CONTRIBUTING EDITOR

30  
Shop success is spurred by a focus on 
being true and fair. 

THE PROFIT MOTIVE
DO YOU HAVE A STAFFING PROBLEM?

TOM MCGEE/ CONTRIBUTING EDITOR

28 Find the employees your shop truly 
needs and train them well — your busi-
ness is counting on it.

20

BUSINESS MANAGEMENT INSIGHTS, BEST PRACTICES & IMPLEMENTATION 
abrn

OPERATIONS

IN THE NEXT ISSUE OF ABRN

 We honor the winners of the 2014 
Top Shops Contest and showcase 

what sets them apart in the industry.

MATERIAL 
TRAINING

TECHNICAL FOCUS

ADVANCED JOINING 
METHODS TODAY
BY SCOTT VANHULLE | 
CONTRIBUTING EDITOR

48 With vehicle changes, learn 
new ways of thinking

BY TIM SRAMCIK | CONTRIBUTING EDITOR

Shops need to prepare now to repair the next genera-

tion of lightweight materials, or they will be out of 

touch and missing business and profi t opportunities. 

36

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

abrn.com
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Engineered for Speed
Axalta Coating Systems
Will Make a Color Splash at SEMA 2014.
Visit Axalta Booth #22391

See our online SEMA Calendar of Events: 
www.axaltacs.com/us/SEMA2014
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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

NOVEMBER'S FEATURED VIDEO

VEHICLE ENERGY 
MANAGEMENT AND 
ANCHORING 

BONUS ONLINE CONTENT

PRODUCT FOCUS

72    The PRO//BASE™ Refinish System from 

Martin Senour® is ideal for users who  

demand a better quality system than 

most value-priced systems can offer. 

74

VIDEO SPOTLIGHT


 GETTING ALONG with TPMS

Rendering a TPMS inoperative, 

even by accident, could put you and 

your shop at risk. Avoid problems by 

familiarizing yourself with the basics of 

TPMS operation. 

[URL ABRN.COM/TPMS]

SEARCH THOUSANDS OF RESOURCES 
TO HELP YOU WORK SMARTER

VISIT ABRN.COM

BLOG SPOTLIGHT


 BREMBO LAUNCHED a dedicated range 
of aftermarket integral and composite 
brake discs, which features high 
performance technical innovations 
including specifi c materials, 
dedicated venting solutions and 
customized machining of braking 
surfaces. Brembo guarantees top 
performance from these products 
even in extreme conditions. The new 
aftermarket range, which will be 
expanded over the coming months, 
already covers top models of brands 
including Porsche, Audi, Mercedes-
Benz, Aston Martin and others. 

[URL ABRN.COM/BREMBOLAUNCH]

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

[ABRN.COM/CAROLINEREV0]

PERFORMANCE 
CLEARCOAT

PPG's EC530 En-V 
Performance 
Clearcoat is a low 
VOC solution with 
superior gloss 
retention for shops 
using ENVIROBASE® 
High Performance 
basecoat. 
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With FordParts.com, a simple VIN grants you 24-hour access 

to the exact parts you need. And, while you’re there, you’ll 

fi nd it’s the fastest, easiest way to get assembly diagrams, 

shipping and delivery options, business tools and so much 

more. No matter what your name is, let VIN fi nd the right part. 

So get cleared for access.

THE NAME OF THE GAME 

IS FINDING THE RIGHT PART.
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INDUSTRY TRADESHOW

Automechanika 
Chicago gears up for 
training success
Training opportunities are booming as the first 

Automechanika Chicago, set for April 24-26, 2015, gets 

closer.  

ABRN, Motor Age and Messe Frankfurt will be pre-

senting an all-new tradeshow, featuring more than 120 

training sessions over the 3-day event. Automechanika 

Chicago is designed specifically for automotive collision 

repair and service shop owners, technicians, distribu-

tors, jobbers and more. 

With the most extensive training under one roof, 

Automechanika Chicago provides techs and shop own-

ers the best value for advanced training. The show 

boasts courses from top trainers in the industry includ-

ing Mike Anderson, Larry Montanez, Frank Terlap, Tony 

Passwater, Danny Sanchez and Bob Greenwood, along 

with classes from AkzoNobel, Sherwin-Williams and 

VeriFacts, among others. 

In partnership with TST and ATSG, Automechanika 

Chicago will also feature a vast selection of mechani-

cal training courses, with new sponsors, trainers and 

classes being added daily. 

Registration is free and just a few simple steps away 

at ABRN.com/AMCregistration.

BREAKING NEWS

CONFERENCE COVERAGE

PPG: MOVE 

BEYOND WHAT 

USED TO BE

BY MICHAEL WILLINS | 

CONTENT DIRECTOR

NASHVILLE – Shops look-

ing to maintain a competi-

tive advantage should  

begin by focusing on the 

things they can control, 

not what they cannot.

Peter Sheahan made 

that point abundantly 

clear during his opening 

keynote address to some 

400+ attendees at the Fall 

PPG MVP Conference at 

the Gaylord Opryland 

Hotel in Nashville, Tenn. 

The  event  fea tured 

several primary speak-

ers, including Sheahan, 

as well as a series of 

breakout sessions that 

addressed core collision 

shop issues.

In his remarks, Sheahan 

told the audience to avoid 

getting wrapped up “in 

the way things used to 

be” or the way you’ve 

always done things.

Shop operators must 

Photos: Advanstar
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`THERE’S MORE 

ONLINE:

NABC TO HOST 20TH 

ANNIVERSARY GOLF OUTING

The National Auto Body Council 
asks the industry to mark its 
calendar for Jan. 14, 2015 in 
Palm Springs, Calif. 

»» ABRN.COM/20GOLF

BUSINESS SUSTAINABILITY 

KEY TO FUTURE SUCCESS

AkzoNobel will launch the 
Sustainability Tool to help shops 
improve economic, environmental 
and people friendly shops and 
business practices.

»» ABRN.COM/AKZOTOOL

ALLDATA REINVENTS HOW 

TECHS FIND VEHICLE INFO

ALLDATA Mobile bridges the gap 
between repair information needs 
and diagnostics activity 
generated while connected to the 
vehicle’s onboard diagnostics 
system.

»» ABRN.COM/ADMOBILE

NHTSA MOVES FORWARD ON 

V2V COMMUNICATIONS 

TECHNOLOGY

NHTSA is working to develop the 
requirement of vehicle-to-vehicle 
communication capability for 
light vehicles and create 
minimum performance 
requirements for V2V devices and 
messages.

»» ABRN.COM/VSVRULES

COLLISION AVOIDANCE 

TECHNOLOGY TO FURTHER 

REDUCE CRASHES

A variety of safety and collision 
avoidance technologies will 
continue to reduce crashes and 
severity, drastically impacting the 
industry.

»» ABRN.COM/SEVERITY
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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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CUSTOMER
SOLUTIONS

FIRST-HAND EXPERIENCES

Introduction by 
Vitor Margaronis

REFINISH LEADERS

Some quick observations 
from our team managers

ADVANCED 

PROCESS SOLUTIONS

A Healthier Bottom Line

PERFORMANCE GROUPS

The Road to Performance

VisionPLUS

Perfect Vision with VisionPLUS
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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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CUSTOMER 

SOLUTIONS

WITH THE ECONOMY REBOUNDING, many of our customers are focusing on growing their 

business and improving their efƒ ciencies.  9ith this in mind, I want to introduce you to some 

of the business services BASF offers to help our customers grow their bottom line.

In this publication you’ll learn about the BASF Advanced Process Solutions, Performance 

Groups, SmartTRAK color tools and VisionPLUS OnLine. Each of these services was 

developed to make your life easier and help you improve your business.

Please take a moment to review these stories and hear, ƒ rst hand, how customers are beneƒ t�

ting from their relationship with BASF.  If you’re interested in growing your business be sure to 

ask your BASF sales representative for more information.  And if you’re not a BASF customer, 

I encourage you to visit www.basfrefi nish.com and learn more about what BASF has to offer.

VITOR MARGARONIS // Marketing Director, BASF Coatings Solutions

First-hand Experiences

TOM HOERNER

Strategic Initiatives, 
Business Solutions Leader

When I am asked why APS is 

catching on I think back 10 to 

15 years and realize the industry 

had no pressure to change the 

way we fi xed cars. Today things 

are very different. Insurance 

companies are demanding faster 

cycle times and reward high 

performance with more work. 

And in this declining market I 

haven’t been in a shop in the 

last fi ve years that didn’t need/ 

want more work. So the simple 

answer is survival and growth. 

Both come from outperforming 

the competition. Work goes to 

those who “earn it,” not who 

simply need it.

CRAIG SEELINGER

VisionPLUS Program Manager

For businesses that do not have, 

or fully use a management sys-

tem, VisionPLUS OnLine provides 

them with complete KPI tracking, 

including the key ones being 

watched by insurers like touch 

time, cycle time and severity. 

VisionPLUS OnLine has specifi c 

help for the top 29 KPIs, including 

information from how the KPIs 

are calculated and common data 

errors to national benchmarks 

and specifi c methods on how to 

improve performance. Using this 

information, management can de-

velop process improvements and 

standard operating procedures. 

Once implemented, VisionPLUS 

OnLine continues to show them 

the impact of changes and track 

improvement trends.

ERIC HEISLER

eBusiness Product Manager

The biggest change we are 

seeing in color matching is the 

push to do it electronically.  

Color chips are a great 

visual tool but by utilizing 

electronic solutions such as 

spectrophotometers, the speed 

to color match can be greatly 

improved. I have been in a lot 

of shops where our color tools 

hang on the wall and while they 

are still being used heavily they 

are often used in conjunction 

with our spectrophotometer 

solution, to quickly dial in a 

couple of color chips to visually 

compare against the vehicle to 

be painted.  

MARCOS CORRADIN

Senior Marketing Manager 

The main objective of BASF 

Value Added Tools and Services 

is to help our customers be more 

successful. The customer’s 

success is our success. I can talk 

for hours about our tools and 

services and excellent products.  

When our customers talk about 

their success, now that’s another 

story! Our sales team took a 

prospective customer to see 

Dunshee’s Auto Body, one of our 

fi rst APS shops. Joe Townsend, 

Dunshee’s general manager, was 

so enthusiastic with the positive 

change APS had on his business, 

the prospect signed the deal on 

the drive home. Stories like that 

are why we provide Value Added 

Tools and Services.

REFINISH LEADERS // SOME QUICK  O BSERVATIO NS  FR OM O UR  TEAM M AN AGER S
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“THINGS WERE GOING WELL 

at the shop,” says Kurt Johnson, 

owner and general manager of Corn-

forth Campbell CARSTAR in Puyallup, 

Wash. “Our customer management 

numbers were solid. And the shop was 

performing well in most KPIs by indus-

try standards. We weren’t suffering with 

employee retention concerns — the 

culture was good.”

By all measures, including 15 

consecutive years of being awarded 

the AAA Washington “Top Shop Award,” 

Cornforth was performing well. Even so, 

Johnson decided to implement BASF’s 

Advanced Process  Solutions (APS), a 

program that necessitates a shop to 

make wholesale production and culture 

changes with an emphasis on continu-

ous workflow by eliminating issues that 

interrupt workflow.  

Continuous workflow leads to continuous business 

A Healthier Bottom Line

ADVANCED 
PROCESS 

SOLUTIONS (APS)

growing the business while at the same 

time keeping a high level of quality.

“We’ve tried  a number of different lean 

concepts by implementing procedure 

after procedure, but they never seemed 

to stick, explains Fortin, who is owner of 

Cascades AutoBody, Inc. in Sterling, Va. 

“The frustration has been that I didn’t 

have the knowledge or time to create a 

thorough keys-to-keys process and then 

make sure there are ‘visual triggers’ that 

hold everybody accountable.”

Because of the visual triggers, such 

as  blueprinting, windshield notes and 

speciƒ c parking spaces for speciƒ c 

stages of process, Fortin says, “You 

don’t have to stop what you’re doing to 

ask a question or try to track down an 

answer so that you can proceed with 

repairing a vehicle.”

Like Kurt Johnson, Fortin felt the 

pressure from the insurance carriers. 

GAME CHANGER
Built on Lean fundamentals, Advanced Process 

Solutions (APS) is a customizable repair process 

for continuous workfl ow, which can eliminate 

issues that lead to interruptions and ineffi  ciency. 

Users can expect a drastic reduction in number 

and size of supplements, rapidly increased touch 

times, and signifi cantly decreased cycle time 

performance, as well as satisfying insurance 

expectations. Proper implementation of the 

program assures payment for all operations that 

are performed which can lead to more profi ts.

So why take a step that was sure to 

disrupt a repair process that had been in 

effect for years?  In answering the ques-

tion, Johnson reflects back on the APS 

launch meeting in which the subject 

of how much change has taken place 

in the business over his career and in 

particular the subject of direct repair.

“If we had not seen the trend coming 

with direct repair and aligned ourselves 

with key insurance partners, we likely 

would not have seen the growth that 

we have enjoyed.” And he adds, “Or 

perhaps even exist today.”

Shifting into gear
More typical candidates for APS are 

those shops that were stuck in neutral 

and hadn’t yet found a solution to rem-

edy the problem. For example, Al Fortin 

says the challenge for him, which has 

frustrated him for the last 20 years, was 

Kurt Johnson (left), owner of Cornforth Campbell CARSTAR in Puyallup, Wash. talks 
with Danny Rodriguez, operations manager. Even though Johnson’s business was 
doing well, he decided to implement BASF’s APS program because of the changes 
he was seeing in the industry.
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He says the carriers are monitoring on 

a daily basis KPIs such as cycle time, 

touch time, supplement ratios and  

percentages, average estimate 

amounts and CSI surveys.

With a sigh of relief, Fortin says,  

“Our KPIs have improved every month 

since we launched APS.”

Joe Townsend, too, was attracted 

to APS for its promised efƒciency; 

however, the general manager 

of Dunshee Body and Frame in 

Kalamazoo, Mich., says there was a 

deeper underlying reason for his desire 

to make changes in the business — 

he was seeking a competitive edge. 

“We had been doing business the 

same way for years and years and 

were kind of stuck in a rut. In this 

day of consolidation, we decided we 

needed to do something to try to make 

ourselves stand out from the rest.”

A main attraction for Townsend to 

APS was that it’s not a one size ƒts all ap-

proach; rather, Townsend sees it as be-

ing very flexible and tailorable. “It is easily 

customizable to your facility. Whether 

you’re working as a team or as individual 

technicians, this program can work for 

you. The blueprint is there, you and your 

management team and technicians can 

decide which direction is best.”

By implementing APS, Townsend 

says that APS has eliminated the 

“chaos” created by his old model that 

identiƒed items late in the process 

which delayed it. This was remedied 

by implementing the DFR (disassem-

bly for repair) process, which saves 

time for everyone, including insurers. 

And the beneƒt for Townsend 

doesn’t end there. He’s doubled his 

touch time and has knocked 2-3 days 

off cycle time. “By doing this,” he says, 

“we have been able to have our employ-

ees make more money without labor 

rate increases.”

The shock is good for culture
Just about any shop owner will tell you 

who has implemented APS, “it will turn 

your shop upside down” or “it’s quite 

a culture shock.” But they will also tell 

you that they wished they had signed 

on from the very start because it’s a 

shakeup their shops needed. Rather 

than taking a repair through the com-

plete process, employees are asked to 

adapt to new roles.  

Fortin says he actually looked for 

reasons not to implement APS for 

fear of losing employees who were 

reluctant to change. He says what 

sold him on implementing APS was 

the commitment BASF had to the 

program. “I was assured that if we were 

fully committed our BASF APS team 

would be by our side throughout the 

entire implementation. We launched 

March 17 and to this day they are still 

closely watching us both through our 

management system and on site.”

With the challenge of upsetting 

his employees, Fortin moved forward 

by reviewing obstacles and sharing 

them with the BASF staff members. 

Together, they developed SOPs that 

would eliminate or soften the ob-

stacles. Then they met with employ-

ees to explain the new procedures to 

them, plus ask them for their input 

on implementing them. “It is very 

important that each staff member 

feels they are involved in  the entire 

process,” emphasizes Fortin. “After all, 

the changes are being made to make 

their job easier and more lucrative.”

0ow everyone sees the beneƒt of 

APS. “We haven’t even ƒnished with 

adjusting to the program and the num-

bers for our largest insurance carrier are 

through the roof,” exclaims Fortin. “CSI 

is 100 percent, cycle time is 4.2 days 

and touch time is 4.8 hours a day.”

Kurt Johnson, who advises his 

peers to adopt APS “without hesita-

tion,” says people like to work efƒciently 

and like improvement when they can 

see personal beneƒt. “There are no 

mandates in APS that would create 

a negative response from your team. 

Although many elements require close 

adherence, others are customized or 

adapted to your workflow.” 

What’s most important to Johnson 

is a healthier bottom line by improving 

touch time by 29 percent, while 

decreasing cycle time by 22 percent.

“These are good numbers, but the 

optimist in me really believes we’re just 

getting started.”  ◾

Joe Townsend, general manager of Dunshee 
Auto Body and Frame, Kalamazoo, Mich., has 
embraced the DFR process because it has 
eliminated shop ÒchaosÓ and has pleased the 
insurers.

At Cascades AutoBody Inc. in Sterling, 
Va., a DFR tech and helper work together 
dissembling a vehicle prior to estimate. 
Complete disassembly before the repair 
begins is a key part of the APS process. 

The Cascades AutoBody team meet to 
discuss vehicle tracking. Pictured (L-R) 
are Craig Schiffbauer, manager; Young 
Pokphanh, service writer; Pete McDermott, 
service writer; and Al Fortin, owner.
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 “PRICELESS.” That’s how Ron 

Nagy describes BASF’s Vision-

PLUS OnLine (VPOL), a program that 

he’s used for almost 10 years.

“I literally would not want to try to 

run my business without it because it 

checks and measures all KPIs. It is the 

complete website toolbox to run your 

business,” says Nagy, owner of Nagy’s 

Collision Centers in Orrville, Ohio.

As a nine-shop MSO, Nagy says he can 

compare numbers for all of his shops, as 

well as those in his Performance Group 

and the top 75 percentile of shops so they 

can see where they stand. He says a 

number of KPIs are automatically calcu-

Value-added Products 
That Are Invaluable

Ron Nagy

“SINCE BEING IN THE GROUP, 

we’ve increased $2 million in four 

years and quite honestly, I couldn’t do it 

without the group.”

That’s how 36-year industry veteran 

Jerry McNee sums up his involve-

ment with one of BASF’s Performance 

Groups. McNee, owner of Ultimate 

Collision Repair, Inc. in Edison, N.J., 

says he was “just fumbling through the 

business” until he joined a BASF 

Performance Group.

“I knew some of the numbers but 

wasn’t really sure what it really took to 

run a business…although I was doing it 

year after year. If I  had to do it all over 

again, I would have joined (the group) 

right from the start. I’ve been with other 

Performance Groups and BASF’s is by 

far superior.”

A shop owner who joined a BASF 

Performance Group early on is Jim 

Siegfried, co-owner of Crystal Lake 

Automotive, Inc. in Lakeville, Minn.. He 

says that since joining the group in 

2004, it has assisted his business in 

evolving to meet the current needs of 

his customers and community.

Interestingly, Siegfried adds that 

group members are held account-

able by their peers. “They want us to 

succeed which helps take the fear out 

of trying something different. We have 

less internal stress because the group 

challenges and supports our efforts.”

“One of the most valuable as-

pects of the meetings is the shared 

knowledge from all members,” says 

Joe Townsend, general manager for 

Dunshee Auto Body and Frame in 

Kalamazoo, Mich. “We have members 

from all over the country that have very 

successful businesses and we are all 

willing to share ideas and techniques to 

ensure our success.”

Mark Kirk, director of Collision 

Centers Operations for the Larry H. 

Miller Dealerships (LHM) in Sandy, Utah 

(consists of 53 dealerships in six states 

and seven collision centers), says the 

PERFORMANCE

 GROUPS

THE ROAD TO 
PERFORMANCE

PERFECT VISION WITH VisionPLUS

Jim Siegfried (left), 
owner of Crystal 
Lake Automotive Inc., 
Lakeville, Minn. and 
Troy Knopik, BASF 
account representative, 
chat about BASF’s new 
fast curing UV primer. 
Siegfried has been a 
Performance Group 
member since 2004 
and credits it for 
helping evolve his 
business.

VisionPLUS
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Performance Group is one of its most 

useful tools by bolstering its leadership 

capabilities. “Since joining the BASF 

Performance Group it has helped our 

team members and myself to become 

better managers and leaders.”  

Ultimately, becoming better leaders 

frees up time to think about growth. “By 

focusing on our KPIs, they have gotten 

better and we can focus on other areas  

of opportunity for our business.” 

Kirk says that between LHM’s involve-

ment with the Performance Group, APS 

and VisionPLUS OnLine, it has shown 

improvement in shop operations and 

customer service. An added plus, Kirk 

says, is that they have added several new 

insurance carriers.

Bill Johnson, owner of Empire Col-

lision in Edmonton, Alberta Canada 

likens his Performance Group as a 

meeting where each member takes 

their turn as the CEO talking to their 

shareholders ultimately looking for 

solutions to pressing problems.

‘We all come with different ideas on 

certain subjects from sales and mar-

keting to managing paint and applied 

products,” Johnson says.

By using what he’s learned from Per-

formance Group members, Johnson 

has greatly increased his sales. “We 

needed a lot of improvement in KPIs. 

We were at $18 a square foot in sales. 

By getting input from the group, Vision-

PLUS (see page 6) and going over the 

ƒ nancials, we set a target of $2� and 

reached $25.” ◾

A FEW MONTHS AGO, Shane 

Sisk says his company was able 

to acquire a competitor’s account that 

was having major issues with the inabil-

ity to keep adequate stock of everyday 

products, as well as the lack of means to 

job cost individual repair orders.

Sisk, technical service specialist for 

Micro Auto Paint & Plating (one of the 

ƒ rst paint supply companies to sell BASF 

products exclusively), says, “During a short demo, we installed BASF’s Smart-

TRAK program showing our potential customer a new way of producing invoices 

to help them negotiate paint material costs with insurance companies.” 

After securing the new account Sisk says they implemented SmartTRAK’s 

inventory feature which allowed the painters to have real time updates of their 

in-shop products and automatic updates of the system to generate all future 

orders, therefore, eliminating lack of stock issues. This, of course, allows both 

BASF and Micro customers to manage paint usage to help understand the exact 

ƒ nancial cost per job in addition to adding an invoice, therefore, providing a better 

understanding of the total proƒ t and invested cost. 

Jay Prewitt, general manager of Auto Body Service Centers in Sterling 

Heights, Mich., concurs with Sisk when he talks about the SmartTRAK IV 

program his company is using. Sisk says it is very pragmatic because it enables 

him to compare actual material costs that are used on the repair job to their 

estimates and the material dollars estimated to complete a job. 

This has been a huge beneƒ t, Prewitt says. “We have in several instances 

had estimates that have reached the allowed material threshold; however, we’ve 

been able to print a detailed invoice from SmartTRAK IV showing the required 

materials for those jobs. We then present these invoices to the insurance 

personnel and have received additional dollars based on these invoices.”

When it comes to job costing, Prewitt says SmartTRAK IV has helped him 

gauge the amount of material mixed for their jobs. “Our painters are able to 

see the associated costs with all of their mixes. This allows them to contain 

the costs as they see the actual costs of the mixes and may scale back when 

mixing.” ◾

SmartTRAK

ON TRACK WITH 
SmartTRAK

Micro’s Shane Sisk (left) visits with 
customer Edward LaBelle, refi nisher 

at Global Impact Solutions. 

lated with no separate work involved.

VPOL is directly responsible for 

Jim Fitzgerald’s MSO business being 

able to go to a four-day work week. 

When Fitzgerald, owner of Fitzgerald 

Automotive Group, Inc. in Monroeville, 

Ohio, changed his culture to a team he 

started to pay the techs as a team.

“We pay weekly so we pool all of 

our flat rate hours for the week, says 

Fitzgerald. “We then go to VPOL and pull 

up BASF’s Pay Generator and it splits the 

flat rate hours to team members based 

on actual hours worked. This has allowed 

us to go to a four-day work week and a 

continuous flow of repairing cars because 

everyone is teamed up on all jobs.”

Fitzgerald says if you have any prob-

lems, you can quickly see them just by 

using the standard VPOL report, which 

he says he uses “religiously.” It provides 

him with a year’s worth of sales, costs 

and proƒ ts for “every category known to 

the collision industry.”  ◾
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PEERLESS FINISH THAT STANDS UP 

TO THE MOST DISCERNING EYE
When it comes to his award-winning vehicle restorations, only the best will do 

for Chip Foose. So when selecting the perfect finish, Chip makes the only clear 

choice: world-class Glasurit® finishes. Take a deeper look into how you can put 

the rich color and deep brilliant gloss of Glasurit to work in your shop. 

Visit www.basfrefinish.com/glasurit.

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.

AD3786 1014 (CMCA BASF12067) 5000
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explore ways to make their customer experiences superior 

and extraordinary, and to find ways to adapt to external 

pressures.

Sheahan also advised the audience to take a good look 

at global trends that will eventually impact the North 

American market. “If you want to know what this industry 

will look like in five, 10 years time, look at what’s on the 

periphery,” he stated.

As an example, he cited the current explosion in interest 

related to aluminum and the Ford F-150. Shops suddenly 

are interested in learning about aluminum repair processes 

despite the fact aluminum was in the works for decades. 

“The opportunity or challenge is usually hidden in plain 

sight,” he added.

Aluminum actually appeared in vehicles in limited 

amounts for years. In 1975, average aluminum content per 

vehicle was 75 pounds, compared to 350 pounds per vehicle 

in 2012. At a ratio of 3:1 (steel vs aluminum), that’s 1,050 

pounds of steel parts being replaced in those 2012 vehicles.

In 2015, average aluminum content per vehicle is expected 

to reach 425 pounds, said Mark Bono, an I-CAR instructor 

who has specialized in aluminum training since the mid-’90s.

“When you don’t see aluminum every day, when it’s not in 

your shop, how much concern do you want to give it?” said 

Bono, during his breakout session, “Aluminum: The Future 

of Automotive Design.” Aluminum is no longer restricted to 

high-end luxury vehicles or limited in usage. By the end of 

this decade, seven of the top 10 new pickup trucks produced 

in North America will be aluminum bodied, he said.

During another breakout session, “Estimate Evolution” 

trainer John Fagan explored new technologies like alumi-

num that are challenging professional estimators tasked 

with writing a thorough visual estimate and minimizing sup-

plement frequency. But technical knowledge is only part of 

the equation for estimators. Statistically they are responsible 

for 67 percent of a customer’s shop experience (i.e. CSI).

Fagan said estimators must be viewed as first-level 

greeters focused as much on customer service, with an 

ability to overcome negative industry sterotypes, as they 

are on writing proper estimates. “They need to have skills 

to work with and understand our customers. They have to 

build trust,” he told session attendees.

The conference was once again a sellout and attendees 

enjoyed several guest speakers and breakout out sessions.  

Add to that the unmeasurable value of networking between 

sessions and at the evening galas with other collision cen-

ter owners and managers that share the same passion and 

desire to move their business forward.

“We are completely committed to deliver the relevant 

and essential content that our customers need,” said Jim 

Berkey, Director MVP Business Solutions. “We will contin-

ue to provide a venue and experience to help our customers 

learn and grow.”

The 2015 MVP Spring Conference will be held April 26-28 

at the JW Marriott Desert Springs Resort & Spa in Palm 

Desert, Calif., where another sellout is expected.

>> CONTINUED FROM PAGE 10

AUTOMECHANIKA CHICAGO GEARS UP FOR TRAINING SUCCESS

>> CONTINUED FROM PAGE 10

PPG: MOVE BEYOND WHAT USED TO BE

More than 8,500 automotive after-

market shops owners and techs are 

expected to attend Automechanika 

Chicago. As a manufacturer, put your 

product, service or brand right in their 

hands by being part of this new trade-

show. Automechanika Chicago offers 

an extensive array of booth packages 

at competitive prices. Exhibitors look-

ing to reserve their booth space can visit 

ABRN.com/AMCexhibitors.

Chicago is the premier destination for 

shops, as it is centrally located within 

a 500-mile radius of one-fourth of the 

country’s collision and automotive repair 

shops. With two international airports, 

Chicago is convenient with round-trip 

flights less than $350 for most US cities.

Automechanika Chicago has partnered 

with many downtown hotels to offer 

attendees accommodations for many dif-

ferent budgets. Hyatt McCormick Place 

is a short walk across the sky bridge to 

the convention center. For those looking 

to stay downtown, there are many hotels 

that also offer a convenient jumping point 

to the McCormick Place direct shuttle line, 

allowing you to skirt those taxi lines. Get 

more information on your hotel options or 

book a room at ABRN.com/AMChotels.  

Occurring every other year in April, 

Automechanika Chicago doesn’t inter-

fere with the automotive industry main-

stay tradeshows. As a biennial event, 

automotive technicians will receive the 

latest training to update their skill set 

within a timeframe that isn’t a burden on 

their business.

Stay up to date on the latest 

Automechanika Chicago developments 

and news by subscribing to the show 

newsletter at ABRN.com/AMCsubscribe.

 ABRN.COM/AMC AUTOMECHANIKA CHICAGO PROGRESSES DAILY. KEEP UP!

Peter Sheahan
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BY MICHAEL WILLINS | ABRN STAFF

T
here’s an old adage among contractors and 

carpenters – “Measure twice. Cut once.” 

By measuring twice before cutting into a 

piece of wood, a sheet of drywall or any number 

of materials, costly mistakes can be avoided (both 

in time wasted and material costs). It’s a simple 

concept to understand that’s not always simple in 

practice.

It’s easy for veteran craftsmen to feel such pre-

cautions aren’t necessary. There are those who 

consider second measurements to be a waste of 

time, because “I’ve done this for years” or “I know 

what I’m doing” or “It’s just a few simple cuts.” 

Sound familiar collision repair folks?

Multiple measurements 
Recently I went through training along with fel-

low journalists at Chief Automotive Technologies 

in Madison, Ind. The team 

from Chief’s Vehicle Service 

Group (VSG) recognizes the 

importance of measuring 

each vehicle, before, during 

and after a repair. Why? To 

put it simply, you’ll improve 

cycle times by identifying 

all the damage in the initial 

inspection.

“You get all the parts you need on order. And 

you don’t get into the repair and f nd out later you 

need something else,” says Lee Daugherty, global 

data product manager.

Locating damage after a crash is a process. Cut-

ting corners when measuring lumber can have 

negative consequences, but most of the time that 

negligence doesn’t put people at risk. The same 

can’t be said for collision repair. Hidden damage 

8,500 shop 
owners and 
technicians are 
projected to at-
tend the inaugural 

Automechanika 
Chicago, April 24-
26, 2015. The event 
will be held every 
other year.

Manage the repair process 
through multiples

Measure twice, cut once  — an old adage among craftsmen has a place in the shop

BECOME A BLOGGER

abrn.com/JoinCommunity

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

Shop buys Wedge Clamp  

sandy caldwell

He liked the product so much, he 
bought the company.       

“Nothing on the market com-
pares to it for speed, accuracy 
and ease of operation,” says Bill 
Hatswell, the new owner and 
President of Wedge Clamp Sys-
tems Inc.,  manufacturer of an 
innovative, lightweight and eco-
nomical autobody repair system.

“We’ve been exclusive users of 
the Wedge Clamp System since 
it was introduced,” says Hats-
well, whose 36-shop Craftsman 
Collision is the largest privately 
held bodyshop chain in North 
America.

Wedge Clamp is also the world-
wide distributor of NitroHeat, a 
spray painting system that re-
places air with heated nitrogen 

that is said to dramatically re-
duce paint consumption and dry-
ing times while delivering a more 
lustrous and durable fi nish.

The purchase is also good news 
for Craftsman customers, says 
Hatswell.

“As an industry leader committed 
to having the best technology, we 
know that both Wedge Clamp 
and NitroHeat add to our advan-
tage over other shops in terms of 
repair quality and vehicle fi nish.”

Craftsman’s purchase of Wedge 
Clamp includes the fi rm’s well 
established Asia headquarters 
in Suzhou, China, where a model 
training facility showcases the 
wonders of Wedge Clamp for 
visiting technicians.

“Car sales in China are 20 mil-
lion a year, but after-sales service 

lags far behind,” says Frank Liu, 
Wedge Clamp’s General Man-
ager of Business Development 
in China. “With a successful 
Craftsman Collision business 
model and suffi cient capital sup-
port, Wedge Clamp can estab-
lish its sales distribution network 
all over China.”

Wedge Clamp will also be estab-
lishing an offi ce and showroom 
in Los Angeles in 2015, says 
Hatswell. For further information 
about Wedge Clamp or its prod-
ucts, phone 1-800-615-9949, 
visit www.wedgeclamp.com or 
email info@wedgeclamp.com.

innovation awards

Peter F. Meier

The winners of the 2014 Auto-
mechanika Innovation Awards 
have been chosen. In late sum-

mer, an in-
dependent 
jury of eight 
experts agreed on the 
seven winners w h o s e 
innovative solu- tions and 
future-oriented products were to 
be honored and shown at Auto-
mechanika Frankfurt. The win-
ners were selected from 120 en-
tries, 66 of them from Germany 
and 54 from other countries.  

The awards were presented dur-

ing the Automechanika Frankfurt 

opening ceremony in September 

and visitors will be able to see 

the award-winning products from 

each category at the Innovation 

Awards exhibition in the foyer of 

Hall 4.1 throughout the fair. 

Find out who went home with 
top honors. Continue reading at 
ABRN.com/AFawards. 

Continues on page 14
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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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● 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

● Study: Digitally Empowered 
Customers Driving Change

A recent AudaExplore survey gauges the industry 
perspective of technology in the shop and its im-
pact on collision repair.
Visit: ABRN.com/AEvideo

● Suspension Diagnostics 
in the Shop 

Pacifi c Collision Equipment’s Robert Hornedo re-
views the importance of suspension diagnostics.
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

NOVEMBER 12
● Crossing The Border: Tips for 

Expanding Your MSO Across 
State Lines

Most MSOs have experienced shop acquisition 
or added shops through greenfi eld development. 
After the fi rst shop addition, we develop knowl-
edge and confi dence, and know what to expect. 
But what about when you go across state liines 
into another market? What is different? What do 
we need to look at? How do we prepare?

NOVEMBER 15
● Mastering Voltage Drop Testing
Learn this dynamic test that can quickly help you 
pinpoint the majority of electrical problems you 
face daily — and do it quickly and effi cienty. Pro-
duced in cooperation with TST.

the community—

join the discussion

READER FEEDBACK TO ONLINE ARTICLES

exists, especially in this day of new vehicle 

engineering, which forces crash energy to 

travel around the passenger compartment to 

other parts of a vehicle. A front-end hit can 

cause damage to the rear of the vehicle and 

only by properly measuring the vehicle can a 

technician discover everything that needs to 

be repaired.

For that reason Chief recommends techni-

cians measure a minimum of eight points on 

a damaged vehicle – two in the front, two in 

the rear and four in the middle of the vehi-

cle. With front-end collisions, 14 to 16 points 

should be the norm.

Pulling it all together
Richard Perry, global repair product man-

ager, explained that monitoring measure-

ments, especially during the pulling process, 

is vital to avoid repairing one section and 

causing another area of the frame to get mis-

aligned. He suggests using multiple pulling 

locations to avoid putting too much pressure 

in one spot.

To think of it a little differently, consider 

pulling on a piece of paper at one single 

point on the edge of one side. Chances are 

the paper will tear. If you pull evenly along 

several spots on that same edge of the paper, 

the risk of tearing the paper lessens. There’s 

less stress at each pulling point with multiple 

positions and, says Perry, “we can reduce the 

amount of pressure at each hookup and we 

can increase pressure on the vehicle.”

 “I want to f gure out how to pull as much 

of it out as I can at one time based on how it 

went in,” he added.

Properly analyzing a repair (i.e., measur-

ing twice) before the repair process can help 

shops avoid those costly mistakes. 

NOVEMBER’S FEATURED WEBCAST

November 12, 2 p.m. EST

Expanding across 
state lines 

REGISTER AT ABRN.com/StateLines
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No standard set 
up and measuring
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Scary, but necessary, 
thoughts

18

James Moy, senior consultant,  
Precision Auto Group Inc.: When adhesive bonding, 
some manufacturers state that the set up should not 
be moved for X amount of hours. This time can be 
decreased if I pushed the bench into the spray booth 
and bake it. Since I cannot charge labor time while it 
is curing, what can I charge for bench rental?   

Michael Pollak, independent auto insurance 

claims professional: If you are losing bench time, 
you need to charge for that. Accommodate this in the 
labor rate you charge for frame time and footnote the 
charge so that if you are challenged, you have proper 
documentaiton for the fee.

Bruce Laidlaw, industry consultant: Maybe 
some “mutually agreeable fl at fee” for curing time 
should be agreed upon up front and/or posted (with 
the proper handout explaining how you arrived at the 
fee. At least a generic charge is better than a “No” 
from the appraiser and you get nothing. 

Joe Fisher, owner, J. Lee Automotive Industry 

Equipment: The bench should not be tied up like 
this. The bench is for structural use only. 

James Moy: Joe, for example, if I am gluing in a rail, 
I need the rail held in the correct location with either 
a jig or the Car-O-Liner EVO while the adhesive is 
being cured. The rail needs to be fully cured before 
I can proceed with additional procedures. I can’t in-
stall the rail, rear body and quarter at the same time.

Joe Fisher: I do not know of any vehicle that we 
should be gluing the frame rails together on. 

Larry Montanez, collision damage analyst at 

Lange Tech and co-owner of P&L Consultants: 

OEMs like Porsche, BMW, Audi, VW, Bentley, Rolls 
Royce, Aston Martin, Lamborghini and some others 
require certain vehicles remain affi xed to the struc-
tural realignment apparatus with all jigs or fi xtures in 
place until the adhesive has cured. Those machines 
that are approved would be Celette for almost every 
OEM, and then some allow Car-O-Liner, CarBench 
or Global Jig. Time limits can be 8-24 hours before 
the vehicle can be moved off the apparatus.

Joe Fisher: To those who are using adhesive to 
attach panels, I can’t believe it. Continue reading at 
ABRN.com/BenchCharge.  

THE 

PROFIT MOTIVE

TOM MCGEE

Do you have a 
staff ng problem?

14  NOVEMBER 2014  ABRN.COM

Manage the repair process through multiples - Continued from page 12
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Give your employees 
the duck. 

Anything else is just 
chicken.

Call your local agent and visit 

afl ac.com/business

The question is, who will you choose?

You could opt for a voluntary option from your 

medical carrier, or you could offer coverage from 

the number one voluntary provider2: Afl ac.

There’s no direct cost to you for offering it, and 

getting started is as simple as adding a payroll 

deduction. That’s why business owners like you 

have chosen Afl ac for nearly 60 years. It’s also 

why we’re so confi dent Afl ac is the right partner 

for your business.

You can bet the farm on it.

Almost 60 percent of employees 

wish their employers offered 

voluntary insurance1.

12013 Afl ac WorkForces Report, a study conducted by Research Now on behalf of Afl ac, January 7 – 24, 2013. 2Eastbridge Consulting Group. U.S. Worksite/Voluntary Sales Report. Carrier Results 

for 2012. Avon, CT: April 2013. 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

Z131175 11/13
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 DRIVABILITY
COMMUNITY

 Q&A

ABRN: Tell us about what Cromax®

Mosaic™ offers to paint shops.

HC: Cromax Mosaic is a basecoat designed 

to help shops meet low VOC regulations 

with almost no change to their current 

paint processes. Because Mosaic is solvent-

borne, not waterborne, it sprays, blends 

and dries like solvent basecoats shops 

are currently using. Waterborne typically 

requires blowers to generate the air move-

ment needed to accelerate drying in humid 

conditions. That can mean capital invest-

ment, new processes and new painting 

techniques. Not so with Mosaic. No major 

shop investment and minimal training can 

mean a quick transition to low VOC.  

ABRN: How can this product help shops 

boost efficiency while cutting costs?

HC: Cromax Mosaic is solventborne, so 

it’s priced like solvent, which is typically 

25 percent less than current waterborne 

alternatives. Cromax® Pro, our waterborne 

basecoat, is priced at a slight premium over 

solvent, but offers coverage and speed 

advantages to offset the price. Mosaic cov-

ers in fewer coats and blends more easily 

than National Rule basecoats. That trans-

lates into less material used, less wait time 

between coats and less time spent on dif-

ficult blends.

ABRN: Shops often rely on paint 

vendors for shop management 

training. What are the biggest issues 

Axalta is seeing from its shops?

HC: The key question that a lot of shops 

may contemplate is “how do I beat my 

competition and win more business?” 

At Axalta, we recognize that our growth 

is tied to our customers’ success, so we 

have a team whose sole purpose is to help 

our body shops improve their operations, 

grow and increase their profitability. We 

offer training in customer service, estimat-

ing, scheduling, and basic shop manage-

ment. We also focus on helping stream-

line operations and improve efficiency 

using shop data and metrics to drive lean 

processes. We share techniques to help 

shops increase market share, and we have 

received feedback from shops who have 

expressed development opportunities in 

the following areas:

Coding. We advise shops to employ 

a process for accurately coding all paint 

and materials products they purchase. 

This process should involve the jobber 

to ensure that every item they purchase 

is assigned to the correct expense cat-

egory, which helps control expenses.

Operational issues. The paint shop 

should adhere to a strict process when 

mixing paint, choosing color, capturing 

work-performed-not-billed and purchas-

ing materials. The key is to decide how 

the paint department will manage these 

processes and follow them as a team.

Application. As shops change technol-

ogy or products, the application of these 

components can change, too. Painters 

need to modify their techniques to take 

advantage of the properties that these 

products/systems offer. The risks include 

increased cost and lower productivity. 

ABRN: What kind of training does Axalta 

offer for shops using Cromax Mosaic?

HC: Mosaic is an alternative for shops 

that may not have capital to invest in 

major upgrades, nor the time to rework 

paint processes or send painters away 

for extensive training. Mosaic mirrors the 

application and blending techniques of the 

National Rule solvents shops spray today. 

Because of this, very little training is need-

ed.And for the training that is required, 

we offer online, mobile device compatible 

e-learning modules that painters can watch 

whenever and wherever they want. Shops 

that switch to Mosaic will require Mosaic 

e-leaning modules, plus a half day with an 

Axalta or Cromax technician, to be capable 

with this system. 

AXALTA SOLVENTBORNE BASECOAT MEETS 

LOW VOC REGULATIONS WHILE PROVIDING 

BRILLIANT COLOR, LOWER COST

BY KRISTA MCNAMARA  |  MANAGING EDITOR

HARRY 
CHRISTMAN
MARKETING MANAGER,

AXALTA COATING SYSTEMS

Photo: Axalta Coating Systems
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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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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.

Scary, but necessary, thoughts
If you aren’t thinking regularly about your shop’s liability, you probably should be

H
ere’s the scenario: Mr. Jones has his late- 

model sedan towed to one of our locations 

after an accident. The estimated repair total 

is $18,000 – not an insignificant repair by any means.

The job requires just about everything: unibody correction, weld-on parts, 

supplemental restraint work, suspension and other mechanical work including an 

alignment. A complete integral overhaul.

As the repair work winds 

down, we call Mr. Jones on 

Thursday af ternoon and tell him 

his car will be completed by     

4 p.m. the next af ternoon.

“That’s great ,” Mr. Jones 

says. “We’re leaving for the 

weekend tomorrow, and I didn’t 

really want to drive the rental 

car on vacation.”

So the next af ternoon, Mr. 

Jones shows up and completes 

the paperwork, and he and his 

wife put their two young kids 

into the repaired vehicle. Out 

the shop’s driveway and a few 

turns later, the family heads up 

the freeway on-ramp for I-95 

and is soon driving at highway 

speeds toward South Carolina 

for their vacation.

I don’t know about you, but 

that whole scenario is some-

thing I think about every day. If 

you aren’t frightened when you 

think about the liability placed squarely on our shoulders as collision repairers  

– or if you aren’t thinking about it regularly – you probably should be. Every day, 

all of us are putting drivers and passengers back into vehicles that they count on 

as having been repaired right. In the case of our company, that’s 1,300 vehicles 

every month, and many of those are the severe hits not unlike the one brought 

to us by Mr. Jones.

I think it’s important that we in the collision repair industry reguarly think 

about what that means for us. It’s a scenario I share with every new employee 

during our orientation, and explain that it’s a principle that must be applied to 

every repair.

Always thinking about our liability and the safety of that family forces us all 

to remember how important it is to do the right thing every single time. There’s 

no room for a margin of error. I use the analogy of the maternity ward at any 

hospital; is there some acceptable number of newborn babies the nurses or other 

hospital staff are allowed to drop? Of course not. The only acceptable outcome 

is zero defects.

For us that means if it takes 240 welds to put a side panel on properly, doing 

only 230 isn’t acceptable. That’s like leaving out multiple bolts. If fasteners need 

to be torqued, they need to be torqued; you can’t just use the airwrench and call it 

good. If something isn’t aligned properly, it needs to be fixed, not hidden through 

some adjustment of panels.

It’s essential to keep prompting your employees to consider how many of our 

customers are picking up their cars today and driving away toward home, work 

or a vacation, counting on that vehicle to drive, handle and respond as it was 

designed to do prior to the accident.

That thought is why we spend money on education and training. It’s why we 

invest in the technology and equipment and information services that ensure we 

can do things right. And it’s why we spend money on third-party verification 

that ensures we not only know what needs to be done, but are actually doing it .

If you’re reading this column, chance are good this is a topic you understand and 

think about regularly. But share it with your employees as a reminder that attention to 

every detail is important to the safety and well being of your customers. 

“EVERY DAY, ALL 
OF US ARE PUTTING 
DRIVERS AND THEIR 

PASSENGERS BACK INTO 
VEHICLES THAT THEY 

COUNT ON AS HAVING 
BEEN REPAIRED RIGHT. 

ALWAYS THINKING 
ABOUT OUR LIABILITY 

AND THE SAFETY OF 
OUR CUSTOMERS 

FORCES US ALL TO 
REMEMBER HOW 

IMPORTANT IT IS TO DO 
THE RIGHT THING EVERY 

SINGLE TIME.”

If there's a topic you'd 

like me to address,  

I'd love to hear from you.
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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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SERVICE KING BUYS 

TWO MSOS IN 

CALIFORNIA

MSO now has 18 shops in 
the state.

ABRN.com/SKbuys

NORTON SAINT GOBAIN 

AND IPG TEAM UP ON 

ADHESIVE LINE

Saint Gobain exclusive 
supplier of IPG auto tapes.

ABRN.com/SCIPG

COOKS COLLISION ADDS 

A NEW SHOP IN 

CALIFORNIA

The MSO’s 35th location 
is in Pasadena.

ABRN.com/CCPasadena

Photo: Thinkstock

THERE IS AN
old saying, “Variety is the spice of life,” 

that may be true for certain aspects of 

life, but a slight variation is more f tting 

for collision shop owners and managers: “Variety is one of the 

keys to success.”

By variety I mean diversity in the customer base you build 

as your shop grows. This diversity could be varied insurer 

relationships, different economic class customers, different 

age groups, geographical differences, or even  different types 

of repairs. Many aspects make up diversity in your clientele.

Expand your services
If you market yourself as a paint shop, you will likely attract 

customers looking to do complete repaints on older cars, deal-

er work, or something along those lines. Although you may 

be capable of doing anything, your marketing efforts have 

minimized those abilities, and pigeon holed you to a seg-

ment of the available work, leaving the remainder of poten-

tial repairs to go to a competitor. If you further understand 

your close rate or capture rate is probably around 60 percent, 

you are really narrowing the chances you have for success.  

Simplistically, the average close rate for most shops is 55 

to 75 percent. Having narrowed your potential by marketing 

your shop to a smaller customer base, you stand to capture 

only 55 to 75 percent of that already narrowed potential sale.

It is important to be open to and market yourself as able 

to do any type of collision-related repair or painting. By do-

ing so, you will have the ability to at least bid for any type of 

work, allowing you to make decisions on a case by case basis. 

Also, you should consider doing value-added services, like 

bed liners, custom stripping or window tinting. You don’t have 

to actually perform these services yourself, but offer them to 

your customers, and sublet the work. Performing many dif-

ferent aspects of collision repair and painting will bring more 

potential customers to the door.

Grow your list of partnerships
I am a huge proponent of diversif cation in the partnerships 

you develop with direct repair insurance companies. I cur-

rently work with at least 15 different DRPs. One great thing 

BUILDING A DIVERSE 

CUSTOMER BASE

MINDING YOUR BUSINESS

MAINTAINING A VARIETY OF CLIENT RELATIONSHIPS CAN HELP ENSURE SHOP SUCCESS 

BY KEVIN MEHOK  |  CONTRIBUTING EDITOR
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 ABRN.COM/DRPCOMPLIANCE MEET ALL THE NEEDS OF YOUR DRP RELATIONSHIPS

about working with so many compa-

nies is that you are exposed to many 

different types of customers. A claim-

ant with one insurance company may 

wreck again later, and come to you with 

the loss. Also, it is highly unlikely that 

every insurance company with which 

you have a relationship will be slow at 

the same time. When one company is 

down, another one may be up, keeping 

your work-f ow more consistent.  

Explore every DRP potential avail-

able in your area. Fleets, ambulance 

companies, construction companies, 

cable installers and municipalities are 

all fair game. Generally f eets offer pro-

grams for vendors that operate much 

like a DRP, but cost a percentage of 

the sales to stay in the game. Not all 

of these companies are right for every 

shop. Look at the details of the pro-

gram, and then analyze the f t. You can 

always say no to the job, but at least 

you are getting the work to your door. 

Again, this goes back to exposure and 

marketing. A f eet customer on a corpo-

rate repair may become a customer for 

life, if you service them well.

I actually have long term customers 

originally introduced to us by a con-

struction company contract that we en-

joy. Basically, you have to look at these 

types of repairs with an open mind and 

realistically. The repair process is still 

the same — you are f xing cars. 

Align yourself with others
There are tons of automotive related 

businesses available to the consumer. 

Used car lots, new car dealers, parts 

stores, muff er shops, independent me-

chanical shops, and the list goes on. All 

of these shops, at one time or another, 

encounter customers that need collision 

repair, and on the obverse, you run into 

customers that require the services of 

one of these other providers. Why not 

become partners and scratch each oth-

er’s back through referrals?

Think about this for a second. If you 

align yourself with a high-line import 

new car dealership, ( provided you have 

the capability to repair these types of 

cars) are you not also expanding your 

customer base through economic class? 

Most high-line owners enjoy greater 

economic freedom and can generally 

afford to get repairs done when oth-

ers cannot. Most dealers do not have 

collision shops these days. However, 

many consumers drive right to the deal-

er when they wreck or damage their 

brand new baby. Why not have the 

dealership referring you, instead of the 

guy down the street? This is an area 

of huge untapped potential, especial-

ly if there aren’t any or many opportu-

nities for a DRP in your area. These re-

lationships are sometimes diff cult to 

maintain, as other shops try to under-

cut your pricing. Many dealerships are 

easily swayed by promises and price, 

so you should always operate from a 

standpoint of quality and integrity. It 

will win out over price in the long run. 

My shop gets work every day from 

several dealers, a few mechanical 

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. 
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Cromax® Mosaic™
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shops, our paint jobbers, and a couple 

auto parts stores. All of these referrals 

I would not normally get, if they were 

not coming from these sources. Once 

again, by working through these chan-

nels, I am growing my customer base.

Embrace technology
We have all been a part of the explo-

sion in technology over the past few 

years. Some of us have looked at chang-

es from afar, and some of us have been 

active participants. Embracing tech-

nology allows you to grow through its 

use, and with it. Younger consumers 

love technology. If you show your ac-

ceptance, and utilize all the technolo-

gy has to offer in the collision indus-

try, younger customers will gravitate 

towards your shop.

I recently spoke with AudaExplore 

about the programs they have devel-

oped utilizing technology to help grow 

your customer base. They offer a myri-

ad of innovative programs designed to 

help you that don’t require a huge in-

vestment on your part. AudaExplore is 

a leading data-driven solution provider 

to insurance carriers, repairers, deal-

erships, f eet owners and suppliers. In 

order to build a diverse customer base, 

you have to provide an exceptional cus-

tomer experience. These products help 

you do that through technology.

Others like Frank Terlep  have been 

working in electronic marketing for 

years and again offer tons of ways to 

grow through social media and electron-

ic methods. If you would like to contact 

Frank, or another representative from 

AudaExplore, email me, and I will get 

you contact information for both.

 Make no mistake, to expand and di-

versify, you have to market your shop to 

every class of customer. That’s how di-

versif cation happens — through mar-

keting. The awareness in each group 

has to be heightened by what you do as 

a shop owner and manager to cause it. 

Hoping for additional customers from 

the country club doesn’t get it done, 

but marketing to that segment will. If 

you want to work on garbage trucks, 

go after a garbage truck account. If 

you want to do Rolls Royce, then pur-

sue them as well. Action is what will 

get it done. Every customer wants the 

same thing: a quality repair for a fair 

price. If you prove you can do that for 

all segments of your potential cus-

tomer base, you are going to need a 

bigger shop. Here’s hoping you need 

one soon. 

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.

KEVIN
M. MEHOK
CONTRIBUTING 
EDITOR

Kevin M. Mehok is CEO of CrashCo Collision Centers, a 
division of Auto Care Collision Group, Inc. In his more 
than 30 years of experience in the collision industry, he 
has worked with CarCare Collision Centers and Collision 
Centers of America. He also served in an executive level 
position with Collision Team of America, Gerber and 
several other Chicago-area consolidators.

  E-mail Kevin at kevinm@crashcollision.com
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MOST OF US
in this industry have been inundated 

over the years with all kinds of new and 

better ways to build our shops. Many 

of these ideas are really great, but we may not be sure how to 

implement these ideas, and generally they fall by the wayside. 

The day’s activities, and the problems at hand seem to get in 

the way, and not much changes.

It is time to stop, refocus, and look at some of the ideas that 

you threw away, that aren’t so new, but will bring about some 

major change in your shop. One of them might be going lean.

All of us know the term “lean,” but we may not have a 

clue where to start. Converting to a lean environment takes 

a huge commitment, and will cause considerable disruption. 

If it was easy, it wouldn’t be worth doing. But, it isn’t as hard 

as you might think, especially when you see the improve-

ments that will occur along the way. 

Lean is really the reduction of waste, which is def ned as 

non-value-added work, within each operational process you 

perform. This is applicable to administration, repair and work 

f ow, painting, parking and more. 

Let’s look at some really basic examples. These may or 

may not apply to your shop, but let’s ask these questions:

• Do you have excessive supplies sitting around your shop 

hidden on shelves or in cabinets?

• Do your techs constantly come to you looking for parts?

• Does your ofý ce staff spend any time looking for sup-

plies like paper or pens?

• Have you ever misplaced a customer’s keys and spent 

hours looking for them?

• Do you spend any time looking for your employees 

throughout the day?

• Have you ever received incorrect or damaged parts af-

ter waiting for them for days?

• Do you have techs that come to you when a car is scheduled 

for delivery with a list of parts they need to complete the job?

My guess is the answer is “Yes” to more than one of 

these questions. Looking at this situation, do you think you 

are running with top notch efý ciency? Not a chance! Hope-

fully, I opened your eyes a little and have created an aware-

ness that changes are needed.

I want to explore the areas where your shop can improve, 

and then provide ideas about how to begin without causing 

lots of pain. As an owner or manager, you have to be the driv-

ing force behind going lean. Starting with small steps in spe-

MINDING YOUR BUSINESS

TAKE ADVANTAGE OF NEW LEAN OPPORTUNITIES 
TO SEE DIFFERENT RESULTS IN YOUR BUSINESS

BY KEVIN MEHOK  |  CONTRIBUTING EDITOR

GET 

Y    UR 

SH    P

    FF THE 

HAMSTER 

WHEEL

Image: Thinkstock
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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/PAINTTIPS PAINT VENDORS OFFER TIPS TO HELP YOU GET LEAN

cif c areas will ease you and your staff 

into the process.  

Admin, off ce processes
Let’s look at your off ce f rst. What tasks 

do not add value? Your customer is only 

interested in things that add value to 

their experience. They don’t care about 

the admin things you have to do to 

get your job done. They want to em-

brace things that improve the experi-

ence for them. Develop a process that 

streamlines the customer experience 

when they come into your shop for an 

estimate. Make sure everyone under-

stands the process and becomes pro-

f cient with it. 

Arrange your off ce with specif c 

locations for the things you need daily 

— paper, pens, etc. Make a key board 

for customers keys; create a system for 

storing customer paperwork. Insist on 

clean and organized work areas from 

all your employees, and create an en-

vironment that fosters organization 

and cleanliness. De-clutter your wait-

ing rooms and front counters so they 

are neat and organized. Look at all your 

front off ces with new, open eyes and 

start your lean experiment there.

Estimating and appraisal
How do you handle your estimates? 

Do you look at them as opportunities, 

and approach each one with a certain 

level of interest? Have they become 

a source of interruption? This is an 

area where consistency will have an 

impact on your bottom line. Everyone 

in your shop should write estimates 

the same. Develop and initiate a uni-

versal methodology for writing  esti-

mates. This will take some time, but 

the exercise will be worth it. What 

you are doing is standardizing the es-

timating process so that it is consis-

tent and repeatable. If you need more 

information, email me. I will provide 

you with some methodology to get this 

accomplished.

Parts and production
Your parts and production departments 

can quickly benef t from lean principles. 

An incorrect part discovered at the 

time of reassembly can kill a shop’s CSI 

and on-time delivery ratings. It’s frus-

trating to f nd an incorrect part after 

you updated a customer with a deliv-

ery expectation. Especially when the 

part needed is hard to get and critical 

in the reassembly process. Develop a 

process for checking parts upon arrival. 

Look at what you do today, and try 

to f nd solutions to the problems that 

you encounter daily. Ask for feedback 

and input from everyone. Part of lean 

is continuous improvement. By this I 

mean tweaking the process over and 

over. Try new things. Once a solution 

works, implement it as part of the pro-

cess. If you involve your people in devel-

oping a process that works for you, buy 

in will be high, and the ideas will work 

well. If you just jam change down your 

employees throats, you will fail quickly. 

Body repair and supplements
When a vehicle rolls into the shop, do 

you have a process that involves a thor-

ough tear down and supplement stan-

dard? When a vehicle is torn down 

for inspection, where are all the parts 

stored? Are they labeled so that every-

one knows where and what they are for? 

My best guess is that every shop be-

lieves they do a pretty good job of han-

dling the repair process. I also know 

that most shops can gain great eff cien-

cies by utilizing lean culture and ideas 

here. I would bet that your most eff -

cient tech has a tool box that is highly 

organized. Every tool is easily accessed, 

and he or she hardly ever spends time 

looking for a tool. When he or she needs 

a 10 millimeter socket, its right where 

it should be. They grab it and go. Im-

plement the same idea with your repair 

process. Create standards that allow ev-

eryone to easily follow any repair plan.

 Do your techs fully understand what 

needs to be done when a vehicle comes 

into their stall for repair? I know of one 

shop’s tech who, in one day, came up 

to the off ce 25 times. If each trip took 

three minutes, that is well over an hour 

of wasted time per day. That’s just the 

tech’s time. Whoever the tech was ask-

ing questions of also spent that same 

hour wasting time, when one minute 

of clear explanation or direction could 

have probably avoided the time loss.

Painting and detail
In my experience, the paint shop is the 

biggest area of constraint in any col-

lision shop. Usually multiple techs are 

funneling completed collision work into 

a paint shop, and the paint shop has to 

determine what to do to handle that 

large workf ow with limited personnel. 

Process implementation is paramount 

here. Managers must direct the work-

f ow so that the “gravy” jobs don’t get 

done f rst. I create a numbered paint 

list that directs the paint shop daily 

with regard to paint order, so that I 

control what jobs get painted, in what 

order. Not only is workf ow important 

here, so is material usage. Waste of 

materials in all departments is impor-

tant to control, but especially in paint. 

One idea is to consolidate priming so 

that many vehicles are primed at one 

time, instead of several times through-

out the day.

This area is ripe for improvement 

in every shop, and as I have said many 

times over, use your jobbers’ knowl-

edge to help you here. All paint man-

ufactures have technical people that 

will look at all of your processes and 

help you outline a game plan for im-

provement. This advice is generally 

free, and will net you great results. I 

also highly recommend that you and 

your staff attend lean training semi-

nars and workshops. The entire shop 

needs to understand the lean concept, 

and the benef ts its implementation will 

provide them directly. 

What I am saying  is that every sin-

gle phase of your operation can bene-

f t from implementing lean processes.

 Opportunities exist in every de-

partment, not just in the shop, but in 

the off ces, paint shops, collision shop 

and detail areas. Every single depart-

ment has opportunity for improvement. 

Don’t be scared. Get started slowly, and 

grow as your knowledge grows. Your 

bank account will thank you. 

KEVIN
M. MEHOK
CONTRIBUTING 
EDITOR

Kevin M. Mehok is CEO of CrashCo Collision Centers, a 
division of Auto Care Collision Group, Inc. In his more 
than 30 years of experience in the collision industry, he 
has worked with CarCare Collision Centers and Collision 
Centers of America. He also served in an executive level 
position with Collision Team of America, Gerber and 
several other Chicago-area consolidators.

  E-mail Kevin at kevinm@crashcollision.com
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Technology equals 

opportunity

Doing the parts Planning your exit 

strategy 

But before you hire additional staff or begin 

making a staff change, ask yourself, “Do 

I really have a staff ng problem?”

Whether you are making the choice to 

replace someone or to increase the size of 

the staff, there is an associated cost. You 

have the cost of advertising and the time 

required to interview and coach a new 

employee. Making the right staff ng deci-

sions can save thousands of dollars.

The business has changed
The needs of the business change fre-

quently, and they need to if you want to 

remain competitive. But shop owners often 

tell me they need to get a new shop man-

ager because the current one is not meet-

ing their expectations. I try to f nd out two 

things: what are the expectations of the 

owner, and have those expectations been 

told to the current manager.

Here’s an example. The manager was 

hired to write estimates and manage shop 

production. The owner is also expecting 

the manager to drive business, increase 

insurance DRPs and grow the f eet busi-

ness to increase sales. As the business 

goals changed, so did the job. If the owner 

hasn’t clearly set and communicated the 

new expectations, then it is very diff cult 

to hold the manager, or any other employee, 

accountable for meeting them. You also 

need to consider what time is available to 

perform these tasks, and if the current 

staff member needs additional training 

and coaching to be successful.

We are hiring
Another common problem today is f nding 

qualif ed staff to f ll open positions. When 

a shop owner tells me they are going to 

hire a new employee, I ask them to think 

about what they are trying to accomplish 

by adding staff. Have they done a list of 

essential functions that the person will 

need to perform? If not, it is likely they will 

not hire a person with the right set of skills 

for the position.

For example, if the shop needs a tech-

nician, look at what the tech is expected 

to do. Will the tech be doing structural 

repairs, bodywork or bumper replace-

ments? This is critical to know, as the skills 

required are dramatically different for each.

Job analysis
Job analysis is a process to identify and 

determine the duties and requirements for 

each position. The analysis must be con-

ducted on the position, not the person. The 

purpose of job analysis is to establish and 

document the position for items such as 

the job being performed; responsibilities 

and duties; work environment; tools and 

equipment used; education, experience, 

skill, and certif cation; and compensation, 

among others. 

Job description
Once you complete the job analysis, cre-

ate the job description. These are used to 

ensure your applicants and employees 

understand their roles and what they need 

to do. Job descriptions also help attract 

the right candidates, describe the major 

areas of an employee’s job and serve as a 

basis for outlining performance expecta-

tions, training and evaluation.

A job description should be practical, 

clear and accurate to effectively def ne 

your needs. Good job descriptions typi-

cally analyze the important facts about a 

job such as individual tasks involved; the 

methods used to complete the tasks; the 

purpose and responsibilities of the job; 

and qualif cations needed for the job.

Jobs are subject to change for personal 

or business growth or due to the introduc-

tion of new technologies. A f exible job 

description encourages employees to grow 

within their position.

Job analysis worksheet
It is diff cult to attract and retain quality 

staff today, and the wrong decisions can 

be very expensive. To help you make the 

right staff ng choices, we have developed 

a job analysis form. Try it free for a lim-

ited time at www.ationlinetraining.com/

abrn1411. 

Do you have a 
staff ng problem?
Consider carefully; your actions can cost you dearly in terms of time and money

BY TOM MCGEE  |  CONTRIBUTING EDITOR

A
s a shop owner or manager, you have probably felt like 

you needed to hire additional staff to solve a problem 

or replace someone already working for you because 

they are not meeting your expectations. Shops face 

these decisions on a frequent basis.

ES515441_ABRN1114_028.pgs  10.13.2014  22:26    ADV  blackyellowmagentacyan

prof t math



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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A snapshot of one of the industryÕs leading shops

ENNEKING AUTO BODY INC. / BATESVILLE, IND.

Enneking Auto Body’s two shops are 15 

miles apart along Interstate-74 amid a mod-

ern-day highway hub in the heartland; 

Greensburg is 45 minutes from Indianap-

olis, while Batesville is 45 minutes outside 

of Cincinnati.

“Both locations are in the center of 

small-town America,” says Joseph Ennek-

ing, who owns the family business with 

his wife Karen. “We thrive in a small, rural 

community by focusing on satisfied 

customers.”

Although just 5 percent of the clientele 

makes the trek from Indy or the Queen 

City, 40 percent of the customers fall into 

the “professional” category because of the 

company’s proximity to busy corporate 

enterprises and comfortable country 

homes. The region’s accompanying agri-

cultural atmosphere brings full-service 

variety to a marketing mix that goes beyond 

typical collision repairs.

Ranging from reapers to Mercedes, 

“there are times that we f nd ourselves 

working on anything from farm tractors 

to semi-trailers,” he reports, noting that 

mechanical expertise and the ability to 

conduct full restorations for vintage vehi-

cles aligns with a highly centered commit-

ment to excellence on all counts.

Most of the surrounding competition 

consists of “one- or two-man shops that 

don’t have DRPs,” according to Enneking. 

Direct repair program aff liations amount 

to about 35 percent of the $3.1 million in 

annual sales.

Insurers appreciate the ongoing pur-

suit of gold-level certif cations that include 

adherence to the latest OEM standards, 

such as aluminum body work, plus deliv-

ering top craftsmanship and pleased 

policyholders.

“The vehicle owner is who we work 

for. We do everything to make sure their 

vehicles are repaired safely, which is num-

ber one,” Enneking says. “We maintain 

good relationships with those companies 

that keep their customers’ needs and safety 

in front of their prof t lines.” 

“An initial teardown of each vehicle to 

ensure all damage is seen and accounted 

for upfront really helps alleviate supple-

ments down the road. We operate lean 

through blueprinting to increase eff ciency 

and ensure quality and safety for our 

customers.” 

Backbone of the business

“All of our insureds in Indiana have the 

right to pick OEM parts for six years, so 

we don’t have much of a problem with 

aftermarket parts,” says Enneking. “Using 

Taking the 
high road
Shops remain focused on being true and fair

BY JAMES E. GUYETTE  |  CONTRIBUTING EDITOR

B
ecause of its location on the old National Road when 

cross-country travel was accomplished via horse and 

wagon, Indiana – and in particular Indianapolis – is 

known as the “Crossroads of America.” 

AT A GLANCE

Enneking Auto Body Inc., 
Enneking Auto Body of 

Greensburg Inc.
Name of shops

Batesville, Ind.
Headquarters location

Joseph and Karen Enneking
Owners

60
Years in business

22
No. of employees

6.9 days
Average cycle time

$2,550
Average repair ticket

42
Average vehicles per week

9; 7
No. of DRPs (Greensburg; 

Batesville)

CCC ONE
Estimating system used

nodentsnodings.com; 
ennekingautobody.com

Websites
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With interactive diagrams in the new CollisionLink® Shop, you can:

• access detailed catalog information for 23 U.S. OEMs, including Honda and Acura

• zoom and pan on parts illustrations to see how all the parts fit together

• easily identify and add missing parts/components to an order for improved order accuracy

TAKE THE GUESSWORK 
OUT OF ORDERING THE 
RIGHT PARTS!

Know ALL the RIGHT parts to order the FIRST time and have 
everything you need to complete the job ON time!

4205 Highlander Parkway, Richfeld, OH 44286  |  (888) 776.5792   |   OEConnection.com

CollisionLink is used by over 800 Honda and Acura dealers nationwide, so place your next order through  

the new CollisionLink Shop to take advantage of affordable OE parts.

Visit marketing.oeconnection.com/TheRightParts for more information.
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SHOP PROFILE

OEM parts not only improves cycle time 

by reducing unnecessary procedures, such 

as f t tests and adjustments, but it also 

removes the safety concerns on airbag 

deployment.” 

The shops have also begun focusing 

on improving communication through 

email, AutoWatch, Facebook and con-

sistent phone follow-ups. “We are work-

ing to establish procedures to better 

understand the customer’s experience 

pre-repair and then examining their 

experiences post-repair to ensure all 

expectations are met.”

Continuing education incentives is 

critical to achieving the company’s goals 

of continuity among the staff and con-

sistent customer service. Instruction, 

conducted both in-house and at industry 

seminars, is provided by vendors, OEMs, 

I-CAR and more – and augmented by 20 

Group participation.

Recruitment, retention and results are 

a localized in-house endeavor, especially 

when the rural environment of the two 

shops is compared to the bright lights and 

temptations of big city life. Prime candi-

dates tend to be young men who enjoy 

tinkering with farm equipment, cars or 

motorcycles while expressing an eager-

ness to settle down close to home as they 

embark upon a stable, rewarding career.

“We train our own. We go after guys 

with a mechanical aptitude, but the work 

ethic is what we’re really after,” Enneking 

asserts. “A lot of times we recruit through 

our employees. They already know what 

body work is all about and they know guys 

who will make a good f t.”

Along with his wife Karen, two 

daughters, a son and a nephew are also 

on duty at the company. “Working with 

family has been a great experience over-

all. At the present time we are begin-

ning to work on a succession plan for my 

retirement.” 

He chuckles when questioned about 

keeping work issues at bay during holi-

day dinners: “There have been some 

lively discussions at times.”

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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Dad’s drive and passion
“I’ve done this since I was 14 years old 

and never wanted to do anything else,” 

Enneking recalls, pausing to reveal that, 

yes, at one time he did aspire to take to 

the skies as a jet pilot. Keeping his feet on 

the ground, and realizing that “I don’t care 

for big cities and all the hubbub,” he car-

ried on with his father’s calling while pass-

ing it forward to yet another generation. 

“We’d drag the kids along while my brother 

and I attended the industry classes, so 

they’ve been at it all their lives.”

Enneking’s brother Andy has since 

steered away from collision repair to 

become a “gentleman rancher,” satisfying 

a lifelong desire to pursue animal-oriented 

outdoor activities.

Originally based in Oldenburg, Ind., 

the company was founded in the 1950s by 

their late father Stan, who learned about 

repairing vehicles while reviving battle-

battered Jeeps during World War II. “With-

out growing up witnessing his drive and 

passion for the industry, I don’t know where 

I would be right now,” says Enneking.

“Myself and my six siblings all worked 

at the shop at one point or another, mostly 

to wash vehicles or sweep the f oors. How-

ever, my brother Andy and I took a deeper 

interest. During high school I participated 

in technical vocational programs. After 

graduation I became a full-time technician 

and painter. At that time you painted the 

vehicle that you repaired – it wasn’t a sep-

arate position.”

As the years went by, Stan retired and 

the business evolved into two locations. 

Upgrades and expansions have been 

steadily implemented along the way. CAR-

STAR founder Lirel Holt was hired in the 

1990s to assist in designing the interior 

layout of a new building in Batesville. The 

Greensburg operation, acquired from a 

competitor in 2003, was moved in 2007 to 

a more suitable structure that had once 

served as a motorcycle repair shop.

“Both experiences required more time 

and effort than I could have imagined,” 

Enneking recounts. “In the end, I believe 

we developed two great facilities that 

aid in maintaining our good reputation,” 

he observes, citing the value of educa-

tion and the company’s commitment to 

meeting and exceeding the needs of the 

customer. “Their word of mouth has 

always been our primary means of mar-

keting and growth.”

He concludes by emphasizing that 

“our mission at Enneking Auto Body is to 

deliver high quality, cost-effective repairs 

while remaining true and fair to our 

employees, clients, partners and vendors. 

We let our workmanship speak for itself 

by always returning customer vehicles 

back in their pre-accident condition.” 

“Can you really afford NOT 
to buy a Kaeser?”

S
hop owners tell us 
they want a Kaeser 
but cannot afford to 

buy one. We wonder how 
they can afford not to…

How much time and 
materials are wasted by 
down time or wet, dirty air? 
The extra cost of a Kaeser 
system is paid back many 
times when you eliminate 
these problems. 

Take an honest look at those 
numbers and you’ll realize 
this is an investment that 
will soon pay for itself. Don’t 
become one of the many 
customers who say to us: 

“I wish I had bought my 
Kaeser years ago!” 

Kaeser offers an affordable and reliable rotary screw 

compressor for any light industrial application. Learn 

more about the AirCenter™: www.kaeser.com/ABRN

Kaeser Compressors, Inc. 
������������s��CUSTOMER�US KAESER�COM��s��KAESER�COM�!"2.
©2014 Kaeser Compressors, Inc.   Built for a lifetime is a trademark of Kaeser Compressors, Inc.

Visit us at

SEMA 2014 in 

Booth #20625 & 

Booth #10486

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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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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Several months ago, ABRN spoke with the industry's paint 

companies and asked for recommendations on future train-

ing. Nearly everyone noted that shops must be ready to re-

pair the 2015 Ford F-150, the ultra-popular large truck that 

was redesigned with aluminum throughout its cab and bed, 

making it 700 lbs. lighter than the previous model. The alu-

minum design allows the truck to be larger while offering 

better mileage, increased load capacities and greater re-

sistance to damage.

It also puts materials squarely in the focus of shops plan-

ning their futures.

Materials have always been a signif cant part of the re-

pair business equation. Most recently, the bulk of that at-

tention has been on high strength steels (HSS). Challenges 

surrounding HSS repairs usually could be solved with OEM 

repair information and existing tools and equipment. This 

won't be the case with the new F-150.

Aluminum repair training, available from I-CAR, will be 

necessary and cost $1,000. Recommended tools — includ-

ing MIG welders, specialized rivet guns and vacuum sys-

tems — run $30,000 to $50,000. 

If you're considering taking the new F-150 off your repair 

list, remember this. It's Ford's most popular vehicle, account-

ing for most of its prof ts. If it's successful, expect Ford and 

other manufacturers to begin using aluminum throughout 

other models. (Ford has invested hundreds of millions of dol-

lars in aluminum research and the refurbishing of its facto-

ries to build aluminum parts.)

The new F-150 also should herald the entry of other ma-

terial options in the auto market over the next f ve years. 

PREPARE NOW TO REPAIR THE NEXT 

GENERATION OF LIGHT-WEIGHT MATERIALS

BY TIM SRAMCIK  |  CONTRIBUTING EDITOR

IN THIS SECTION

42 PPE tips
48 Joining techniques
54 Ride control
70 Products

CHIEF AUTOMOTIVE 

REDESIGNS ITS 

WEBSITE

New look improves 
navigation. 
ABRN.com/ChiefSite

VALSPAR AUTOMOTIVE 

LAUNCHES NEW 

BRAND LOOK

DeBeer Ref nish gets 
brand makeover. 
ABRN.com/DeBeer

WEDGE CLAMP AIDS 

TECHS IN ALUMINUM 

REPAIR

Color coded clamps 
make repairs easy. 
ABRN.com/Wedgeclamps

Photo: Ford
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Along with a total commitment to customer satisfaction, a PartsPro dealership can offer:

   Access to over 300,000 readily available Genuine Mercedes-Benz Parts
   Dedicated, factory-certified wholesale team
   Multiple daily deliveries and hot-shot deliveries where available
   Technical resources and repair assistance

Plus, a complimentary consultation to help streamline ordering and avoid costly delays.

Find your certified PartsPro dealership at www.mbwholesaleparts.com/PartsPro

NOW COMES THE BEST PART.
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Let's take a look at what's driving this 

trend, along with the materials knowl-

edge and training you'll need.

Weighty matters 
Ford's decision to invest in aluminum 

was driven largely by tougher corpo-

rate average fuel economy (CAFE) stan-

dards and the need to keep the F-150 

popular with consumers worried about 

high fuel costs. Auto manufacturers 

have addressed emission and mileage 

issues with a combination of more ef-

f cient engines (including hybrids and 

alternative fuel versions) and by uti-

lizing lighter materials, especially HSS 

and plastics.

Notable here is the fact that lighter 

materials really haven't been used to 

maximum effect to lower vehicle 

weights. Instead, they've been utilized 

either to compensate for potential added 

weight (passenger protection systems 

that require stronger steels) or to offset 

the addition of heavy components. In 

fact, the weight of many vehicles actu-

ally have been increasing. That trend 

needs to be reversed now that automak-

ers have set goals of reducing vehicle 

weights 12-18 percent over the next 10 

years to meet CAFE standards

Reducing vehicle weight provides 

multiple benef ts for meeting and ex-

ceeding these standards. When a ve-

hicle weighs less, it can use a smaller 

engine, which further reduces weight 

and improves eff ciency. It also clears 

the way to using a host of new, alter-

native power plants.

Automakers, therefore, have spent 

considerable time and resources in the 

last several years expanding the use 

of lightweight materials while consid-

ering ways to employ new ones.

Carbon components 
BMW, for example, has invested heav-

ily in carbon f ber, a popular — though 

expensive — choice for years in after-

market parts and racing cars. Carbon 

f ber composites provide 10 times the 

strength of aluminum or stainless 

steel. Their rigidity is equivalent to 

stainless steel, and their weight is two 

thirds that of aluminum.

BMW used carbon f ber to help trim 

770 lbs. from its i3 electric car that hit 

showrooms this summer. The i3 is con-

structed of two modules: a carbon f ber 

life module, which contains the pas-

senger compartment, and an aluminum 

drive module housing the batteries, 

powertrain and the vehicle's basic struc-

ture. The carbon f ber is so rigid the 

vehicle doesn't need a B-pillar.

The i3 carries a $40,000 sticker 

price, putting it beyond the means of 

many consumers. However, govern-

ment subsidies could reduce that price 

considerably.

Other factors might trim the price 

even more. Carbon f ber manufactur-

ing is still in its infancy. As production 

grows, costs should drop. 

It may be some time before carbon 

f ber parts are vehicle mainstays, but 

BMW's investment, and the interest of 

other luxury manufacturers, indicates 

that automakers are becoming more 

willing to adopt this material.

Aluminum answers 
Automakers have been adopting alu-

minum parts for decades, to the point 

that the average vehicle now features 

several hundred pounds of them —

though a good bit of that lies in the 

engine. 

Aluminum offers a number of ad-

vantages. It weights 10 percent to 40 

percent less than steel while offering 

competitive strength and stiffness. The 

reason it hasn't been used more in ve-

hicles is its price. That began chang-

ing when luxury manufacturers started 

using it in their vehicle frames. Their 

customers were willing to pay the high-

er costs for vehicles that offered better 

performance.

A similar phenomenon is occurring 

in the mainstream automotive market 

as increasing numbers of consumers 

have indicated their willingness to pay 

more for vehicles if these costs are off-

set by fuel savings and other benef ts, 

such as greater corrosion resistance. 

Ford, therefore, has good reason to be-

lieve this trend will ring true for the 

new F-150.

The cost of producing aluminum has 

signif cantly dropped in the past decade, 

making it more competitive with steel. 

Increasing demand across a host of in-

dustries, however, has prevented it from 

dropping even lower and kept current 

prices holding f rm. Yet, demand is grow-

ing for its use in the automotive market. 

Vehicle makers have created the term 

Aluminum Intensive Vehicle (AIV) to 

describe the increasing number of cars 

containing an aluminum hood, inner 

Ford was able to slash over 

700 lbs. from its best-selling 

vehicle using aluminum in its 

cab and bed. Ford promises its 

military-grade aluminum will 

resist dents and damage bet-

ter than steel.

2

Lighter vehicles allow au-

tomakers to pair them with 

smaller, lighter power plants 

and engines running on al-

ternative fuels. These lighter 

engines further cut emissions 

and improve mileage.

3

4

The new BMW i3 uses a combi-

nation of carbon fi ber parts and 

aluminum to produce a super-

light frame that can be powered 

by an electric engine and rela-

tively small battery pack.
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Learn the diference. Call now.

1-855-GO-EXTRA (1-855-463-9872)

www.blowtherm-usa.com

sales@blowtherm-usa.com

Best in class.
“Blowtherm has really stepped up the technology with our new Blowtherm Extra.

They have shown themselves to be a true leader in the industry.”  ~ Jon Hauschild

Read even more testimonials and find out how we can help your business grow.  Visit www.blowtherm-usa.com

Scottsbluf Body & Paint, Scottsbluf, NE.  Phone: 308-632-0839

“The Air Speed in our new 
Blowtherm Extra is fantastic. Not 
having fans or air dryers in the 
booth makes it clean and clutter 
free - less dust and overspray.”

“The technology is state of the art 
with a key fob that starts the 
Flash-Off, saving time and energy 
turning fans and dryers off and 
on. The economy mode helps the 
paint jobs come out with a 
complete cure cycle so vehicles 
are ready to be assembled as soon 
as they cool down.”

“Being able to choose custom 
options to fit our shop, including 
having choices when it comes to 
size, drive-thru and lighting, 
makes the booth work in our shop 
more efficiently.”

“Another great benefit is Service. 
Our shop is in a rural part of 
Nebraska. The ability to have a 
rep or tech out here quickly is 
awesome.”    
              ~ Jon Hauschild, Owner

~ Jon Hauschild, Owner, 
Scottsbluff Body & Paint

(Blowtherm distributor:  Air Controls Specialists, Cheyenne, WY.  Phone:  307-920-1573)

Scottsbluf Body & Paint Scottsbluff Body & Paint has a 

new 2014 Blowtherm “Extra” 

Spray Booth with Air Speed/

Waterborne Flash-Off System; 

a Blowtherm paint Mix Room; 

and is still running a reliable 

Blowtherm Ultra 2000 booth 

that was purchased in 1996.

Visit Blowtherm in 

Booth #11277

“Technology. Longevity. Service. 

Blowtherm has it all.”

USA

®
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doors, deck lid, outer body panels, ra-

diator, forged wheels, drift shaft, nu-

merous fasteners and most of the inner 

body structure. These vehicles offer 

competitive pricing compared to non-

AIV models.

An Aluminum Transportation 

Group study comparing an AIV Toyota 

Venza to a standard model noted the 

latter contained 9 percent aluminum 

and 59 percent steel. The AIV version 

contained 37 percent aluminum and 

30 percent steel, producing a 28 per-

cent weight reduction and improve-

ment in fuel economy from 27 to 31.8 

mpg. The AVI version costs $534 more. 

Financed with a typical 60-month loan, 

the additional cost dips below nine 

dollars a month. If each version is driv-

en 12,000 miles annually, with gas 

priced at $3.75/gal., the AVI model 

saves over $250 annually — practically 

covering the added expense of alumi-

num in two years.

Benef ts like those are so attractive 

to manufacturers and consumers that 

aluminum body sheet content in vehi-

cles is projected to increase by a factor 

of 10 between 2012 and 2025. That 

means the new line of F-150s should 

have plenty of company with similar 

vehicles on the road and in shops.

Steel remains strong 
Even with Ford deciding to go heavily 

into aluminum parts for its top selling 

vehicle (with more on the way), don't 

expect steel to simply exit the market. 

New, lighter advanced high strength 

steels (AHSS) and engineering are 

making steel more attractive, moving 

it into new vehicle areas.

Originally used for side-impact door 

beams and bumpers, HSS can now be 

used throughout the body structure. 

Advanced bar steels can be used for 

making lighter springs and stamped 

high-strength steel suspension control 

arms that can match the weight of an 

aluminum control arm. AHSS axles and 

drive shafts provide signif cant weight 

reductions.

Steel makers also can now match 

the weight of an aluminum door. Steel 

producers say, in time, they should be 

able to create steels that weigh as little 

as aluminum at a lower price tag.

For now, automakers should see con-

tinued improvements from available 

steels. Steel made over the past several 

decades are only now being exploited. 

This includes dual phase steels, featur-

ing energy absorbing and fatigue 

strengthening properties, that make them 

well suited for safety and structural com-

ponents. Transformation Induced Plas-

ticity (TRIP) steels feature these same 

properties, along with high formability, 

and may be used in complex parts.

Automakers are working on new 

vehicle designs that better incorporate 

steel to provide maximum structural 

eff ciency. Engineers note that current 

vehicle structures are based on grades 

of steel from 10-30 years ago, instead 

of those available now. 

Automakers also have begun work-

ing closer with steel, as well as other 

material producers to better align their 

mutual interests. This paves the way 

for many different materials to make 

their way into vehicle production much 

faster than before.

Plot your training program 
Your business will need to account for 

these changes and their implications. 

Your main challenges are determining 

how and when to access the necessary 

changes with the tools and equipment 

for handling this new generation of ve-

hicles and parts. Put together a plan 

with the following steps.

1. Stay current with industry news. 

Read trade magazines, attend industry 

meetings  and work with your vendors 

who provide training. Paint companies 

frequently offer a wide range of busi-

ness services to keep you up to date. 

They also can offer recommendations 

for your operations and work with your 

shop to institute new and updated re-

pair programs. Keep in mind that for 

some vehicles you might need OEM 

training.

You'll also want to remember that 

manufacturers will continue using a 

mix of materials in parts and vehicles. 

Automakers looking to meet eff ciency 

and revenue goals will build vehicles 

featuring HSS, aluminum, plastics and 

other materials in a host of combina-

tions and new designs. Shops will need 

to account for all these variables.

2. Maximize your revenue. The 

training and tools you'll need won't 

come cheap. Make sure your business 

is running at peak eff ciency to afford 

the cost of these updates. Again, work 

with your vendors to update your eff -

ciency and prof ts.

3. Create a training plan. Sit down 

with your managers and staff and plot 

a training program. Set goals, such as 

the number of employees who will com-

plete aluminum training by a specif c 

date. Continue training on HSS since 

these steels are regularly being up-

graded and used in new parts.

4. Implement your plan. If you in-

tend to be in business during the next 

decade, schedule your employees for 

aluminum training as soon as possible. 

Your competitors probably are, and 

insurers likely will mandate training 

and certif cation for certain vehicles 

and repairs.

On that note, remember that you'll 

be educating and negotiating with in-

surers on new materials repairs. Ap-

praisers, undoubtedly, will receive 

training, but you need to be the true 

expert. That means preparing now. 

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

Ford's Lightweight Concept 

vehicle uses advanced materi-

als to help the automaker ex-

plore future weight-reduction 

solutions that improve perfor-

mance and fuel effi ciency.
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1

Although a look at personal protective equipment (PPE) 

(FIG 1) is not the most glamorous subject, it can help in-

crease your productivity and long-term earnings in the in-

dustry. How, you may ask? PPE helps keep you healthy, 

active and on the job so you can consistently earn a living. 

It may also even protect your loved ones from harm caused 

by the contaminants that you carry home. 

So what are some of the PPE that should be considered? 

Probably the f rst ones that come to mind are the most obvi-

ous — eye protection and respirators. Most technicians put 

on glasses when using a grinder (at least most of the time), 

but what about when mixing paint, or when your partner in 

the next stall is using a grinder, or welding? How about when 

you are under a vehicle, or working on air conditioning? We 

should begin to see that a good argument can be made for 

eye protection to be worn at all times in the work area. And 

what about respirators? Even to this day I see technicians in 

paint booths without a respirator of any kind, or sanding with-

out a particle mask. And the answer is "Yes!" Even though 

you are spraying "waterborne" paint, a respirator is needed. 

Take it from an old technician who started in this profes-

sion in 1965: You need to protect yourself at all times. Even 

that short trip into the booth for only a minute or two with-

out PPE can add up over the years. And it's not only the ob-

vious needs or hazards that we have been talking about. 

Ask some older techs if they have ringing in their ears (tin-

nitus); I am sure that most of them will either say yes, or 

they will admit to some hearing loss. If you only start think-

ing about protecting yourself years after you have started 

working, by then the damage may have already started. 

For your safety and well being, then, we will run through 

details of most of the PPEs such as eye protection, respira-

tors, gloves, hearing protection, paint suits, boots and work 

uniforms. We may omit some such as eye protection when 

using UV cured paint, or alkaline protective clothing when 

replacing a cracked lithium ion battery. While we will plan 

to cover most of the common everyday PPEs that will be en-

countered in the collision repair industry, bear in mind that 

each time you learn a new technique or a new product is in-

troduced into the workplace, the proper personal protective 

equipment for that situation should be used.

Which PPEs to use

The Material Safety Data Sheet (MSDS) must, by law, be 

provided to the shop every time a hazardous material is 

delivered to the shop. In this multi-section document, there 

PERSONAL PROTECTIVE EQUIPMENT KEEPS 

YOUR TECHNICIANS HEALTHY, ACTIVE AND 

ON THE JOB, ALLOWING YOUR SHOP TO 

CONSISTENTLY EARN PROFIT

BY ALFRED THOMAS  |  CONTRIBUTING EDITOR
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is a vast array of information about the product in question. 

But for the purposes of this discussion, Section 8 (Exposure 

Controls/Personal Protection) of the document should be 

studied. This section will tell not only of the risks of expo-

sure to the product, but also how to protect oneself from 

that risk. While the list of equipment needed for protecting 

yourself will be easy to f nd, the actual use of that equip-

ment is not listed. Therefore, not only knowing which equip-

ment is needed to protect yourself, but also receiving the 

proper training for use of that equipment is necessary. 

Eye protection
Eye protection comes in many forms, each having a very 

specif c use; but the most common item is safety glasses 

with side shields. This type of eye protection will shield 

the worker from f ying debris such as dust and smaller ob-

jects like grinding particles. To an extent safety glasses 

will also protect your eyes from liquid, but when a tech en-

counters a liquid hazard, such as mixing paint, a face shield 

or goggles should be worn. Safety glasses should also be 

worn under the face shield to protect the eye itself from 

being struck by heavy or falling objects. 

Welding helmets, with the correct darkening shield, 

should be worn at all times when welding. Even though you 

may see people on TV welding with only a helmet and clos-

ing their eyes before the arc is struck, the closed eye will 

not safely protect the eye from a welding strike and "weld-

er’s burn" of the eye can 

occur. Again, safety 

glasses should be worn 

u nder  the welder ’s  

helmet.

Different equipment 

is needed for plasma 

torch/gas welding eye 

protection Though the 

light of a plasma torch 

and gas welding is less 

than MIG or TIG weld-

ing, there is still a chance 

of damaging your eyes 

and so the proper eye 

protection should be 

used. The proper shield-

ing shade can be found 

in the MSDS for the 

equipment used, or in the 

equipment’s manufactur-

er recommendation. 

Respirators
Respirators also come in 

many different types for 

specif c jobs. For exam-

ple, particle respirators 

(N95) (FIG 2) which, as 

the name implies, f lter 

out particles in the air 

from sanding, will not 

f lter out either mist or 

acids. For protection 

from these, an air puri-

fier respirator (FIG 3) 

should be used. These 

purif cation type respi-

rators come in full face 

coverage or partial face coverage. Still, they have their limi-

tations, the greatest of which being that the active purify-

ing agent in them can become inactive, putting the opera-

tor at risk. 

The next class of respirators is the air supply (FIG 4) 

type, which supplies fresh air to the operator at all times. 

The clean air is piped into the mask at a positive pressure, 

with a full face hood which keeps any contaminants from 

coming into the mask. It is often said that the safest paint 

respirator is the full face fresh air supply respirator, because 

no contaminants reach the painter.   

Though the respirator seems like a very simple device to 

use, it does require both testing and training on its proper 

use. The proper use of a respirator can be found on the 3M 

website, along with the proper way to put the mask on and 

how to perform a seal test once it is on. To know which size 

mask should be used and to determine that it is working 

properly, a respirator test should be performed each year.

Air purif cation masks do not have an off switch, so if left 

in the open air, they will continue to operate, thus reducing 

2

3

4

5
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Part No. 15-1015

t� $PNCJOF�XJUI�JOGSBSFE 

� GPS�VQ�UP�����GBTUFS�ESZ�

� UJNF�UIBO�B�UZQJDBM�

� WFOUVSJ�TZTUFN

Part No. 15-1015

t� $PNCJOF�XJUI�JOGSBSFE 

� GPS�VQ�UP�����GBTUFS�ESZ�

� UJNF�UIBO�B�UZQJDBM�

� WFOUVSJ�TZTUFN

t� 'BTU�ESZ�UJNFT�o�DPWFST�B�MBSHF�BSFB

t� &òFDUJWF�XJUI�XBUFSCPSOF�PS�TPMWFOU�DPBUJOHT

t� &OFSHZ�FóDJFOU�o�QFOOJFT�B�EBZ�UP�PQFSBUF

t� $PNQSFTTPS�GSFF�o�OP�NBJOUFOBODF

t�� 3PUBUFT���QPTJUJPOT���IPSJ[POUBM�PS�WFSUJDBM

t� 'BTU�ESZ�UJNFT�o�DPWFST�B�MBSHF�BSFB

t� &òFDUJWF�XJUI�XBUFSCPSOF�PS�TPMWFOU�DPBUJOHT

t� &OFSHZ�FóDJFOU�o�QFOOJFT�B�EBZ�UP�PQFSBUF

t� $PNQSFTTPS�GSFF�o�OP�NBJOUFOBODF

t�� 3PUBUFT���QPTJUJPOT���IPSJ[POUBM�PS�WFSUJDBM

t� 1PXFSGVM�����8�IBMPHFO�TIPSU�XBWF�

� öYUVSF�JT�JEFBM�GPS�TNBMM�TQPU�SFQBJST

t�� $BQBCMF�PG�DVSJOH�öMMFST�QSJNFST�QBJOU�

� BOE�QMBTUJD�SFQBJS�NBUFSJBMT

t�� *ODMVEFT�B����NJOVUF�UJNFS�UP�QSFWFOU�

� PWFS�CBLJOH�BOE�NJOJNJ[F�XBTUFE�FOFSHZ

t�� 1SPEVDU�GFBUVSFT�B�����FYUFOTJPO�BSN�

� GPS�øFYJCMF�QPTJUJPOJOH�PQUJPOT�PWFS�

� CVNQFS�TUBOET

t� 1PXFSGVM�����8�IBMPHFO�TIPSU�XBWF�

� öYUVSF�JT�JEFBM�GPS�TNBMM�TQPU�SFQBJST

t�� $BQBCMF�PG�DVSJOH�öMMFST�QSJNFST�QBJOU�

� BOE�QMBTUJD�SFQBJS�NBUFSJBMT

t�� *ODMVEFT�B����NJOVUF�UJNFS�UP�QSFWFOU�

� PWFS�CBLJOH�BOE�NJOJNJ[F�XBTUFE�FOFSHZ

t�� 1SPEVDU�GFBUVSFT�B�����FYUFOTJPO�BSN�

� GPS�øFYJCMF�QPTJUJPOJOH�PQUJPOT�PWFS�

� CVNQFS�TUBOET

t� ����8�FMFDUSJD�JOGSBSFE�CFJHF�IFBUFS

� QSPWJEFT�FòFDUJWF�TQPU�IFBUJOH�PWFS�

� B�XPSL�CFODI�PS�GPS�VTF�JO�TNBMM�BSFBT

t� $BO�CF�NPVOUFE�UP�B�XBMM�PS�DFJMJOH

� VTJOH�UIF�NPVOUJOH�CSBDLFUT�QSPWJEFE

t� *ODMVEFT�B��h�DPSE�GPS�FBTZ�JOTUBMMBUJPO

t� ����8�FMFDUSJD�JOGSBSFE�CFJHF�IFBUFS

� QSPWJEFT�FòFDUJWF�TQPU�IFBUJOH�PWFS�

� B�XPSL�CFODI�PS�GPS�VTF�JO�TNBMM�BSFBT

t� $BO�CF�NPVOUFE�UP�B�XBMM�PS�DFJMJOH

� VTJOH�UIF�NPVOUJOH�CSBDLFUT�QSPWJEFE

t� *ODMVEFT�B��h�DPSE�GPS�FBTZ�JOTUBMMBUJPO

their working life. They should be stored in an airtight con-

tainer when not in use.

Gloves
Though we most often think of gloves as those used with 

painting, various protective gloves guard technicians against 

a great number of problems. Work gloves protect us from 

cuts and scrapes, and now come with anti-vibration devices 

in the material. A technician who is approaching years of 

hard work with a DA can be saved from joint and ligament 

injuries with the use of good work gloves. Welding gloves 

protect from burns, and with the long cuff (gauntlet) they 

also protect us from sparks getting onto the skin. Heavy 

chemical resistant gloves protect us from paint chemicals 

when cleaning equipment, and nitrile gloves help when 

applying wax and grease removers on vehicles (FIG 5).

Hearing protection
This is one of the easiest PPE items to underrate, because 

hearing damage is cumulative. That is, even though the 

noise is not loud all at one time (such as from gunf re), 

even lower but persistent noise (such as the whirring of 

an air compressor) can, over time, do great damage to your 

hearing. The hearing loss also has such a slow onset that 

the damage is not noted until it is too late. Protective de-

vices range from simple ear plugs, which are placed in the 

ear canal to block the noise, to ear muffs. And the two can 

be used together if 

needed. 

So when should 

hearing protection be 

used? When you are 

standing at a normal 

distance from a co-

worker and you must 

raise your voice for 

them to hear you, then 

the noise level is haz-

ardous, and hearing 

protection should be 

used.

Paint suit
Paint suits should be 

worn for the protec-

tion of both the paint-

er and those he or she 

lives with. The paint-

er's suit (FIG 6) will 

protect the painter 

from paint chemicals 

when used, but will 

protect others as well 

after the painter f n-

ishes work. Suppose after painting all day a painter goes 

home and hugs his family members.  If the tech worked 

without a protective paint suit, all the chemical contami-

nant is transferred to them. But the painter who uses and 

then removes a paint suit doesn’t give the family “chemi-

cal hugs” when he comes home. Paint suits also protect 

the vehicle from dust or other problems that may be on the 

painter’s clothing when he or she enters the paint booth.

Protective clothing
Other PPEs such as steel-toed boots (FIG 7), welding shin 

and ankle guards (which guard against heavy steel hit-

ting skin and sparking), f re-retardant work uniforms and 

even pants without cuffs all help protect against sparks 

and spills. 

Personal protective equipment may be unglamorous to 

discuss and the training may seem boring. Some equipment 

can seem cumbersome and diff cult to use from time to time, 

and it might seem convenient to believe the threat to your 

body and health is not really so great. In fact, some of you 

may get away with 

no harm when PPEs 

are not used. But 

not using the proper 

PPE just once might 

also cause serious 

da m age,  wh ich 

could have been 

prevented, and sad-

ly, could lead to a 

life of disability and 

discomfort. 

6

7

ALFRED 
THOMAS
CONTRIBUTING 
EDITOR

Alfred Thomas is associate professor and department 
head of Collision Repair at Pennsylvania College of 
Technology. He spent 15 years in the collision industry 
as a technician and shop manager.

  E-mail Al at athomas902@hughes.net
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When people say, "They don't build cars like they used too," 

they have no idea how right they are. Cars today are light-

years ahead of where they were just a few years ago. It is 

no longer vehicles of the future we are discussing, but cur-

rent vehicles on the road today, and some are being repaired 

like nothing has changed. With major changes in vehicle 

construction, the industry will need to learn some advanced 

attachment methods and a new way of thinking. Let's take 

a look at some advanced attachment methods necessary 

for repair on vehicles that are on the road today. 

MIG brazing 
MIG brazing is used for many reasons, such as to make 

continuous weld joints on panels where warping or over-

heating heat-sensitive materials are a concern. MIG braz-

ing is also used to make slot welds when attaching heat-

sensitive materials, and where recommended in OEM repair 

information. Most of the MIG brazed joints are used to at-

tach a lower strength steel part to a higher strength steel 

part that is heat sensitive.

Another benef t of MIG brazing is that it is softer than steel, 

allowing it to be more easily shaped and f nished (FIG 1). 

The MIG brazing wire tensile strength is approximately 

275–350 MPa, but the MIG brazed joint may be stronger 

than that if done correctly, due to the thickness of the bead 

on the backside.

The f ller metal, which is usually silicon bronze, melts at 

a lower temperature than the steel base metal. (As a side 

note, MIG brazing cannot be used on aluminum panels be-

cause silicon bronze melts at a higher temperature than alu-

minum.) The molten f ller metal is drawn into the joint by 

capillary action. In order to have a successful repair when 

WITH MAJOR CHANGES IN VEHICLE CONSTRUCTION, 

THE COLLISION INDUSTRY NEEDS TO LEARN A NEW WAY OF THINKING

BY SCOTT VANHULLE  |  CONTRIBUTING EDITOR
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The most versatile prep station available today, the 
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and fl exibility, while maximizing your workspace and 

productivity.

This portable prep station provides a clean, enclosed 

area for prepping & limited high quality fi nishing 

anywhere in your shop —instantly.

• Certifi ed EPA 6H Compliant
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• No ventilation or air make-up
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•  Keeps the air in your shop 
Clean and Clear of overspray

Shop-Pro Equipment Inc.  | www.shop-pro.com  |  1-800-242-6870

THE MOBILE WORK STATION
®

ES515491_ABRN1114_049_FP.pgs  10.13.2014  23:52    ADV  blackyellowmagentacyan



        Our industry has taken another leap in the 
last 10 years, from lean concepts to now work-
ing with different alloy metals and education 
being the trends of today. Collision Specialists, 
Inc., (CSI) in Austin Minnesota has more than 
kept up to these trends and we took them to an-
other level. CSI has been ICAR gold for 10 years 
and has kept up with new equipment like the 
Infinity 3D laser measuring system designed 
and produced in Edina, MN.    
      In a world of accuracy and speed, Infinity 
stands above the rest as not only a measuring 
system but a tool that can be used in what we 
call the blueprinting portion of the shop. There 
is no question that the Infinity has ability’s that 
others lack, tested by myself side by side with 
other measuring tools for over two years, it is 
probably the most important tool in our facility. 
When we receive a vehicle, the first thing we 
do is a complete teardown and measure the 
vehicles that we think could have damage to 
the structure or the suspension of the vehicle, 
which we identify within a 15-30 minute setup 
of the Infinity  system. We may not get paid 
for all teardowns but we will not know until we 
measure and we must do this to make sure 
the vehicle will be going back to the customer 
in correct and safe order. The Infinity plays an 
important role in finding collision damage and 

helps us with our repair plan. We have spent 
too many years finding damage halfway or 
the end of the repair processes, which delay 
delivery times.
           The Infinity has lighted targets (12) 
which show red yellow and green lights that 
tell you if the designated location on the vehicle 
is in or out of specifications by as low as 1 
millimeter. These lighted targets are especially 
liked by adjusters and technicians as it is easy 
to understand how much damage a vehicle has, 
and when getting pulled on the frame rack, the 
technician does not have to get up and go to 
the monitor as he can watch the targets change 
color as he moves the vehicle into specs. The 
computer also produces colored printouts we 
can print or email to insurance companies. The 
Infinity is easy to set up as any length stem may 
be used to get the targets in range of the laser, 
it can tell what length stem is being used and 
calculates the height distance. Another feature 
of Infinity is that the vehicle does not have to 
be leveled as it calculates these tilted measure-
ments also. The laser may be placed anywhere 
around the vehicle which helps it to make 
contact with the targets. I bought a two post 
lift for blueprinting and teardown and the same 
vehicle may be set up on the frame rack as the 
Infinity is a mobile, wireless, workstation. 

            We have strived to make our collision 
facility repair processes fast and accurate and I 
can definitely say we could not do that without 
this Infinity system, the payback is not only 

monetary but the importance of getting an ex-
ceptional repair is the most important thing we 
need to concentrate on as a collision repair facil-
ity. At CSI we strive to make our clients number 
one with great cycle time and surpassed quality 
performance. The Infinity measuring system is 
fast and accurate. We depend on it every day. 
Shops need to measure in the beginning of the 
repair processes to better understand what they 
are about to repair, and Infinity does that. 

Randy Miller, President

Collision Specialist, Inc. 

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!   VISIT US AT SEMA BOOTH #11481

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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MIG brazing, capillary action is required 

for a strong joint. Capillary action is the 

process in which the molten f ller metal 

wicks or spreads out along the backside 

of the repair joint. The f ller metal then 

bonds to the base metal. 

When you make MIG braze joints, 

try using a manual stitch to control the 

heat affect zone (HAZ). This technique 

works well when using a GMA (MIG) 

welder that has silicon bronze wire in-

stead of steel wire. There are some ma-

chines that have a preprogrammed set-

ting for MIG brazing. These machines 

also have adjustments for electrode 

size, material thickness and electrode 

alloy. The goal on an open butt joint is 

to create a weld bead on the backside 

that is almost indistinguishable from 

the front side bead (FIG 2). 

The natural tendency when some-

one starts to MIG braze is to turn up 

the welder in order to get the bead to 

look the same as when GMA (MIG) 

welding. This is both unnecessary and 

detrimental to the repair joint. It will 

dramatically increase the HAZ, and 

still may not provide the proper amount 

of capillary action. 

Another critical part of MIG braz-

ing is to keep the proper root gap to 

ensure that the brazed joint is strong. 

If the root gap is too small, there will 

not be enough capillary action taking 

place. When the front side is ground 

down, the weld bead on the backside 

is the only thing that is providing 

strength to the repair joint.

Just like with GMA (MIG) welds, 

you must visually inspect and destruc-

tively test practice welds. When in-

specting practice welds, look for tearout 

around the brazed joint the same way 

as when testing GMA (MIG) welds. 

Another destructive test that should 

be done is the grind destructive test. 

To do the test, make a weld and grind 

the front side level with the surface. 

Then, destructively test the weld. This 

test will verify that the joint has suf-

f cient capillary action.

Aluminum welding
Next let’s take a look at aluminum GMA 

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

Multi 204
Double
Pulse

Prima software programs virtually 
eliminates training. Select program 
& set material thickness, then weld.

APPROVED
FORD, GM, HONDA, CHRYSLER, FIAT

Prima developed the software and programs for OEMS 9 years before Ford and others 
required in the US. Multi 204 includes 5554 1.2MM software & hardware.

MULTI 204 FORD PKG $6,975.00
MULTI 5 FORD PKG  $3,970.00
MULTI 190 FORD PKG $2,760.00

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

Limit downtime

Micro processor parts 
exchange programs for 
PRIMA equipment

Base as shown $1,895
18 software programs

Multi 5
Next  

Generation 
Multi-Torch

Multi 5
Multi 190
pulse & other 

software except 
double pulse

SEMA SALE
STARTS NOW

Prices subject 
to change

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

SEMA 
Booth
11481

PRIMA SRL INC WWW�PRIMAWELDS�COM�s�INFO PRIMAWELDS�COM
Sales 612-819-3820 or 239-255-0731

COMPARE AND  
YOU WILL SEE  
WHY TECHNICIANS  
SELECT PRIMA

1 3
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(MIG) welding. For some of the luxury 

vehicle repair facilities, welding alu-

minum is nothing new, but for many 

it is virtually an unknown. First thing 

that is needed is the right equipment. 

Most of the vehicle makers require a 

welder that is capable of welding in 

the pulse mode (FIG 3). (Check with 

each vehicle maker requirements for 

full details.) 

The next thing that will be needed 

is training and practice. Aluminum 

welding is far less forgiving than tra-

ditional steel welding. When aluminum 

welding, surface preparation is abso-

lutely critical to a successful weld. Alu-

minum, once exposed to air, almost 

instantly forms an aluminum oxide lay-

er. This non-conductive aluminum ox-

ide layer is extremely hard, has a higher 

melting temperature than aluminum, 

and will cause extremely bad welds 

due to porosity (FIG 4). 

If there are any def ciencies in weld-

ing technique, aluminum welding will 

show it in the form of a bad weld. This 

is where training and practice are go-

ing to be key. With steel GMA (MIG) 

welding, you can push or pull the weld 

puddle, and have some success with 

either method. But with aluminum you 

have to push the weld puddle. This will 

preheat the panel ahead of the weld, 

which will keep a stable arc and allow 

the shielding gas to protect the weld-

ing zone from outside contaminants.

Rivet bonding
The f nal attachment method we will 

look at is rivet bonding, with the main 

focus being self-piercing rivet (SPR) 

bonding. This again is not new to those 

that repair steel and aluminum luxury 

vehicles. But for the rest of the indus-

try, it is a new concept. The good news 

is with some new pieces of equipment, 

and some training, you will have what 

you need. With rivet bonding, there 

are some similarities to squeeze-type 

resistance spot weld (STRSW) bond-

ing that will be familiar. Continue read-

ing at ABRN.com/ICARjoining. 

Push Method

SCOTT VANHULLE
CONTRIBUTING 
EDITOR

Scott VanHulle is the Industry Technical Support 
Coordinator for I-CAR, the Inter-Industry Conference 
on Auto Collision Repair, a not-for-profi t training 
organization focused on education, knowledge and 
solutions for the collision repair industry.

  E-mail Scott at Scott.VanHulle@i-car.com
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Both of These Products are Available Exclusively through Rotunda. Order Yours Today!!

Henrob Mark V RivLite™ SPR Repair Kit  380-10192-006

DESCRIPTION:

To prevent cross contamination, each set of aluminum and steel 

working tools must be kept separate and never be interchanged 

with each other. The Rotunda Dedicated Aluminum Specific 

Hand Tool Kit was developed directly with Ford Paint & Body 

Repair Engineering and includes all the hand tools required to get 

your body shop ready to work on aluminum vehicles. 

FEATURES:

•    Includes 62 professional grade collision repair hand tools  
(To see the full list of tools, go to www.OneRotunda.com)

•    Professional-Grade Full Drawer Service Cart with 6 Drawers and 
1 Lockable Top Bin

•    Full-Extension Roller Bearing Drawer Slides

•    5” x 2” Heavy-Duty Casters - 2 Locking, 2 Non-Locking

These aluminum repair tools and more are available to all Ford and Lincoln dealers  

and all independent repair facilities at  

www.onerotunda.com or 1-800-ROTUNDA – select Option 2

Item may not be exactly as pictured.

Offers unique tape-fed rivets supplied in cassette format –  
does not require manual insertion of individual rivets!

PRIMARY USE & FEATURES:

•    Factory and in-òeld HENROB rivet removal and installation

•    Rotating c-frame for joint access convenience

•    Accepts HENROB belt-collated self-piercing rivets (SPRs), which 
feed through the nose of the tool with a c-frame that rotates 360°

•    Can set HENROB rivet lengths from 5mm through 11mm

•    Complete kit contains battery charger, die set, shoulder strap, 
removal and insertion tooling

•    Automatic retract once set force is obtained

SPECIFICATIONS:

•    Actuation method  ...........................................................Electrohydraulic

•    Adjustable setting force  ................................................20kN to 50kN

•    C-frame throat depth  ....................................................50mm

•    Motor voltage  ...................................................................18 VDC

•    Weight  ................................................................................7.2kg (15.8 lbs)

•    Electrical service required (for battery charger)  ...115VAC, 60/50Hz

•    Usage between battery charges  .................................~200 rivets

•    Battery charging time  ....................................................22 minutes

Dedicated Aluminum Specific Hand Tool Kit  300-F150COLLKIT

Are You Ready and Equipped for Aluminum Repairs?

© Henrob Corp.

While all of the information contained in this document is correct to the best of our knowledge, HENREB reserves the right to make technical improvements and changes to speciòcations  
without notice. This document supercedes all previous versions.
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A DRIVER
just wants a smooth ride, and you see 

wires to the shocks and struts and won-

der if the problem is electrical or me-

chanical. You might even wonder how it even works for that 

matter. Then there’s the service manual acronym alphabet 

soup. There is CVRSS (GM’s Continuously Variable Road 

Sensing Suspension), KDSS (Toyota/Lexus Kinetic Dynamic 

Suspension System), BMW EDC (Electronic Damper Control), 

VW DCC (Dynamic Chassis Control) and on and on. How do 

they work? Are there really that many systems to master? 

What goes wrong when they fail? 

Aside from air ride systems and electronically controlled 

sway bar equipped vehicles, if we keep our discussion to 

only electronically controlled shocks and struts, the systems 

really fall into three basic categories:

1. Manually Selectable Suspension

2. Semi Adaptive Suspension

3. Fully Adaptive Suspension

Suspension review 
Before getting too deep, let’s review suspensions in gen-

eral. Suspension system springs must compress and re-

bound with bumps and holes in the road surface. The soft-

ness or f rmness of a spring is spring rate. Shock absorbers 

return the suspension to its natural position quickly and 

smoothly. Not only do shock absorbers control the compres-

sion of the spring, but the rebound as well. 

Shock absorbers dampen the movement of springs by 

using f uid or gas forced through holes in the shock absorb-

er’s piston. The size of the holes determines the damping 

effect of the shock. As the shock absorber compresses, a 

piston inside moves through oil or hydraulic f uid. Because 

energy never goes away, it only changes states, the me-

chanical energy of the spring oscillations is turned into heat 

energy to give you that 1 ½ compression/rebound cycle 

you’re familiar with when you move each corner of the ve-

hicle up and down and then step back to watch the shock’s 

dampening performance. 

Electronics and high-speed 
actuators allow suspensions to 
adjust to any condition the driver 
encounters. Here’s how they 
work – and how to fix them! 

BY DAVE HOBBS  |  CONTRIBUTING EDITOR

Electronic 

ride control

powered by

Electronically controlled versions of suspension 

dampers come in many forms, including air 

leveling shocks and struts.
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It’s no secret that your current paint system was  designed in a

lab to work great at 75 degrees with 35% humidity but the re-

ality is many shops never get close to 75 degrees in the winter.

SPI’s Polar Accelerator is the answer to a lot of cold shop’s

problems in the winter.  Use Polar Accelerator at a rate of  

1-4oz per mixed quart in ANY 2K primer, clear or single stage

paint.   Being a non-acid product say goodbye to the brittle-

ness, solvent popping and dieback problems associated with

acid accelerators.  Many shops even choose to pre-accelerate

their entire new gallons of 2K primer as they buy them.

$37/quart with FREE shipping

Turbo Primer is a collision shop favorite in part because it can

be sanded in 30-45 minutes @ 60-70 degrees.  Turbo Primer is

a sealer grade 2K primer that can be mixed 4:1 for high build-

ing or 4:1:1 for typical building properties.  Of course our Polar

Accelerator can still be added to speed up the sanding time if

needed.  Available in Black,

White and Gray.  A 5 quart

‘kit’ is on SALE for $131 with

FREE activator and FREE

shipping. 

Brand New and. . .

MADE for 
theCOLD

706-781-2220   www.southernpolyurethanes.com

Follow Us On Facebookspiuserforums.com 
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On the subject of testing shocks/

dampers on the vehicle, there is now 

an app for that. Google “I-Suspend,” 

and for 99 cents you can download an 

app that has you lay the phone on the 

passenger f oorboard, drive the vehicle 

and then accelerate and brake as in-

structed. The app records the spring 

oscillations via the GPS/shock sensor 

internal to the phone. The data is then 

recorded to help you determine if your 

customer’s ride needs new dampers. 

Springs and shocks are matched to 

vehicle weight. Sometimes they are 

chosen to correspond with the weight 

of optional equipment added to indi-

vidual vehicles as they are built. This 

is referred to as a tuned suspension. 

Because the lines of differentiation have 

blurred in the last few years between 

shocks and struts, we’ll just refer to 

their generic term of damper. 

Some of today’s suspension sys-

tems include electronically controlled 

dampers that can produce a soft, me-

dium or f rm ride. The ride and han-

dling of the car can be changed for 

different road conditions or to suit in-

dividual driver preferences. 

Manually selectable suspension 
A set of dampers with electronic sole-

noids are activated by a module that 

responds to a manual switch. On per-

formance cars, this switch may read 

“Sport,” “Sport +,” “Normal” or “Com-

fort,” as on BMW’s EDC. On GM trucks, 

this switch might be titled “Ride Con-

trol/Firm,” which gives a stiffer ride to 

reduce the bouncing movement that of-

ten occurs as the bump-induced changes 

in pitch from the trailer is coupled to the 

rear suspension of the tow vehicle. This 

is especially prevalent when towing 

without a weight distributing hitch. 

Don’t confuse this switch with one  

marked “Tow/Haul,” which is for modi-

fying the transmission shift character-

istic to complement the greater load on 

the tow vehicle. 

Semi-adaptive suspension 
The major components of an electroni-

cally controlled semi-adaptive suspen-

sion system include:

Regardless of the nature 

of electronic control or air 

leveling, most dampers today 

have high pressure nitrogen 

gas to prevent the oil from 

foaming during extreme use. 

Heed the warning label.
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Electronically controlled 

shocks and struts will have the 

usual components such as a 

piston, valving, oil and nitrogen 

gas, along with a solenoid 

connection for changing the 

damping rate on the fl y.

Tab-It with StudLever  

shown pulling glue tab

Combo Kit 
#
20014C Includes both StudLever & Tab-It

Part#20014

Part#20013

™

Glue Tab Kit for Steck StudLever

s Accurate controlled pulls every time

s Grips studs (pull pins) quickly & easily

s Black pivoting base helps compress 
crown as dent is pulled

Attn: PDR  Now you can 

quickly pull glue tabs with 

the STECK StudLever™

UæFAST!   UæACCURATE   UæEASY!!
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Some things

just feel right.

You know the feeling. It’s like second nature. 

 You put them on and go. There’s no guesswork.

It’s sort of the same thing with our Pro-Spray 

H2O Waterborne Basecoat. It’s revolutionizing 

the industry with an ease-of-use that feels right 

at home, with all the benefts: pure, beautiful 

high-opacity colors, amazing color match, 

seamless blends, extensive formulas and value 

that brings a smile to your face.

It’s proof that compliance can be rewarding for 

the environment and your bottom line. And 

that’s something we can all feel good about.

This bottle of wonder is a premium automotive waterborne 

paint system and has been engineered to exceed expectations. 

Just ask our competition.

P R O S P R A Y F I N I S H E S . C O M A Quest Automotive Brand

Serious color. Smart Business.™
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Collision Repair 
    Equipment

      

Combination

Tool Package

Visit

      Optional
   Accessories

 Vice Full Frame

Holding System

American

 M u s c l e

Rack Length: 22 foot

Rack Width: 92 inches

Tower Height: 6 foot

Pulling Power: 10 Tons

Chains: 1/2" x 14'

Tilt Lift Capacity: 12,000 lbs

Hydraulics: Air or Electric

   MADE IN THE USA

Call
Today

• Body position sensors

• Steering position sensors

• Body acceleration sensors

• Suspension component accelera-

tion sensors (active suspensions)

• Vehicle speed sensors

• Controlled dampers/suspension 

actuators

• Electronic control module

Keep in mind that varying the damp-

ing rate of a vehicle can reduce not only 

the too harsh or too soft complaint on 

varying road surfaces, but also can ad-

dress the excessive amount of lift on 

the front end of the vehicle when accel-

erating, front end dive when braking 

and side-to-side roll when cornering. 

Systems as early as the 1990s in-

cluded inputs from the PCM to tip off 

the electronic suspension control mod-

ule was going to need to apply a greater 

duty cycle to the dampers in order to re-

duce lift from acceleration. Your custom-

er’s foot on the accelerator (cable oper-

ated or throttle by wire) results in a TPS 

rate of change long before the engine 

speeds up and applies torque to the 

wheels via the transmission. 

Going to the faster CAN data buses 

a few years ago helped to accelerate 

the sharing of information between 

systems all the more. The same is true 

with applying the brake pedal, espe-

cially if the vehicle has an advanced 

braking system that looks at the rate 

of brake pedal apply as opposed to a 

simple discreet brake switch input. 

This input to the suspension module 

helps it to prevent dive from braking. 

For stability control and/or vehicles 

equipped with variable effort steering, 

the steering angle sensor is also given 

double duty as an input to the suspen-

sion module. As the driver gives a more 

sudden input to the steering wheel, the 

vehicle will tend to roll as it begins to 

turn. This can be compensated for with 

variable damping. Lateral and yaw sen-

sors almost round out the inputs to the 

suspension module on vehicles 

equipped with stability control sys-

tems. I say almost round out because 

the most important sensors inputting 

to the suspension module would be the 

body position sensors. 

MagneRide dampers use a 
solenoid to control a magnetic 
fi eld to change the alignment 
of iron particles suspended in 
oil. This causes the damper to 
vary progressively as the fi eld 
is changed.
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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
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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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Road texture detection 

Any electronically controlled suspension system must be 

able to detect the road surface in order to determine if the 

damper calibration needs to change in order to maintain a 

smooth and controlled ride. This is accomplished through 

one of two methods: Direct and Non-Direct Sensing. 

Some TPMS systems, as well as some ride control sys-

tems, rely on the ABS wheel speed sensor to determine tire 

circumference via wheel speed variations. For example, when 

three out of four wheel speed sensors are reading 30 mph 

and the fourth wheel speed sensor is reading 30.5 mph, the 

natural assumption is that the fourth tire is either the wrong 

size (mismatched tires) or low on tire pressure. A tire that 

is low on air will lower in circumference, therefore spinning 

faster than the others. 

If this goes on for a sustained period of time, a passive 

TPMS system can light a low pressure tire telltale on the 

IPC. This was a fairly common method of low tire pressure 

detection until the TPMS mandate of 2007, which required 

pressure sensors mounted in each wheel. If that fourth wheel 

speed sensor, however, had trends of slight sudden accel-

eration and deceleration, that would indicate the tire drop-

ping into a hole (expanding/changing speed) followed by 

the return of all the weight onto that tire as it hit the bot-

tom of a hole (compressing/changing speed), the ABS mod-

ule detect a rough road. 

There is a DPID on most scan tools for this bit of data. It 

not only is an indication of how rough your ride will be, but 

also is data for the PCM/ECM to determine the need for 

modifying it’s algorithm for misf re detection. Unless the 

vehicle has an automatic transmission with an unlocked 

torque converter clutch, there is a physical connection be-

tween the drive wheels and the crankshaft. This means 

Wheel Speed Sensor (WSS) variations equal crankshaft sen-

sor variations on the drive wheels, which can result in false 

misf re DTCs if the rough road is not accounted for. 

WSS variations that point to rough road surfaces are also 

This 2011 Cadillac STS Electronic Ride Control 
schematic shows the 4 damper solenoid (outputs) 
and 4 body position sensors (inputs) to the module. 
All other inputs are sent via the CAN data bus.

IM
A

G
E

: 
G

E
N

E
R

A
L
 M

O
T

O
R

S

ES516764_ABRN1114_061.pgs  10.16.2014  23:56    ADV  blackyellowmagentacyan



62  NOVEMBER 2014  ABRN.COM

MECHANICAL

now calculated by more sophisticated 

software in the ABS module to prevent 

activation on rough roads. Active (Hall 

Style) WSS in recent years have helped 

this technology tremendously. This 

rough road virtual sensor in the form 

of WSS variations also can be used in 

the non-direct versions of electronic 

ride control systems. GM’s Body Damp-

ing Control (BDC) used in midsized ve-

hicles a few years ago was one such 

non-direct sensing electronic ride con-

trol system. If you drove on rough roads, 

the ABS module detected irregular WSS 

variations and passed that data on to 

the suspension electronic control mod-

ule, which then electronically changed 

the damper stiffness at each wheel to 

compensate for the rougher road sur-

face. This compression/expansion of 

the tire on a rough road and the related 

exchange of information takes time — 

about 30 mS to be precise. 

For this reason, most manufacturers 

have opted to spend more money and 

drop a suspension to frame sensor at 

each of the vehicle’s four corners. These 

sensors, sometimes called Body Posi-

tion Sensors, typically utilize a rod on a 

pivot between the sensor arm and a 

suspension control arm or other moving 

component of the suspension. As the 

vehicle runs over smooth surfaces or 

bumpy surfaces, the signature analog 

signal from each sensor is monitored by 

the electronic ride control module. 

MagneRide 
MagneRide has been around since the 

late 1990s. Used in non-automotive vi-

bration reducing applications such as 

washing machines, this innovative liq-

uid is a Magneto-rheological f uid con-

taining oil and somewhere between 20 

and 40 percent tiny iron particles. These 

iron particles are between three to 10 

microns, smaller than the thickness of 

a human hair. When the f uid is not ex-

posed to a magnetic f eld, the particles 

are in disarray. Used in a suspension 

damper, it provides a good resistance to 

coil oscillations for rough road condi-

tions. Exposing the f uid chamber to a 

magnetic f eld (via an electrically charged 

coil) causes the iron particles to line up 

like soldiers in formation changing the 

shear stress of the liquid. 

Simply put, this alignment reduces 

the resistance of the f uid as it is pushed 

by the piston in the damper’s cylinder. 

Creating a variable duty cycle gives you 

a range of damper stiffness with less 

than 10 mS for the transitions. Because 

there is no movement of a valve into the 

solenoid, as is the case with non-MR 

electronically controlled dampers, this 

makes for a very quiet and controlled 

ride. GM was the f rst to use the tech-

nology developed in house by their chas-

When diagnosing the Body 
Position Sensors, remove the 
linkage at one end and sweep 
with your voltmeter (key on) 
or scope just like you would 
a TPS looking for the classic 
potentiometer drop out. Min/
Max should be used when a 
voltmeter is utilized to catch 
those intermittents. 

One of the most common 
failures in electronic ride 
control is the body/suspension 
sensor. This Cadillac Escalade 
uses a snap-on sensor link that 
can be dislodged by large ice 
chunks when driving in winter.
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ABRN Shines a Light on the Future of Automo

Innovation.

Chicago 
Fast Fact:

Indiana, Illinois, 

Michigan and 

Wisconsin are 

all visible from

the top of the 

Willis Tower in 

downtown Chicago.
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motive Collision Repair 

Inspiration.

Education.

For more information and to register visit automechanikachicago.com

Introducing the Largest U.S. Trade

Show and Training Event for Shop

Owners and Technicians

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

– The Latest Products

– Cutting Edge Training

– All Under One Roof

For more information and to register visit automechanikachicago.com
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sis division that later became part of Delphi corporation. The 

f rst application was seen on the 1997 Cadillac’s as standard 

equipment. MR ride control systems are still in use by some 

new GM applications as well as other OEMs. Porsche and 

others use the technology in their engine mounts as well.

Fully active suspension
Care must be taken to fully understand the difference with 

these systems. Any system that is not fully active reacts 

to road forces by responding with resistance. Fully active 

suspension systems have been attempted in production 

vehicles for many years by numerous manufacturers. The 

volume has been historically low and the lifetime of the 

systems short due to system costs and problems.

Compared to conventional electronically controlled 

manual or semi-active systems, fully active suspension has 

a much greater degree of complexity. Take Mercedes ABC 

– Active Body Control — system as an example. In addi-

tion to body position movement inputs from the stability 

control system yaw/lateral sensors and lift/dive inputs from 

the PCM/ABS module, the Mercedes ABC incorporates a 

complex active cylinder inside the strut assembly. A sen-

sor in each cylinder monitors its exact position. A high 

pressure hydraulic pump allows for proactive (rather than 

reactive) f uid pressure/discharge to take place to counter 

the forces on the spring/damper from the road. The ride is 

more luxurious and sporty at the same time. With a high 

pressure system and not one but two electronic modules 

working the system, complexity extends to the service bay 

in the highest degree.

Service issues
A damper is a damper, whether in the form of a shock or 

strut and whether coupled with the spring or outside the 

spring. Therefore the same woes of age and abuse apply. 

Visual inspection still is in order after a road test/corner 

bounce test. If there are any signs of f uid leaks around the 

damper, physical damage to the damper body, worn or bro-

ken mounts/bushings, cupped tire wear or wiring harness/

connector damage you are ready to sell some dampers. 

On the road, test for any unusual shaking, poor steering 

response, stiffness or noises when steering, excess dive 

from braking, swaying or leaning into curves and of course 

When it comes to Body & Fender Tools, 

ÒManufacturing Quality Hand Tools Since 1917Ó

• Complete Line of 

Body & Fender Tools

• Hammers, Dollies, 

Spoons & Picks

• Wood and Fiberglass 

Handles

• Made from            

USA Grade Steel

• Complete Line of 

Industrial Grade      

Hand Tools

See 
  For Yourself 

at SEM
A#10741

MADE IN USA MADE IN USA

Originally published in 1931

Diagnosing an electronic ride control suspension 

system includes a thorough TSB check AND check 

of module calibration updates. It is not all that 

uncommon, especially with GM as pictured above, 

for there to be no TSBs to accompany a calibration 

update that addresses a service problem.

MAGNA PRODUCTS
FILTRATION SYSTEMS

OPTIMA SPRAY EQUIPMENT

From Pulling to Painting

800.227.2822
www.motorguard.com

800.227.2822
www.motorguard.com
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LOOKING FOR
ALUMINUM

SOLUTIONS?

FACILITY LAYOUT

CONTAMINATION

 CONTAINMENT

DUST EXTRACTION

FUME EXTRACTION

CLEAN ROOMS

RIVETERS

HAND TOOLS

WELDERS

WHAT’S
ON YOUR LIST?

SPANESI
HAS IT ALL!

SPANESI AMERICAS INC.
Tel: 1.224.SPANESI (772.6374)

Photos, Information and Friends @

www.spanesi.com
sales@spanesi-americas.com

the classic overly bouncing nature re-

sembling the clown car in the circus. 

Electronically controlled dampers might 

exhibit excessive noise while adjust-

ing damping rates on the f y. This often 

is the sign of the electronic damper 

needing replaced. 

Damper solenoids can go open or 

short out like any other solenoid, so an 

ohms check and/or current draw check 

would be appropriate, along with a volt-

age drop test of the harness. However, 

you should (as always) f rst search for 

TSBs related to your suspension symp-

tom. Considering the price of an elec-

tronic damper compared to a manual 

one, it would be well worth your effort. 

There might even be a software update 

for the suspension control module. 

If the vehicle is a GM product, al-

ways go the extra step (with any mod-

ule) to Google “GM CAL ID” and enter 

the VIN number into the appropriate 

f eld in that website’s f rst page. As 

your progress through the pages of this 

website (no subscription required), you 

will f nd an electronic suspension mod-

ule if the vehicle is equipped with such 

a system. As you select that module 

from the list of programmable modules, 

you’ll see if there is a calibration up-

date. The reason for the update almost 

always is listed. If the listed reason 

matches your vehicle’s ride symptoms, 

you then either program that module 

with a factory scan tool or universal 

J2534 or sublet that job out to someone 

who is already into the module pro-

gramming game. 

Recently I had a dealer friend with 

a customer complaint of a high pitch 

noise while driving on rough roads. The 

tech also noticed the lift from accelera-

tion seemed a bit much for this car. (2011 

Cadillac STS) The search for TSBs didn’t 

turn up anything exciting so he entered 

the customer’s VIN into the GM CAL 

ID website and discovered a calibration 

update to f x a high pitched noise from 

the electronic ride control system and 

“power hop at launch.” Needless to say, 

the tech f xed the car with a quick re-

f ash and not a new set of struts! 

Body positioning sensors
These are the weak links to these sys-

tems, as most readers already know. 

They are basically potentiometers (like 

TPS sensors) in a harsh environment 

with fragile linkages and mounts. If 

there is any single most likely cause 

of a DTC or other ride control complaint 

on one of these systems, it would be 

these sensors. Also, in the harsh en-

vironment of the under carriage are 

the damper connectors, which can be-

come disconnected, damaged or ex-

perience corrosion.

Communications/other systems
Outside of the dampers having prob-

lems, broken body position sensors/

hardware, the occasional module hard-

ware/software issues and the usual 

“Read the DTC, follow the chart” al-

ways look at issues that pertain to the 

other systems that share info with the 

suspension control module. Examples 

being the PCM, ABS, Variable Effort 

Steering, etc. Not only would the sen-

sors themselves be possible suspects 

in the ride control diagnostic equation, 

but the primary modules they would 

report into would as well. This means 

taking a serious look at all other non-

electronic suspension system DTCs 

including those U-Codes for communi-

cations issues. 

Today’s ride control system is 

heavily reliant on information from 

other systems. That means before 

you even set the rack and start zap-

ping that impact wrench on the shock 

mounts on a vehicle equipped with 

electronic ride control, connect an OE 

level or factory scan tool to the DLC 

and give the total vehicle a thorough 

DTC check. A little high tech checkup 

may go a long way toward keeping 

your suspension diagnostics riding 

along smoothly! 

DAVE HOBBS
CONTRIBUTING 
EDITOR

Dave Hobbs is a fi eld trainer and training product developer 
for Delphi Product & Service Solutions. He holds ASE CMAT/
L1 and EPA 609 certifi cations and is an experienced hybrid 
instructor. Dave has been featured as an instructor in more 
than 15 automotive training videos.

  Email Dave at david.a.hobbs@delphi.com
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At DeBeer, color is at the heart of everything we do. It’s what inspired us to create our 

advanced line of automotive coatings, and what motivates us to keep moving color 

technology forward. Like the bear on our label, DeBeer is always moving ahead so 

we can offer you the ultimate in automotive coatings.

Where value meets technology.

Driving coating technology  
into the future.

de-beer.com

P.O. Box 1461    Minneapolis, MN 55440    PH: 1.800.845.2500 

refinishinfo@valspar.com    valsparauto.com

ES517013_ABRN1114_069_FP.pgs  10.17.2014  19:48    ADV  blackyellowmagentacyan



70  NOVEMBER 2014  ABRN.COM

CAR-O-LINER

DENT PULLER

Car-O-Liner’s QP-1 Dent Puller 
is a portable spotter that fea-
tures a high frequency inverter 
for rapid welding and pulling, 
thereby reducing repair times. Ideal for pulling out dents on steel 
body panels, the dent puller is compact — perfect for providing 
shops with mobility during light repairs. It contains a built-in ground 
rod with automatic contact, and requires a minimum paint removal 
area of 20mm in diameter, smaller than a quarter. 

www.car-o-liner.com

(800) 521-9696

GFS

GRATE LIFTING TOOL

The Global Finishing 
Solutions Grate Lifting Tool 
is designed to assist you in 
raising exhaust pit grates 
when filters need replac-
ing. Made from heavy-duty 
metal, this tool allows you 
to lift and maneuver heavy 
grates without straining 
your back or pinching your fingers in between grates. 

www.globalfinishing.com

(877) 658-7900

COLLISION PRODUCTS GUIDE

BLOWTHERM USA

SPRAY BOOTH

The Extra spray booth from Blowtherm 
is our best in class aimed at the most 
demanding spray booth operator. Its long 
life cycle is due to exceptional engineering 
and quality construction. Features include 
direct drive twin turbo fans, inverted direct 
fired burner, post and burner filtration, parts hangars and low deci-
bel ratings. The booth provides energy savings, increased produc-
tivity, environmental impact and lower cost of ownership.

www.blowtherm-usa.com

(855) 463-9872

PRO SPOT

ALUMINUM WELD 

STATION

Pro Spot’s newest design of the 
Mobile Weld Station, Kit 3, will satisfy 
all your aluminum repair needs. The 
MWS-AL-K3 includes the Aluminum 
Weld Station with an SP-1 Pulse MIG 
Welder, PR-111 Inverter Plasma Cutter, 
and a built-in Fume Extractor. There is 
also an additional add-on option PR-5 
Self-Piercing Riveter. 

www.prospot.com

(877) PRO-SPOT

PRO SPOT

SPOT WELDER

Pro Spot’s i5 SMART Spot Welder fea-
tures a medium frequency trans-gun 
capable of delivering over 13,000A with 
over 1,000 lbs (450dAN) of squeeze 
pressure. The i5 is designed to handle 
all new ultra high strength steels includ-
ing Boron. The operator can choose 
between two different modes AUTO 
and MANUAL for the two-sided spot welding. 

www.prospot.com

(877) PRO-SPOT

DIAMOND STANDARD 

CERTIFIED PARTS

Diamond Standard 
Brand Parts Group 
supplies over 2,500 
applications of high 
quality, fully tested and 
multi-certified parts for the crash repair industry. Listed in all esti-
mating databases with the trademarked suffix of DS, DSN or DSC, 
the customer can easily stop substitution of low-end parts on their 
parts order.

www.diamondstandardparts.com

(877) 398-5756

SEM PRODUCTS

SEAM SEALER

SEM now offers a high perfor-
mance, modified silane polymer 
(MSP) 1K Sprayable Seam Sealer 
in four OEM colors. With SEM’s 
new sprayable seam sealers and 
applicator 29442, body technicians 
are equipped to duplicate OEM 
textured seams on floor pans and 
trunk sections. 

www.semproducts.com/1k-spray

(866) 327-7829

CCC INFORMATION SERVICES

ONLINE SHOP RESOURCE

Carwise is an online resource by CCC 
Information Services to help customers 
find and learn about your shop, read real 
reviews and check repair status. And it’s 
free for CCC ONE users! You can also link 
your shop’s website directly to Carwise. 
Add a plug-in to your website and allow 
customers to view reviews and shop information without leaving 
your site. 

ccc.cccis.com/carwise-plugins

(877) 208-6155
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CCC ONE’s integrated 

management system is fantastic— 

we should have switched  

       years ago.

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

Jon Parmentier 

I-70 Auto Body and Certified Collision Center 

Wentzville, MO

ccc-one.com/touch
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AXALTA COATING SYSTEMS

LOW VOC BASECOAT

Waterborne is not your only option to go low 
VOC. Check out Cromax Mosaic, Axalta’s 
new fully collision capable low VOC solvent 
borne basecoat! Cromax Mosaic sprays, 
blends and provides outstanding color 
match like the traditional solvent basecoats 
you’re currently using. If you’re looking for an 
easy transition to low VOC with no major investment and minimal 
training, go Cromax Mosaic!

www.cromax.us

(855) 547-1461

PRIMA SRL

WELDERS

Prima SRL has introduced the next genera-
tion Multi Applications 5-in-1 welders for 
aluminum pulse MIG, MAG, TIG, MMA and 
FLUX welding. These welders not only reduce 
set-up time and improve the weld quality, but 
they do so at a substantially reduced cost 
with upgrade capabilities to meet the chang-
ing needs of the 21st Century vehicle. Prima 
Multi 190 is priced under $3,000, while the 
Prima Multi 5  is priced under $4,000.

www.primawelds.com

(612) 819-3820

COLLISION PRODUCTS GUIDE

SHERWIN-WILLIAMS

CUSTOM COLOR PROGRAM

The Rod & Restoration Custom 
Color Program is perfect for body 
shops looking to take on specialty 
restoration work. Made from opti-
cally enhanced automotive paints 
containing special combinations of highly reflective additives, the 
200 new Rod & Restoration custom color program offers stunning, 
radical, multi-dimensional finishes that are color shifting, iridescent, 
illuminating and shimmering in their texture.  

www.sherwin-automotive.com

(800) SWULTRA

MATRIX SYSTEM

DIRECT-TO-METAL SEALER

MP-210 Direct-to-Metal Sealer is a premium 
“Coast to Coast” compliant DTM sealer 
offering smooth application over a wide 
range of conditions. This product provides 
tenacious adhesion, excellent durability, 
ease of sanding, corrosion resistance and can be used directly on 
almost any substrate. MP-210 DTM Sealer is designed for use over 
any of Matrix System’s solvent basecoats. It features great color 
holdout and inter coat adhesion, sprays smooth and sands easy, 
and provides productive dry times. 

www.matrixsystem.com

(800) 735-0303

MARTIN SENOUR

REFINISH SYSTEM

The PRO//BASE™ Refinish System 
from Martin Senour® is a compli-
ant, consistent and complete sys-
tem that fulfills a unique position 
in the market. Suitable for blend-
able spot repairs, PRO//BASE is ideal for the medium-volume end 
user who does not require the fast cycle times of premium-priced 
systems, but still demands a better quality system than most value-
priced systems can offer. 

www.martinsenour-autopaint.com

(800) 526-6704 

PRO-SPRAY 

CLEARCOAT

Now available from Pro-Spray Automotive 
Finishes is a new hyper fast and versatile 
clearcoat - PSC-4500™ Hyper Clearcoat.  
This clearcoat is a high-solids power 
house that amps productivity and can 
be mixed to meet National Rule or low VOC compliance. PSC-4500 
turns jobs around faster with amazing application, fast out-of-dust 
times and quick assembly. This premium European technology deliv-
ers a durable, beautiful finish.

www.prosprayfinishes.com

(800) 776-0933

BASF

PAINT SYSTEM

The Onyx HD paint system is designed for 
highly productive body shops that seek 
eco-friendly options. Onyx HD is available in 
both waterborne and solventborne versions 
to meet the needs of the modern collision 
center. Onyx HD uses the BASF ColorMax 
System, one of the fastest and most accurate 
color matching tools in the industry, and both Onyx HD systems 
include a BASF Lifetime Warranty. 

www.basfrefinish.com/onyx

(800) 758-2273

BASF

STREAMLINED CLEARS

Glasurit® is committed to innovation that 
results in unparalleled depth and gloss. Our 
revolutionary 923-460 Multi-Purpose Gloss 
Clear and 923-140 Rapid Repair No-Bake Clear 
give you a clearcoat system to perform any size repair. Glasurit also 
offers Low VOC options with the 923-220 Low VOC Multi-Purpose 
Gloss Clear and the 923-240 Low VOC Rapid Repair Clear. Rest 
assured that our clears are fully approved for warranty and meet or 
exceed OEM standards.

www.basfrefinish.com/glasurit

(800) 758-2273
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Some painters call it a miracle 

worker. Some accountants call  

it a windfall. We call it compliance 

without complication. That’s 

why, from small independent 

shops to large MSOs, painters 

across the nation are converting 

from waterborne to Matrix MPB-LV Premium Low 

VOC Basecoat – the solution that delivers expert 

color match, faster coverage, warranty protection, 

significant savings and less headaches. With zero 

equipment upgrade costs, MPB-LV effortlessly 

transitions your current brand into a green brand.

Ready to make your painter smile?  
Contact Matrix at 800.735.0303 to set up a demo.

800.735.0303  I  www.matrixsystem.com

©2014 Matrix System Automotive – A Quest Automotive Brand

I ALMoSt CoNVERtED to WAtERBoRNE

 UNTIL  
MATRIX 
SYSTEM  
SHOWED ME THAT I DON’T HAVE  

to CHooSE  
BETWEEN QUALITY AND THE  

 ENVIRONMENT
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COLLISION PRODUCTS GUIDE

AXALTA

PRIMER, SURFACER
Axalta Coating Systems launches 
Cromax® LE3130S™ UV Primer-Surfacer 
and the new Axalta handheld UV lamps - 
large and mini. The Primer-Surfacer cures 
in just seconds. The handheld UV lamps 
cure the Cromax UV technology products 
in a matter of seconds and provide flex-
ibility to cure at multiple angles.  

www.cromax.us

(855) 547-1461

BREWER AUTOMOTIVE EQUIPMENT

WELDING PLIERS
Brewer Automotive Equipment 
has teamed up with AMS. 
Eclipse™ by AMS features 
their patented Auto-Cal com-
bined with the only dual axis 
level compensation for both 
vehicle and scanner yielding 
unparalleled accuracy. Eclipse™ Fast Track Reporting customizes 
your 3D screen shots, photos and more for email options in five 
minutes. Brewer’s Auto Body Flat Rack collapses to a remarkable 
3 inches. With 360° pulling and optional second tower, it is ideal for 
most jobs while saving you space.    

www.autobodybuddy.com

(800) 766-9891

PPG

PERFORMANCE CLEARCOAT
Designed with new resin technology to pro-
vide superior gloss retention for waterborne 
basecoats, EC530 En-V Performance Clearcoat 
is the low-VOC, high-quality solution for col-
lision centers spraying ENVIROBASE® High 
Performance basecoat. En-V Performance 
Clearcoat uses a traditional two-coat application 
process. As a versatile production clear with a reduced bake cycle 
and air dry capability, EC530 provides enhanced efficiency.   

us.ppgrefinish.com/EC530

(800) 647-6050

VOXX ELECTRONICS

COLLISION WARNING 

SYSTEMS
VOXX Electronics Corp introduces the 
LDWS100, an in-vehicle solution that 
recognizes traffic lane markings and 
vehicles in front of you and warns a 
driver with an audible tone when the 
vehicle begins to drift out of its lane or 
when the driver is too close to the vehicle in front of them.   

www.audiovoxxproducts.com

(613) 231-7750

LINCOLN ELECTRIC

CHIPPING HAMMER
Lincoln Electric introduces a 
new chipping hammer that 
makes it easy to clean and 
remove slag from any weld. 
The hammer head includes 
both flat and spiked sides. Its 
shock-reducing spiral handle 
includes a hook, making it easy to store on any wall.   

www.lincolnelectric.com

(888) 935-3877

PPG

DIRECT-

TO-METAL 

PRIMER
VP2050 High 
Build Primer 
is a gray, two-
component, direct-to-metal primer. This fast drying primer is 
ideal for custom and restoration work. VP2100 Polyester Primer 
is a low-VOC primer designed for high build over existing coat-
ings and properly prepared steel and aluminum. VP2100 is 
compliant for all regions. 

us.ppgrefinish.com

(800) 647-6050
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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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  2.  In-County Non-requested Copies Stated on PS Form 3541 0 0

  3.  Non-requested Copies Distributed Through the USPS by Other Classes of Mail 0 0

  4.  Non-requested Copies Distributed Outside the Mail 393 597

 E.  Total Non-requested Distribution (Sum of 15d (1), (2), (3) and (4)) 1,944 1,879

 F. Total Distribution (Sum of 15c and e) 44,060 44,044

 G. Copies not Distributed 198 2,379

 H. Total (Sum of 15f and g) 44,258 44,116

 I.     Percent Paid and/or Requested Circulation 95.59% 95.73%

16. Electronic Copy Circulation

 *If you are not claiming electronic copies, skip to line 17

 A. Requested and Paid Electronic Copies

 B. Total Requested and Paid Print Copies (Line 15C) + Requested/Paid Electronic Copies

 C. Total Requested Copy Distribution (Line 15F) + Requested/Paid Electronic Copies

 D. Percent Paid and/or Requested Circulation (Both Print & Electronic Copies)

 ☐ I certify that 50% of all my distributed copies (electronic and print) are legitimate requests or paid copies.

17.  Publication of Statement of Ownership for a Requester Publication is required and will be printed in the November issue of this publication.

 Name and Title of Editor, Publisher, Business Manager, or Owner:

 Kristina Bildeaux, Audience Development Director

 Signature:

 Date: 09/30/14

 I certify that the statements made by me above are correct and complete.

STATEMENT OF OWNERSHIP, MANAGEMENT, AND CIRCULATION
(Requester Publications Only) (Required by 39 USC 3685)
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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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MARKETPLACE

POSIT IONS AVAILABLE

PRODUCTS & SERVICES

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

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:
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THE POWER TO CHOOSE.

The Power Series From
The Power Series Offers four paint booth choices in a smaller booth footprint to meet 

your space requirements. Choose the airfl ow confi guration that best meets your needs:

Increased Productivity Leads to Increased Profi tability

CALL US TODAY to see which Power Series 
Booth Confi guration is Right for Your Shop

800-535-8196

Excellence 

Through 
Innovation

Smaller 

Footprint
maximizes shop 

fl oor space 

Power Reverse Flow Power Side Down Power Semi-Down Power Full Down

The Power Series From
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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 

you’d like Mike to address, email him. 

mike@CollisionAdvice.com

ften at my estimating seminars, I’ll have someone 
complain to me, “Mike, all the insurance compa-
nies will pay me for set up and measure is 1.5 
or 2 hours.”

My first response is generally to ask what 
they mean by “that’s all they will pay?” People 

only do to you what you tolerate. If you tolerate get-
ting paid 1.5 to 2 hours for set up and measure, that’s all you’re 
going to get paid. It’s only when you quit tolerating it that you’ll 
get paid more.

But to be able to negotiate that successfully, you first need 
to know where the 1.5 to 2 hours comes from. It absolutely does 
NOT come from the estimating system providers. You can visit 
the Database Enhancement Gateway (DEG) (www.DEGweb.org) 
for documentation that the Big Three estimating database provid-
ers do not have any pre-determined times for set up and measure.

Mitchell International, for example, in response to DEG Inquiry 
#995, said, “Mitchell does not develop labor allowances for 
frame set up or frame measuring, nor do we define the operations 
that may be necessary to achieve 
frame set up or measuring.”

Motor Information Systems (which 
provides the estimating database 
used by CCC Information Services) 
responded similarly to DEG Inquiry 
#6,608, saying, “There is no industry 
standard estimated work time to be 
used as ‘set up’ for frame straighten-
ing equipment…”

Here’s why they haven’t estab-
lished a single set up and measure 
labor time and why a single uniform 
time for all shops and all vehicles 
makes no sense. First, the process 
that is required varies by vehicle. The 
only thing that every vehicle has in 
common is starting it up and driving it 
into the shop. After that, it all varies by vehicle.

With one type of vehicle, for example, you may need to only 
remove all the undercoating and seam sealer from the pinch-
welds in order to mount the clamps. On another vehicle, you 
may first have to remove rocker covers before you can remove 
the undercoating and seam sealer. On another vehicle, you 
may also have to remove a floor undershield or mechanical 
lines (such as brake lines or air conditioning lines) that are too 
close to the pinchwelds. On some vehicles, you may need to 
R&I wheels. And what you have to do to restore the pinchwelds 
afterward can vary.

In short, every vehicle is different. Not every car has the same 
labor time for putting on a door or a fender or to paint a bumper; 
it makes no sense to have the same labor time for set up and 
measure of every vehicle.

Set up and measure time also varies by how you are measur-
ing the vehicle. You might be using mechanical measuring with 
tram gauges or a tape measure. You may have computerized 
measuring. Or you may be using jigs on a bench system. At least 
one automaker requires that the vehicle be held at six different 
mounting points rather than the usual four. The time required for 
all these different methods also varies.

Lastly, the time to set up and measure can vary based on the 
damage to the vehicle. The damage may increase the number of 
control points that have been misaligned, increasing the amount 
of measuring you need to do. You may need to set up and mea-
sure the vehicle multiple times: during blueprinting to fully diag-
nose the damage, during repair to monitor measurements, and 
then a final measurement at the end to document that the vehicle 
is within specifications.

How can a single set up and measure labor allowance take 
all these variables into account? The answer is that it can’t. It’s 
important to understand that this 1.5 to 2 hours has been pushed 
on us by insurers, and we just keep drinking the Kool-Aid.

People only do to you what you tolerate. I suggest you quit 
tolerating it. There’s so much involved in properly repairing 
today’s vehicles that a flat set up and measure time just doesn’t 
cut it anymore. Get educated about what’s required to put every 
vehicle back to pre-accident condition, and write your repair 
plan accordingly.

NO STANDARD 
SET UP AND 
MEASURE TIME

A single labor time for every 
vehicle in every shop makes no 
sense, given the variables

People only 
do to you what 
you tolerate. It 

makes no sense 
to have the same 

labor time for 
the set up and 

measure of every 
vehicle. 

O

GO ONLINE NOW 
to search thousands of ar ticles, videos & 
resources. You will also find a complete archive 
of the author’s previous ar ticles.

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

GO TO: WWW.SCANLIFE.COM
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Most Sold Spot Welder

in North America

Double-Acting Spot Gun

Extension Arms

Single-Sided Welding

Login Feature

Data Log Feature

OEM Approvals

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

Made in the USA

Inverter Resistance Spot Welder
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BODY SHOP BORN AND RAISED.
GLASURIT INSPIRED.
For legendary automotive designer Chip Foose, automobiles are in his blood. The son of an auto body 

shop owner, Chip started working on cars at age seven and never looked back. At BASF, automobiles 

are in our DNA too. So it’s no surprise that Chip chooses our Glasurit® world-class finishes to complete 

all of his design and restoration projects. Visit www.basfrefinish.com/glasurit and discover how you 

too can put the rich liquid color and deep brilliant gloss of Glasurit to work in your shop. 

VISIT US AT SEMA 2014, BOOTH 21455

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.
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