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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.

ES555889_ABRN0215_CV2_FP.pgs  01.20.2015  01:25    ADV  blackyellowmagentacyan



   
SEARCHAUTOPARTS.COM  VOL .54 .02  3

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

TOYOTA TO EXPAND ALUMINUM 
BY BRIAN ALBRIGHT | CONTRIBUTING EDITOR

A recent industry report reveals Toyota is set to ex-
pand the use of aluminum in mutliple models over the 
next several years. 

OEM NEWS

ORIO ACQUIRES NEVS TO MAKE 
SAAB SPARE PARTS

8 
Orio AB, formerly Saab Automobile 
Parts, acquired all tools from Nevs to 
make Saab Original spare parts.

TRAINING

I-CAR PREMIERS ALTERNATIVE FUEL 
VEHICLE COURSE

8 
I-CAR launched Alternative Fuel Vehicle 
Damage Analysis and Safety to enhance 
technician understanding of how to 
safely approach these vehicles after a 
collision.

8

INDUSTRY NEWS, OEM MAT TERS & TRAINING

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

REPAIRS DONE RIGHT, EVERY TIME

18 Third-party verifi cation to ensure you have 
the proper equipment, ability and quality 
control processes in place to repair a car 
correctly can help to provide training and 
coaching for employees and peace of 
mind for shop management. 

THE LAST DETAIL

BY MIKE ANDERSON

RELY ON GOALS, NOT WISHES

50 Just because you say something is going 
to happen doesn't mean it will. You can't 
just speak something into existence. That 
is a wish, rather than a plan to make it 
happen. A goal is when you actually have 
a written action plan in place on how 
you want to accomplish your wish. This 
is how you make business improvements.

12

FEATURE

SHINING A LIGHT ON THE 
NEED FOR SOCIAL MEDIA
BY MICHELLE BIZON | ABRN BLOGGER

Are you in the dark when it comes to optimizng your online 
presence? Learn what you need to navigate the social media 
landscape.

[COMMUNITY PULSE]      

BEST OF 
THE BLOGS

AUDIO 
WEBCASTS

TOP HOW 2 
VIDEOS

READER 
PHOTOS

INDUSTRY 
CALENDAR

MESSAGE 
BOARDS

INDUSTRY 
GROUPS

VIDEO 
WEBCASTS
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MINDING YOUR BUSINESS

TEACHING DOLLARS AND SENSE
BY JOHN YOSWICK | CONTRIBUTING EDITOR

Shops fi nd ways to reduce costs without sacrifi cing quality, 
productivity or customer service.

FEATURES

THE SHOP PROFILE 
ACTION COLLISION SPECIALISTS; 

GLENWOOD SPRINGS, CO

JAMES E. GUYETTE / CONTRIBUTING EDITOR

28 
Colorado shop owner Steve "Tank" 
Burns transitioned from Air Force One 
to collision repairs. He and partner 
John Stock are making continuous 
forward strides by specializing in 
aluminum and high-end vehicle repairs. 

20

BUSINESS MANAGEMENT INSIGHTS, BEST PRACTICES & IMPLEMENTATION 
abrn

OPERATIONS

IN THE NEXT ISSUE OF ABRN

 The truths, fallacies, myths and 
urban legends of repair planning.

ESTIMATING THE 
ALUMINUM REPAIR

TECHNICAL FOCUS

HOT PRODUCTS 
OF 2015
BY TIM SRAMCIK | 
CONTRIBUTING EDITOR

42 Add these suggestions to 
your must-have list in 2015.

BY LARRY MONTANEZ | TECHNICAL EDITOR

The only way to know the amount of sustained dam-

age to an aluminum vehicle is through a thorough 

triage and blueprinting process.

34

TECHNICAL TRAINING

COVER FEATURE

FROM ABRN CONTRIBUTING EDITOR AL THOMAS.
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We Live Coatings
Collision and body shops count on Axalta coatings as  

a trXsted soXrce for aXtomotiYe reÀnish SrodXcts and serYices.

Under the lens of Axalta, colors come to life.

Visit us at axaltacoatingsystems.com
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COMPANIES BY CATEGORY:

• Collision Repair
• Accessories-Safety/Security

• Chemicals

SPECIALTY PARTS

• Lighting System
• Remanufactured/Rebuilt 

Products

UPKEEP/MAINTENANCE

• Adhesives
• Chemicals

SHOP EQUIPMENT

• Tools: Hand, Power 
& Service Equipment

• Welding

SHOP MATERIALS

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

REPLACEMENT PARTS

• Heating and Cooling Service
• Remanufactured/
• Rebuilt Products

VEHICLE STYLING

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

BUSINESS SYSTEMS

• Advertising
• Marketing Services

• E-commerce
• Information Systems

• Internet

ORGANIZATIONS/ASSOC.

• Trade Associations

OFF-ROAD

• Abrasives & Cleaners
• Air Filters

GO ONLINE NOW 
SCAN THE CODE 

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

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

THE VOICE OF   abrn.com

JUST 
SCAN IT 

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

join
those in the 
know
with these 

FREE
ABRN
COMMUNITY 
RESOURCES

 COLLISION REPAIR E-NEWS

 COLLISION REPAIR ALERTS

 COLLISION REPAIR FLASH

 ABRN DIGITAL EDITION E-ZINE 
JUST CLICK

@ ABRN.COM

Stay on top of industry developments with the 

ABRN family of digital media products

 FIND MORE 
PRODUCTS ONLINE 

ABRN.COM/PRODUCTS

FEBRUARY'S FEATURED VIDEO

AUTOMECHANIKA 
CHICAGO TRAINING 
OPPORTUNITIES 

PRODUCT SPOTLIGHT

SATA's new high-performance spray 
gun, the SATAjet 5000 B, is a more 
versatile spray gun in regard to inlet 
pressure, application distance and 
adaptability.

BONUS ONLINE CONTENT

PRODUCT FOCUS

49    Three new GenMax Clears have been 
introduced to support the GenMax 
4010 Clear, a 2:1 European style ultra 
high-quality clear for all applications.

49

VIDEO SPOTLIGHT


 LEARN 7 business-boosting strategies

Bolt-On Technology is sharing seven 

strategies to boost your average repair 

orders, save time and help to increase 

productivity. 

[URL ABRN.COM/7STRATEGIES]

SEARCH THOUSANDS OF RESOURCES 
TO HELP YOU WORK SMARTER

VISIT ABRN.COM

BLOG SPOTLIGHT


 UPGRADE to aluminum ready and save. 
Advanced Measurement Systems 
offers a real-time repair system, not 
just an estimating tool. Buy a full 
Eclipse Laser Measuring System by 
AMS with aluminum upgrade package 
by March 31 and get a $500 Grade A 
Tools gift certifi cate.

[URL ABRN.COM/AMSECLIPSE]


 KYB AMERICAS Corp. earned an award 
for its relaunched website, which 
aims to change the paradigm of how 
professionals should evaluate and 
present shock and strut replacement.

[URL ABRN.COM/KYBAWARD]

L ATEST PRODUCTS & EQUIPMENT TO GET THE JOB DONE

abrn

PRODUCTS

ABRN HOW2 
VIDEO GALLERY

Talk Shop Anytime

THE VOICE 
OF THE COLLISION REPAIR INDUSTRY

[URL ABRN.COM/AMCTRAIN]
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ANY REPAIR.  
ANY METAL.  
EVERY TIME.

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

Chief is your single source for collision repair equipment.

Fix any metal on any job with Chief collision repair equipment.

Vehicles are evolving, but so is Chief’s collision repair equipment. Pull full-size trucks, measure 

multiple points in real time with Live Mapping™ and repair all types of metals – including 

aluminum – with the perfect weld every time. Plus, we have a hands-on technician training 

program and the most precise and comprehensive vehicle specification database in the world. 

Bring the dream team of Chief products to your shop.

ELEKTRON

MultiTool Aluminum Repair Station  

and MultiMig 522 Welder

CHIEF GOLIATH

Pulling Rack

CHIEF LaserLock™

Live Mapping™
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OEM NEWS

Toyota poised to 
expand aluminum
BY BRIAN ALBRIGHT  |  CONTRIBUTING EDITOR

A report in Nikkei Asian Review indicates that automaker 

Toyota will greatly expand the use of aluminum in some 

of its cars over the next several years.

According to the report, Toyota will switch to aluminum 

for the hoods, bumpers, doors and fenders of its Lexus 

vehicles when they are refreshed. Currently, Toyota uses 

aluminum hoods and other parts on its Japanese market 

Prius, the Scio FR-S and some Lexus models.

The report stated that “Toyota plans to invest several 

billion yen to set up assembly lines exclusively for alu-

minum parts at a plant outside Nagoya and elsewhere.”

Switching to aluminum could reduce the weight of the 

vehicles by as much as 100kg (220 lbs.), and improve fuel 

efficiency by 1km per liter (or nearly 2.5 miles per gallon). 

As of this writing, Toyota had not responded to inquiries 

from ABRN about the expanded use of aluminum.

After the report in Nikkei Asian Review, shares of alu-

minum provider Alcoa surged 1.92 percent. Nippon Light 

Metal’s valuation jumped 6.6 percent on the news.

In September, Toyota announced that the 2016 Lexus 

RX 350 crossover would have an aluminum hood and 

tailgate, and an all-new Camry would have an aluminum 

hood in 2018. These changes represents a step up in the 

volume of the metal the company would likely purchase. 

The aluminum for the Camry hood will likely come from 

a joint venture between Toyota Tsusho Corp., a trading 

company affiliated with Toyota Motor Corp., and Kobe 

Steel to produce more aluminum sheet metal in the U.S. 

Having a local manufacturer in the U.S. would help Toyota 

avoid production problems associated with aluminum 

shortages. Continue reading at ABRN.com/ToyotaAu.

BREAKING NEWS

AIRBAG RECALLS

TAKE CAUTION 

WHEN DEALING 

WITH SUSPECT 

AIRBAGS

Japan’s  Takata  and 

American regulators are 

taking it on the chin over 

faulty airbags that can 

blast shrapnel into vehicle 

cabins, drivers and pas-

sengers. The OEM vendor, 

which has several facilities 

in the U.S., is receiving crit-

icism from consumer safe-

ty advocates, media out-

lets and lawmakers upset 

with how Takata execu-

tives have been reacting 

– or not reacting – to the 

problem airbags.    

And the situation is set-

ting the stage for even 

wider ramifications as the 

National Highway Traffic 

Safety Administration 

(NHTSA) is experiencing 

bipartisan disdain emanat-

ing from U.S. House and 

Senate leaders, Democrats 

and Republicans alike, 

who say that the agency 

has been too slow to act. 

Continue reading at ABRN.

com/AirbagRecalls.
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THERE’S MORE 

ONLINE:

ORIO ACQUIRES NEVS TO 

MAKE SPARE SAAB PARTS

Orio AB, formerly Saab 
Automobile Parts AB, signed a 
contract with Nevs and has 
acquired all tools used for 
producing Saab Original spare 
parts for all existing Saab 
models.

»» ABRN.COM/SAABPARTS

CCC ACQUIRES ACTUAL 

SYSTEMS OF AMERICA

CCC Information Services has 
acquired the assets of Actual 
Systems of America, the provider 
of Pinnacle Professionals 
automotive recycling software.

»» ABRN.COM/ASABOUGHT

I-CAR PREMIERS 

ALTERNATIVE FUEL VEHICLE 

COURSE

I-CAR has launched a new 
instructor-led course, Alternative 
Fuel Vehicle Damage Analysis 
and Safety to enhance technician 
understanding of how to safely 
approach and understand the 
risks of these vehicles after a 
collision.

»» ABRN.COM/ALT03

KAESER EXPANDS COMPANY 

HEADQUARTERS

Kaeser Compressors has broken 
ground on a new building 
expansion to their headquarters 
in Fredericksburg, Va.

»» ABRN.COM/KAESERGROWTH

FORWARD LIFT REDESIGNS 

WEBSITE

Forward Lift has redesigned its 
website with new features to 
benef t potential vehicle lift 
buyers and current owners.

»» ABRN.COM/FORWARDWEB

8  FEBRUARY 2015  ABRN.COM  

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

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
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SEARCH THOUSANDS OF BREAKING AND ARCHIVED 

NEWS ARTICLES TO STAY INFORMED

VISIT ABRN.COM
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 DRIVABILITY
COMMUNITY

 Q&A

ABRN: How did the idea to create 

TalentMonger.com develop? 

GM: The greatest challenge in running 

my shop has always been finding quali-

fied employees. Last year, we prepared 

to open an addition to our facility. To 

staff the new space, we had an immedi-

ate need for six new employees. I spent 

$1,600 in one week on generic online 

and newspaper ads, interviewed 12 

candidates, and STILL found no one of 

value. Driving home after another failed 

interview, I thought about how much our 

industry needs a new way to connect 

with the people we need to hire. 

ABRN: How does the site work?

GM: Technicians create a free, anony-

mous profile listing their experience, 

training and qualifications. Shop owners 

create a free account to search this col-

lection of profiles based on whatever cri-

teria they’d like. Owners can subscribe 

to the site and reach out to as many 

techs as they’d like. If the tech accepts 

the interview, the site sends the owner 

the tech’s contact information and the 

rest is up to them.

Our “Willing to Relocate” option 

allows techs who are looking for a job, 

but not tied to a specific market, show 

up in searches around the country. This 

grants owners access to techs they 

would never see in local searches.

ABRN: What is the long-term plan for 

the site?  

GM: The site is a bridge among the 

techs, shop owners, trade schools and 

associations around the country. We 

are working with schools to promote 

the site with their students and alumni. 

We are reaching out to shops through 

trade associations and industry events. 

We have even been approached by 

members of the mechanical service 

industry who are looking for techs. 

While our primary focus is growing the 

site within the collision industry, we do 

hope to be able to roll out a mechanical 

version in the very near future.

ABRN: You also run a repair shop 

during the day. 

GM: I have been the collision manager 

at Budd Baer Collision Center, just 

south of Pittsburgh, since 2005. We 

are a new car dealership shop that is 

part of a GM, Mazda and Subaru auto 

group. We employ 27 people in the 

collision center and will finish 2014 at 

just under $4 million in total sales. 

ABRN: Your shop endured a fire 

several years ago. What happened 

and how you were able to rebuild?  

GM: In October 2003, a short in a paint 

recycler sparked a fire that destroyed 

the shop and a large part of the 

dealership complex. Thankfully no one 

was injured, but it left the shop without 

a facility. Our owner, Mark Baer, found 

a temporary building in town for us 

to work out of until plans for a new 

facility could be realized. In 2010, we 

moved to our current location and have 

been lucky to experience a tremendous 

growth since then. 

ABRN: What has the industry 

response been to TalentMonger.com?   

GM: The response has been great! 

The site went live in October, and in 

the first 60 days we had thousands of 

people view the site and just under 

200 users register on word of mouth 

alone. We have had a great reaction 

from tech schools, who are eager to 

get techs into the system. And there 

has been an outpouring of support 

from industry groups, publications 

and vendors. Everyone seems excited 

for a tool that can help the industry 

hire effectively. 

SHOP MANAGER HELPS FORM WEBSITE TO 

CONNECT QUALIFIED TECHNICIANS WITH 

SHOP OWNERS LOOKING TO HIRE

BY KRISTA MCNAMARA  |  MANAGING EDITOR

GREG 
MCVICKER
CO-FOUNDER, 
TALENTMONGER.COM

Photos: Greg McVicker
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BY MICHELLE BIZON | ABRN BLOGGER

L
et’s say you’ve been delaying attending to 

your online presence. It’s uncharted terri-

tory for you, so it’s natural to be weary and 

even doubt whether you’ll be successful there. 

Still, with a larger and larger percentage of your 

customer base being glued to mobile devices, you 

know you can’t afford to not be active online. So, 

what do you do when learning to navigate the so-

cial media landscape feels like a full-time job?

Sure, it’s tempting to hop on the bandwagon of 

the newest f ashy trend, but putting all of your pro-

verbial eggs in one basket can hurt your bottom 

line over the long haul. With so much competition, 

that’s not a risk you can afford. 

The platforms might ebb and f ow in populari-

ty, but you’ll notice your activity here will revolve 

around two main functions: publishing content 

and managing your reputation. 

Content sites 

Gone are the days when just having a Face-

book page would put you ahead of your competi-

tion. Quality is now the name of the game, and 

it’s a do-or-die struggle. Remember, you’re not 

just competing with the body shop around the 

corner. Your messaging is up against posts from 

your customers’ family members and friends, as 

well as from businesses of all sizes in other in-

dustries.

Social media is about your audience. Content 

sites, especially Facebook, tailor home feeds in 

response to user behavior, so you need to cater 

to their preferences. Essentially, you’re playing 

in someone else’s sandbox. So, what’s a business 

owner to post?

Your foundational content should be entertain-

ing or educational — or, better yet, both. Create 

and curate content your customers would thank 

Of 5.6 million 
car crashes in 2013,  

4 million were 
property damage-
only crashes, 
according to Kim 
Hazelbaker, Senior 
VP of the Highway 
Loss Data Institute. 

Shining a light on the need 
for social media

Are you in the dark when it comes to optimizing your online presence?

BECOME A BLOGGER

abrn.com/JoinCommunity

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

Top shop resolutions of 2015

By 3M Automotive Aftermarket

Many New Year’s resolutions in-
volve your health, like getting in 
shape or eating healthier. But are 
you making New Year’s resolu-
tions that improve the health of 
your body shop?

Changes in the tools, solutions 
and systems that you are using in 
your shop can have a signifi cant 
impact on your shop’s perfor-
mance in the year ahead – from 
productivity to margin improve-
ment, KPI performance and the 
ability to repair the advanced 
materials found on today’s new 
vehicles.

Here are the top fi ve resolutions 
you might want to consider as 
you plan for 2015, courtesy of 3M 
Automotive Aftermarket, which 
works with thousands of body 

shops across the country to help im-
prove performance and profi tability.

Resolution #1 – Make more 
money in the paint booth!

The paint booth is frequently the 
leading culprit when it comes to 
waste in the body shop. From sol-
vent waste, paint waste and wasted 
time for cleaning and maintenance, it 
adds up quickly.  But simple chang-
es in the paint booth can contribute 
to the bottom line annually. Doing 
more accurate paint measuring, or 
more fi ne tuning on your spray gun 
settings can add up to big savings.  

Resolution #2 – Get ready to re-
pair advanced materials.

Preparing for aluminum and ad-
vanced materials is a big challenge. 
They key to aluminum repair is a 
dedicated clean room with separate 
tools for welding, bonding, riveting, 

sanding, grinding and structural pro-
cedures on aluminum components. 
Separate safety equipment is also 
important, as technicians will need 
dedicated respirators, eye protec-
tion and gloves for aluminum repairs. 

3M Automotive Aftermarket Division 
now offers Standard Operating Pro-
cedures for aluminum repair. Visit 
3MCollision.com/aluminum for more 
information.

Resolution #3 – Make tough 
jobs more effi cient with the 
right tools.

The right tools can make tough jobs 
faster and more effi cient.  Designed 
for ergonomic comfort, durability 
and performance, 3M has a host of 
tools to help shops complete jobs 
effi ciently from start to fi nish. 

Resolution #4 – A solution for 
texture matching

For automo-
tive profes-
sionals, matching 
textures on rocker 
panels has always been a 
challenge.  And the c u r r e n t 
technology for applying these tex-
tured coatings and undercoatings 
means painters not only struggle 
with coating thickness and over-
spray, but also product waste and 
cleanup.

The 3M Body Protection System re-
invents how repair technicians spray 
textured fi nishes on today’s vehicles 
for rock protection and sound dead-
ening. It leverages the 3M Accus-
pray spray gun to give painters the 
accuracy and control to match OEM 
textured fi nishes with fi ne, medium, 
coarse or splattered patterns. 

Continue reading at ABRN.
com/3Mresolutions. 

Continued on page 14
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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 

ES555813_ABRN0215_013_FP.pgs  01.20.2015  00:20    ADV  blackyellowmagentacyan



TO WATCH NOW 

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

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

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

WWW.SCANLIFE.COM

you for. Then, get fans talking by asking questions 

and running contests with valuable prizes up for 

grabs. Keep the selling to a minimum.

With organic reach growing more diff cult to earn, 

you also might want to consider investing in social 

ads, particularly on Facebook. You’ll increasingly 

need to pay to play in the social media world, but 

that investment also gives you options. By allotting 

some of your budget to ads, you can target your ideal 

customers where they’re already hanging out online.

The other players 
Beyond the behemoth that is Facebook, you’ll 

also want to take a look at Twitter, Google+ and, 

perhaps, Instagram. As you expand your social 

presence, keep in mind that it’s better to do a few 

things well than a hundred things poorly. Take the 

time to get to know the platforms you’re adopting, 

so you can follow each one’s best practices to en-

gage with your audience sincerely and successfully.

Continue reading at ABRN.com/SMlight.

● Running a repair shop
Mark Salem, owner of Salem Boys Auto 
in Tempe, Ariz., has been in the industry 
for more than 35 years. He discusses the 
difference between turning wrenches and 
running a repair shop. He also weights in 
on what is most important for shop own-
ers to know in order to successfully run 
their business. He also discusses recent 
changes at Salem Boys, where service 
writers are now known as consumer 
advocates for the customer.
[ABRN.COM/ MARKSALEM]

● Team approach to profi ts
Jack Stack, founder, president and CEO of 
SRC Holdings in Springfi eld, Mo., author 
of “The Great Game of Business,” and 
winner of ReMaTec News Remanufacturer 
of the Year speaks about the principles 
of open-book management and the great 
game of business.
[ABRN.COM/JACKSTACK]

abrn TOP VIDEOS

FEBRUARY’S FEATURED WEBCAST

February 17, 2015 @ 1 p.m. EST

Are you ready for aluminum repair? 
PRODUCED IN COOPERATION WITH CARSTAR, 3M
Register at www.abrn.com/AluminumReady
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Rely on goals, 
not wishes
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Done right, 
every time
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SHOP EXPLODES 

IN OHIO
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Shining a light - Continued from page 12

27-29.05.2015 | HILTON ATHENS, GREECE

EVOLUTION    

THROUGH 

COLLABORATION
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Introducing the Largest U.S. Automotive 
Aftermarket Tradeshow and Training Event 
for Shop Owners and Technicians. 

INNOVATION.

INSPIRATION.

EDUCATION.

THE HEAT IS ON 
IN CHICAGO. 

APRIL 24-26, 2015 

McCormick Place West, Chicago IL

REGISTER FOR FREE AT  

AUTOMECHANIKACHICAGO.COM

MENTION PROMO CODE AMC15_ABRN5
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● Aluminum-intensive vehicle 
repair techniques 

I-CAR’s Mike Miller and Jeffrey Poole provide 
an overview of aluminum and the unique repair 
techniques required for working with aluminum. 
Gain a glimpse into some of the content found in 
I-CAR’s shops, hands-on aluminum GMA (MIG) 
welding course and the instructor-led aluminum-
intensive vehicle repairs course.
Visit: ABRN.com/AluminumPrep

● Ensuring DRP compliance
Darrell Amberson, ABRN director of MSO rela-
tions, and Cheryl Magers, compliance manag-
er with LaMettry’s Collision, discuss ways to stay 
compliant with DRP agreements while still main-
taining a profi table business model.
Visit: ABRN.com/DRPCompliance

APRIL 8-9
● Collision Industry Conference; 

Atlanta, Ga.

APRIL 17-18 
● Southern Automotive Repair 

Conference; Biloxi, Miss.  

APRIL 24-26
● Automechanika Chicago; 

Chicago, Ill. 

APRIL 26-28
● PPG Spring MVP Business 

Solutions Conference; 
Palm Springs, Calif. 

ON MOTORAGE.COM:
● Women-only 20 Group gives 

support, training
MotorAge.com/Ladies

● Iowa tech honored as Motor Age 
Training’s best

MotorAge.com/Armbrecht

ON AFTERMARKETBUSINESS.COM:
● Federated, Pronto merge
AftermarketBusiness.com/FPmerge

● Conventional gas model to 
represent less than half of all 
vehicles worldwide by 2017 

AftermarketBusiness.com/Gasmodel

the community—

join the discussion

READER FEEDBACK TO ONLINE DISCUSSIONS

Shirley Martin, shop owner: What can a 

shop do if an insurance company writes a 

check to both the customer and the shop, 

but the customer does not want the vehicle 

repaired, rather just the check signed over 

to them?

Vladimir Gersht, the CARS Company, 

Ltd.: It depends on the circumstances. 

Is the vehicle in the shop? Did the shop 

perform any services for the vehicle owner 

- stored the vehicle, developed a repair 

plan, interacted with an insurer on the 

VO’s behalf? If answer to any of the above 

questions is “yes,” the shop is entitled to 

compensation, so it is justifi ed in getting 

paid before signing the insurance check 

over to the customer.

Craig Totten, Global Jig North America: 

My philosophy when I ran shops was that 

if I wasn’t doing the work, I NEVER signed 

the check over to the vehicle owner. Doing 

that without repairing the vehicle could be 

considered fraud as there is probably a lien 

holder involved, and you are also putting 

yourself at risk of having to pay taxes on 

money that you never received. I always 

called the insurance company and told 

them they needed to reissue the check as 

the vehicle owner was not having me repair 

the vehicle.

Tommy Hufnagel, Tommy’s Auto Body: 

Signing over a check is just signing over a 

check. I have no contract with the insurance 

company. My name should never have been 

on the check in the fi rst place. How is that 

fraud?

Jerry Dalton, Dalton Collision, Inc: If 

you sign a check for work not performed, 

it is fraud. If you are doing this, I would 

consult an attorney.

David Knight, Rieser Brothers Inc.: I 

agree not to sign and hand an insurance 

check back to a customer. With the 1099 

issues, lien holders, lack of guaranteed 

payment for services rendered and other 

business reasons, but I miss seeing where 

it is fraud. Too many headaches, but there 

is no contract of repair with the insurance 

company; the contract is with the vehicle 

owner, you bill for parts and labor you 

perform; and unless you are giving him a 

receipt for work you did not perform, I am 

not seeing fraud. 

Continue reading at 

ABRN.com/CheckSign. 
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IMPROVE  

CYCLE TIME, 

PRODUCTIVITY  

& PROFIT.

sherwin-automotive.com/hp
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Our paint is now 
available at 

over 190 MPH. 

OFFICIAL AUTOMOTIVE PAINT OF

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

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

Visit a store, give us a call, learn more or share ideas:800-798-5872 | sherwin-automotive.com� � �
© 2014 The Sherwin-Williams CompanyNASCAR® Inc., is a registered trademark of the National Association for Stock Car Auto Racing, Inc.
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resources. You will also find a complete archive 
of the author’s previous ar ticles.
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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.

Repairs done right, every time
Third-party verification offers employee coaching, peace of mind for management

S
everal months ago, I wrote about the need 

for all of us to do the right repair the right 

way on every car (“Scary, but necessary, 

thoughts,” November 2014). There’s too much rid-

ing on it to risk doing anything less than a 100 

percent repair, 100 percent of the time.

I mentioned that one of a number of ways my company ensures that this happens is 

through third-party verification. There are several options shops have for a third-party 

verification system; we happen to use VeriFacts Automotive, but my point here is not 

to promote a particular provider, but to understand why we find an outside verification 

service so valuable.

We’ve been working with VeriFacts for 

more than seven years. One of the first 

things they do is check to make sure you 

have the proper equipment, ability and 

quality control processes to repair a car 

correctly. That’s important because while 

the right facility, training and equipment 

don’t necessarily result in quality repairs, 

they increase the likelihood that cars will 

be fixed correctly. Lacking any of those 

certainly lowers the odds of quality repairs.

Whatever outside verification system 

you use, your employees should be edu-

cated on what to expect. VeriFacts rep-

resentatives conduct in-shop seminars 

explaining the program to employees, emphasizing that they would be there to coach, 

not to criticize.

Now the technician assessment providers come into each of our shops once a 

month, unannounced. They dig pretty deep into the vehicles being repaired. They’re 

not just looking for color match or tape lines or dirt in the paint. They’ll certainly point 

those things out, but they’re going beyond the cosmetic.

They’re checking to see if we had the proper documentation for the welding and 

sectioning procedures. They’re inspecting welds and looking for corrosion protection. 

Are we taking off too much e-coat when grinding? Are the quality control sheets filled 

out correctly and up to date?

How do technicians feel about someone reviewing their work like this? In the begin-

ning, our technicians were a little apprehensive about it, naturally. But after one or two 

visits, they were perfectly fine. They get to know the coaches, who in our case are very 

knowledgeable. Now the technicians view the coaching as helpful.

On several occasions, we’ve hosted in-shop clinics conducted by the VerifFacts 

coaches. We bring together our employees and some guests – we usually invite some 

insurers – for more in-depth training on a particular subject. As hybrid cars were 

becoming more popular in the market, for example, that was a subject of one of our 

first clinics, making sure all of us had the information needed to repair those vehicles 

safely and correctly.

The main value in all of this for me is the peace of mind. I know we have the ability 

to fix every car correctly. This helps ensure (and boost my confidence in the fact) that 

it is actually happening. It feels good to see we’re getting a good score month in and 

month out through a third-party verification. And if a new technician application or 

technique are not 100 percent, this helps ensure they understand (and can meet) our 

expectations for quality.

It also puts us a step ahead of the competition that isn’t doing this. It gives us 

credibility being able to show reports of this sort of activity. It’s not just us saying we 

do quality work; it’s evidence from a third party that’s ensuring that we do. More than 

a dozen insurers have acknowledged that shops that meet one of VeriFacts’ quality 

verification programs, for example, meet those insurers’ direct repair program qualifi-

cations for training and certifications.

If you’ve ever taken a flashlight and mirror into your shop and taken a hard look at 

the cars your shops is repairing, you know there’s value in doing that regularly. Having 

a third party do it ensures that such review is being done consistently, in a way that 

helps technicians, and gives you the assurance and evidence things are being done 

right every time. 

“I KNOW WE HAVE 
THE ABILITY TO 
FIX EVERY CAR 

CORRECTLY. THIS 
HELPS ENSURE 

(AND BOOST MY 
CONFIDENCE IN 

THE FACT) THAT 
THIS IS ACTUALLY 

HAPPENING.”

If there's a topic you'd 

like me to address,  

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

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

years to come. Our brand’s popularity continues to grow meaning more Kia customers for your shop. 
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BY DIGGING 
into his shop’s f nancials, Mark Stewart  

found one basic way he could cut costs: 

He reduced his staff overhead somewhat, 

taking on a few more responsibilities himself. 

Stewart purchased Cathedral City Collision in Cathedral 

City, Calif., less than four years ago after spending two de-

cades as a service writer at a nearby dealership. In addition 

to learning the many nuances of the collision repair indus-

try, he’s also still learning about business in general – as-

pects that he didn’t have to tackle when running a depart-

ment within a dealership. Another way Stewart hopes to 

shave some costs from those f nancials: He had the shop’s 

electrical utility provider replace all the lighting and ballasts 

in the 8,000-square-foot shop.

“That should reduce our electric bill, and it makes us more 

green by being more conservative with energy,” Stewart said.

Even with the economy rebounding, many shops learned 

tough lessons during the recession. The cost-cutting they were 

forced to do then may thankfully feel slightly less necessary 

now, but the tough times then still has many shop owners, 

like Stewart,  continuing to look for ways to reduce expenses.

Digging into costs
For example, Shane Courtney of Jim Stevens Autobody found 

that even though his shop in downtown Portland, Ore., was 

still f xing plenty of cars, its bottom line had eroded.

“I’d been doing the same thing for 18 years, and all of a 

sudden it wasn’t working,” Courtney said. “The workload 

hadn’t changed, but the prices had gone up.”

Courtney started as an apprentice technician at the shop 

27 years ago, eventually moving into the off ce and then into 

ownership. He said that managing the f nancial end of the

business has never been one of his core strengths.

“I can do production standing on my head,” he said. “I 

enjoy working with customers and with employees. The 

accounting stuff is work.  But the business side of the industry 

has changed, and you really have to keep an eye on the books, 

which have become the lifeblood of the company.”

Fortunately for Courtney, a source of help was as close as 

his company’s name. Though retired for 20 years, company 

founder Jim Stevens came back in about three years ago to 

see what help he could offer Courtney. Together they made 

some personnel changes, and Stevens dug into shop expenses.

MINDING YOUR BUSINESS

SHOPS FIND WAYS TO REDUCE 

COSTS WITHOUT SACRIFICING 

QUALITY, PRODUCTIVITY OR 

CUSTOMER SERVICE

BY JOHN YOSWICK  |  
CONTRIBUTING EDITOR

DOLLARS

TEACHING

AND SENSE
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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
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“One of the f rst things he did was 

look at the bills,” Courtney said. “The 

garbage bill sticks in my mind. He called 

the competition, and they said they’d 

do it for half. Our original provider said 

they’d do it for that. So we stayed with 

the original company, but it just took 

one phone call to cut that expense.”

Other ideas came from the shop’s 

eight employees. The shop’s long-time 

painter took some training related to 

new environmental regulations and 

came back with the idea of using any 

leftover paint from one job as the ground 

coat on another job. “So our waste haul-

ing expenses went down, and we’re 

mixing less of the new color to f nish 

that subsequent job,” Courtney said.

Share the burden
There also can be power in shared sacri-

f ce. One Southern California shop own-

er said that at the depths of the reces-

sion, he pulled his crew together and 

offered them a choice. He could either 

let one or two of them go, or else ev-

eryone, including himself, could take a 

temporary 15 percent pay cut. No one 

was thrilled with the idea, he said, but 

they all agreed they should sacrif ce a 

little to avoid anyone suffering a lot.

This type of cut is not a long-term 

f x, but it bought the owner the four 

months he needed to make other chang-

es to improve sales and save money.

“And down the road, we didn’t have 

to take the time and expense of trying 

to f nd people to replace those we’d have 

let go otherwise,” he said.

As the shop owner looks at another 

double-digit increase in health insur-

ance premiums, he said, he’s consid-

ering working with his team to build 

a consensus on what everyone is will-

ing to do in order to make it viable to 

continue the benef t.

“Nobody likes feeling like they are 

getting less than they were before,” he 

said. “But if changes are made in a fair 

and across-the-board manner, people 

are willing to give a little for the good 

of everyone in the company.”

Laundry list of ideas
Here are a dozen other ways that shop 

owners say they have reduced costs and 

expenses without skimping on quali-

ty, productivity or customer service.

1. Cookie Landauer of Scottie’s 

Auto Body in Hillsboro, Ore., said she 

recommends looking at expenses line 

item by line item.“We’ve reviewed stuff 

like uniforms, right down to what we 

were paying for bottled water,” she 

said. “Just look at things more closely 

to ask, ‘Do we really need that,’ or ‘Do 

we need to pay that much for that?’

2. Consider if you’re getting the most 

out of your shop management system. 

The manager of a dealership shop in 

Reno, Nev., said he felt the shop could 

forego having a stand-alone manage-

ment system by analyzing and man-

aging the business using the dealer-

ship’s f nancial reports.

“The dealer-

ship has all the 

information we 

need,” he said. 

“You just have 

to know how to 

read it.”

On the oth-

er hand, Terry Cookie Landauer

GO TO INNOVATIVETOOLS.COM TO FIND A DISTRIBUTOR 

AND SEE HOW WE CAN MAKE YOUR SHOP MORE EFFICIENT 1.866.438.4884

NEW

Innovative Door-Fender Stand™

Part # I-DF

> Securely holds fenders and doors in 

any combination

> Complete paint coverage inside and out

> Easily adjusts to perfect working height

> Eliminates missed edges

> Mount parts in the same positions as on the 

vehicle for best color and texture match

> Wide stance adds uncompromised stability whether 

painting one panel or two

> 32 W x 32 D x 40 H
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The name you trust, the quality you deserve.

Learn the diference. Call now.
1-855-GO-EXTRA 
(1-855-463-9872)

www.blowtherm-usa.com
sales@blowtherm-usa.com

Proudly distributed 

in the USA

100%

Italian

®

starting at $38,995*

BLOWTHERM “WORLD 8000” 

Dual skin wall panels joined 
by H channels with rock- 

wool insulation.
 

Heavy duty adjustable

steel hinges allow doors

to open to optimum position.

Internal push bar on the 
front door and the side 

personnel door.

Electromechanical 
control panel.

Direct drive 
centrifugal fans.

*Price Includes:
» World 8000 Booth Solid Back

» Single Row Pit

» 10 HP Direct Drive Fans

» Electromechanical Control Panel

» Ductwork Packages (15’ Roof Height)

Options:
Air Speed/Waterborne  Flash-Off «  

Drive-thru « 

Side Wall Light Fixtures « 

2 or 3 Row Pits «

Basements «

»

 AQMD Compliant Low Nox Burners Required in California at an additional cost.

Freight and Installation not included.

Hinged ceiling filter 

frames for easy replacement

of 10 micron media filters.

balanced, pre-engineered 

air flow.

Pre- and Post-filtration: Intake and Exhaust.

Two direct drive centrifugal fans with 2 sets of

10 bag filtration for each.

Eight 6-Tube light fixtures with 

hinged access for ease 

of cleaning and maintenance.

“Best in Class” Spraybooths, Prep Stations & Mix Rooms
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SHOP MANAGEMENT | BEST PRACTICES OPERATIONS: MINDING YOUR BUSINESS

Mostul changed the management sys-

tem he was using for his three Artis-

tic Auto Body shops in Oregon because 

the change saved him money.

“I’m very hands-on, and I loved the 

management system we had been us-

ing from the standpoint of production 

management,” Mostul said. “I didn’t 

want to give that up. But we switched 

because we essentially save a full-time 

overhead position. It was so much more 

eff cient, requiring a fewer keystrokes 

to complete the administrative portion 

of the process.”

3. Several shop owners said they 

have saved money by changing how 

they pay their shops’ bills. One said he 

switched to paying as many bills as he 

can by a credit card, which he pays off 

every month; the change simplif ed ac-

counts payable and reduced the num-

ber of checks to vendors the shop had-

to process.

Another said he began using a cred-

it card that has no annual fee and of-

fers cash-back rewards. The change 

trimmed more than $1,000 off his an-

nual expenses, he said.

4. Many shops have found that sky-

lights in the shop dramatically reduce 

the need and expense for electrical 

lighting.

5. Paul Amato believes employees 

are far less likely to waste shop prod-

ucts – even down to a single piece of 

sandpaper – if they know they are being 

held accountable for any such waste. 

So all the paint preppers at Amato’s 

Auto Body in San Diego have their own 

rolling cart with all materials labeled.

“So if I see a piece of sandpaper 

on the ground that’s still good, I know 

which prepper it belongs to,” Ama-

to said.

6. You or your insurance broker 

should make sure your employees are 

properly classif ed in terms of your com-

pany’s workers’ compensation insur-

ance because the premium for techni-

cians is often f ve or seven times the 

rate for off ce employees.

7. It can pay to find and fix com-

pressed air leaks promptly to reduce 

the amount of time the air compressor 

runs. Providing all of your technicians 

with garage door openers can reduce 

the amount of time 

that overhead doors 

are open – and let-

ting heat in or out.

8. There may be 

times when a sub-

scription to a source 

for OEM repair pro-

cedure information 

can’t be avoided. But using I-CAR’s 

new Repairability Technical Support 

Portal may help you f nd a lot of repair 

information for free.

Jason Bartanen, director of indus-

try technical relations for I-CAR, said 

the OEM Information section offers not 

just links to the automaker’s repair in-

formation websites (and short videos 

explaining the navigation of each auto-

maker site) but often some of the actual 

procedures, bulletins and information 

technicians or estimators may need.

The portal is available through the 

Technical Knowledge section of I-CAR’s 

website – www.i-car.com – or directly 

at http://rts.i-car.com.

9. If you’re in an area where compa-

nies must pay personal property tax, 

Paul Amato

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 $6,495.00
MULTI 5 FORD PKG  $4,495.00
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

Prices subject 
to change

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

PRIMA SRL INC 
Sales 612-819-3820 or 239-255-0731

COMPARE AND  
YOU WILL SEE  
WHY TECHNICIANS  
SELECT PRIMA

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

Enthusiasts worldwide put Southern 

Polyurethanes in their game plan 

because SPI provides the fnest clears 

and primers made today, using only the 

highest quality raw materials and latest 

technologies, achieving superior quality 

to anything in the market at any price.

THE EPOXY PRIMER ADVANTAGE:

• Easy to spray

• Easy to sand

• Excellent chemical resistance

• Unsurpassed corrosion resistance

• Available in Black, White, Grey & Red Oxide

•  Outstanding adhesion directly to aluminum, metals & fberglass

• $182 for 2 sprayable gallons

• $71 for 2 sprayable quarts

    SEEKING JOBBERS:  

Protected territories available  

in the US and Canada
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make sure you get rid 

of any company-owned 

equipment or tools that 

aren’t being used – and 

that you’ve taken any-

thing you no longer 

have off the tax rolls.

10. Standardized 

processes and best 

practices within your 

shop can reduce  costs. 

If different techs or 

painters use differ-

ent processes or prod-

ucts, that’s more items 

you need to stock. Re-

duce these choices by 

making sure all techs 

use systematized pro-

cesses to save money 

and lower the learn-

ing curve for entry-lev-

el technicians.

11 .  M a ke  s u re  

you’re getting the 

most out of every cycle 

of your paint booth. If 

your paint shop knows 

ahead of time of what 

will be painted that 

day, your team can 

maximize use of the 

booth by, for example, 

painting all four bum-

pers for the day in the 

booth at the same time 

rather than in multiple 

booth cycles.

12. Ask your ven-

dors about any value-

added services they of-

fer. Steve Dillenbeck 

of Airport Auto Body in 

Aurora, Colo., said one of the dealership groups in his mar-

ket has contracted with a safety and compliance company. 

“As long as you buy parts from their range of dealerships, 

they give you that service for free,” Dillenbeck said.

Go after pennies
If there was one recurring message from the shop owners, 

it was that one change to reduce your expenses signif cant-

ly probably isn’t out 

there. Instead, they 

said, look for mul-

tiple ways to save 

even just a little 

money. Those small 

reductions are eas-

ier to f nd and can 

really add up over 

time. 

JOHN YOSWICK
CONTRIBUTING 
EDITOR

John Yoswick is a freelance writer based in Portland, 
Ore., who has been writing about the automotive 
industry since 1988.

  E-mail John at jyoswick@spiritone.com

The problem with starting a business is having the cash, 

but Southern Polyurethanes may have an answer for 

this problem.

We will hire you as an employee with a salary as an 

advance, then give you 30% commission on all sales 

in your territory.  The more you sell, the more you 

make.  Period.

You will not need to stock or deliver any of our products, 

simply make sales calls, take the orders with a credit 

card and we will ship it to your customers with free 

shipping.

As you build up your territory it will be your decision 

at any time if you would like to become a stocking SPI 

jobber and become self-employed.  

Our main requirement is that you already deal with the 

body shops in your area as a store manager or a jobber 

store salesperson.  

We protect our jobber territories and do not allow internet 

selling by our jobbers so this offer is ONLY available in 

areas where we currently do not have a jobber.

All resumes will be held in strict confdence!

Absolutely NO calls!

EMAIL RESUME TO: 

barry@kives.net

      OR MAIL RESUME TO:  

Southern Polyurethanes, Inc.

P.O. Box 1300

Blairsville, GA 30514

Jason Bartanen Steve Dillenbeck

LIKE THIS ARTICLE?

CHECK OUT 

RELATED TRAINING @

QUICKBOOKS FOR THE 
COLLISION REPAIR INDUSTRY 

4/24, 2-5 P.M.

BECOMING A SUCCESSFUL ENTRE-
PRENEUR & MULTI-SHOP OWNER 

4/25, 8:30-11:45 A.M.

FANS AND FOLLOWERS 
MAKE SALES AND PROFITS 

4/25, 8:30-11:45 A.M.

USE DIGITAL MARKETING TO 
GROW YOUR BUSINESS IN A 
CONSOLIDATING MARKET
4/25, 8:30-11:45 A.M.

WHAT YOU DON’T KNOW 

MAY CLOSE YOUR BUSINESS
4/25, 10:15-11:45 A.M.

FINANCIAL BEST PRACTICES
4/25, 2-5 P.M.

APRIL 24-26

REGISTER TODAY @ 

ABRN.com/AMCregistration
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877-658-7900

autoref in ishsales@global f in ishing.com

www.global f in ishing.com

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

REVO INFRARED DRYING SYSTEMS

Using short-wave electric infrared technology, GFS REVO IR Systems effectively dry the material —from the inside 
out — in minutes! This significantly reduces drying times for prep and paint processes, allowing you to get more 
repairs through your shop in less time.  

• FULLY DRY IN MINUTES!

• BETTER, LONGER-

LASTING REPAIRS

• SIGNIFICANT ENERGY 

SAVINGS 

• EASILY INTEGRATED

• RAPID LAMP HEATING  

& COOLING

SIGNIFICANTLY REDUCE  
Your Repair Cycle Times

Several models available for  
full vehicle or spot repair
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A snapshot of one of the industry’s leading shops

ACTION COLLISION SPECIALISTS/GLENWOOD SPRINGS, COLO.

He also precisely coated all high-grade 

military and civilain aircraft. 

“They called me ‘Tank’ because I 

blasted through problems,” says Burns, 

who went on to become co-owner of Colo-

rado’s Action Collision Specialists along 

with business partner John Stock.

Highly skilled aluminum engineers and 

designers were a frequent presence on the 

line during Burns’ stint at Boeing. “The 

R&D guys would ask us about airplanes 

and seek new ideas, and they told us that 

aluminum was coming for cars,” he says.

An avid reader of the Wall Street Jour-

nal, Burns became aware that automakers 

were purchasing larger shipments of alu-

minum. That eventually steered him 

toward Action’s lucrative position as an 

industry-leading repair facility specializ-

ing in aluminum-clad vehicles and serving 

a high-end clientele.

“You have to keep yourself informed, 

and you always have to plan for the future,” 

he advises. “You have to look worldwide” 

to identify upcoming trends and challenges 

facing collision repairers as they address 

a l u m i n u m  a n d  o t h e r  a d v a n c e d 

materials.

“It’s coming and a lot of shops aren’t 

ready for it. They are too busy with DRPs 

and cycle times,” says Burns, predicting 

that within a decade, small shops and big 

chains alike will be forced to alter their 

focus on high-speed production and adopt 

a more measured and precise pace engi-

neered to meet the “ultra-skilled technol-

ogy” needs of vehicles.

Obtaining the latest in factory certif -

cations will become a prime prerequisite 

as the industry moves forward, according 

to Burns. “The OEM manufacturers are 

taking back control.” Expect OEM-

approved parts and procedures to offset a 

current insurance carrier-driven emphasis 

on rendering the cheapest and quickest 

f xes, he says.

“We’re the new niche, and we’re up 

with the high-end cars,” says Burns. All 

of Action’s staff is upgrading their certif -

cations to include nameplates like Tesla, 

Land Rover/Jaguar, Mercedes-Benz, Volk-

swagen, Audi and, of course, the alumi-

num-embracing Ford F-150 pickup.

“We’re in the driver’s seat right now 

– we’re getting paid for what we do. It’s a 

whole new ballgame.” The shop has no 

Climbing 
high
Colorado shop owners are making forward strides 

with sophisticated vehicle repairs

BY JAMES E. GUYETTE  |  CONTRIBUTING EDITOR

S
teve ÒTankÓ Burns acquired his hard-charging nick-

name while working at Boeing. His tasks included 

painting Air Force One for the President of the 

United States. 

AT A GLANCE

Action Collision Specialists
Name of shop

Glenwood Springs, Colo.
Location

John Stock and 
Steve “Tank” Burns

Owners

2, plus a satellite location
Number of shops

11
Years in business

7
Number of employees

25,000
Square footage of shops

15
Number of bays

$12,000
Average repair order

$50,000
Average weekly volume

22
Number of vehicles per week 

BASF/Glasurit waterborne
Paint supplier

Celette 2
Frame machines used

Mitchell
Estimating system used

www.action-auto-collision.com
Website
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PAINT STORE IN A PARTS STORE
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SHOP PROFILE

direct repair program (DRP) aff liations, 

nor does it want any. It charges, and gets, 

$120 per hour for body/paint and $150 per 

hour for structural/mechanical/frame, 

amounting to a net prof t margin of 48 per-

cent to 55 percent.

As for insurers attempting to drive down 

the price, “They’ve said some things, but 

they all pay it. I say to them, ‘Where else 

are you going to get it f xed? This is it.’”

Building bridges
With locations in Glenwood Springs and 

Carbondale plus a satellite concierge site 

in Aspen, the company has exclusive cer-

tif cation territories throughout Colorado’s 

Western Slope. Denver has become another 

hotspot of referrals, and Action continues 

to covet the Front Range region on the 

eastern side of the state.

This technological and marketing 

monopoly of sorts, combined with exqui-

site customer service, personal attention 

and an affable attitude, is geared toward 

ensuring a steady f ow of highly satisf ed 

patrons in the future while maintaining 

the current pattern of strong word-of-mouth 

recommendations.

A recent renovation of the Glenwood 

Springs location has accelerated Action’s 

reputation and car counts. “We spent over 

a half-million dollars on equipment, and 

everyone thought we were crazy,” he notes. 

Yet when coupled with the ongoing push 

for certif cations, the investment in the 

beautiful venue stocked with state-of-the-

art tools is bringing in the jobs, especially 

from dealerships.

“There’s no other shop like this on the 

Western Slope,” Burns reports. Few auto 

dealers in the region have in-house colli-

sion repair facilities, creating marketing 

options that Burns and Stock have pursued 

with vigor. “John and I personally go out 

and visit all the dealerships,” he says. “We 

make their customers happy, and when 

it’s time, they’ll buy a new car from them.”

Invites are also issued for shop tours 

and fun-f lled golf outings that have proven 

to be an effective marketing strategy. In 

addition to helping out at the shop, Tank’s 

son, 26-year-old Chas Burns, is a golf pro 

who also happens to have Dad’s gift of 

gab.“He’s really good with people; that’s 

why he’s so good with golfers and custom-

ers,” says Tank Burns, adding that Action 

does little advertising in the traditional 

sense, relying instead on hitting the links 

and sponsoring charitable and civic events. 

“It’s all about relationships. I’d rather spend 

the money on that than on TV or radio.”

Seeing the light
Burns, 57, began his career in 1978 as a 
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LOOKING 
FOR MORE 
PRODUCTIVITY 
IN 2015?

The most versatile prep station available today, the 

Mobile Work Station® is perfect for adding capacity 

and fl exibility, while maximizing your workspace and 

productivity.

This portable prep station provides a clean, enclosed 

area for prepping & limited high quality fi nishing 

anywhere in your shop —instantly.

• Certifi ed EPA 6H Compliant

• Runs on standard 110V power

• No ventilation or air make-up

• Reduces energy use

•  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
®

ShopPro2015.indd   1 1/9/15   1:55 PM
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SHOP PROFILE

collision repair apprentice with a knack 

for painting. He got involved in aerospace 

with the Boeing plane-painting experi-

ence and went on to hold a series of posi-

tions at body shops and insurance compa-

nies. A job with Mitchel l traveling  

nationwide conducting educational ses-

sions at shops gave Burns access to the 

best and brightest practices being imple-

mented throughout the country.

“I was open minded to everything,” 

he explains, pointing out that he takes 

pride in establishing the latest in industry 

innovations at Action.

The partnership between Burns and 

Stock evolved when Stock, who is now 70 

years old, grew tired of f ghting the DRPs 

and was seeking a new direction. (Expe-

rience counts: Head painter Angelo Ber-

nal is still clocking in at age 68.) As Stock 

and Burns pondered their options, “a light 

bulb went on over my head,” Burns 

recounts. He recalled working at a shop 

in Nevada that made good money special-

izing in the aluminum repair technology 

that he had witnessed at Boeing. And he 

remembered his aircraft engineer friends 

talking about how aluminum was the next 

big thing coming to cars.

An active participant in the Specialty 

Equipment Market Association (SEMA), 

NACE and I-CAR, Burns’ constant enthu-

siasm for education has industry teachers 

ready to put him to work clapping black-

board erasers out back – or rather far loftier 

assignments at the front of the classroom. 

“I took 72 I-CAR classes in the past year. 

That’s a lot! And they want to make me 

an instructor, but I don’t think I have the 

time right now.”

Those I-CAR connections have served 

as a solid source for hiring top technicians. 

“I have a great crew,” says Burns. “I have 

great guys who want to learn,” which is 

a key factor in recruiting the right candi-

dates. “Because we get a higher rate we 

pay them more, but they also have to take 

the classes.”

Burns concludes by contemplating 

Action’s latest business goal: “The next 

big thing is composites, and I’m already 

taking classes in that.” 

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

Do You Want Your Business to 
Grow in 2015?
Franchise your existing business with 

ABRA Auto Body & Glass. ABRA’s 

franchise system is complete with proven 

operational processes, purchasing power, 

marketing support and national insurance 

relationships to help your business grow.

Call Now: 763.585.6360 

abraauto.com/abrn

ABRA® Auto Body & Glass LP  F-1683 

7225 Northland Drive Suite 210, Brooklyn Park, MN 55428

abraauto.com

1.888.USA.ABRA

John Stock, left, and Steve Burns
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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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We have all heard talk about the new aluminum because of 

the 2015 Ford F-150. But aluminum is not new. What is new 

is that it will be the f rst time a mass-produced vehicle from 

an American company will be constructed from aluminum. 

The f rst aluminum sports car was unveiled at the Berlin 

Motor Show in 1899. As far as a mass-produced, non-sports 

car, aluminum-intensive vehicle, the 1994 Audi A8 with the 

Audi Space Frame (ASF) is considered the f rst. Followed by 

the Acura NSX, Jaguar XJ and XK, Audi R8 and TT. Last 

year Land Rover jumped into aluminum-intensive design. 

GM has claimed that the 2018 Chevrolet Silverado and GMC 

Sierra will be aluminum-intensive bodies with HSS steel full 

frames. I was lucky to be involved with the Audi aluminum 

program from its infancy and have been through all the tri-

als and tribulations surrounding aluminum repair.  

Aluminum can be very diff cult, if not down right impos-

sible, to work with, and it is not because it is hard to repair.  

It is diff cult because of human nature toward change. Alu-

minum is very different from steel, and we must change the 

way we think when repairing it. And as we know, many 

people do not like change. Aluminum vs. steel repair can be 

compared to the lacquer vs. urethane and urethane vs. wa-

terborne ref nishing processes. Many facilities remember 

diff culties with the change to urethane, and those who don't 

know all too well the issues of changing to waterborne. Alu-

minum is not hard or diff cult, just very different. 

Damage analysis 
First and foremost, the kink vs. bend rule does not apply to 

aluminum, just as it does not apply to advanced high strength 

steels (AHSS), such as Martensitic steels and Boron alloyed 

steels. If an aluminum structural component is kinked or bent, 

THE ONLY WAY TO KNOW THE AMOUNT OF SUSTAINED DAMAGE TO AN ALUMINUM 

VEHICLE IS THROUGH A THOROUGH TRIAGE AND BLUEPRINTING PROCESS 

BY LARRY MONTANEZ  |  TECHNICAL EDITOR

IN THIS SECTION

42 Tools for 2015

49 Products

SHERWIN RELEASES 

2015 TRAINING 

COURSE OFFERINGS

Q1 training schedule 
available.
ABRN.com/SWAFQ1

VALSPAR OEM 

APPROVALS 

ANNOUNCED 

DeBeer series approved 
by OEMs. 
ABRN.com/DeBeerOEMs

MARTIN SENOUR 
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Thinking
Aluminum?

For aluminum repair SOPs, product information and more, contact 

your 3M Sales Representative at 1-877-MMM-CARS (1-877-666-2277) 

or visit our website at www.3MCollision.com/aluminum.

3M, Cubitron and Platinum are trademarks of 3M Company ©3M 2015       STAY SAFE: Use the right personal protective equipment for each job.

Think 3M

3M™ Random Oribital Sander Elite Series, 6 inch 

Self-Generated Vacuum 5/16 inch Oribit, PN 28702. 

Minimizes dust and contamination from the surface 

and other areas of the shop. Self-generating vacuum 

does not require additional vacuum equipment.

3M™ Panel Bonding Adhesive, PN 08115 (200 ml) 

and PN 58115 (DMS). Tested and approved for 

excellent adhesion to aluminum. Specifi cally 

approvedfor the replacement of aluminum panels 

on the 2015 Ford F-150.

3M™ Platinum™ and Platinum™ Plus 

Premium Fillers and Glazes.  Contains premium 

resins and adhesion promoters for fast adhesion 

to aluminum.  Sands easily and does not load 

abrasives, minimizing heat while sanding.

3M™ Cubitron™ II Cut and Grind Discs, Belts and 

Cutoff Wheels.  Cuts faster, cooler and leaves a fi ner 

fi nish for surface preparation, paint removal and body 

fi ller sanding applications.

3M™ File Belt Sander, .6 hp, PN 28366. 

Precise sanding control minimizes substrate 

damage for weld grinding and panel disassembly. 

Maximum results with minimal effort.

3M offers the products that you need for aluminum repair.  Ever since 

aluminum was fi rst used in vehicle manufacturing, 3M has worked with 

OEMs to validate the tools, products and processes for aluminum repair.  

Now, shops can implement 3M’s proven portfolio of products, tools and 

SOPs to expertly repair aluminum-body vehicles.

•  Proven technology

•  Complete product portfolio

•  Aluminum SOPs

NEW!

3M™ Impact Resistant Structural Adhesive, PN 

07333 (200 ml) and PN 57333 (450ml). Designed 

for true structural bonding applications when specifi ed 

by automotive OEMs, and recommended when 

adhesives are called for in weld-bonded or rivet-bonded 

joints. Excellent adhesion to a wide variety of properly 

prepared automotive substrates including steel and 

aluminum. Has built in corrosion inhibitors and unique 

color changing chemistry upon cure. 
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it will be replaced in most cases. For 

outer panels, most of the deformities 

will not be repairable when compared 

to steel.

 There are three types of aluminum com-

ponent designs you will see: 

Sheet aluminum is formed like sheet 

steel, where sheets of the aluminum 

material are stamped into shapes such 

as apron panels, pillars, rockers and 

outer panels. They can be used for cos-

metic and structural body components.  

Some of these components can be re-

paired, such as outer panels and certain 

select structural components. Damage 

indicators are, but not limited to, defor-

mities, visual fractures (cracks) and tear-

ing. They can be riveted, rivet-bonded, 

bonded and rope hemmed f anged, f ow-

drilled, clinched or MIG welded.

Aluminum extrusions are similar 

in design to the hydro-formed steel com-

ponents we see on late-model steel ve-

hicles. Extrusions are only used for struc-

tural components — to form inner 

reinforcements on pillars, inner roof rails, 

uni-rails (frame rails), frame rails (Cor-

vette ZR1/Z06), suspension cradles and 

structural crossmembers. Generally they 

are not repairable. Again, damage in-

dicators are, but not limited to, deformi-

ties, visual fractures (cracks) and tear-

ing. Aluminum extrusions can be 

riveted, rivet-bonded, bonded, flow-

drilled or MIG welded.

Aluminum casts have multi-thick-

ness variations and generally rough sur-

faces. Cast components can only be used 

to make structural components — struc-

tural pillars, structural crossmembers, 

reinforcements, cradle support ends and 

strut towers and are never repairable. 

Damage indicators are generally obvi-

ous and include visual fractures (cracks) 

and tearing, but surprisingly, cast is 

ductile and will bend a great deal prior 

to fracturing. The amount of ductility a 

cast component has is dependent on the 

alloying agents and type of casting pro-

cess utilized. Cast aluminum will almost 

always be MIG welded, but you will see 

other components attached with f ow-

drill screws. 

Damaged aluminum-intensive ve-

hicles will require pre-measuring, just 

like steel vehicles. Pre-measuring de-

termines if there is collateral misalign-

ment, which in the case of aluminum is 

generally unrepairable. Ford does allow 

some realignment for collateral damage. 

Conversely, most of the other OEMs say 

no realignment to damaged aluminum 

structure. So how do we inspect a col-

lision damaged aluminum intensive ve-

hicle? It is similar to inspecting a steel 

vehicle, but there are some special op-

erations. The most important step is to 

check with the dealer or OEM to f nd 

out if the vehicle is restricted, which 

means the OEM has restricted the sale 

of structural components to only certi-

f ed collision repair facilities. You would 

then have to send the vehicle to one of 

these facilities. If the vehicle is not re-

stricted, then follow these steps:              

1.  Wash the vehicle. This is not only 

the f rst step prior to the commencing 

of any repair procedures; it will also 

ensure that no contaminants enter your 

spray booth. 

2.  Examine the entire vehicle by 
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1K SPRAYABLE  
SEAM SEALER 
A high performance, MSP seam sealer 
for duplicating OEM sprayed seams  
and sound dampening pads.

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

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

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

Part No. 29442

LEARN 
MORE
Visit semproducts.com/1k-spray

Part No. Colors

29462 White

29472 Gray

29482 Beige

29492 Black

DUPLICATE
OEM TEXTURED SEAMS

DIRECT-TO-METAL

PAINTABLE IMMEDIATELY

PERMANENTLY FLEXIBLE

FOUR OEM COLORS

ADD OR REPLACE  
SOUND DAMPENING
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walking around it. Always start in the 

opposite corner or side away from the 

point of impact. This will make you 

start in areas where damage would not 

be anticipated and work into those ar-

eas where damage is anticipated.

3.  Look at all panel gaps for sym-

metry. If any misalignment is found, 

inspect further to discover the root 

cause of the misalignment. With alu-

minum, this misalignment can some-

times be diff cult to discover without 

measuring and some disassembly.

4.  Check all closure panels for proper 

operation. If any component is inopera-

tive or operates unacceptably, inspect 

further to discover the root cause. Re-

member with aluminum components, 

such as door assemblies, the door shell 

may have been deformed and the pillar 

may have sustained damage too. 

5.  Enter the interior of the vehicle. 

Check steering wheel position and op-

eration (including tilt and telescopic). 

Statically test all seatbelts, buckle and 

unbuckle them, check the operation of 

seats and inspect seat tracks. 

6.  Take measurements of the wheel 

positions. For the rear wheels, measure 

from the rear lower edge of the rocker 

panel to the center of the wheel on the 

left and right side. For the front wheels, 

make sure the steering wheel is cen-

tered and the front wheels are straight, 

and then measure from the front lower 

edge of the rocker panel to the center 

of the wheel on the left and right side. 

If any misalignment is noticed, take 

notes. This is especially important with 

four-link suspension vehicles.

7.  If no misalignment is discovered, 

skip to Step 11. 

8.  Place the vehicle on a two-post 

lift, remove any undershields and visu-

ally inspect the undercarriage. Obtain 

the vehicle measurements from the 

OEM and/or an information provider’s 

repair data, and use a tape measure 

and/or tram gauge to verify the mea-

surements of the vehicle. If any mis-

alignment or deviation from the speci-

fications is discovered, prepare the 

vehicle for three-dimensional meas-

urements on a two-post lift or realign-

ment apparatus. If no misalignment is 

discovered (taking into account the se-

verity of the sustained damage, the 

description of the collision event and 

the function of the damaged compo-

nents), then the vehicle might be a can-

didate for a non-structural repair, com-

monly referred to a fast-track repair 

(Skip to Step 11).  

9.  Disassemble the vehicle as neces-

sary. Place on a two-post lift or structural 

realignment apparatus (SRA) and mea-

sure the vehicle with an electronic three-

dimensional measuring system. 

This is an aluminum uni-rail from a 2010 BMW. It is constructed of sheet alumi-

num with a cast front-mount bracket welded to it. You can see multiple deformi-

ties on the component, and in the "kinked" area where the metal has folded over 

itself you see stress cracking. The opposite side of the kinked area you can see a 

bend to the component. None of this damage is repairable.

CHECK OUT 

RELATED TRAINING @

ALUMINUM DAMAGE ANALYSIS 
4/25, 2-5 P.M.

WELDING FOR SUCCESS 

4/24, 2-5 P.M.

POST REPAIR 

INSPECTION ANALYSIS 

4/26, 8:30-11:45 A.M.

APRIL 24-26

LIKE THIS ARTICLE?

REGISTER TODAY @ 

ABRN.com/AMCregistration
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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
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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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10.  Measure the vehicle completely 

to ascertain the root cause of the mis-

alignment discovered during the quick-

check process. Once the root cause is 

discovered, determine the proper re-

pair processes, according to the OEM, 

to correct the misalignment. Generally 

with aluminum-intensive vehicles, this 

will either be full component replace-

ment or sectioning may be allowed.

11.  Fully disassemble the vehicle 

as necessary, in preparation for parts 

ordering and repairs.

12.  Protect and store all reusable 

components. 

13.  After the triage of the vehicle 

(diagnosing), have the damage asses-

sor, parts manager, shop foreman and 

structural repair technician discuss the 

repair plan and review the required 

OEM repair procedures, materials and 

components. After all parties under-

stand the repair plan, notes should be 

written on the vehicle, commonly 

known as “blueprinting.” 

14.  Store the vehicle, as no repairs 

should be attempted until all replace-

ment components and materials arrive. 

Seal and cover alll openings. 

By following the above analysis 

steps, you ensure that you have: 

1.  Prevented overlooked, hidden 

damage and damaged components

2.  Ensured all OEM protocols are 

adhered to and discussed 

3.  Determined if a vehicle is a total 

loss or not, up front

4.  Lowered overall cycle/touch times

5.  Increased your technicians’ ef-

f ciency/production output

6.  Increased your net prof t by elim-

inating the waste 

Although the above triage and blue-

printing procedures will assist your fa-

cility in diagnosing sustained damage, 

you need some additional, and very im-

portant, information. The damage 

This is an extruded aluminum bumper reinforcement. In the severely kinked area 

you can see multiple indications of stress cracks and even fracturing of the mate-

rial. Even at the bent area there are visible fractures.
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assessor(s), foreman and techns need a 

full understanding of the following for 

an aluminum intensive vehicle: 

1.   Vehicle design engineering 

2.  How a vehicle is constructed — 

sheet, extrusion and/or cast  

3.  How it is designed to react in a 

collision event 

4.  How collision energy travels 

through the vehicle 

5.  Which components are designed 

to deform or transfer energy 

6.  Mechanical and electrical com-

ponent operation and diagnosis 

7.  Vehicle joining methods and ma-

terials (rivets, rivet-bonding, clinched, 

MIG welded) 

8.  Steering and suspension opera-

tion and diagnosing

9.  OEM repair protocols and posi-

tion statements and how to interpret 

the information 

If we all thought this way, there 

would be fewer mistakes during diag-

nosis. Adopting these SOPs will make 

our assessments easier for steel vehi-

cles, but is paramount for aluminum-

intensive vehicles. The most important 

thing in the diagnosis assessment is 

knowing what is actually damaged. 

The only way to know the amount of 

sustained damage is through a thor-

ough triage and blueprinting process. 

We must rise to the level of profession-

alism required to repair today’s ad-

vanced-engineered vehicle designs and 

must possess advanced training though 

education and hands-on work experi-

ence. Repair facilities must purchase 

the proper equipment and computer-

ized programs necessary to ensure the 

vehicle can be diagnosed and repaired 

correctly.

Judgment times 
All of the certif ed aluminum programs 

require specif c structural repair appa-

ratuses. Celette is the most required, 

followed by Car-O-Liner and then Glo-

baljig and CarBench, which round out 

the top four manufacturers. Chief is only 

on the Ford program and cannot be used 

on any other certif ed aluminum colli-

sion repair program. Currently there are 

no other structural repair equipment 

makers on the programs, although 

Spanesi is in testing now for a few OEM 

programs. Set up on this equipment can 

be four to eight hours for an aluminum-

intensive vehicle, depending on the ex-

tent of sustained damage. 

You may also see no realignment 

time at all (pulling), as most of the 

OEMs prohibit realignment. However, 

Ford allows some realignment for col-

lateral damage. For outer panel dam-

age, if repairable, times can be three 

to four times the amount of time for 

similar damage to a steel panel. Only 

through training and education will 

you be able to determine the amount 

of time required to repair aluminum. 

As with steel vehicles and the ROI for 

the training, education and purchases 

to repair steel vehicles, you will also 

need to adjust your labor rates for alu-

minum vehicles.   

I hope this article, the f rst of a six-

part series, has helped you understand 

some of the differences with assessing 

damage to aluminum intensive vehi-

cles. This is an overview, and we will 

delve deeper into each area in our fol-

lowing articles throughout 2015. As 

always, if any questions arise, please 

feel free to contact me. 

The all-aluminum body 2015 

Ford F-150.

LARRY
MONTANEZ
TECHNICAL
EDITOR

Montanez is co-owner of P&L Consultants, which works 
with collision shops on estimating, production and proper 
repair procedures. He is also a certifi ed technician for 
multiple OEM collision repair programs. 

  E-mail Larry at info@PnLEstimology.com

ANCHORING CONSIDERATIONS FOR 

ALUMINUM-INTENSIVE VEHICLES

CONTRIBUTED BY I-CAR 

Following the damage analysis and blue-

printing process, aluminum vehicles will 

need to be mounted on a measuring and 

straightening system for repair. Even if 

straightening for repair will not be done, 

this best practice will allow for proper re-

placement part installation.

Anchoring aluminum vehicles can pose 

unique challenges. Some aluminum-in-

tensive vehicles do not have pinch weld 

f anges that can be used to attach anchor-

ing. Those that do have pinchwelds may 

have rivets along the pinchweld, making 

the attachment of conventional pinchweld 

clamps challenging. Fortunately, there are 

specialized pinchweld clamps available 

that are designed to encapsulate the rivets 

and provide the necessary holding. 

To prevent possible contamination and 

galvanic corrosion between the steel jaws 

of a pinchweld clamp and the aluminum 

pinchweld, aluminum plates can be placed 

between the clamp and the pinchweld. 

Some aluminum vehicles have pinch-

welds that are horizontal, instead of vertical. 

A vehicle with horizontal pinchwelds will 

require a special clamp that is positioned 

horizontally. Some horizontal pinchweld 

clamps can clamp horizontally and 

vertically. 

Additionally, many aluminum-intensive 

vehicles utilize castings in the center sec-

tion of the structure, where f xtures or an-

chors may be attached. Castings can be 

extremely vulnerable to damage by the 

forces of pulling, and must be monitored 

very closely. If, during repairs, a casting is 

damaged, it must be replaced; there are 

no repair options, other than replacement, 

for aluminum castings on today’s alumi-

num intensive vehicles.

Similar to steel vehicles, it is important 

to use multiple anchor points so that any 

pulling force is distributed over a larger area, 

reducing the stress at each anchoring point. 

All areas under stress from the pulling forces 

must be carefully monitored.

Following repairs, it is necessary to 

ref nish the clamping area, if coatings have 

been removed, to prevent corrosion.

Each year, about 75 vehicles are de-

buted or redesigned, and with the accel-

erating focus on CAFE, many of these will 

be manufactured with unfamiliar materi-

als and systems like aluminum. Knowledge 

is truly the foundation for complete, safe 

and quality repairs especially given the 

rapid advancements in vehicle technology 

and the use of different materials. 

For more information on aluminum re-

pair, visit i-car.com.
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When ABRN speaks with winners of its annual Top Shops 

contest (December 2014), the discussion eventually turns to 

investments in tools and equipment. Being among the na-

tion's best shops usually involves investments that permit 

them to take on additional work, increase eff ciency or cut 

waste (in materials and time). Here's a look at the products 

recommended by the latest round of Top Shops winners.

Aluminum workstations
Repairing the latest version of the country's best selling ve-

hicle — the 2015 Ford F-150 — means working on aluminum. 

Many shops are already preparing with specialized training. 

The larger challenge might be affording the tools and equip-

ment necessary to perform aluminum repairs. Shops are look-

ing at costs of $30,000 to $50,000, and in some cases more.

To make these costs more manageable, manufacturers 

have begun bundling tools, such as with aluminum work-

stations. These stations typically include features such as 

portable welding carts with covered work surfaces, alumi-

num dent pulling parts, aluminum hammers and stud weld-

ers. They can provide tool boards, air and electric outlets, 

storage drawers and shelves. Options include MIG welders 

and plasma cutters. 

Rivet guns
Because aluminum is heat sensitive, non-thermal joining 

processes must be used to bond it. Self-piercing rivet guns 

use extreme pressure to remove, f atten and join rivets to 

connect two or more pieces of material. They're absolutely 

necessary for aluminum work, and can be used on other 

materials such as plastic and steel. 

ADD THESE SUGGESTIONS TO YOUR 

MUST-HAVE LIST THIS YEAR

BY TIM SRAMCIK  |  CONTRIBUTING EDITOR

PRODUCTS OF

Aluminum work stations allow shops to bundle and 

store welding, dent pulling and other aluminum tools.
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The Better Compressor
More air, less noise.
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© 2015 BendPak / Ranger Products are registered trademarks.

ASME rated 80-gallon tank

Automatic start / stop 

     electric mag-starter 

Fully-enclosed belt guard 

7.5 HP, energy-efficient,             motor

Forced-air after cooler 

Integrated pressure unloader valve 

Precision balanced fan flywheel 

Cast iron cylinders and heads 

Forged aluminum alloy pistons 

A -

B - 

C - 

D -

E -

F -

G - 

H -

 I -  

 J -

K - 

L - 

M -

N -

O -

P - 

Q -

R -

S - 

T -

Forged aluminum alloy connecting rods 

Oversized replaceable air filters

Extreme-duty Tri-Max 100% cast iron pump

Balanced & forged ductile iron crankshaft

Oversized tapered roller bearings

Oil sight gauge 

Low RPM Hush-Quiet™ pump 

Pressure gauge with service valve 

ASME pressure safety valve 

Automatic pressure switch

Model #: LS7580V-601
MRP: $2145*

Valid at participating dealers. Prices are subject to change.*
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Aluminum clean rooms/

accessories

Issues with material contamination 

require that aluminum and steel work 

be conducted in separate areas. Pre-

viously, shops often added on a new 

room or constructed a separate build-

ing for aluminum repairs, which can 

be expensive. The market has respond-

ed with affordable, mobile or pre-man-

u f a c t u r e d  c l e a n  r o o m s  a n d  

accessories.

Mobile clean room sets include 

frames, heavy-duty curtains and the 

necessary hardware. If you're looking 

to save money, you can build your own 

frame and order customized curtains 

or suspend these curtains from your 

shop ceiling. 

If your budget permits more of an 

investment, consider a curtained room 

with its own lighting and overhead 

ventilation, or a fully sealed room with 

ventilation, lighting and tool storage.  

Prefab paint mixing rooms
In January 2015, ABRN, “Complete 

compliance: Make your paint depart-

ment as safe as possible,” noted the 

challenges in keeping paint mixing 

rooms up to code for OSHA and state 

and local rules. For shops expanding 

or needing to reconf gure their opera-

tions, a pre-fabricated mixing room 

might be the way to go. These rooms 

typically meet both OSHA and National 

Fire Protection Association (NFPA) 

standards, along with other local rules. 

They come equipped with high eff -

ciency air f lters, provide balanced air 

f ow and include spill containment. 

Some versions can be conf gured as 

standalone models or with add-ons, 

such as vestibules that attach them to 

spray booths. 

Mechanical spray gun cleaners
If you're still cleaning your spray guns 

by hand, you're wasting time and mon-

ey and not operating as environmen-

tally sound as you could. Automated 

gun cleaners don't require disassem-

bly and can clean multiple guns at  

once. They also provide a thorough 

cleaning in two minutes, rather than 

20 minutes for a manual cleaning. 

Rivet guns can be used on alumi-

num, plastic and steel.
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Hooded supplied-air respirators 

protect against dangerous chemi-

cals, while offering comfort and a 

full fi eld of vision.
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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
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Automated systems use less cleaner, 

and because they're enclosed, they re-

duce the release of pollutants and help 

you comply with the EPA's 6H rule.

Spray booth dirt control
One of the keys to producing a great 

f nish is keeping your spray booth as 

contaminant free as possible. Manu-

facturers have responded with floor 

coating products engineered to capture 

particulates out of the air, away from 

the vehicle f nish. Fewer particulates 

in the f nish translates into less time 

spent buff ng out paint jobs. This prod-

uct can prove particularly benef cial 

where waterborne f nishes are used 

since the low humidity and increased 

air movement required for drying stirs 

up more dust that can end up embed-

ded in fresh paint. Floor coatings typi-

cally are water-based and applied once 

a day with a pump sprayer. 

Supplied-air respirators
A paint company rep recently told ABRN

that he'd like to see every painter us-

ing a supplied-air respirator, which can 

offer advantages from the traditional 

and extremely effective respirators al-

ready at use in your shop. Among them 

— wearers are fully protected from the 

isocyanates and other dangerous sub-

stances that can pass through f ltered 

respirators leading to serious health 

problems. Because the hooded versions 

of these respirators don't fit tightly 

against the face, they offer greater com-

fort. Additionally, hooded versions, be-

cause they offer a face shield, allow 

wearers to dispense with goggles and 

provide a full f eld of vision.

Glass removal power tools
The most physically demanding part 

of glass replacement is cutting through 

the old urethane bead to remove the 

glass. If your employees are using a 

traditional cold knife, they're risking 

injury from the awkward physical 

twisting and turning and brute force 

necessary to hack through cured ad-

hesives. Glass technicians may choose 

to stick with the knives, despite the 

risks, because the available power cut-

ting tools can be diff cult to handle and 

sometimes cut into surrounding vehicle 

areas, causing signif cant and costly 

damage.

The most recent generation of power 

tools are proving to be signif cant up-

Waterborne paint remains a hot 

product. Even if you've made 

the transition to these fi nishes, 

their formulas have advanced so 

much the past fi ve years that you 

should see what your vendors 

and others can now provide.
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Aluminum Tech Tools 

are here!

Aluminum Tech Tools 

are here!

Hard Cap  
Body Hammer Cover

Innovative Body Shop Tools & Equipment

MORE GREAT TOOLS FROMÉ

#21970 #21960

#35025

#35000

#21892 #21896

LIKE THIS ARTICLE?

CHECK OUT 
RELATED TRAINING @

IS YOUR COLLISION REPAIR BUSI-
NESS READY FOR THE FUTURE? 

4/25, 2-5 P.M.

ROI OF ASE CERTIFICATION 
4/25, 2-5 P.M.

VEHICLE SECURITY IS 
MORE THAN JUST KEYS 
4/26, 8:30-11:45 A.M.

ELECTRICAL QUICK 
DIAGNOSTICS & REPAIR
4/26, 8:30-11:45 A.M.

APRIL 24-26

REGISTER TODAY @ 

ABRN.com/AMCregistration
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grades. Greatly improved handling allows them to cut through 

old bonds far more easily than a manual knife, reducing re-

moval times and employee injuries. Because they're easier 

to control, the potential for vehicle damage has been virtu-

ally eliminated. These tools come available in kits with a va-

riety of blades that can be used in other vehicle applications 

— for example, removing trim, lights and other vehicle glass. 

Digital measuring systems
Car Crafters, an Albuquerque, NM, multi-Top Shop winner, 

recently purchased the Tru-Point measuring tool. It uses a 

hand-held probe to measure control points such as body 

openings, roof lines, ball joints, pillar, wheel base and sus-

pension. Tru-Point then generates a report of pre- and post-

repair documentation that can be submitted to insurers. 

The manufacturers says the eff ciency and repair oppor-

tunities add an average of 3.5 billable hours per repair. At 

$50/ hr. for labor and 15 repairs per week, that translates 

into $10,500 extra revenue each month. Add in prof ts from 

part sales, and the number grows even more.

Waterborne paint
Even though waterborne f nishes have been around for 

some time, they remain a hot product for two reasons. One, 

thousands of shops have yet to adopt them and experience 

the superior results, easier application and improved rev-

enue they can provide. Second, for shops that do use them, 

they're worth a second look. Since introducing them, paint 

vendors have signif cantly upgraded their waterborne for-

mulas. Today's products are signif cantly different from 

those available just 

f ve years ago. This 

makes it a good 

time to compare 

vendors and prod-

ucts. Also, attend-

ing some hands-on 

training sessions 

with your vendor 

wil l help ensure 

your shop is get-

ting the full bene-

f its of its f inish 

products. 

TIM SRAMCIK
CONTRIBUTING 
EDITOR

Tim Sramcik has written for ABRN, Motor Age and 
Aftermarket 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

A variety of curtained and full-shell aluminum clean 

rooms are available with options such as overhead 

ventilation and tool storage.
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MARKETPLACE

PRODUCTS & SERVICES

For more information, call Wright’s Media at  

877.652.5295 or visit our website at  

www.wrightsmedia.com

Logo Licensing    |    Reprints    |    Eprints    |    Plaques

Leverage branded content from ABRN to create a 

more powerful and sophisticated statement about 

your product, service, or company in your next 

marketing campaign. Contact Wright’s Media to 

fnd out more about how we can customize your 

acknowledgements and recognitions to enhance 

your marketing strategies.

Content Licensing  

for Every

Marketing Strategy

• Outdoor
•  Direct Mail
•  Print Advertising

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

Marketing solutions ft for:

Paint stripe complete cars or match and repair just 

about any stripe that comes into your shop as easy 

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

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

cleanest, sharpest line. Available in 56 different styles.

FOR FREE SAMPLES CALL TOLL FREE

1(800) 228-1258

www.f inessepinstr ip ing.com

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

for the sharpest painted-on stripes
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Check the box for more information on all:
☐ Accessories

☐ Adhesives

☐ Air Supply Systems

☐ Clothing and Personal Safety

☐ Collision Repair Parts

☐ Detailing

☐  Frame/Structural 

Straightening Equipment

☐ General Repair Parts

☐ General Shop Equipment 

☐ Hand and Power Tools 

☐  Heating and Cooling Services

☐ Interior

☐  Office Management/

Information Systems

☐ Paint and Refinish

NAME (please print) __________________________________________

SUBSCRIBER NUMBER FROM LABEL _______________________________

JOB TITLE _________________________________________________

COMPANY NAME ____________________________________________

ADDRESS _________________________________________________

CITY, STATE/PROVINCE ________________________________________

ZIP/POSTAL CODE ___________________________________________

IS THIS YOUR HOME ADDRESS?  ☐ yes   ☐ no

PHONE ___________________________________________________

FAX  ____________________________________________________

EMAIL  ___________________________________________________

☐ Paintless Dent Repair

☐ Shop Supplies

☐ Spray Booths

☐ Welding

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

it’s quick!  it’s easy!  it’s direct
WWW.ABRN.COM/READERSERVICE

AD INDEX

TG PRODUCTS

RAIL REPAIR SYSTEM

The Rail Saver System, by TG Products, Inc., 
is a must have for quick and easy repairs of 
frame rails and side members. With 4 tons of 
force and 27” of reach inside rails, this system 
offers greater accessibility so that technicians 
can properly repair areas that are not possible 
any other way, thus The Rail Saver System will 
improve cycle times and reduce severity.

www.therailsaver.com

(916) 316-3642

SATA

SPRAY GUN

SATA’s new high-performance spray gun, 
the SATAjet 5000 B, is characterized by its 
supreme flexibility. Its development focused 
on creating a more versatile spray gun in 
regard to inlet pressure, application distance 
and adaptability to specific requirements of the different paint sys-
tems available. The gun allows the painter to flexibly set the inlet 
pressure between 7 and 32 psi with a gun distance between 4 to 
8.5 inches in order to achieve optimum finishes.

www.sata.com

+49 (7154) 811-200

COLLISION PRODUCTS GUIDE

LUSID TECHNOLOGIES

GENMAX CLEARS

Three new GenMax Clears have been 
introduced to support the GenMax and 
GenRock color lines. GenMax 3000 Clear, a 
4:1 general application clear, is user friendly 
in all environments. GenMax 4010 Clear, 
a 2:1 European style ultra high-quality clear is for all applications. 
GenMax 5010 is a new technology 4:1 Low Energy Clear with stun-
ning clarity and exceptional DOI. 

www.lusid.biz

(801) 966-5300

EMM INTERNATIONAL

PAINT SUIT

The Colad BodyGuard by EMM provides optimum 
protection against overspray and prevents pollu-
tion of the paint job by fibers, dust and lint. The 
suit is specially designed to guarantee a full day 
of working comfort. The overall seals tightly, is 
made of breathable material and comes with an 
anti-static coating. BodyGuard can be used up to 
three months.

www.emm.com/bodyguard

038 467 66 00
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BY MIKE ANDERSON  |  shop advocate

Mike Anderson, a former shop owner, 

currently operates COLLISIONADVICE.COM, a 

training and consulting f rm.

If you have an business issue or question 

youÕd like Mike to address, email him. 

mike@CollisionAdvice.com

uite often when I’m working with a shop as a 
consultant, I will ask the shop owner about their 
goals for the coming year. They’ll often say they 
are going to increase sales or improve their 
cycle time. So I’ll ask them what they will be 

doing differently to make that happen. They often 
will say something like: “Well, our cycle time is so high 

that we keep getting poor CSI scores, so we’re going to improve 
it.” Or, “Our expenses have risen so much so we’re going to do 
more in sales next year.”

But folks, just because you say something is going to happen 
doesn’t mean it will. “We’re just going to…” isn’t a goal. It’s a wish. You 
can’t just speak something into existence. That’s just a wish something 
will happen rather than a plan to make it happen. A goal is when you 
actually have a written action plan on how to accomplish it.

That action plan answers the who, what, when, why and how ques-
tions. What are you going to do? How are you going to do it? Who 
will be involved? Why are you going 
to do it?

Let’s take shop owner “Susan” 
who wants to increase her sales by 
$200,000 a year to $2.2 million next 
year. Susan and I sat down and built 
an action plan for how she is going to 
accomplish her goal.

One step, she decided, is to get an 
extra hour of labor on every job. At 75 
jobs a month and a $50 per hour labor 
rate, that would add $3,750 per month 
(or $45,000 a year) to her shop’s 
annual revenue.

So how is she going to get that 
extra labor hour per job? The first 
Thursday of each month, she decided, 
she will have a meeting with her blue-
printing and sales staff to go over two or three items that could be 
included on estimates to train her staff to include and negotiate for 
those items.

Think about that plan: It lays out what is going to happen, who is 
involved and why, when and how they are doing it. That’s a goal, not 
just a wish.

But that only gets Susan $45,000 of the added $200,000 
increase she wants in sales next year. So the other part of her action 
plan is to improve her shop’s closing ratio.

Right now the shop has a 60 percent closing ratio. That means it 
is writing about $277,000 in estimates every month, but only captur-

ing about $166,000 (60 percent) of that potential work each month.
Susan set a goal of improving that closing ratio to 65 percent. 

That would mean the shop’s sales would rise to $180,000 per month 
(65 percent of $277,000) without needing to get a single additional 
customer through the door for an estimate.

How will she accomplish that goal? First, she is going to work with 
her paint company to bring in after-hours sales training for her team. 
And every estimate for a job not immediately scheduled by the cus-
tomer will be put into a bin; her customer service rep will be trained to 
call each of those customers the next day with a script Susan and her 
team develop to help get that job scheduled. If unsuccessful, that esti-
mate will move into another bin for another follow-up call a day later.

The added labor hour per estimate will generate an additional 
$45,000 in revenue next year. The improved closing ratio will gener-
ate an additional $160,000 in revenue. That meets Susan’s goal to hit 
$2.2 million next year, and it’s not just a wish. She has an action plan 
for how to accomplish it, with specifics about what will be done, who 
will do it and how and when. She will explain the “why” to everyone 
involved, because that improves buy in and follow through.

A couple last thoughts about wishes versus goals: Always put 
the plan in writing. Keep it to a manageable 3-5 action items. And 
delegate, but don’t abdicate; get others involved, but don’t just dump 
it on them. Make sure they understand the why, how and when, and 
then monitor for follow through.

You can hope your wishes come true. Or you can make your goals 
happen. Take charge of your destiny with an action plan. 

RELY ON 
GOALS, NOT 
WISHES

Creating an action plan is key 
to making desired business 
improvements

Make a plan. 
It lays out what is 
going to happen, 
who is involved, 
and why, when 

and how they are 
going to do it. 

That's a goal. not 
just a wish. 

Q

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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Made in the USA

Your Aluminum Solution

MWS-AL (Kit 3)
•Dent Pulling

•Fume Extractor

•MIG Welding

•Plasma Cutting

Visit Us
Online :
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Productivity  

starts at the finish

Finish smart

R-M® automotive finishes provide the perfect blend of durability,  
color and shine. For nearly a century, R-M has been advancing the 
science of refinishing, developing innovative, user-friendly and flexible 
paint systems and support products that redefine value and quality.  
By operating as a true partner, R-M provides unmatched support to  
enhance shop productivity, increase throughput and bolster the  
bottom line—from start to finish. Explore the complete line of  
R-M products at www.basfrefinish.com/rm.
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