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DELIVER MORE THAN JUST THE VEHICLE
CUSTOMER VALUE PROCESSES OPEN THE FOCUS 

TO INCLUDE QUALITY, CYCLE TIME AND PRICING 
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FOR TODAY'S TECHNICIAN
YOUR GUIDE TO ALUMINUM REPAIR PROCEDURES AND TECHNIQUES

TECHNICAL

COLD, HARD FACTS ON A/C REPAIR
GET REACQUAINTED WITH THE BASICS 

OF AIR CONDITIONING WORK

GET FREE TRAINING AT

April 24-26, 2015 Chicago, IL

http://www.automechanikachicago.com
Register at

REDEEM FREE TRAINING 
WITH PROMO CODE THANKS33

AXALTA, GFS TO 
HOST INTERACTIVE 
PAINT BOOTH 
DEMONSTRATION
REPAIRERS CAN TEST 

LATEST BOOTH TECHNOLOGY 

AND PAINT OFFERINGS

MOBILE TECHS 
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CHICAGO
AUTOMECHANIKA CHICAGO 
PROVIDES VALUABLE 
TRAINING TO STAY 
CURRENT, SUCCESSFUL
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OF THE COLLISION REPAIR INDUSTRY

Talk Shop Anytime
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Performance. Reliability. Success.
With our competitively priced replacement parts, you no longer have to settle for anything less than Mercedes-Benz 

quality. But that’s just part of the story. You see, our hoods, fenders and head lamps all carry a 12-month,  

no mileage-restriction warranty. So our parts are not only a great deal. They’re a great value. Since they’re genuine 

Mercedes-Benz, you can have confidence they’ll last, and so will your relationship with your customers. 

 

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

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

AXALTA, GFS TO HOST 
INTERACTIVE PAINT BOOTH 
BY ABRN STAFF

Repairers can test new materials and technology on 
the Automechanika Chicago show fl oor. 

NETWORKING CONFERENCES

PASSION FOR CARS DRAWS MOBILE 
TECHS TO CHICAGO

8 
Mobile technicians from across the 
country will converge on Chicago to 
get the training they need to succeed at 
Automechanika Chicago. 

INSURANCE MATTERS

ASE, AUTOMECHANIKA CHICAGO PARTNER 
TO PROVIDE TESTING

8 ASE testing will be available April 24-25 
onsite at Automechanika Chicago 
on a fi rst-come, fi rst-serve basis for 
attendees. 

8

ALL THINGS AUTOMECHANIK A CHICAGO

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

READY, SET, GROW

16 Deciding where and how to add new 
shop locations are vital decisions for 
business success. 

THE PROFIT MOTIVE

BY TOM MCGEE

MAKING MONEY ON PAINT AND MATERIALS

30Focus on the details of your repair plan 
to help drive profi ts in your shop.

THE LAST DETAIL

BY MIKE ANDERSON

UNDERSTAND YOUR SHOP LIABILITY

78 What an insurer will or will not pay has 
no impact on your legal responsibilities 
to customers. 

12

FEATURE

DON’T FORGET THE LABOR COSTS 
FOR THE WIRING HARNESS
BY ART HARRIS | ABRN BLOGGER

Be sure to charge for the labor when you replace a liftgate/
tailgate in Audatex by manually adding a line.
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MINDING YOUR BUSINESS

DELIVER MORE THAN THE VEHICLE
BY STEVEN FELTOVICH | CONTRIBUTING EDITOR

Customer value processes open the focus to include quality, 
cycle time and pricing. 

FEATURES

THE SHOP PROFILE 

CARSTAR JEREMIAH’S COLLSION AND PAINTING;  

OKLAHOMA CITY, OK

JAMES E. GUYETTE / CONTRIBUTING EDITOR

24Award winning shop owner Jeremiah 
Graham has worked his way through 
the ranks to establish his own 
business with a focus on easing 
customer stresses.

18

BUSINESS MANAGEMENT INSIGHTS, BEST PRACTICES & IMPLEMENTATION 
abrn

OPERATIONS

IN THE NEXT ISSUE OF ABRN

 Enlist a quick changeover approach to elimi-

nate or reduce non-value-added activiites.

ALUMINUM REPAIR FOR 

TODAY’S TECHNICIAN

TECHNICAL FOCUS

A/C REPAIR
BY TIM SRAMCIK | 
CONTRIBUTING EDITOR

48 Reacquaint your staff 
with the basics of air 
conditioning work.

BY LARRY MONTANEZ | TECHNICAL EDITOR

Your guide to aluminum repair procedures and 

techniques 

32

TECHNICAL TRAINING

COVER FEATURE

FROM ABRN CONTRIBUTING EDITOR AL THOMAS.

GET A FREE SCAN APP 
WWW.SCANLIFE.COM

MORE TECH COVERAGE

WITH YOUR SMART 

PHONE’S CAMERA

HOW2 KNOW-HOW  T IPS & TECHNIQUES FROM THOSE IN THE KNOW
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We Live Coatings
Visit Axalta Coating Systems  
in Booth 1302 at AUTOMECHANIKA CHICAGO.

Visit us at www.axalta.us
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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

APRIL’S FEATURED VIDEO

AUTOMECHANIKA 
CHICAGO TRAINING 

PRODUCT SPOTLIGHT

Fusor 208B Panel Bonding Adhesive is a versatile epoxy-based 
metal and plastic panel bond adhesive with no odor during 
application and a tack-free surface when cured.

BONUS ONLINE CONTENT

PRODUCT FOCUS

77    Lusid Technology introduces three 
new clear products to support 
GenVerde, its fully VOC compliant 
solventborne paint system.

77

VIDEO SPOTLIGHT


 HIRE A manager and fi re yourself

In order to maximize the value of your 

business, you have to view it from the 

outside in. Or in other words, you need 

to work on your business, not in your 

business. 

[URL ABRN.COM/GETFIRED]

SEARCH THOUSANDS OF RESOURCES 
TO HELP YOU WORK SMARTER

VISIT ABRN.COM

BLOG SPOTLIGHT


 VISIT WEDGE Clamp at Automechanika 

Chicago, April 24-26, 2015 at 

McCormick Place West in downtown 

Chicago, for a chance to not only win, 

but also to be one of the fi rst 

collision repair businesses in North 

America to own a new and innovative 

product that will be revealed at the 

show. Wedge Clamp will be exhibiting 

its effi cient line of smart shop 

equipment, as well as introducing 

this exciting new product at booth 

#1247 on the show fl oor. Visit the 

booth to register for this special 

giveaway!

[URL ABRN.COM/AMCWEDGECLAMP]

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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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 

ES583132_ABRN0415_007_FP.pgs  03.12.2015  19:44    ADV  blackyellowmagentacyan



GLOBAL REACH

Axalta, GFS to host 
interactive paint booth
Automechanika Chicago has partnered with Axalta 

Coating Systems and Global Finishing Solutions (GFS) 

to provide an interactive paint booth at the trade show, 

taking place April 24-26 at McCormick Place West in 

Chicago, Ill. 

GFS, a paint booth manufacturer, will erect the paint 

booth directly on the show floor for attendees to test. “We 

are excited to bring our technology to Automechanika 

Chicago and show the automotive community GFS’ capa-

bilities,” says Brandon Lowder, Vice President of Auto 

Refinish at GFS.

Axalta, liquid and powder coatings manufacturer, will 

perform coating demonstrations within the GFS paint 

booth to introduce event attendees to innovative refinish 

technologies available to the industry. Additionally, colli-

sion professionals will have the opportunity to experiment 

with the products. “Allowing technicians to step in and 

test new products and techniques under the watchful eye 

of our expert trainers is a great way for us to educate end 

users about the latest innovations available in coatings,” 

said Jim Evans, Axalta North America Training Director.  

“Providing a platform to gain hands-on experience 

and education for the automotive community is an 

important objective of our show,” said Bridget Ferris, 

Automechanika Chicago Show Director.  “We are thrilled 

to have Axalta and GFS on board to help us achieve that.” 

BREAKING NEWS

TRAINING

PASSION FOR 

CARS DRAWS 

MOBILE TECHS 

TO CHICAGO

BY PETER F. MEIER | 

DIRECTOR OF TRAINING

Most mobile diagnostic 

techs share common attri-

butes — a desire to work 

for themselves and a pas-

sion for fixing cars right 

the first time. 

But what might surprise 

you is that most report 

the majority of the prob-

lems they are paid hand-

somely to pinpoint could 

have been solved without 

their help had the tech fol-

lowed a logical process 

and invested in education. 

In other words, master the 

basics and get trained.

Mobile technicians from 

around the country are 

converging on Chicago to 

get the training they know 

they need to stay current.

And it isn’t just mechan-

ical shops that call for help. 

Nearly half of their busi-

ness comes from collision 

repair shops. Continue at 

ABRN.com/MobileTechs.
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THERE’S MORE 

ONLINE:

NATIONAL INSTITUTE FOR 

AUTOMOTIVE SERVICE 

EXCELLENCE PARTNERS WITH 

AUTOMECHANIKA CHICAGO 

TO HOLD ONSITE ASE TESTING

Automechanika Chicago and the 
National Institute for Automotive 
Service Excellence will provide 
ASE testing April 24-25 during 
the show at McCormick Place 
West in downtown Chicago. 
Testing is available on a 
f rst-come, f rst-serve basis.

»» ABRN.COM/AMCASE

DISTRIBUTORS EXPECT TO 

GAIN VALUABLE CONTACTS AT 

AUTOMECHANIKA CHCIAGO

Distributors who are either 
attending or hosting a booth at 
Automechanika Chicago will f nd 
numerous avenues for reaching 
targeted markets. Expecting 
more than 400 exhibitors and 
8,500-plus attendees coming 
through the turnstiles, 
Automechanika Chicago is 
showcasing the industry’s entire 
spectrum. 

»» ABRN.COM/AMCDISTRIBUTORS

AUTOMECHANIKA CHICAGO 

TRAINING PERKS

Automechanika Chicago Presents 
Motor Age Training Live already 
is a world-class training event, 
offering more than 100 sessions 
led by more than 50 of the best 
instructors in the business. What 
could make it better? How about 
certif cation. Each class attendee 
will be provided a certif cate of 
their attendance. If you’re an 
educator, classes you attend at 
Automechanika Chicago can be 
used for your CE credit 
requirements.

»» ABRN.COM/TRAININGPERKS

8  APRIL 2015  ABRN.COM  

SEARCH THOUSANDS OF BREAKING AND ARCHIVED 

NEWS ARTICLES TO STAY INFORMED

VISIT ABRN.COM

April 24 - 26, 2015
McCormick Place, Chicago, Illinois
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SATAjet®5000 B

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

Phone: 800-533-8016 

E-mail: satajet@satausa.com 

www.satausa.com

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

AS VERSATILE 

AS YOU
Whatever you wish to paint: Our 

new high performance spray gun is exactly 
 what you need. Regardless which object,  

climate, inlet pressure or  
application distance - the SATAjet 5000 B 
 sets new standards terms of versatility.

Take a fresh look at quality.

www.satausa.com

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

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

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

 Q&A

ABRN: Tell me about Bodyshop 

Revolution’s Exico technology.

PO: Our technology is gas catalytic dry-

ing technology. It is the introduction of 

cold gas through a precious metal mem-

brane with air movement that allows 

for the production of an infrared wave-

length at 3.5 microns, which allows  

products to be cured almost 100 percent 

— typically a 30-day process. We are 

able to use and cure products at their 

purist state, not accelerated products, 

which are the least expensive products. 

Energy created at this wavelength is the 

most effective to cure products rapidly 

and fully.

ABRN: Are paint companies also 

working to create fast-drying paint 

products? 

PO: Paint companies are producing fast-

er drying clears, however they are very 

expensive, and every time you acceler-

ate a product, there are consequences. 

As far as a waterborne base, these prod-

ucts need to be air dried, and that is why 

in our industry they use either air move-

ment blowers or, in many cases, shops 

are baking the base in order to pull the 

water out. Many times this is a 15-20 

minute process. With our technology, 

we can completely extract water from 

the base in 2-4 minutes, so by the time 

the painter puts his clear in his gun, the 

base is ready for the application of clear. 

ABRN: What other benefits do the 

Exico systems provide? 

PO: The technology allows for continu-

ous work flow. We do not need to move 

a car except for shipment to the paint 

booth and back. When you can cure fill-

er in one minute, you do not need two 

cars to work on; when you can do paint 

prep and cure primer in one minute in 

the body technician’s stall, you also do 

not need to work on other cars. And if 

your car will be out of paint and back 

into your work space in 1.5 hours or less, 

you do not need to work on another car. 

Some very big benefits are also a 70 

percent reduction in energy and using 

less expensive products at their purist 

form, which gives the best finish and 

longevity.

ABRN: Bodyshop Revolution sees 

roll-on primer as the future. Why?

PO: We see roll and spray primer as 

viable. However, the objective is to get 

continuous workflow. When we can 

cure primer in one minute using roll-on 

primer, it allows for us to continuously 

work on the car without moving it to a 

primer or prep deck. This also enables 

us to work in that space in a safe and 

environmentally friendly space. Rolling 

does not allow over spray or isocya-

nates in the air.

ABRN: How important is efficiency in 

the paint booth?

PO: The efficiency in the paint booth 

is critical. In our process, we can paint 

10-12 cars per booth in 8 hours versus 

4-5 — you can do the math. Also in our 

process, it is critical that, if a shop can, 

they always have two vehicles ready at 

all times to paint. For every 40-50 minute 

cycle a shop misses, the company loos-

es roughly $1,000 that they can never 

recover. So we always want cars in front 

of the booth ready for paint. We want to 

run 10-12 cycles per day every day. So 

efficiency is critical in all aspects of the 

production process, and in the estimate 

and parts process. You cannot do con-

tinuous workflow if you have written a 

poor estimate and you do not have all of 

the parts. 

BSR HELPS SHOPS ACHIEVE CONTINUOUS 

WORKFLOW IN THE PAINT DEPARTMENT BY 

ALMOST ELIMINATING DRYING WAIT TIMES

BY KRISTA MCNAMARA  |  MANAGING EDITOR

PATRICK 
OÕNEILL
PRESIDENT, 
BODYSHOP REVOLUTION

Photo: Bodyshop Revolution
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Some things

just feel right.

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

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

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

H2O Waterborne Basecoat. It’s revolutionizing 

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

at home, with all the benefts: pure, beautiful 

high-opacity colors, amazing color match, 

seamless blends, extensive formulas and value 

that brings a smile to your face.

It’s proof that compliance can be rewarding for 

the environment and your bottom line. And 

that’s something we can all feel good about.

This bottle of wonder is a premium automotive waterborne 

paint system and has been engineered to exceed expectations. 

Just ask our competition.

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

Serious color. Smart Business.™
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STAY ON TOP OF INDUSTRY DEVELOPMENTS  
with a FREE subscription to ABRN’s 

 COLLISION REPAIR E-NEWS

 COLLISION REPAIR ALERTS

 COLLISION REPAIR FLASH

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

COLLISION REPAIR

I N D U S T R Y

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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BY ART HARRIS | ABRN BLOGGER

W
hen you R&I or replace a liftgate/tail-

gate in Audatex, are you creating a 

manual line for the labor to remove or 

loosen the wiring harness? Unlike the doors, the 

labor for a liftgate does not include addressing the 

labor required for the harness, so you must create 

a manual line. The information can be found in the 

Audatex DBRM on page 108 for the liftgate and 

page 93 for the doors.

The DEG has been in contact with Audatex and 

asked why time for the harness would be includ-

ed in the doors but not the liftgate. Audatex was 

unsure of why there would be a difference, but 

guessed that when the original information was 

written most liftgates may not have been power.

Audatex also commented that “most” doors and 

liftgates have a quick release wire plug located at 

the pillar or roof area. The DEG has been in contact 

with several shops and they stated most vehicles 

do NOT have a quick disconnect plug.

The outcome is that Audatex is going to re-

search why the time would be included in one op-

eration and not the other. 

As for the quick disconnect, 

the DEG has reached out to sev-

eral OEMs to see if they have 

data on which of their vehicles 

do have a quick disconnect. We 

have only had one response so 

far and that OE does not have 

the data for this.

In an effort to provide Audatex with accurate 

data, the DEG is collecting this information manu-

ally on which vehicles have a quick disconnect for 

doors and liftgates. Once the DEG has a good pool 

of vehicles we can provide Audatex with the facts 

of how many vehicles do have a quick disconnect. 

400 — the amount of 
exhibitors 

Automechanika 

Chicago has exceeded, 
and the amount of 
dollars you save if you 
register for training at 

ABRN.com/

AMCRegistration. 

DonÕt forget the labor costs 
for the wiring harness

Be sure to charge for this when you replace a liftgate/tailgate in Audatex

BECOME A BLOGGER

abrn.com/JoinCommunity

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

Scaring the consolidators

Brad Mewes

The collision industry is a $30 
billion market in the U.S. But not 
a single company accounts for 
even $1 billion in sales. There is 
a race to get to the $1 billion in 
sales mark. 

The quickest way to get to the 
$1 billion mark is to acquire other 
businesses that already generate 
a few million dollars in sales. So 
the consolidators need indepen-
dent shops and small MSOs – but 
they are also afraid of you.

They are afraid of you because you 
lack experience.

The large consolidators by their 
very nature are incredibly cau-
tious. They are backed by some 
of the largest fi nancial institutions 
in the world and are stewards for 
hundreds of millions of investment 

dollars. They unfortunately cannot 
just “take your word for it.”

Sure you have been in business 
for years. You have long-term 
employees. You have long-term 
referral accounts via DRPs 
or dealer referrals and repeat 
business.

But you are inexperienced in their 
world. It is likely you have never 
engaged in a multi-million dollar 
transaction before. You likely have 
never integrated a business into 
a multi-million dollar enterprise. 
You likely have never made a 100-
day plan, or been responsible 
for building a pro forma fi nancial 
statement, or outlining the work-
ing capital required to sustain 
your business for the next 12 
months.

Experience and credibility is 
earned over time. In a business 

transaction situation, time is in 
very limited supply. Thus, when 
you approach a buyer, or a buyer 
approaches you, you must be able 
to quickly demonstrate credibility 
in a professional way. In a way that 
means something to a multi-million 
dollar institution.

It is imperative that you do the 
following four things in order to 
ensure your success. And even if 
you are not planning on a transi-
tion any time soon, you will be no 
worse off as understanding these 
four things will help you run a bet-
ter business.

Understand their KPIs. The 
largest consolidators in the nation 
are backed by fi nancial institu-
tions with billions of dollars of as-
sets under management. So while 
on an operational basis, cycle 
time and CSI are important, they 

are go-
ing to 
throw terms 
out like EBIT-
DA, CAPEX, R O I C , 
Enterprise Value, clawbacks, 
seller carry back notes, etc. 
Even if you are not planning on 
selling any time soon, under-
standing these terms and how the 
big players manage their business 
will help you mange yours better.

Get your fi nancials in order.
Lack of fi nancial clarity and integri-
ty is one of the most common hur-
dles in any transaction. It is up to 
you to go out of your way to create 
this clarity. Build a fi nancial book 
that shows your fi nancial operating 
history. Build pro forma fi nancials 
around future growth.

To continue reading this blog, visit 
ABRN.com/Experience. 
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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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APRIL’S FEATURED VIDEO

Automechanika 
Chicago: A must 
attend training 
event 
Watch at ABRN.COM/AMCTRAIN
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Understand your 
shop liability
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Ready, set, grow

16

the community—

join the discussion

READER FEEDBACK TO ABRN ARTICLES

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

Hopefully after they receive the information 

they can readdress the procedures in their 

P-Pages. 

Similarly, I recently wrote about ensuring 

you also correctly allocate full frame body re-

placement to ensure proper payment. 

When replacing the full frame on a vehicle, 

portions of the job are mechanical, while oth-

ers are body or frame work. All three estimat-

ing systems require users to allocate this la-

bor, but we can only use one labor operation. 

Currently, the three estimating system 

providers have not reached a solution, aside 

from the manual line. Hopefully there will be 

a better solution in the near future. To read 

more on this discussion and learn about oth-

er database issues, see the DEG blog online 

at ABRN.com/FrameReplace.

● Focus on these 7 areas in your shop 
for optimum success

AudaExplore’s Don Mikrut talks with ABRN’s Krista 
McNamara about the seven areas collision repair 
shops should focus on in order to best handle the 
winter-weather business boom. Mikrut also reviews 
AudaExplore’s newest software offerings for your shop.
[ABRN.COM/7AREAS]

● Are you ready for aluminum repair?
Rick Miller, assistant vice president of operations 
for CARSTAR Auto Body Repair Experts, and Shawn 
Collins, senior technical service director for 3M 
Automotive Aftermarket Division and I-CAR instructor, 
tackle the biggest questions, myths and concerns 
about repairing aluminum and aluminum-intensive 
vehicles and how you can prepare your shop.
[ABRN.COM/ALUMINUMREADY]

Montanez talks 
Automechanika 
Chicago training 
SEARCH OUR ARCHIVES OF OVER 

800 ONLINE VIDEOS

abrn TOP VIDEOS

Reader feedback to the article, 

ÒEstimating the Aluminum 

Repair,Ó ABRN February 2015, 

by ABRN Technical Editor Larry 

Montanez: 
“I just got done reading your latest article in ABRN. 
Excellent. There is no price tag that you can place on 
your vast knowledge and expertise in our industry. 

“I am done working directly with staff companies 
who don’t care about training their people on how 
to prepare the correct estimate to repair a vehicle. 
All they worry about is their bottom line, which from 
a business standpoint is understandable, but there 
are many ways to protect that bottom line and still 
do the right thing. Most companies have so much 
dead wood and waste going on inside their offi ces 
that if they streamlined, it would allow the ‘qualifi ed’ 
person on the road to prepare the correct estimate. 
Companies need to hire, train and pay the correct 
professional for his/her knowledge. Unfortunately, 
the greedy people in our industry — shops and 
appraisers alike — tarnish the pride we take in our 

profession. Shame on them.

“Thank you for the excellent article. I look forward to 
reading the remaining articles in your series.”

—Joe Nobilione, independent appraiser 

“It isn’t very often that an article gets me to respond, 
but the one you did for ABRN deserves just that. 
The article is very well written and probably the most 
unbiased set of information I have seen in a while. 
I enjoyed reading useful information and get ag-
gravated when at about the second paragraph of an 
article you realize it is nothing but an advertisement 
disguised as information. 

“So hats off to you for a well researched and well 
written, unbiased and informative article. I look 
forward to the continuation of the series.”

— Joe Simon, service coordinator with Altra 

Products Supply, Inc.

The latest in Montanez’s 6-part series of aluminum 
repair articles, “Aluminum Repair for Today’s Techni-
cian,” can be found on page 32.

FRIDAY, APRIL 24

Optimizing Paint Material 
Profi tability
Presented by Ryan Ross and Scott Wheeler; 
8:30-11:45 am.

Continuous Improvement 
Best Practices
Presented by Mike Anderson; 2-5:15 p.m.

Welding for Success
Presented by VeriFacts; 2-5:15 p.m.

Steel vs. Aluminum: 
Fact and Fiction
Presented by Ken Boylan; 2-5:15 p.m.
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SATURDAY, APRIL 25

Becoming a Successful Entre-
preneur, Multi-Shop Owner & 
Operator
Presented by Greg Sands and Sherri Sands; 
8:30-11:45 a.m.

Triple Win Clinic
Presented by VeriFacts; 8:30-11:45 a.m.

How to Use Digital Marketing to 
Grow Your Business in a Consoli-
dating Market
Presented by Frank Terlep; 8:30-11:45 a.m.

Post Repair Inspection Analysis
Presented by Larry Montanez; 8:30-11:45 a.m.
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SUNDAY, APRIL 26

Industry Town Hall
Presented by Pete Meier; 8:30-10 a.m.

Real World Fixes
Presented by John Parmenter; 8:30-10 a.m.

Q&A with Eric The Car Guy
Presented by Eric The Car Guy; 8:30-10 a.m.

Reading and Writing Skills in the 
Automotive Classroom
Presented by Tim Dwyer and Judy Wax; 
8:30-11:45 a.m.

Mastering the Six Financial Keys 
to Build a Multi-Million Dollar 
Shop
Presented by Scott Wheeler; 8:30-11:45 a.m.
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REGISTER TODAY
abrn.com/AMCregistration

THE 

PROFIT MOTIVE

TOM MCGEE

Making money on 
paint, materials
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Ez Coat
Matches OEM e-coat.  

Available in 7 popular colors:

Black, Olive Green, Light Green, 

Gray, Tan, Olive Brown, White

Factory Pack 
Real automotive basecoat  

in an aerosol.

• 40 OEM matched colors  

• 178 crossovers  

• 17 car manufacturers

1K HS Clear or
1K HS Semi-Gloss Clear 
Adds gloss and protects  

the repair. Quick drying for  

increased production. 

LEARN MORE 

ONLINE
Visit semproducts.com/abrn-ors

• Watch the how-to video
• Get the training manual
• See the full time comparison
•  Sign up to be the first to know 

about new ways to save time 
and money 

OEM 

REFINISHING SYSTEM

TIME SAVINGS

OEM REFINISHING SYSTEM

TRADITIONAL METHOD

MOVING CARRADIATOR SUPPORT EXAMPLE

go to semproducts.com/abrn-ors  
for full time savings study 

N/A – No need for booth

20 Min

N/A – No mixing aerosols

10 Min

18 Min

2 Hr

N/A – No gun is used

6 Min

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

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

GO TO: WWW.SCANLIFE.COM

BY MIKE LEVASSEUR | columnist
mikel@keenanautobody.com

THE SHOP OWNER 

Mike LeVasseur is president and COO of Keenan Auto Body, which has 12 shops in Pennsylvania and Delaware.

Ready, set, grow
Deciding where and how to add additional shop locations for your company

W
e recently opened our 12th location 

and are deep in the process of work-

ing toward No. 13, which in this case 

is a good number. In doing so, we’ve developed a 

pretty good system for selecting new locations and 

getting them up and running within a reasonable 

amount of time. 

It’s something MSOs talk about and that I often get asked questions about: How do 

you decide where to open? Do you prefer greenfield, brownfield or acquisition? What 

type of facility, layout and equipment do you 

prefer? How do you ensure there are both staff 

and cars on Day 1?

It’s a big topic, so one I’m going to take several 

columns to discuss. Some of what I’ll share are 

our company’s personal preferences, the things 

we look for and require in a location and our 

unique processes. The ideal size of a facility you 

may be interested in may be different from ours, 

depending on your particular business model. But 

the general concepts I’m going to lay out should 

apply whether you’re looking to add your second 

shop – or your 102nd.

With acquisitions being announced in the 

industry weekly, let me start by answering the 

question: Do you prefer to build a new shop 

from the ground up (a greenfield), to convert an existing building to a body shop (a 

brownfield) or to buy an existing collision repair business with one or more locations 

(an acquisition)? The answer for us: None of the above.

We’ve added shops through all of these means, although we haven’t acquired an 

existing collision repair business since 1997. We’ve done mostly brownfields since 

then, but we actually prefer to grow through a fourth means: the takeover. We take 

over an existing shop that has been struggling or that has failed.

The biggest upside to this is that it often requires far less of an upfront invest-

ment. We don’t have to build a facility or convert a building – and we don’t have the 

expense of compensating someone for his or her client base and business. In a take 

over, you may just be moving into a space where the landlord has kicked out another 

shop. You may be compensating a former operator for some of their equipment – or in 

some cases, that compensation may involve taking over some of the previous owner’s 

accounts payable. But often not a lot is required other than rebranding (and often some 

equipping) of the location, so it’s nowhere close to the same initial investment the other 

methods of growth require.

Finding a takeover opportunity is perhaps one of the biggest challenges to this 

method of growth. For us, it’s generally been word of mouth. A broker or a realtor we’ve 

worked with in the past might call me. A vendor representative might pass along word. 

In today’s business environment, there’s a lot of movement out there.

One key to a successful takeover is to recognize why the business failed at that 

location. It may just be the owner lost interest, or failed to keep up with changes in the 

industry. It could be because the demographics of the area changed. But no matter 

how inexpensively you could open a shop there, it’s important to do the same sort of 

homework on the location as you would with a brownfield, greenfield or acquisition.

What does that location homework entail? We first look at the visibility and traffic 

count that location offers. For us, we want a minimum average of 25,000 to 50,000 

cars passing that location every day.

Next, check out the demographic information for the area: population density, 

average income levels, etc. Look for trends over three, five and 10 years – and get a 

projection of what the next 3-5 years may bring.

Where can you get all this information? Your paint company most likely has it. 

We’ve worked with two different paint companies over our decades of growth, and 

both offered us assistance in evaluating potential new locations.

There are several more key pieces of homework you need to do before moving 

ahead with a new location, whether greenfield, brownfield, acquisition or takeover. I’ll 

discuss those in my next column. 

“WE PREFER 

TO GROW 

THROUGH THE 

TAKEOVER. WE 

TAKE OVER AN 

EXISTING SHOP 

THAT HAS BEEN 

STRUGGLING 

OR THAT HAS 

FAILED.”

If there's a topic you'd 

like me to address,  

I'd love to hear from you.
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Some painters call it a miracle 

worker. Some accountants call  

it a windfall. We call it compliance 

without complication. That’s 

why, from small independent 

shops to large MSOs, painters 

across the nation are converting 

from waterborne to Matrix MPB-LV Premium Low 

VOC Basecoat – the solution that delivers expert 

color match, faster coverage, warranty protection, 

significant savings and less headaches. With zero 

equipment upgrade costs, MPB-LV effortlessly 

transitions your current brand into a green brand.

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

800.735.0303  I  www.matrixsystem.com

©2014 Matrix System Automotive – A Quest Automotive Brand

I ALMoSt CoNVERtED to WAtERBoRNE

 UNTIL  
MATRIX 
SYSTEM  
SHOWED ME THAT I DON’T HAVE  

to CHooSE  
BETWEEN QUALITY AND THE  

 ENVIRONMENT
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FREE AUTOMECHANIKA 
CHICAGO TRAINING 
STILL AVAILABLE
SIgn up for free training, 
April 24-26. 
ABRN.com/AMCregistration

NEW LABOR RATE 
SURVEY LAUNCHED IN 
NEW JERSEY

AASP/NJ partners to 
survey the state. 
ABRN.com/NJLabor

PENNSYLVANIA, 
DELAWARE MSO OPENS 
12TH LOCATION
Keenan Auto Body shop 
opens in Aston, Pa. 
ABRN.com/Keenan12
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TALK TO ANY
shop owner or manager and they will 

tell you that their shop has well-de-

f ned processes in place. As a busi-

ness consultant, I have visited many shops and have conclud-

ed that there is still an incredible opportunity in the area of 

building a customer value process. While some improvements 

have been made industry wide, few organizations have taken 

full advantage of the opportunities to achieve signif cant re-

sults from their efforts.

The keywords are customer value process. What is a cus-

tomer value process? This is a process that is capable of deliv-

ering customer value in terms of quality, cycle time and com-

petitive pricing. Today’s digital customer is more informed, 

empowered and they are also more impatient. They have lit-

tle time to invest in poorly managed businesses full of discon-

nects and interruptions during the interaction. James Womack 

and Daniel Jones in Lean Solutions echo the voice of today’s 

consumer: “Don’t waste my time. Minimize my total con-

sumption, which is the price I pay plus my time and hassle.”

With this said, processes that deliver customer value in 

short order are paramount. Unfortunately, most shops’ pro-

cesses are still riddled with errors, mistakes and delays. Yes, 

the collision repair industry has lots of variables and that’s all 

the more reason to have tightly controlled processes in place 

in order to minimize and control the amount of variation.  

The optimum, well-def ned process will enable your orga-

nization to get it right the f rst time and every time. The right 

processes will be tied to measurements, which enable them to 

be monitored closely and the processes improved upon. Mea-

surements such as supplement reduction and decreasing the 

percentage of parts being returned to suppliers clearly indicate 

the stability of your damage analysis and estimating process.

Solutions — controlled environment

A shop I visited had achieved very impressive results in the area 

of damage analysis and estimating. Their process was yielding 

one parts order at 100 percent accuracy for each repair order. 

How was this possible, especially on high-line vehicles? They 

had implemented a bulletproof process of disassembling each 

vehicle to the last bolt and retainer clip that would be neces-

sary in order to repair all the damage. Their effort was laser-

focused on discovering everything upfront that they needed to 

rebuild the customer’s vehicle prior to ordering the parts. They 

had become the best performer in their market when ranked 

JUST THE VEHICLE

MINDING YOUR BUSINESS

CUSTOMER VALUE PROCESSES OPEN THEIR FOCUS TO 
INCLUDE QUALITY, CYCLE TIME AND PRICING

BY STEVEN FELTOVICH  |  CONTRIBUTING EDITOR
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PUT YOUR REPUTATION 
ON OUR LINES.

You’ve built more than a business — you’ve built a name. Protect it with a full line of Chief 

collision repair equipment that now includes our all-new rivet gun and fume extractor.

RIVET GUN

FUME 

EXTRACTOR

Check out our new additions at

chiefautomotive.com/OnOurLines/abrn

See us at Automechanika for new products, live demos and training opportunities. Booth #1402
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by insurance company metrics.

This same shop a few years earlier 

had a large parts room f lled with part 

returns, but during this visit it was 

quite surprising to see that their parts 

room for handling the returns had been 

reduced to only a small plastic storage 

bin, holding a few labels and emblems. 

No large parts of signif cance were be-

ing returned any longer. This equated to 

full optimization of their damage anal-

ysis and estimating process.  

Think about the time this shop was 

able to save by no longer needing to pro-

duce two or three supplements, order 

additional parts and track parts that 

had to be returned on every repair or-

der. Additionally, the shop benef ted 

from these time-saving eff ciencies by 

avoiding customer dissatisfaction that 

would have been caused by not being 

able to deliver vehicles on the sched-

uled dates. After months of continuous 

improvement, the tasks and activities 

associated with damage analysis and 

estimating were streamlined into this 

one consistent and reliable process.

People — empower through 

knowledge
Why do 70 percent of all major trans-

formation efforts geared toward pro-

cess improvement fail? The reason is 

most organizations do not engage their 

workforce effectively. Management gen-

erally dictates to the people doing the 

work what specif c changes they want 

to make. A shop in Chicago that I vis-

ited demonstrated a new management 

philosophy by allowing the employees 

to participate in solving the production 

problems. The people doing the work 

were the architects of the new process.

By capturing the creativity of your 

people who are doing the work, it en-

ables you to build a more robust busi-

ness model solely on your own shop’s 

efforts. All employees need to feel that 

it is part of their job to constantly come 

up with better ways of doing things, so 

that process innovation becomes just a 

way of doing business. And with the em-

ployees’ ownership tied to the processes, 

there is ongoing motivation to continual-

ly improve the processes and systems.  

The right processes will always de-

liver the right results! Business trans-

formation is a radical re-think of what 

the conventional processes are and how 

they should be, to improve operation-

al performance. 

Prof table process
Several years ago, while I was touring 

some shops in the U.K., I found a num-

ber of them were obsessing over pro-

duction processes at the time. Many of 

them had made substantial equipment 

and information technology upgrades 

at their facilities, but their real focus 

was now concentrated on the workshop 

process. This isn’t to say that they had 

neglected to improve their front-end 

administrative processes as well. Ac-

tually, they had worked on these pro-

cesses f rst, and now were resolved to 

improve the actual repair processes.

The U.K. shops that embraced the 

power of process improvements stayed 

their course through the dramatic de-

cline in collision repair facilities over 

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

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

one. We wonder how they can 
afford not to…

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

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

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

Kaeser offers an affordable and reliable rotary screw compressor for any light 

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

Kaeser Compressors, Inc. 

������������s��CUSTOMER�US KAESER�COM��s��KAESER�COM�!"2.
©2015 Kaeser Compressors, Inc.   Built for a lifetime is a trademark of Kaeser Compressors, Inc.
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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:
È World 8000 Booth Solid Back

È Single Row Pit

È 10 HP Direct Drive Fans

È Electromechanical Control Panel

È Ductwork Packages (15Õ Roof Height)

Options:
Air Speed/Waterborne  Flash-Off Ç  

Drive-thru Ç 

Side Wall Light Fixtures Ç 

2 or 3 Row Pits Ç

Basements Ç

È

 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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the last 12 years. Only the most pro-

cess-driven shops were the repairers 

who were able to meet the new de-

tailed service requirements. The for-

ward-thinking repairers in the U.K. 

have re-engineered their processes to 

deliver completed vehicles in average 

cycle times as low as 3 days. They have 

also tracked results of 6-hour average 

touch times and 10 vehicles painted in 

a single booth per day.

Building the most eff cient and ef-

fective business processes in the U.K. 

was no longer optional; it was absolute-

ly mandatory for future survival. The 

industrialization of collision repair in 

the U.K. drove the shops away from the 

old “craft” style technique of repair to 

the new world of deliberate, well-de-

f ned processes for repairing vehicles.

The investment shops are making 

in training, equipment and informa-

tion technology is always considered 

to be a smart investment. But now is 

the time to consider investing resourc-

es in building process solutions to ad-

dress present workshop inadequacies. 

This must be accomplished in order to 

meet advancing vehicle technologies, 

customer demands and insurance com-

pany requirements.

At some point, insurance compa-

nies and customers will no longer tol-

erate businesses operating with bro-

ken processes simply because they have 

a choice. There are many shops in the 

U.S. and Canada that are re-engineering 

their processes to meet the customers’ 

needs and expectations, while doing so 

in an eff cient and cost-effective manner.

Getting started
You don’t have to attempt beginning 

this journey alone; your shop can get 

help from various industry consultants 

and many paint companies offer help 

as well. Make sure you secure advice 

from someone who has knowledge of 

lean production principles and the abil-

ity to assist with implementing new 

processes at your facility. A great start-

ing point is to commission someone to 

perform a complete impact assessment 

of your facility and current processes; 

this outside perspective is an invalu-

able resource for getting your organi-

zation geared up for the transformation 

necessary to drive customer value in 

the 21st century.

Things to do
1.  Work closely with a consultant 

(lean production expert)

2. Read The Toyota Way, Jeffery Liker

3. Attend lean management train-

ing classes

4.  Value stream map your current 

processes to identify areas that need 

improvement

5.  Take study tours of facilities that 

have implemented lean processes 

STEVEN 
FELTOVICH
CONTRIBUTING
EDITOR

Steven Feltovich is Manager of Business Consulting 
Services for Sherwin-Williams Automotive Finishes 
Corporation. He has been a consultant to top industry 
executives at collision centers in the U.S., Canada, 
Central America, and the U.K. for 19 years. 

  E-mail Steve at steven.j.feltovich@sherwin.com

Do You Need Direction 
to Grow Your Business 
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

abraauto.com • 1.888.USA.ABRA

ABRA® Auto Body & Glass LP  F-1683 

7225 Northland Drive Suite 210

Brooklyn Park, MN 55428
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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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A snapshot of one of the industry’s leading shops

CARSTAR JEREMIAH’S COLLISION AND PAINTING / 
OKLAHOMA CITY, OK

“I’m probably the youngest shop owner in 

Oklahoma City, and maybe the entire 

state,” says Graham, who at age 33 owns 

CARSTAR Jeremiah’s Collision and Paint-

ing along with his wife Elizabeth. 

Graham got his start in the industry 

during the summer following his high 

school graduation. At the time he was 

waiting on tables. “I was in my driveway 

when a lady was moving in three houses 

down. She asked if I could help unload a 

few  heavy pieces. While I was unloading, 

her dad was watching me,” he recounts. 

The father overseeing the move turned out 

to be Hugh Dooley, who with his wife Della, 

owned a local Maaco franchise.

“He asked me if I liked cars and if I 

was interested in a career. I said, ‘What’s 

a career? I’m only 18.’ I kind of blew it off 

at the time. A few weeks later his daugh-

ter stopped by. She said her dad was 

impressed with me, so I f nally went to 

talk to him, and he offered me a job.”

Coming on board as a customer service 

representative, over the next 15 years Gra-

ham moved up to estimating and then 

became a managing partner under Hugh 

and Della’s tutelage. “I was interested in 

it, and I wanted to keep going. I wanted 

to learn more and be better.”

Hugh and Della were both astute 

business operators eager to mentor Graham 

and pick up the tab for his ever-advancing 

I-CAR training. “They saw something in 

me and gave me the conf dence to move 

forward on my own.”

Upon Hugh’s death, Della decided to 

retire. Graham purchased the Maaco shop’s 

assets and established his own business, 

conducting a major remodel and overhaul 

of the facility in the process. 

“We were independent for about a 

week,” Graham notes, before becoming a 

CARSTAR franchisee in 2012. In short 

order Jeremiah’s clinched the corporation’s 

company-wide Rookie of the Year and Mar-

keter of the Year honors.

Constructive debates

Graham has combined his people skills 

and never-ending quest for education to 

reap an annual gross of $1.5 million at the 

12-bay shop with 11 employees.

Graham believes his ability to relate 

to those around him is an “innate” qual-

ity that aids in steering the success of the 

enterprise. “I genuinely care about what’s 

going on with people,” especially when a 

A personal 
touch
Award-winning shop owner eases customer stresses

BY JAMES E. GUYETTE  |  CONTRIBUTING EDITOR

A
rapidly rising career in body shop management came 

sooner rather than later for Jeremiah Graham after a 

chance encounter with a kindly mentor who immedi-

ately grasped Graham’s business potential.

AT A GLANCE

CARSTAR Jeremiah’s 
Collision and Painting

Name of shop

Oklahoma City, Okla.
Location

Jeremiah and Elizabeth Graham
Owners

1
Number of shops

2
Years in business

11
Number of employees

5; 4 fl eet accounts
Number of DRPs

27,000
Square footage of shops

12
Number of bays

$1,840
Average repair order

15-20
No. of customer vehicles per week

8 days
Average cycle time

$32,000
Average weekly volume

$1.5 million
Annual gross revenue

BASF
Paint supplier

CCC One, Autotech
Estimating system used

www.carstar.com/store/
jeremiahs-carstar-oklahoma-city-

oklahoma
Website
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customer is undergoing the stress of being 

in a car crash.”

This affable manner melds with exten-

sive industry knowledge to achieve pro-

ductive negotiations with insurance pro-

viders, according to Graham. “I def nitely 

believe I catch more f ies with honey than 

vinegar,” he explains. “I have educated 

myself so we can have ‘constructive 

debates.’ I can explain it to them in a way 

that they understand.”

A comfortable atmosphere
The shop’s f ve direct repair program (DRP) 

aff liations amount to about 20 percent of 

the revenue, with four f eet accounts net-

ting another 15 percent. “I would like to 

have companies with large f eets think of 

me. It can also turn into more business 

when their employees see how e take care 

of people. A lot of times they will bring 

their personal cars to me.”

Graham continues to seek additional 

commercial vehicle clients and DRP rela-

tionships among smaller insurers. Offer-

ing assistance to insurance representa-

tives is an important element. “We provide 

a comfortable atmosphere for them. We 

have a designated area for them to inspect 

vehicles. We have work areas for them to 

sit down and take care of their business,” 

he says. “We let them use our WiFi and 

printers. We just try to be as friendly and 

helpful as possible.”

A similar approach is taken with ven-

dors. “My policy is ‘treat us fair; do the 

right thing for us and we’ll do business 

with you.’”

Graham is currently en route to becom-

ing an I-CAR instructor, and Jeremiah’s 

frequently hosts on-site training sessions 

that jobbers support via sponsorships or 

paying for the students’ meals. Manufac-

turers are also invited to present in-house 

c lasses and conduct cer t i f icat ion 

procedures.

“When it comes to training, it’s not as 

much of a requirement as it is them want-

ing to learn more,” he says of his staff.

“I remind my guys that things are 

always changing and we must stay cur-

rent. If they come to me about something 

they want to learn more about, I’ll do every-

thing I can to get them more resource mate-

rial or get them extra training. Our plan 

this year is to go for more OE certif cations. 

I pay for their training and for their time 

while they’re in training.”

Graham does point out that “one of my 

challenges right now is finding and 
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developing good people. We have some 

great people in our shop right now, but it’s 

always a challenge to f nd someone with 

integrity that you can trust.”

Charting productivity
Each morning at the shop begins with a 

staff meeting to discuss the day’s tasks. 

Jeremiah’s is in the process of implement-

ing a 5S workplace organization system 

that applies the principles of Sort, 

Straighten, Shine, Standardize and 

Sustain.

Production boards are used to chart 

the progress of body work and painting, 

and parts carts are used throughout the 

shop f oor. “When it comes to other ser-

vices, we offer paintless dent repair,” Gra-

ham reports. “That has been pretty popu-

lar, and it’s a great way to upsell while a 

customer already has their car in our shop,” 

he says.

“We also have a mechanical guy. We’ve 

done some brake jobs and oil changes, but 

mechanical is not something that we adver-

tise. But if a customer needs something 

done while their car is here, we try and 

accommodate that request.”

Some 65 percent to 70 percent of the 

clientele consists of either referrals or 

repeat customers, “so we really market to 

them with great service. We try to wow 

them during the time that their car is here.” 

Patrons are provided with photos depict-

ing the repair process.

“One customer set a special ringtone 

on his phone for our text messages. Every 

time his phone went off, everyone in his 

off ce would gather to see the progress on 

his car,” Graham reports. “I see that as a 

great marketing message, the way our 

customer service reputation can spread.”

The shop is heavily involved in chari-

table and civic events that include spon-

soring an elementary school reading pro-

gram for low-income students and 

contributing to other community causes. 

Graham has joined the National Auto Body 

Council (NABC) and is gearing up to par-

ticipate in the Recycled Rides program.

“I am part of CARSTAR’s EDGE Perfor-

mance Group, which is a great asset for a 

young owner like myself,” he observes. “As 

the owner, my role is to pitch in everywhere, 

from estimating, to running production, to 

scrubbing the toilets if needed. I’m not an 

off-site owner. I’m very involved.” 

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

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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©2015 PPG Industries, Inc.   All rights reserved.  

The PPG Logo and Envirobase are registered trademarks of PPG Industries Ohio, Inc.

Follow us online:                    www.ppgrefinish.com
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Finding future 

technicians

Document all f uid 

used or it’s free

Support local f rst 

responders

Share all documentation that you can gen-

erate to support your position. 

Considerations for prof t
Below are several areas to consider in your 

repair plan to capture additional ref nish-

ing hours and paint and material sales.

1.  Standard operating procedures. Do 

you have a paint problem or a body repair 

problem? For example, is the bodywork 

being prepared to the proper grit, or are 

your painters required to use a larger quan-

tity of primer to cover for this?

2.  Inventory controls. Are materials 

going home, used on personal vehicles, or 

lying partially used around the shop?

3.  Waste. Look for materials being used 

and not properly ref ected on the estimate. 

Look for other wastes. Are painters mixing 

more material than they need for each 

repair? Are you using more basecoat, 

clearcoat, primer or sealer than you should?

4.  Material grade. You may think you 

are saving money by not using premium 

grade sandpaper, but you may be using 

twice as much material to compensate.

5.  Accounting. Are materials properly 

ref ected on your prof t or loss statement? 

Consider using a paint and material invoic-

ing program.

7.  Paint labor hours. If you calculate 

materials costs based on refinish hours 

multiplied by an hourly rate, increasing the 

number of paint hours on each repair will 

increase your material reimbursement.

8. Blending versus panel ref nish. Do 

you make more money by blending into an 

adjacent panel or by panel ref nishing?

9.  Job costing in your paint mixing 

system software. Are you being reimbursed 

for what you are using?

Estimate audits
Below are areas often overlooked on repair 

plans that should be considered.

Adjacent panel weld damage: If a 

welded-on part is being replaced, then the 

repair plan needs to include the repair and 

ref nish of weld damage done to the adja-

cent parts. Remember paint times need to 

include inner and outer surfaces! 

Raw bumper preparation: With 

unprimed bumpers increasing, it is critical 

that shops capture the labor and materials 

for preparing these parts for ref nishing.

Mask interior openings: It may be nec-

essary to provide additional masking for 

interior door openings, windshield and 

back glass openings, trunk or cargo areas.

Denib: This is required to remove small 

surface imperfections.

Seam sealers: If original seam sealers 

are removed or damaged, include the costs 

of replacing these. To match the appearance 

and function of original sealers, some repairs 

will require more than one type be applied. 

Paint additives: When ref nishing plas-

tic parts, you may have to use additional 

additives such as f ex additives or adhesion 

promoters. If these materials are not 

included by the estimating system, make 

sure to itemize them on your repair plan.

Feather prime and block: While this 

has been debated for years, information 

indicates that it is a non-included opera-

tion. Be sure to add it.

Additional sources
For additional help capturing ref nish labor 

hours and material reimbursements, visit 

www.DEGweb.org; www.estimatescrub-

ber.com; or see the SCRS Guide to Com-

plete Repair Plan. 

You can also download estimating 

guides for the major estimating systems 

from the DEG website. These will give you 

a listing of the included and not-included 

operations for each system.

Free guide
Develop sets of supporting documentation 

for items where you encounter resistance. 

Use the documentation to support your 

position and as a tool to share your edu-

cation and knowledge. 

We have attached a documentation 

sample for preparing unprimed bumper 

covers for ref nishing. See it free for a lim-

ited time at www.ationlinetraining.com/

abrn1504. 

Making money on
paint and materials
Focus on the details in your repair plan to drive prof ts

BY TOM MCGEE  |  CONTRIBUTING EDITOR

H
ow much profi t are you making on paint and materials? 

Increasing profi t on paint and materials can be as easy 

as focusing on the details in the repair plan. As you 

create a more detailed repair plan, know that your 

unsupported opinion doesn’t matter to the insurance company.
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www.rhinolinings.com/join | 1-800-422-2603

Becoming an authorized Rhino Linings
®

applicator 

has never been easier or more affordable.

Join the brand leader.

See your return on investment in a little over a month.*

*The return on investment is based on the starting package price and approximate profit of $250 per truck bed liner.  Rhino Linings Corporation reserves the right to modify, 

adjust or terminate all pricing, sales, marketing and other programs. Businesses are independently owned and operated. ©2015 Rhino Linings Corporation. All rights reserved. 7164
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Wow — that is how we will start. In the past two years, 

we have seen the manufactures of aluminum repair equip-

ment triple, along with the slick, tricked out offerings to 

save money on new purchases of tools and a lot of misin-

formation, bordering on outright lying. Metallurgy is an 

important part of being on top of your game, and this has 

never been more true. We have all started to understand 

the differences between mild steel (MS), high-strength 

steel (HSS) and advanced high-strength steel (AHSS), such 

as boron-alloyed steel, but contrary to popular belief, au-

tomotive grade aluminum is NOT all the same. Let’s look 

at the differences we need to know. 

Aluminum tempers and series 
In the aluminum fabrication industry, the basic tempering 

designations are as follows:

• F – As fabricated, which applies to products of a form-

ing process in which no special control over thermal or strain 

hardening conditions is employed.

• O – Annealed, which applies to product that has been 

heated to produce the lowest strength condition to improve 

ductility and dimensional stability.

• H – Strain hardened, which applies to products that 

are strengthened through cold working (shaping, bending, 

hammering). In addition to the work hardening process, 

YOUR GUIDE TO ALUMINUM REPAIR PROCEDURES AND TECHNIQUES

BY LARRY MONTANEZ  |  TECHNICAL EDITOR

IN THIS SECTION

48 A/C service

57 Spray booths

77 Products

NEW ALUMINUM  
DAMAGE ANALYSIS 
COURSE LAUNCHED

Chief University kicks off 
new class.
ABRN.com/CUtrain

I-CAR DELIVERS 
HONDA, ACURA 
TRAINING

Courses available via 
I-CAR.com. 
ABRN.com/AHtrain

SELF-SERVICE CLAIMS 
SOLUTION LAUNCHED 
BY AUDAEXPLORE

GoTime Driver now 
available. 
ABRN.com/GoTime

Porsche 991 on a Celette Bench

FOR TODAY'S TECHNICIAN
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877-658-7900

autoref in ishsales@global f in ishing.com

www.global f in ishing.com

GLOBAL FINISHING SOLUTIONS

with Global Finishing Solutions’ 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 are 
available for full vehicle  
or spot repair
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some supplementary thermal treatment, 

which produces some reduction in over-

all strength, may be applied for desired 

strength. The “H” will always be fol-

lowed by digits.

• W – Solution heat treated, which 

is an unstable temper applicable to al-

loys that age spontaneously at room 

temperature after heat treatment.

• T – Thermally treated produces 

stable tempers other than capable in 

F, O or H treatments. This applies to 

products that have been heat treated, 

sometimes with supplementary strain 

hardening to produce a stable temper.  

The “T” is always followed by digits.   

In the collision repair f eld, we will 

only deal with two tempering designa-

tions, strain hardened “H” and ther-

mally treated “T” aluminum alloys in 

wrought ad cast components.

The families, or series as they are 

called, for wrought aluminum are:

• 1000 series, which is 99 percent 

pure aluminum

• 2000 series, which is alloyed with 

copper

• 3000 series, which is alloyed with 

silicon

• 4000 series, which is alloyed with 

silicon

• 5000 series, which is alloyed with 

magnesium

• 6000 series, which is alloyed with 

magnesium and silicon

• 7000 series, which is alloyed with 

zinc

The second single digit (xXxx), if 

different from 0, indicates a modiý ca-

tion of the specif c alloy, and the third 

and fourth digits (xxXX) are arbitrary 

numbers given to identify a specif c al-

loy in the series. Example: In alloy 5554, 

the ý rst number 5 indicates that it is 

of the magnesium alloy series, the sec-

ond 5 indicates that it is the 5th modi-

ý cation to the original alloy 5054, and 

the 54 identiý es it in the 5xxx series.

The only exception to this alloy num-

bering system is with the 1xxx series 

aluminum alloys (pure aluminums), in 

which case, the last two digits provide 

the minimum aluminum percentage 

above 99 percent, i.e., Alloy 1350 (99.50 

percent minimum aluminum).

The series for cast aluminum are as 

follows:

• 1xx.x series, which is 99 percent 

pure aluminum

• 2xx.x series, which is alloyed with 

copper

• 3xx.x series, which is alloyed with 

silicon, copper and/or magnesium

• 4xx.x series, which is alloyed with 

silicon

• 5xx.x series, which is alloyed with 

magnesium

• 6xx.x series, UNUSED for cast 

aluminum

• 7xx.x series, which is alloyed with 

zinc

The second and third digits (xXX.x) 

are arbitrary numbers given to identify 

a specif c alloy in the series. The num-

ber following the decimal point indi-

cates whether the alloy is a casting (.0) 

or an ingot (.1 or .2). A capital letter 

pref x indicates a modif cation to a spe-

cif c alloy.

Example: Alloy - A356.0 the capital 

A (Axxx.x) indicates a modif cation of 
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alloy 356.0. The number 3 (A3xx.x) in-

dicates that it is of the silicon plus cop-

per and/or magnesium series. The 56 

(Ax56.0) identiý es the alloy within the 

3xx.x series, and the .0 (Axxx.0) indi-

cates that it is a f nal shape casting and 

not an ingot. But, in the collision repair 

field, the only numbers we are con-

cerned with are the series number — 

1000 through 7000 series.

Now let’s cover the series and tem-

per designations. If we consider the dif-

ferent series of aluminum alloys, we will 

see that there are considerable differ-

ences in their characteristics and ap-

plications, many of which are proprietary 

to each OEM (secrete). There are two 

very different types of aluminum the 

series are categorized into, as we men-

tioned. These are the heat-treatable 

aluminum alloys (those that gain 

strength through the application of heat) 

and the non-heat treatable aluminum 

alloys (those that gain strength through 

forming and work hardening). This dis-

tinction is particularly important when 

considering the effects of arc welding 

on these two types of materials and Right rear uni-rail replacement procedure

ES584926_ABRN0415_036.pgs  03.17.2015  19:14    ADV  blackyellowmagentacyan



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

ES584194_ABRN0415_037_FP.pgs  03.16.2015  19:44    ADV  blackyellowmagentacyan



TECHNICAL

38  APRIL 2015  ABRN.COM

reparability. Wrought (sheet) can be re-

paired in certain situations, while cast 

and extrusions cannot be repaired. But 

sheet, extrusions and cast can be weld-

ed for replacement procedures. Cracks, 

tears or other types of damage can never 

be welded in cast or extrusions. Repairs 

to cracks and tears in sheet aluminum 

are extremely limited.   

One thousand, 3000 and 5000 se-

ries wrought aluminum alloys are non-

heat treatable and are strain harden-

able only. Two thousand, 6000 and 7000 

series wrought aluminum alloys are 

heat treatable, and the 4000 series con-

sist of both heat treatable and non-heat 

treatable alloys. The 2xx.x, 3xx.x, 4xx.x 

and 7xx.x series cast alloys are heat 

treatable. Strain hardening is not gen-

erally applied to castings.

Heat-treatable alloys acquire their 

optimum mechanical properties through 

a process of thermal treatment, the 

most common thermal treatments be-

ing solution heat treatment and artif -

cial aging. Solution heat treatment is 

the process of heating the alloy to an 

elevated temperature (about 990 de-

grees F). After heating, quenching gen-

erally follows, usually in water or other 

liquid, at room temperature. Solution 

heat treatment is usually followed by 

aging. Aging is the precipitation of a 

portion of the elements or compounds 

from a supersaturated solution in order 

to yield desirable properties. The ag-

ing process is divided into two types: 

aging at room temperature, which is 

termed natural aging, and aging at el-

evated temperatures, termed artif cial 

aging. Artif cial aging temperatures 

are typically about 320 degrees F.  

The non-heat treatable alloys ac-

quire their optimum mechanical prop-

erties through strain hardening. Strain 

hardening is the method of increasing 

strength through the application of cold 

working or work hardening. The tem-

per designation system addresses the 

material conditions called tempers. The 

temper designation — the “T” or “H” 

— and number digit follows the series. 

Examples: 6061-T4, 6061-T6 or 5052-

H32, 5052-H50. For example, many Eu-

ropean manufacturers use 6061-T6 or 

6111-T6, while Ford utilizes 6111-T4 for 

many of their aluminum components.

Aluminum equipment 
Equipment is a real area of debate. 

From what we have read and seen, 

there is a def nitive divide in informa-

tion and interpretation of the informa-

tion. Hopefully, we can clear it up. Here 

are the basic requirements for the alu-

minum certif ed repair facilities and, 

in actuality, anyone who wants to be 

involved in repairing aluminum. Some 

of the information is proprietary for 

s ome  O E M s ,  s o  we  w i l l  t a l k  

generally.

•  Dedicated structural realignment 

apparatus, such as Celette, Car-O-Lin-

er, GlobalJig or CarBench. Ford has 

those manufactures listed and ap-

proves Chief. Chief is not approved for 

the European programs. As of this, 

writing Spanesi has received some ap-

P O W E R E D  B Y
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provals for certain programs, but we 

have not received conf rmation.

•  Dedicated and approved dent 

removal equipment, hammer and 

dollies

•  Dedicated curtain area or iso-

lated room

• Specific and approved rivet 

equipment

•  Approved and speciý c hand tools, 

power tools and vacuum systems

•  Approved and speciý c welders 

with OEM specif c requirement and, 

in some cases, software programs

•  Speciý c and approved training 

and welding certif cations

•  Ratchets, sockets, screwdrivers 

and other hand tools can be shared 

between steel and aluminum, but it is 

not recommended. Power tools must 

be kept separate and dedicated to one 

or the other.  

Metal shaping, f llers and re-

pair times  
Misinformation in the market is ram-

pant. It is funny that someone made 

up the requirement of two hours to set 

up a vehicle on a frame machine, which 

is inaccurate, and now others are say-

ing you double the repair time for alu-

minum, which is only partially true. 

When shaping aluminum, there are 

few things to remember. 

1.  Aluminum-dedicated hammers 

and dollies should be wood, plastic, 

aluminum or coated steel. The steel 

and aluminum hammers and dollies 

have rounded edges and polished fac-

es. Hammer-off dolly techniques must 

be used. Aluminum is not easy to move, 

as it has no memory. The hammer must 

be stuck so the face lands f ush and 

not on an angle, where more deformi-

ties can be formed.

2.  Heat must be used on aluminum. 

You cannot repair cosmetic damage 

on aluminum — unlike steel — cold. 

Heat is the primary way to remove 

most of the damage. As far as struc-

tural components, there is generally 

no pulling or realignment allowed by 

the OEM. Ford is one company that 

allows secondary or indirect misalign-

ment to be pulled.  The reason Ford 

allows this is because of their use of 

T4 alloy tempering verse; other OEMs 

generally use T6 alloy tempering, 

which is much harder.

3.  P80 grit is the coarsest sand pa-

per you can use and is like 50 grit on 

steel. Most of your sanding will be 

performed with P100 grit paper and 

finished with 120, 150 and 180. Al-

though you will use aluminum specif c 

steel-coated f les in some situations.

4.  What you think is repairable on 

steel may not be repairable on 

aluminum and what you think is not 

repairable on steel may actually be 

repairable on aluminum. Remember 

backside access is paramount on 

aluminum, and you must watch out 

for bonding adhesives and foams, just 

like steel components, which would 

make the damage unrepairable and 

require component replacement. 

Additionally, like with steel, filler 

� Learn more at chiefautomotive.com/trueautomode/ab 
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should never exceed 2mm to 3mm 

maximum. Thinner is better.  

5.  Some OEMs require an alumi-

num- or OEM-specif c f ller to be used, 

while others allow the same f ller used 

on steel components. It is recommend-

ed that you use separate containers of 

f ller and mark them for the purpose.

6.  Aluminum dent-pulling pins are 

used after heat applications and at-

tempts to remove the damage. Addition-

ally, when welding the pins on, you will 

generally use only a few, as opposed to 

steel panels where you may use 15 to 

20 pins. Aluminum pins are one-time 

use and cannot be twisted off. The pins, 

when done with pulling, are cut and 

f led down, otherwise you could make 

holes and then the panel would most 

likely require replacement.  

7.  Back to repair times. Deformi-

ties on aluminum can be removed in 

minutes or can take hours of applica-

tions of heat and massaging with ham-

mer off dolly techniques, when com-

pared to steel. Filler and sanding times 

are the same; you are metal shaping, 

not sculpting, the repair area. For ex-

ample, if we all agreed a dent on the 

center of a GM door panel (mild steel) 

is 2.0 hrs, when compared to the same 

exact dent on a Toyota door panel 

(HSS), it may be 3.0-4.0 hrs due to the 

elasticity and ductility of the substrate. 

But on an Inf niti door panel (alumi-

num), that same exact 2.0 hr dent may 

be 1.0-8.0 hrs, or unrepairable. An ex-

perienced, well-trained technician can 

only determine the actual amount of 

repair time required. 

Dos and don'ts 

There are many things to remember 

when attempting to repair an alumi-

num-intensive vehicle. Some of these 

dos and don’ts will not make everyone 

happy, but they are something to con-

sider. Some of the more important 

things to know are as follows:

•  Don’t use aftermarket parts, al-

though many are not available. Addi-

tionally, used parts are a don’t. Most 

OEMs have position statements 

against their use. Used structural com-

ponents must never be used.

•  Do get the OEM repair informa-

tion from their website or a third party, 

like ALLDATA. The OEMs have very 

specif c repair procedures and proto-

cols you must adhere to.

•  Don’t be fooled or foolish. Just 

because you have purchased equip-

ment for one OEM program, it does 

not mean you can repair all vehicles. 

PAINT STORE IN A PARTS STORE

Flow Drill Screws (FDS) installa-
tion with structural adhesive (blue 
glues) on outer rear lower uni-rail
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For example, many of the approved Ford aluminum program 

tools and equipment are not approved for the European ve-

hicles; this would be true if you are an Audi aluminum fa-

cility and you have a Mercedes-Benz aluminum-intensive 

vehicle. This includes cosmetic damage. Although the 

equipment and tools are similar, they are not the same. 

Additionally, you need to understand most aluminum OEMs 

restrict structural components for sale only to approved 

program shops. Many times if you start disassembly and 

repairs to a restricted aluminum-intensive vehicle, you may 

have caused irreparable damage even from jacking the ve-

hicle incorrectly. This could mean you will have to purchase 

the vehicle, as it is now deemed a total loss.

Certif ed program overviews 
Much of the OEMs’ certif ed program information is pro-

prietary, so we will list general rules. The rules for most of 

the European and Asian (Nissan GT-R and Lexus LFA) 

OEMs are as follows:

•  Dealership sponsorship is required, and a working 

relationship is needed. Additionally, there are requirements 

as to how many outside shops (non-dealer owned) may be 

sponsored, and there are requirements as to how many 

miles from the dealer the shop is located.

•  Equipment purchases must be obtained from the cer-

tif ed program provider and some of the equipment can 

only be sold to the sponsored program facilities. For ex-

ample, welders, rivet guns, hand tools, windshield removal 

and installation tools, frame equipment, etc.

•  Insurance coverage, facility appearance, signage, 

hours of operation, uniform and dress appearance, parking 

and towing requirements must be met.

•  Shops must fulý ll training requirements from I-CAR, 

ASE certif cations and OEM specif c training and welding 

certif cation. OEM training is generally one day online train-

ing prior to attending a 3-, 4- or 5-day training course on a 

specif c vehicle or range of vehicles. Welding requirements 

can be a 5- to 10-day course, where all test samples are sent 

to an engineering lab and must pass the ISO 9606-2 standard. 

Recertiý cation can be once every 6 months to once every two 

years, based on the OEM program requirements. The cost 

can be upwards of $16,000 for initial testing.  

•  Quarterly visits to check on the facility, checks of OEM 

repair information documentation and customer service reviews 

PROTECT YOUR

HANDS
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are required. Specif c OEM-only parts and materials usage, 

proved with invoices, will also be examined and verif ed.

•  There will be surprise spot check visits from the OEM 

certif ed collision repair program managers.

•  You must meet the requirements of dealer service for 

computer rests and wheel alignment.

•  Speciý c parts ordering software programs and man-

agement of order and receiving dates is required. All re-

stricted parts are drop shipped to the certif ed facility.

For the Ford F-150 program, currently the following 

would apply:

•  Dealership sponsorship is not required for all shops, 

only those in the certif ed program. Anyone can purchase 

the parts, but it is recommended that all procedures and 

protocols are followed.

•  Equipment purchases can be obtained from the cer-

tif ed program provider or from the equipment provider 

listed in the Ford F-150 Program list, which includes weld-

ers, rivet guns, hand tools, windshield removal and instal-

lation tools, frame equipment, etc.

•  Insurance coverage, facility appearance, signage, 

hours of operation, uniform and dress appearance, parking 

and towing requirements have to be met by the certif ed 

facilities. Non-certif ed facilities are not required.

•  Training requirements are provided by I-CAR, and 

are open to all facilities. The training program is 8 hours. 

Welding requirements are provided by I-CAR; it is a 6-8 

hour course conducted at your facility. Equipment require-

ments must be met prior to the test.  

•  For the certiý ed facilities, a visit from Assured Per-

formance Network is required. Non-certif ed shops are not 

required to have an inspection.

We hope this second article, in a six-part series, has 

helped you understand some of the differences and dispel 

some of the myths 

associated with 

repairing alumi-

num-intensive ve-

hicles. This is an 

overview, and we 

will delve deeper 

into each area in 

detail in our fol-

lowing ar ticles 

throughout the 

year. 

From right: Plastic hammer, rubber hammer, steel dolly, 
stainless steel wire brush and fi le

LARRY
MONTANEZ
TECHNICAL
EDITOR

Montanez is co-owner of P&L Consultant, 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
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As a vehicle owner, there are few feelings worse on a hot 

summer day than turning on your air conditioning only to 

get a blast of warm air or barely any airf ow at all. It could 

be your A/C system just needs recharged or has a small 

leak. Then again, you also could be looking at replacing an 

expensive compressor or evaporator.

As a repairer, there are few tasks potentially more aggra-

vating than tracking down the source of an A/C problem. 

There's a good chance that source could be something obvi-

ous, like a damaged component, hose or O-ring. At the same 

time, you also could be looking at wiring damage or a complex 

diagnostic and repair issue with a vehicle's sophisticated cli-

mate control system that may require computer scanning.

Tangling with an inoperative A/C system entails many 

of the same challenges of any damaged mechanical/elec-

tronic automotive system. In most cases, you turn this work 

over to a certif ed A/C tech (mandated by law) at your shop 

or sublet it to a mechanical repair facility. That doesn't mean 

you should keep information on A/C repairs solely in the 

hands of those who perform the work. 

Customers and insurance reps can have plenty of ques-

tions surrounding A/C repairs that estimators, customer 

service reps and managers will need to address. Addition-

ally, air conditioning maintenance can provide your business 

with a signif cant revenue stream these same employees 

could be upselling.

It's time to take another look at the cold, hard facts and 

repair information surrounding A/C work. Refer to the fol-

lowing steps to keep your employees educated.

Step 1: Learn the system 
A vehicle’s air conditioning system works by creating a 

REACQUAINT YOUR STAFF WITH THE BASICS OF AIR CONDITIONING WORK

BY TIM SRAMCIK  |  CONTRIBUTING EDITOR

Although climate control systems have become signifi cantly more advanced, 
restoring fresh, cold air conditioning to a vehicle can be manageable if you stay educated.

Photo: Chrysler
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super-cold element and then circulat-

ing air over it and into the vehicle cabin 

to remove the hot air from the vehicle 

cabin. The circulation is the product 

of a fan. Creating the cooling element 

is the diff cult part.

This is accomplished by transition-

ing an A/C refrigerant (typically R-134a) 

through a series of gaseous and liquid 

states that turn it ice cold.

The refrigerant is stored in the A/C 

system as a gas. When you f ip the A/C 

on, this gas is compressed, causing it 

to liquefy. The liquef ed refrigerant then 

f ows through a high-pressure line to 

a radiator-like component that condens-

es it and removes any heat. 

The cold liquid f ows through a valve 

into an evaporation unit where it be-

comes a gas again. The cold gas turns 

this unit into a cooling element that air 

can be forced over to produce air 

conditioning. 

The refrigerant warms as it is used 

here. To keep the cold air f owing, the 

refrigerant is sent back to the begin-

ning of the A/C system where it is com-

pressed again and transitions once more 

through the air conditioning cycle.

Step 2: Know the parts
Most A/C systems consist of f ve basic 

components, along with sensors and re-

frigeration lines. These components are: 

Compressor: As its name suggests, 

the compressor pressurizes the refrig-

erant and is the f rst and last stop in 

the air conditioning process. An engine 

belt powers the compressor. An elec-

trically operated clutch turns the com-

pressor on and off as the demand for 

cold air increases. 

Condenser: The condenser func-

tions like a miniature radiator — cool-

ing (by removing the heat) then lique-

fying the compressed, hot gaseous 

refrigerant as it passes through. The 

condenser is typically located near the 

vehicle radiator, sometimes directly in 

front of it. Like the radiator, the con-

denser sometimes is f tted with a fan.

U.S. vehicles such as the 2014 Jeep Cherokee are now using the refrigerant 
1234yf, which should eventually replace R-134a.
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Thermal Expansion Valve: This valve controls the f ow of 

the liquef ed refrigerant, allowing the motorist to determine 

how cool the air will be when it enters the vehicle cabin. 

Evaporator: The evaporator is another kind of radiator, 

much like the condenser. The evaporator, however, reverses 

the work performed by the condenser. It "evaporates" the 

liquid refrigerant, turning it back into a gas that chills the 

evaporator f ns. Air blown past the f ns becomes icy-cold 

and is transferred into the vehicle where it cools the interior. 

The refrigerant remains in the evaporator until it begins to 

warm and lose its cooling effect.

Accumulator or Drier (or Receiver Drier): The warm re-

frigerant makes its way back to the compressor but must 

pass through one more component — the drier.

Refrigerant can only be returned to the compressor in 

the form of a gas. Sometimes, however, liquid gets passed 

along (usually because the gas refrigerant warms and re-

turns to a liquid). Liquids pose a serious risk to the compres-

sor, where they can cause severe damage. The drier catches 

and absorbs liquids using a chemical known as a desiccant. 

Because refrigerant carries dispersed oil to keep the com-

pressor lubricated, the drier also includes a f lter to trap any 

accumulations of oil or other "gunk" that may get passed 

through the A/C system.

Step 3: Obtain the proper tools
The majority of damaged A/C systems experience some type 

of leak, which means your techs will use a UV dye set to 

identify where refrigerant is seeping through. Some OEMs 

do not allow dying of their systems, so your techs should be 

making use of three other tools to spot system damage:

• Electronic refrigerant leak detector — Sometimes a UV 

dye set won't reveal a leak. An electronic leak detector can 

check the entire system in a matter of minutes, including the 

evaporator.  

• A/C manifold gauge set — Determining the pressure 

readings on the low and high sides of an A/C system are es-

Air conditioning systems work by creating ice-cold refrig-
erant in a component called an evaporator. Air passing 
through the evaporator fi ns cools the vehicle interior.
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sential to troubleshooting problems, mak-

ing an A/C manifold gauge set an abso-

lute necessity. Newer sets include 

anti-blowback features, but techs should 

still wear safety glasses.  

• Flexible inspection mirror — Be-

cause A/C components are packed tight-

ly in the engine compartment, locating 

damaged parts — especially bent lines 

and damaged evaporators — can be 

diff cult. A f exible inspection mirror 

can f t into these tight areas and help 

turn up hidden damage.

Step 4: Diff cult diagnoses
Tom Griff n, owner of 2014 ABRN Top 

Shops winner Mayf eld Collision Cen-

ters in Bedford Heights, Ohio, says in 

many cases an A/C system damaged 

in a collision event is easy to spot. A 

front-end collision should indicate the 

possibility of A/C damage. An inspec-

tion of the engine bay is the f rst step 

in uncovering problems. 

Even if the A/C system appears f ne, 

the next step is running the air condi-

tioning and evaluating its performance. 

From there, a certiý ed A/C tech can 

perform the necessary diagnostic tests 

and repairs. Most A/C problems can be 

traced to broken components or system 

leaks. Fractured hard lines (aluminum) 

and f exible (rubber) A/C lines are fre-

quent culprits, as are punctured con-

densers, since they frequently are lo-

cated at the front of the vehicle, near 

the radiator where they are vulnerable 

to damage in frontal collisions.

Some A/C problems can be far more 

diff cult to spot, especially passive re-

frigerant leaks. There are two types of 

leaks, active and passive. Active leaks 

constantly lose refrigerant and thus 

show up more easily during leak tests. 

These leaks are typically the result of 

collision damage to belts and lines that 

are bent or crimped when nearby en-

gine parts are pushed into them. En-

gine and other mechanical components 

sit so close to one another in the engine 

bay that even a light hit can press them 

into one another. 

Passive leaks are intermittent so 

they may not show up during a stan-

dard evaluation and only appear at 

times when the vehicle is running. 

These leaks are the products of dam-

age elsewhere in the A/C system that 

interfere with system temperature and 

pressure and create vibrations. Possible 

damage includes shaft seal leaks in the 

compressor or a cracked braze on an 

Restrictions from the Environmental 

Protection Agency (EPA) phased out 

A/C refrigerant R-22 in favor of more 

environmentally-friendly R-134a. Now 

it appears that R-134a will steadily dis-

appear as automakers turn to an even 

safer environmental alternative, 1234yf.

Half of a million vehicles on the road 

worldwide already use 1234yf. Industry 

experts expect that number to increase 

rapidly in 2017 when Europe begins 

mandating 1234yf in all new passenger 

vehicles. In the U.S., automakers are 

switching now to 1234yf to earn EPA 

incentives. 

U.S. vehicles using the new refriger-

ant include these models, beginning in 

these model years:

2013 Cadillac XTS

2014 Chevrolet Spark EV

2014 Chrysler 300

2014 Dodge Challenger 

2014 Dodge Charger 

2013 Honda Fit EV 

2014 Jeep Cherokee

2014 Range Rover 

2014 Range Rover Sport

A NOTE ON 

REFRIGERANTS

Electronic leak detectors can 
check the entire A/C system in a 
matter of minutes, including the 
evaporator.
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evaporator or condenser that is no lon-

ger properly supported.

In these cases, a UV dye test will 

be more effective at f nding leaks than 

an electronic test.

Passive leaks can take time to di-

agnose. Sometimes, they may not be 

apparent until after a vehicle is re-

turned to the customer. Your shop 

needs to keep these factors in mind 

when performing a f nal quality inspec-

tion on the vehicle and if a customer 

calls later with concerns over the A/C 

system. In many cases, the latter issue 

can be avoided by performing a UV 

dye test on every damaged (or poten-

tially damaged) A/C system and by 

thoroughly examining the system dur-

ing a road test.

Step 5: Offering further 

recommendations
Even if the A/C system isn't damaged in 

a collision, that doesn't mean you should 

ignore it during a vehicle inspection. 

Most vehicles on the road today (and well 

over 90 percent of new vehicles) have air 

conditioning. Repairing faulty A/C sys-

tems and offering maintenance can pro-

vide signif cant revenue.

Consider evaluating the A/C system 

in every vehicle that visits your shop, 

especially those older than three years 

or with more than 100,000 miles. Over 

time, many of these systems need re-

charged to return them to proper func-

tional levels. Air conditioning systems 

that aren't maintained pose signif cant, 

and potentially costly, problems for ve-

hicle owners.

Inform your customers of the 

following:

• Contaminated or low refrigerant 

or faulty A/C electrical wiring can ruin 

a compressor. This by itself is a serious 

issue, but it also can lead to even larger 

problems. Damaged compressors can 

send electrical surges throughout the 

A/C system and to other parts of a 

vehicle causing severe damage to both. 

Even if a vehicle escapes these issues, 

a faulty compressor can produce other 

issues, including draining the battery 

(thereby shortening battery life), 

reducing fuel eff ciency and creating 

poor idling. 

• A number of A/C problems can be 

repaired fairly inexpensively. Replac-

ing the refrigerant is affordable as are 

other necessary services. For example, 

f uctuating A/C temperatures can be 

the result of moisture building up in an 

assembly or hose where the moisture 

turns to ice and creates a clog. Remov-

ing the ice is quick and easy. A weak 

or aging car battery can cause a num-

ber of A/C performance issues that can 

be remedied with a replacement cost-

ing around $100. 

Foul odors emanating from the A/C 

are typically the result of  bacteria that 

build up in the evaporator. A quick evap-

orator f lush wi l l  el iminate the 

problem.

The beautiful new f nish and fresh 

body work you've provided can restore 

a vehicle with a new look that shouldn't 

be paired with A/C problems. Colli-

sion repairs provide an ideal time to 

address other vehicle issues. One of 

the best ways to appreciate the sharp 

look of a repaired vehicle from the in-

side is with clean-smelling, fresh, ice-

cold air. Motorists and repairers can 

both agree to that. 

An A/C manifold gauge set is 
necessary to determine the pres-
sure readings on the low and high 
sides of an A/C system.

TIM SRAMCIK
CONTRIBUTING 
EDITOR

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

  E-mail Tim at TSramcik@yahoo.com
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The pop saying "We've come a long way, baby," captures the progress of the au-

tomotive paint industry. The paint booth is now arguably one of the most impor-

tant tools in the collision repair paint department. It has evolved into a tool that not 

only protects workers, but also cuts down on contamination of the environment, 

keeps the work clean and speeds up application and curing — thus increasing shop 

production. Though a signif cant investment, a paint booth that is properly main-

tained and operated eff ciently can produce 10 or more paint jobs per day.

However, such progress has brought much controversy as well. Many laws 

mandate how we must operate these spray environments, what type of protec-

tive clothing operators should use and even the quality of air f lters and how of-

ten they are changed. The most signif cant law or regulation is 40 CFR Part 40 

Subpart HHHHHH (ABRN.com/EPAH6), commonly called the EPA H6 Rule. 

Spray booths 
Booth technology has changed as paint has changed. Some of the f rst booths used 

— when lacquer was the primary coating being applied — were the crossdraft type 

(FIG 1), generally a simple non-insulated box that had f lters at both ends and com-

monly worked by drawing air in from the rear and exhausting it at the front.  Booths 

of this type worked principally to contain overspray and exhaust it outside. Lacquer 

KEEP YOUR PAINT BOOTH AS CLEAN AS POSSIBLE 

FOR THE BEST FINISHED PRODUCT

BY ALFRED THOMAS  |  CONTRIBUTING EDITOR

paint primarily dried through evapora-

tion, and a crossdraft booth helped speed 

the curing time.  

While these booths were an improve-

ment over spraying vehicles in the shop 

and protected workers from overspray, 

crossdraft booths had some issues. They 

drew in massive amounts of air through 

the rear door, which in the winter could 

signif cantly lower a shop’s temperature. 

They also drew massive amounts of air, 

contaminated with shop debris, across 

un-cured paint, often depositing dirt as 

the f lters became f lled. Filter technol-

ogy at this time was crude at best. Most 

paint fumes were exhausted out the paint 

stack, and as incoming air quickly con-

taminated the rear booth f lters, it allowed 

most of the dirt and debris to pass into 

the booth. Vehicles painted with lacquer 

were polished to create the desired shine, 

so small dirt particles were eliminated 

during polishing.

Booths were then equipped with fans 

that forced air into the booth, and another 

set of fans that drew air out. This pro-

vided a positive air f ow in the booths. 

With more air coming in than going out, 

if there was a “leak” in the booth, it would 

blow air out rather than suck air (and dirt) 

in. Manometers, or air balance gauges 

(FIG 2), were installed on the booths that 

monitor air f ow.  

The next generation of paint booths 

was the downdraft group (FIG 3). These 

had incoming filters that covered the 

complete ceiling, and exhaust f lters in 

the f oor that directed the air straight 

down, passing over a much smaller part 

of the vehicle. The incoming air, on some, 

was pre-f ltered before passing through 

the ceiling f lter, eliminating nearly all 

2

1
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dirt and debris before it entered the 

booth. Filters in the f oor also improved 

eff ciency and f ltered out most dirt and 

paint particles before they passed into 

the exhaust f lters. 

With the increase of air f ltration, it 

is now more critical that painters con-

trol their booths more precisely. The 

introduction of basecoat/clearcoat paint 

decreased the need for polishing. Paint-

ers who wanted cleaner application of 

paints could no longer just wet down 

the f oor before painting. Booth main-

tenance was now much more critical.

There is now a third type of spray 

booth available— the semi-downdraft 

(FIG 4) — which is a hybrid of the cross 

draft and downdraft booths. 

Filters 
Filters come in many different types, 

configurations and price ranges. 

Though denser f lters cost more, they 

are also more eff cient and trap more 

particles, allowing other more expen-

sive f lters to last longer. Pre-f lters 

and exhaust f lters are generally made 

from the denser f lter media and in a 

“pillow” conf guration (FIG 5)). This 

allows for a larger surface area, mak-

ing this conf guration markedly more 

eff cient. Ceiling f lters are the most 

dense and costly; for this reason, many 

booths now use pre-f lters to clean air 

before it is passed through the ceiling 

f lter, extending its life signif cantly.  

Work with the spray booth manu-

facturer or f lter supplier to select the 

right f lter for the shop's f ltration needs. 

Changing frequency 
Painters may ask when they should  

change their f lters. The answer lies 

with the booth air balance meter (ma-

nometer, FIG 2 ). As filters become 

clogged, the f ow of air through them 

becomes more diff cult. Eventually the 

booth can no longer be balanced. On 

the booth control panel, along with 

controls for the temperature and time, 

is a balance control knob, which is used 

to balance the booth in both positive 

and negative directions. When the 

booth can no longer be balanced, f lters 

should be checked. Start f rst with the 

f oor f lters; then the exhaust and pre-

f lters should be checked. Ceiling f lters 

are changed less frequently, but should 

still be periodically checked. A f lter 

change-out list should be kept.

The booth’s airf ow should be nearly 
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the same at all four corners of the 

vehicle. The airf ow of a loaded booth 

will be higher than the airf ow of an 

empty booth. Knowing the exact 

amount of airf ow in the booth is critical 

when applying waterborne paint. A 

signif cantly higher amount of airf ow 

is needed to evaporate waterborne 

basecoat than solvent-borne paints.

Spray booth operations 
As spray booths have become more 

sophisticated, their operation has be-

come more critical. If operating prop-

erly, booths deliver safe and clean ap-

plications, as well as fast purging and 

curing of paint systems. So what 

should a painter do to reap the bene-

f ts of a modern booth?

First of all, the booth must be kept 

as clean as possible. To do this, never 

open booth doors unless the fans are 

running and balanced. When a booth is 

balanced with positive airf ow, it is less 

likely to draw dirt and debris in when 

doors are opened. If the booth is bal-

anced with a negative airflow or the 

booth is off, when the doors open, dust 

(which is statically charged) will enter 

the booth; and when a vehicle, which is 

positively charged, is placed inside, the 

dust will be drawn to the vehicle. 

Shops can apply a sprayable mask-

ing on the booth’s walls that can be 

cleaned off and reapplied as needed, as 

well as covering the f oor with paper, 

which is changed as it gets dirty. All 

the prep work should be done in a prep 

station or using a vacuum, as far away 

from the paint booth as possible. As 

much masking as possible should be 

done before the vehicle is loaded in the 

booth, and the booth should be cleaned 

before each paint job. Experts recom-

mend a balanced, generally clean booth 

be blown before a vehicle is loaded. The 

air stream of the blow gun is directed 

toward the f oor f lters.

The masked vehicle should be blown 

off with high-pressure air before loaded 

into the booth. The complete vehicle 

should be blown off, including the mask-

ing paper and all cracks where dust can 

hide. Then a chemical cleaner is used 

just before the booth doors are opened 

and the vehicle loaded. Many painters 

push a vehicle in, rather than drive it, so 

as not to contaminate the booth with 

exhaust. This is wise, especially with 

diesel-powered vehicles.

After the vehicle is in the booth, the 

doors closed, the balance checked, and 

the f nish masking completed, the ve-

hicle should then be blown off again with 

low pressure. The surface area to be 

painted should be cleaned with a f nal 

cleaner, most of which now contain an 

anti-static component such as alcohol, 

to help eliminate any static that may 

have built during preparation. Finally, 

just before spraying, the vehicle is tacked. 

Also limit access to the booth. That 

is, no one without a paint suit should 

be allowed in, and the least number of 

trips into the booth as possible should 

be made by the painter. It is best to 

mix all the coatings that will be need-

ed, take them into the booth, and paint 

the vehicle. The fewer times the door 

is opened, the less likely dirt is allowed 

to enter. If the booth is equipped with 

a mixing room, no one should enter the 

booth except through the mixing room 

access door. Booths equipped with a 

vestibule (a small room that painters 

go into to clean up and suit up before 

going into the mixing room) signif -

cantly reduce dirt in the paint. Painted 

f oors, which are easier to clean, also 

cut down on dirt in paint.

Operating a productive and prof t-

able paint shop can be complex, but 

not time consuming. An eff cient shop 

will develop SOPs that can be complet-

ed regularly. The results will be well 

worth the time spent. 

ALFRED 
THOMAS
CONTRIBUTING 
EDITOR

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

  E-mail Al at athomas902@hughes.net
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DUST EXTRACTION
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CLEAN ROOMS

RIVETERS
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SPANESI AMERICAS INC.
Tel: 1.224.SPANESI (772.6374)
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sales@spanesi-americas.com
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NEW Spray Booth Parts Program
Blowtherm USA has just completed a major cost assess-

ment analysis to ensure that all of your booth parts pricing 

is at the most economical level while supplying the most 

reliable replacement parts available.  

The fact is there are Blowtherm spray booths that were 

purchased over 35 years ago that are still running as well 

as they did at the time of purchase. This is a great testimo-

ny to the quality of Blowtherm Spray Booth, Prep Station 

and Mix Room manufacturing along with our customer’s 

superb maintenance after the installation.

We urge customers of Blowtherm USA spray booths, no 

matter how old, to contact us directly for all of your spray 

booth parts to ensure the utmost longevity of the life of 

your system.  

Blowtherm OEM Parts
Here’s a brief list of some of the parts that we recommend 

for review:

•	 Door	Seals

•	 Control	Panels	or	Control	Parts

•	 Motors

•	 Light	Ballasts

•	 Sensors

•	 Temperature	Probes

•	 Gas	Train	Components

Blowtherm Training Facility
Customers	of	newly	purchased	Blowtherm	USA	spray	

booths, prep stations and mix rooms  are welcome to ask 

about	our	Blowtherm	National	Training	Center	(TX).	The	

training center is currently equipped with a Blowtherm 

“Extra” cabin featuring Air Speed, Waterborne and High 

Solid	paint	Flash-Off	System	and	Vehicle	Lift.

We welcome paint manufactures, paint jobbers and PBE 

companies to come in and demonstrate your paint prod-

ucts utilizing our equipment, training facility and class-

room for your prospective buyers.

Customer Testimonials
Blowtherm USA customers all over the United States are 

telling the world about their experience with and owning 

Blowtherm equipment.  We don’t have to tell you how 

good these products are, we’ll let our customers speak for 

themselves...

* Technology Equals Productivity: “The Air Speed System 

increased our production, both solvent and waterborne.  

Our paint comes out cleaner and faster...and our production 

is	up	50%.”		~	Dave	Clark,	Owner,	Downtown	Autobody,	

Maryville, TN

* Energy Efficiency Saves Money: “We were really sold on 

the Heat Recuperation and Air Speed/Waterborne, Hi-Solid 

Flash-Off	systems.	No	extra	fans	or	blowers	needed.”		~	Dave	

Olender,	Owner,	Olender’s	Body	Shop,	Vernon,	CT

* Quality Construction: “We chose Blowtherm based on 

the quality of construction, quality of service, and the foot-

print  they have created as the premier manufacturer of Spray 

Booth	Systems.”		~	Christian	Nogueiras,	President,	Red	Hill	

Collision,	Costa	Mesa,	CA

* Longevity: “Twenty-five years later and still perform-

ing like the day I bought it. It’s the best piece of equipment 

I	ever	bought.”		~	John	Roper,	Owner,	Cutters	Auto	Body,	

Tewksbury, MA 

* Performance Means Profitability: “Before I had a good 

painter,	now	I	have	a	GREAT	painter!	Our	painter	is	get-

ting more production and up to 50% more efficiency out of 

the	Blowtherm	booths.”	~	Scott	McDaniel,	Owner,	Scott’s	

Custom	Colors	Inc.,	Terre	Haute,	IN

* Do the Research. Make a Smart Decision: “Honestly, I 

looked at every spray booth. I shopped around thoroughly and 

believe Blowtherm was the best decision.”  ~ Mark Kowalski, 

President/Owner, Marksman Auto Body, Brunswick, Ohio

Contact Us
Contact	your	local	distributor	for	more	details	and	learn	how	

Blowtherm USA can help your shop grow. Or call Blowtherm 

direct at 1-855-463-9872. On the web? www.blowtherm-usa.

com or sales@blowtherm-usa.com

BLowtherm Spray BoothS: NEW 

partS program and training
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Gain a broader perspective on performance with BASF’s Business Solutions.  

In today’s increasingly competitive collision repair industry, BASF can help  

put your shop in the fast lane to high performance. Each of the value-added, 

integrated products and services within our suite of BASF Business Services 

were designed to help you elevate productivity, boost profits and increase 

customer satisfaction. 

Value added advantage.
Business Solutions.
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150 years

Accelerate your performance 

BASF Advanced Process Solutions™ (APS) is designed to help collision repair facilities 

improve performance and increase insurance appeal. APS is a customizable repair 

process built upon lean manufacturing principles that eliminates supplements, increases 

touch times, improves profits and lowers chaos in a collision repair facility — a must for 

businesses looking to gain market share.

Seeing is achieving

VisionPLUS® Online (VPOL) Dashboard is a powerful and interactive online toolset 

that gives you the ability to track, analyze and improve your business. VPOL provides 

a snapshot of how your business is performing, allowing you to quickly identify 

opportunities to improve performance and assist in changing the culture of your 

business. The result is a more proactive environment that allows you to focus on 

growth and profitability, reduce stress and improve your quality of life.

One of our latest business tools is our Benchmark Analyzer. It compares your KPIs 

to other shops your size using sales, production square footage, number of techs or 

number of production stalls. Plus, our Touch Time Calculator helps you identify areas 

within your business that impact your touch time and cycle time to determine where 

improvements are needed.

  

Peer-driven success

Take the proven path to better business. BASF’s Performance Groups provide you with 

the opportunity to get in-depth insight from your collision repair peers. Members meet to 

discuss industry topics, financial performance and exchange best practices, uncovering 

areas of improvement and defining action plans to drive their business to the next level.

Succeed with flying colors

BASF has always been the leader when it comes to providing color information, 

documentation and electronic solutions. Our powerful BASF Color Tools incorporate 

inventory control, paint and materials allowance analysis, accurate paint profitability 

analysis per job, and usage reporting to form a complete paint shop solution. Plus, our 

collection of additional color selection tools, like COLOR-MAX® 4, COLOR-MAX®mobile2, 

color books and our Antique Color CD, bring reliable, accurate color matching to your 

shop. The result is a complete paint shop solution that can improve your profitability, 

reduce inventory, improve color match, attract and retain paint department personnel and 

identify opportunities to improve efficiency. 

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

or visit www.basfrefinish.com.
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price, quality competition in 
the crash parts industry

T
he Certified Automotive Parts Association (CAPA) is a 

non-profit organization, which oversees an American 

National Standards Institute (ANSI) approved test-

ing and inspection program that certifies the quality 

of parts used for auto body repairs.  CAPA’s goal 

is to promote price and quality competition in the crash 

parts industry and thereby reduce the cost of crash repairs 

to consumers without sacrificing quality.  CAPA is not a 

manufacturing, marketing or sales organization.  CAPA 

simply established standards for competitive (non-car com-

pany) cosmetic replacement parts in order to ensure their 

functional equivalency to car company parts.  The program 

provides consumers, collision repairers, part distributors, and 

insurance adjusters with an objective method of evaluating 

the functional equivalency of certified parts to similar parts 

made by the car companies. 

CAPA was set up in 1988 as a coalition of consumer advo-

cates, insurance companies, repairers and distributors who 

wanted to encourage competition in the crash-parts industry 

in order to assure quality and control consumers’ costs.  Until 

the 1970s, only the car companies made crash parts and costs 

were higher because of their monopoly.  CAPA certifies the 

metal and plastic cosmetic parts that are most commonly dam-

aged in crashes, such as fenders, hoods, door panels, quarter 

panels, deck lids, pickup beds and sides, bumper covers, side 

moldings and grilles.

CAPA’s policies are set by a 14-member Board of Directors 

representing auto body shops, consumer groups, insurance 

companies and part distributors.  CAPA has an independent 

validator who conducts the testing, inspection and compli-

ance aspects of the program.  Only competitive auto body 

parts that meet or exceed CAPA Quality Standards for fit, 

materials and corrosion resistance are allowed to display 

the CAPA Quality Seal and are listed in a directory, which 

is widely available in the crash parts industry.  CAPA has 

a Technical Committee made up of experts in the collision 

repair and auto body part industries whose role is to review 

and approve new and existing CAPA standards.   

The concept of certification is well accepted.  The fact is 

that most industry professionals or the average consumer can-

not look at a product and make an informed judgment as to 

its quality or performance.  Thousands of products are certi-

fied to exacting standards that protect consumers.  One of the 

most accepted uses of certification is for electrical products.  

In the early 1900’s the insurance industry set up Underwriters 

Laboratory (UL) for the purpose of certifying the safety of elec-

trical products after several fires were attributed to poor qual-

ity.  Although well intentioned in the beginning as a volunteer 

program, the success of UL did not really come about until UL 

certification was required by state and local codes and later 

federal law at no cost to the states.  The CAPA certification 

program is modeled after UL, but there is one significant differ-

ence.  Certification of aftermarket crash parts is not required.  

Compliance with part certification is strictly voluntary.

Encouraging the use of an independent, third-party, ANSI 

approved standards developer or developers would offer con-

sumers the protection they need against poor quality replace-

ment parts, free collision repairers from having to use ill-fitting 

parts, help insurers know that the parts being placed on their 

estimates are good quality, and provide the car companies 

with legitimate competition.

CAPA Office:

1000 Vermont Ave., NW

Suite 1010

Washington, DC 20005

Phone: 202-737-2212

Fax: 202-737-2214

www.CAPAcertified.org
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O
ver the last three decades, 

more than 50,000 collision 

repair professionals have 

attended courses offered by 

Chief University, the training 

arm of Chief Automotive Technologies 

and Elektron. That number will con-

tinue to grow this year, as more than 

75 technician, estimator and appraiser 

classes have been scheduled at loca-

tions across the country. 

Chief University’s 2015 offerings 

include the new Aluminum Damage 

Analysis and Repair Technology 

course and the updated Design Based 

Repair course. These classes cover 

the advanced metals and construction 

methods used by OEMs today, in order 

to prepare trainees for the vehicles that 

will be arriving in their facilities this 

year and beyond. 

Aluminum Damage Analysis and 

Repair Technology covers aluminum 

forming methods and metal characteris-

tics, as well as damage analysis, repair 

decisions and techniques for work-

ing with aluminum. Changes to Chief 

University’s popular Design Based 

Repair course include the introduction 

of new sections covering advanced 

high-strength steels and structural 

aluminum.

Most Chief University classes are 

approved for I-CAR credit hours 

through the I-CAR Industry Training 

Alliance® program. Chief training 

also has been certified by the National 

Institute for Automotive Service 

Excellence (ASE) for compliance with 

the Continuing Automotive Service 

Education (CASE) Standards. 

Many of the Chief University classes 

scheduled for 2015 are listed below. For 

a complete schedule, visit www.chief-

automotive.com/ChiefUniversity. 

Chief University

996 Industrial Drive

Madison, IN 47250

Phone: (800) 445-9262

salesorders@chiefautomotive.com

New vehicle coNstructioN 

highlighted at chief uNiversity
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G
lobal Finishing Solutions is offering a free 3-day 

training course with the purchase of a REVO Speed 

Infrared Drying System. We will go to your shop 

and provide a one-on-one training course with 

your equipment. This training course will cover the 

revolutionary REVO Repair Process and how to operate the 

REVO Speed, as well as show you how this process shortens 

cycle times and provides a better, longer-lasting repair. 

REVO Speed Infrared Drying System
Global Finishing Solutions’ REVO IR Systems were developed 

to meet the demand for faster repairs. By utilizing short-

wave electric infrared technology, REVO Speed provides a 

repeatable standard operating procedure for all your paint 

shop repairs and significantly decreases the overall repair 

cycle time, allowing you to get more repairs through your 

shop in less time.

The REVO Repair Process
The REVO Repair Process is a departure from the standard 

repair process used in most collision centers and body shops 

in America. It was developed to shorten the overall repair cycle 

time, while still providing a quality repair. The REVO Repair 

Process has been proven to not only decrease cycle time, but 

also yield a sturdier, longer-lasting repair.

This hands-on training will be heavily focused on training 

your technicians on the 13-step REVO Repair Process. We will 

go through each step of the process — from prepping the pan-

els to applying and curing clear coat.

Operating the REVO Speed
As part of the REVO Repair Process, we will show your techni-

cians how to operate the REVO Speed. The PLC controls for the 

REVO Speed take the guesswork out of the curing process, so 

you can achieve the same results time after time.

In this in-depth controls training, we will walk you through 

each cure mode setting from start to finish, including:

•	 Body	Filler

•	 Etch	Primer

•	 Primer/Surfacer

•	Wet-on-Wet	Sealer

•	 Base	Coat	–	Waterborne	&	Solvent

•	 Clear	Coat

Proper Product Selection & Usage
We will ensure your technicians are using the correct product(s) 

for each step in the REVO Repair Process. Using the correct 

products will allow you to achieve a faster, fully cured, more 

durable repair. 

We will also train your technicians on the proper usage 

of these products, according to the paint manufacturers’ 

recommended procedures and Global Finishing Solutions’ 

guidelines, set by testing. These procedures and guidelines 

ensure a repeatable process every time.  

 

Global Finishing Solutions

12731 Norway Road 

Osseo, WI 54758 

(800) 848-8738 

info@globalfinishing.com 

www.globalfinishing.com

revo speed process training to 
improve cycle time, repairs
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W
hether it’s from a desire 

to use the same technol-

ogy sprayed at the factory, 

regulatory compliance or 

simply wanting to use the 

most advanced technology available, 

more and more collisions centers are 

making the switch to waterborne paint 

systems. What holds many operations 

back from leaving solvent systems are 

concerns about getting up to speed—

figuratively and literally—with a new 

refinish platform. 

To reduce guesswork and down-

time, PPG created the CONVERT 

WITH CONFIDENCE® training pro-

gram. Designed specifically for its 

AQUABASE® Plus and ENVIROBASE®

High Performance systems, this com-

prehensive, proven program is based 

on PPG’s vast experience helping indi-

vidual shops and MSOs transition to 

waterborne technology. In fact, PPG 

has assisted over 10,000 shops in North 

America and 30,000 worldwide in mak-

ing the move to waterborne.

A Proven Plan for Success
The Convert with Confidence program is 

a 30-day, step-by-step training initiative 

designed to simplify the transition from 

spraying solvent paint to waterborne 

technology. Through classes, propri-

etary assets and on-site analysis, shops 

are given all the tools and information 

needed for a trouble-free transition. 

The conversion process begins with 

the Convert with Confidence seminar 

for owners and managers. Featuring 

PPG’s Waterborne Conversion Planning 

Guide, this introductory class lays out 

the key milestones for their conversion. 

A custom schedule is made, estab-

lishing dates for compressor capacity 

review, equipment decisions and mix-

ing bank delivery and installation, as 

well as other requirements.

Technician training is an essential 

component of the program’s success. 

PPG offers free off-site training for 

technicians, allowing them to mix, 

spray and clean waterborne basecoats 

under the tutelage of industry pros. 

Experience has shown participation in 

these classes goes a long way to ensur-

ing a smooth transition with minimal 

interruption to workflow.

Conversion Day
On the day the shop makes the  

transition to waterborne, PPG provides 

comprehensive on-site support from 

PPG territory managers and distribu-

tor support staff. On-site instruction 

includes application training, computer 

training, waste stream training and 

color training. This on-site support 

continues until everyone is confident 

using the new waterborne system.

Training for Tomorrow
The Convert with Confidence program 

is just one of the wide array of training 

programs available from PPG. A broad 

curriculum of certification and business 

enhancement programs are offered to 

improve the efficiency, quality and prof-

itability of a collision repair center. MVP 

Business Solutions courses target every 

part of refinish operations, including 

sales, estimating, production and facil-

ity management.

To help make participation in these 

programs easier for painters, techni-

cians, managers and owners, PPG 

offers these courses at 16 Business 

Development Centers across North 

America. Additionally, the company 

also offers various improvement cours-

es and education videos online for their 

customers.

PPG Automotive Refinish

19699 Progress Drive

Strongsville, Ohio 44149

(800) 647-6050

www.ppgrefinish.com

PPG HelPs sHoPs Convert to 

Waterborne WitH ConfidenCe
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P
ro Spot provides on-going training to all 

of our distributors and their technicians, 

therefore, all owners of Pro Spot products 

receive complete training first hand. 

Pro Spot has two ASE certified training 

programs that are I-CAR alliance approved. Pro 

Spot also has a fully equipped training facility 

at their Headquarters & Manufacturing Facility 

in Carlsbad, CA for groups to come in and train 

on any and all products. To stay up-to-date, Pro 

Spot offers their unique My.prospot.com which 

includes interactive training courses for shops 

and technicians to access online.

Pro Spot’s Weld Simulator is another tool in 

our commitment to training.The Weld Simulator 

is an augmented reality simulator that lets the 

user practice welding while being evaluated on 

crucial elements that create a quality weld. The 

user will learn to assess & control their travel 

angels, speed, stickout and more without the 

cost of consumables.

Pro Spot is constantly striving to improve our 

customer support methods and techniques. 

Whether that means implementing new and cut-

ting edge technical support web technologies or 

further improving our already extensive training 

programs, Pro Spot is always looking for ways to 

better our customer’s experiences.

Why MSOs choose Pro Spot
• Reliability

• Longevity

• Technology

• Service 

• Training

Pro Spot

(877) PRO-SPOT

visit www.prospot.com.

PRO SPOT OFFERS ONGOING 

TRAINING AND SERVICE
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W
e believe that proper education is paramount 

to sustaining the future of all who work in and 

around the automotive collision industry. Quest 

Automotive Products is pleased to announce 

that we will be diversifying Matrix training 

offerings over the course of 2015. Some of the new courses 

will include custom painting featuring world-renowned pin 

striping and custom paint artists as well as business training 

in the context of the automotive collision industry.   

Designed with attendees in mind, classes are conducted 

in our training facility located at Quest Automotive Products 

headquarters in Massillon, Ohio. This state-of-the-art facility 

is supplied with the latest tools and equipment for hands-on 

learning. Our well-appointed classroom is the ideal environ-

ment for effective, thorough coverage and discussion of the 

training material. Instruction is conducted by our training 

and technical staff; when schedules allow, leading industry 

manufacturers representatives will share valuable informa-

tion and answer your questions. 

Class sizes are small, providing a tailor-made educational 

experience which prepares a student at any experience level 

to be more productive and better prepared for their job role.

Jobber Product
This two-day training course is designed to educate Jobber 

personnel about the complete line of Matrix refinish prod-

ucts. The program will be divided between classroom time 

and shop demonstration time. Students will be provided with 

guidance for the proper placement and suggested use of each 

product. A focus on how to uncover customer needs will be 

discussed in order to help the Jobber make the correct product 

suggestions within their market. Information on refinishing 

aluminum is also included.  

Content includes:

•  Safety procedures and equipment

•  Chemistry of paint

•  Spray equipment 

•  Surface preparation and corrosion protection 

•  Undercoat systems, options and applications 

•  Topcoat systems, options and applications 

•  Product positioning 

•  Using the AccuShade Formula Retrieval System 

•  Product updates 

Painter Product Certification
This two day course gives the student an overview of the entire 

Matrix product offering. The class focus is on products used in 

National Rule areas but will include Low VOC Product when 

necessary. Training qualifies painters for compliance to the 

national emissions rule EPA 40 CFR Part 63 Subpart HHHHHH 

(HAPS), as well as Matrix Warranty Certification. The program 

will be divided between classroom time and shop demonstra-

tion time. Students will receive guidance on proper Matrix 

product selection and application to maximize shop produc-

tivity. Information on refinishing aluminum is included. 

Content includes:

•  Safety procedures and equipment 

•  Chemistry of paint 

•  Spray equipment 

•  Surface preparation and corrosion protection 

•  Undercoat systems, options and applications 

•  Topcoat systems, options and applications 

•  Product positioning 

•  Using the AccuShade Formula Retrieval System 

•  Product update 

Color Theory
This one-day class explains how OEM color can drift from 

standard requiring the need to tint in order to achieve an 

acceptable color match. The course will teach the student 

fundamentals of visual color match and how to adjust color 

for a blendable match. 

Content includes:

•  OEM finishes and repair decisions

•  Light sources and their effects on color 

•  Computer formula retrieval 

•  Variant color selection 

•  Color theory 

•  Formula analysis

•  Application process and blending techniques

Matrix® Automotive Finishes | 

A Quest Automotive Brand 

600 Nova Drive S.E.

Massillon, OH 44646

(330) 830-6000

matrixsystem.com

Matrix expands training 
offerings for jobbers, shops
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D
esigned with body shops in 

mind, our training classes 

equip you with the knowl-

edge and hands-on experi-

ence to spray with confidence.  

Classes are conducted in Quest’s state-

of-the art training facility supplied 

with the latest tools and equipment for 

hands-on-learning. 

Come for a couple days and leave 

a “Pro.” The Prospray Technical and 

Training Center features:

•	 Classroom	fully	equipped	with	hi-

definition audio-visual equipment and 

kitchen

•	 Custom	21’	x	9’	paint	mixing	room	

with teaching viewing panels

•	 Drive-in	wash	bay	for	cleaning	and	

prepping vehicles

•	 Drive-in	downdraft	prep	room	for	

vacuum sanding and priming

•	 Drive-in	 downdraft	 and	 heated	

spray booth with towers

Instruction is conducted by our train-

ing and technical staff.  Class sizes are 

small, providing a tailor-made educa-

tional experience which prepares a 

student at any experience level to be 

more productive and better prepared 

for their job role. 

PSPM-00001: National Rule 
Product
This class gives the student an overview 

of the entire Prospray product offering 

used	in	National	Rule	areas	and	H2O	

Waterborne Basecoat. Students will 

learn how each product is positioned in 

the collision repair facility and ways to 

maximize productivity and efficiencies 

on repairs they encounter on a daily 

basis. This program qualifies painters 

for compliance to the national emis-

sions rule EPA 40 CFR Part 63 Subpart 

HHHHHH (HAPS), as well as Prospray 

Warranty Certification. Both classroom 

and hands-on training are utilized for an 

in-depth look at the proper use of spray 

equipment, paint booth operation and 

recommended product usage.  

If you are enrolling for one of the dates 

underlined above, consider adding 

the PSPM-00003 Color Theory session 

described below as a “third day” option.

PSPM-00002: Low VOC 
Product
This class provides emphasis on the 

Low	VOC	product	group	including	H2O	

Waterborne Basecoat. Training also 

qualifies painters for compliance to the 

new national emissions standard for 

HAPS and EPA 40 CFR Part 63 Subpart 

HHHHHH as well as ProSpray Warranty 

Certification. Students will learn about 

waterborne technology as well as Low 

VOC	undercoats	and	clears,	and	the	dif-

ferent techniques for waterborne refin-

ishing. Spray equipment, environmen-

tal conditions and proper handling of 

chemicals will be discussed. This class 

involves both hands-on and classroom 

instruction.

PSPM-00003: Color Theory
This one-day class is designed for the 

Prospray technician wanting a compre-

hensive education in color theory and 

adjustment for blending. Students will 

learn about pigments, color formulation, 

variant descriptions and the differences 

in	OE	production	colors.	Participants	

will leave with an understanding of how 

to achieve an acceptable match in the 

shortest amount of time. Both solvent 

and waterborne colors are covered. 

New in 2015
We believe that proper education is 

paramount to sustaining the future of all 

who work in and around the automotive 

collision industry.  Quest Automotive 

Products is pleased to announce that 

we will be diversifying our training 

offerings	over	the	course	of	2015.		Some	

of the new courses will include custom 

painting featuring world-renowned pin 

striping and custom paint artists as well 

as business training in the context of the 

automotive collision industry.

Please visit our website for additional 

information and current course sched-

ules www.prosprayh2o.com/training  

Also, visit our YouTube channel for 

helpful Tech tips and how-to infor-

mation www.youtube.com/user/

ProsprayAutoFinishes

Prospray Automotive Finishes

A Quest Automotive Brand

600	Nova	Drive	SE

Massillon,	OH	44646

(330) 830-6000

www.ProSprayFinishes.com

ProsPray exPands training in 2015
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R
BL Products has recently launched the industry’s 

most comprehensive paint finishing correction sys-

tem named the Professional Paint Finishing System 

(PPFS). The system was born out of the OEM paint 

finesse lines.

All vehicles that are manufactured go through an inspec-

tion area, if there are defects in the paint surface, technicians 

remove the defects with the same equipment and materials 

used in the PPFS kit.

 The kit consists of a nib sander that will remove the paint 

defect in seconds. The abrasive is an engineered abrasive 

which is digitally produced on film. This process allows for 

very quick and precise removal of the defect. After the defect 

is removed the 3” random orbital polisher used with the  

“one-step” polish will remove any sand scratches in seconds.

 If you want to cut down or eliminate orange peel the kit 

includes both a 3” and  6” random orbital sander (all of the 

tools are engineered and produced for RBL exclusively). 

Foam and wool cutting and polishing pads absorb polish 

resulting in longer polish times. RBL has developed a 100% 

Polyester cutting and finishing pad that allows the polish to 

stay on the work surface and will not absorb into the pads.

 The 21mm 6” random orbital polisher prevents wheel 

marks (holograms) and burnt edges. Anyone can use this pol-

isher, you can’t damage the paint. The polisher has a 7.25” 

tapered interface pad that allows you to use 8” cutting and 

polishing pads.

 See your jobber for more info. you can see a video of the 

system by going to RBLProducts.com.

RBL CREATES AN INDUSTRY GAME 

CHANGER WITH PPFS
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D
an-Am Company is the Exclusive 

Independent Importer & Distributor of 

SATA products in the USA & Puerto Rico. 

We offer several valuable classes for dis-

tributors and our shop customers across the USA.

I-CAR classes we offer
1. Gun Overview & Maintenance is a class show-

ing proper gun setup, use and maintenance 

when using both solvent or waterborne mate-

rials.  Describes the intricate details of a SATA 

gun, and how to properly care for them for a long-

lifetime of usage.  Also describes how to prop-

erly use your SATA equipment to give you much 

better Transfer Efficiency as well as speed your 

cycle times through efficiency, faster flash times 

and achieve improved color match and clearcoat 

appearance.

a. 2 hour course ($47.00 paid to I-Car)

b. I-Car class identifier DAEM-00001

2. Proper Airline & Filtration is a class that teach-

es the importance of clean, pure, dry air for use 

with today’s low VOC HS materials, as well as 

waterborne materials.  It helps to understand the 

need for air volume, and very fine particulate and 

oil vapor filtration, above and beyond low humid-

ity.  Breathing air quality air, for painting too, helps offer clean 

paint jobs easier.

a. 1 hour course ($47.00 paid to I-Car)

b. I-Car Class Identifier DAEM-00002

3. wProper Airlines & Safety is a class that not only discusses 

clean supplied air for painting, but also for breathing, using a 

positive pressure supplied air respirator.  Also covers the use 

of a CO monitor, paint suits etc…

a. 1 hour course ($7.00 paid to I-Car)

b. I-Car Class Identifier DAEM-00003

Please contact your local paint supplier to arrange for any 

of these I-Car classes to beheld by our representatives in your 

market.

We also offer EPA Rule 40 section 6H certification and re-

certification classes to all shop owners, managers paint and 

body technicians.  This course is held in your market.  It looks 

at how the equipment should be used to meet the Rule 40 6H 

requirements.  It also talks about how proper setup and air 

filtration and air volume helps you achieve the EPA require-

ments in your shop.

a. There is no charge for this class

b. Bring a respirator, you will spray 

c.  Contact your local paint supplier to ask for a class  

in your area.

2-day class at Dan-Am Company
All distributors, shop owners or painters will benefit from this 

course.  It is held at Dan-Am Company Headquarters in Spring 

Valley, MN.  Complete training on the SATA products, and 

many of Dan-Am’s other products.  Teaches the value of clean 

air, and air volume.  Discusses proper use of all of the spray 

equipment for best efficiency, and fastest cycle times.  Also 

discusses proper airline installation to offer you clean dry air 

in your shop, and proper working of all of your air tools.

a.  Ask your paint supplier to contact Dan-Am Company to 

arrange for a class.

b.  Mention upon inquiring that you saw  this in ABRN and 

tuition fees will be waived

c.  Only cost will be your travel and hotel.  Hotel is roughly 

$65.00 per night

d.  Lunch provided both days, and a dinner one night.

Dan-Am Co.

One SATA Drive

PO Box 46

Spring Valley, MN 5975-0046

(800) 533-8016 

www.satausa.com

www.danamair.com

Dan-am Company offers 

Classes on behalf of saTa
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S
EM Products, Inc. is known to design quality products 

with the collision center technician in mind. While 

some automotive aftermarket products can only com-

pete with low prices, SEM offers high value products 

that save time and materials to reduce cycle time 

and increase throughput. SEM backs the collision center with 

quality products and offers an array of training tools to help 

the technician operate efficiently. 

SEM School, I-CAR Accredited Training
Thousands of collision center technicians benefit from SEM 

School, an I-CAR¨ accredited training program. This program 

meets I-CAR requirements for Adhesive Bonding, Plastic 

Repair, Foams, and Material Identification. Technicians learn 

the latest automotive refinishing techniques and get first-hand 

experience with new products and time-saving procedures in 

SEMÕs state-of-the-art facility.  

Training includes: Adhesive Bonding, Plastic Repair, Foams, 

Material Identification, and Interior Refinishing. Contact your 

local SEM rep to schedule.

Field Training
SEMÕs national sales team offers hands-on training in collision 

centers and jobber stores. They host lunch-and-learns, I-CAR 

clinics, and product demos for qualifying shops. I-CAR clinics 

include Adhesive Bonding, Plastic Repair, Foams, Corrosion 

Protection and Material Identification. Contact your local SEM 

rep to schedule.

How-To Videos & Digital Downloads Training, 
SEMProducts.com
SEM recently updated their website, which now includes 

all training materials available for their vast product line. 

Standard operating procedures, training manuals, tech data 

sheets, how-to videos and more are easily available under 

each product page as well as the Training & Resources tab.

Technical Support Call Line
SEMÕs technical support team provides real-time answers to 

any questions users may have about any SEM products. When 

body shops or jobbers need help with product application, 

SEMÕs technical line connects them with a live technical spe-

cialist any day of the work week. Reach SEMÕs tech support 

at tech@semproducts.com or 1-800-831-1122.

Time-Saving Procedures, Reduce labor  
up to 85%
SEM developed their OEM Refinishing System (ORS) to 

decrease cycle time on support parts, cut-ins and jambs. 

This comprehensive, NESHAP compliant system uses profes-

sional aerosols to reduce procedure steps and refinish jobs 

directly on the shop floor instead of the paint booth. SEMÕs 

ORS Training Manual includes an inner panel refinishing SOP, 

system overview, time comparison chart, product information, 

and Factory Packª color swatches and crossover list. Go to 

semproducts.com/abrn-ors to get a free copy.

SEM Blog
New product announcements, industry trends, webinars, and 

how-to articles are featured on SEMÕs blog. These quick and 

easy to read articles keep technicians up-to-date on the latest 

news. Get the scoop at semproducts.com/blog.

SEM Products, Inc.

1685 Overview Drive 

Rock Hill, SC 29730

800-831-1122

www.semproducts.com

6 free training tools from sem

1K HS Clear being applied on a radiator support during the final 
step of SEM’s labor saving OEM Refinishing System.
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C
ommitted to strengthening the 

future of the collision repair 

industry, The Sherwin-Williams 

Company Automotive Finishes 

Division is actively engaged in 

collaborative efforts with the Collision 

Repair Education Foundation (CREF) to 

support secondary and post-secondary 

students interested in the collision 

industry. Sherwin-Williams offers train-

ing to students and instructors; certi-

fication education; hands-on support 

at state, national and global competi-

tions; and information sharing at career 

fairs and industry events. Additionally, 

Sherwin-Williams donates products, 

training manuals and funding to ensure 

that aspiring technicians’ classrooms 

are equipped with every necessary tool.

“The industry always needs out-

standing technicians,” said Rod Habel, 

director of Training Operations. “We 

help students gain knowledge and 

develop skills they will need to succeed 

in collision repair careers.” 

Training takes place at the six  

Sherwin-Williams North American 

automotive finishes training centers –

Chicago, Atlanta, Philadelphia, Dallas 

and Reno in the U.S., and Mississauga, 

Ontario, Canada. The company regu-

larly invites students and instructors to 

visit the training center nearest them for 

hands-on instruction; about 150 students 

and instructors participate each year.

The training protocol for students 

includes an introduction to products 

and their features, an opportunity to 

apply paint inside a spray booth and a 

discussion of potential career opportuni-

ties. Local collision repair owners join 

the conversation to share insights into 

what they seek in employee candidates.

Instructors are encouraged to attend 

training classes annually to learn about 

emerging technologies and discuss the 

merits of various teaching approaches. 

Michael Pellett, manager of the Dallas 

Training Center, explains that Sherwin-

Williams takes its training efforts on 

the road, too. “For example, we go to 

Texas State University twice a year to 

teach a certification course that helps 

students earn I-CAR credits, which 

help them secure jobs in the industry,” 

says Pellett, who has been involved in 

these efforts for 29 years (he actually 

went through the training program him-

self as a student at Waukesha County 

Technical College in 1973).

The group looks for industry event 

tie-ins as well. For example, they invite 

instructors to a class immediately pre-

ceding the NACE | CARS Expo & 

Conference in Detroit each July and will 

host a session at the Chicago Training 

Center prior to Automechanika Chicago 

in April. Sherwin-Williams trainers also 

speak at the SEMA Show in Las Vegas 

each year. 

To further support students, the team 

participates in judging, set-up and 

breakdown at the SkillsUSA National 

Skills and Leadership Competition, to be 

held June 22-26, 2015 in Louisville, Ky. 

Students in the Automotive Refinishing 

Technology category compete in areas 

including paint mixing, matching and 

application, troubleshooting and more. 

The national winner will go on to the 

global competition in Brazil, where the 

Sherwin-Williams Brazilian team will join 

with members of the U.S. team to sup-

port competing students. 

“These students are the future of our 

industry,” concludes Habel. “We are 

committed to supporting them in any 

way we can, giving them the tools they 

need to keep us all moving forward.”

F o r  m o r e  i n f o r m a t i o n  o n 

Sherwin -Wi l l i ams  Automot ive 

Finishes training, visit: http://

www.sherwin-automotive.com/ 

collision-repair/training-support/ 

or call 1-800-SWULTRA (1-800-798-

5872).

Sherwin-williamS SupportS 

tomorrow’S talent

ES583938_ABRN0415_074.pgs  03.13.2015  19:47    ADV  blackyellowmagentacyan



   
SEARCHAUTOPARTS.COM  VOL .54 .04  75

     MARKETPLACE

CAREER OPPORTUNIT IES PRODUCTS & SERVICES

PRODUCTS & SERVICES

Submit Resume to  

sales@sunmightusa.com or Fax to 714-952-1307

SALES MANAGER 

OPPORTUNITY

SALES MANAGER 

OPPORTUNITY

Sunmight USA Corporation is seeking  
Experienced Sales Managers

Requirements

•	 Proven	Sales	and	Sales	Management	Results	with	
	 Abrasive	Related	Products

•	 5	Years	+	recent	experience	and	current	Contacts	

•	 Experience	in	the	Automotive	Remnishing	Markets	with
	 Abrasive	Application	Experience

•	 Able	and	Willing	to	travel	Nationally	

•	 Ability	to	work	Independently	and	as	a	Team	Player

•	 Positive	Attitude,	Integrity	and	Strong	Communications	Skills

•	 Abrasives	experience	in	other	Market	Sectors	 
	 would	be	a	Plus

Compensation:
Salary – Commensurate with experience

Benefits – Health & Dental, 401K

Paint stripe complete cars or match and repair just 

about any stripe that comes into your shop as easy 

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

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

cleanest, sharpest line. Available in 56 different styles.

FOR FREE SAMPLES CALL TOLL FREE

1(800) 228-1258

www.f inessepinstr ip ing.com

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

for the sharpest painted-on stripes

For more information, call Wright’s Media at  

877.652.5295 or visit our website at  

www.wrightsmedia.com

Logo Licensing    |    Reprints    |    Eprints    |    Plaques

Leverage branded content from ABRN to create a 

more powerful and sophisticated statement about 

your product, service, or company in your next 

marketing campaign. Contact Wright’s Media to 

fnd out more about how we can customize your 

acknowledgements and recognitions to enhance 

your marketing strategies.

Content Licensing  

for Every Marketing Strategy

• Outdoor
•  Direct Mail
•  Print Advertising

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

Marketing solutions ft for:
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COLLISION PRODUCTS GUIDE

GFS

DRYING SYSTEM

Global Finishing Solutions’ REVO 
Infrared Accelerated Drying Systems 
use short-wave electric infrared 
technology to effectively dry any 
kind of paint or material — from the 
inside out — in minutes! This decreases overall repair cycle time, 
allowing more repairs through the shop in less time. In addition to 
rapidly drying filler, primer and clear coat, REVO Handheld can be 
used to soften glass seals and remove ornaments and adhesives.

www.globalfinishing.com

(800) 848-8738

RANGER PRODUCTS

TIRE CHANGER

Ranger Products, a division of BendPak Inc., 
introduces tire changer R980ATF, a variable-
speed model that performs on a variety of 
wheels, including all OEM and performance 
tire and wheel configurations. The R980ATF 
is equipped with a powerful variable-speed 
motor and gear box that allows operators to 
match turntable rotational speed with varied tire and wheel combi-
nations. Ergonomic controls are sensibly placed to minimize exces-
sive reaching or bending resulting in more jobs per day.  

www.rangerproducts.com

(805) 933-9970

COLLISION PRODUCTS GUIDE

HYUNDAI

COLLISION PROGRAM

Be a part of the Hyundai Go Genuine Collision Conquest Program 
for your collision repair facility and save on Hyundai Genuine Parts. 
This program allows Hyundai dealers to offer discounts on non-
Hyundai parts. Using Hyundai parts during the collision repair pro-
cess provides Hyundai owners with the proper fit, finish and quality. 

www.opstrax.com

(800) 633-5151

AXALTA

SOLVENT BASECOAT

Axalta Coating Systems, a leading global 
supplier of liquid and powder coatings, 
has introduced Cromax® Mosaic™, a 
fully featured low-VOC solvent basecoat 
for collision repair that provides outstand-
ing coverage. The product blends just like 
traditional solvents, with excellent flake 
control and fast dry times that are not 
humidity dependent. This new basecoat is available in a full palette 
of automotive OEM colors and alternatives. 

axalta.us/mosaic

(855) 6AXALTA

ROTARY LIFT

TWO-POST LIFT

Technicians can service even the tall-
est high-roof vans with the new Rotary 
Lift extended-height SPO12 two-post 
lift. The extended-height option, which 
increases the overall height by three 
feet, is available for both the standard 
and Shockwave™ SPO12 models. The SPO12 lift is equipped with 
three-stage arms and adjustable frame-contact adapters for reach-
ing a wide range of manufacturer-recommended pick-up points.

www.rotarylift.com

(800) 640-5438

LUSID TECHNOLOGIES 

CLEARS

Three new clears have been introduced to 
support GenVerde, Lusid Technologies’ fully 
VOC compliant solventborne paint system. 
GenVerde 3021 2K VOC Smooth Clearcoat, 
a 4:1 general application clear; GenVerde 
4021 2K VOC Ultra Pro Clearcoat, a 2:1 
European style ultra-high quality clear; and GenVerde 5021 2K VOC 
Performance Clearcoat, is a new technology 4:1 Low Energy Clear. 

www.lusid.biz

(801) 966-5300

LORD CORPORATION

PANEL BONDING ADHESIVE

Fusor® 208B Panel Bonding 
Adhesive is a versatile epoxy-based 
metal and plastic panel bonding 
adhesive with no odor during appli-
cation that has a tack-free surface when cured. Fusor 208B was 
developed as an alternative to other epoxy panel bonding adhe-
sives that offer only marginal corrosion protection. Suitable for 
panel, weld and rivet bonding of all steel or aluminum panels, the 
adhesive provides excellent corrosion protection and strength.

www.lord.com

(800) 834-3876

RHINO LININGS

BED LINER REJUVENATOR

Rejuvenate any spray-on bed liner with 
Rhino Shine™ Ultra. Rhino Shine Ultra 
is specially formulated to renew the look 
of any sprayed-on bed liner without the 
expensive procedures by other com-
panies. This best-selling DIY product by Rhino Linings contains 
special additives to protect your bed liner from oxidation and the 
fading effects of the sun. Don’t want to apply it yourself? Contact 
an authorized Rhino Linings® retail location.

www.buyrhino.com

(800) 747-6966
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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 a business issue or question 

you’d like Mike to address, email him. 

mike@CollisionAdvice.com

was teaching a class in California recently, and 
a shop owner shared a story with me. He said 
a customer brought a car into the shop with 
obvious damage to two wheels and tires. The 
tires were damaged to the extent that the shop 

owner knew the tire cords – the metal or syn-
thetic strands used on the inner lining of tires to 

give them strength –  could potentially be stressed or broken. 
When that happens, the air pressure in the tires can further 
deteriorate the cords and lead to a bubble on the outside of the 
tire – or worse yet, a blowout.

So the shop contacted the insurance company who agreed 
to pay only for the new wheels, not replacement tires. The shop 
explained the situation to the customer, saying it’s impossible to 
know how badly the interior structure of the tires was damaged. But 
the customer couldn’t afford two new tires, so had the shop leave 
the damaged tires on the car.

The shop wisely had the customer sign a hold-harmless agree-
ment, noting that it recommended the replacement of the tires 
but the customer declined. 
According to the shop, sev-
eral days after picking up the 
vehicle, the customer had a 
blowout of one of those tires 
and was badly injured when 
the car rolled over.

When the accident inves-
tigation found the cause was 
the tire, the shop was named 
in a lawsuit brought by the 
customer. The shop’s hold-
harmless agreement pro-
tected it, but the insurance 
company ended up settling 
for a large sum of money.

Now I should say that 
I haven’t researched this 
story to validate whether it’s 
true or not. But whether it is 
or not is inconsequential to 
the point I’m using this story to illustrate. My point is this: When 
someone brings their vehicle to your shop and signs a repair autho-
rization, that’s a contract between you and that customer. Who is 
paying for the repairs doesn’t impact that contract you have with 
that customer.

Too often I see shops try to use what an insurance company 
will or won’t pay for as an excuse for doing incomplete or improper 

repairs. They forget they have a contract with the customer that has 
nothing to do with what they negotiate with any insurer. The shop 
still has the liability related to fixing that vehicle properly – and I 
think some shops don’t take that liability seriously enough.

Most of the automakers have documentation about the welder 
and the types and sizes of welds you should use to install a replace-
ment quarter panel, for example. When I ask in a class how many 
people believe they should repair the vehicle based on that OEM 
documentation, every hand goes up.

But then I ask how many have installed a used quarter panel 
on a vehicle. Usually at least half the hands in the room go up. But 
if you drill out the spot welds on that used quarter panel, you are 
going to have to use larger spot welds to cover that hole when 
attaching it to the vehicle. Is that a safe and proper repair? Or could 
that not alter the strength of that portion of the vehicle – which in 
turn could affect airbag deployment timing? So is that really a safe 
and proper repair? I would argue that it absolutely is not.

I am not an attorney. I don’t know how much a hold-harmless 
agreement signed by a customer will really protect you. It’s some-
thing you should definitely discuss with your business attorney or 
insurance company.

But I do know your contract is always between you and your 
customer. If neither an insurer nor that customer is willing to pay 
for something that you know should be done to the vehicle as part 
of a safe and proper repair, that alone in no way relieves you from 
liability for not doing it. 

UNDERSTAND 
YOUR SHOP 
LIABILITY

What an insurer will or will not 
pay has no impact on your legal 
responsibility to the customer

If neither an insurer 
nor that customer 

is willing to pay for 
something that you 

know should be done 
to the vehicle as part 
of a safe and proper 
repair, that alone in 
no way relieves you 
from liability for not 

doing it. 

I

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

TO GET THE FREE APP: FROM YOUR PHONEÕS BROWSER 

GO TO: WWW.SCANLIFE.COM
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NP-3 Nitrogen

Plastic Welder

•Nitrogen Heat Gun

• Auto Switching Gas

• Smoothing Iron

• 12V Hot Staple Welder

• Digital Controls

Made in the USA
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AWARD-WINNING DESIGNS 

DEMAND WORLD-CLASS FINISHES 
The world-renowned designs of legendary automotive expert Chip Foose have been recognized 

time and again with the industry’s highest honors—including the coveted Ridler Award. And to 

bring all of his visionary masterpieces to life, Chip always relies on world-class Glasurit® finishes. 

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

Visit www.basfrefinish.com/glasurit to learn more.
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