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I CRY WHEN SUNSET FADES.

Whichever color you’re using for your next paint job, make sure it’s the right one — 
with the Genuine GM Parts paint code lookup tool. Simply enter the year, make, and model 
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out of your bodywork. Visit genuinegmparts.com to utilize our paint code lookup tool 
for your next project today. 
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Built for  
performance.
Big success takes singular focus. That’s why at Axalta Coating Systems 

we’re 100% dedicated to the science and technology behind coatings. 

Our 150 years of innovation inspire us to perform better in every measure, 

designing systems that work harder than ever. Fueled by passion and 

perspective, we’re raising the bar and building a brighter future for 

our customers.

Learn more at axalta.us
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FOCUS ON
BREAKING

NEWS

TRENDING

NACE AUTOMECHANIKA 
ONE-DAY EVENTS TRAIN 
HUNDREDS
The NACE Automechanika 
Commitment to Training 
completed three one-day 
training events in 2016, 
with more than 370 
technicians receiving 
professional training.
ABRN.COM/ONEDAYS

REGISTER NOW TO 
ATTEND THE MSO 
SYMPOSIUM
On July 26, the MSO 
Symposium will give an 
industry update, discuss 
OE certifi cation, insurer 
relations, legislation, 
regulation and more. 
Register today!
ABRN.COM/MSO2017

TRENDS, TECHNOLOGY, 
PROCESS TO BE FOCUS 
OF TRAINING AT NAMC
With four full days of 
training and education, 
NACE Automechanika 
Chicago, July 26-29, is a 
“must attend” for industry 
students, technicians, shop 
owners and educators.
ABRN.COM/EDUCATE

>> MATCH CONTINUES ON PAGE 12

OE COLISEUM TO FEATURE 
MANUFACTURER TECHNOLOGIES

NACE Automechanika Chicago 

announced the commitment of 

the industry’s leading OE brands, includ-

ing Toyota, Fiat/Chrysler, BMW, Nissan, 

Honda and General Motors. As the larg-

est U.S. tradeshow and training event for 

automotive service and collision repair 

EVENT SUPPORT

SHOPS: LET NACE 
AUTOMECHANIKA BE 
YOUR MATCHMAKER 

Send your technicians 
to training and build your 

shop supplier network — all at 
one event. NACE Automechanika 
Chicago is offering matchmaking 
services between exhibitors and 
attendees of the 2017 show, 
happening July 26-29. 

Unique to NACE 
Automechanika attendees, the 
service allows high-buying-power 
shops to connect with potential 
suppliers during the show. When 
you register to attend NACE 
Automechanika, simply check the 
box to indicate you are interested 
in matchmaking services, and via 
email you will be guided through 
the process, beginning in May. 
Three attendee webinars will 
also take place in May to further 
explain the offerings and how to 
best tailor it to your needs.

“Adding matchmaking to the list 
of unique offerings we are able to 
provide at NACE Automechanika 
Chicago is a huge benefi t to all of 
the high-buying-power shops able 

SHOW FEATURES

>> OE CONTINUES ON PAGE 12

2017

NACEAUTOMECHANIKA.COM/
REGISTER

REGISTER FOR
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COLLISION REPAIR EQUIPMENTENTQUIPME

COMBINATION TOOL PACKAGE

OPTIONAL ACCESSORIES

AUTO VISION COMPUTERIZED

MEAURING SYSTEM

CALL 1.800.445.8244  WWW.AUTOBODYSHOP.COM

2017

The collision repair market can gain in-

sight into advanced automotive technol-

ogy at the fi rst Advanced Technology & Di-

agnostic Repair Forum on July 26th during 

NACE Automechanika Chicago 2017.

The ATDR forum will  focus on 

technology that is redefining the scope 

of a proper collision repair. Sensors, 

cameras, accident avoidance systems, 

and wireless communications are just 

some examples of new technology that 

affects repairs.

Attendees will learn about today’s ve-

hicle technology with a look towards the 

next 12-36 months. 

“This is the first event that exclusively 

covers the latest in telematics and other 

new technology as it relates to the colli-

sion repair industry. The advisory board 

made a huge impact in developing con-

tent and attendees of this program will 

gain significant insight necessary for 

success in their businesses,” said Dan 

Risley, president of the Automotive Ser-

vice Association.

The forum will kick off with a net-

working breakfast and industry update 

that will review vehicle autonomy and 

technology, along with concerns from 

many of the industry segments. 

A parts panel will discuss the use of 

OEM parts vs. aftermarket or used OEM 

parts, specifically regarding advanced 

vehicle technology. How do repairers 

address calibrating and programming? 

If OEM parts are the only solution, what 

is the impact on the industry?

After a mid-morning break, there 

will be a presentation on the role of 

government in advanced vehicle tech-

nology and autonomous vehicles. How 

will the new administration impact or 

drive change?  

Bosch will present a look at OE scan 

tools versus aftermarket scan tools and 

investigate the challenges and differ-

ences between the two options.

The event will conclude with a repair 

and insurer panel that will focus on what 

is required to recalibrate a vehicle and 

the biggest challenges faced.  

ADVANCED TECHNOLOGY & DIAGNOSTIC REPAIR 
FORUM TO BE HELD AT NACE AUTOMECHANIKA



The exclusive independent 
distributor of SATA products 

in the US and Puerto Rico

RP version approved by SCAQMD and EPA, meets rule 40, part 63, HHHHHH

The perfect pair for work and leisure!

SATAjet 5000 B + SATA Action Camera

No matter what activity you enjoy, you can record it in HD quality. Share your 

experiences whether it is on land, sea or in the air. A multi-purpose HD Action Camera 

comes free of charge with the purchase of every SATAjet® 5000 B  

beginning mid May, while supplies last.

Check with your participating distributor.

For more information: www.sata.com/actioncam

SATA® Spring Promotion
Promotional item available with purchase of a SATAjet 5000 B  

beginning mid May, While Supplies Last

Contact your distributor for availability.

Nozzle size     HVLP 1.2 WSB 1.3 1.4 1.5

                     RP 1.2 1.2 W 1.3 1.4 –
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210740 210757 210765 210799 210823

209858 209866 209874 209882 –

DIGITAL
with QCC RPS cups  
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800-533-8016

email: satajet@satausa.com

www.satausa.com
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.

SATA VIDEO CONTEST

SATA VIDEO CONTEST

www.sata.com/videocontest
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FOCUS ON

shop owners and technicians, the OEs will join more than 600 

exhibiting companies who will display their new innovations, 

products and services. Th is event is the largest U.S. tradeshow 

and training event for automotive service and collision repair 

shop owners and technicians taking place July 26 – 29, 2017 at 

McCormick Place West, Chicago.

With the OEs representing the driving force in automo-

tive technology, NACE Automechanika is pleased to create 

a platform for this elite group to connect, train and network 

with the market. The OE Coliseum will feature each OE along 

with their respective, diverse range of innovative technologies 

for the automotive industry. In addition, to meet the increas-

ing demand for education, the OEs will host several training 

sessions throughout the three-day event in the OE Training 

Theatre, located inside the OE Coliseum.

These trainings are provided at no cost to the attendees. 

Collision repair professionals will find the training especially 

fitting, as the free OEM education is a great addition to techni-

cal and managerial courses offered throughout NACE Auto-

mechanika Chicago. Automotive professionals can register 

now for a free expo pass, which grants them access to all train-

ing and demonstrations on the show floor, including I-CAR 

demonstrations, Scan-A-Palooza scan tool demos, The Spray 

Zone paint demos and the OE Coliseum.

“The OE Coliseum will arm shop owners and technicians with 

the knowledge to become better trained and more efficient. Bring-

ing together this spectacular line-up of automotive manufacturer 

brands to help educate shops about future vehicle technology and 

repair needs demonstrates our commitment to the industry, and 

fills a need in the marketplace for high-end training,” states Bridget 

Ferris, NACE Automechanika Chicago Show Director.

The OE Coliseum is just one of several features at NACE Au-

tomechanika Chicago that showcases automotive innovations. 

Attendees, including distributors, shop owners and technicians 

will also have access to a number of other resources at the show.

For more information or to register for NACE Automechan-

ika Chicago, visit NACEAutomechanika.com/register.  

to attend,” says Jim Savas, VP and GM of the Automotive Group 
at UBM Advanstar, one of the show organizers. “Instead of 
having multiple suppliers call on you and disrupt your business 
several times a week, you can meet with the companies you 
want to, on your schedule and not miss out on any training or 
co-located events during NACE Automechanika Chicago.”

Shops and show exhibitors fi rst complete a company profi le 
to more clearly defi ne their business, needs and wants. A 
matchmaking survey then matches exhibitors to shops based on 
a compatibility scoring process. Build your schedule by viewing 
recommended profi les and sending an invitation by simply 
clicking “schedule a meeting”in the matchmaking dashboard. 
The requested party can either accept or decline.

Manage your meetings in the digital dashboard so you 
have one less pamphlet or guide to carry, or print your full, fi nal 
schedule before the event for easy reference for all company 
management or representatives attending.

The matchmaking process offers many benefi ts, including 
helping both attendees and exhibitors fi nd the best matched 
participants for their needs; schedule meaningful meetings, 
maximize access to business opportunities, secure a full 
schedule for the show and ensure you make your valuable 
time count when attending NACE Automechanika.

Questions on the matchmaking process can be directed to 
NACEAutomechanika2017@poken.com. 

2017

>> MATCH CONTINUES FROM PAGE 8

>> OE CONTINUES FROM PAGE 8

BOOK YOUR CHICAGO HOTEL TODAY!
NACE Automechanika 2017 may still be a few months 
away, but hotel rooms are fi lling up fast! Book today, or 
get more information about your lodging options.  
Visit SearchAutoParts.com/NAMChotels
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A NEW BENCHMARK FOR CHIEF.
Experience power and precision with our full line of Globaljig benches.

Who knew a bench could deliver impressive flexibility and performance? We 

did. That’s why your Chief distributor is proud to offer a full line of Globaljig 

benches. It’s just what you need to keep your shop more than a few steps  

ahead of the competition.

See the full line of Globaljig benches at: chiefautomotive.com/globaljig/abrn

Super Rotax

Motojig

Evolution

Quick Pull Mobile System
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CULTURE: 
THE SOUL 
OF YOUR 
BUSINESS

JEFF PEEVY // Contributing Editor

I
n our industry, we continue to see a 

growing awareness around the im-

portance of business culture. Th is is 

an important step in any industry 

or business within it and especially for 

the leadership that guides it. If you are a 

business owner or manager, it is impor-

tant that you recognize and understand 

the basics of business culture and your 

role in it. An increased awareness of cul-

ture helps us better understand each oth-

er and ultimately appreciate the diversity 

and wisdom that exists in the world.   

There are many attempts to define 

culture, but for our industry, I always 

refer to the following by Marcia Connor 

and James Clawson: “Culture can be de-

fined as a pattern of learned assumptions 

that has worked well enough to be con-

sidered valid and, therefore, to be taught 

to new members as the correct way to 

perceive, think and feel in relation to the 

problems of survival and integration.” I 

use this definition of culture often, as I 

believe it helps define the accepted be-

liefs or learned assumptions that exist 

within businesses. Anyone who has 

worked in or done business in multiple 

repair businesses will experience differ-

ent perspectives on how to approach it.  

In the past, I have referenced stud-

ies I have been involved in where repair 

businesses had similar square footage, 

number of employees and equipment, 

yet output and profitability were very dif-

ferent. As my personal awareness of cul-

ture increased, it became clear that the 

differences within these businesses came 

down to their culture. These learned as-

sumptions that exist within a business 

dictate everything about it. Its productiv-

ity, employee retention, whether every-

one is optimistic and positive or negative, 

and the list goes on.  

Business culture begins with leader-

ship. The perspective and attitude leader-

ship embodies becomes the framework 

from which the business’ culture lives. 

Over time, these assumed beliefs evolve 

Recognize and understand the basics of 
culture and your role in it

OPERATIONS // CULTURE

PHOTO: THINKSTOCK / BRADCALKINS
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PREMIUM 

AEROSOLS

• High quality

• High performance

• Spray gun like fi nish

• Easy to use

• Comprehensive range

• Technology driven solutions
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ONE COMPREHENSIVE SYSTEM
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CHECK OUT OUR VIDEO ONLINE INFINITY3DLASER.COM • 952.392.6090
Infinity 3D Laser Measuring  

14608 Felton Court, Suite 107, Apple Valley, MN 55124 MADE IN THE USA

EXPLORE YOUR UNLIMITED PROFIT POTENTIAL
Reduce costly downtime. Utilize the infinity 3d laser measuring system as a diagnostic tool during the discover process.  

Ultra accurate laser mapping with intelligent targets measure throughout the total repair process–saving time and money!

 3D Graphics – Full Color Graphics provide instant visualization of damaged areas with vectors illustrating direction of movement  

Color change corresponds to tolerance settings established by technician. Color change also shown in all three axis on Infinity Live Targets

 Unmatched Accuracy – Target Positions Displayed to nearest 1 millimeter in Height, Width, and Length at all times 

 Smartest Targets in the Industry – Targets display Height, Width, and Length position tolerance in all three axis at all times  
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CULTURE

and become more entrenched. As it be-

comes more defined and established, it 

has a greater influence on those working 

within it. If leadership fails to expose it-

self to other viewpoints, the culture con-

tinues to become more inward focused 

and ultimately more narrow in its overall 

understanding of what is going on out-

side their small world. In this case, the 

real danger in an ever-changing indus-

try is that the business’ ability to adapt 

decreases until those in it do not even 

recognize the change happening around 

them. I believe this has happened to the 

majority of repair businesses within our 

industry. Massive amounts of changes 

are happening every day, yet many con-

tinue to approach their business and 

repairs the same, despite growing frustra-

tions and shrinking margins. This group 

is culture blind and can’t see the true re-

ality of our industry because they have 

a business culture and fixed personal 

mindset that has established a different 

reality that has them placing the blame 

outside themselves and their businesses. 

David Luehr, ABRN contributor, well-

known industry coach and author of the 

new book, “Secrets of America’s Greatest 

Body Shops,” calls this the victim zone. It 

is sad and frustrating to watch, and if you 

are starting to realize you may be in this 

category, begin to overcome it by getting 

out and networking with other positive 

people within the industry. Attend semi-

nars and training and hire a coach who 

can bring an outside perspective into 

your business. Your awareness of how 

others are doing and thinking about 

many of the same things you are faced 

with will grow and so will you, your busi-

ness and its bottom line.

Take the concept of being culture 

blind. Many small businesses com-

pletely overlook their own culture and its 

strengths and weaknesses. It’s easy to do, 

as most have their heads down, working 

hard every day in their businesses and 

feel they do not have the luxury of taking 

a step back to work on their business. To 

overcome culture blindness, one must 

be willing to take an honest assessment 

of themselves, their operation and their 

employees. Start by identifying what you 

say is important and compare it with 

your business’ operational actions. You 

may claim customer service is important 

to you, but identify what you and your 

business are really doing to promote 

good, consistent customer service, re-

sulting in real customer loyalty. Here is 

an example: If you want your business to 

know what your customers really want, 

what steps have you taken to ensure you 

and your staff are listening to what they 

are telling you? Listening skills are one 

of the most important skills anyone can 

have; in fact, it is often 60 percent of our 

daily activities, yet the International Jour-



*Contact an Authorized Kia Dealer for details.

,FFQ�,JBT�(FOVJOF�
,FFQ�ZPVS�CVTJOFTT�HSPXJOH�

$"-*'03/*"

Galpin Kia
North Hills
(818)778-2005
www.galpinkia.com

,&/56$,:

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

."44"$)64&554

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

8"4)*/(50/

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

*OTUBMMJOH�(FOVJOF�,JB�1BSUT�DBO�IFMQ�LFFQ�ZPVS�DVTUPNFST�TBUJTGJFE�

BOE�ZPVS�,JB�TFSWJDF�CVTJOFTT�HSPXJOH��5IF�POMZ�XBZ�UP�BTTVSF�UIBU�

ZPV�BSF�HFUUJOH�(FOVJOF�,JB�1BSUT�CBDLFE�CZ�UIF�,JB�8BSSBOUZ�

JT�UP�PSEFS�UIFN�GSPN�ZPVS�MPDBM�BVUIPSJ[FE�,JB�EFBMFS�

$POUBDU�ZPVS�MPDBM�,JB�EFBMFS�UPEBZ�GPS�BTTJTUBODF�

BOE�EFMJWFSZ�PG�UIF�QBSUT�ZPV�OFFE�

XXX�LJBHFOVJOFQBSUT�DPN



OPERATIONS

The Most Effective 
Touch-Up System Available!

Ů Eliminates Dust Nibs & Paint Runs

Ů Fast & Efficient Cutting Power

Ů Extremely Shallow Scratches

Ů Ideal for Waterborne and

High Solid Paint Systems

Ů�Dry Application Allows Easy

Monitoring of Working Area

Eagle Abrasives, Inc. Norcross GA www.EagleAbrasives.com Tel:(888) 68-EAGLE

DRY
SANDING

Tolecut Touch-Up System utilizes state of the art Dry 

Lube technology to prevent both loading and deep scratches. 

Nibs and runs can be eliminated effectively and efficiently by Tolecut manually 

with either Tolecard or Toleblock. Speedy and extremely uniform finishes can be 

removed easily by Buflex or any micro finishing compound.

5VCTV�VQ�DGPGƒ�V��ECNN�[QWT�NQECN�UWRRNKGT�VQFC[Л

CULTURE

nal for Listening reported only 2 percent 

of adults have formal listening skills train-

ing. How would your business compare?

Long-term employees are a window 

into the company’s culture. As you walk 

through the journey of seeing your busi-

ness’ pattern of learned assumptions for 

what they really are, look at the staff who 

have been there the longest. They are 

likely comfortable with the culture and 

align with it.  Are they positive or negative? 

Do they go above and beyond or do they 

do just enough to get by? Do they love to 

learn and share their knowledge or do 

they protect what they think they know 

and project themselves as knowing most 

everything? I have seen technicians who 

would leave training classes excited about 

what they have learned, only to down-

play it back at the shop because to admit 

you learned something, in that business’ 

culture, would be admitting you did not 

know something. Compare that situation 

with a repair business that has a learning 

culture. The learning culture promotes the 

need to always be learning and encour-

ages employees to share what they know 

and learn and likewise be open to what 

others can share. Training is seen as an 

opportunity to learn, not just an event one 

must complete to maintain good stand-

ing in a program that requires it. There are 

huge gains in the ROI of training and tools 

and equipment costs when the culture 

promotes learning and curiosity. 

Identifying your business’ true cul-

ture, including its strengths and weak-

nesses, is not easy, but well worth it. 

It requires honesty and sincerity. To 

change the culture and strengthen your 

business also requires honest, sincere 

and effective communication. The open 

conversation with staff requires expos-

ing the realities of the industry outside 

the business and how the business must 

champion change and adaptation to be 

successful. It requires laying out a plan 

with a commitment to keep anchoring 

it every day with an obsessed focus on 

the outcome. You will lose employees 

who refuse to change, but a strong busi-

ness culture that values learning, sharing 

knowledge and improving the lives of its 

staff and customers will always do well. 

The healthier your culture becomes and 

is then showcased during employee re-

cruitment, the better the candidate you 

will see show up at your door, as they 

are attracted to the culture and naturally 

align with it. As my friend, David Luehr 

says, “If cash is the lifeblood of a com-

pany, culture is its soul.” 

JEFF PEEVY is the 
president of the Automotive 
Management Institute. Jeff 
has been involved in industry 
training and education for 
more than 20 years. 
jpeevy@amionline.org



NOW THERE ARE TWO WAYS  

TO GET WITH THE PROGRAM.

POWERED BY:

Get in touch with your Hyundai dealer today and learn more about this exciting program.  

You can also contact OEC at 888-776-5792 or oeconnection.com. OPS (Overall Parts 

Solutions) can be reached by calling 877-873-8729 or by logging on to opstrax.com. 

For Hyundai Genuine Parts, at competitive pricing, get with the program. 

What it will do for your bottom line is the best part of all. 

OEC® collisionlink® is now part of the  

Hyundai Go Genuine™ Collision Conquest program.



20  MAY 2017  ABRN.COM

HOW TO HOLD
GREAT TEAM MEETINGS

DAVID LUEHR // Contributing Editor

D
o you hate meetings as 

much as most people? I 

don’t blame you! I used 

to hate them, too. I don’t 

know anyone who likes to sit in a time-

wasting meeting where one person talks 

on and on without a speck of construc-

tive dialogue, going from one tangent to 

the next. However, once I learned how 

powerful a good meeting could be, I 

wanted to learn all I could to become 

great at conducting them. 

If there is one thing that is worse than 

bad meetings, it is the level of communica-

tion in the collision repair industry. Most 

involved in this business have never re-

ceived any formal training on how to be 

a good communicator, leader or how to 

conduct an effective meeting. Communi-

cation could likely be the No. 1 problem 

I see in the shops I visit. It causes issues 

with every aspect of the business from 

quality, culture and process defects to 

customer satisfaction. If we are going to 

run a successful collision business — folks, 

I hate to tell you this — you are going to 

have to get good at running meetings!

Two types of meetings that are prev-

alent at successful body shops are the 

morning production meeting and, in 

many high-performance shops, the pe-

riodic continuous improvement meet-

ing. I will cover these two with you and 

give you a few pointers to make them not 

dreaded by your staff!

The morning production meeting

America’s greatest body shops hold a 

morning production meeting, some-

times referred to as a release meeting. 

These shops have successfully figured 

out how to make these meetings both 

quick and effective. For many of these 

shops, quick and effective were not 

words used to describe the meetings at 

fi rst; trial and error plus a good dose of 

Five steps to follow for effective production and
continuous improvement business meetings

OPERATIONS //MEETINGS
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OPERATIONS MEETINGS

persistence was needed to get the meet-

ing results they were after.  

Many leaders who have attempted to 

implement a production meeting at their 

shop have either quickly abandoned the 

idea or they continue to run lengthy 

meetings with little or no benefit to the 

shop or the people attending. We’ll dis-

cuss some of the factors that can make 

you successful at utilizing the morning 

production meeting, but first let’s talk 

about who should attend them.  

Production meeting attendance

Personally, I like to see the entire crew 

invited whenever possible. As much 

as I like keeping technicians working 

on cars, some of the best teams I have 

worked with invite all the techs and ad-

ministration people together for either 

all or certain portions of the meeting. It’s 

a great way for an estimator or customer 

service rep to gather accurate informa-

tion they can use to update customers. 

Estimators will have confidence in a 

vehicle’s repair status when he or she is 

talking directly to the technician who is 

assigned to the job. Some shops prefer to 

hold morning production meetings with 

only the administrative staff , using infor-

mation someone previously gathered 

during one-on-one conversations with 

the technicians. This method is good, 

but does not capture the opportunity for 

team fellowship and the highest possible 

level of interactive communication. Th e 

valuable time taken by pulling techs out 

of their stalls is wisely invested if greater 

communication and a solid daily game 

plan can be achieved in return.

Here are five tips for great production 

meetings.

1.  Be prepared/Make it quick.

Great meetings are held with a defi-

nite purpose in mind. Don’t have meet-

ings just to have meetings. Make sure the 

entire staff arrives on time, and everyone 

is prepared to give their share of the input. 

For example, if your business has a parts 

manager, the parts manager needs to be 

prepared to answer any questions relative 

to the arrival status of any missing parts. 

For a smaller shop, the morning pro-

duction meeting should require about 10 

minutes of time to complete, with larger 

shops requiring about 15 minutes. If 

you are new to holding meetings, they 

may take a little longer at first, but don’t 

despair — you will get better and more 

efficient as you get more skilled at facili-

tating the meetings. 

2.  Keep the meeting on track.

Facilitating a meeting does take prac-

tice and skill. One reason so many shops 

fail with meetings is because they allow 

participants to take the meeting on a tan-

gent. Nobody needs to hear about Bill’s 

weekend; let’s keep it on track by only 

talking about what needs to happen to 

get the cars to go home on time. 

There are a couple trains of thought 

about which ROs to discuss during the 

meeting. Some shops only talk about 

the cars on the list to go home today and 

tomorrow, while other shops will hold 

discussions about all the vehicles in the 

production system. I am okay with either 

method as long as it is done efficiently.

3.  Encourage everyone to contribute.

Some shops just go through the mo-

tions. Don’t just stand there in front of the 

staff and read your delivery list to them. 

You have to facilitate, not just bark out 

orders. Ask good questions of your tech-

nicians like, “John, the Audi Q7 is on the 

schedule to go home tomorrow. Is there 

anything you are aware of that could keep 

the Audi from going home tomorrow?” By 

asking questions like this, you are engaging 

them in a problem-solving manner that 

will get the results you want. John may 

respond with something like, “Dave, don’t 

forget we still have to send the Q7 over to 

the dealer to get the adaptive cruise con-

trol system calibrated.” Take advantage of 

this valuable time to solve problems to-

gether as a team. The minds of many can 

be much more powerful than one. 

4.  Share the numbers.

A great way to keep people engaged 

in their jobs is by sharing numbers and 

making it a game. If you share the com-

pany’s sales, customer satisfaction scores 

and cycle time numbers with your team 

each morning, they will feel like an im-

portant part of the company. Get your 

people involved by making the mundane 

day-to-day business into a game where if 

everyone performs well, everyone gets 

rewarded. Use the morning meeting to 

quickly share the successes and opportu-

nities for improvement in how the team 

is performing. Set realistic goals and then 

get everybody onboard playing the game 

and winning.

5.  Agree to actionable items.

The possibly most overlooked con-

tributor to successful meetings is action. 

Don’t ever finish a meeting without en-

suring accountability towards the ac-

tions needed to execute the plan. I like 

to use a dry-erase board to write down 

critical tasks required to make cars go 

home on time and identify who is re-

sponsible for carrying out the tasks and 

by what deadline.

Continuous improvement 

meetings

One of the best ways I know for shop own-

ers and managers to become respected 

leaders is through conducting periodic 

continuous improvement meetings. I 

recommend for most businesses to hold 

them at least once a month. For shops that 

are in the middle of major process imple-

mentations, more often would be best. A 

continuous improvement meeting (C.I. 

meeting) is an open forum for the shop’s 

entire team to make suggestions, discuss 

problems and communicate in a safe 

and respectful manner. Th ese meetings 

contain many benefi ts besides the obvi-

ous, which is to continuously improve the 

business’ operational level. Some of these 

benefi ts include a greater sense of belong-

ing to its members, a feeling of contribu-

tion to the success of the company, and 

as I mentioned, enhances respect for the 

shop’s leaders. 



Shops can choose an appropriate 

time that best suits the needs of the 

business, but I typically see these meet-

ings held as a lunch or afterhours affair, 

which last for 60-90 minutes. Don’t forget 

to supply lunch or dinner! 

During the first few C.I. meetings you 

host (morning meetings, too), don’t be 

too discouraged if the team doesn’t all 

want to contribute with helpful input. 

You will get a few people who have been 

conditioned over the years to keep their 

mouth shut and may not trust manage-

ment with open, honest communication. 

These people will usually come around 

after a few meetings when they are con-

vinced it is both safe and productive to 

talk. Others will use this opportunity 

to create a gripe session. Leaders — be 

careful you don’t allow the meetings 

to get too negative. The purpose of the 

meeting is to discuss problems and find 

solutions. Problems must be discussed; 

however, keep the team’s focus on find-

ing solutions in an objective, non-threat-

ening way.

Similar to what I wrote about morn-

ing meetings, C.I. meetings also need to 

follow the same five rules to be effective.

1.  Be prepared

2.  Keep the meeting on track

3.  Encourage everyone to contribute

4.  Share the numbers (and progress 

being made)

5.  Agree to actionable items

Integrity from leadership is really the 

key ingredient to making your meetings 

truly powerful. Leaders absolutely must 

act on the agreed-to items from the meet-

ings. They must also be able to hold oth-

ers accountable to perform the tasks they 

have agreed to and follow up regularly. 

So, you see, great meetings involves shop 

leaders to become…well, great leaders! 

DAVID LUEHR owns 
consulting company Elite 
Body Shop Solutions and is 
a trainer with the Automotive 
Management Institute.
dluehr@msn.com
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Performance drives cars 
to your door
If direct repair programs are part of your business, here’s how to make it work

I
’ve talked with enough shop owners around 

the United States to know there’s more than 

one way to succeed in this industry. You can 

focus on high-end vehicles or send those 

down the street. You can succeed in the big city 

or in a rural community. You can do it with lots of 

square footage and abundant outside parking, or 

you can rock it in a smaller shop with little space 

beyond your four walls.

I’ve seen shop owners succeed with the vast 

majority of their work coming through direct re-

pair programs (DRPs) — and I know successful 

shop owners without a single DRP.

So when I write about what’s worked for my 

company, I’m by no means saying it’s the best (or 

only) path to success. We’ve chosen to build our 

business largely through good DRP partnerships. 

We’re not alone. Recent data from Mike Ander-

son’s “Who Pays for What?” surveys indicate that 

about two thirds of shops are in a DRP with one 

or more of the largest eight insurers.

For those of us in that group, I believe success 

is based on one key thing: performance drives cars to your door. 

You can advertise, you can offer whatever promotion you want 

in the world. But if you want cars coming to your door, truly 

focus on performance. That’s what has worked for us.

You may think that what insurers want is different from what 

customers want. But think about even your customer-pay work. 

What are those customers most likely to judge their satisfac-

tion on? Insurers are focused on cycle time or touch time, for 

example, and, sure, there’s a financial-based reason they care 

about that. But they also care about it because that’s what cus-

tomers want, too.

That’s why I can tell you that when we’re in the top 25 percent 

of our market area in performance, cars come our way. That 

may vary from one insurer’s program to another. But I can tell 

you for our two largest DRPs, it makes all the difference in the 

world. They reward performance. 

Let’s look at one of our partners for an example. We’ll 

call them “ABC Insurance.” They list their DRP shops on a 

website ranked by performance. Put in a given 

zip code and likely (since they are a large in-

surer) multiple pages of their DRP shops will 

result. But the top three performing shops are 

always on the first page of results. How many 

customers will go on to the second or third page 

of shops? Not many. So our goal is to always, 

always, always be on that first page among the 

top three shops. We don’t have to be No. 1, but 

I want to be among the top three.

Fortunately, we’ve been there for much of the 

last two years. But that has not always been the 

case. And we noticed a drastic difference between 

staying in the top three compared to when we 

bounced in and out.

Another one of our partners, who we will call 

“XYZ Insurance,” designates every shop on the pro-

gram to one of three tiers based on performance. 

We’ve been on that program for about a year, and 

I can tell you there is a night-and-day difference 

when we’re top tier. When you’re top tier, they pour 

it on. When you’re not, it’s crickets.

That’s why we know (in the cases of ABC and XYZ Insurance) 

at what point each month our performance level adjusts, and 

checking our status is among the first things we do.

I know a number of other insurers (for which we aren’t a 

DRP shop) manage their programs similarly. Other programs 

may be less structured to reward performance. But no matter 

which programs you’re on, strong performance has many other 

benefits as well. Good cycle time helps keep your schedule open, 

for example, to bring in more work.

I also believe insurers have a number of means within the 

industry to see the performance even of shops not on their DRP. 

If they see you are clearly focused on performance, they will seek 

you out for their program.

As I said, there are certainly other paths to success in this 

industry. But performance is what has worked for us. 

THE COLLISION EXECUTIVE

WE’VE BUILT 
OUR BUSINESS 
LARGELY THROUGH 
GOOD DRP 
PARTNERSHIPS, 
AND SUCCESS 
IS BASED ON 
ONE KEY THING: 
PERFORMANCE.

RYAN CROPPER owns Able Body Shops, with two locations 
in Anchorage, Alaska, as well as Total Truck Accessory Center. 
rcropper@ablebodyshop.com
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SHOP PROFILE

PHOTO: TRUCK COLLISION SERVICES

JAMES E. GUYETTE // Contributing Editor

Big-rig truckers frequently wish each other safe travels by 

imploring you to “keep the shiny side up and the greasy 

side down.” When that equation goes awry in a wreck, the spe-

cially trained technicians manning the extra-capacity bays at 

Michigan’s Truck Collision Services, ever-mindful that time is 

money for every owner-operator, are geared toward quickly and 

competently getting professional drivers back on the highways 

and byways.

Based in Lansing with a second location in Gaylord, TCS 

serves truckers throughout Michigan along with an extended 

marketing reach that also covers the Indiana and Ohio corridors 

on up to the Canadian border, according to Ray Chatfield, who 

owns the business with his wife Kris.

“Our honesty and integrity is why our customers continue 

to come back to us,” says Ray. “Repairing the truck right the first 

time” is the key goal. “If there are ever any issues, we deal with 

them promptly. Additionally, we tend to do the heavier hits and 

the ‘problem jobs,’” he points out.

“What sets us apart is our complete understanding of the 

complexity of repairing Class 8 vehicles, or even medium-heavy 

duty, keeping in mind safety first. Most of our customers are 

looking more for the ‘quality-type’ job while keeping cost in con-

trol. We typically are not the cheap guy or the low-baller. We are 

offering value for their dollar.

“I understand that they need to have the truck back on the 

road to haul revenue, and I stress to them that our mission is to 

get the truck back in the most reasonable length of time while 

still ensuring safety and proper repairs,” says Ray.

“We rely on 3M for repair procedures and training, plus we 

use I-CAR procedures in the repair process. Our techs buy into 

training knowing that there are no (OEM-specified) repair pro-

cesses in HD trucking. This sets us apart by sending our techs to 

training and showing how much we appreciate their everyday 

‘get it done’ attitude. We provide full-time employees with health 

care, vacation pay, uniforms and production bonuses.”

The shop works on anything that rolls within the commercial 

vehicle category — large semis and trailers, cement mixers and 

flatbeds, box trucks and vans, etc.

“We pride ourselves on knowing when a customer needs 

a repair over a replacement when it comes to their truck. The 

time it takes to fix or repair a part could mean a big time dif-

ference for you.”

Services rendered include:

• Heavy repairs for truck rollovers

• Front & rear axle laser alignment

• Front & rear axle correction

• Frame repair

• Cab & hood rebuilding

• Welding on all types of metals

• Fabrication

• Sandblasting

• Refinishing

• Custom painting

Keep the shiny side up
Truck drivers can depend on safe and timely repairs at Michigan shop

12
No. of customer 
vehicles per week

Axalta 
Paint supplier

Beeline
Frame machines 
used

Ray and Kris 
Chatfi eld
Owners

2
No. of shops

27
Years in business

13
No. of employees

43,000
Total square 
footage of shops

5
No. of DRPs

16.3 days
Average cycle time

26
No. of bays

TRUCK COLLISION SERVICES
Lansing, Michigan // www.BentTruck.com
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Candy Made Simple 
Achieve that elusive OEM candy finish on nearly the first pass with the DeBeer  

Metallic Bright Red Toner. Our advanced, patent-pending technology revolutionizes 

red candy OEM repairs. Skip a step and get coverage, match and a sweet candy 

finish faster with zero mottling, cloudiness and complication. So rich, so simple.  

Go ahead, treat yourself. Call 800.444.2399 or visit www.de-beer.com to request  

a demo.

Available in OEM approved  
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• Graphic decal design & installation

• Large-format printing & wraps

• Express 1- to 3-day repairs

• New & surplus parts for all makes 

& models

“Our collision center can accommo-

date any commercial truck or trailer,” 

says Ray. The mammoth painting stall 

area is 70 feet long, 20 feet wide and 16 

feet tall. “This means we are not reliant 

upon the weather in order to do paint 

work, and we don’t need to unnecessar-

ily take apart your truck in order to fit it 

inside our facility.”

In January of last year, “the 3M na-

tional team came in and did some ‘value 

stream mapping’ for us,” Ray recounts. 

“They introduced us to some new ways 

of doing things that really made a differ-

ence in our efficiency. At the same time, 

they set us up with a new line of 3M prod-

ucts and tools and came in and did some 

product training.”

Within a month, the shop sliced its 

cycle time from 33.3 days to 16.3 days. 

Touch-time ratios rose from .59 to .95, 

and reached 1.48 by the end of the year.

“Our techs don’t like wasting time 

in their work,” Ray reports. “Everyone 

seems to be on board with the changes 

we have made. It’s not just the cost and 

material. It’s all the value-added stuff that 

3M has been a part of in helping us and 

making our shop better.”

In addition to educating the staff on 

the latest repair techniques, both loca-

tions were outfitted with new tools and 

supplies that included 3M’s Clean Sand 

System, Self-Generated Vacuum Ran-

dom Orbital Sanders, File Belt Sanders 

and Cubitron II Abrasives.

Two of the company’s Total Automo-

tive Sanding System units were installed, 

and Ray says the equipment provides a 

much cleaner working environment 

along with better protection for his em-

ployees due to less composite dust.

TCS was so pleased with the profes-

sional expertise and contributions of 3M’s 

John Spoto that “we added the 3M logo 

to our paint booth because we thought it 

would be cool,” Ray explains. “We decided 

to do it as a tribute to John. We even used 

3M Commercial Graphics film.”

Long-term durability

Positive relations are maintained with 

vendors by “asking them to be a part of 

my business, getting involved, sharing 

our vision, and asking them to under-

stand how we want to repair trucks right 

the first time,” he notes. “We keep our 

parts orders to a minimum and make 

precise orders so we do not have a lot 

of returns. Doing pre-order teardowns 

helps us make good ordering practices.”

When a vehicle rolls into the bays at 

TCS, “We think about how to return it to 

a pre-accident state while also thinking 

about long-term durability,” says Ray. 

“Some of these trucks are going 1 million 

miles or more, so it is important that good 

materials and craftsmanship is used.”

With five direct repair program (DRP) 

affiliations and transactions with other 

carriers, Ray’s strategy entails “just being 

honest and working with the insurance 

industry by justifying that our whole in-

tent is ‘repairing the truck to safety.’”

Kris Chatfield, Ray’s wife and co-

owner, rates high praise for her critical 

roles in effectively running the business. 

“We work together every day,” he says, 

and she deftly handles the accounting, 

human resources and organizational 

tasks while consistently providing posi-

tive support for the entire staff.

Admiration for industry consultant 

Mike Anderson is another important op-

erational element, especially as it applies 

to the Axalta HD Truck 20 Group. “The 

peer time has been invaluable! Lots of 

knowledge gets shared freely,” says Ray. 

Ideas are introduced and contemplated, 

and the members “work on industry is-

sues to make things better for all.”

Ray goes on to note that he is essentially 

self-taught, which makes the latest 

instructional opportunities all the more 

valuable. “The HD truck industry has 

lacked proper training and procedures,” 

he observes.

“I would say my father was my biggest 

mentor; he was not in the body business 

— he was a diesel mechanic — and he 

instilled in me to always do the best job 

I could. If it was worth doing, do it to the 

best of your ability and right the first time.”

Expanded coverage

Ray’s business began in 1990 with a 

5,000-sq. ft. facility primarily dedicated 

to painting, gradually shifting to HD re-

pairs. An additional 18,000 square feet 

was constructed in 1999 to house a 65-ft. 

frame press, a front-end alignment sys-

tem, a sandblasting unit, graphics station, 

more body bays and enhanced mechani-

cal repair capabilities.

This high level of sophisticated tech-

nology and knowhow “allows us to offer all 

truck collision repair needs under our roof 

without subletting any repairs. We are able 

to monitor the quality and time efficiency 

of each repair more efficiently that way.”

Expanded geographical coverage was 

accomplished in 2006 when a second shop 

in Gaylord, 160 miles from Lansing, was 

inaugurated. An additional 12,500 square 

feet is currently being constructed at the 

Lansing location, along with another paint 

booth to further boost production.

Along with day-to-day contacts 

throughout the trucking community, 

TCS utilizes an outside sales team, bill-

boards and online advertising to drive its 

marketing message.

The enterprise “is viewed as a one-

stop shop by our loyal customers who 

appreciate our high quality repair work 

for commercial trucks and trailers,” says 

Ray. “When a customer drops their truck 

off at our facility, they know they will be 

able to start working again as soon as 

they pick up their truck.” 

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

jimguyette2004@yahoo.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. Excludes CORE deposit.

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 starters and 

alternators all carry a 24-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. 
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COMMITMENT TO TRAINING

Estimators: Earn professional 
designation from AMi
NEW ACE AND AMCE DESIGNATIONS PROMOTE AN ESTIMATOR’S JOB PROFICIENCY 

TSCHANEN BRANDYBERRY // 

Special Projects Editor

T
he Automotive Management 

Institute (AMi) has launched a 

new designation for estimators, 

and NACE Automechanika 

Chicago is the fi rst chance to complete 

most, if not all, of the in-person training 

requirements. 

AMi made courses available in April, 

and estimators now can work toward a 

pair of professional designations: Accred-

ited Collision-Repair Estimator (ACE) 

and Accredited Master Collision-Repair 

Estimator (AMCE). These are the first 

designations specifically geared toward 

the important shop position of estimator, 

says Jeff Peevy, AMi president. 

“Estimators play a key role in a repair 

operation’s success, especially around 

profitability,” he explains. “They must 

know something about everything and 

at a high level understand the repair, as 

well as have the ability to negotiate and 

serve customers well.”

Any estimator is eligible to earn the 

designation through online coursework, 

in-person training and testing. The des-

ignations, like others automotive profes-

sionals work toward with AMi, require 

varying levels of coursework to complete. 

To earn the ACE designation, an esti-

mator must complete:  

•  23 credit hours of AMi online 

courses covering customer service, man-

agement and operational training 

•  20 credit hours of AMi-approved 

live instructor-led electives

•  A minimum of 35 credit hours of 

technical damage analysis training. This 

requires achieving and maintaining 

I-CAR Platinum in Estimator or APDA.

•   Information Provider System – 

training verified (Mitchell or AudaTex) 

or successful completion of CCC Assess-

ment Test.

To achieve the AMCE designation, an 

estimator must complete: 

•  23 credit hours of AMi online 

courses covering customer service, man-

agement and operational training

•  30 credit hours of AMi-approved 

live instructor-led electives

•  A minimum of 77 credit hours of 

technical damage analysis training. This 

requires achieving and maintaining I-CAR 

ProLevel 3 Platinum in Estimator or APDA.

•  Information Provider System – Two 

of three major systems, training verified 

(Mitchell or AudaTex) and/or successful 

completion of CCC Assessment Test.

•  ASE B6 Damage Analysis Certifica-

tion must be achieved and maintained.

A number of collision repair-based 

courses offered at NACE Automechan-

ika Chicago provide estimators with the 

first opportunity to complete required 

in-person training. Peevy notes that 

there are about 24 credit hours available 

at the event, July 26-28, that will apply 

toward the second requirement for 

both designations. Anyone interested 

in those courses can register for them 

at www.ABRN.com/AMiLiveTraining. 

Classes that qualify are: 

• Triage – led by Larry Montanez

• Disassembly – led by Larry Montanez

• Greatest Production Systems: The Se-

crets of America’s Greatest Body Shops 

Series – led by David Luehr

• Utilizing Enterprise ARMS Reporting 

to Improve Shop Performance – led by 

Mike Anderson

• Surviving/Thriving with the Millen-

nial Generation: Getting to Know Your 

>> CONTINUES ON PAGE 32
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COUNTDOWN TO  
NACE automechanika 

CHICAGO

WATCH + LEARN
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“The stuff in the book – I can go back and play around and 

do hands-on work. Now I’ll have stuff to train myself. “ 

— CHRIS MEYER, TECHNICIAN AT CROSBY AUTOMOTIVE, ELKHORN, WIS.; ATTENDEE AT 

NACE AUTOMECHANIKA — LIVE! ONE-DAY TRAINING EVENT 300 2

DRIVE IMPROVED PERFORMANCE, 
CUSTOMER SATISFACTION WITH A 
DUST-FREE SHOP
There is often the stigma that a shop is 
going to be dirty; therefore, many accept it 
and focus on the customer cars coming in 
and going out. There is much to consider 
when you envision how a shop could run if 
it were operating in a clean environment. 
In Europe and many other parts of the 
world, shops tend to be very clean and are 
thought of as higher-quality operations 
from the public perspective. The percep-
tion is that a clean shop produces a higher 
quality repair. Learn how your shop can 
create a clean environment.

ABRN.com/dustfree

OEM CERTIFICATIONS WILL BE KEY TO 
SUSTAINABILITY
There has been a wave of change coming 
over the collision industry the last several 
years, and it looks like the tides are fi nally 
turning in favor of the repairer and con-
sumer. This wave of change toward original 
equipment manufacturer (OEM) certifi ca-
tions is one of the most positive changes 
the collision industry has gone through in 
recent history. Find out why OEM certifi ca-
tion is vital for collision repair.

ABRN.com/sustain

RIVET BONDING ALUMINUM
Car and truck designers are utilizing more 
and more aluminum as a substrate due to 
its lightweight, strong properties that make 
it ideal for boosting performance and 
fuel economy. Aluminum-bodied vehicles 
are also built with a combination of other 
materials such as steel, plastics and 
carbon fi ber. By now, many technicians 
should not only be seeing damaged 
aluminum panels on vehicles, but some 
structural components also, such as strut 
towers and inner reinforcements on steel 
vehicles. Read more.

ABRN.com/rivetbonds

HOW COLLISION AVOIDANCE SYSTEMS 
IMPACT BASIC REPAIRS
Some of the technology used in collision 
avoidance systems is in essence a limited 
version of autonomous vehicle technology. 
The most common type of these systems 
currently being implemented is automated 
cruise control. The number and complexity 
of these types of systems obviously 
prevents this article from covering them 
all. Instead I’ll focus on a few main types 
of systems that may impact how your 
technicians and shop handles even “basic” 
repair services. 

ABRN.com/avoidance

JUNE 4

Repair Shop Mastery; AMi
Automotive Training Institute
Joliet, Illinois

JUNE 17

Steering and Suspension Damage 
Analysis; I-CAR 
Aims Community College 
Windsor, Colorado

JULY 25

Collision Industry Conference
Hotel Hyatt Regency McCormick Place
Chicago, Illinois

JULY 26

Advanced Technology & Diagnostic 
Repair Forum
Hyatt Regency McCormick Place
Chicago, Illinois

JULY 26

MSO Symposium
Hyatt Regency McCormick Place
Chicago, Illinois

JULY 26-27

Business Outlook Conference
McCormick Place West
Chicago, Illinois

JULY 26-29

NACE Automechanika Chicago
McCormick Place West
Chicago, Illinois

AUGUST 23-26

CARSTAR North America Conference
Westin Hotel
Charlotte, North Carolina

ABRN.COM/longtear

How to repair a long tear 

on a bumper cover

ABRN.COM/techtalk

Three diagnostics techs 

discuss their craft

ABRN.COM/ICARcourse

I-CAR’s vehicle and 

technology specifi c training

ABRN.COM/corrosion

Corrosion protection: Cavity 

wax and undercoating
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Customers and Employees 36 and Under 

– led by Mark Claypool

• Sustaining Excellence – led by Mike 

Anderson and Ray Chew

• Positioning Yourself in the Collision 

Repair Industry – led by Mike Anderson

• Effective Estimating – led by John 

Shoemaker

• Linear Re-manufacturing: The Future 

Shop – led by Lee Rush

• Evolution of the Estimate to a Repair 

Plan – led by Jim Silverman

• Photo and File Documentation – led 

by Mike Cassata

• How to Improve Gross Profit through 

Estimating: Understanding the 30/20/10 

Rule – led by Mike Anderson

The new designations are an excellent 

way for today’s collision repair shops to 

continue training, education and certifica-

tion in a rapidly changing business climate. 

The benefits to both the estimator and the 

shop are of great quality and value. 

“First, it is a professional designation, 

specific to their profession that represents 

key knowledge areas that one must know 

in order to be the very best they can be,” 

Peevy says. “From a personal professional 

value, the ROI would be high, but from a 

shop profitability standpoint the return 

would be high and instant.”

Estimators interested in working to-

ward either the ACE or AMCE designa-

tions can apply at www.amionline.org. 

Additionally, you can register for courses 

to meet in-person training requirements 

at NACE Automechanika Chicago by vis-

iting www.ABRN.com/AMiLiveTraining.

AMi offers highly touted, industry-

recognized certificates and personal 

designations for both the collision re-

pair and service repair industries. Per-

sonal designations in both areas are 

Accredited Automotive Office Man-

ager (AAOM), Accredited Automotive 

Manager (AAM) and Accredited Master 

Automotive Manager (AMAM). Certifi-

cates offered for each segment are the 

Automotive Collision Repair Customer 

Service Certificate and the Service Re-

pair Customer Service Certificate.

>> CONTINUES FROM PAGE 30

global f in ishing.com   •   877-658-7900

The Center for Excellence showcases the latest technologies in automotive refinish paint booths and equipment. 
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Hands-On Product Training at Global Finishing Solutions

TSCHANEN BRANDYBERRY 
is Special Projects Editor 
for the UBM Americas – 
Automotive Group, moving 
into the position following 
roles as managing editor 

of Motor Age and associate editor of 
Aftermarket Business World. She joined the 
Automotive Group in 2006, and has editing 
and writing experience at multiple Ohio 
newspapers and in public relations. 
tschanen.brandyberry@ubm.com
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UPGRADE YOUR 
REPAIR ARSENAL
BUILD A BIGGER BUSINESS WITH THESE MODEST PURCHASES

TIM SRAMCIK // Contributing Editor

T
hink about the last investment 

you made that gave your oper-

ation a notable boost. Th ere’s a 

terrifi c chance you’re dwelling 

on a welder, frame rack or paint booth. 

Th e reason for that is simple. Business-

people often tend to equate their greatest 

ROI with their most expensive purchas-

es. Th e truth is that more modest invest-

ments can produce results that are just 

as signifi cant, if not more so. 

The greatest bulk of work performed 

during most repairs comes down to a se-

ries of relatively small tasks performed 

using hand tools or moderately priced 

equipment. Upgrades here can provide 

substantial benefits, especially if you buy 

wisely and then make the most of your 

latest investments.

Here’s a look at some of the more af-

fordable, innovative repair tools avail-

able to shops in 2017 with tips on how 

you can make wise buying choices for 

your shop.

Bond breaker

Th e latest generation of adhesives pro-

vide bonding strength that rivals, some-

times surpassing, the bonds created by 

welding. Structural adhesives go even 

farther, providing toughness and du-

rability once thought impossible for a 

liquid compound. 

That same strength can pose signifi-

cant repair challenges when these bonds 

need to be removed during a repair or 

replacement. They’re typically broken 

up using torches or heat guns that must 

THE TOTAL AUTOMOTIVE SANDING 
SYSTEM, as its name suggests, places 
everything needed for a safe, clean and high-
effi ciency sanding operation in a mobile setup 
that can be taken virtually anywhere in a shop.
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operate at temperatures high enough to 

damage nearby parts and nearby bonds.

Chief ’s Vulcan Adhesive Debonding 

Unit (ADU) is engineered to avoid this 

problem using infrared radiation tech-

nology. The infrared heat builds quickly, 

in as little as 20 seconds, to a temperature 

capable of releasing the first layer of glue 

underneath a bond. Neighboring parts 

are thus spared potentially damaging 

high temperatures. With the first layer of 

adhesive broken, shops can then sepa-

rate part materials with less risk of dam-

age to either piece. 

Chief says the Vulcan ADU doesn’t 

use an electromagnetic field and is safe 

to use on any vehicle surface, even car-

bon fiber and aluminum. The company 

also notes that the remaining epoxy stays 

smooth and hard, not sticky, leaving be-

hind a clean work surface.

Product features include: 

• Accurate temperature control, with 

focus on one panel layer

• Color touch screen

• Calibration abilities to address is-

sues when measuring different color 

paint and reflectivity

• Ability to remove labels and molding 

The Vulcan ADU comes in at consid-

erably more than the other products in 

this article, just under $10,000, so it may 

not be for every shop — yet. Repairers 

who take in dealer work or see a lot of 

late-model vehicles need a solution for 

handling structural adhesives. The cost 

of the Vulcan ADU can be a wise trad-

eoff considering the expense of replac-

ing parts that were damaged during a 

botched repair, which, of course, comes 

directly out of your pocket.

Clean cuts

Ever wonder why auto service students 

are quick to choose engines over body 

work or why so many collision techs opt 

out of the industry for other careers? One 

big reason is that collision repair tasks 

frequently involve hard, dirty work that 

taxes muscles, tendons, spines and the 

resolve of workers. Any time shops can 

purchase a tool that reduces any of this 

wear and tear, they’re look-

ing at a potential good buy.

That’s what the folks at 

Malco are hoping repairers 

find in their new TurboShear 

air tool. The TurboShear pro-

vides pneumatic, double-cut 

performance designed to 

eliminate the physical stress 

associated with many cut-

ting operations. 

T h e  T u r b o S h e a r ’s 

blades are built to slice a 

narrow spiral scrap from 

the tool path to produce 

a clean, straight edge on 

both sides of a cut. Malco 

says they can navigate up 

to 90 degrees outside pro-

files of metal roofing pan-

els or metal ductwork and 

are tough enough to cut 

through seams. The blades 

are engineered to allow 

cutting from either end of a 

part. The company also notes the blades 

can be easily disengaged from the cut-

ting path or quickly re-engaged to con-

tinue cutting.  

The 2600 RPM (2600 TR/Min) model 

TSMDA TurboShear Air Tool is compat-

ible with existing air supplies with pricing 

comparable to traditional shears.

Sanding systems

Sometimes a new piece of equipment is 

so basic and responds to such a wide-

spread issue one wonders why it wasn’t 

built years earlier. Th e Total Automotive 

Sanding System, from 3M and Festool 

Automotive Systems, might just fall into 

this class.

Sanding typically involves using mul-

tiple products, several different grits of 

paper and a vacuum to help clean up the 

work area. Techs and paint preps typi-

cally waste time and energy locating the 

materials they need, then carrying them 

to a work area before bringing them back 

and performing a final cleaning that 

often falls short since so much debris 

has been released into the shop envi-

ronment. This debris can wreak havoc 

on finishes, costing shops additional 

money for rework, along with its toll on 

the health of employees. 

The Total Automotive Sanding Sys-

tem is intended to combat all these ills 

with a mobile workstation system in-

corporating a dust extraction unit. The 

station is accessorized with a selection 

of the latest Festool and 3M tools and 

products — sanders, sanding discs, safety 

spectacles, earplugs, etc.— organized in 

storage areas and drawers for easy ac-

cess. The systems can be rolled into any 

work area with sufficient space, giving 

workers convenient access to everything 

needed for safe sanding operations. 

Five different models are available: 

Pneumatic and Electric Body Repair, 

Pneumatic and Electric Paint Prep and 

Paint Finishing. Each is engineered to 

optimize dust removal (protecting both 

employee health and product finishes), 

job organization and workplace ef-

TRAIN ING

THE VULCAN ADU allows shops to remove ultra-strong 
structural adhesive bonds without damaging nearby parts.
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Introducing USC Garage  
Premium Repair Solutions

U.S. Chemical & Plastics, A Valspar Automotive Brand. © 2017 The Valspar Corporation.

This mighty line up of six single-use job-packs for small repairs will 
make your job easier, reduce waste and increase profitability. Use USC 
Garage to repair aluminum, fiberglass, metal, wood and plastic.

Increase Your Repair Job Profitability.  
Visit us at uscgarage.com
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ficiency. Benefits like that can build a 

strong case for making a Total Automo-

tive Sanding System a smart addition 

to any shop.

Choose wisely

With hundreds of new products hitting 

the collision repair market each year, 

spotting the best buys for any shop can 

be diffi  cult. Even though many of these 

items can run between $10-$100 or are 

priced to recoup their investment with-

in a year, no shop can aff ord to simply 

throw money at every innovation in the 

hope of striking gold — or just bronze — 

with a few. Th ere are a few strategies that 

can help repairers spot the investments 

that really make their mark:

1. Speak with vendors. Don’t be shy 

when it comes to asking sales reps for 

recommendations. While some might 

feel inclined to push a new item, or a 

particularly expensive one, most want 

to keep your business with sugges-

tions that have great potential to pay 

off. When possible, ask for samples or 

demonstrations.

2. Stay media savvy. Industry shows 

are ground zero for new product releases. 

Even if you can’t spare time to attend, 

media coverage — including news sto-

ries, features and videos — can provide 

a detailed look at the products creating 

the greatest buzz. From there, do your 

homework with additional research into 

product reviews and specifications to de-

termine what new items can truly deliver 

for your business.

3. Involve employees. Workers tend 

to stick with tools and products that 

have proven their worth. They also can 

be reluctant, especially in the era of 

turbo-charged waste and cost cutting, 

to request upgraded equipment. These 

attitudes can cheat them and your busi-

ness out of opportunistic investments 

that benefit everyone. Encourage em-

ployees to look into innovations that 

increase productivity and make their 

work lives easier. Some shops provide 

annual equipment budgets to workers 

as part of this task. Consider offering a 

bonus for purchase suggestions that 

prove their worth, and ask employees 

to focus on modest investments. Point 

out that even a $10 or $20 buy can offer 

significant advantages.

The lesson here: Not every invest-

ment has to provide earth-shaking re-

sults. Together, regular upgrades, no 

matter how small, can produce big-time 

returns that could be turning up the for-

tunes at your business. 

TIM SRAMCIK has 
written for ABRN and 
sister publications Motor 
Age and Aftermarket 
Business World for more 
than a decade.  
tsramcik@yahoo.com
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CERTIFICATION // TECHNICAL

W
hat is “certifi ed?” 

Certification refers 

to the confirmation of 

certain characteristics 

of a person, company or organization. 

This confirmation is generally provided 

by some form of external review, educa-

tion, assessment or independent audit. 

Accreditation is a specific organization’s 

process of certification, such as ASE. One 

of the most common types of certifica-

tion in modern society is professional 

certification in which a person is certified 

as being able to competently complete a 

job or task, usually by the passing of an 

examination and/or the completion of 

a program of study. Some professional 

certifications also require that one obtain 

work experience in a related field before 

the certification can be awarded (i.e. ASE 

Certification Tests). Some professional 

certifications are valid for a lifetime upon 

completing all certification requirements, 

while others expire after a certain period 

of time and/or have to be re-tested/re-

certified and/or maintained with further 

continuing education. Certification does 

not designate that a person has sufficient 

knowledge in a subject area — only that 

they passed the test.  

ASE

In the collision repair industry, ASE certi-

fi es Damage Estimators (B6). For techni-

cians, there is certifi cation for Paint & Re-

fi nishing (B2); Non-Structural Analysis & 

Damage Repair (B3); Structural Analysis 

& Damage Repair (B4); and Mechanical 

& Electrical Components (B5). If a tech-

nician passes all four tests, then they will 

be classifi ed as a Certifi ed Collision Re-

pair and Refi nish Technician.  

I-CAR

I-CAR does not certify anyone for any-

thing in their live or online classes — 

A LOOK AT OEM REPAIR PROGRAMS AND THE TRUE CONSIDERATIONS FOR CERTIFICATION
LARRY MONTANEZ // Contributing Editor

UNDERSTANDING 
“CERTIFICATION”

PHOTO: REPAIR UNIVERSITY

HONDA CAR-O-LINER 
PRE-MEASURING
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they train. Th erefore, you are not I-CAR 

Certifi ed; you are I-CAR trained. Individu-

als can obtain Platinum Individual Recog-

nition, not Platinum Certifi ed. Conversely, 

I-CAR welding tests now off er certifi cation 

for aluminum and steel welding and steel 

sectioning, which is their Welding Train-

ing & Certifi cation. A business can also 

achieve Gold Class Professional Business 

Recognition, not Gold Class Certifi ed. 

OEMs

OEMs have also created certifi ed collision 

programs. Many are referred to as a Certi-

fied Collision Repair Facility (CCRF), 

which can range from just paying for 

certifi cation and passing an inspection 

for certain requirements to an invest-

ment of $80,000 to upwards of $300,000 

for just one program. Some OEMs have 

different levels within the program for 

CERTI FICATION

GROWING IMPORTANCE OF OEM CERTIFICATION
By JEFF WILDMAN // Contributing Editor

Our collision center customers 
often ask how they can grow 

their business to be more productive 
and to boost customer satisfaction 
and loyalty. And while there are several 
potential ways to achieve that, one of 
the most important these days is to be 
OEM certifi ed. In fact, a recent survey 
found that more than 50 percent of 
drivers prefer to take their vehicles 
to collision centers approved by the 
manufacturer of their vehicle.

The goal of OEM certifi cation of 
collision centers has always been to en-
sure that centers have the proper, cur-
rent technology and training to consist-
ently repair vehicles correctly and safely 
to pre-accident condition. But with 
today’s cars being more complex than 
ever, the importance of safe repairs is 
further underscored and OEM certifi ca-
tion reassures the consumer that their 
car has been properly repaired. 

Due to the constant advance-
ment in cars and the rise of complex 
electronics, semi-autonomous systems 

and the use of mixed materials used for 
lightweighting efforts, repair proce-
dures are constantly changing. Colli-
sion centers need to stay up to date 
with training and equipment and to 
research the proper repair procedures 
for every vehicle they repair to ensure 
that the safety features and electronic 
systems operate properly.   

As of today, there are not enough 
collision centers with the proper 
knowledge and equipment to safely and 
properly repair the new, complex vehi-
cles that are on the road. This means 
there is plenty of room for growth of 
OEM-certifi ed networks that are look-
ing for collision centers willing to invest 
in training and equipment. OEMs, along 
with industry partners and suppliers 
such as BASF, support this growth by 
assessing collision center needs, help-
ing to improve shop effi ciency, assisting 
technicians in proper repair procedures, 
and offering certifi cation courses 
throughout the year.

Suppliers further support the effort 

by ensuring that their product offerings 
meet OEM requirements to help make 
sure collision repair centers are getting 
the tools they need to meet speci-
fi cations. For example, at BASF our 
Glasurit and R-M coatings meet OEM 
refi nish requirements for more than 99 
percent of the cars on the road. As a 
result, BASF refi nish systems are used 
at Toyota training centers, the Ford 
Paint and Body Technology Center, 
the GM Tech Center bodyshop, OEM 
factories and ports of entry and several 
OEM design centers including BMW 
and Tesla. 

Making OEM approved products, 
processes and training more acces-
sible to collision shops is benefi cial 
across the board. The more certifi ed 
shops there are to meet the demand 
of repairing today’s vehicles safely and 
correctly, the more customer loyalty 
and satisfaction will follow. 
Jeff is the North American Key 
Account Manager, OEM & Industry 
Relations, with BASF.

BMW 2 CELETTE DEDICATED FIXTURE CELETTE JIG FIXTURE MOUNTING
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diff erent types of vehicles, such as steel, 

hybrid construction/mixed material and 

aluminum. Some programs restrict the 

sale of aluminum structural weld-on 

components, while others will restrict 

all-aluminum structural components 

(bolt-on and structural), and a few will 

restrict the sale of all-aluminum compo-

nents (structural and cosmetic). Th e chart 

on page 40 shows of OEM programs cur-

rently available at the time of this writing, 

and a general overview of requirements.

All programs require modern equip-

ment, electronic measuring and/or fix-

tures (jigs), proper standard tooling, 

liability and shop insurance coverages, 

appearance requirements, handicap ac-

cess, customer parking and customer 

signage, etc. Some require additional 

items, also denoted on the chart on page 

40. Additionally, some programs require 

dealer sponsorship. 

Overview of proper equipment

Repair equipment is another issue with 

the OEM programs. Facility owners need 

to do their homework to ensure they do 

not end up with duplicated or unused 

equipment. OEMs set equipment re-

quirements that meet their standards. Th is 

can relate to pressure or force required 

to resistance weld a component, along 

with specific amperages and pressure 

requirements for compressing structural 

rivets. Rivet gun access to diff erent areas 

may be another reason for one piece of 

equipment to be selected over another. 

Most OEMs approve two to four manu-

facturers for each piece of equipment; this 

means if you plan correctly, you will not 

need to duplicate equipment. Always do 

your homework and make an educated 

decision. Looking at all the program re-

MERCEDES-BENZ 
Celette side portal gantry

RESISTANCE WELDERS, MAG/MIG 
brazing welders and MIG aluminum welders 
with VAS models included
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quirements for equipment is important 

to ensure more efficient ROI and purchase 

power by investing in equipment with 

similar approvals.  

Training and welding 

requirements 

Almost all of the CCRF programs require 

a specifi c list of I-CAR live classes and/or 

online classes. Some programs require 

I-CAR Individual Platinum — such as 

Porsche — and some require I-CAR Indi-

vidual Platinum and Gold Class, such as 

Honda. The European OEMs and Tesla 

have their own training facilities in the US, 

and some have more than one location to 

limit travel time. However, JLR, Corvette, 

Nissan GT-R use the I-CAR Tech Centre 

in Appleton, Wis. Generally, you will be 

required to attend each vehicle model-

specific training or a vehicle range of 

model training and will only be required 

to update that class when a model change 

occurs. Some OEMs require annual train-

ing online, live and/or both. For example, 

Mercedes-Benz requires annual online 

and live training for continuing education.       

All of the aluminum programs that 

have aluminum welding requirements 

(some OEMs produce aluminum ve-

hicles with no aluminum welding, such 

as Porsche) will have their own certified 

welding test. Ford and Cadillac only re-

OEM
DEALER 

SPONSORSHIP
I-CAR Training I-CAR Welding

Special 

Equipment

OEM Specified 

Training

OEM Welding 

Certification
Notes or Additional Information

1 ACURA X (NSX) X GC P X NSX SPECIFIC REQUIREMENTS

2 ALFA ROMEO UD UD UD UD UD UD

3 ASTON MARTIN X X X RESTRICTED PARTS

4 AUDI X X   X S A X X X 

HYBRID LEVEL AND ALUMINUM 

WELDING CARBON FIBER LEVEL. 

RESTRICTED PARTS

5 BENTLEY X X X S  X X AUDI RUN PROGRAM, INVITE ONLY

6 BMW X X X X

7 BUGATTI X X X S A X X X AUDI RUN PROGRAM, INVITE ONLY

8

GM (BUICK, 

CADILLAC, 

CHEVROLET)

X (CT-6) X X S X (CT-6) X (CT-6)
CADILLAC CT-6 SPECIFIC REQUIREMENTS, 

RESTRICTED PARTS

9

CHRYSLER, 

DODGE, JEEP, 

RAM

X GC P X S

10 FERRARI X X INVITE ONLY

11 FIAT UD UD UD UD UD UD

12 FORD, LINCOLN X GC P X S A X (F150) X (F150 I-CAR)

13 GMC X X S

14 HONDA X X GC P X X X (I-CAR)

15 HYUNDIA

16 INFINITI X X GC P X S X (I-CAR)

17
JAGUAR/LAND 

ROVER
X X S A X X X RESTRICTED PARTS

18 KIA

19 KOENIGSEGG X X INVITE ONLY 

20 LAMBORGHINI X X X S A X X X
AUDI RUN PROGRAM, INVITE ONLY, 

RESTRICTED PARTS

21 LEXUS X X X S X

22 MASERATI X X X S A X X X UNDER DEVELOPMENT

23 MAZDA

24 McLAREN X X INVITE ONLY

25 MERCEDES-BENZ X X X X X
ELITE 1 AND ELITE 2 ALUMINUM, 

RESTRICTED ALUMINUM PARTS

26 MINI X X X S X X BMW RUN PROGRAM

27  MITSUBISHI

28 NISSAN X X GC P X S X (I-CAR)  

29 PORSCHE X X P X S X X ASE REQUIRED, RESTRICTED PARTS

30 ROLLS ROYCE X X X X X
BMW RUN PROGRAM INVITE ONLY, 

RESTRICTED PARTS

31 SAAB

32 SCION X X X S X

33 SUBARU

34 TESLA X X X X RESTRICTED PARTS

35 TOYOTA X X  X S X

36 VOLKSWAGEN X X X S X X
X S, STRSW, 

BRONZE

37 VOLVO      X X X UD UD UD UNDER DEVELOPMENT

OEM CERTIFIED COLLISION REPAIR FACILITY (CCRF) REQUIREMENTS
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quire the I-CAR WCA03 Certification Test, 

while all the other programs use the ISO 

9606-2 Standard for their Certification. 

Audi requires the I-CAR WCA03 Certifi-

cation prior to attending their aluminum 

training program. The OEM-specific 

welding certification tests are a mini-

mum of 40 hours and Mercedes-Benz 

initial certification is 80 hours. The I-CAR 

Welding Certification is valid for 5 years 

before retesting is required. Almost all of 

the other programs require retesting once 

every two years, although Mercedes-Benz 

requires retesting every six months. Initial 

testing can cost anywhere from $800 to 

upwards of $16,000. Outside of the I-CAR 

Welding Program, which is performed in 

the shop, all other programs require travel 

to the OEM’s training center. Additional 

costs for testing and certification include 

flights, hotel, meals, rental vehicles and 

salary. Another thing to consider is the 

technician’s loss of production while they 

are away at training. Now compound that 

with certification on multiple programs — 

how many times a year will the same tech-

nician or technicians be away at training, 

testing and retesting?

Do your homework, ask questions 

and do not pre-purchase equipment you 

think is approved for a particular program. 

Once you get approval for acceptance to 

a program, you will be mailed a packet of 

requirements, forms and equipment re-

quirements. As always, feel free to contact 

me with any questions you might have. 

GET SERIOUS ABOUT YOUR
DUST EXTRACTION NEEDS!

Leaders in Dust Extraction for over 30 Years 
with thousands of systems installed globally

1-800-265-3878
info@eurovac.com
www.eurovac.com

Your #1 source for 
a clean environment!

9 Properly Engineered Systems

9  Superior Filtration: Cyclonic Dust 
Separation, Automatic/Manual Filter Cleaning 
and HEPA Filters

9  Turnkey Installation & After Sale Service

9  Reliable, Maintenance Free, Powerful 
Turbine Pumps

9  Complete Line of Vacuum Ready Hand 
Tools, Abrasives and Backup Pads.

9  Dust Extraction Conversion Kits 
available for all tool makes and models.

9 OEM Approved Equipment

9  NFPA and OSHA Code Compliant Expertise

Specialists in Dust Extraction

EUROVAC HAS A PRODUCT FOR 

EVERY NEED AND BUDGET

Central & Portable 
Dust Extraction Systems

Vacuum Ready Tools & 
Abrasives/Backup Pads

LARRY MONTANEZ 
is co-owner of P&L 
Consultants, which works 
with collision shops on 
estimating, production and 
proper repair procedures. 

He is also a certified technician for multiple 
OEM collision repair programs. 
info@pnlestimology.com

CLEAN ROOM CURTAIN SYSTEM for Audi from Celette and Car-O-Liner
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X — required  

UD — Under Development

GC — Gold Class Required 

P — Platinum Required

I-CAR Training — specifi c I-CAR 

classes are required

I-CAR Welding —  S=Steel Test; 

A=Aluminum Test; SS=Steel 

Sectioning

Special Equipment — specifi c 

approved equipment only from 

specifi c manufacturers

OEM Specifi ed Training — 

specifi c training at the OEM 

training facility center

OEM Welding — specifi c welding 

certifi cation from the OEM

CCRF Requirements Key
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JEFF MINTER // Contributing Editor

W
hile collision avoidance 

systems are becoming 

somewhat of a buzz 

word lately, they really 

aren’t all that new. In fact, General Mo-

tors acquired Hughes Aircraft Corpora-

tion back in 1985 in part to accelerate 

their development of collision avoid-

ance systems. General Motors continued 

progress with the systems and eventually 

participated in a joint project with the 

National Highway Traffi  c Safety Admin-

istration (NHTSA), which ran from 1999-

2004 to further refi ne and fi nally launch 

their fi rst system, which was installed on 

a limited number of the model year 2002 

Buick LeSabre for real-world testing.   

Some of the technology used in col-

lision avoidance systems is in essence a 

limited version of autonomous vehicle 

technology. The most common type of 

these systems currently being imple-

mented is automated cruise control. 

These systems are not new either, really; 

in fact these were introduced years be-

fore the GM/NHTSA collision avoidance 

project. Early versions of laser-based au-

tomated cruise systems were introduced 

to the Japanese market in the early to 

mid-1990s by both Mitsubishi and Toyota. 

That was then followed by the first world-

wide launch of a radar-based system on 

the Mercedes-Benz S class around 1999, 

which included the US market.  

The number and complexity of these 

types of systems obviously prevents this 

article from covering them all. Instead, I’ll 

focus on a few main types of systems that 

may impact how your shop handles even 

basic repairs.   

Automated cruise control

As I just mentioned, Automated Cruise 

Control systems are not exactly new. 

Th at being said, however, they are begin-

ning to become much more common so 

the chances of you needing to deal with 

them are increasing almost daily. The 

basic concept with these systems is to 

help reduce the amount of driver input 

required once cruise control is enabled. 

Th e actual amount of assistance the vehi-

cle provides, however, can vary widely. In 

the most basic systems that were fi rst in-

troduced, the driver was simply provided 

with a warning that they were approach-

ing a vehicle that was moving slower. 

Th at progressed fairly rapidly to include a 

AS THE SYSTEMS CONTINUE TO INCREASE IN COMPLEXITY, 
HAVE YOU CONSIDERED THE POTENTIAL IMPACT FOR YOUR SHOP?  

DEALING WITH COLLISION 
AVOIDANCE SYSTEMS

TOYOTA DYNAMIC RADAR CRUISE CONTROL
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limited control system that would adjust 

the throttle in an attempt to adjust pace 

to the other vehicle but didn’t include ac-

tive braking. Today we can see any realm 

of these systems all the way up to the 

soon-to-be-released GM “Super Cruise” 

(Super Cruise is the working name GM 

is using for their automated driving 

systems). The Super Cruise system is 

capable of not only pacing the vehicle 

to other cars (all the way to a complete 

stop if necessary), it can also keep the 

vehicle in its own lane through steering 

assist. Th at system was expected to be re-

leased in late 2016; however, it has now 

been pushed to sometime during 2017, 

with the fi rst introduction expected to be 

on the Cadillac CT6. While it has been 

delayed, GM promises the technology is 

very close to production.   

So, how might automated cruise con-

trol affect what you do every day? Prob-

ably the most likely impact will be if you 

perform alignments. I was working as a 

Mercedes-Benz dealership technician 

when their first Distronic radar-paced 

cruise control entered the US market in 

1999. The dealership was required to re-

place their alignment equipment at that 

point to ensure the system being used 

was accurate enough to maintain the 

required tolerances (and the system we 

took out wasn’t exactly old). You might 

be asking yourself how alignment could 

impact a cruise control system. With vir-

tually all of these systems there are radar 

and/or laser sensors involved. Those 

sensors are typically mounted toward 

the front center of the vehicle (radiator 

core support area) and face forward. The 

goal of the sensors is to watch for other 

vehicles in front of, and in the same lane 

as, the vehicle being driven. The key part 

to that as it relates to alignments is that 

it watches for vehicles in the same lane. 

With the sensor(s) being mounted to the 

body, if the vehicle is “dog tracking” due 

to poor alignment, the sensor(s) may not 

be looking directly forward. Dog tracking 

is caused by the vehicle’s thrust angle 

21MM  POLISHER 
WITH INSPECTION LIGHT

You can polish your car until your blue in the face, but once you get that 

bright inspection light on it you’re going to notice some imperfections 

in your work.  You can either waste time going back and forth between 

polishing and inspecting, or you can save time, energy and frustration 

by attaching your inspection light to your polisher.  That’s just what 

we’ve done.  Our 21mm Polisher with Inspection Light is the  best way 

to inspect your work while polishing your vehicle.  Order yours today.

FEATURES 
• Built-In Inspection Light

• Our Most Powerful 900W Motor

• 1700-4800 RPMs

• Non-Crimping Cord Design

• 6 Month Limited Warranty

INSPECTION LIGHT 
• 1800 Lumens

• 180 Degree Light Spread

• 2 Kelvin Settings (5000k, 6000k)

• 1 Dimming Setting

MODEL #23001

AUTO MARINE
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being incorrect. The incorrect thrust 

angle results in the rear wheels pushing 

the vehicle off to one side or the other. To 

keep the vehicle going straight down the 

road, the driver then corrects by turning 

the front wheels until they are virtually 

parallel to the rear wheels, which would 

cause the steering wheel to be off center. 

If a two-wheel (front wheel) alignment is 

performed without correcting the thrust 

angle, everything could look correct to 

the driver (steering wheel straight, no 

pulling, etc.), but the automated cruise 

sensors could be pointing too far off to 

one side. That means either the thrust 

angle would need to be corrected or the 

alignment of the sensor would need to be 

adjusted to correct for the thrust angle in 

order for the system to work as designed. 

Electronic Stability Control

Electronic Stability Control (ESC, also 

referred to as EPS or DSC) has been 

required on vehicles in the US market 

since model year 2012. Even with 5 years 

of full implementation (and numerous 

more years of limited implementation 

before that) the amount of technician 

knowledge on these systems still seems 

lacking at times. As a refresher, these 

systems were primarily implemented 

to help reduce rollover accidents. Th ey 

do this by controlling the braking of in-

dividual wheels if a vehicle is beginning 

to skid. Of course, that means the vehicle 

needs to make very fast decisions about 

which brake(s) to apply, and how hard 

to apply them. To support those deci-

sions, the vehicles have been equipped 

with additional sensors such as YAW 

rate sensors and steering wheel angle 

sensors. Th e YAW rate sensor monitors 

the vehicle’s “sideways” acceleration (G 

force). It’s important to ensure these sen-

sors are mounted in the correct orienta-

tion when installed in the vehicle and 

that they are torqued properly to avoid 

any potential erroneous/inaccurate 

data. Th e steering wheel angle sensor is 

used to provide input about how fast the 

steering wheel is being turned, in which 

direction, and the relation to center. Th e 

relationship to center is the part that is 

likely to aff ect your servicing of the vehi-

cle most frequently. Much like the cruise 

control systems mentioned above need 

to have thrust angles correct to function 

properly, the steering wheel angle sen-

sor needs to be calibrated after an align-

ment. Th is ensures that what the vehicle 

recognizes as “center” for the steering 

wheel correlates to when the vehicle is 

actually driving straight forward. With-

out that calibration being performed, the 

ESC could potentially apply the wrong 

brake(s) during a skid. The calibration 

typically requires a scan tool and can 

include a fairly lengthy process. Some 

of the newer alignment systems, such 

as the Hunter HawkEye Elite, however, 

are starting to build some of this steer-

ing angle recalibration (and even some 

of the cruise control sensor alignment 

functions) into their software. Th at likely 

will prove to be a very large time saver if 

you do a large number of alignments on 

late-model vehicles. 

Collision Avoidance Systems

Collision Avoidance Systems is currently 

a pretty broad range of technologies — 

and that range is really still expanding. 

Some of the more common ones that are 

being implemented involve various ways 

to keep a vehicle in its own lane (either 

passively or actively) and provide auto-

mated or assisted emergency braking.  

Th e driving force behind these systems 

is the fact that most motor vehicle crash-

es are tied to human choice or error. In 

fact, the National Highway Traffi  c Safety 

Administration estimated that in 2015 

human error or choice accounted for 

around 94 percent of all vehicle crashes.

Lane departure systems can be a 

warning-only system that lets the driver 

know they are about to leave the lane, or 

a more active system that will actually 

help keep the vehicle within the lane. 

Both types of these systems rely on at 

least one camera to monitor the lane po-

sition. It’s important to have awareness 

of these systems and the locations of the 

camera(s) on vehicles you are working 

TOYOTA SAFETY SENSE COLLISION AVOIDANCE TECHNOLOGY
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TWO GREAT SHOWS, ONE GREAT TRAINING EVENT

All types of auto repair training under one roof!

NACEAutomechanika.com/Register

REGISTER NOW 
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  Free OE Training  

  Pre-scheduled meetings     Opening-night party

  MSO Symposium     Many other co-located events!
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on. Because the systems rely on input 

from those cameras, anything you do 

that could impact the view those cam-

eras have could cause the system to not 

work correctly. For windshield-mounted 

cameras, that could be something as 

simple as putting on the incorrect length 

wiper blade. If the camera is mounted 

up high behind the windshield, a shorter 

wiper blade could prevent the area in 

front of the camera from being cleared 

and/or cleaned when the wipers are 

activated. Another fairly common re-

pair that you likely sublet out, if you do 

them at all, is windshield glass replace-

ment. If you offer to have that service 

performed on these vehicles, you need 

to be aware of the OEM requirements 

and any additional steps you may need 

to perform that the glass companies 

typically don’t do. For instance, Honda 

has a Parts TSB (that’s right — Parts, not 

Service) that specifically warns about 

using non-OEM glass in any of their 

vehicles with a forward-facing camera 

mounted behind the windshield. The 

concern is that any other glass brand 

may not allow the camera to be focused 

properly since, after all, the windshield 

is more or less serving as a second lens 

for the camera. And even if the correct 

glass is installed, it’s highly likely these 

systems will all require some type of re-

calibration procedure that will almost 

definitely require a capable scan tool. If 

that recalibration isn’t done, or an incor-

rect type of glass is used, it likely won’t 

set a code right away. It could, however, 

impact the performance of the system 

and result in driver complaints that may 

take a lot of time to chase down (erratic 

lane departure warnings, etc.). The more 

advanced lane keeping systems simply 

take it a step further. They process the 

input from the lane departure system 

and then act on the data provided to 

keep the vehicle in its lane. This can be 

accomplished through selective wheel 

braking, steering assist, etc. Ensuring all 

related systems on the vehicle are oper-

ating properly is critical to the operation 

of the safety system.

None of these new technologies will 

drastically change what you do on a daily 

basis; however, it does reinforce a few key 

things that I feel all shop owners need to 

maintain focus on at all times:

• Ensure your staff is continually 

attending update training. Don’t limit 

this just to your technicians; your 

service advisors also need to have a 

working knowledge of these systems 

to be able to explain what is needed to 

your customers.

• Ensure you have access to high qual-

ity service information. OEM service in-

formation is ideal to ensure accuracy on 

the latest models/technology. If using 

aftermarket service information, I prefer 

to have two or more sources available as 

a way to cross check the information if/

when needed.

• Ensure your equipment is kept up to 

date. Whether it’s scan tools, alignment 

equipment, etc. be sure you have the 

required tools to effectively service any 

vehicles you are taking in. 

JEFF MINTER is currently 
serving as the service 
director for a group of 
dealerships in the heavy 
duty vehicle industry. He is 
an ASE certified Master/

L1/L3/F1 technician with OEM training from 
numerous manufacturers.
Jeff@advancedvehiclespecialists.com
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REPAIR TRAINING AT NACE AUTOMECHANIKA
John Shoemaker, Business 
Development Manager 

with BASF, will present “Effective 
Estimating” during NACE 
Automechanika Chicago 2017, July 
26-29. The course takes a writer 
from initial customer contact to 
completion on an initial estimate. 
Attendees will learn how to use 
notes and photos to explain their 
repair, reducing insurance company 
questions, audits and allowing 
prompt payment. Register today 

at ABRN.com/estimate.

You can also learn to minimize 
supplements while increasing 
productivity with the “Blueprinting 
Process and Damage Recovery” 
course, taught by I-CAR. Uncover 

hidden damage before the vehicle 
enters the production cycle to create 
a more accurate damage report, 
reduced repair times and improved 
effi ciency. This course defi nes the 
blueprinting process, goes beyond 
the disassembly of damaged 
parts and writing estimates, and 
demonstrates through quick checks 
and other damage discovery 
processes how blueprinting can 
streamline effi ciencies through 
a standardized approach to all 
vehicles. Attendees will learn how to 
use notes and photos to explain their 
repair, reducing insurance company 
questions, audits and allowing 
prompt payment. Register today 

at ABRN.com/blueprint.
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STEEL 101: GRADES 
AND REPAIRABILITY

M
aterials have been a 

hot topic in the auto-

motive industry over 

the last few years. As 

more vehicles roll off  the assembly line 

with a greater mix of materials, the repair 

industry will be faced with the challenge 

of identifying the various materials, mak-

ing sure their technicians have the right 

certifi cations and ensuring the shop has 

the right equipment to service the vehi-

cle. One material growing at an unprec-

edented rate is advanced high-strength 

steel (AHSS). In fact, AHSS is the fastest 

growing material in automotive appli-

cations, according to a 2015 report by 

Ducker Worldwide. Over the past three 

years, the amount of AHSS used each 

year in automotive applications has been 

10 percent higher than forecasted.    

Steel provides many benefits to both 

the automaker and the consumer, allow-

ing automakers to maintain their exist-

ing manufacturing infrastructure and 

a lower cost of ownership to the con-

sumer. Purchase price, insurance and 

repair are lower for steel-intensive ve-

hicles than alternate material-intensive 

vehicles. As these new steels are intro-

duced, the steel industry continues to 

work closely with the automotive repair 

industry to ensure proper technological 

knowledge is available.  

Why do automakers continue to use 

steel for their vehicles? Steel offers the 

best balance of performance, value and 

THERE ARE MORE THAN 200 AUTOMOTIVE STEEL GRADES IN THE MARKET TODAY
DAVID W. ANDERSON // Contributing Editor

AHSS Pounds per Vehicle 
2010 Study vs. 2013/2014 Study 

+11 lbss
+22 lbss

+22 lbss
+24 lbs

2014 Additional AHSS Pounds per Vehicle2

2010 Release

AHSS continues its growth trajectory with approximately 254 pounds 
per vehicle in 2014, surpassing our estimates in 2010 for 2014 by 
over 20 pounds per vehicle (prior 2014 estimate was 232 pounds)

AHSS POUNDS PER VEHICLE
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sustainability for body and chassis ap-

plications. In addition, the steel industry 

works closely with customers to develop 

innovative technology, such as new steel 

grades and manufacturing technologies 

to provide solutions tailored for each ap-

plication throughout the vehicle. There 

are more than 200 automotive steel 

grades featuring an array of properties, 

including formability up to 60 percent 

and strengths from 200 MegaPascals 

(MPa) to 1900 MPa.

Automotive steels

Automotive steels are classifi ed in sev-

eral different ways. Common industry 

designations include conventional steels 

(interstitial-free and mild steels); high-

strength steels (carbon-manganese, bake 

hardenable and high-strength, low-alloy 

steels); and AHSS (dual phase, transfor-

mation-induced plasticity, twinning-in-

duced plasticity, ferritic-bainitic, complex 

phase and martensitic steels). Additional 

higher strength steels for the automotive 

market include hot-formed, post-forming 

heat-treated steels and steels designed 

for unique applications such as im-

proved edge stretch and stretch bending. 

The introduction of AHSS to light 

vehicle body structure applications can 

be challenging for those repairing these 

vehicle structures. AHSS steels are typi-

cally produced by nontraditional thermal 

cycles and contain microstructural com-

ponents whose mechanical properties 

can be altered by exposure to elevated 

temperatures. Typical repair practices, 

such as welding or flame straightening, 

could alter the microstructure and the 

AHSS mechanical behavior and affect 

the structural performance of AHSS 

components after repair. 

There is also a need to evaluate the 

combination of heat application associ-

ated with welding during collision repair 

on the properties of high-strength steels 

and advanced high-strength steels. This 

is critical because if heat cannot be used 

for straightening operations, there will be 

an additional reliance on sectioning and 

welding techniques for repair of compo-

nents made from AHSS materials.

Conventional steels, interstitial-free 

and mild steels are widely produced, 

and with their exceptional formability 

(elongations of 30–60 percent) are typi-

cally used for complex shapes, including 

vehicle exterior painted surfaces, such 

as doors, fenders and deck lids. Conven-

tional steels have an essentially ferritic 

microstructure. 

High-strength steels (HSS)/high-

METAL SHOP

2017 CHRYSLER PACIFICA BODY

CONVENTIONAL STEEL

One of many courses 
available at NACE 

Automechanika Chicago, July 
26-29, is “Bonding and Structural 
Bonding” from Doug Craig with 
LORD Corp. The course will offer 
a high-level review of adhesives,  
technologies available, usage and 
safety tips. Register today:          
   ABRN.com/bonding

SNAPSHOT: COLLISION 
SERVICE AT NACE 
AUTOMECHANIKA
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strength low alloy (HSLA) steels are me-

dium strength (approximately 400–800 

MPa) and used in various body struc-

ture, suspension and chassis parts, and 

wheels, where strength is needed for 

increased in-service load. HSLA steels 

are essentially single-phase ferritic mi-

crostructures strengthened primarily by 

the addition of micro-alloying elements. 

Advanced high-strength steels 

(AHSS) are high-strength (generally 

greater than 500 MPa) and applied in 

the body structure, including beams 

and cross members, sill and pillar rein-

forcements and other energy-absorbing 

components. These steels provide the 

automotive design engineer with high 

value, lightweight solutions with the re-

quired stiffness (for improved ride and 

handling), crash energy management (to 

absorb front and rear crash energy) and 

strength (to provide anti-intrusion during 

side or roll-over accidents). 

The principal difference between HSS 

and AHSS is the microstructure. HSS are 

single-phase ferritic steels with a potential 

for some pearlite in carbon–manganese 

grades. AHSS are primarily steels with 

a microstructure containing additional 

phases — for example, martensite, bainite, 

austenite and/or retained austenite in 

quantities sufficient to produce unique 

mechanical properties. In addition to con-

trolling the chemistry, AHSS require con-

trol of the cooling rate to help create the 

desired microstructure, either on the hot 

mill runout table (for hot-rolled products) 

or in the cooling section of the continuous 

annealing line furnace (continuously an-

nealed or hot-dip coated products). 

Typical grades of AHSS include: 

Dual phase (DP) steels range in 

strength from 500 MPa to 1200 MPa 

and obtain their properties from the in-

troduction of a martensitic phase into the 

ferrite microstructure. The ferrite phase 

provides excellent formability, while 

the martensitic phase provides the im-

proved strength (higher ultimate tensile 

strength compared to conventional steel 

with similar yield strength). Dual phase 

steels are used increasingly in safety-crit-

ical auto body structural components be-

cause its higher ultimate tensile strength 

(UTS) provides much greater energy ab-

sorption over conventional HSS with the 

same yield strength (YS). 

Transformation induced plasticity 

(TRIP) steels range have a similar range 

of strength as DP steels, 500 MPa to 1200 

MPa, while providing improved form-

ability. The improved formability is ob-

tained with the introduction of additional 

phases (austenite and bainite) into the 

microstructure. These phases improve 

the work hardening properties of steel 

and provide additional energy absorp-

tion characteristics.

Ultra high-strength steels (UHSS) are 

AHSS, which are “ultra-high” in strength, 

greater than 980 MPa and are used in 

areas where exceptional strength and 

anti-intrusion are needed, including the 

A-pillars, B-pillars, rockers and rails. 

Examples of AHSS in 2017 

vehicles

Working directly with automakers on 

demonstration and enabling projects is 

METAL SHOP

DUAL PHASE STEEL

TRANSFORMATION INDUCED 
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helping automakers effectively imple-

ment new steel grades and technology 

for increased vehicle performance. As 

examples, new vehicle launches over 

the past three years have demonstrated 

rapid adoption of the latest steel and 

manufacturing innovations in these 

new designs. Th e 2017 North American 

Truck and Utility Vehicle of the year are 

two great examples of the use of AHSS in 

recent vehicle launches.

The rugged and aerodynamic body 

of the 2017 Honda Ridgeline uses a wide 

range of steel grades, including ultra-high 

strength hot-stamped steel to reduce 

weight in the vehicle body. These grades 

were chosen to achieve the best combi-

nation of strength, rigidity, dynamic per-

formance and weight, thus enhancing the 

overall performance of the vehicle. Steel 

makes up 96 percent of the Ridgeline’s 

body, including 58 percent AHSS and 

10 percent UHSS of the body structure. 

Advanced steel grades are also leveraged 

for increased safety; the new Ridgeline’s 

A-pillar stiffeners are made from 980 

MPa ultra-high strength steel and the 

front door outer stiffener rings are made 

of 1500 MPa hot-stamped steel. The use 

of these steel grades helps better protect 

occupants in a frontal or side impact col-

lision. The increased strength allows the 

components to be made lighter, which re-

duces overall vehicle weight for improved 

efficiency and dynamic performance. 

The 2017 Chrysler Pacifica’s all-new 

body structure is comprised of 72 per-

cent high-strength steel. It is approxi-

mately 250 pounds lighter, stiffer and 

more aerodynamic than the model it 

replaced. Much of the credit is a result of 

extensive use of hot-stamped, advanced 

high-strength steels, application of struc-

tural adhesives and an intense focus on 

mass optimization. It uses approximately 

22 percent more high-strength steel than 

its predecessor, which contained 48 per-

cent advanced high-strength steel for 

maximizing stiffness and strength while 

optimizing weight efficiency. Specific 

steel components contributing to the 

Pacifica’s lightweight suspension sys-

tem include a thin-gauged steel front 

suspension cradle and rear suspension 

steel training arms. The trailing arm uses 

a “blade-style” design to ensure strength 

and durability without added mass. The 

Pacifica earned a 5-star safety rating from 

the U.S. National Highway Traffic Safety 

Administration. 

As the automotive industry works to 

meet increasingly stringent fuel economy 

and safety regulations, the North Ameri-

can steel industry is introducing new 

grades of AHSS. These grades provide 

strength, mass reduction and high-value 

and help alleviate the impact on the en-

vironment. The variety of steel grades al-

lows automakers to use the right grade 

in the right application for exceptional 

occupant protection, crash energy man-

agement and durability.

The trend of AHSS as the fastest 

growing lightweighting material ex-

ceeding industry forecasts, along with 

lower adoption of aluminum, is proof 

of the high value of steel to automakers 

and consumers alike. Clearly, steel will 

remain the material of choice in the au-

tomobile for years to come. 

METAL SHOP

STEEL STRENGTH DUCTILITY DIAGRAM

2017 HONDA RIDGELINE BODY

DAVID W. ANDERSON 
is the Senior Director, 
Automotive Market and 
Long Products Program 
for the Steel Market 
Development Institute. 
danderson@steel.org
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MAXIMIZE YOUR RELATIONS 
WITH MANUFACTURER REPS

TIM JACKSON AND JOE RODRIGUEZ // Contributing Editors

A
successful collision repair shop owner knows that 

maintaining high metrics such as Net Promoter 

Score (NPS), Customer Satisfaction Index (CSI) 

and Key Performance Indicators (KPIs) are cru-

cial to achieving business success. But there is another rela-

tionship that can also reap benefi ts in the collision repair shop 

setting — the rapport with the manufacturer’s representative.     

The relationship between a collision repair shop owner 

and the manufacturer’s representative offers more than just 

a “buy-sell” arrangement. A manufacturer’s representative is 

in a unique position of being able to offer many value-added 

services, such as product and safety training, product audits, 

technical troubleshooting and problem solving. Taking advan-

tage of these services can help a collision repair shop become 

more efficient and profitable.  

Most manufacturers’ representatives are trained directly 

from the supply manufacturer, making them the best resource 

for new technology and techniques that can save time and 

money. Because of their close relationships with both the prod-

uct supplier and the collision repair shop, the manufacturer’s 

representative has a better perspective of the problems, chal-

lenges, opportunities and overall competitive landscape in a 

specific business area. 

Typically, a manufacturer’s representative will handle as 

many as eight to 10 product lines – ranging from abrasives, 

adhesives, polishes and compounds to safety equipment, 

paint equipment and coatings. A manufacturer’s representa-

tive also knows which distributors can offer the best service, 

what product lines each distributor carries and which dis-

tributor has the best service for fast order fulfillment. The rep 

can also offer a host of value-added services, such as trouble-

shooting equipment, repairing spray guns and sourcing for 

unique products.

Training and more training

Training at the collision repair shop level is no longer just a 

“one-time” event. Nowadays, training must take place on a 

continuous basis to meet ever-changing OEM designs and 

repair requirements. A steady evolution in vehicle design 

and repair procedures has been taking place over the past 

20 to 25 years. These changes comprise new products for 

vehicle production and repair, new substrates for car de-

sign, lighter-weight constructed vehicles, new coatings, new 

preparation techniques, new procedures for vehicle repair 

and new safety standards. 

Every individual involved in the distribution chain, from the 

OEM to the product supplier to the distributor to the manu-

facturer’s representative, can contribute to that training. There-

fore, the manufacturer’s representative is an excellent source for 

the latest training expertise. The manufacturer’s rep can bring 

training programs right to the shop. Training programs held 

TAKE ADVANTAGE OF THE SERVICES THEY CAN OFFER TO HELP YOUR BUSINESS TO BECOME
MORE EFFICIENT AND PROFITABLE.

EDUCATIONAL PROGRAMS, such as the Collision Repair course 
offered by the East Valley Institute of Technology, Mesa, Arizona, pro-
vide hands-on learning for shop technicians. A manufacturer’s rep can 
provide information on training courses given by vocational schools.
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in a shop’s facilities eliminate produc-

tion downtime, since technicians do not 

have to travel to attend training outside 

the shop.

To get the most training value from a 

manufacturer’s representative, look for 

one that is associated with a supplier 

that is affiliated with I-CAR, the Inter-

Industry Conference on Auto Collision 

Repair. This international, not-for-profit 

organization provides the information, 

knowledge and skills required to per-

form complete, safe and quality repairs. 

I-CAR’s Industry Training Alliance rec-

ognizes the accomplishments of training 

through approved training providers. 

Awarded credit hours can be applied to-

ward I-CAR Gold Class Professionals and 

Platinum Individual designations. 

There are many other areas where a 

manufacturer’s rep can be helpful to a 

collision repair shop, including product 

selection and safety compliance. Many 

OEMs are now stipulating that specific 

product types or brands must be used 

for repairing a vehicle. OSHA has man-

dated standards for collision repair and 

refinishing that protect employees from 

workplace hazards. Consult with your 

manufacturer’s representative to learn 

about the training courses and services of-

fered to help you keep current with OEM 

changes and keep your employees safe.

Using the right products

One manufacturer’s representative who 

is familiar with the trend towards OEM-

approved repair products is Carmen 

Cassetta, president of AMMSQ Associ-

ates, headquartered in Concord, North 

Carolina. AMMSQ represents automo-

tive aftermarket manufacturers in the 

southeastern United Sates.

 According to Cassetta, most colli-

sion repair shops are looking for OEM-

approved repair products that are part 

of the OEM product line offering, rather 

than merely off-the-shelf products. “The 

liability for improperly executed repairs 

goes back to the shop and the shop 

owner,” said Cassetta. “Using a non-re-

21MM BIG ORBIT 
CORDLESS POLISHER

Your phone has been cordless for years, so why isn’t your polisher? 

Whether you’re polishing your boat, touching up a job outside 

the shop, or running a mobile detailing business, power sources 

are not always readily accessible to you. You could spend hours 

untangling that giant orange mess you call an extension chord  

only to be limited by its reach OR you could seek an alternative 

solution that can literally go anywhere without requiring an external 

power source. The 21MM Big Orbit Cordless Polisher is the battery-

powered answer to your problem. Order yours today!

FEATURES 
• 21mm Random Orbit

• Variable Speed Control

• 60 Minute Battery Life

• Charger Included

• Stands In Upright Position

 
• Excellent For Gel Coats

• Strong 21v 4.0h Li-Battery

• Comes With 2 Batteries

• Battery Life Indicator

MODEL #22003

AUTO MARINE

CUT THE CORD



TECHNICAL

SEARCHAUTOPARTS.COM  VOL .56 .05  53  

MANUFACTURERS

quired or non-approved repair product can have dire conse-

quences for the shop.”

As a responsible business operation, AMMSQ must be sure 

it is selling products from suppliers that manufacture OEM-

approved products. “Price should not be the only selling point 

of a product,” Cassetta said. “The quality of the product and the 

OEM approvals are just as, if not, more important.” He reiterates 

that the better collision repair shops seek high-quality products 

that are OEM-approved and do not buy just on price. 

Finding the right rep

Another trend that Cassetta has observed is the shrinking of 

the collision repair industry. He attributes this to OEM require-

ments that shops must have I-CAR training. In some markets, 

consolidation of large repair shops under one brand has left 

only smaller shops that cannot aff ord the expense of buying 

the special equipment required to make the repairs and for the 

training needed.

“The larger shops can afford to buy all the different types 

of equipment needed to repair specific vehicles,” commented 

Cassetta. “If you work on an Audi or a BMW or a Ford, you have 

to be an OEM-certified shop to make repairs on these vehicles.” 

Because of these requirements, many smaller shops are being 

bought over by the larger shops. The larger shops can streamline 

service for a more efficient business prospect.  

“A collision repair shop owner should definitely look for a 

representative that offers training on product usage and repair 

techniques,” Cassetta noted. “For example, at AMMSQ, all our rep-

resentatives are I-CAR trained, and we can organize I-CAR classes 

to support a shop’s efforts in achieving I-CAR Gold Class status.” 

A manufacturer’s representative can also help with product 

inventory, maintaining product quality and repair procedures. 

They can provide audits to ascertain product control and han-

dling, and make sure that products are rotated to keep them 

fresh for optimal usage. As a result of their manufacturer-based 

training, a manufacturer’s representative is an ideal resource for 

assistance with solving repair problems, and can suggest the 

correct OEM-approved products for making repairs.

A hands-on approach

Changes in how business is conducted due to the consolidation 

of collision repair shops has been observed by Jim Blazer, owner 

of BC Marketing, Inc., an automotive/auto body industry repre-

sentative agency based in Appleton, Wis. BC Marketing covers 

20 states in the Eastern, Midwest and Southern U.S.  

Blazer noted that the consolidation of collision repair busi-

nesses sometimes make it harder for his supply reps to meet 

directly with the end user and buyer of products. As larger col-

lision repair organizations acquire smaller businesses, negoti-

ating with the various corporate levels of a larger business can 

be cumbersome.  

“Our business is less about corporate-to-corporate transac-

tions and more about meeting directly with collision repair shop 

personnel to show them the products and train them on how to 

use the products,” said Blazer. “We prefer a ‘hands-on’ approach, 

and find that this approach offers the best benefits to the end user.” 

According to Blazer, the consolidation of collision repair 

shops is due to many trends, including the higher costs of run-

ning a business due to the need for more specialized repair 

equipment, and the need to meet increased safety regulations. 

The changes in how vehicles are manufactured have become a 

cost concern for a collision repair shop when it comes to repair-

ing those vehicles.

“The switch from using mild steel to aluminum in auto-panel 

design has changed the dynamics of the repair industry,” Blazer 

said. “Because of the cross-contamination risks between mild 

steel and aluminum during the repair process, shops must set up 

separate work areas and use separate equipment and products 

to prevent contamination.” This not only incurs extra expense, 

but a shop has to have the space to set up separate work areas, 

which could be a problem for a smaller business. 

Meeting the EPA’s rules

Collision repair shops must also spend time and money to meet 

government-mandated environmental standards, such as meet-
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ing EPA 6H requirements. “EPA 6H regu-

lations cover paint stripping operations 

and the spray application of coatings con-

taining hazardous compounds,” Blazer 

explained. “Collision repair shop owners 

must train and certify shop personnel 

who use this equipment, purchase spray 

booths for performing these operations, 

and keep records of their compliance.” 

Blazer suggests looking for a manu-

facturer’s representative who can advise 

on how to meet the EPA 6H standards 

and offer training to help a shop meet 

the certifi cation requirements. Blazer has 

several other tips for working with your 

manufacturer’s representative, such as 

taking advantage of I-CAR training and 

standard operating procedures (SOPs). 

“Th ese value-added services should 

be available from your rep, as they are 

at BC Marketing,” commented Blazer. 

“Training, inventory consolidation and 

operational advice can all lead to in-

creased productivity and profi ts.”

A shop audit’s value

For example, Blazer’s company off ers an 

SOP audit that evaluates a shop’s prod-

uct use and repair procedures. Th e audit 

reviews how certain operations and ap-

plications are performed, with the goal of 

minimizing inventories and production 

management. 

“If a shop is performing a repair op-

eration that takes a five-step process, 

after doing our audit and reviewing the 

procedure, we might be able to take the 

operation down to a three-step process,” 

Blazer explained, “We’ve eliminated two 

steps, cut down on SKUs and increased 

productivity.” 

A shop audit can also help an owner 

understand which products and how 

many of them are really needed in in-

ventory. “For instance, a shop might 

have an extremely high dollar amount 

of products, which we can lower to a 

lesser number,” Blazer said. Th is not only 

saves money, but also eliminates product 

waste and assures that fresh products are 

kept in inventory.

Furthermore, collision repair shop 

owners must keep up with changes in 

how product manufacturers are for-

mulating their products, and the supply 

rep can be an excellent source for this 

information. “Product manufacturers 

are continually upgrading and revising 

their formulations to match changes at 

the OEM level and to meet repair stand-

ards,” said Blazer. “In the past, plastic re-

pairs required six products to be kept in 

inventory to execute the repair. Now only 

two products are needed.”

A real working partnership

A good working relationship between 

an auto body shop owner, the product 

distributor and a manufacturer’s repre-

sentative is consultative sales at its best. 

Th e manufacturer’s rep should be able 

to provide value-added services, such as 

advice on the best products to purchase, 

technical troubleshooting and problem-

solving, and training and product audits. 

All this can be provided by a rep that has 

developed respected, long-established 

relationships with product suppliers. 

Taking advantage of these value-added 

services can result in maximized effi-

ciency and increased profi ts.

MANUFACTURERS

TIM JACKSON is the 
Regional Manager for LORD 
Corporation. 
timothy_jackson@lord.com

WHAT YOU NEED TO KNOW: OSHA AND EPA 
REGULATIONS BROKEN DOWN

OSHA – Autobody 
Repair and Refi nishing 

Regulations for the shop
Workers in collision repair shops 
are potentially exposed to a variety 
of chemical and physical hazards. 

Chemical hazards may include 
volatile organics from paints, 
fi llers and solvents; disocyanates, 
polyisocyanates and hexavalent 
chromium from spray-painting 
operations; silica from sandblasting 
operations; dusts from sanding; 
and metal fumes from welding 
and cutting. 

Physical hazards include 
repetitive stress and other 
ergonomic injuries, noise, lifts, 
cutting tools, and oil and grease on 
walking surfaces.

Workers have a right to a 
safe workplace. The law requires 
employers to provide employees with 
a safe, healthful workplace. 

For more information, go to 
ABRN.com/osha

Federal EPA 6H Rule
The Federal EPA Area Source 
NESHAP Rule 6H applies to any 
area source that engages in paint 
stripping using paint stripper 
containing methylene chloride 
(MeCl); or spray application 
of coatings to metal or plastic 
substrates with coatings containing 
compounds of chromium, lead, 
manganese, nickel, or cadmium.

All personnel using painting 
equipment must be trained 
and certifi ed on proper spray-
gun equipment selection, spray 
techniques, maintenance of 
equipment, and environmental 
compliance. All spray booths, 
stations and enclosures must have 
fi lter technology that achieves at 
least 98 percent capture effi ciency. 
Reports must be made and records 
must be kept on compliance and 
certifi cation.

For more information, go to 
ABRN.com/epa6h

JOE RODRIGUEZ Ais the 
Eastern US Zone Manager 
for LORD Corporation. He 
has been with the company 
for 21 years.  
joe_rodriguez@lord.com
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SPRAY BOOTH
Garmat’s Dual Bay Frontier offers all the 
performance of a Frontier Modifi ed Down-
draft Spray Booth with twice the through-
put capabilities. A space-saving design with the mechanical built 
into the roof, this unit features Garmat’s patented air fl ow methods. 
As with all Garmat standard line of products, it is equipped with a 
dual inlet reverse incline fan on the exhaust, giving you the air fl ow 
and performance you expect from Garmat. Standard models offer 
curtain fronts, but fully enclosed models are available.
WWW.GARMATSPRAYBOOTHS.COM

PLASMA CUTTER
Thermal Dynamics, an ESAB brand, 
announces its new Cutmaster 60i 
handheld air plasma cutting system. 
Cutmaster 60i weighs 37 lbs. and 
provides a rated output of 7.6 kW 
at 50 percent duty cycle at 60A. It 
produces a recommended cut of 5/8 in., has a maximum sever 
thickness of 1-1/2 in., and provides the fastest cut speed at any 
thickness material for its class.
WWW.ESAB.COM

REFINISH COMPUTER
PPG has launched its state-of-the-art TOUCHMIX® 
XI computer, the fi rst of three advanced tools that 
will make up PPG’s new branded Color Solutions 
product line known as XI. A PPG exclusive, this robust 
WINDOWS® OS computer is designed to provide easy navigation of 
PPG’s PAINTMANAGER® software program to reduce mixing room 
complexity and allow technicians to work more effi ciently. The Touch-
Mix XI unit features plug-and-play functionality, an easy-to-clean 15” 
glass color touchscreen and a paint-resistant fi nish.
WWW.PPGREFINISH.COM

RECIPROCATING SAW
The Ingersoll Rand IQV12 Series Recip-
rocating Saw provides reliable agility and 
precision when completing a repair. The air-saw-inspired tool gives 
technicians complete control with its ability to make intricate “S”-
shaped cuts. In addition, the reciprocating saw is lightweight and 
has an inline, low-profi le design that allows more access to tight 
spaces. The reciprocating saw is ideal for applications in collision 
repair such as paint and auto body work on parts like body panels, 
quarter panels, and for bumper disassembly and disposal.
WWW.INGERSOLLRANDPRODUCTS.COM

Transforming the future.
AkzoNobel creates everyday essentials to make people’s lives more liveable and inspiring.

As a leading global paints and coatings 

company and a major producer of spe-

cialty chemicals, we supply essential 

ingredients, essential protection and es-

sential color to industries and consum-

ers worldwide. Backed by a pioneering 

heritage, our innovative products and 

sustainable technologies are designed to 

meet the growing demands of our fast-

changing planet, while making life easier. 

When it comes to vehicle refinishes, 

we are a leading supplier of products, 

color technology and state-of-the-art 

business services for the automotive and 

commercial vehicle repair industry. Our 

portfolio of well-known brands includes; 

Sikkens, Lesonal, Wanda, Sikkens Auto-

coat BT, and U-TECH.

We realize paint has to be more than 

just paint. That’s why we develop market-

leading products and technologies that 

not only offer world-class functionality 

and performance, but also provide cus-

tomers with products and services that 

help reduce waste and energy use and 

maximize productivity.

When it comes to color matching, we 

have been revolutionizing the industry 

since the 1970s.  In the 90s, we led the 

Vehicle Refinish world in digital color 

matching with the launch of the industry-

first, award winning spectrophotometer, 

Automatchic. Since it is a never-ending 

evolution of discovery and innovation. 

Today, we use industry-leading digi-

tal tools to revolutionize our customer’s 

businesses and the way they work.  By 

“going digital,” we are helping our cus-

tomers evolve; delivering greater color 

accuracy, better color results faster, re-

duced repair cycle times and greater ef-

ficiencies all-round.

Consistently ranked as a leader in 

sustainability, we are dedicated to ener-

gizing cities and communities while cre-

ating a protected, colorful world where 

life is improved by what we do. 

AKZONOBEL 
www.akzonobel.com
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Built for Performance. 

At Axalta Coating Systems, we’re driven 

by the belief that singular focus is the key 

to exceptional performance. Th at’s why 

we’re dedicated to the science and tech-

nology behind coatings. In every meas-

ure and every way, our goal is to be faster, 

tougher, brighter.

We live coatings.

From start to fi nish, the people of Axalta 

are driven by something bigger. We’re 

engineers and scientists who specialize 

in discovery — constantly working to 

advance coatings, tools and training de-

signed to drive better performance for all 

of the customers we serve.    

We’re also manufacturers who up-

hold the highest quality and sustainabil-

ity standards to create brilliant products 

for a new era. 

And we’re experts in the field who will 

always go one step further to support our 

customers. At Axalta, our passion for 

coatings truly colors everything we do.

You can have any color you 
like. So long as it’s brilliant. 

Axalta’s goal is to be a valuable and 

trusted source for automobile color de-

sign and for the products and applica-

tion tools than can help reduce the time 

it takes to apply paint. Our relationship 

with the industry remains steadfast. 

Every day, around the world, Axalta 

develops and delivers coating systems 

for leading light vehicle OEMs and 

thousands of collision and repair re-

finish shops. Our goal is simple — to 

deliver performance that exceeds ex-

pectations. We strive to create consis-

tently high-quality products that keep 

operations moving smoothly and ap-

plication procedures simple. Axalta’s 

products are formulated to enable our 

customers to succeed.

Axalta is fi nding sustainable 
solutions. Always.  

We know our customers care about the 

environment and so do we.  Our prod-

ucts, the results they deliver and the 

way we make them are designed with 

the environment in mind.  But we’re 

not stopping there. Every day, we look 

toward the future with renewed energy 

and optimism because we are built for 

performance.

Driven by passion, built to be faster, tougher and brighter

Technology equals productivity

“Our shops utilization of waterborne 

refi nish products made the Blowtherm 

Air Speed/Waterborne Flash-Off  an easy 

choice. Th e increase in production and 

effi  ciency  is already adding to the bot-

tom line,” says Mark Smith, collision cent-

er manager, HALL Buick-GMC, Tyler, TX.

Energy effi ciency saves money

“We were sold on the Heat Recupera-

tion and Air Speed/Waterborne, Hi-

Solid Flash-Off  systems. No extra fans or 

blowers needed,” says Dave 

Olender, owner, Olender’s 

Body Shop, Vernon, Conn.

Quality construction

“We chose Blowtherm based 

on product, service and 

quality; and their footprint as 

the premier manufacturer of spray booth 

systems,” says Christian Nogueiras, presi-

dent, Red Hill Collision, Costa Mesa, Calif.

Longevity

“Twenty five years later and still per-

forming like the day I bought it,” says 

John Roper, owner, Cutters Auto Body, 

Tewksbury, Mass.

Performance means profi tability

“My painter is getting more production and 

up to 50 percent more effi  ciency out of the 

Blowtherm booths. Our cure time and en-

ergy use are down consider-

ably,” says Scott McDaniel, 

owner, Scott’s Custom Colors 

Inc., Terre Haute, Ind.

Protect your com-
pany’s good name

“We have to deliver a fi rst-rate 

product. Blowtherm spray booths make 

that happen,” says Larry Newman, body 

shop manager, Land Rover of Dallas, Texas. 

Do the research. Make a 
smart decision.

“I looked at every spray booth around; 

Blowtherm was the best decision,” says 

Mark Kowalski, president/owner, Marks-

man Auto Body, Brunswick, Ohio.

You’ve read what Blowtherm-USA 

can do. Now it’s up to you. We look for-

ward to helping your business grow. 

If you use a spray booth, prep station or 
mix room... stop now. Read this.

BLOWTHERM USA 
(855) 463-9872 
www.blowtherm-usa.com

AXALTA COATING SYSTEMS 
+1 (855) 6-AXALTA
www.axalta.us
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ChemSpec USA, LLC. Next generation 
paint and coatings
ChemSpec USA, LLC. is a global manu-

facturer of premium coatings for the 

automotive, fleet and industrial mar-

kets. The company is centrally located 

in Orrville, Ohio and was established in 

1976. Th eir business is built around un-

derstanding their customers’ needs and 

delivering high quality, performance 

products without the high price tag. 

Brands

ChemSpec off ers a wide 

array of brands ranging 

from their METALUX® 

Premium Automotive 

Coatings System, to 

MONTANA BIG SKY® 

Specialty Refi nish prod-

ucts, to their METACRYL® 

High Performance Topcoat System for 

Commercial Fleet. 

2nd generation of the Profes-

sional Color Selector, EasiMix 

and 4LIFE warranty

ChemSpec USA, LLC., is proud to an-

nounce the release of its 2nd generation 

Professional Color Selector.  Th e redesign 

of the PCS system is a di-

rect result of the company’s 

dedication to color excel-

lence and effi  ciencies. Th e 

color selector is a compact, 

wall mounted system which 

consists of over 5600 color 

chips for solid and metal-

lic color refinishing.  The 

swatches are arranged in 

color chromatic sequence to easily com-

pare the swatch to the color directly on the 

vehicles surface. Th is allows for the painter 

to make a proper color choice quickly and 

accurately for optimized effi  ciency. Cou-

pled with the EasiMix Professional™ color 

software, refi nishers can fi nd and match 

color with a higher level of accuracy.   

ChemSpec stands behind their product 

by off ering a 4LIFE lifetime warranty. 

CHEMSPEC USA
800-328-4892
sales@chemspecpaint.com

Your leading-edge source for 
collision repair solutions
Chief and its unmatched North Ameri-

can distribution network can provide 

solutions for every facet of the structural 

repair business — equipment, installa-

tion, training, vehicle repair data, techni-

cal support, repair documentation and 

plain no-nonsense advice. It has always 

been a Chief priority to aggressively de-

velop and launch innovative automotive 

and heavy-duty collision repair products 

and support services that enable shops of 

all sizes to stay ahead of the curve, and 

become more productive and successful.

The equipment you need

Chief offers the most extensive line of 

OEM-approved collision repair equip-

ment, including frame racks, benches, 

Live Mapping™ computerized measuring 

systems, holding and anchoring systems, 

fume/dust extractors and wheel service 

products. Properly join and separate 

advanced materials with Chief welders, 

plasma cutters, rivet guns and debonding 

equipment. If you need equipment for any 

structural repair, and you want the most 

sophisticated equipment available, your 

Chief distributor can get it for you — fast.

Data and training to get the 

job done right 

With Chief, the best vehicle dimensional 

data in the business is at your fingertips 

with Thunderbolt® Specs. Chief provides 

the upper and lower body data for thou-

sands of domestic and import vehicles, 

increasing the accuracy, reliability and 

profitability of every repair. And only 

Chief offers the most up-to-date hands-on 

training in the industry through its Chief 

University collision repair school. Tech-

nician and appraiser students who pass 

any Chief University course of six or more 

hours will automatically be registered to 

receive I-CAR ProLevel® Platinum™ rec-

ognition program credits at no charge.

CHIEF 
996 Industrial Drive
Madison, IN 47250
800-445-9262
www.chiefautomotive.com
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Revolutionize your shop with 
Global Finishing Solutions®

Located in Osseo, Wisconsin, GFS is 

the world’s leading manufacturer of 

paint booths and fi nishing systems for 

a wide variety of industries. As a verti-

cal manufacturer, we design and build 

almost all the components found in our 

paint booths and fi nishing equipment, 

including the lights, fans, motors, control 

panels, fi lters and the enclosures them-

selves. However, our expertise doesn’t 

stop with our engineering and manufac-

turing capabilities — we are a full-service 

provider dedicated to providing the best 

equipment and service to set your shop 

up for success.

GFS offers standard and customized 

solutions to meet your shop’s needs, 

whether you’re looking for an open face 

booth to paint parts or a top-of-the line 

Ultra XP1 that is packed with features. Not 

just a paint booth manufacturer, GFS also 

has a wide variety of prep stations, paint 

mix rooms, aluminum repair stations and 

REVO infrared curing systems to create 

an end-to-end finishing solution.

Once you decide on the right equip-

ment for your shop, we’ll work with you 

to complete the design and installation on 

time and on budget. Additionally, all GFS 

products are designed to meet important 

quality and safety standards, so you can 

easily acquire the necessary permits.

We won’t abandon you after installa-

tion, either. GFS has a large, experienced 

distribution network and an expert tech-

nical services department to ensure ac-

cess to support and replacement parts 

and filters to keep your capital equip-

ment running at peak performance. Let 

us help you create a shop that maxi-

mizes productivity, lowers energy costs 

and produces high-quality repairs.

GLOBAL FINISHING SOLUTIONS
877-658-7900
info@globalfinishing.com
globalfinishing.com

The next generation abrasives 
for today’s paint technology
Eagle Abrasives, Inc by Kovax offers 

a wide selection of top quality coated 

abrasive products for refinishing in 

autobody repair, woodworking and 

industrial fields.  

Since its inception in 1930, Kovax 

Corporation has played a leading role 

in the abrasives manufacturing indus-

try. By adhering to rigid quality control 

standards and research, Kovax is now 

recognized as one of the most respected 

and reliable specialists in the industry.

As finishing technology continues 

to advance, quality demands in coated 

abrasives are higher than ever before, 

especially in the fine sanding area. Be-

sides the longevity and cutting speed 

in sanding products, a uniform finish 

is essential for today’s New Generation 

painting technology. Introducing…

Super Assilex - DRY

A perfect dry sanding medium that pro-

vides speed, uniform coverage and an 

extremely shallow sanding pattern. It 

prevents irregular scratches that can be 

caused by Non-woven products or the risk 

of over-sanding by standard abrasive sheets.

Tolecut System - Topcoat 

Touch-Up system - DRY

Th e most advanced system for removing 

dust nibs on topcoat fi nishing. Utilizes 

state of the art Dry Lube technology to 

prevent loading. Instant scratch moni-

toring is possible thanks to a completely 

dry application. Ideal for Waterborne and 

High Solid paint systems.

Magic Disc - DRY

Specially developed sanding disc for 

tough OEM E-coat primers and very hard 

matte clearcoat sanding. Th e Super-Tack 

fi lm backed Magic Disc utilizes top quality 

diamond abrasive grains and next genera-

tion anti-clogging technology, providing 

an unbelievably long sanding life.

EAGLE ABRASIVES, INC 
4025 Steve Reynolds Blvd.
Norcross, GA 30093
(888) 683-2453
www.EagleAbrasives.com
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Helping companies maximize space while 
increasing productivity and safety
Goff ’s has been manufacturing Curtain 

Walls for the collision repair industry for 

over 25 years! We’re dedicated to helping 

companies maximize space and increase 

productivity while creating a safer work 

environment. 

Goff’s Curtain Walls

At nearly 1/3 the cost of a permanent 

wall, Goff ’s Curtain Walls are ideal for a 

wide variety of uses including: confin-

ing contaminants such as dust, paint & 

primer overspray, grinding sparks, and 

water/chemical mist, as well as control-

ling heat and cold loss; reducing energy 

costs. Goff ’s Curtains meet NFPA-701 

and California State Fire Marshall stand-

ards for fire resistance. They are water 

repellent, mildew and rot resistant and 

resistant to most chemicals. Curtains are 

shipped ready to install, complete with a 

galvanized steel track and roller system.

Other Products

Other products include High Perform-

ance Vinyl & Mesh Roll-up Doors, Man-

ual Bug Blocking Doors, Strip Doors, 

Sound Control Curtains & Screens, Priva-

cy Screens, Climate Curtains, and more. 

All of Goff ’s products are custom 

made for each application!

GOFF’S ENTERPRISES, INC.
(800) 606-7730
www.goffscurtainwalls.com/abrn

Goodbye supplements — hello profits!
To stay in business, collision shops must 

eliminate inefficiencies. One way to do 

that is by proper planning and accurate 

measuring. Using mechanical measuring 

tools won’t cut it-- tolerances have be-

come too precise. Infi nity’s patented 3D 

measuring tools quickly identify all areas 

of damage helping shops avoid surprises 

and capture revenues.

Real-time feedback where 

you need it

Competitive systems off er scarce informa-

tion as technicians work on frames— be-

cause it’s displayed far away at a computer. 

Infi nity’s intelligent targets measure dam-

age in height, width, and length—and each 

target’s LEDs represent tolerance in three 

dimensions. When pulling, watch them go 

from red (damaged) to yellow (minor dam-

age) to green (within tolerance). 

Not level? No problem!

With Infi nity’s tilt correction technology, 

you can measure anywhere. Use a lift for 

estimates and planning. Th en put vehi-

cles on a rack or bench for repairs. Th ere 

is no need to level the car or the system. 

Perfect for HD trucks.

Infi nity’s enhanced systems have short-

er targets, yet provides more accuracy. 

Measure confi dently to a radius of 30’—a 

60’ envelope! Our HD system will revolu-

tionize your truck shop’s processes!

As advanced as the vehicles 

you’re repairing.

“In a world of accuracy and speed, Infi nity 

stands above the rest…. Th ere is no ques-

tion Infi nity has abilities others lack…. It is 

probably the most important tool in our fa-

cility.” Randy Miller, Owner, CSI, Austin, MN.

Made in America, and utilizing the 

Mitchell International Database for struc-

tural vehicle repair, Infinity’s patented 

measuring systems are depended on for 

the long-term (US Patents #8,381,409, 

#8,997,361).

INFINITY LASER MEASURING 
14608 Felton Ct, Suite 107
Apple Valley, MN 55124
952-392-6090
Infinity3DLaser.com
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Solutions from the world leader in coatings.
As the global leader in coatings, PPG 

offers the innovation, experience and 

resources to meet the needs of today’s 

collision repair businesses, large or small. 

Accordingly PPG has developed an ex-

pansive portfolio of refinish systems to 

serve diverse customer requirements. 

Each refi nish line is designed for specifi c 

operational requirements, allowing col-

lision centers to meet their specifi c per-

formance and production requirements 

with quality and cost-eff ectiveness.  

Advanced Refi nish Technology

At the forefront of PPG premium refi n-

ish off erings is the advanced technology 

of the ENVIROBASE® High Perform-

ance and AQUABASE® Plus water-

borne brands. By setting the standard 

in performance and color matching 

accuracy, they have become the brand 

of choice for more than 10,900 shops 

across North America and some 31,000 

worldwide. PPG continues to invest 

signifi cantly in research for improving 

quality, paint cycle times, cost effi  ciency 

and sustainability.

Color Leadership

To ensure color matching success across 

all product lines, PPG’s global color team 

manages a growing database of 5,000,000 

prime and variant formulas. Th e database 

forms the foundation for a comprehensive 

array of innovative color tools to maxi-

mize technician mixing accuracy and 

collaborative management of paint opera-

tion effi  ciency and profi tability.

Value-Added Training and 

Services

To further ensure the success of its cus-

tomers, PPG offers a host of technical 

training and collision business develop-

ment resources, ranging from the PPG 

Certifi ed Technician program and related 

refinish courses 

to the acclaimed 

MVP Business 

Solutions pro-

gram for owners 

and managers.  

PPG 
(800) 647-6050
www.ppgrefinish.com

Pro Spot International specializes in qual-

ity welding and repair products for the 

collision repair industry. Pro Spot owns 

three patents for special welding equip-

ment and works with the majority of the 

largest auto manufacturers in the world. 

Pro Spot is a proud MADE IN THE USA 

manufacturer in Carlsbad, CA. Th e turn-

key facility includes Engineering, Machine 

& Sheet Metal Shops, Powder Coating, As-

sembly, Training and Technica l Support. 

Pro Spot Training and Service

Pro Spot provides on-going training to all 

of our distributors and their technicians, 

therefore, all owners of Pro Spot products 

receive complete training fi rsthand. Pro 

Spot has two ASE certifi ed training pro-

grams that are I-CAR alliance approved. 

Pro Spot also has a training facility at its 

headquarters in Carlsbad, 

CA for groups to train on 

any and all products. 

Pro Spot also off ers their 

unique My.ProSpot.com, 

which includes interactive 

training courses for shops 

and technicians to access 

online, and is a ongoing 

source of information on 

the industry.

Pro Spot Products:

•   Resistance Spot Welders (STRSW)

•  Battery Operated Spot Welders

•  Aluminum Repair Equipment

•  Dent Repair Tools & Equipment

•  Weld Stations

•  MIG Welders

•  TIG Welders

•  Self-Piercing Rivet Guns

•  Plasma Cutters

•  Plastic Welders

•  Fume Extractors 

•  and more...

Welders Made in the USA

PRO SPOT INTERNATIONAL, INC.
(877) PRO-SPOT
www.prospot.com
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RBL creates industry game changer
RBL Products takes pride in bringing 

“one of a kind” products to the aftermar-

ket. Our latest is our PPFS System (Pro-

fessional Paint Finishing System).

“The PPFS System was born out of the 

OEM paint shops. When vehicles are mov-

ing continuously on a conveyor line, paint 

defects have to be removed quickly and 

efficiently,” said Ron Liplson, RBL presdi-

ent. “The PPFS System is currently in use 

in virtually all paint shop assembly plants.”

We now offer this same system to the 

aftermarket. When a vehicle is finished 

being painted and there are small de-

fects such as dirt or a fisheye the PPFS 

system will allow you to remove them in 

seconds. The customer will not be able to 

tell where the defect was removed. 

Lipson stated, “The system is so sim-

ple to use because it is one–step using 

one abrasive grit, one polish, and one 

polishing pad. Painters appreciate the 

value it offers.”

Every component is unique, the 

abrasive is engineered digitally allowing 

a fast cut with a consistent sanding pat-

tern. The tools consist of a 32mm nibber 

sander and a 3” 14mm orbital polisher. 

The cutting and finishing pads are poly-

ester and allow the user to cut faster than 

traditional wool and foam. The polish re-

moves the sand scratches and leaves a 

high gloss finish in seconds.

Our goal is to launch these “one of a 

kind” products regularly.

RBL PRODUCTS, INC.
(800) 584-8111
www.rblproducts.com

Introducing the SATA® trueSunTM 
the daylight solution
Th e selection of the correct color shade for 

refinishing a vehicle requires a source of 

light that preferably reproduces the entire 

color range of visible light (daylight) as ac-

curately as possible. Th e SATA® trueSunTM 

LED lamp which was especially designed 

for this purpose allows a professional color 

shade evaluation and identifi cation within 

the paint shop.

Accurate color 

retrieval, correct ap-

plication of metallic 

paints or special ef-

fect materials, and 

detecting critical 

mottling or other 

surface imperfec-

tions are playing a 

crucial role in the 

car refinish application process. 

Due to the uniform distribution of the 

light across the light cone, the SATA® true-

Sun LED lamp allows the almost perfect 

reproduction of daylight, enabling the 

painter to retrieve colors very quickly and 

precisely as well as evaluate the quality of 

the painted surface at the end of the appli-

cation process.

The SATA trueSun’s light intensity has 

three light adjustment settings, the light re-

mains at constant level until the device has 

been turned off, regardless of the battery’s 

charge.  The Lithium-Ion accumulator is ex-

tremely durable, and has a built-in charging 

display with an automatic switch-off func-

tion. The charging cycle is approximately 50 

minutes, and its cooling ventilation is silent 

(“Whispering ventilator”).  It’s ergonomically 

shaped and has an extremely durable LED 

technology as well as integrated shock ab-

sorption, these are just some of the features 

designed to greatly improve the daily work 

of every professional painter.
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Choose a solution provider not just a paint provider
As a shop owner, you want to maximize 

profi tability by eff ectively getting vehicles 

through your facility. 

As a painter, you want a provider that 

helps you improve your craft and pro-

vides products that help you push more 

cars through the booth with consistent 

performance. 

When selecting a solution 

provider ask:

• How eff ective is my account manager 

working with me on a regular basis to im-

prove my bottom line?

• What training is off ered for business 

management and product?

• Are there additional consulting serv-

ices to help improve shop effi  ciency?

• How do your products help us with 

cycle time demands?

• How many tech reps do you have?

• How quickly can you deliver products 

to help me manage inventory costs? 

Individualized Solutions:

Sherwin-Williams collaborates with our 

customers to develop custom solutions 

based on their specifi c growth oppor-

tunities.  We provide a team of knowl-

edgeable tech reps, fi eld personnel and 

industry leading consultants to deliver 

the service and support necessary to 

help you achieve sustainable effi  ciency. 

Innovative 

Paint 

Systems:

• Ultra 7000® 

Refi nish System: 

Th e fastest 

solvent-based 

refi nish system.

• AWX Performance Plus™ Waterborne 

Refinish System: Advanced technology 

that delivers profits and productivity.

• HP Process™ Refinish System: high per-

formance products with our patented 

AirDry Technology.

• Just Introduced!  CC200 Dynamic 

Clearcoat: A premium finish possible in 

half the time of typical glamour clears.

Look to Sherwin–Williams as a solu-

tions provider for industry excellence…. 

and great paint.

SHERWIN-WILLIAMS AUTOMOTIVE FINISHES
(800) 798-5872 | www.sherwin-automotive.com/solution

Toyota Motor North America
Toyota (NYSE:TM), creator of the Prius 

and the Mirai fuel cell vehicle, is com-

mitted to advancing mobility through 

our Toyota and Lexus brands. Over the 

past 60 years, we’ve produced more 

than 33 million cars and trucks in North 

America, where we operate 14 manufac-

turing plants (10 in the U.S.) and directly 

employ more than 46,000 people (more 

than 36,000 in the U.S.). Our 1,800 North 

American dealerships (nearly 1,500 in 

the U.S.) sold more than 2.7 million cars 

and trucks (2.45 million in the U.S.) in 

2016 – and about 85 percent of all Toy-

ota vehicles sold over the past 15 years 

are still on the road today.

Toyota partners with community, 

civic, academic, and governmental 

organizations to address our society’s 

most pressing mobility challenges. We 

share company resources and exten-

sive know-how to support non-profits 

to help expand their ability to assist 

more people move more places. For 

more information about Toyota, visit 

www.toyotanewsroom.com. 

TOYOTA 
469-292-5100
www.toyotanewsroom.com
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U-POL — Driving Surface Perfection
U-POL is a world leader in automotive 

refi nishing products specializing in fi ll-

ers, coatings, aerosols, adhesives and 

paint related products. Recognized glo-

bally with sales in over 100 countries, 

U-POL is committed to consistently 

providing customers with high quality 

products that professional technicians 

demand. Our heritage and experience 

of nearly 70 years in the industry, cou-

pled with our continued investment in 

state-of-the-art manufacturing facilities 

and reputation for innovation, ensures 

that your U-POL experience is nothing 

less than world class.

U-POL products give unrivalled re-

sults for all stages of the repair process. 

U-POL products are designed and devel-

oped for today’s professional technicians. 

Our products are developed to improve 

bodyshop efficiency and ensure a great 

result the first time, every time.

Find out more about U-POL at 

www.u-pol.com.

U-POL US, INC,
108 Commerce Way Stockertown, PA 18083
610-746-7081
sales-us@u-pol.com | www.u-pol.com

U.S. Chemical & Plastics
With over six decades of product exper-

tise, U.S. Chemical & Plastics (USC) sets 

the standard for high performance body 

repair, refi nishing and accessory prod-

ucts. Professionals depend on USC for 

premium fi llers, putties, fi berglass repair 

and masking products, refi nish coatings, 

truck bed liners, abrasives and more. 

New single-use job packs for 
repair profi tability.

USC recently introduced USC Garage® — 

six of its best, top selling body fi llers and 

glazes repackaged in 8 oz. single-use job 

packs. For small repairs, these individual 

job-packs can be used to repair every-

thing from aluminum and metal sub-

strates to fi berglass and even wood and 

plastic. Th e line up includes the following 

items: a Multi-Purpose Filler, SMC/ Fib-

erglass Filler, Final Finish Glaze, Flexible 

Glaze, 2-in-1 Filler/Finisher and Metal 

Grip Filler. With these small 

job-specific pouches, USC 

makes your repair job easier, 

reduces waste and increases 

repair profi tability.

A powerful duo for 
aluminum repair.

In a technical and laboratory study, where 

fi llers and putties were applied to actual 

Ford military-grade aluminum alloy, 

AG47™ Lightweight Grip Filler and Icing® 

Lite Gold Finishing Glaze outperformed 

leading competitive fi llers and putties by 

up to 34 percent with stronger adhesion, 

durability, better cure and sanding.

The gold standard in 
paperbacked abrasives.

GOLD PRO’s multi-layer construction 

combines sharp, precise grains with 

ultra-durable backing and a specialized 

coating to consistently achieve the fast, 

uniform fi nish body shops want and cus-

tomers demand at an unbeatable value. 

Shake, spray, Dominate.

Dominator, a urethane-based truck bed 

liner, delivers superior coverage, outstand-

ing chalking resistance, easy application, 

and a tintable formula 

option.  Dominator 

sets a new standard in 

resin technology for 

unmatched toughness, 

solvent resistance and 

durability. 

U.S. CHEMICAL & PLASTICS 
A Valspar Automotive Brand
800-321-0672
www.uschem.com
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MARKETPLACE
PRODUCTS & SERVICES BUSINESS OPPORTUNIT IES

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 find 

out more about how we can customize your acknowledgements and 

recognitions to enhance your marketing strategies.

Content Licensing for 

Every Marketing Strategy

Marketing solutions fit for:

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

t�0VUEPPS

t��%JSFDU�.BJM

t��1SJOU�"EWFSUJTJOH

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

LEE JANSSEN MOTOR CO, 
PO Box 796, Holdrege, NE 68949.

Phone: 308-995-4456
 or email Dave at dave@janssenmotors.com.

BUSINESS OPPORTUNITY / 
BODY SHOP MANAGER

SEND YOUR RESUMES TO

JANSSEN AUTO GROUP OF  
CENTRAL NEBRASKA IS LOOKING  

FOR A PARTNER TO START  
A NEW COLLISION REPAIR CENTER. 

LITTLE TO NO INVESTMENT REQUIRED.



 AD INDEX
AD INDEX

ADVERTISER PAGE #ADVERTISER PAGE #

AKZONOBEL .................................................................................................................................................. 55, CV4

AMI ......................................................................................................................................................................... 53

AXALTA COATING SYSTEMS .............................................................................................................................7, 56

BLOWTHERM USA .......................................................................................................................................... 25, 56

CHEMSPEC USA ............................................................................................................................................. 23, 57

CHIEF AUTOMOTIVE TECHNOLOGIES ........................................................................................................... 13, 57

CJ INC .................................................................................................................................................................... 10

EAGLE ABRASIVES ......................................................................................................................................... 18, 58

EUROVAC ............................................................................................................................................................... 41

GENERAL MOTORS .................................................................................................................................................. 5

GLOBAL FINISHING SOLUTIONS ................................................................................................................... 32, 58

GOFF’S ENTERPRISES ................................................................................................................................... 36, 59

HYUNDAI MOTOR AMERICA ................................................................................................................................. 19

IBIS ........................................................................................................................................................................ 65

INFINITY 3D LASER MEASURING ................................................................................................................. 16, 59

KIA ............................................................................................................................................. 9, 17, 49, OUTSERT

MERCEDES-BENZ CORP ....................................................................................................................................... 29

MOTOR GUARD CORP ........................................................................................................................................... 12

NACE AUTOMECHANIKA .......................................................................................................................... 45, 50A-B

NORTON SAINT-GOBAIN .......................................................................................................................... AD COVER

PPG.......................................................................................................................................................... CV2-03, 60

PRO SPOT ..................................................................................................................................................... 60, CV3

RBL PRODUCTS ........................................................................................................................................43, 52, 61

SATA ................................................................................................................................................................ 11, 61

SHERWIN-WILLIAMS ..................................................................................................................................... 39, 62

TOYOTA MOTOR SALES USA ......................................................................................................................... 21, 62

U-POL US INC. ............................................................................................................................................... 15, 63

VALSPAR AUTOMOTIVE ............................................................................................................................27, 35, 63 

ESAB....................................................................................................................................................................... 55

GARMAT USA ......................................................................................................................................................... 55

INGERSOLL RAND ................................................................................................................................................. 55

PPG......................................................................................................................................................................... 55

PRODUCTS

SAVE THE DATE
12-14 JUNE 2017

HOTEL MELIÁ CASTILLA, MADRID

OUR PARTNERS

To book your place at the IBIS Global Summit 2017, contact Nicola Keady on 
+44 (0) 1296 642826 or email nicola@ibisworldwide.com

www.ibisworldwide.com
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Defining a culture of 
success in your business
Determine the mission, values of your company and what you need to get there

C
ulture is a deep-rooted concept that 

does not happen overnight. Let me 

describe it for you as I borrow some 

concepts from John Coleman, pub-

lished in the Harvard Business Review: “Your 

culture starts with your vision for your organiza-

tion. Your vision and its implementation is af-

fected by your values and then those values are 

put into effective practices that will define just 

exactly what culture you will have. The culture 

is driven by your people…both those who are 

your partners in the organization and those you 

serve outside the organization.”

Our journey to improve our culture started in 

2014. We opened our first location in 2001 and 

a second in 2004. The owners’ involvement in 

day-to-day activities changed as we had more 

opportunities and responsibilities to grow and 

develop the business.  Fast forward to 2014 — we 

realized our culture had suffered over the years 

due to our lack of nurturing.  

Now it was time to decide: Is culture impor-

tant to us and how do we make changes? The first question was 

easy to answer; yes, culture is important. We want a positive 

environment for our team members, customers and everyone 

we interact with each day. The second was a little more chal-

lenging. How do you change culture?

We started with a company-wide meeting with a mission to 

develop our core company values. What is it that we use as a 

company, as a team and individually to help deliver the vision 

and mission of our organization? We developed a list of 16 core 

company values, and they are now the basis of how we operate 

our business. Of the 16, I will touch on five in this article. 

Trust: When people trust leadership and their team mem-

bers, they work hard for the good of the team. Let’s say we are 

working in an organization where the body technicians do not 

trust leadership or each other. What happens? In most cases, 

the technician is simply focused on self and does not have a 

sense of caring about the work that he or she performs. But if 

you add the element of trust, the technician trusts that leader-

ship has his or her best interest in mind and that 

other teammates are there to support and help. 

That changes the dynamic in a powerful way. 

Caring: It is important to our team that each 

member cares about what they are doing, the 

work they produce and what is best for the team. 

If people on your team do not care, you will con-

tinually have negative outcomes. But if you have 

a team who cares if the customer is overwhelmed 

with the stresses of the claims process, a team 

who cares about providing a safe and quality re-

pair, then you will find a successful team.  

Commitment: When people have trust and 

care about the work they produce, the custom-

ers they serve and their teammates, that creates a 

commitment to produce value for the team, hold 

each other accountable, challenge each other to 

grow and be a winning team.

Pride: Much like a sports team, each member 

of our team has a specific, defined role. It is each 

member’s job to ensure they have taken each 

job as far as possible to ensure the next player 

can easily complete his or her task efficiently. If a disassembly 

technician doesn’t correctly and completely disassemble a car, 

identifying all damage, the body technician will suffer. It travels 

down the line — body to paint, paint to assembly, assembly to 

detail. It is important that team members take pride in them-

selves and what they do.  

Teamwork: We have to exhibit teamwork in that we have 

a defined role, but when necessary we are ready and willing to 

step outside of that and do whatever it takes to get the job done 

and be the best. We each have to be willing to work as a team.  

At our organization, culture is not something we simply talk 

about; it is what we do every day. We have all 16 of our values 

posted on the walls of our shop, so it is easy to remind ourselves 

of the culture we desire and expect. 

THE LAST DETAIL

WE DEVELOPED 
A LIST OF 16 
CORE COMPANY 
VALUES, AND THEY 
ARE NOW THE 
BASIS OF HOW 
WE OPERATE OUR 
BUSINESS DAY IN 
AND DAY OUT.

SHERYL DRIGGERS is the owner of Universal Collision Center 
in Tallahassee, Fla. Through her career, she has gained specialized 
experience in marketing, management, public speaking, teaching and 
fiscal oversight. sheryld@universalcollision.com



THROW OUT THE

BROOM.

THE DUST-FREE SANDING SYSTEM - GRAB & GO.

Keep it clean with the aluminum safe Dust-Free Sanding System. Quickly and safely vacuum dust

while you work with the lightweight, air-operated sanding system.

www.prospot.com
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Colorvation is a unique, comprehensive, 

user-friendly approach to vehicle 

refinishing featuring the most advanced 

digital color technology available. Based 

on our innovative tools, Automatchic™ 

and MIXIT™, AkzoNobel’s digital platform 

brings measurable improvements for 

your business – greater accuracy, 

greater efficiency and ultimately, greater 

profitability. Are you ready to give your 

business the digital advantage?

To find out how Colorvation can give  

your business the edge, contact one of 

our digital color experts today, and visit  

www.colorvation.com.
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