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ROTARY 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 rotary Polisher 

with Inspection Light is the  best way to inspect your work while polishing your vehicle. Order yours today.
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• Soft touch grip

• 2 Handle Styles: 360 degree round and “U” style

• Our Most Powerful 900W Motor
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• One touch instant on/off
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INDUSTRY NEWS

IBIS GLOBAL SUMMIT 

AIMS FOR BETTER 

INDUSTRY FUTURE 

The IBIS Global Summit 
will return in June 2018 in 
Munich, Germany with a 
track record for providing 
world-class content 
and being an invaluable 
experience for attendees.
ABRN.COM/FUTURE

1COLLISION NETWORK 

OFFERS CONFERENCE

The Smart Performance 
Solutions 2018 & Beyond 
Conference — presented 
by 1Collision Network 
— will be held Jan. 19 in 
Palm Springs, immediately 
following the Collision 
Industry Conference.
ABRN.COM/SMART

AKZONOBEL, AXALTA END 

MERGER OF EQUALS 

DISCUSSIONS

Axalta Coating Systems 
confi rmed that talks with 
AkzoNobel have ended 
regarding a potential 
merger between Axalta and 
Akzo’s Paints and Coatings 
business.
ABRN.COM/MERGEREND

CIF ANNOUNCES 

ANNUAL GALA

The Collision Industry 
Foundation announced 
its 8th Annual Fundraiser 
Gala will be held Jan. 18 
in Palm Springs, Calif. The 
funds raised are used to 
provided emergency relief 
for industry professionals.
ABRN.COM/GALA

REGISTRATION NOW 

OPEN FOR NORTHEAST 

2018

The Alliance of Automotive 
Service Providers of 
New Jersey has opened 
online pre-registration 
for NORTHEAST 2018, 
scheduled for March 16-18 
in Secaucus, New Jersey.
ABRN.COM/OPEN

ANTI-TRUST CASE AGAINST 

INSURERS MAY MOVE FORWARD
BRIAN ALBRIGHT // Contributing Editor

Two years ago a collection of law-

suits alleging that insurance compa-

nies colluded to fi x prices for collision repair 

reimbursements were dismissed by a fed-

eral judge. A decision by an appeals court 

may revive those cases and several others 

claiming that insurers are in violation of the 

INSURER NEWS

I-CAR, ASE NAME 
COLLISION & 
REFINISH TECH OF 
THE YEAR 

I-CAR
®

 awarded the 

I-CAR Platinum™/ASE 

Master Collision Repair & Refi nish 

Technician of the Year award to 

Kurt Money of Shotwell’s Auto 

Body in Santa Rosa, Calif. 

Money has more than 42 years 

of experience as a collision repair 

technician. He was selected from 

hundreds of individuals who hold 

both I-CAR Platinum recognition 

and ASE Master Collision 

Repair and Refi nish certifi cation 

for demonstrating superior 

commitment to the industry and 

the importance of training. 

He has been an I-CAR 

instructor for more than 25 years. 

He is currently a technician 

at Shotwell’s Auto Body and 

is Platinum Recognized as a 

Steel Structural, Electrical and 

Mechanical, Refi nish, Aluminum 

Structural and Non-Structural 

technician. 

TECH AWARD

>> CONTINUES ON PAGE 10
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Value you can 
count on
At ChemSpec, we’re dedicated  
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Our quality products include  
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us today.
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Sherman Antitrust Act.

In September, the Eleventh Circuit 

Court of Appeals reversed a Middle District 

of Florida judge’s 2015 dismissal of eight 

collision shop lawsuits in alleging antitrust 

violations on the part of dozens of insurance 

companies. 

Shops in Kentucky, Virginia, New Jersey 

and Missouri filed an appeals brief. In a rul-

ing on Quality Auto Painting v. State Farm, 

et. al, the court said that the plaintiffs had 

supplied sufficient allegations to indicate 

that the discovery process would reveal 

evidence of an “illegal agreement.”

The claims were originally dis-

missed, with the judge finding that the 

evidence did not indicate an agreement 

among the insurance companies. Anti-

trust cases must prove that the parties 

engaged in activities that went beyond 

parallel conduct that may have been 

driven by common businesses practices.

In the Eleventh Circuit ruling, the 

court indicated that the anti-trust claims 

were supported by the adoption of a 

uniform price for repair services and 

uniform practices by the insurers re-

lated to repair processes.

The ruling has breathed new life 

into similar suits that have been in 

limbo since 2015. Other shops are also 

moving forward with suits that may be 

combined with the cases in the Middle 

District of Florida.

In October, the Washington Legal 

Foundation filed an amicus brief with 

the Eleventh Circuit asking the court to 

provide a clear threshold for antitrust 

conspiracy claims under the Sherman 

Act. According to the WLF, the panel’s 

reversal allows alleged parallel conduct 

among competitors as a sufficient basis 

for an antitrust complaint. However, a 

previous Supreme Court decision em-

phasized the need for more than mere 

parallel conduct among competitors, as 

this behavior could just be a result of ra-

tional and competitive business strategy 

prompted by the free market. 

>> CONTINUED FROM PAGE 8



FIRST TAKE ON CAPA’S 

NEW RADIATOR AND AC 

CONDENSER STANDARD:

People who think CAPA is mostly about sheet metal crash parts 

are in for a pleasant surprise. The big news is now we’re also 

getting under the hood in a big way.

CAPA is proud to announce our expanded Certification 

Cooling Parts Standards which now encompass everything 

from ac condensers to radiators and even cooling fans. Which 

means we’re now putting these essential parts through a 

comprehensive testing regimen for performance, leak resistance, 

burst resistance, and heat exchange as well as fit in order 

to determine their worthiness for CAPA Certification.

Cooling parts are virtually impossible to evaluate, even for 

professionals who have little to rely on without access to testing 

facilities and equipment. Installing and then testing is impractical, 

costly, and time-consuming—even if parts are warranteed. 

Now with our expanded Cooling Parts Certification program, 

there’s no hit or miss. Every CAPA Certified part has been 

tested to the industry’s highest standards. Those that pass 

our exhaustive testing are easy to identify. They all bear the 

distinctive yellow and blue CAPA Quality Seal. 

Our new testing and certification of cooling parts is one more 

reason why insurers, repairers, and vehicle owners can depend 

on the safety, reliability, and performance of CAPA Certified parts. 

We think you’ll agree that is very cool indeed.

COOL. VERY COOL. 

TM

If it isn’t CAPA Certifi ed, it isn’t a genuine replacement part.   

capacertifi ed.org                                                
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Be sure you are dancing 

with the right partner
Not all insurer direct repair programs are the right fit for your business 

I
f your shop participates in two or more in-

surer direct repair programs, you already 

know that no two programs are exactly 

alike. Every single one comes with its own 

set of requirements, and we’ve found some are 

far more labor-intensive or high-maintenance 

than others.

Some insurers, for example, have very few 

adjusters in our state, and we may go months 

or even longer without seeing them. Others 

haven’t at all reduced the number of adjust-

ers they are using, and they seem to have their 

hands in every aspect of the repair.

That’s why finding the right mix of the right 

programs is both challenging and important. 

Just because one program might bring you a lot 

of work, it may not be a good fit. You can have 

some of the higher-maintenance programs, for 

example, but too many of them can break you.

We tend to assign each program to a particular 

team. It helps that team specialize in that pro-

gram. We also try to ensure each team has a good 

mix of high- and low-maintenance programs.

We also prefer to have the same programs at all of our lo-

cations, though we haven’t achieved that 100 percent. Some 

companies have rules on how many shops are on the program 

in an area, for example, or may already have a shop on the 

program in that part of town that is performing well for them.

But the primary message I want to convey here is this: 

If you’ve ever wondered if you’ve stuck too long with a pro-

gram that doesn’t seem to be a good fit for your business, 

you probably have.

Back in 2011, we were in a program that was such a bad 

fit that I’d reached the point of actually wanting out of this 

industry. No joke, I genuinely would have given my shops 

away. I’m sharing this story because I suspect some of you 

may have reached that point at times — you may even 

be there right now. I want you to know you can make the 

changes you need, as I have, to improve your business and 

reinvigorate your enthusiasm for it.

First, what was it about the program that led 

to my frustration and sleepless nights? A big 

part of it was the constant threats. Every day 

I wondered which matrix they would cite in a 

morning email, warning “If this isn’t fixed, you’re 

off the program. And remember, we are $X mil-

lion of your business.”

That type of constant threat is not something 

used in a real partnership. We’re supposed to be 

in this to both win. I don’t perform well based 

on threats. I want to be with partners who un-

derstand that we have to work together to make 

this stuff happen. It’s not one-sided.

Near the end, they tried to tell me our supple-

ment percentage was “the worst in the country.” 

I remember spending an afternoon reviewing 30 

days of supplements, color-coding them to show 

which were their fault (70 percent, which were 

our fault (10 percent), and which were a com-

bination of factors on our end and their end.

At any rate, these relentless threats led me 

to make adjustments to my company I wasn’t 

proud of. I’d even cut health insurance benefits 

— something I consider part of our corporate responsibility 

— in our effort to try to meet this program’s requirements.

Many of you probably know how scary it can be to 

cut ties with a program, even when you know it isn’t the 

right one for your company. This insurer’s program at that 

point accounted for 50 percent of our workload (a mistake 

I won’t repeat). You wonder what life will be like without 

that DRP? Will you be able to pay your staff? Will you make 

ends meet and stay open? All these types of fears come 

along with the bigger programs. Will it be life changing if 

you drop that program?

Spoiler alert: We’re still here. But next month I’ll explain 

what happened after we dropped the program. 

THE COLLISION EXECUTIVE

IF YOU’VE EVER 

WONDERED IF 

YOU’VE STUCK 

TOO LONG WITH 

A PROGRAM THAT 

DOESN’T SEEM 

TO BE A GOOD 

FIT FOR YOUR 

BUSINESS, YOU 

PROBABLY HAVE.

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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18 PROJECTIONS 
FOR 2018

JOHN YOSWICK // Contributing Editor

T
here are always unexpected 

headlines in the industry over 

the course of a year. But what 

happened in 2017, along with 

discussions with industry leaders and an-

alysts, can off er a reasonable assessment 

of some of what likely will occur within the 

industry in the coming 12 months. Here 

are 18 things to watch for in 2018.  

1. Automakers may keep a closer 

tab on certified body shops. Some au-

tomaker shop certification programs 

require little more than meeting a check-

list. Others include an annual audit. But 

General Motors may raise the bar this 

year with the program it has said it will 

introduce that is expected to have some 

ongoing metrics for shops, not unlike 

many direct repair programs. 

“ O u r  n e w 

program is being 

d e s i g n e d  t o 

measure critical 

behaviors and 

procedures that 

will help ensure 

every collision 

repair is done to 

the highest standards,” GM’s John Eck 

said this past summer. 

2. Cycle time may not improve.

If your shop’s cycle time is not as good 

as it once was, that may not entirely be 

your fault. An analysis this past year by 

CCC Information Services offered some 

evidence that rising cycle times are based 

more on increasing vehicle and repair 

complexity. CCC found that the time a 

vehicle spends in a shop before repairs 

begin and after repairs are completed 

before the customer picks it up, hasn’t 

changed over the past three years. 

But the rise in “keys-to-keys” cycle 

time, which averaged 9.85 days in a re-

cent 12-month period compared to 9.26 

days two years ago, appears to be ac-

counted for by a similar rise in the time 

between when repairs begin and are 

completed. Repairs took an average of 

From legal skirmishes to AI and consolidation,
here’s what to watch for this coming year

OPERATIONS // INDUSTRY OUTLOOK

John Eck
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7.9 days after commencing in the most 

recent 12-month period, compared to 7.2 

days two years ago. 

That increase, CCC concluded, could 

be based on repairs involving slightly 

more labor time (25.6 hours on average 

now compared to 24.9 two years ago) 

and more parts (12.2 parts now com-

pared to 11.3 two years ago). 

3. Legal battles between shops 

and insurers will continue. A federal 

appeals court breathed new life this 

past fall into several of the nearly two 

dozen antitrust lawsuits against insurers 

brought by shops in various states. Many 

of the suits had been dismissed by the U.S. 

District Court judge in Florida overseeing 

them, but a three-judge panel voted 2-1 to 

overrule that decision and rule that some 

of the cases can move forward. 

4. Use of CCC Information Ser-

vices’ “Secure Share” will become 

mandatory for CCC users. Starting in 

April, shops using CCC’s estimating sys-

tem will be able to transmit estimate infor-

mation to third parties only through CCC’s 

new Secure Share data-exchange system. 

Shops will no longer be able to share 

estimate data with just any vendors. 

Those vendors must be approved by 

CCC for Secure Share, will have to build a 

new interface to accept the data in a new 

format, and must pay CCC a 50-cent per 

estimate fee to receive the data.  

5. Consolidation of the industry 

will continue. Several sources say they 

foresee more MSOs entering into some 

of the Northeast states that have seen less 

consolidation activity than other parts of 

the country.   

6. There will be more emphasis 

on checking OEM repair procedures. 

Last fall’s $42 million dollar judgment 

against a Texas dealership collision re-

pair shop — and the subsequent related 

lawsuit against State Farm — will have 

insurers increasingly pushing this year 

for shops to research and follow OEM 

repair procedures on every job.  

7. Estimating could increas-

ingly be influenced by “artificial in-

telligence.” Mitchell International has 

teamed with Tractable to produce a 

system that promises to scan images of 

damaged vehicles to determine repair-

vs.-replace decisions. The system “learns” 

over time as more photos and estimates 

are fed into it. CCC Information Services 

has announced a similar artificial intelli-

gence system learning to make total loss 

determinations. Watch for use of these 

systems, particularly as they become 

more robust, to be increasingly used. 

8. More states may push for two-

tier shop classification. With some 

shops in OEM-certified Rhode Island re-

ceiving labor rates from insurers that are 

$8 higher than that paid to other shops, it 

seems likely that shops in other states may 
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try to duplicate Rhode Island’s system. 

Enacted in 2015, the Rhode Island 

regulation created “Class A” shops — the 

requirements include being certified by 

at least one automaker for aluminum re-

pair — and “Class B” shops, with insurers 

required to conduct labor rate surveys for 

both tiers. 

Some of the Rhode Island’s largest 

insurers still pay the same rate to all 

shops, but Allstate, USAA and Travelers 

are among those paying a premium to 

“Class A” shops. 

9. Vehicle leasing will be a double-

edged sword for the industry. Given 

that leased vehicles tend to be insured 

and repaired when damaged, the steady 

rise in the percentage of new cars being 

leased is good news for collision repair-

ers. For much of the first decade of this 

century, leases accounted for about 16 to 

19 percent of all new-car sales. It has risen 

steadily since then, reaching just shy of 32 

percent in 2016, according to Edmunds. 

But there’s a potential downside to the 

trend as well: the rising tide of off-lease 

return vehicles. About 2.9 million vehicle 

leases reached maturity in 2016, up from 

2.2 million the prior year. That number 

was expected to hit 3.2 million in 2017, 

and 3.7 million this year.  

That flood of used vehicles could drive 

down used car prices, in turn driving up 

total losses. That didn’t seem to happen 

last year — used vehicle pricing rose the 

first nine months of 2017 — but whether 

that trend will continue in 2018 is unclear. 

10. The PARTS Act is unlikely to 

move forward. Proponents of non-OEM 

parts have only one more year in this 

Congress to get action on the PARTS Act, 

proposed federal legislation that would 

slash the time that automakers can use 

design patents to prevent other compa-

nies from producing replacement crash 

parts from 14 years to just 30 months.  

Similar legislation has been intro-

duced in each Congress since 2007. The 

odds of the bill getting hearings and mov-

ing forward before Congress adjourns at 

the end of the year seem slim. 

11. Insurers could move toward 

more collaboration with OEMs. As the 

automakers move toward using vehicle 

telematics to automatically be notified of 

collisions, insurers recognize the poten-

tial influence OEMs could have on get-

ting drivers to their certified shops rather 

than insurers’ direct repair shops. That 

has led to an influx of meetings between 

automakers and insurers. 

“We’re definitely working with them 

and talking to them and trying to deter-

mine how this is going to work in the fu-

ture,” Russ Hoffbauer of State Farm said 

last summer. “I do think the OEMs have 

the technology advantage right now, hav-

ing the technology in their automobiles.” 

Kyle Thompson, assistant vice presi-

dent of claims for USAA, agreed that his 

company wants to work with automak-

ers to “to align our direct repair networks 

with the offerings that they would do at 

the time of loss,” and to receive that “im-

mediate notification that a vehicle has 

been damaged” in order to quickly start 

to help the driver. 

12. Vehicle scanning will become 

even more ubiquitous. If you’re among 

the small minority of shops not scan-

ning at least some vehicles, this may be 

the year that changes. A “Who Pays for 

What?” survey last summer found that 

only 1 in 5 shops hadn’t charged for a 

pre-repair vehicle scan, and only 1 in 10 

hadn’t charged for a post-repair scan. A 

year earlier, one-third of shops said they 

hadn’t charged for any scan. 

Just as significantly, of those shops 

performing and billing for the scans, 51 

percent said they were paid “always” or 

“most of the time” for pre-repair scans by 

the eight largest auto insurers; 64 percent 

said they were paid regularly for post-

repair scans. 

As the percentage of vehicles clearly 

requiring a scan increases, and as in-

surer awareness and understanding of 

the need for the procedure continues to 

grow, scanning will become a standard 

item on most repair orders and invoices. 

13. The largest auto insurers will 

c o n t i n u e  t o 

grow. No one is 

predicting any 

reversal this year 

to the trend of 

the largest auto 

insurers gobbling 

up market share. 

Back in 2009, the 

Top 5 insurers had about 50 percent mar-

ket share; by 2016, they had more than 54 

percent. The Top 10 rose from having just 

under 68 percent market share in 2009 

to having nearly 72 percent in 2016. The 

big, most analysts agree, will continue to 

get bigger. 

14. Digital claims processing will 

expand. Laws prohibiting estimates 

via photos fell in several states this past 

year, and Allstate reduced its staff by 

500 people as it expanded use of photo 

estimating and remote processing of 

supplements via cell phone app. Look for 

that trend to continue this coming year, 

analysts say, though there’s one caveat: 

Insurers need to get consumers to buy 

in. Just 9 percent of consumers reported 

a claim digitally, J.D. Power reported this 

past fall as part of the results of its surveys 

of nearly 12,000 consumers who’d settled 

a claim within the past six months. Those 

customers’ overall satisfaction was 16 

points lower (on a 1,000-point scale) 

than those who reported a loss by phone. 

“There are still certain areas of the 

claims process where the human touch 

is proving difficult to replace,” J.D. Power’s 

David Pieffer said. 

15. More states will consider pro-

posals to loosen restrictions on use of 

non-OEM parts. Bills in West Virginia, 

Arkansas and several other states in 2017 

would have made eased limits on the 

use of non-OEM parts. Though the bills 

failed, LKQ Corporation and other pro-

ponents worked to keep the issue alive 

by calling for state regulators to conduct 

studies into how many complaints were 

attributable to the use of such parts. 

“We know there aren’t any, as it ap-

plies to accident, injury or death,” Ray 

Russ Hoffbauer
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Colas of LKQ’s government affairs de-

partment said last spring. The study 

results are to be reported to the state law-

makers, he said, “so that a decision can be 

made…as to whether or not these parts 

should continue to be restricted.”

That may well result in new attempts 

this year to scale back state limits on the 

use of non-OEM parts. 

16. The population of “potentially 

repairable vehicles” will grow. Since 

most vehicles being repaired in collision 

repair shops are 10 years old or newer, the 

number of such vehicles on the road has 

some impact on the amount of potential 

work the industry has. That number took 

a beating during the recession as new-car 

sales tanked. But as car sales rebounded 

in recent years, the population of “poten-

tially repairable vehicles” has grown. 

There were about 164 million light ve-

hicles 10 years old or newer on U.S. roads 

at the end of 2016. Based on projections 

of new-car sales 

by LMC Auto-

motive, that in-

creased by about 

500,000 in 2017 

and will jump by 

4.1 million this 

year, on its way 

to back to pre-

recession levels (186.5 million) by 2021. 

17. California labor rate survey and 

anti-steering regulations will face chal-

lenges. California shops were buoyed in 

late 2016 when state Insurance Commis-

sioner Dave Jones announced new rules 

as to how insurers must calculate market 

labor rates and what they can and can’t 

do in terms of encouraging consumers to 

choose a direct repair shop. But insurers 

have proposed new legislation that Califor-

nia lawmakers will consider early this year 

that could largely scale back those reforms. 

18. Post-repair inspections will 

likely become more common. With 

lawsuits like the one in Texas focusing 

shops, insurers, consumers — and at-

torneys — on repair quality, some fore-

see an expansion of post-repair vehicle 

inspections by existing collision repair 

shops and third-party providers. 

“Post-repair inspections are a great 

service to consumers and very profitable, 

and they will ultimately be the force that 

cleans up the collision repair industry 

and eventually gets shops paid closer 

to what we are worth,” Bob Juniper of 

Three-C Body Shops, Inc., based in Co-

lumbus, Ohio, predicted a year ago. 

There seems to be little to contradict a 

similar assessment for the year ahead. 

Ray Colas

JOHN YOSWICK is a 

freelance writer based in 

Portland, Ore., who has been 

writing about the automotive 

industry since 1988. 
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THE DEBATE 
OVER DATA

JOHN YOSWICK // Contributing Editor

O
ne by one, company repre-

sentatives came to the mic 

at the Collision Industry 

Conference (CIC) in Las 

Vegas in early November to express con-

cerns they have with CCC Information 

Service’s forthcoming implementation of 

its “Secure Share” data exchange system.

“There’s a gatekeeper now in between 

the shop, the [estimate] data and the 

third-party [vendors] out there today that 

are utilizing that data in working with 

collision repair shops,” said Dan Risley, 

describing Secure Share in the industry.

Risley is the executive director of the 

Automotive Service Association and co-

chairman of a CIC taskforce looking into 

data exchange issues that was created in 

the wake of CCC’s announcement last 

year of Secure Share. He and other task 

force members said many shops, insurers 

and other industry representatives may 

not fully grasp the potentially dramatic 

and disruptive change that implementa-

tion of Secure Share may bring because it 

is somewhat of a technical issue that won’t 

fully take effect until spring.

“But this is not just an IT issue,” Aaron 

Schulenburg, executive director of SCRS, 

said. “This is an industry issue that is 

going to impact claims processing, and 

it’s going to impact the repair of vehicles.”

Grasping the importance of Secure 

Share requires some quick background. 

Shops for many years have used a stan-

dardized Estimate Management Stan-

dard (EMS) data export file to transfer 

the data from an estimate to the appro-

priate insurance company, parts vendors, 

shop management system, etc.

In 2016, CCC announced that in April 

2018, the company would end the ability 

of shops to directly share CCC estimate 

data using the EMS file. Instead, that data 

transfer will take place only through CCC 

servers and using the newer Business 

Message Suite (BMS) data standard.

In order to share their data, a shop 

user will open the Secure Share applica-

Concerns raised about CCC’s Secure Share; Mitchell,
AudaExplore pledge fee-free data exchanges

OPERATIONS // DATA EXCHANGE
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tion and choose which third parties re-

ceive certain estimate data. Those third 

parties must apply for and be approved 

by CCC to be in the system. 

CCC’s shift to the use of BMS has 

been widely praised (including by the 

CIC task force), because it gives the user 

more control over which portions of the 

estimate data are shared. It can limit a 

parts vendor’s access, for example, to 

only the portions of the estimate needed 

to accurately fill the parts order (while 

not including, as an EMS file does, data 

relative to the customer and labor times). 

But other aspects of CCC’s Secure 

Share program have raised some con-

cerns. It will require CCC ONE users  

to transmit the BMS files only through 

CCC, rather than being able to send 

files directly to a vendor. CCC has char-

acterized this requirement as needed to 

better ensure data security, though they 

have acknowledged, “there has not been 

a significant compromise from a secu-

rity perspective,” of industry data under 

the current use of EMS data transfers. 

CCC will charge a “toll” of 50 cents 

per estimate for each estimate accessed 

through the system. The toll will be 

charged to the vendor receiving the data, 

but critics believe that fee will ultimately 

be passed through to the shops and those 

paying for repairs.

Rick Palmer of ComputerLogic said 

his company calculated that toll will eat 

up about half of what it currently charges 

shops for use of his company’s PMCLogic 

refinish materials calculation program.

“Is there any business in here who to-

morrow morning can give up 50 percent 

of their revenue just to keep doing what 

they’ve been doing?” Palmer asked.

By contrast, representatives of both 

Mitchell International and AudaExplore 

at CIC said their companies will continue 

to support EMS “for the foreseeable fu-

ture,” and are close to introducing sys-

tems that will give shops the choice to 

use BMS for data exchange without any 

fees and with more freedom for shops to 

choose which data they share with the 

third parties of their choice.

“We see no compelling reason at this 

moment to stop supporting EMS,” Jack 

Rozint of Mitchell International said at 

CIC. “There is somewhere between 100 

and 200 different services and applica-

tions that consume EMS data today. 

Those applications and services are fun-

damental to processing claims, repairing 

cars and ensuring that our industry is 

operating efficiently. EMS can be com-

municated securely as BMS. Neither 

one of them has inerrant security built 

within. We don’t see any reason at this 

time to cut off EMS, and so we won’t. We 

will make that migration at a pace and 

a timing that allows all those 200 appli-

cations and services that consume EMS 

to do the conversion at their pace when 

it’s the right time, and do that in a way 

that doesn’t disrupt the flow of informa-

tion. Lastly, as we continue to implement 

BMS in our products, we are going to do 

it in a way in which there are no toll fees 

for accessing the data, and the user will 

maintain control.”

Some see Secure Share as giving CCC 

sole control over which vendors or “ap-

plications” are in the system and able to 

receive a shop’s data, as well as which 

portions of the estimate they receive. 

Since all shop estimate data transfers 

must go through Secure Share to these 

third parties, CCC will have unprec-

edented access to what information is 

being sent to which vendors, including 

some CCC competitors.

“They will know which CSI companies 

are successful, and they will know who 

[those companies’] customers are,” Ro-

zint cited as an example, noting that CCC 

competes for business with other CSI pro-

viders in the industry. “And if they want to 

target those products and customers, they 

now have a perfect platform to do it.”

Though no representative of CCC at-

tended CIC in Las Vegas, the company did 

respond to concerns at the previous CIC 

in July. At that meeting, Risley said CCC 

has revised termination language that 

some vendors didn’t like in the contract 

they must sign to be part of Secure Share. 

CCC also created an industry advisory 

panel focused on Secure Share, including 

a number of the CIC task force members.

A number of companies are devel-

oping work-arounds for CCC ONE users 

who wish to share data outside the Se-

cure Share system. Pete Tagliapietra of 

NuGen IT said his company has a trans-

lation product that will take an Adobe 

Acrobat PDF of an estimate and convert 

it back into EMS or BMS. The translation 

product is free, Tagliapietra said, pro-

vided the shop user allows NuGen IT to 

compile its estimate data. 

CCC has said that using such a pro-

cess would not violate its terms of use, 

but it does add an additional step to the 

current process, others pointed out.

At CIC, General Motors’ John Eck said 

his company is concerned about the “im-

pact on the [parts] procurement process for 

our dealer network.” Scott Biggs of Assured 

Performance said without a work-around, 

CCC ONE users in his company’s network 

could not upload all their estimates to a 

third-party server, a requirement for the 

shop certification program his company 

oversees. Dan Friedman of Enterprise said 

his company won’t participate in Secure 

Share and will “keep collaborating and 

partnering with businesses that believe in 

open technology platforms.”

SCRS’ Schulenburg said all this should 

be raising concerns for insurers as well as 

shops and vendors. A DRP requirement to 

use a particular estimating system, he said, 

”could then limit the ability for that shop 

to participate in a [shop] certification pro-

gram” and prevent an insurer “from having 

certified shops on their DRP.”

“It also could be that it keeps the 

shops that are on your DRP from man-

aging their rentals in the most efficient 

way possible,” Schulenburg said. 

JOHN YOSWICK is a 

freelance writer based in 

Portland, Ore., who has been 

writing about the automotive 

industry since 1988. 

info@crashnetwork.com
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BUILDING 
MANAGEMENT 

DISCIPLINE

BOB KEITH // Contributing Editor

M
ore than 30 years ago, 

Lirel Holt, my friend, 

mentor and the founder 

of CARSTAR, had deter-

mined that most shop productivity issues 

were related to a lack of management 

skills. He saw a real need to teach body 

shop owners and managers how to be 

great leaders and give them solid systems 

in order to improve their shop’s produc-

tivity. The training that he built helped 

increase shop productivity and changed 

many shop owners’ and managers’ lives. 

Th e material is as pertinent today as ever.   

The training was originally written for 

production managers, yet the manage-

ment principles apply to anyone who 

is in a leadership role. Lirel determined 

that there were eight “disciplines” that the 

manager needed to practice in order to 

be a proficient manager. They are: Gen-

eral Management, Technical Knowledge, 

Goals and Objectives, General Organiza-

tion, Documentation, Communication, 

Delegation and Parts Control. In this ar-

ticle I am going to focus on the General 

Management discipline and how Lirel 

incorporated the management theo-

ries of Kenneth Blanchard and Spencer 

Johnson’s classic business book, The One 

Minute Manager. 

The General Management discipline 

is the foundation to the successful imple-

mentation of the remaining disciplines. 

General management is about managing 

your team members, and it’s is a skill that 

most of us are lacking. There are four things 

that will determine the success or failure of 

our team members: Skills and Ability, Sys-

tems and Rules, Training and Proficiency, 

and Supervision and Correction. 

The first slice is skills and ability. 

When you hire new team members, do 

you know what you are looking for? If 

I am hiring a body technician, I need 

to ask myself some key questions. Do I 

want a journeyman or do I want an ap-

prentice? Do I have time to train from 

scratch? Or will I need someone who 

has complete repair capabilities and 

will just need to be brought up to speed 

on my processes and procedures? The 

same would be true of any role that I am 

looking to fill. In order to do this I would 

need a skills inventory for all roles in my 

business. Abilities are harder to identify, 

as they are softer and would need to be 

determined through an interview. 

How you manage your team
will determine their success or failure

OPERATIONS // SHOP MANAGEMENT
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The second slice is systems and rules. 

Systems would be your Standard Operat-

ing Procedures (SOPs). Your shop should 

have written SOPs for all activities that 

take place in your business on a daily, 

weekly, monthly and annual level. SOPs 

are then used to train a new team member 

or a current member whose role is chang-

ing, and then troubleshoot and retrain if 

there is a failure. There are many sources 

available for general SOPs that are already 

written and can then be modified to fit 

your business. Your business rules (work 

hours, benefits, etc.) should be spelled out 

in your employee handbook. 

Slice three is training and proficiency. 

What training do you have in place for 

your new and current team members? 

New team members need to be trained 

on the SOPs that they will be using, along 

with your rules and any safety-related 

items. This training needs to take place 

before they start working. Other training 

requirements would be directly related to 

the team member’s roles and should be 

ongoing for all team members. If SOPs are 

changed or new SOPs are added, then the 

team members will also need to be trained 

and/or retrained. In order to measure pro-

ficiency, all team members need to have 

goals, and we as managers need to moni-

tor and report back to our team members 

on a regular basis on whether or not they 

are meeting those agreed-upon goals.

The fourth slice is supervision and 

correction. If we have done a good job 

on the first three components, then su-

pervision should be minimal, as we have 

done great ground work. Correction will 

need to happen at times, but there is a 

right way and a wrong way to correct or 

reprimand a team member. Most of us 

don’t know how to do it. 

The team member circle of success 

sounds great, but how do we train our-

selves and our managers to implement 

this in a busy shop environment? 

Lirel found that by helping owners 

and managers implement the three se-

crets of management from Blanchard 

and Johnson’s The One Minute Man-

ager, they could move the needle on in-

creasing their management skills. 

The first secret is one-minute goal 

setting. One-minute goal setting is the 

foundation of The One Minute Man-

ager and is the starting point to hav-

ing a highly successful team member. 

Goals should be established with new 

and existing team members on a regular 

basis, new members upon hire, and ex-

isting members when current goals are 

reached or when job roles change. When 

setting goals, look at using the S.M.A.R.T. 

goals method. S.M.A.R.T. stands for:

Specific — Make sure that the goal is 

specific to the team member’s role, and 

keep it simple. Goals for a new team mem-

ber could be as simple as being to work on 
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time for a certain number of days to build the correct behavior or 

completing outlined training modules with a passing grade in a 

specific time period. Senior team member goals would be more 

directed to meeting certain productivity numbers or advancing 

a specific skill set to the next level. 

Measurable — Goals need to be measurable in order to be 

tracked. You should work with the team member to establish 

their goals and how you will measure them. Remember to keep 

it simple so that the team member can tell where they are at any 

given time. A measurable goal for an office manager could be set 

for processing accounts payable or collecting receivables. Any 

goals set for a new member would be more lenient than with a 

senior staff member, as we want them to get some wins under 

their belt early to build good behaviors. 

Attainable — Goals need to be attainable by the team member. 

To set a goal with a team member to improve their efficiencies by 50 

percent in 30 days would be counterproductive and have a negative 

outcome. A better solution would be to set a goal on efficiencies 

improvement of 5 percent every 60 days over a 12-month period. 

Relevant — Goals need to be relevant to the team member’s 

task list and skill set. Setting an aggressive closing ratio goal for 

a new salesperson who is just learning the sales process would 

also be counterproductive. A better goal would be to establish 

a current closing ratio then work on 1 percent to 5 percent im-

provements over a 90-day time period.

Timely — As you can see, I have attached a timeframe mea-

surement to all of the sample goals. Having a timeframe forces 

the team member to make progress. I like 30-60-90-day goals. 

Starting with the end in mind, I break the goal into three chunks 

and then work with the team member to achieve that goal. This 

allows for wins during the process and opportunities to praise 

more often, which continues to build positive behaviors. 

Once the goals are set, the manager needs to make it clear 

that you will be watching the team member to make sure that 

they are achieving their goals, which leads us into the next secret. 

Secret two of The One Minute Manager is one-minute prais-

ing. The goal is to catch people doing something right and then 

tell them what they did right and how you feel about that. This is 

probably one of the hardest secrets to master, as most of us have 

been taught that the only time you hear from your boss is when 

you make a mistake. You assume that if you hear nothing, you 

were doing OK. Blanchard and Johnson wanted to change that 

behavior and focus on the positive. With a new employee, I would 

want to praise for simple tasks like showing up on time or cleaning 

their work area without being told. When I praise them for simple 

tasks, they see that I truly am watching and that I care about their 

success. With a senior team member, I would take a different path. 

I would praise for achieving goals ahead of schedule or for help-

ing a fellow team member with a task without being asked. This 

shows that team member that even if they have been with me for 

a long time, I am still watching, and I still care about their success. 

The third secret is one-minute reprimands. I feel that if you be-

come very good at the first two secrets, then the reprimand should 

rarely be needed. But if it is needed, there is a right way and a 

wrong way to do it. First of all, you want to make sure that what 

you are reprimanding for actually took place. Second, keep the 

reprimand short and to the point. Tell the team member exactly 

what they did wrong and how it makes you feel. Always attack 

the problem or the behavior and not the individual. When repri-

manding someone, always do it in private and never when you are 

angry. Always follow a reprimand with praise by telling the team 

member that you are not disappointed in them, just their behavior.

I have given you just a taste of this great business book. Think 

about how you could use The One Minute Manager methods 

in your personal life with your children or with a sports team 

you may coach. I have read and reread this book many times 

and have always picked up something that I can do better when 

I am practicing the three secrets. If you haven’t read it, dig up a 

copy and do so. If you have read it, reread it and then set a one-

minute goal for yourself to be a great one-minute manager. 

SHOP MANAGEMENT

BOB KEITH is the Senior Director of Compliance 

and Education for Assured Performance Network. 

He currently owns two CARSTAR franchises in both 

Nebraska and Kansas. 

bob.keith@assuredperformance.net
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A premium finish in half the time of typical glamour clears.

Get more cars through your shop while maintaining 

a quality appearance by using the world’s first Speed 

Glamour clearcoat. CC200’s significantly shorter bake 

time at lower temperatures and quicker reassembly 

means faster cycle times and lower energy bills.   

This adds up to greater profits for you.

FOR THE FIRST TIME EVER 

REQUEST A LIVE DEMO 
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GET EDUCATED ON 

REPAIR SAFETY

SHERYL DRIGGERS // Contributing Editor

E
very collision repair shop around the country needs 

to remember that our top priority is always the safe-

ty of our customers. Th is laser focus can become 

blurred in the daily routine of collision repair.  

If you are looking for easy and simple solutions, then the col-

lision repair industry is not for you. The failure to make safety 

your No. 1 priority can easily have results affecting the lives of 

those who come to you and put their trust in your work. That 

can take on even more meaning if that is your wife, husband, 

daughter or son driving off in the car you repaired, while cutting 

corners on safety. Understanding that nothing is more impor-

tant than safety, why not stroll through your shop and look for a 

few minutes at those whose livelihood depends on your success.  

You can stop reading here and move on to the next article 

if you believe this is too extreme. But, I hope you will join with 

me and others as we commit to help us all become even more 

aware of safety in the results of our industry. 

We must educate ourselves before attempting to educate 

our insurance partners. Do your research on every single claim. 

Never assume you know because of research you did last week, 

last month or last year. As the production of each new model 

incorporates new research on safety, so must you know those 

details to ensure your repair procedures have adjusted. You 

must know that you know the correct way to repair each vehicle.   

Have your research documented and ready to share quickly 

and seamlessly. When sharing your documented research, share 

confidently, yet humbly. The last thing that is productive while 

negotiating with an insurance representative is a condescend-

ing tone. Yet, it is important to remember the body shop is the 

expert. There has been a growing awareness nationally of the 

collision repair industry and our procedures, and it is our re-

sponsibility to research the OEM recommendations on how to 

You must research every repair to ensure
you know the exact fi x

OPERATIONS // REPAIR SAFETY
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Attention Paint Jobbers and Salespeople:

Are you tired of being taken advantage of regularly?

Has this happened to you?

•You built a new paint line from scratch, only to have the 

company sold to a “competing paint company.” Now, not 

only is the product starting to change but your 

built-from-scratch coatings line is given to the jobber 

that was competing against you.

•You sign up as an “exclusive” jobber for a paint line and the only

thing exclusive is you can’t sell anything else. And now you have

a new jobber with the same company cutting your prices or,

worse yet, suddenly a “fender-selling company” gets the line

 because they are a national account.

Maybe You Should Consider Southern Polyurethanes!

• We’re a clear, primer, solvent and additives company that 

allows you to choose what basecoat line you want to sell 

along with us, if any. 

• We don’t buy our way into the big body shops, nor are we 

looking for our next merger. Therefore, we don’t have 

significant price increases every year. 

• We won’t let anyone sell in YOUR territory, and we WILL NOT

sell to WD’s. 

• We will turn the shops in your territory that we are selling to now

over to you because we don’t have house accounts 

where we have a jobber.

If you’re an existing jobber or work for one and have a good

 relationship with the shops, give us a call. It doesn’t cost anything 

to talk, and you may end up controlling your financial security and

 future instead of being controlled by a paint company or a boss 

who can get rid of you on a whim.

Google us and check out why our shops and jobbers love us!

Southern Polyurethanes, Inc.  

southernpolyurethanes.com  spiuserforum.com

706-781-2220

ATTENTION 
Paint Jobbers 
and Salespeople
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REPAIR SAFETY

properly and safely repair every vehicle 

that comes in our door.   

It is also important to note that there 

are times when procedures are ambigu-

ous or the language used in the repair 

procedures leave room for grey areas. For 

example, “should” and “recommend” do 

not carry the same meaning as “required” 

or “must” when negotiating with an insur-

ance provider. Bottom line — it is our re-

sponsibility as the shop to repair vehicles 

the proper way no matter what DRP part-

nerships are involved. There is too much at 

stake to negotiate when it comes to safety. 

How to educate yourself

Th ere are multiple ways to start the re-

search process. First is with software in-

tegrations such as ALLDATA or one of 

the integration packages from your es-

timating software provider. Yet, we have 

found the best and most comprehensive 

resource is the manufacturer directly 

— www.oemonestop.com is a website 

where you will fi nd links to the manu-

facturers’ repair procedures and position 

statements. I-CAR off ers what is called 

Uniform Procedures for Collision Repair; 

however, it is important to note that their 

procedures should be used in conjunc-

tion with OEM repair procedures and not 

in place of OEM procedures.   

The key to negotiating is OEM 

repair procedures 

Educating ourselves is not the end-all. We 

then have the responsibility to negotiate 

a fair and safe repair with the insurance 

company involved. One of the biggest 

battles we have experienced over the last 

couple of years is vehicle diagnostic scan-

ning. Th ere have been levels of frustration 

that rose to new heights. How is it possi-

ble that we, the body shop, the expert, the 

one who is held liable for the safety of our 

customers in these vehicles, is told by an 

insurer, “We do not pay for scanning”? Do 

you sense my level of frustration? I hope 

every insurance provider is listening with 

ears wide open. Th e safety of our custom-

ers should always be top priority.   

In my experience, position statements 

have not been the deciding factor for a 

couple of our insurance partners to agree 

to pay for diagnostic scanning. We have 

submitted position statements with sup-

plement requests for pre- and post-repair 

scans and were told: “We do not pay for 

that. We didn’t pay for it before. Why 

does it all of a sudden need to be done?”    

When we pressed on the issue, the in-

surance representative/manager asked: 

“What will happen if we do not scan?”    

Our response was: “If we do not scan 

and determine what needs to be re-cali-

brated or what trouble codes have been 

triggered that are not seen, the vehicle 

could be in another accident and people 

may be hurt or worse.”   

The response from the manager of 

this insurance provider was: “We get sued 

all of the time.”   

I share this experience to say, no 

matter what, it is our responsibility to 

repair the vehicle correctly. As frustrat-

ing as this battle might be, I have some 

insight to share on negotiating to repair 

vehicles according to manufacturer rec-

ommendations.   

As I mentioned, manufacturer posi-

tion statements have not been the trigger 

for payment for a few insurance provid-

ers to pay for scanning. However, what 

we have found to be much more effec-

tive is to dig into the specific repair pro-

cedures to determine if a system needs 

to be queried, calibrated, etc. Since our 

shops use the asTech scanning option, 

which is a direct connection to the man-

ufacturers’ scan tools, these functions 

can be completed during the scanning 

procedure.   

For example, on a 2012 BMW 328i, if 

the bumper cover is removed, the manu-

facturer repair procedures state that the 

lane change assistance control module 

must be calibrated again. Hence, our es-

timate reflects a line item that itemizes 

this procedure, rather than a line item 

that simply states Pre- and Post-Repair 

Scan or Health Scan.   

Take a 2011 Honda Element. Honda’s 

repair procedures indicate that there 

must be a Seat Operational Check After 

Vehicle Collision. According to Honda re-

pair procedures, “This inspection checks 

the seat weight both empty and with the 

calibration weights on the front passen-

ger’s seat to fully check the seat weight 

sensor’s operation. This check should 

be done after ANY collision, even if the 

airbags did not deploy.”  

 Please note the “ANY” in the above 

paragraph is found in Honda’s repair 

procedures just like that  — in ALL CAPI-

TALIZED letters.    

When negotiating with the insurance 

provider, submit a copy of the OEM repair 

procedures to document and support the 

repair plan/estimate for each claim.   

You will see the two examples I refer-

enced today are not on 2016, 2017 or 2018 

models. It is essential to research repair 

procedures on every single repair every 

single time. Vehicle diagnostic scanning 

is one example I chose to highlight in this 

article. OEM repair procedures must be 

consulted when making repair vs. replace 

decisions, sectioning decisions and every-

thing related to the repair.   

We are in the business to protect the 

lives of our customers through safe and 

proper repairs. Always research OEM re-

pair procedures and if you come to a dead 

end, ask for help. There is a tremendous 

amount of resources available to help us 

find this information. Call the manufac-

turer technical line, submit an inquiry to 

I-CAR or contact organizations such as 

VeriFacts. But please do not take the easy 

road, because when that happens, it puts 

the lives of consumers in danger should 

that vehicle ever be in another accident. 

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



Nothing compares with genuine when you 

expect reliability.

Designed to meet the demands of Kia’s specifications, look no further 

than Genuine Kia collision parts. Going with Kia is the best way to 

ensure easy installation, precision fitting, durable reliability and value. 

Backed by the Kia warranty,* our parts give added confidence when 

you’re on the road or away from it. 

* Kia Genuine collision parts sold by an Authorized Kia Dealer under warranty are covered for the greater of (1) the duration of the New Vehicle Limited Warranty or (2) the first 12 
months from the date of installation of the Kia Genuine replacement parts or 12,000 miles. Labor charges not included when not installed by an Authorized Kia Dealer. Warranty is 
limited.  See Kia’s Replacement Parts and Accessories Limited Warranty for further details.
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like no other.
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You have the power to make life 

happen because of you
DO NOT LET WHAT SOMEONE ELSE WANTS BE THE DRIVER OF YOUR LIFE 

MIKE JONES // Contributing Editor

M
any of us go through 

our day managing per-

sonal and professional 

relationships by putting 

out fires, keeping things in order and 

not rocking the boat. We react to things 

in our lives, pretending as if everything 

is fi ne as we make it through each day.  

Quite often our focus is on surviving 

the challenges at work and at home as we 

manage expectations others have of us. 

In order to make life happen because of 

you, you cannot wait for someone to open 

a door for you. You must choose to open 

the door for yourself, and in some situa-

tions, you may need to create the door. 

If you are not deliberately making life 

happen because of you, then it is hap-

pening to you. If you are waiting for life to 

happen to you and not getting what you 

want professionally and personally, you 

probably feel like a victim and are blam-

ing someone or something else for your 

life experiences. If the choices  made re-

garding your life at work and at home are 

not focused on what you want, then what 

someone else wants for you is the driver.

The power to make life happen because 

of you is in your hands. 

One of my favorite words is deliber-

ate, defined as “done with full awareness 

of what one is doing; conscious, inten-

tional, purposeful, willful.” In order to 

take more deliberate, purposeful, inten-

tional steps, you will need to know where 

you are going. 

I presume you do not want to just sur-

vive at work and home. My suggestion is 

you deliberately focus on thriving in both 

your professional and personal life. 

What does it mean to thrive? Create 

a picture of you thriving in your profes-

sional life. Describe it in great detail. Feel 

the emotions associated with visualizing 

that success. How do the people in your 

life benefit from you deliberately making 

that picture a reality? 

Now create a picture of you thriving in 

your personal relationships. What risks 

are you taking to get what you want? 

Let this play out as if you are watching 

a movie, telling a story of something that 

has already occurred. 

Until you know what you want profes-

sionally and personally, you will not be 

able to take deliberate steps. 

So what do you want? What commit-

ments will you make to get it? 

I am going to offer you 10 things you 

can do deliberately to best your best pro-

fessionally and personally. Many of you 

will read this list and immediately cre-

ate a negative conversation with yourself 

about it. Let me be clear about something: 

if you want something you’ve never had, 

you need to make a commitment to do 

a few things you’ve never done, or in this 

case, may not have done successfully. 

I have a daily affirmation that you can 

use shamelessly: “I will not be defined by 

my yesterday; today I begin again.” 

Here are 10 things to deliberately do 

TODAY to make life happen because of you: 

1.  Deliberately start your day reading 

something positive. 

2.  Deliberately make your bed in the 

morning. 

3.  Deliberately eat a healthy meal to 

start your day. 

4.  Deliberately do physical exercise. 

5.  Deliberately tell one person some-

thing you love about them (signifi-

cant other, parent, child or a good 

friend).

6.  Deliberately learn something 

new today. 

7.  Deliberately best your best in some 

area at work today. 

8.  Deliberately catch someone doing 

something RIGHT today. 

9.  Deliberately smile several times 

today. 

10.  Deliberately repeat 1-10 again

 tomorrow. 

Life is a different game when you con-

sciously take deliberate steps towards 

the things you want in life. Take the time 

to actually think about what you want, 

visualize your success and go outside 

your normal routine to make it happen 

because of you.

SUPPORTERS

MIKE JONES is the 

founder and president 

of Discover Leadership 

Training, a next-level 

leadership development 

solutions company in 

Houston, Texas. He encourages others to 

create a better version of themselves by 

realizing their untapped potential. 

mikej@discoverleadership.com
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GMC CANYON CUSTOMER FACING 

INTERMITTENT BRAKE LOCKUP 

VEHICLE: 2005 GMC Canyon, 4WD, 

L5-3.5L, VIN 6, Automatic Transmission

MILEAGE: 198,003

PROBLEM: This vehicle came in to the 

shop with the antilock brake warning 

indicator on. The technician connected 

a scan tool and pulled the codes listed 

below. They test drove the vehicle 

and confirmed that the brakes would 

intermittently lock up.

• C0221 –  Right Front ABS Channel in 

Release Too Long

• C0040 –  Right Front Wheel Speed 

Sensor Circuitomatic 

Transmission

DETAILS: With the scan tool, the 

technician observed that the right front 

wheel speed sensor PID would drop 

out and the signal was erratic. After 

inspecting the right front wheel speed 

sensor and the hub assembly, he found 

that the wheel hub was damaged.

CONFIRMED REPAIR: The hub 

assembly was replaced, the DTCs 

cleared and the vehicle test driven. No 

DTCs returned and the brakes operated 

normally. 

This tech tip and others come from ALL-

DATA Tech-Assist, a diagnostic hotline 

of ASE-Certified Master Technicians. 

Whatever technicians need — from cre-

ating alternative diagnostic strategies to 

providing step-by-step repair assistance 

— the Tech-Assist Team can deliver. 

Learn more at ALLDATA.com.
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TECHNICAL // TRAINING

ENSURING SAFETY IN 
MODERN VEHICLES 

WHAT TO KEEP IN MIND WHEN PLANNING FOR CALIBRATION AND ROAD TEST REQUIREMENTS

SEAN GUTHRIE // Contributing Editor

I
n the early 1800s, engineers 

and entrepreneurs worked to 

construct the first horseless 

carriage. In 1885, Carl Benz 

was the first to produce and patent a 

gasoline-powered automobile. Thirty 

years later the one-millionth Model T 

rolled off of Henry Ford’s production 

line. In 1959, Volvo introduced the 

modern three-point safety harness; 

and in 1968 it became a requirement 

by the US Department of Transporta-

tion. Airbag development began in the 

‘60s and were fit to some GM vehicles 

as early as 1974. Mercedes-Benz pio-

neered the modern airbag with their 

release in 1981. Legislation for all 

new vehicles to have airbags, for both 

front seats, occurred in 1998.   Safety 

technology hasn’t been the only de-

velopment since 1885. Before the year 

2000, the throttle cable was replaced 

by servos and wires and with the ad-

vent of hybrid cars came the need for 

brake-by-wire technology. Between 

2000 and 2005, more technology was 

introduced; Toyota took brake-by-wire 

a step further with radar cruise control; 

Volvo pioneered blind-spot monitor-

ing; and Honda introduced Lane Keep-

ing Assist. In 2009, Google got into the 

autonomous car game and in 2011 Ne-

vada was the first state to license an au-

tonomous vehicle. Tesla had a car with 

level 3 autonomous capability in 2015 

— the same year Google gave the first 

driverless car ride. This year Google is 

giving free autonomous car rides in the 

Phoenix area and Congress passed the 

first — of what is expected to be many 

— laws around autonomous vehicles 

with the “Self-Drive Act.” 

It is said that electronic technology 

doubles every 18 months. Looking at 

the progression of ideas to reality, it 

becomes apparent that automobile 

technology is no different. Any idea 

to make our lives easier or safer ul-

timately becomes reality. Another 

component to the evolution of the 

automobile is that any time those ad-

vancements are proven to be safer, they 

PHOTO: SEAN GUTHRIE
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become law. In 2016, the first casualty 

occurred in a vehicle driving itself in 

a Tesla Model S. At that point Tesla 

stated, “The first known fatality in just 

over 130 million miles where Autopi-

lot was activated.” Compare that to the 

average fatality rate of 1.25 deaths per 

100 million miles of a regular vehicle 

driving, according to the NHTSA. Au-

topilot is therefore 25 percent safer and 

is continuously and rapidly evolving. 

Google has stated that their vehicles 

have driven 3 million miles and have 

only reported one crash where they 

were at fault. The autonomous vehicle 

is coming, and when lawmakers decide 

it is safer, it will come even faster. Do 

not be surprised when autonomous 

vehicle technology is a requirement.  

The technology required for au-

tonomous driving is here today and 

components are equipped to more 

cars than you may think. This tech-

nology takes precision for all vehicle 

systems to work flawlessly together. 

Cameras and sensors must read con-

ditions with pinpoint accuracy in mil-

liseconds. Throttle body servos slow 

the engine speed, hydraulic systems 

apply the brakes, and electric motors 

adjust the steering wheel all simulta-

neously as the three or more cameras 

signal the reason for action. All these 

systems must work together exactly 

as designed — a task difficult under 

perfect undisrupted conditions made 

even more challenging after an acci-

dent. How can body shops ensure that 

this technology works after a collision? 

How can body shops prepare for the 

inevitable responsibility imposed by 

legislation to ensure these safety items 

work as designed?

This technology takes huge invest-

ment in training, equipment and shop 

space — more so than any other new 

technology has ever required. Train-

ing from I-CAR with advanced driver 

assistance systems (ADAS) includes 

8 specific courses since 2015, repre-

senting nearly 25 percent of all new 

classes, with the majority of the other 

75 percent mentioning ADAS but not 

specifically being an ADAS class. 

The body industry has never expe-

rienced a larger need for investment in 

equipment and training. Pre- and post-

repair scanning is the first small step to 

ensuring proper repair of any ADAS, 

but there is so much more. 

Becoming familiar with items like 

dynamic calibration, static calibration 

and the correct way to road test is im-

perative. In short, dynamic calibra-

tion is done when the vehicle is being 

operated under strict conditions. A 

static calibration is done inside a 

controlled environment, usually with 

exactly positioned targets. Road tests 

are another new hurdle — gone are 

the days of grabbing the keys, getting 

to freeway speed and checking for an 

air leak and a level steering wheel, and 

then five minutes later parking the car 

and having it ready for customer pick-

up. Take the Ford F-150 for example, 

the No. 1 sold vehicle in America in 

2016. When an F-150, or any other 

Ford vehicle, repair procedure re-

quires a drive cycle, it is a minimum 

30-minute task. It consists of driving 

the vehicle between 48-65 mph for 

at least 10 minutes; driving in stop-

and-go traffic, including five cruising 

speeds ranging from 25-45 mph over 

a 10-minute span; accelerating from 

a stop to 45 mph 8-10 times; acceler-

ating to 65 mph then coasting to 45 

mph; and finally accelerating to 45 

mph, then to 65 mph, then decelerat-

ing to 45 mph while holding throttle 

steady for 5 seconds in between. Cali-

brating these systems make delivering 

this complicated road test seem ever 

so simple.  

There are three systems you will 

most commonly encounter. They are: 

blind spot monitoring, lane watch and 

frontal collision avoidance (also used 

for dynamic cruise control). Each sys-

tem for every vehicle model has specific 
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THE TECHNOLOGY REQUIRED 

FOR AUTONOMOUS DRIVING 

IS HERE TODAY AND 

COMPONENTS ARE EQUIPPED 

TO MORE CARS THAN YOU 

THINK. THIS TECHNOLOGY 

TAKES PRECISION FOR ALL 

VEHICLE SYSTEMS TO WORK 

FLAWLESSLY TOGETHER. 
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dynamic or static calibrations. The Ford 

F-150 lane watch system has to be cali-

brated with a scan tool and a drive cycle 

and is arguably the easiest to calibrate 

and to ensure it is working correctly. 

This, however, does not take into 

consideration the calibration of some 

nine odd cameras some F-150 models 

boast. Most other manufactures utilize 

a static calibration with the vehicle sta-

tionary in a shop stall. A vast majority 

of these vehicles require substantial 

space. Therefore, a two-car extra deep 

stall with the car parked in the center 

may be required. 

Utilizing a plumb bob, you will es-

tablish the vehicle centerline, typically 

centering off of the vehicle’s front and 

rear emblems. This requires verifica-

tion of exact emblem installation. From 

there, multiple exact measurements 

are made and targets placed. Once the 

stall is properly set up, nothing can dis-

rupt the calibration — no one can walk 

through the sight range of the sensor; 

therefore, it is a good practice to rope 

off the stall. After the stall is secured 

and targets aligned, the system can be 

placed into learn mode; this is done ei-

ther through the onboard computer or 

through a scan tool. When the sensors 

read the targets and learn their new set 

points, they are “calibrated” and now 

must be verified. 

After repairs are complete and all 

calibration is finished, you must en-

sure that all systems are functioning 

correctly. Most manufacturers have not 

published proper testing procedures 

for their ADAS components. How do 

you know when you have completed 

calibration correctly? Think about per-

forming an alignment. When an align-

ment is finished, the first step is always 

to drive the car and ensure it drives 

straight and the wheel is perfectly flat. 

If it is off at all, you drive it back on the 

rack and perform another alignment. It 

is a very easy check and balance. 

Now we are being asked to set up 

targets to exact measurements in iso-
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AT YOUR TOYOTA DEALER 

CALL TODAY!
www.toyotapartsandservice.com

* Price reduction based upon pricing for prior  
generation Genuine Radiators & Condensers 

ROAD TESTS ARE A NEW HURDLE 

— GONE ARE THE DAYS OF 

GRABBING THE KEYS, GETTING 

TO FREEWAY SPEED, CHECKING 

FOR AN AIR LEAK AND A LEVEL 

STEERING WHEEL AND THEN 

HAVING IT READY FOR PICK UP.
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lated, controlled areas. We are hoping for a near-perfect 

storm and when everything is completed, there are no magi-

cal dings, no flashing signs of job well done, and no check 

and balance. 

Even though there are no exact testing procedures, we 

cannot simply perform the calibration and park the car 

marked ‘ready’ for the customer. All of these systems cost 

money to engineer, produce and equip and those costs are 

added to the vehicle sales price. With an increased sale 

price there is always a sales pitch for them. If a car is going 

to sell for more money, then it must be worth more to the 

consumer. The manufacturers promote those systems and 

also produce documentation on how they work. Reading 

the manual, going online and reading the car’s promotional 

material, or calling the customer to inquire how their sys-

tems work are all options. Once we know how the systems 

are supposed to work, extensive driving must be performed 

to ensure they work as intended.  

Subletting these requirements to the dealer may seem 

like an easy out. Unfortunately, most dealerships are strug-

gling just as much or more than the collision repair industry. 

Even the best dealerships fall behind with new equipment 

and training. 

Recently a current model domestic vehicle spent a 

month’s time at our local dealership as the new systems were 

trying to be accurately fixed. Sadly, after all of the delay, the 

customer’s vehicle had to be brought back in when an MIL 

came on a week after delivery. 

Ronald Regan once said “Trust, but verify,” which is a per-

fect example of the need to perform complete and thorough 

road tests to ensure that all work is performed correctly no 

matter if that works was performed in-house or not!

What is the right answer? First, using every tool avail-

able is a must. RTS I-CAR is a great place to start for current 

model year vehicles. If available, this will inform you on what 

systems may be encountered and if those systems require 

any calibration due to work being performed. Ultimately, 

nothing replaces OEM repair procedures. Whether you are 

removing and installing a bumper cover or replacing a frame 

rail, extra calibration may be required. Researching each step 

of the repair and finding the OEM repair procedures is the 

only way to ensure that the repair will meet OEM guide-

lines. During the estimate process, the requirements needed 

for calibration should be accounted for, such as clear and 

defined space, required tools and proper training. Always 

identify these needs at the time of the estimate. If you do not 

have the space, equipment or training for these procedures, 

this must be identified at the time of the estimate. 

Purchasing equipment or scheduling sublet repairs as 

early as possible will result in the best cycle time. Any time 

sublet repairs take place, the customer needs to be aware 

that their vehicle is outside of your control. This may mean 

days, weeks, even months of delay. You lose all control when 

any car leaves your facility. Keep in mind when you sublet re-

pairs you still assume responsibility for any work performed. 

This means you need to take all steps possible to ensure that 

those repairs were completed correctly.  

The collision repair industry is changing. No longer are 

we just vehicle repair specialists. We are now electrical re-

pair specialists requiring knowledge in a vast array of ever-

evolving fields. Technicians must have working knowledge 

in computer programing, electrical engineering and must be 

capable of the tedious and strenuous research to accomplish 

a safe and correct repair. Technology is ever changing and 

as new safety components become standard, the collision 

industry is being forced to make an extreme investment. 

SEAN GUTHRIE is the director of operations for 

Car Crafters Collision Centers in in Albuquerque, 

NM. Sean oversees the seven locations handling 

their DRP and OEM relationships. Sean is I-CAR 

platinum, ASE certified, multiple OEM trained and 

sits on two advisory boards. 

sean@carcrafters.com
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AS FUTURE 

VEHICLES become 

autonomous and 

shared, they will 

require designs that 

are more durable 

and easy to repair.

TECHNICAL // METAL SHOP

THE FUTURE AND 
STEEL’S ROLE

JODY HALL // Contributing Editor

T
he automotive market is con-

stantly evolving to keep up 

with consumer demands as 

well as government regula-

tions. In addition, major automakers are 

competing for business globally. Th ese 

factors create an environment for inno-

vation, driving the latest industry trends 

in connected and autonomous vehicles. 

A connected vehicle simply means 

the vehicle is equipped with internet 

access and also typically with a wireless 

local area network, or use short-range 

radio signals to communicate. This 

technology allows the car to share in-

formation among devices inside as well 

as outside the vehicle. Although initially 

applied for occupant convenience and 

entertainment, this technology is ex-

panding to include vehicle-to-vehicle and 

vehicle-to-infrastructure communication 

to enable cooperative safety.  

Autonomous vehicles are self-driving, 

or as defined by the National Highway 

Traffic Safety Administration (NHTSA) 

as vehicles without direct driver input 

or monitoring to control the steering, 

acceleration and braking while operat-

ing in self-driving mode. With the use of 

advanced sensors and on-board com-

puters, these vehicles will be capable of 

transporting people or goods without the 

active participation of a driver or anyone 

in the driver’s seat. 

All of this technology sounds prom-

ising, but automobiles are already large 

investments. The average vehicle cost 

has increased to more than $34,000 —up 

57 — percent in the past 20 years, even 

though there has only been an average 

of 21 percent increase in new car buyers’ 

income in the past 20 years. Thus, the ad-

dition of sensors and other enablers for 

connected and autonomous vehicles will 

increase the price and jeopardize the af-

fordability to the average household.

 Because of the high cost of owning 

a vehicle, consumers are moving away 

from wanting to purchase a vehicle. 

Think about how often your car or truck 

is parked. The average vehicle is driven 

less than 300 hours per year, meaning a 

car is parked for more than 96 percent of 

the time. Many consumers prefer to pay 

only for the time they use a vehicle, thus 

the creation of ride-sharing. This con-

cept is being applied currently to rental 

cars and even ride-hailing services such 

as Uber or Lyft, and is expected to grow 

rapidly in major metropolitan areas 

where parking is costly and not easily 

PARTNERING NEW VEHICLE TRENDS WITH STEEL INNOVATIONS

PHOTOS: JODY HALL
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accessible. In addi-

tion, insurance rates 

are higher because of 

the increased num-

ber of fender benders 

and theft.  

Although heavily 

populated areas ap-

pear to be obvious choices for driverless, 

connected and/or shared vehicles, people 

living in less populated areas may actu-

ally have longer commutes for work, en-

tertainment and shopping. Without the 

infrastructure of public transportation, 

they cannot use their commuting time to 

reply to emails, read a book or catch up 

on a favorite show. They must pay atten-

tion and drive their vehicle. Autonomous 

vehicles will allow them more time to do 

other activities while their car is being 

driven without additional distractions. 

There seems to be a race among not 

only traditional automakers, but also 

technology companies like Google, Apple 

and Amazon, to develop connected and 

autonomous vehicles. Driverless test ve-

hicles are already on the road functioning 

as ride-hailing services in a few major cit-

ies. It will not be long until this technology 

is produced in high-volume production 

and for consumer purchase. 

With the trend toward connected 

and autonomous vehicles, many ques-

tions arise. How will these technologies 

change today’s vehicle design and manu-

facture? Will vehicles look significantly 

different? Will there no longer be a need 

for safety features such as airbags, crash-

worthy structures and seat belts? How 

will this affect the purchase, leased or 

shared price of a vehicle? Will vehicles 

still require structural materials to meet 

performance demands? How will this 

impact repair? 

Today’s average car or truck contains 

about 50 percent steel. The majority of 

steel is in sheet form used for the body 

structure and closures (i.e., doors, hood, 

fenders and deck lids or lift gates) along 

with some chassis and suspension com-

ponents. These vehicle systems provide 

styling, ride and handling performance, 

crash protection and durability. The use 

of steel in these applications provides a 

cost-effective solution. Let’s take a look at 

how the design and manufacture of ve-

hicles may or may not change with these 

future trends. 

Safety

One assumption regarding connected 

and autonomous vehicles surrounds 

safety improvements as a result of re-

duced collisions. Many debate whether 

connected and autonomous vehicles will 

eliminate collisions altogether. Certainly 

this technology will lead to signifi cant re-

duction in collisions; however, complete 

elimination cannot be guaranteed.   

The average life of a vehicle on the 

road today is more than 11 years, and the 

average turnover rate is 14 years, indicat-

ing a maximum vehicle age. Therefore, 

it will take at least 14 years after all new 

vehicles sold are autonomous before 

crash regulations could be eliminated. 

However, this is only the average life of 

a vehicle. This does not include vehicles 

older than 11 years, nor does it include 

METAL SHOP

57% increase in cost of a 

new car in the past 20 years

21% average increase in income of 

new car buyers in the past 20 years

THE AVERAGE VEHICLE COST has gone up 57 percent in the past 20 years, though new car buyers’ income has 

only increased an average of 21 percent in the same time period.
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collector vehicles. Therefore, it would 

realistically take at least two decades be-

yond 100 percent autonomous vehicle 

sales before regulations are relaxed. In 

the meantime, all vehicles would need 

to comply with current requirements. 

In addition to vehicles colliding with 

each other or other objects, we also need 

to consider other accidents, such as ani-

mals running in front of cars or trees fall-

ing onto a vehicle during a storm. Will 

sensor technology be able to process 

these incidents as quickly and success-

fully as collisions with vehicles? What if 

swerving to avoid a or deer makes you 

collide with a building or another car? 

Will all obstructions be avoidable?   

These safety questions will not impact 

the body structure currently, as it does 

more than provide crashworthiness. 

Along with the chassis and suspension 

systems, it provides the ride and handling 

experience. To reduce the requirements 

of structural materials such as steel in 

these applications would assume high-

quality, well-maintained surfaces for 

all roads your vehicle will encounter. In 

addition, road lane markings must be 

maintained along with signage and other 

markings the vehicle will be monitoring. 

All of these components need durability 

to withstand various road conditions and 

even the imperfections of human drivers, 

such as hitting curbs.  

Durability

Durability needs will also increase with 

ride-sharing services. Shared vehicles 

will certainly be driven signifi cantly more 

than the average personal vehicle today 

(10-15,000 miles per year). In addition, 

drivers of shared vehicles may not take 

as much care in the use of a vehicle they 

do not personally own. To keep these ve-

hicles in service, providers will want to 

saturate their fl eets with high-durability 

cars and trucks. 

Other body structure functions are 

to provide the framework for closures. 

Consumers are showing a desire to op-

timize the interior space of their autono-

mous vehicles differently such that the 

car interior resembles more of a small 

family room with seating facing center 

(verses forward). This may change the 

way passengers enter and exit a vehicle, 

thus changing the body side design. This 

could include elimination of the center 

pillar, which would require more struc-

tural performance from the surrounding 

components. The overall structure will 

also need to provide areas to package sen-

sors and protection from damaging these 

sensors. Minor fender benders today are 

more costly because of current high-tech 

headlight and taillight designs requiring 

expensive unit replacements. This can 

also be the case in the future for sensor re-

placements if they are not well protected 

in minor collisions.

As future vehicles become autono-

mous and shared and require designs 

that are more durable and easy to repair, 

automakers will provide vehicles de-

signed for repair. This will require struc-

tural components designed for repair at 

specified factory cut lines; with the use of 

innovative repair joining technology; or 

could require a complete replacement of 

an integral sub-system, like the aforemen-

tioned door ring. Working with steel, the 

automaker will continue to provide cost 

effective solutions to the repair commu-

nity and consumer.

Other advantages

In addition to the cost of the sensor and 

computing technology required to suc-

cessfully implement connectivity and 

autonomy, the cost of zero emissions 

powertrains is adding signifi cantly to the 

total price of the vehicle. One way to help 

counteract the large investment in sen-

sors and batteries is to lightweight body 

and chassis components with advanced 

high-strength steel (AHSS). Th e high value 

of steel over competing structural materi-

als helps balance these costs to achieve a 

fi nal optimized cost to the consumer. 

In addition to performance and cost 

benefits, steel has many environmental 

advantages. When evaluating the full im-

pact of any vehicle on the environment, 

the entire life cycle must be considered. 

Vehicle life cycle assessment is the analy-

sis of greenhouse gas emissions and en-

ergy from vehicle production, including 

the manufacture of the materials and as-

sembly of the vehicle, through its use and 

finally through its recycling at end-of-life.  

As automakers deliver more and more 

zero and partial-zero emissions vehicles, 

this removes emissions from the middle 

phase of the life cycle (although techni-

cally moving the emissions to an alternate 

power source — for example, recharging 

Mid-

Range 

CO2e

Estimated Part

Weight (kg)

1.9 100

1.9 75

8.9 67

16 50

22 45

Mild Steel

AHSS

Aluminum

Magnesium

CFRP

Production Emissions:
Accounting for Mass Reduction

190

143

596

2300

990

Source: World Steel Association. “Steel in the Circular Economy.” 2015

50% steel 

contained 

in vehicles

TODAY’S AVERAGE CAR or truck 

contains about 50 percent steel.

LIGHTWEIGHTING WITH STEEL will save signifi cant amounts of unnecessary emissions over 

lightweighting with these other materials.
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batteries for elective vehicles or produc-

ing hydrogen for fuel cell vehicles). This 

leaves the production phase and end-of-

life recycling for emissions analysis.  

Production of steel is significantly 

more energy efficient than alternate 

body and chassis materials such as 

aluminum, magnesium or carbon fiber. 

Thus, it’s also lower in emissions to pro-

duce. Therefore, lightweighting with 

steel will save significant amounts of un-

necessary emissions over lightweighting 

with these other materials.  

At the end of life, steel also has a sig-

nificant advantage, as it is the easiest 

material to recycle and in fact the most 

recycled material in the world. Steel is 

easy to sort because of its magnetic prop-

erties. It also can be re-melted into any 

of the other several hundred automotive 

sheet or bar steel grades. This is not the 

same for aluminum. For the highest value 

of recycled aluminum, the alloys must 

be sorted and re-melted by very spe-

cific groups. If various sheet aluminum 

grades are mixed or if they are mixed 

with extrusions and castings, this results 

in downgrading the re-melted mixture. 

Therefore, to make more sheet grades, 

more primary aluminum must be pro-

duced from its ore, which significantly 

increases emissions. 

With these advantages in production 

and end-of-life for steel, it does not make 

environmental sense to lightweight with 

alternate materials. Doing so would defi-

nitely lead to unintended consequences 

to the commitment to reduce green-

house gas emissions. 

In summary, the innovation in the 

steel industry has been strong during 

the past several decades of collabora-

tion with automakers. This partnership 

has led to more than 200 grades of sheet 

steel delivering the best performance 

for each individual application. By in-

creasing strength of steel, the industry 

has benefited in higher performing parts 

with lower mass without major changes 

in manufacturing infrastructure. New 

AHSS grades, referred to as third gen-

eration AHSS (3rd Gen AHSS), continue 

the advantages of high strength along 

with high elongation to give engineers 

more part design flexibility. All of this is 

done at the lowest cost to automakers 

and the highest value to consumers. It 

is no wonder why steel has been an ef-

fective material for vehicles of yesterday, 

on the road today and maintaining its 

value for tomorrow.  

METAL SHOP

DR. JODY HALL is 

the Vice President of the 

Automotive Market with the 

Steel Market Development 

Institute. 

kkazcanowski@steel.org

AFTER A COLLISION, IT 
PAYS TO USE HYUNDAI 
GENUINE PARTS.

Your company’s reputation is priceless. So why risk 

damaging it, and your future, by using counterfeit collision 

parts that simply can’t deliver the same look, fit, reliability 

and warranty coverage as the originals? Using Hyundai Genuine 

Parts consistently protects your reputation and virtually 

guarantees a satisfied customer. So spec Hyundai Genuine 

Parts instead. And prevent far worse damage from happening 

after an accident.

For more information on Hyundai’s Consumer awareness 
campaign and a crash course in collision, go to HyundaiUSA.com/
ConsumerAwareness.

HyundaiUSA.com

Hyundai and Hyundai model names are registered 
trademarks of Hyundai Motor Company 
and Hyundai Motor America.  All rights reserved. 
© 2016 Hyundai Motor America.

Non-OEM Part

2011 Sonata subject to NCAP protocol testing at an independent facility.

Hyundai Genuine Part
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MARKETPLACE

PRODUCTS & SERVICES

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

Generate sales leads, maintain market 

presence, conduct market testing, promote 

existing lines, introduce new products and 

services, or recruit the best.

MARKETPLACE OFFER YOU AN EXCELLENT  

RETURN ON INVESTMENT!

Call Keith Havemann at 

Ph: 310-857-7634 

Fax 310-943-1465 or

  E-mail: Keith.Havemann@ubm.com

FOR MARKETPLACE OR 

CAREER OPPORTUNITY 

AD RATES/PLACEMENT: 

Work For You!

Let Marketplace Advertising

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 

acknowledgements and recognitions to enhance 

your marketing strategies.

Content Licensing  

for Every

Marketing Strategy

t Outdoor
t  Direct Mail
t  Print Advertising

t  Tradeshow/POP Displays
t Social Media
t Radio & Television
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WATERBORNE BREATHABLE AIR 

COMBO SYSTEM

Martech Services Company’s Model 50-

WB is designed to work with your existing 

compressed air source to properly fi lter and 

monitor the compressed air for Grade “D” 

Breathable Air. This system also provides 

Ultra Clean & Ultra Dry Air for use in spraying 

waterborne or solvent-based paints. This system can handle up to 

two painters at the same time. The Model 50-WB is a 50 SCFM 

system and is also available in an 80 SCFM system.

WWW.BREATHINGSYSTEMS.COM

MEASURING SYSTEM WITH CABINET

Blackhawk® now offers Shark® 3 platinum 

and standard models, which utilize a 

toolbox-style cabinet to organize, protect 

and store the electronic frame measuring 

system. The Shark 3 platinum model uti-

lizes a toolbox-style cabinet featuring four 

locking chrome spoke casters to keep the unit secure during the 

12-control point live active measuring process. The new software 

features a unique interactive, image-based vehicle database that 

includes VIN decoding with the use of a scanner.

WWW.BLACKHAWKCR.COM

FLEXIBLE SANDING BLOCKS

Motor Guard has introduced a fi rst of its kind 

line of fl exible sanding bars for detail sanding 

applications. These new blocks are constructed of a dense yet 

fl exible compound that allows bending to suit body profi les while 

maintaining a fi rm and durable backing for highly effective sanding. 

The new blocks are available in three styles, the Rectangular Block 

(FB-1) for fl at sanding and tight corners, the Double D Block (FB-

2) with radiused sides for sanding inside contours, and the Curved 

Block (FB-3) for complex body lines and details, or a see-through 

pegboard display of all three, the AP-6 Flexi-BlockTM Assortment.

WWW.MOTORGUARD.COM

INDUCTION HEATING TOOL

The INDUCTOR® MAX™ is the most 

powerful Induction heating tool bringing 

portability to auto body professionals 

looking to reduce cycle times. Removes 

automotive glass, weatherstripping, 

adhesives, seam sealers and spray-on 

bedliners while also instantly heating 

seized hardware, nuts or bolts for quick 

release. Shops tell us they save a full hour in labor when removing 

seam sealers with the INDUCTOR MAX.

WWW.THEINDUCTOR.COM
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The evolution of auto body repair
Changes, challenges and what’s next for the industry

C
ollision repair always seems to have 

a “hot topic.” Two years ago, every-

one was talking about aluminum. 

Last year, it was scanning. Now, it’s 

all about the make-up of vehicles and increased 

advancement in telematics.  

My brother, Johnny, and I own an auto body 

shop just south of San Francisco. The way that we 

run our shop has significantly changed, and as 

technology evolves, it’s more important than ever 

that we stay one step ahead. 

Recruit a team that is both qualifi ed 

and technical 

With an emphasis on research and knowing the 

exact anatomy of a vehicle — which can include 

automatic parking; parking sensors; front, rear, pas-

senger side or 360-degree cameras; millimeter wave 

sensors; adaptive cruise control; blind spot safety 

warning; convenience keys; lane assist down to pressure warn-

ings; back-up cameras; and sensors — you need to be thoroughly 

acquainted with a vehicle before you can disassemble it. 

On a regular basis, my shop receives a wide range of vehicles. 

The hunt is on for information, as each model needs to be indi-

vidually researched. You can start with the vehicle identification 

number but, more often than not, it’s not enough. Each vehicle 

needs to be thoroughly researched as part of the standard routine. 

It completely changes the qualifications of your estimators and 

even your technicians. The repair planner or back-end estimator 

has to properly research all the required repair steps involved and 

provide that information to the repair team. 

Develop a process and write everything down 

Document any extra steps that might be required to ensure accuracy 

of the repair. Will you need to disconnect the battery? If that’s the case, 

a test drive could be needed to recalibrate the windshield-mounted 

cameras that detect the street lanes.  Th e best way to keep procedures 

consistent is to construct a playbook. Write the steps down from the 

start of the repair — the research — down to handing the keys back to 

the customer. It is vital to reference the OEM procedures.  

Become involved in the industry

Are collision shops prepared for the changes ahead? Th e best 

thing we can do as shop owners is to become in-

volved in the industry and remain updated on all 

changes as they are released. Th e best way to do this 

is through association meetings, I-CAR training and 

by pursuing relevant certifi cations.  

There’s also a technological awareness to ac-

knowledge from a broad scope. There needs to be 

a model-specific defined methodology to help plan 

a vehicle’s repair. Shop owners should be privy to the 

resources available on the makers’ websites, OEM-

1stop.com, I-CAR’s Repairability Technical Support 

Portal and ALLDATA — just to name a few. You can 

get the data you need from these sites to efficiently 

repair the vehicle.

Enforce stringent quality control

When it comes to the safety of your customers, 

there’s no such thing as being too careful. Recently, 

we hired a trained technician from a general repair 

background who is educated and profi cient at troubleshooting. 

He’s really been a huge asset to our quality control because he 

off ers a diff erent perspective. As cars become more complex, it’s 

important that everything is consistent from both a mechanical 

and electronic standpoint. 

Embrace technology

Soon telematics will hugely impact the way that we service a car and 

how we bring in new customers. When a person is in an accident, it’s 

the car maker that plugs in directly to the driver: “We have a certifi ed 

repair shop located 2 miles from here, and we can arrange for a tow. 

Would you like for us to do that at no charge?” Before the insurance 

company or anyone else, it’s often the OEM that makes fi rst contact.  

The bottom line is that car makers have a vested interested in 

ensuring the vehicles are repaired correctly, and they influence who 

can have access to the necessary parts. As the industry becomes 

more sophisticated, I think it’s moving in the direction of specializa-

tion. There is so much information out there and a strong emphasis 

on the various certifications. If we are not ready to take it all in and 

embrace the changes, it’s going to be tough to survive.  

THE LAST DETAIL

WHEN IT COMES 

TO THE SAFETY OF 

YOUR CUSTOMERS, 

THERE’S NO SUCH 

THING AS BEING 

TOO CAREFUL. 

STEVEN KOTIK is the manager of International Auto Body & Paint 

in San Bruno, Calif. He is an I-CAR Platinum-recognized individual 

and a member of the California Auto Body Association, Management 

Success and SCRS. steven@intautobody.com



GO PRO WITH PROSPOT

SPOT WELDING • MIG WELDING • RIVETING SYSTEMS

ALUMINUM DENT REPAIR • PLASMA CUTTING

PROSPOT.COM (877) 776-7768

ALUMINUM SAFE.

CLEAN SHOP.

EASY TO USE.

DUST-FREE

SANDING SYSTEM
SAFELY & QUICKLY EXTRACT DUST

• EXTREMELY LIGHTWEIGHT 14LBS.

• VERY PORTABLE

• LOW AIR CONSUMPTION 5-7 CFM

• NO ELECTRIC MOTOR - AIR OPERATED

SAND & CLEAN AS YOU GO!

DUAL ACTION ORBITAL SANDER SANDING BLOCK



WE  SEE  IT  TOO

It’s all there, just not there yet. We understand that car people 
have a vision, because We See It Too. So, when the time comes, 
you need a paint that’s as unique as the vision—from folks who 
get it. Introducing the Dave Kindig designed Modern Classikk 
automotive paint line—an inspiring array of colors specially 
formulated for new school depth, clarity and color, with enough 
old school mixed in to keep things feeling classy and classic.

See what we’ve stirred up with Dave at ModernClassikk.com.
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