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INDUSTRY NEWS

REGISTRATION OPENS 

FOR 2019 HD FORUM

Registration for the 2019 
HD Repair Forum is open. 
The heavy-duty collision 
repair industry event is set 
for April 2-3 in Fort Worth, 
Texas. The inaugural 2018 
event proved an industry 
milestone.
ABRN.COM/HD2019

SUBARU OPENS 

ENROLLMENT FOR 

COLLISION NETWORK

Subaru Certifi ed Collision 
Network, designed to 
ensure that proper training 
and equipment is used in 
repairs, opened enrollment 
to independent collision 
centers on Jan. 1.
ABRN.COM/SUBARUOPEN

FORD LAUNCHES 

CERTIFIED COLLISION 

NETWORK

The new Ford Certifi ed 
Collision Network will 
replace the National Body 
Shop Network and will aim 
to drive customer loyalty 
by supporting shops in 
delivering quality repairs.
ABRN.COM/FORD

WIN ANNOUNCES THEME 

OF ANNUAL CONFERENCE

The Women’s Industry 
Network 2019 Educational 
Conference, set May 
6-8 at the Westin Beach 
Resort in Fort Lauderdale, 
Fla. will have a theme of 
“Navigating Tomorrow 
Together.” 
ABRN.COM/NAVIGATE

EX-CONS ASSIST IN 

FILLING AFTERMARKET 

JOB VACANCIES

Business owners eager 
to fi ll vacant staffi ng 
slots amid a national 
unemployment rate of just 
3.9 percent have been 
increasingly willing to tap 
into this resource.
ABRN.COM/VACANCY

>> MERGE CONTINUES ON PAGE 10

ABRA, CALIBER 

COLLISION ANNOUNCE 

MERGER
Caliber Collision and Abra 

Auto Body Repair of America 

announced a merger agreement 

that brings together the companies’ 

teams, brands and operations to 

better serve their customers and 

insurance clients with the quality 

repairs and a seamless customer 

experience. The combination joins 

two leaders in the $47-billion-a-

year collision repair industry. The 

combined company will be better-

positioned to make investments that 

benefi t customers and teammates, 

which include technologies, 

customer experience and best 

operational practices.

“This combination will allow us 

to offer even greater satisfaction 

for our valued customers and 

insurance clients while creating 

new opportunities for the talented 

teammates of both companies,” 

said Steve Grimshaw, Caliber 

Chief Executive Offi cer. “With more 

than 1,000 stores in 37 states and 

the District of Columbia, we look 

forward to providing customers 

CONSOLIDATION

TECHNICIAN AWARD

I-CAR, ASE PRESENT REPAIR & 

REFINISH TECHNICIAN AWARD
ABRN WIRE REPORTS //

I-CAR has awarded the 2018 I-

CAR Platinum/ASE Master Col-

lision Repair & Refi nish Technician of 

the Year award to Chris Shepherd, an 

I-CAR instructor at Caddo Career & 

Technology Center in Shreveport, La. 

Th e award was presented by Nick Notte, 

I-CAR’s senior vice president of sales, on 

Nov. 14 during the Fall 2018 ASE Board 

of Governors meeting and annual Tech-

nician Recognition Awards banquet in 

Fort Lauderdale, Fla.

Shepherd has extensive experience 

as both an educator and collision repair 

technician. He was selected from among 

hundreds of individuals who hold both 

I-CAR Platinum recognition and ASE 

Master Collision Repair and Refinish 

certification for demonstrating superior 

commitment to the industry and the 

importance of training. Shepherd has 

earned Platinum status for the Refinish 

Technician, Educator and Non-Structural 

roles. He is also working on earning Plati-

num status for the Steel Structural Tech-

>> AWARD CONTINUES ON PAGE 10
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nician, Aluminum Structural Technician, 

Estimator and Auto Physical Damage 

Appraiser roles.

A second-generation I-CAR instruc-

tor who started attending I-CAR courses 

with his stepfather at the age of 13, Shep-

herd began his collision repair career 

on a part-time basis at the age of 16 at 

Shouse Collision in Shreveport. He later 

worked full-time as a technician at Rush 

Truck Center and Krystal Auto Collision 

Inc. in Bossier City, La. Shepherd started 

teaching collision repair courses at Boss-

ier Parish Technical School in 2002, fol-

lowed by a teaching stint at Northwest 

Louisiana Technical College. He has 

been teaching collision repair courses 

at Caddo Career & Technology Center 

since 2015.

“It’s been an honor for me to help 

educate students about repairing ve-

hicles correctly and returning them to 

pre-accident condition,” said Shepherd. 

“I especially enjoy that ‘aha moment’ 

when a student has an important real-

ization. My work in the collision repair 

industry and ability to help train the next 

generation of technicians has been very 

rewarding to me.”

Shepherd has been an I-CAR instruc-

tor for more than a decade and is also an 

active member of I-CAR’s Shreveport vol-

unteer committee. His stepfather, Duane 

Kimball, is in the I-CAR Instructor Hall 

of Fame.

“I-CAR is pleased to acknowledge 

the strong emphasis that Chris Shep-

herd places on continuing education 

and technical knowledge, along with his 

commitment and dedication to the col-

lision repair industry and I-CAR,” said 

Notte. “We applaud his efforts to remain 

ahead of the constantly changing tech-

nical and material demands of repairing 

the vehicles of today and tomorrow and 

his desire to remain as well-trained as 

possible. We also want to acknowledge 

Chris’ wife, Melissa, who supports his 

industry involvement and attended the 

award ceremony.” 

>> AWARD CONTINUED FROM PAGE 8

and insurance clients with the fl exibility 

and convenience that come with the 

broadest geographic coverage in the 

United States and a full suite of services. 

We’re confi dent the technological and 

operational investments will create 

unparalleled customer service, enhanced 

repair quality and industry-leading 

metrics, all of which advance our 

purpose of restoring the rhythm of our 

customers’ lives.”

The combined company will 

offer customers and clients a single 

solution with more offerings, including 

dedicated Non-Drive, Express and 

Aluminum-certifi ed and high-line repair 

centers. Customers will also benefi t 

from increased choice, as substantial 

opportunities exist to expand the 

companies’ offerings such as glass, 

mechanical, diagnostic scanning and 

calibration services and the broadest 

network of OEM-certifi ed locations in 

the U.S.

“This $4 billion gorilla will be the 

most important voice at the table with 

insurers,” said David Roberts, Managing 

Director with FOCUS Investment 

Banking. “Everyone else will have to 

keep up with the commitments they 

work out with insurers.”

How the two companies will 

precisely merge is still in the works. 

“We plan to maintain all existing 

centers from both companies as 

we develop and execute a plan to 

work smarter, generate growth, offer 

expanded services, drive operational 

excellence and reward talent across 

the organization,” Grimshaw said. 

“Recognizing the critical importance 

of top talent to our success, we will 

be retaining all teammates in the fi eld 

at both Caliber and Abra centers, and 

we look forward to creating a culture 

that supports our teammates as they 

expand their careers across a larger 

organization, accelerated by industry-

leading development programs.”

“Our industry becomes more 

complex every year,” said Abra CEO 

Ann Fandozzi. “The combined company 

will invest in the equipment, training 

and technologies that will allow our 

teammates to build their careers while 

continuing to meet and exceed our 

customers’ needs for years to come.”

Both companies remain committed 

to serving insurance clients through the 

companies’ partnership programs, while 

maintaining and expanding strategic 

relationships with a single point of contact.

The company is also committed 

to continuing to serve Abra’s 59 

franchisees.

The deal may bring concern 

to independents who are already 

struggling to compete against large 

MSOs. “For small MSOs and single 

shops, it just make life more diffi cult,” 

Roberts said. “More investment, more 

training, more competition.” What 

this will equate to as well is more 

opportunity for regional and super-

regional MSOs to make acquisitions, 

Roberts concluded.

The transaction is expected to close in 

early 2019. Caliber CEO Steve Grimshaw 

will lead the combined company. 

Terms of the transaction were not 

disclosed. As part of this transaction, 

private equity fi rm Hellman & Freidman 

LLC — Abra’s majority shareholder 

since 2014 — will become the majority 

shareholder of the combined company. 

Both OMERS and Leonard Green 

& Partners, L.P. (LGP) will remain 

signifi cant minority shareholders in the 

combined company. OMERS currently 

owns a majority stake in Caliber and 

LGP owns a minority stake. 

>> MERGE CONTINUED FROM PAGE 8
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S
ome shops never have more 

than one supplement on 

repairs while others have 

three, four, fi ve or more. Sup-

plements are costly to production, add 

workload to accounting, absorb damage 

appraisers’ time and reduce confi dence 

of bill payers. Th e biggest concern is that 

supplements are preventable. 

Consider this: 

• A discussion arose about supple-

ments during my SCRS Repairer Driven 

Education presentation at SEMA on 

Damage Assessment Documentation 

when an attendee that is a claims pro-

cessor shared that when more than three 

supplements were submitted on a repair 

their trust in the shop was reduced.  

• Supplements are costly to produc-

tion because, commonly, when a supple-

ment is submitted, work on the vehicle 

stops, it is pushed outside, and the techni-

cian is given another repair to keep him or 

her busy. This creates work in process that 

is not moving forward. Technicians want 

to get paid for what they have accom-

plished and the bill for the pre-ordered 

OPERATIONS // REPAIR PROCESS

THE TRUE COST OF 
SUPPLEMENTS

Test your disassembly process to ensure 
you are not doing harm to your business

JOHN SHOEMAKER // Contributing Editor

PHOTO: GETTYIMAGES.COM / JON BOYES
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parts is coming due. These actions also 

detract from positive touch-time and cy-

cle-time metrics, which undermines rela-

tionships that shops rely on for workflow. 

• Each invoice to be processed adds 

time to the accounting department tasks, 

as each invoice needs to be matched to 

the repair, validated against accounts 

payable and a check must be processed 

for payment.   

• Every damage appraiser I talk 

to tells me they have too much to do; I 

believe it when I see their supplement 

workload. On average, a supplement 

takes 30–45 minutes to create and final-

ize. If a repair has three supplements it 

can absorb 1.5 to 2.5 hours of a damage 

appraiser’s time, pulling them away from 

important things like customer service. 

• Prevention is simple in theory: Write 

your damage assessment after the vehicle 

is disassembled to the point where no ad-

ditional damage is found.  It’s no secret that 

usually the last damaged part you find is 

the first part you need to reassemble the 

vehicle. It doesn’t matter how many parts 

you pre-ordered, the repair is not progress-

ing until that last part is on-hand. However, 

many shops are anxious to get an initial 

appraisal keyed into their estimating sys-

tem and move the repair to production; 

the number of shops that perform com-

plete disassemblies are the minority. 

The best practice would be to educate 

the vehicle owner on the repair methods 

upfront, get a signed repair authorization 

from the vehicle owner, disassemble the 

vehicle and write one damage assess-

ment documenting the steps needed to 

complete the repair: one repair, one as-

sessment, zero supplements, one parts 

order permitting the repair to go through 

production without stoppage. Use the 

claim information on the initial appraisal 

to assist the vehicle owner and process 

your damage assessment to their insurer. 

The customer generally just wants their 

vehicle fixed in the shortest time possible 

with the least amount of aggravation. 

Can you fix your supplement issue 

tomorrow? No, but you can put the 

wheels in motion by choosing a repair 

to test the disassembly process. It might 

be one insured by a company you have a 

direct repair program with, one you have 

a good relationship with or a customer-

pay repair. Discuss the disassembly pro-

cess with one of your technicians and a 

damage appraiser explaining your goal. 

There is a good chance you will get some 

pushback, but this is your opportunity to 

sell your idea as you coach them through 

the procedure. Once they get a couple 

repairs in play using the disassembly 

process, see how well things move for-

ward and you can repair a vehicle from 

start to finish without interruption. You 

will see their thought process change. 

Your next step will be to use those re-

pairs to show the benefits to the rest of 

your team. Ask your test team to help you 

explain the results. It’s always better when 

teammates can hear about successes from 

their peers and it helps gain buy-in. As you 

reflect back you will see that reducing your 

supplement load is the best thing you can 

do for your business. 

READ THE ARTICLE? 

GET AMI CREDITS 

NOW!

This article is worth .25 credit 

hours toward Automotive 

Management Institute (AMi) 

designation programs.

To receive credit, log in or set 

up a free “myAMi” account at ami.

knowledgeanywhere.com. Once 

inside “myAMi,” search for “The 

True Costs of Supplements,” or 

go to ABRN.com/truecost and 

successfully complete the quiz. 

JOHN SHOEMAKER is 

a business development 

manager for BASF North 

America Automotive Refinish 

Division and the former 

owner of JSE Consulting.  

john.a.shoemaker@basf.com

ELIMINATE SUPPLEMENTS WITH THE THREE TS

BY MIKE ANDERSON

It’s time to stop the madness. We 

have to look at a supplement as a re-

do, a defect, a problem.

So start measuring what 

percentage of jobs require a 

supplement (aside from an initial 

supplement of a visual-only 

estimate) and the reasons for those 

supplements. If you don’t measure 

it, you can’t manage it. There are 

shops that have been able to drop 

their supplement rate down to 11 

percent on non-drivable vehicles and 

4 percent on drivable vehicles. How? 

They’re using the three Ts.

First T: Thorough disassembly. 

That means 100 percent tear-down. 

Not 70 percent, not 90 percent, but 

100 percent. 

Second T: Thorough damage 

analysis. Use the OEM parts graphics 

and repair procedures to make sure 

you’re including all necessary parts 

and procedures. Get all your parts 

price changes upfront. Thorough tear-

down doesn’t do you any good if you 

select the wrong part in your estimat-

ing system, miss one-time-use parts, 

or leave off necessary procedures.

Third T: Thorough audit. Look the 

sheet over well to make sure you have 

the right production date and the 

right paint code. Make sure you didn’t 

pick the left side when you meant the 

right side. Make sure you have good 

line notes and photos.
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I
n last month’s column, “Digging into paint 

shop performance,” I shared some KPIs you 

should be hitting in your paint shop in terms 

of productivity and profitability. Whether 

you’re working to reach those numbers — or you’re 

already there but still see room for improvement 

— over the next several columns I’m going to offer 

a deeper dive into what you should be considering 

to maximize your paint shop performance. 

Make the right product selection

Have you assessed what’s available in the mar-

ketplace in terms of alternatives to the paint and 

related products you’re using now that could im-

prove your production speed?

The best way to increase productivity and have 

a durable, long-lasting finish is to stick to one man-

ufacturer’s complete system. Don’t deviate from 

the system or play amateur chemist, because the 

products are not all compatible. If you don’t like 

some components of the system you’re using, then 

look for a complete system that makes sense for 

your shop’s environment and your painters. 

I’m also not talking about switching paint lines 

or product solely to reduce costs. Shops can usually find more 

than the few dollars they save by using a cheaper product by 

instead eliminating waste or making other changes. Thinking 

you can solve a problem simply by spending less (or spending 

more) isn’t usually the best approach. 

Instead, I suggest working with your jobber or tech rep to 

ensure the products you’re using are the best for your shop envi-

ronment. Every shop is different. Climates and humidity vary by 

region. Your booth likely differs from the one at the shop down 

the road. The quality of air make-up varies shop to shop. 

All of this is why paint manufacturers have so many different 

clearcoats, reducers and hardeners. Work with the experts to 

make sure you have the particular mix of the products currently 

available to maximize speed and quality in your paint shop. In 

some cases, they may tell you that getting faster products may 

require you to make some modifications to your air supply or 

booth. That can be a worthwhile investment in 

order to utilize the higher-performing products.

Challenge paint caps when appropriate

Many states have ruled that insurers cannot es-

tablish arbitrary paint caps. But many companies 

do set “thresholds” on paint materials charges. 

Th ose thresholds can be challenged — and shops 

need to do so, in many cases, if they don’t want to 

lose money on the paint and materials used on 

a given job.

That’s where the documentation provided by 

usage reports from your formula retrieval system 

or paint scale can be critical for an appropriate 

supplement for the specific materials used. 

Update your color tools

I think the ongoing challenge that all painters face 

is getting to a blendable color as quickly as pos-

sible. A lot of shops I go into don’t have the latest 

color tools that are available from the paint manu-

facturer. Often, they’re just using what was avail-

able two or three years ago when they signed up 

with that paint company. But color tools continue 

to evolve and improve.

The spectrometer cameras today, for example, are really su-

perior to even those that are one or two years old. They have 

really dialed in the process of color identification much better. 

They have a much more robust color eye, and I think all the 

manufacturers have worked on the database that drives these 

cameras in order to better ensure an accurate color match. 

So, again, talk with your jobber or tech rep to see if there are 

better color tools you could be using. 

In a future column, I’ll discuss more factors that can improve 

your paint shop performance, including some key processes and 

improving compressed air quality. 

THE COLLISION EXECUTIVE

STEVE FELTOVICH of SJF Business Consulting, LLC, works with 

dealers, MSOs and independent collision repair businesses to make 

improvements and achieve performance goals. sjfeltovich@gmail.com

WORK WITH YOUR 

JOBBER OR TECH 

REP TO ENSURE 

THE PRODUCTS 

YOU ARE USING 

ARE BEST FOR 

YOUR SHOP 

ENVIRONMENT. 

EVERY SHOP IS 

DIFFERENT.

How to maximize your 
paint shop performance 
Choose the right products and color tools, challenge paint caps to raise KPIs
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F
or generations, teenagers and 

young adults were driven to 

our industry by a passion for 

cars. Cars were our freedom 

when we turned 16 and got our license. 

We drooled over the classics and resto-

mods at our local cruise-ins. We were 

out in the garage with our dads, uncles, 

our friends, all wrenching and learning 

how to fi x them. We sat by the TV waiting 

for our favorite build show to start on the 

weekends before heading out to the ga-

rage to work on our project. Th ese maga-

zines, these cars, these shows, all had our 

attention and helped drive our interest 

into what ultimately became a career for 

a lot of us. So what changed? Where did 

the interest go for the next generation of 

techs? Are we part of the problem? 

While I’m not part of the “old guard” 

in our industry, I’m not a spring chicken, 

either. Getting my start professionally in 

the industry in December 2003, I have 

seen a lot of change in the past 15 years. 

Step back for a second and look at your 

career and what has changed. Now think 

about it from someone’s point of view 

who has been in it double that time. The 

rate at which technology has been ad-

vancing in cars is hard to fathom. Think 

of the amount of sensors, wiring, cameras 

and computers that are now in vehicles 

that weren’t there just a few years ago. We 

aren’t exactly working on your dad’s Bel-

Air anymore. It has advanced so much 

that a lot of it isn’t something that’s done 

in the garage anymore. People are pay-

OPERATIONS // RECRUITMENT

PLAYING THE 
BLAME GAME

As the seriousness of the technician shortage grows, we 
have to examine if the industry itself is partially to blame

JEREMY WINTERS // Contributing Editor

PHOTO: GETTYIMAGES.COM / JUPITERIMAGES
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ing to bring their cars to shops more and 

more, so that by itself creates demand for 

techs. But where are they? 

In my 15 years, I have noticed a huge 

decline, probably much like all of you read-

ing this, in the younger generation com-

ing in. We aren’t getting any younger and 

vehicles are still going to get crashed and 

need repaired/painted. For the industry to 

continue, we as a whole need to change 

our thinking and get more involved.  

For the next generation, we need to 

notice that the industry doesn’t have the 

same appeal to them that it did for us. 

We live in a disposable society where if it 

breaks, people just go out and buy a new 

one. A lot of kids aren’t being brought up 

in an environment of fixing what they 

have. They don’t have the experiences 

out in the garage with family or friends re-

pairing that old car and getting/keeping it 

running. They don’t know the euphoria of 

satisfaction that comes with a restoration 

job or seeing the bodywork straight as an 

arrow after the car has been painted. 

College critical

One of the most glaring things that 

stands out for the shortage of techs is 

the push from society to get a college 

education after high school. The nar-

rative from a young age is that in order 

That’s why you need to join the #1 parts ordering 

system to get: 

• Discounts on 27 part programs for 21 automakers

• Access to the most accurate parts ordering system 

in the industry

• The largest dealer network across all OEMs

Visit: OEConnection.com/ABRN

Do you really know what you’re getting 

with other parts ordering systems?

CONNECT WITH 

JEREMY WINTERS

@that_painter_fella and 

@boothtalk on Instagram

BoothTalk Group on Facebook 

is a straight tech page catered to 

all paint lines and learning. 

A livestream is held every 

Saturday night live at 8 p.m. EST 

@BoothTalk on Instagram. With 

a different topic from the industry 

every week, it is a live fi reside chat 

with technicians from all walks 

and experience levels in our fi eld. 

The livestream will soon be dual-

streamed to Facebook as well 

through the BoothTalk Group.

The BoothTalk Podcast is avail-

able on most podcast platforms: Ap-

ple Podcasts, Stitcher Radio, iTunes, 

Google Podcast, Podbean, etc. I fo-

cus on people and companies within 

our industry that are working on mak-

ing a difference. I am very honored 

and humbled to have the friends I do 

in this fi eld, and bring their stories to 

the public. We all have a story to tell, 

I just ask the questions. The fi rst hour 

of the livestream is recorded and 

uploaded to the podcast feed as well 

in case you miss one.
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to be successful in life, one needs to go 

to college and get a degree. Because of 

this, the blue-collar world has become 

a dirty place and has a lower standard 

than everything else. Having a college 

degree is not the only way to make a 

great living, and this is something that 

needs to be brought to the attention of 

high schoolers.  Th e option needs to be 

available and not looked down upon — 

that they can learn a trade, make great 

money and not have the student loans 

attached that often comes with a college 

degree. I know many painters and body 

men and women who make six fi gures a 

year and love what they do, something a 

degree cannot guarantee. Take becom-

ing a teacher, for example. I have three 

people in my family who are teachers 

that started out around 30K a year. Th ey 

had to have a bachelor degree to even get 

considered. What does a bachelor degree 

run? Minimum 30-40K. Now don’t get 

me wrong, there is nothing wrong with 

getting a college degree, and I feel there 

are many advantages to it in our fi eld. But 

future techs need to know that other op-

tions are out there.

Industry image

Our industry can make for a great ca-

reer, but there is a seeming lack of inter-

est. Can this be our own doing? Think 

of word of mouth and its effect. What 

you say to one person travels to an un-

known amount of people. How many 

of us as technicians have been around 

other techs who have said any variation 

of the following: “I should’ve got out of 

this when I had the chance.” Th at state-

ment can do more damage in killing 

interest for people. Who would go into a 

job where the mentality is wishing they 

never got into it? People tend to forget 

that everyone knows someone that they 

don’t. If you make a comment like that 

in one of the many “auto repair” groups 

on social media, you may have gotten a 

lot of likes from other people within that 

group. But what about the people who 

are just reading the comments and are 

there to learn and get a basic under-

standing of the industry? Th ey see that 

comment and how many people agree 

with it. Th ey aren’t seeing anyone post-

ing about the positives of the industry; 

they see the negativity, which travels so 

much farther than most positive informa-

tion. Th is part of the industry is driven by 

passion and returning vehicles to their 

pre-accident condition. Not everything 

that gets posted needs the negativity. Not 

everything posted needs the bashing. But 

everything that gets posted gets seen by 

someone, and you have no idea how it 

aff ects them and their decisions.

To attract new techs, we have to make 

the industry attractive to them. The one 

main thing that has evolved with cars 

has also evolved in our everyday lives. 

While technology is great, it has also 

created separation. The next generation 

isn’t out in the garage working; they are 

browsing the internet via multiple differ-

ent platforms. They hold in their hand 

more technology than we ever saw in 

all of our schooling. We need to be able 

to break that wall down and show them 

TECHFORCE FOUNDATION: INSPIRING THE 

NEXT GENERATION OF TECHS

TechForce Foundation
®

 is a 

nonprofi t, 501(c)(3) with the mission 

to champion students to and through 

their technical education and into 

careers as professional technicians. 

Founded in 2007, the Foundation 

distributes more than $2.0 million 

in scholarships and grants annually, 

thanks to its generous corporate 

sponsors and donors. TechForce 

is also spearheading FutureTech 

Success
®

, the industry-wide initiative 

to help encourage and support more 

young people to pursue careers as 

transportation technicians. 

Based on an analysis of fi gures 

from the Bureau of Labor Statistics, 

TechForce Foundation’s 2017 

Technician Demand Report found that 

more than 120,000 new technicians 

are needed annually through 2021 

to meet industry’s demand, which 

includes an average annual demand 

of more than 17,000 new collision 

technicians over the next two years. 

TechForce Foundation published 

a 2018 follow-up report examining 

the supply of new technicians 

entering the transportation industry. 

The report found that completions of 

post-secondary technical programs 

were more or less level across 

the industry, and the number of 

completions of collision-specifi c 

training programs decreased year 

over year from 2012-2016. 

TechForce Foundation is 

addressing this challenge by inspiring 

the next generation of transportation 

techs through the industry-wide 

FutureTech Success campaign. The 

campaign leverages the industry’s 

collective voice to 1) reposition the 

image of the technician profession 

as a high-tech, rewarding career; 2) 

provide experiential opportunities for 

middle- and high school students 

to engage with transportation 

technology; and 3) connect students’ 

passion and sense of purpose with 

resources and mentors. 

For more information on 

TechForce Foundation, visit www.

techforcefoundation.org. To learn 

more about the FutureTech 

Success campaign, including 

how you can join in the effort to 

encourage the next generation of 

transportation technicians, visit www.

futuretechsuccess.org.
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how cars of today tie right into their 

modern technology. Show them how all 

the sensors and cool gadget-type stuff on 

vehicles work, and that will attract their 

interest. And once that begins, we can 

spark that interest that will help bring 

them to learning. 

Teaching the trade

Trade schools are the backbone of bring-

ing in new people. It’s how a lot of techs 

got their start — myself included — in an 

actual shop and learning how to do things 

from industry vets teaching the courses. 

Don’t be afraid to reach out to them and 

see where you can help. My local tech 

college off ers day and night classes, and 

I went to the night classes. I was able to 

talk and ask questions, get detailed how-to 

responses and apply them on the spot to 

develop my craft. Th ere are trade schools 

across the country trying to bring in stu-

dents; reach out to your local one and 

see about volunteering a couple nights a 

month. You’d be surprised at what infl u-

ence you actually have in a new tech’s 

path. Further helping build new techs are 

things like SkillsUSA. You’ll be amazed at 

the interest that is out there and the com-

panies that are helping them out in their 

endeavors.  

As you and I are now the veterans of 

the field, it is up to us to write the next 

chapter. Volunteering your time to help 

someone new find their passion, show-

ing you can be blue collar and earn a 

great life, and actually acting respectfully 

on social media outlets are just small 

things that help. But if enough people 

would take the time, it would create a 

change and help the future. 

JEREMY WINTERS has 

been a painter for more 

than 16 years at Butler 

Collision North in Macon, 

Ga. He hosts the BoothTalk 

livestream and pocast on 

Instagram, the BoothTalk tech group on 

Facebook and is an advisory board member 

for his local technical college.

boothtalkradio@yahoo.com
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W
ith the rate of change this in-

dustry is experiencing and the 

investment so many collision 

repairers still face to get their 

shops equipped and trained to face even just the 

present (let alone the future), there’s one phrase 

that continues to come to my mind: It’s time to 

decide whether to step up or to step out.

It’s a phrase I picked up from Phil Harmon 

of Precision Auto Body in Tacoma, Wash. Phil 

in recent years understood what it was going to 

take to make sure his business could continue 

to fix vehicles — especially high-end vehicles — 

correctly. And he’s taken on that challenge, in-

vesting the past couple of years in new welding 

and riveting equipment, new aluminum tools, 

a new bench and measuring system, and more. 

But I also recently got a call from friend of 

mine who owns a shop in Seattle who surprised 

me by saying he was closing his shop. Like Phil, 

he recognized that he needed to step up or step 

out. But everyone’s situation in business and life 

is different, and when my friend in Seattle did 

the calculations, he chose differently than Phil did. 

“Right now, I own my house,” he said. “I have my boat and 

my motorhome. I know at a minimum I’m going to have to 

put at least $150,000 into my shop if I want to continue to 

play the game. I may have to work for the next 10 or 15 years 

to make that pay-off. I’m 60 years old, and everything I have 

is paid for. For me, I’m stepping out.” 

He closed his shop, sold his equipment, and went to work 

as an adjuster for an insurance company for a few years until 

he is ready to retire. 

“I’m totally happy,” he told me. “Life’s good.” 

So I can quickly point to multiple examples of people who 

have stepped up, and others who have stepped out, with both 

being equally happy with their decision. But unfortunately, 

that’s not always the case, which is why I’m urging shop own-

ers to make those decisions thoughtfully. 

I know of another former shop owner who may have 

made the wrong decision. He’d lost his lease on 

his building, and decided to mortgage his home 

and borrow $200,000 to equip another build-

ing and move his business to another location. 

But he ended up with a large MSO right next 

door, and that MSO struck a national deal with 

a particular insurer that had been a key piece of 

the relocated shop’s business. That shop owner 

started seeing his business decline precipitously 

almost immediately. 

Eventually he realized he couldn’t compete, 

and he’s since sold the shop to yet another large 

MSO — although at a fraction of what he’d in-

vested. He’s now in mid-60s, facing both a mort-

gage on his home as well as still having to pay off 

some of the debt he took on to try to “step up.”  

So the calculation of whether to step up or 

step out is never the same for any two shop 

owners. But I think more now than at any time  

before in the industry, there’s a sense of urgency 

to make those calculations and decisions.

Can it make good sense to “step up” and in-

vest in the training, equipment and facility you 

need to continue in this business as vehicles becoming in-

creasingly complex? Absolutely. I see some brilliant business 

people in this industry making that decision. You just need 

to recognize what’s required to do that and make sure that’s 

penciled out in terms of where you are in life and where you 

see yourself moving forward. 

Can it also make sense to decide to step out? You bet. 

Recouping a significant business investment takes time, and 

that may be more time than you want to spend working for 

the pay-off. 

The only thing that isn’t an option is to just continue 

doing what you’ve always been doing. Things are just mov-

ing far too fast for that. 

FINDING A FIX

MARK OLSON is the founder of Vehicle Collision Experts, LLC 

(VECO Experts), a consulting firm that takes a holistic approach 

to working with shops on repair quality and business performance. 

mark@vecoexperts.com

THE CALCULATION 

IS NEVER THE 

SAME FOR ANY 

TWO OWNERS. 

BUT NOW MORE 

THAN EVER, 

THERE’S A SENSE 

OF URGENCY TO 

MAKE THESE  

DECISIONS.

Now is the time to step up 
or step out
Now more than ever, shop owners must make careful decisions about their future
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T
he Automotive Service Association 

(ASA) recently hosted a webinar for 

the collision repair media to discuss 

OEM repair procedures including pre- 

and post-scanning of vehicles that have been in-

volved in an accident. ASA and the Alliance of 

Automobile Manufacturers held a press confer-

ence this summer, in Atlanta stating an interest 

in highlighting OE repair policies in a number of 

states during the 2019 state legislative sessions.

Participants in the recent webinar included 

Wayne Weikel, senior director of government 

affairs, Alliance of Automobile Manufacturers; 

Jake Rodenroth, director of industry relations, 

asTech; and Darrell Amberson, ASA Immedi-

ate Past Chairman and president of operations, 

LaMettry’s Collision.

I served as moderator of the webinar. After 

a review of 2018 related legislation in Indiana, 

Illinois and Rhode Island, Weikel discussed au-

tomakers’ efforts to make shops and consum-

ers aware of OEM repair procedures, including a 

website that outlines automaker policies relative 

to vehicle repair, www.oem1stop.com. He also 

discussed the scope of how OEM repair procedure policy should 

look in states. Finally, Weikel gave participants a sample of states 

that will be of focus in 2019 for legislative activity. It’s important 

to note that only in Rhode Island did OEM repair procedure leg-

islation become law. Both Indiana and Illinois bills died during 

the session. The final Rhode Island bill fell short on policy in that 

the new law only applies when OEM parts are used.

Although some would divide this policy debate between 

shops following OEM repair procedures or separately scanning, 

many of the automakers have publicly stated that scanning is 

part of the repair procedures recommended by the OEMs.   

Rodenroth’s presentation was more technical in nature. High-

lights included emphasis on how complex today’s vehicles are 

and the need for pre- and post-scanning of vehicles involved 

in an accident. This included a snapshot of vehicle complexity.

He reviewed the 2019 Dodge Ram 1500 Crew Cab (DT) Topol-

ogy Map; the Audi A8; lead a discussion of cali-

bration today; and provided a comparison of the 

human body’s complexity with today’s vehicles.

Amberson has been an advocate for pre- and 

post-scanning of vehicles in LaMettry’s shops as 

well as in the national policy arena. Both Weikel 

and Amberson argued that following OEM re-

pair procedures should be a natural occurrence 

for shops and be supported by the insurance in-

dustry. This should not be a legislative issue. It 

has not been cured in the marketplace, thus the 

need for policymakers to intervene.  

Complicating matters for a cure is inconsis-

tency. Some states may opt for the Rhode Island 

model and apply OEM repair procedures only 

when OEM parts are used; other states could 

move to require OEM procedures in all cases of 

collision repair and yet others allow the status 

quo, where it is the shop’s decision and in many 

cases driven by insurer recommendations. A 

50-state model as to how vehicles should be 

repaired is not optimal. This is the model that 

consumers and repairers face regarding other 

collision issues. State departments of insurance 

regulate the insurance industry.   

Although the U.S. Congress has made attempts to regulate 

the insurance industry at the federal level, states still are in 

control of insurer regulation and thus insurers’ relationships 

with consumers and repairers. The Dodd-Frank Wall Street 

Reform and Consumer Protection Act created the Federal In-

surance Office (FIO) at the U.S. Department of the Treasury, 

but the FIO has been limited to studies and analyses of the 

insurance industry and is not considered a regulator of prop-

erty and casualty insurers.  

For the foreseeable future, OEM repair procedure policy will 

have to be addressed by the states. 

JOIN AT

ASAshop.org

OEM repair procedures lead 

‘19 state policy conversation
Groups rally around consumer and shop owner protections

INSIGHT

ROBERT REDDING is the Automotive Service Association’s 

Washington, D.C. representative. He has served as a member 

of several federal and state advisory committees involved in the 

automotive industry. rlredding@reddingfirm.com

FOLLOWING OEM 

REPAIR PROCEDURES 

SHOULD BE A NATURAL 

OCCURRENCE FOR 

SHOPS, SUPPORTED BY 

INSURERS, AND NOT A 

LEGISLATIVE ISSUE.
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Make your waiting room an 

inviting space for customers

D
on’t let your waiting room 

miss the mark. Follow these 

8 steps:

1. First-time custom-

ers may be anxious, so anything you 

can do to reduce their anxiety will help 

them be more receptive to your recom-

mendations. On your entry doors, or in 

a prominent location they’ll easily see, 

you should have clear indications of your 

professional affiliations and any financ-

ing options you offer. 

2. Inside the customer waiting area, 

have your Mission Statement promi-

nently displayed. This will give your 

customers good insight regarding the 

type of people they will be working with. 

People do business with people, not with 

businesses, so anything you can do to hu-

manize your company will help put your 

customers at ease.  

You can also create a 10x12 plaque 

for each of your employees with a 

photo in the upper left corner. To the 

right of the photo, you can list their 

credentials, certifications, awards, etc. 

Across the bottom, you can include 

a brief bio of the employee that ad-

dresses their personal life. Not only will 

these plaques help your employees feel 

appreciated, but your service advisors 

can use them as sales tools when they 

are telling a customer who will be ser-

vicing their vehicle. 

3. I prefer service kiosks (stations) 

rather than counters. Not only do coun-

ters and desks serve as barriers between 

your advisors and their customers, but 

your advisors need to come from be-

hind the counter to greet the customer. 

Kiosks also allow your advisors to stand 

next to their customers when looking at 

the computer screen. Again, putting your 

customers further at ease. 

4. The clocks, newspapers and cur-

rent event magazines need to go. The 

clocks will have your customers timing 

you and your techs, and the newspa-

pers and current event magazines are 

filled with both negative news and the 

ads of your competitors. Instead, you 

should have magazines that address 

sports, hobbies, home and gardens and 

entertainment. You should also have 

point of sale literature that explains 

the value of vehicle maintenance, other 

services you offer, etc. Lastly, you need 

to have magazines and books for your 

small “future” customers, as well as 

self-contained toys that can keep those 

kids occupied when mom and dad are 

busy with you. WiFi? Cellular phones 

are quickly replacing the need for WiFi, 

but if your core customer base has a 

strong need for it, you should consider 

making it available. 

5. You need to have fresh coffee 

available all day long, along with bottles 

of cold water and soda. When I still had 

shops we would offer our customers a 

cold drink, and it would always be on us. 

It’s your call, but I feel it’s a small price to 

pay for the relationship that you can and 

will develop.  

6. In addition to having signs on the 

outside of your building, you need to 

have prominent signs in your waiting 

area that reflect your professional af-

filiations, state that you accept all major 

credit cards, and communicate that you 

provide financing options, if applicable. 

I have learned over the years that when 

customers are under stress, they can 

easily forget that credit card that they 

have tucked away for emergencies. 

You’ll be surprised when you see the re-

lief on their faces after seeing the signs.  

7. Your customers do not have an 

expectation that the furniture in your 

waiting area will be top of the line, but 

they do have an expectation that it will 

be well maintained and clean. Over the 

years customer panels have told us that 

if shop owners don’t care enough about 

their own furniture to keep it clean and 

presentable, then why would they care 

about their customers’ automobiles? Lost 

sales are guaranteed. 

8. Lastly, your waiting room needs 

to have smiling, well-groomed employ-

ees that greet your customers as soon 

as they arrive. No matter how clean and 

well-appointed your waiting area is, it’s 

the people who work with you that will 

have the greatest impact on your custom-

ers’ decisions, guaranteed.

PERSONALIZE AND PRIORITIZE WHAT GOES INTO THIS CLIENT-FOCUSED AREA

BOB COOPER // Contributing Editor

BOB COOPER is the 

president of Elite, a company 

that offers coaching and 

training from the industry’s top 

shop owners.   

contact@eliteworldwide.com
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MARCH 15-17

NORTHEAST Automotive Services Show

Meadowlands Exposition Center
Secaucus, New Jersey

MARCH 20-23

ATI Super Conference

JW Marriott San Antonio Hill 
San Antonio, Texas

MARCH 22-24

Automotive Training Expo (ATE)

Doubletree Hotel
Seatac, Washington

APRIL 2-3

HD Repair Forum

Hilton Fort Worth
Fort Worth, Texas

APRIL 14-16

PPG MVP Spring Conference

JW Marriott Camelback Inn Resort
Scottsdale, Arizona

APRIL 17-18

Collision Industry Conference

Gaylord Opryland Resort
Nashville, Tennessee

APRIL 30-MAY 3

Automotive Body Parts Association 

(ABPA) 2019 Annual Convention
Westin Fort Lauderdale Beach Resort
Fort Lauderdale, Florida

JUNE 24-28

SkillsUSA National Leadership & Skills 

Conference

Kentucky Exposition Center
Louisville, Kentucky

ABRN.COM/Micromanage

How to stop being a 

micromanager

ABRN.COM/EnoughTraining

How much training 

is enough?

ABRN.COM/PoachTechs

Will we let other industries 

poach our technicians? 

ABRN.COM/SubaruResearch

Researching Subaru 

repair procedures

HYUNDAI SONATA FRONT 

BRAKES DRAGGING

VEHICLE: 2004 Hyundai Sonata, V6-

2.7L, Automatic Transmission

MILEAGE: 155,080

PROBLEM: The customer brought the 

car in because the front brakes were 

smoking. The technician put the car on 

the rack and confirmed that the front 

brakes were locked up and the front 

brake system was badly damaged.

DETAILS: After the technician replaced 

the front brake pads, calipers, rotors 

and brake hoses, and bled the brake 

system, the brakes were still dragging 

as before. The technician then replaced 

the brake master cylinder but the 

problem persisted.

CONFIRMED REPAIR: The Tech-Assist 

consultant advised the technician to 

check the brake booster intermediate 

rod and brake-lamp switch adjustments. 

The booster intermediate rod was 

adjusted properly but the brake-lamp 

switch was not. The switch was not 

allowing the brake pedal to completely 

return. After adjusting the brake-lamp 

switch, the brakes began to operate 

normally.

Not an ALLDATA customer? For 

access to this valuable experience-

based repair data and reliable OEM 

information, go to ABRN.com/trialnow 

to start a free trial. 

This tech tip and others come from 

ALLDATA Tech-Assist, a diagnostics 

hotline of ASE-certifi ed Master 

Technicians.

Whatever technicians need — from 

alternative diagnostic strategies to 

step-by-step repair assistance — the 

Tech Assist team can deliver.

Learn more at ALLDATA.com.



More than parts

Access to over 300,000 Genuine Mercedes-Benz Parts.

A dedicated wholesale team.

Customer-centric delivery options.

Technical resources and repair assistance.

Find a certifi ed PartsPro dealership at mbwholesaleparts.com/PartsPro.



it’s a partnership.
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POWER PREP

B
attery disconnecting is an 

operation that occurs — or at 

least should occur — on near-

ly every car that is repaired. 

Welding discharges substantial energy 

in order to generate heat to melt metal. 

It’s easy to understand the amount of heat 

required to melt metal; now realize that 

during welding the metal is reaching that 

temperature instantly. For this instant 

melting of metal, a focused and intense 

amount of energy is needed. Car comput-

er systems operate on 12-volt DC current, 

with some sensors using a 5v reference. 

Welders operate on no less than 110-volt 

AC current and when grounded to the ve-

hicle body, represent a real risk to every 

ECU on the vehicle. Even a stud gun or a 

dent puller sends energy into the metal to 

weld the tip of the machine to the panel. 

Th ose, too, are 110-volt current, and again 

they, too, take an intense energy. 

When the vehicle’s battery is con-

nected, a path to all of its electrical 

systems potentially exists. The energy 

from the welders can therefore over-

energize and thus damage the electri-

cal components. Any time a welder or 

dent puller is used, a battery should be 

disconnected. There is one more area 

that always requires the battery to be 

disconnected prior to repair, and that is 

when working on SRS components. In 

addition to disconnecting the battery, 

most OEMs specify a period of time 

that you must wait prior to disconnect-

ing any of these system components to 

avoid accidental deployment.

Vehicles are now often equipped with 

two batteries: a primary battery and an 

auxiliary battery. With the large array of 

computer systems, vehicles today are 

having to share responsibilities across 

multiple batteries. The primary battery 

takes care of the standard vehicle op-

erations, the starter, engine control, and 

other basic features. The auxiliary battery 

will handle things like navigation, ad-

vanced air conditioning systems, lighting 

and other high power using accessories. 

It is critical to know if the vehicle being 

worked on has just one battery or mul-

THE IMPORTANCE OF PROPERLY DISCONNECTING VEHICLE BATTERIES FOR COLLISION REPAIRS

SEAN GUTHRIE // Contributing Editor

WORKING ON 

A HYBRID?

Don’t attempt to 

disconnect the 

HV battery or 

any of its related 

components 

without proper 

training and 

safety equipment.



MEET THE CLASS OF

THINK YOU’VE GOT WHAT IT TAKES TO BE A MAVERICK?

Demo what the Mavericks use. Visit matrixsystem.com

BILL “ELVIS” STULL
KUZIN’S KUSTOMS, CUSTER WI

JASON VANDER WOUDE
NSD PAINTWERKS, LYNWOOD IL

LONNY SPEER
COUNT’S KUSTOMS, LAS VEGAS NV
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tiple batteries. Disconnecting only the 

primary battery will not suffice in proper 

electronic protection during welding, SRS 

repair, or other repairs that require the pri-

mary battery to be disconnected. The aux-

iliary battery may not be located near the 

primary battery or even within eyesight. It 

is critical to pull repair procedures to dis-

cover if a vehicle has additional batteries 

and if so where they are. 

The high voltage batteries used in hy-

brids is a story all by itself. These vehicles 

have an auxiliary 12v battery in addition 

to the HV battery. Don’t attempt to dis-

connect any HV battery or HV system 

component without proper training and 

safety equipment.

With a little bit of research and some 

general understanding, everyone can 

agree that it is necessary to disconnect 

the vehicle’s battery during most repairs. 

The hurdle instead is how it should be 

done and the dangers if it is not done cor-

rectly. The best comparison is with com-

puters. The proper way to shut down a 

computer is to follow the shutdown steps 

through the operating system. We’ve all 

pushed the button and forced a computer 

off — or worse yet unplugged them. The 

reboot after that is time-consuming and at 

times nerve-racking. The computer goes 

through and performs self-checks, asks if it 

should open in safe mode, and then finally 

opens up. Cars today are computers with 

wheels, and they don’t want to have their 

power plug pulled. If this happens, there is 

going to be some repercussions or at least 

some steps to reboot them correctly. 

• Honda states the importance of an 

occupant detection system reset after a 

battery disconnect, and a steering angle 

sensor relearn may even be required 

after disconnecting the battery.  

• Volkswagen says you must cycle 

the key and then perform a guided fault 

code finding by using a diagnostic tester.  

• General Motors says you may have to 

program the volatile memory, and for cars 

with stop/start, it may not function until the 

car sits for 3 hours after programing.  

• Toyota states 

that utilizing their 

Te c h s t r e a m  t o 

memorize steering 

angle sensors may 

be required, and 

without doing so, 

systems like lane 

departure, parking 

guidance and pre-

collision system 

will not operate. 

Power door lock-

ing systems may, 

too, need to be re-

initialized.  

• Nissan states 

you must  reset 

electronic systems by utilizing a scan tool.  

• Ford has in repair procedures for 

some of their vehicles that a battery 

monitoring system reset after installing 

a battery is required.  

• BMW requires a battery registra-

tion process.  

• Porsche requires fault codes be 

reset after a battery disconnect/reconnect.  

• Chrysler states you must check the 

PCM for any stored battery disconnect 

trouble codes and clear if required.  

This short list covers the majority 

of vehicles being produced today. It is 

possible to make the same statement 

for every vehicle manufacturer that is 

producing cars today. Of course, that list 

would be even longer. The point of the 

list is to show that it is quite possible that 

just disconnecting a battery will require 

some sort of calibration or code clearing.  

In addition to the scanning, it may be 

necessary to perform other acts to bring 

the vehicle to pre-disconnect condition. 

The simplest of these is to recalibrate the 

windows auto function. Manufacturers 

that require that reset include Honda, 

Acura, Subaru, Nissan, Infiniti, Toyota, 

Lexus, Volkswagen, Audi and GM. This 

list of course isn’t all-inclusive, as there 

may be some that have been missed and 

others may require it on their new mod-

els. The point is that from recalibrating 

steering angle sensors to resetting auto 

window functions, disconnecting and 

reconnecting is not as simple as it once 

was. The only way to know what may be 

required is to consult the repair proce-

dures, perform a scan, and ultimately a 

test drive and function test to ensure all 

features work correctly.

When working with vehicles it is al-

ways possible that a battery gets drained. 

Shops do not typically drive vehicles or 

leave them running for long periods of 

time, so batteries never get an opportu-

nity to get charged. Just like battery dis-

connecting/reconnecting, jump starting 

has gotten a bit more temperamental. 

Reconnecting a battery from a dead sys-

SAFE REPAIRS

DISCONNECTING THE VEHICLE’S BATTERY is not a simple 

matter of removing the cable anymore. Be sure to follow the OEM 

procedures prior to disconnection and be aware of any needed 

recalibrations or initializations that may be required when reconnecting.

THIS IS THE ELECTRICAL 

CONNECTION for a BMW Safety Battery 

Terminal, a pyrotechnic device that is 

designed to disconnect the battery in the 

event of an accident.



TACKY
NETTING

NEW! TACKY NETTING TRAPS DIRT AND OVERSPRAY

Here’s what the experts at Bill Brown Ford in Plymouth had to say. 
One of the largest revenue producing collision centers in Michigan at 50,000 sq feet.

THAT INSTALLS IN MINUTES

Easy to install (like a shower curtain).  

Just hook netting thru eyelets.

“A cleaner booth results in a 

cleaner paint job. The tacky 

Netting help us get there.“

- Joe Hershey,  
Body Shop Manager at Bill Brown Ford

“You can see the difference as 

soon as we hung the netting.“

- Matt,  
Painter at Bill Brown Ford

“To install the netting took less 

than 20 minutes.“

- Mark,  
Painter at Bill Brown Ford

Cutting the netting is easy. Just use 

the #555 RBL snippet cutter blade.

Bug trapped in netting.

FEATURES
• Made of lint free monofilament nylon

• Open tack formulation stays tacky for months

• Contains flame retardant

• Size of roll 72”x160’

• AVAILABLE IN WHITE

• Eyelets on both top and bottom of roll

• Eyelets repeat every 2”
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GENUINE QUALITY 
PIECE BY PIECE.

When you want 

more than the sum 

of its parts, look no further.

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 old 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 or 12,000 miles, whichever comes first. 
Labor charges not included when not installed by an Authorized Kia Dealer. Warranty 
is limited. See retailer for details. See Kia’s Replacement Parts and Accessories Limited 
Warranty for further details.

SAFE REPAIRS

tem wakes up the computers, and the computers have a process 

to deal with it. A system with some charge is neither awake nor 

asleep. Hitting that system with more than 12 volts instantly can 

cause serious damage.  

A quick example is a Porsche that required a $3,200 repair 

from a jump start that was performed incorrectly. The proper 

procedure states utilizing anything other than another vehicle 

to start a flat battery will cause damage to the computer sys-

tems. When using a jump box, the small batteries inside may 

not be capable of handling the current draw from a starter, 

dropping below 12 volts and thus creating a spike of voltage 

when first connected and subsequent drop when the car is try-

ing to start. The smaller jump boxes are utilizing lithium bat-

teries which may have a fully charged voltage of upwards of 15 

volts. Similar voltage is produced by a charger placed in start 

mode. In order to reduce the amperage load from the starter, 

charger and jump box, manufacturers increase the output volt-

age. This allows the starter to rely on voltage to accomplish 

its necessary wattage output instead of amps, thus having less 

drain on the jump box or charger. The problem with this is that 

the computer systems may not be equipped to handle the in-

creased voltage. Most alternators are specifically regulated to 

no more than 13.5 volts; thus, the computers are not designed 

to handle any more voltage.  

Since the person who jump-started the Porsche failed to fol-

low the proper procedure, it created a hefty repair bill, delayed 

the completion of the vehicle, and created a CSI issue and lack 

of trust in the repairs. High-end luxury automobile makers are 

not the only ones that have these requirements. Remember that 

most auto manufacturers do not produce their own computer 

systems. There are a limited number of companies who produce 

modules, computers, and sensors for all the auto manufacturers. 

This means that the same company producing electronics in a 

high-end super car can be producing — and likely are produc-

ing — electronics in the cars that you see in your shop every day. 

Proper safe repairs are critical. Shops and techs cannot af-

ford the liability of performing improper repairs. Ensuring that 

proper repair procedures are followed is critical rather it is with 

something as in-depth as structural sectioning or with some-

thing as seemingly simple as a battery disconnect/jump start. 

The only way to ensure the vehicle will leave the shop in as good 

of condition as it was in before the accident is to follow OEM 

repair procedures and guidelines! 

Examples and data shared by Jake Rodenroth from asTech. 

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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KEEPING WHEEL SERVICE 

WORK IN-HOUSE

C
ustomers send their mashed-

up vehicles to your body 

shop for repair. Th ey’re trust-

ing you to do whatever nec-

essary to make it look and drive like new 

again — as soon as possible. 

After spending hours straightening 

the frame or unibody, replacing parts 

and giving the vehicle a nice new coat 

of paint in the affected areas, it’s time to 

hand it off to another shop to complete 

a wheel alignment.  

Why the second shop? Because you 

don’t have wheel alignment equipment. 

So, you send the vehicle off — giving up re-

pair control and potential revenue — hop-

ing the techs at the other shop perform an 

accurate alignment and get the vehicle 

back to you quickly so you can return it 

to the customer when you promised. 

Sound familiar? It doesn’t have to. 

Wheel service is a vital part of auto body 

repair. Many collisions can cause some 

type of suspension damage. That means 

the repair process will likely require a 

wheel alignment. Someone needs to 

perform and get paid for that alignment 

— why not you? 

Many collision shops don’t have the 

equipment needed to perform wheel 

alignments or change or balance a tire. 

As a result, they typically outsource these 

services to specialty shops. Not only does 

this stretch out the cycle time, it also 

sends potential revenue out the door 

with the vehicle. 

Adding wheel alignment equipment 

lets you check every vehicle during the 

estimating process to determine if it will 

need a wheel alignment, which will likely 

IMPORTANCE OF WHEEL ALIGNMENTS GROWING AS OEMS CHANGE 

REPAIR REQUIREMENTS FOR ADAS-EQUIPPED VEHICLES 

MIKE CROKER // Contributing Editor

WHEN ADDING WHEEL ALIGNMENT EQUIPMENT, shop owners should look for a system that doesn’t 

require large camera towers. Choosing mobile wheel alignment systems will allow technicians to perform 

alignments virtually anywhere in the shop, which keeps your bays open for new business.



COMPLETE PACKAGE - Part #ADASCOMPLETE

CALIBRATION FRAME STANDARD PACKAGE

CALIBRATION FRAME, ACC REFLECTOR, WHEEL CLAMPS & LASERS

LDW CALIBRATION KIT
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lead to your shop performing more align-

ments and making more money. 

Having the capability to perform wheel 

alignments in-house also allows you to 

control the quality of the repairs to make 

sure they are done correctly. Your shop 

is on the hook as being responsible and 

accountable to the customer. If you send 

the vehicle out to an alignment shop and 

something wasn’t done right when the ve-

hicle goes home with the customer, you’ll 

take the heat for it. And that could have 

long-lasting consequences. 

Shops don’t have the luxury to in-

crease cycle time while the vehicle is 

transported to multiple shops for repairs. 

Adding wheel service to your shop’s list 

of services positions you as a full-service 

provider.  

Using pulling and measuring equip-

ment alone to complete structural, 

suspension and steering work doesn’t 

ensure that the suspension and steering 

components can be put back to OEM 

specifications. The most critical consid-

eration when doing collision wheel align-

ments is to first confirm that the structure 

is straight. If the structure isn’t returned 

to OEM specifications, the wheel align-

ment may not be correct and would need 

to be redone after the structure issues are 

addressed. 

Having the capability to do all the 

work needed without taking the vehicle 

off the rack improves efficiency, saves 

time and improves the accuracy of the 

repairs. Because you didn’t ship the vehi-

cle off to another shop for a wheel align-

ment, you were able to maintain control 

of the repair process and ensure that it’s 

done right. 

Impact of ADAS

Advanced Driver-Assistance Systems 

(ADAS) are being designed into increas-

ing numbers of modern vehicles. Th ese 

systems provide active safety systems for 

vehicle occupants and are powered by 

an electronic communication network 

that requires pinpoint accuracy.  

Repair procedures for ADAS-equipped 

vehicles are OEM-specific and differ vehi-

cle to vehicle. Because each OEM has its 

own set of calibration procedures, which 

can constantly change, technicians should 

look up the steps when repairing each ve-

hicle. Some OEMs require the ADAS to be 

calibrated with a wheel alignment being 

part of that process.  

Vehicles equipped with ADAS, es-

pecially lane keeping assist and front 

collision avoidance braking, need to be 

properly aligned with how the vehicle is 

traveling down the road. To accomplish 

this, cameras and sensors use different 

inputs from the vehicle, such as inputs 

from the steering angle sensor.  

If the steering angle sensor is adjusted 

during a wheel alignment, the forward-

facing camera, which controls the lane 

departure warning, may think the steer-

ing wheel is turned. This can signal the 

vehicle to correct the steering to stay on 

the road, even though the vehicle is trav-

eling between the lines. 

ADAS sensors rely on correct rear 

thrust angles. That means that accurate 

four-wheel alignments are now an even 

more important factor in road safety, as 

even the slightest misalignment can re-

sult in ADAS errors that could compro-

mise safety.  

It’s critical that body shops not make 

any assumptions or leave important cali-

bration work to technicians at a wheel 

alignment shop. It’s important work that 

you, the experts, should be responsible for. 

“But I don’t have enough 

space in my shop to dedicate a 

whole bay to wheel 

alignments.”

No problem.   

When looking for wheel alignment 

equipment, seek out a system that 

doesn’t require large camera towers. 

Some mobile wheel alignment systems 

allow technicians to perform alignments 

virtually anywhere in the shop that has 

an existing frame rack or 2-post lift.  

Not only will these aligners save 

space, but they also help decrease cycle 

times because you can perform collision 

wheel alignments in-house. You won’t 

waste manpower by sending two techs — 

one to transport the vehicle and another 

to drive him or her back — to drop off 

the vehicle for an alignment. That means 

more work gets done at your shop and 

customers get their vehicles back sooner.  

Adding an affordable tire changer and 

wheel balancer lets you further expand 

your wheel service offerings and make 

more money. And if you chose wheel 

alignment equipment that doesn’t re-

quire huge camera towers, you kept your 

bays open for new business.  

ALIGNMENT

MIKE COKER joined Chief 

Automotive Technologies in 

2014 as a Chief University 

instructor. He is a devoted 

advisor for various technical 

school organizations and a National 

Technical Committee member with Skills-

USA. Mike uses a hands-on approach in 

training to serve as an I-CAR instructor 

and is an ASE subject matter expert for 

Structural Analysis & Damage Repair (B4). 

crokerm@chiefautomotive

ADDING WHEEL ALIGNMENT EQUIP-

MENT TO YOUR SHOP lets you check 

every vehicle during the estimating process 

to determine if it will need a wheel alignment, 

which leads to your shop performing more 

alignments and making more money. 
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PROCESS 

IMPROVEMENTS 

IN THE PAINT SHOP 

I
n an age where new tools and ser-

vices are constantly developed, 

technology is always evolving 

and the talent pool is steadily 

shrinking, many collision shops strug-

gle to find ways to increase profitability. 

The key is to improve efficiencies to do 

more with less, offsetting the techni-

cian shortage and, therefore, improv-

ing profitability. 

The paint shop is your sweet spot — 

it is frequently the cause of bottlenecks 

and inefficiencies from underutilized 

resources, equipment and training. 

Often, paint booths are seen as a 

constraint, not an added opportunity. 

When the paint department is full, the 

paint booth is frequently under capacity, 

sitting idle for many hours every day. To 

get more out of your paint department, 

follow these guidelines.

You can’t improve if you don’t 

measure

We live in the world of data and no de-

cision should be made without data 

to support it. Be sure that every paint 

job is being logged individually and 

recorded accurately. This allows you 

to improve mixing accuracy and gen-

LEARN TO DO MORE WITH LESS TO BOOST PROFITABILITY

SHEILA PRINCIPIO // 

Contributing Editor

A MISTAKE I OFTEN SEE IS POURING OFF THE SCALE. Although this speeds up the 

process in the short-term, it typically leads to leftover paint being thrown away and it removes the 

opportunity to accurately bill for each repair order (RO).



Lamps are your “eyes” on the road, enhancing both visibility and safety. TYC’s 

premium automotive lamps undergo strict testing and detailed manufacturing 

protocols to ensure safety, functionality and durability. With quality that are 

independently certified by NSF and CAPA, over 70% of national auto insurers 

prescribe Certified Lamps. Choose TYC the next time, every time!

As Good As Any Prescription

For more information about TYCTM replacement automotive parts, consult your 

TYCTM representative or look up parts online at www.TYCUSA.com

TYC is a Proud Supporter of Novitas Foundation

Your gift can save lives, bring hope, and build a future for a 

world in need. Go to NovitasFoundation.org.
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erates the supporting documentation 

you need to collect payment from in-

surance companies for the materials 

you actually used. 

A mistake I see often is pouring off the 

scale. Although this speeds up the pro-

cess in the short-term, it typically leads 

to leftover paint being thrown away and 

it removes the opportunity to accurately 

bill for each repair order (RO).  

If a painter pours on the scale with 

the RO number attached and logs the 

products and amounts used, the shop 

can accurately track the cost to the 

shop and reduce wasted materials. 

Mixing system software streamlines 

this process and increases mixing effi-

ciency, leading to improved profitabil-

ity from time management, accurate 

material usage and billable documen-

tation. 

The 6S method is a must

Th e 6S method is a best practice that I 

look for in every single shop that I walk 

into. If a shop is not following 6S, they 

are not ready for advanced training and 

processes to increase effi  ciency beyond 

standard ability. 

Sort: Eliminate anything that is not 

absolutely needed in your shop and in 

your processes. 

Store: Arrange, identify and organize 

your physical space for ease of use. Be 

sure you have a place for everything and 

that everything is in its place. 

Shine & Sweep: Cleaning should be 

a part of operating the business. In ad-

dition to regular cleaning, look for new 

ways to keep everything clean. 

Standardize: Make standards obvi-

ous to your entire team and systemize 

the maintenance of sorting, storing and 

shining & sweeping. 

Sustain: Set discipline. Incorpo-

rate these principles into your culture. 

Schedule time to maintain standards 

and stick to it. 

Safety: A safe work environment 

keeps employees in the shop. Safety 

should be a top priority, particularly in 

shops with heavy equipment, dangerous 

materials and harmful chemicals. A clean 

workspace will allow clear walkways, and 

personal protection equipment (PPE) 

will improve breathing quality in the 

paint booth.

Once 6S is mastered and sustained, 

we can look for further opportunity to 

streamline the paint shop and other shop 

processes.

Use all available resources

Manufacturers, suppliers, distributors 

and industry organizations all have an 

abundance of strategies to streamline 

your shop, but before investing time and 

money into those processes, ensure that 

you are maximizing the resources you 

already have on-hand. 

As a paint supplier, I look for shops 

that are crossing paint lines. If you are 

using a generic primer with a brand-

specific basecoat and clearcoat, the 

coating as a whole will not be as ef-

fective (or warrantied) as when you 

use an entire branded line all the way 

through. Each paint line is engineered 

to work best with its ancillary products, 

and you may be unintentionally caus-

ing yourself more work by combining 

product lines.  

There is also plenty of multi-com-

pany technology that can increase ef-

ficiency, such as UV lights. If you have 

UV-friendly products, such as a UV 

primer, and you are not using the UV 

EFFIC I ENCY

ELIMINATE ANYTHING that is not absolutely needed in your shop and in your processes.

A CLEAN PAINT DEPARTMENT 

INCREASES the chances of a clean paint 

job (removing the time allocated to buffi ng 

and allows for more vehicles to be prepped 

and painted). 



A new line of parts. A new source of revenue.
Introducing Mercedes-Benz StarParts. 

Delivering more than just quality, accuracy, and fit, StarParts is an authentic parts line designed for 

vehicles 5 years and older that is:

• Built for high functionality and fit

• Backed by a one-year warranty* that includes parts and labor

• Designed to enhance margins and help grow profits for your shop in the long run 

To order StarParts, contact your Mercedes-Benz dealership today.

*To learn more, visit mbwholesaleparts.com/StarParts.
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EFFIC I ENCY

light with it, you are adding hours — 

or possibly days — to your cycle time 

and missing out on hours of potential 

additional work. UV primer technol-

ogy works in sync with a multitude of 

UV equipment and the sun. Adding a 

primer like that to your stock can in-

crease efficiency.

Be sure to evaluate your team as 

well. Do you have a junior painter who 

doesn’t seem to stay busy? Consider 

making him/her a prepper instead. The 

title may not hold the same esteem, but 

three good preppers can feed one good 

painter. Everyone will stay busy, and it 

will increase efficiencies and profits for 

your shop.

Simple, sustainable, 

repeatable processes will 

maximize throughput in the 

paint shop

When all is said and done, the most 

profitable, efficient and productive 

shops run on simple, sustainable, re-

peatable processes. Once you have 

mastered measuring and making de-

cisions based on those measurements, 

successfully implemented and sus-

tained the 6S culture, and maximized 

all of your available resources, then 

you are ready for enhanced — or brand 

new — processes. 

This is where your industry part-

ners come into play. We have the 

ability to come in with an outside per-

spective and a wealth of knowledge to 

assess your shop, find faults, inefficien-

cies and influencers and teach your 

team to maximize profitability. Look 

to your industry partners to streamline 

SKUs and recommend equipment that 

will drive productivity and deliver ex-

ceptional quality. 

Quick wins can come from processes 

such as:

1. Accurate and consistent color 

validation with a spectro, sprayout 

cards, chip decks and service formu-

las. Color should be matched proac-

tively 4-6 vehicles 

in advance. Ideally, 

color matching is 

done at the time of 

disassembly for re-

pair. This not only 

a l l o w s  su f f i c i e n t 

time to prepare the 

color but identifies 

tri-coats and for-

mulations that may 

contain specialty 

pigments early on. 

2. Quality checks 

before entering the 

paint shop: 

• All  body re-

pairs completed and 

finished properly. 

• All parts are 

present. 

• Vehicle de-trimmed adequately 

— paint as many parts off the vehicle as 

possible to increase productivity, provide 

a more seamless repair, reduce prepara-

tion costs and allow for more ROs to be 

completed in once cycle. 

• All paperwork is present and cur-

rent, including supplements. 

• Vehicle is clean. 

3. Using the right products at the 

right time, with the proper hardeners 

and reducers for the environment and 

repair size. 

4. The booth is for painting, not for 

prepping. 

• Ensure all preparation and prelimi-

nary cleansing is done prior to entering 

the paint booth. 

• Painting should begin no later than 

15 minutes after the vehicle enters the 

paint booth. 

• Paint should already be mixed for 

the job and ready to go. 

• If a color is not pre-selected and 

matched accurately, DO NOT put the ve-

hicle in the booth — move onto another 

job until that one is ready. 

• Do not fully demask or buff the ve-

hicle in the booth — as soon as the cycle 

is complete, move the vehicle to the next 

staging area for unmasking and buffing. 

5. Ensure the booth and paint depart-

ment remain clean. 

• A clean paint department in-

creases the chances of a clean paint job 

(removing the time allocated to buff-

ing and allows for more vehicles to be 

prepped and painted). 

Remember, with all of the new tech-

nology whirling around us and becoming 

outdated faster than tech students can 

be trained and enter the industry, the 

basics remain the same: Maximize your 

resources, measure everything, make 

decisions according to those measure-

ments, sort, set in order, shine, standard-

ize, sustain, be safe and keep it simple 

and repeatable.  

SHEILA PRINCIPIO is 

an APS Coordinator for 

BASF where she works 

with collision shops on 

lean principles to improve 

processes throughout the 

shop. She also works with Vision+Refinish 

Solutions, focusing on lean principles in 

the paint department. Sheila is an active 

member of WIN and an advocate for 

attracting new talent to the collision industry. 

sheila.principio@basf.com

AS A PAINT SUPPLIER, I look for shops that are crossing paint 

lines. If you are using a generic primer with a branded basecoat and 

clearcoat, the coating as a whole will not be as effective (or warrantied) 

as when you use a branded line all the way through. Each paint line is 

engineered to work best with its ancillary products and you may un-

intentionally be causing yourself more work by combining product lines.
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IF YOU WANT TO 

SPEED UP FINISH 

TIMES, start by 

addressing prep work. 

Vendors offer lots of 

products that signifi cantly 

cut time and waste 

during this task.
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SPEED 
RECOVERIES

O
f all the skills repairers have 

at their disposal, none is ar-

guably more important than 

time management. Time is 

everything in an industry that’s driven by 

hourly rates, repair schedules and effi  cient 

throughput. Nowhere is this truer than a 

shop’s paint department, which also hap-

pens to be its biggest revenue generating 

area. Properly manage your time here, 

and you’ll see a steady revenue stream. 

Even better, fi nd ways to work more effi  -

ciently to boost production and you’ll see 

even more money in your coff ers.  

There are plenty of ways to improve 

paint department production. One of the 

best is exploring new and upgraded prod-

ucts that are engineered to speed up your 

work. Paint manufacturers introduce a va-

riety of new and improved tools every year. 

Here’s a look at just some of the latest and 

greatest products from each paint vendor 

aimed at making 2019 the year every shop 

can reach new production goals. 

AkzoNobel

If you’re looking to save time in the paint 

department, the best place to start is prep-

ping, which by its nature is time intensive, 

involving lots of sweat and work steps. It’s 

also the foundation of every fi nish job, so 

you don’t want to take shortcuts that end 

up creating a whole host of problems and 

require signifi cant time and expense to re-

pair. Instead, look for products that reduce 

labor steps while assuring quality. 

AkzoNobel’s Autosurfacer UV primer 

claims to do just that with its ability to 

be used in 85 percent of all repairs. Stick-

ing to a single product saves both time 

and money that would be spent locating 

and stocking multiple fillers. AkzoNobel 

says the primer can be applied directly to 

metal and doesn’t require a wash primer 

on steel surfaces. Further, it’s engineered 

to resist shrinking and while remaining 

sensitive to contour-mapping, allowing 

Autosurfacer UV to be applied to critical 

substrates. 

Following application, Autosurfacer 

UV claims to provide some of the fastest 

ADD TIME BACK INTO YOUR DAY WITH SUPER-EFFICIENT PRODUCTS

TIM SRAMCIK // Contributing Editor
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curing times in the market. AkzoNobel 

reports just five minutes of UV-A expo-

sure will fully cure the product, cutting 

both labor and energy costs. When used 

with the recommended UV-A Lamp 

Tesla Cure R100 lamp, that time drops 

to less than two minutes. Sanding can 

begin immediately thereafter. 

Looking for more savings? AkzoNobel 

says Autosurfacer UV cuts paint usage 

up to 50 percent per repair compared 

to conventional primers. With its 1K for-

mula, Autosurfacer UV significantly re-

duces the risk of mixing errors and waste. 

The product also is isocyanate free, mak-

ing it safer to use by reducing health risks.

Axalta

Just how much of a difference can us-

ing the right waterborne make? Quite a 

bit, according to Axalta Coating Systems 

who says its Spies Hecker Permahyd Hi-

TEC waterborne basecoat lets you get 

more cars through the booth by deliver-

ing better coverage and eliminating the 

need to fl ash between coats.

“When people think about water-

borne basecoats, they don’t always think 

about the technology behind them,” 

says Steffen Apollo, Spies Hecker Brand 

Manager. “But Permahyd Hi-TEC was de-

signed to deliver a superior color match 

and finish in much less time.” 

Permahyd Hi-TEC decreases cycle 

time by only requiring one and a half coats 

to cover, compared to other competitive 

basecoats that need additional coats with 

intermediate flash time to achieve the 

same coverage. Permahyd Hi-TEC offers 

a wet-on-wet process so no flash time 

is needed between coats. Shops end up 

being able to do more with less. 

BASF

BASF also has targeted cutting paint prep 

times with a new primer fi ller for shops 

looking to repair minor to moderate 

damage more effi  ciently. Like its compet-

itors, Glasurit 151-170 UV Primer Filler is 

designed to reduce process times, energy 

and waste. It, too, works 

with long-wave ultraviolet 

light (UV-A radiation) that 

BASF says enables the 

primer filler to “literally” 

dry at the speed of light.

Since no heat develops 

with UV-A radiation, pro-

cess times are additionally 

shortened because there’s 

no need for a cooling 

phase. The lack of heat also 

means plastic bumpers 

won’t become deformed 

and require costly repairs. 

BASF notes other efficien-

cies the product offers: 

•  No need to spend time 

moving work to other 

areas since the primer 

doesn’t require a sepa-

rate space.  

•  Painters don’t have to 

stop and suit up in tra-

ditional protective gear; 

only protective glasses 

and regular protective 

gloves are necessary. 

•  Glasurit 151-170 UV Primer Filler is a 

1K product without a limited pot life, 

so there’s little chance of waste.  

•  Hardener and thinner additives aren’t 

needed, and once the product is in 

the cup, the shelf runs several days, 

so it’s available for multiple jobs.

PPG

Shops frequently miss out on potentially 

lucrative work doing minor repairs be-

cause they either don’t have competitive-

ly-priced options or can’t risk disrupting 

their standard operations with small 

jobs. PPG hopes to address both these 

issues with its DELTRON Speed Prime 

Repair System for Minor Damage, which 

is designed for repairing scratches, dings, 

small dents and hailstorm dimples.

PPG describes the system as a quick, 

economical repair option for shops of 

any size, anywhere. How easy is it to 

use? PPG submits the following direc-

tions based on the severity of the repair. 

Slight Damage 

1. Thoroughly wash the entire ve-

hicle with soap and water. 

2. Clean areas to be repaired with 

SWX350 H2O-So-Clean followed by 

SX330 or SXA330 Acryli-Clean Wax and 

Grease remover. 

3. Sand the damaged area with P220 

grit by hand or by using a dual action 

(DA) sander. A 3-inch disk may be used 

to keep the area as small as possible. Be 

careful to not cut through the OEM finish 

to the metal. 

4. After sanding, blow off surface 

with compressed air and re-clean with 

SX330 or SXA330, followed by SWX350.  

5. If any bare metal is exposed in 

the sanding process, mix and apply two 

coats of ONECHOICE SX1071 ECOBASE 

or SXA1031 Etch Prime — Gray to any 

PAINT SHOP
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PPG’S LINE OF DELTRON PRODUCTS are made 

specifi cally to speed up fi nish production times at shops of any 

size and anywhere.
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bare metal areas and allow to dry. 

6. Mix and apply up to three coats 

of DPS3105 V-PRIME Quick Prime Ure-

thane Surfacer using a reverse priming 

technique and allow to dry. 

7. Block sand primer surfacer with 

P320 grit paper until flat and then finish 

with P600. 

8. Re-clean one final time and con-

tinue with recommended PPG Deltron 

Premium Top Coat Systems. 

Moderate damage  

1. Thoroughly wash entire vehicle 

with soap and water. 

2. Clean areas to be repaired with 

SWX350 H2O-So-Clean followed by 

SX330 or SXA330 Acryli-Clean Wax and 

Grease remover.  

3. Sand damaged area with P180 grit 

by hand or by using a dual action sander. 

A 3-inch disk may be used to keep the 

area as small as possible. 

4. After sanding, blow off surface 

with compressed air and re-clean with 

SX330 or SXA330, followed by SWX350.  

5. Mix and apply DF705 TECHNI-

FILL Plus lightweight body filler to areas 

where filler is needed. 

6. Sand and block filler with P180 

grit paper, followed by P320 grit in prepa-

ration for primer surfacer.  

7. Thoroughly scuff panel edges with 

a scotch brite pad, then finish sanding the 

entire panel with P600 DA. 

8. Blow off surface with compressed 

air and re-clean with SX330 or SXA330 

followed by SWX350  

9. Mix and apply two coats of 

OneChoice SX1071 Ecobase or SXA1031 

Etch Prime — Gray to any bare metal 

areas and allow to dry. 

10. Mix and apply up to three coats 

of DPS3105 V-Prime Quick Prime Ure-

thane Surfacer using a reverse priming 

technique and allow to dry for 30 to 45 

minutes. 

11. Block sand the primer surfacer 

with P320 grit paper until flat and finish 

with P600 grit.  

12. Re-clean one final time and con-

tinue with recommended PPG Deltron 

Premium Topcoat Systems.

Sherwin-Williams Automotive 

Finishes

Sherwin-Williams Automotive Finishes 

(SWAF) has created a number of recent 

products whose specifi c purpose is re-

ducing production time. Its P30 and P27 

SpectraPrime Speed Primers incorporate 

special Air-Bake technology allowing 

them to cure in as little as 15 minutes at 

75 degrees Fahrenheit. Th is feature also 

eliminates the need for the bake cycle, 

which cuts both time and energy costs. 

The primer system additionally re-

duces the number of basecoats shops 

need to achieve hiding since they’re 

available in seven factory-packaged col-

ors that can be mixed together to create 

over 165 colors. Fewer basecoats means 

less money tied up in inventory and less 

time searching for the right product. 

The system also provides wet-on-wet 

applications, eliminating flash time be-

tween coats. 

If you’re looking for other savings, 

SWAF says a built-in guide coat creates 

a gloss level that allows shops to spot 

un-sanded areas quickly while reducing 

the need to use a dry guide coat. Further, 

neither system requires a flex additive for 

application on flexible surfaces, saving 

additional labor and costs.  

SWAF is also making the case that 

speed and high-quality can go hand in 

hand with a premium finish. CC200 Dy-

namic Clearcoat bakes in half the time of 

“typical glamour clearcoats” and at lower 

temperatures. CC200 Dynamic Clearcoat 

is engineered to be used by painters at any 

level and repair environment. SWAF calls 

the finish a “workhorse” product that can 

effectively replace several clearcoats, sim-

plifying work while increasing throughput 

and slashing energy costs.  

Ready to get started working faster 

and more profitably? Help is just a phone 

call away to your vendor. The sooner and 

faster you act, the sooner you can speed 

up work in the paint department and 

throughout your operation.  

TIM SRAMCIK has 

written for ABRN and sister 

publications Motor Age and 

Aftermarket Business World 

for more than a decade.  

tsramcik@yahoo.com
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SWAF SAYS HIGH QUALITY and quick results can go hand in hand with its CC200 Dynamic 

Clearcoat, which bakes in half the time and at lower temperatures than other glamour coats.



SIMPLY BRILLIANT

OUR BEST BASECOAT EVER

#SWrefinishsolutions 

sherwin-automotive.com/ultra9k     
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CAR WASH PRODUCT

The high-performance surface coatings experts, 

TopCoat®, have debuted a new automotive car 

wash called PolyWash™. Ideal for cars, trucks and 

motorcycles, TopCoat PolyWash is an innova-

tive, lasting pre-wash cross-polymer that leaves 

behind a protective layer without a waxy residue. 

Treated surfaces are easier to clean, and this 

coating means that regular wash and wax ses-

sions are no longer needed.

WWW.TOPCOAT.STORE/COLLECTIONS/POLYWASH-

PRODUCTS

BUMPER ROLLERS KIT

Body shops can turn dented bumpers 

into profi ts with Polyvance’s new 6148 

Bumper Rollers kit. The 6148 Bumper 

Rollers kit makes it easier for techni-

cians to push dents out and restore the 

sharp body lines common in today’s 

complex plastic bumper covers. The 

Bumper Rollers kit consists of three 

heavy-duty rollers — one wide and fl at, one ball-shaped for round-

ed corners, and one with a sharp edge for restoring body lines.

WWW.POLYVANCE.COM

PAINT CORRECTION SYSTEM

Auto Magic, ITW Evercoat’s brand of 

professional car care products, announces 

the launch of its PC 1-2-3 Paint Cor-

rection System, an advanced three-step 

system incorporating micro-abrasive tech-

nology that cuts through paint imperfec-

tions and defects and restores the painted surfaces to like-new 

condition. Each of the three steps in the system include materials 

and pads engineered to address different surface issues like 

sand scratches, acid rain, oxidation and swirl marks.

WWW.EVERCOAT.COM

BODY FILLER

PRO Filler Body Filler from 

Martin Senour is a premium line 

of lightweight fi ller, fi berglass 

reinforced fi ller and putty. The 

professional-grade product offer-

ing provides reliable, high caliber 

performance in any repair. With 

professional grade adhesion, 

elimination of micro-pinholes and industry-leading sanding prop-

erties, PRO Filler is a versatile system fi t for any repair job.

WWW.MARTINSENOUR-AUTOPAINT.COM

SCAN TOOL

New for 2018, a next-generation

professional full-function, full cover-

age scan tool. The new TORQUE

includes an exciting new user 

interface, making TORQUE the 

easiest-to-use professional scan 

tool in the industry. The TORQUE features a unique intelligent 

VIN acquisition and decoding feature, allowing vehicle access in 

seconds. The TORQUE is based on the new open Android™ 7.1” 

with Google Play.

WWW.LAUNCHTECHUSA.COM

HEAVY-DUTY TIRE CHANGERS

No matter the size of your shop or how 

many heavy-duty vehicles you service, 

John Bean® has the ideal heavy-duty 

tire changer to meet your needs. The 

new line of John Bean heavy-duty tire 

changers will provide you with the abil-

ity to service heavy-duty vehicles with 

increased productivity and performance. Whether a shop services 

a few trucks or a large fl eet of vehicles, John Bean has the right 

heavy-duty tire changer to positively impact every business.

WWW.JOHNBEAN.COM

CLAIMS PROCESSING SYSTEM

NuGen IT has announced the release of its 

specialized Geo Labor and Tax Rate (GLTR) 

Guide to facilitate more effi cient auto claims 

processing. The software application allows 

users immediate access to prevailing labor 

rate and tax information in a local market 

area for the repair estimate. Users simply 

enable their location tracking or enter an address from any mobile 

device and the GLTR Guide has the capability to pinpoint the 

exact information in all 50 states using geopositioning technology.

WWW.NUGENIT.COM

PLASTIC WELDING STATION

Wedge Clamp is pleased to launch the 

industry’s fi rst completely microprocessor-

controlled plastic welding station — Fusion 

Plus. High tech and simple, Fusion Pro 

instantly starts and rapidly heats up. A fi n-

gertip control switch located on the welding wand allows for quick 

and precise temperature selection. When welding operations are 

complete, simply return the wand to the cradle and system cycles 

off and goes into sleep mode automatically. Precise temperature 

selection allows for consistently accurate repairs.

WWW.WEDGECLAMP.COM
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SIGN UP NOW

TRAINING YOU FOR THE NEW WORLD
ON- DEMAND WEBINARS

MotorAgeTraining.com/ WEBINARS

Pete Meier and G. Truglia appear in every one of these webinars from 2018, and have 
valuable lessons for you. For one low price, you get all of these great webinars:
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Oscilloscope

• Essential Scope Techniques

• P0420 Diagnostics

• Every Day Electrical Troubleshooting

• Hybrid Scan Tool Diagnostics

• Unlocking the Diagnostic Power of Your Scan Tool
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• EVAP Systems - Operation and Troubleshooting

• A/C Service Challenges - Today and Tomorrow 

•  Everything You Never Knew About Tapered Bearings

• How To Perform a Professional Brake Job
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FULLY AUTOMATIC WELDER

The CTR® 9 fully automatic welder comes with a new, revolutionized 

lightweight transformer gun. With its 355° swivel handle and ergo-grip, it en-

ables perfect working positions for anyone, for any job. The gun is supported 

by a telescopic arm in a durable and lightweight extruded aluminum that can 

be easily adjusted both vertically and horizontally. A compact power unit with 

a low center of gravity gives mobility and stability, a 16,000-amp transformer 

and CANBUS communication ensure a perfect weld every time.

WWW.CAR-O-LINER.COM

WATERBORNE BASECOAT SYSTEM

The Ultra 9K™ Waterborne 

Basecoat System is one of 

the easiest-to-use refi nishing 

systems on the market; 68 

toners and a single reducer 

make up the non-stirring 

mixing system to provide customers with 

dependable color and reliable application 

properties. Designed to drive productivity 

and effi ciency in the shop, Ultra 9K comes 

with an all-new color retrieval experience 

(Color Access), a spectrophotometer and 

global color box — making even the most 

diffi cult color match easy.

WWW.SHERWIN-AUTOMOTIVE.COM

AIR PREPARATION SYSTEM

Motor Guard has 

introduced the 

most advanced air 

preparation system 

for spray booths and 

critical refi nishing 

operations. The Motor Guard High Tech Air 

Preparation System (MHT-7000) offers Six 

stages of air prep in a single unit and pro-

vides for the quickest, cleanest cartridge 

change in the industry. The MHT-7100 

Compressed Air Filter is a high-volume wa-

ter trap combined with a particulate and oil 

fi lter that features Motor Guard’s exclusive 

hydrophillic depth cartridge which fi lters to 

an incredible .01 micron rating. 

WWW.MOTORGUARD.COM

SPRAY BOOTHS

Blowtherm recently expanded their WORLD series of spray 

booths to include the EXTRA, WORLD, WORLD-S and 

WORLD 8000, along with a new lineup of Prep Stations. 

Blowtherm is known for having the most energy-effi cient 

spray booth systems on the market with standard LED light-

ing throughout. Engineering and manufacturing since 1956 

prove unmatched performance and product longevity. Why 

settle for anything less? Call today: 1-855-463-9872

WWW.BLOWTHERM-USA.COM

MIG/MAG WELDER

The Pro Spot SP-5.3 

SMART Double Pulse 

MIG welder is a 3-phase 

welder with microproces-

sor controls that provides 

excellent welding 

performance on any ma-

terials and any thickness, 

regardless of weld time. 

The Pro Spot SP-5.3 MIG/MAG Welder 

was recently approved by VW/Audi glob-

ally. The welder passed rigorous tests for 

aluminum, CuSi (Silicon Bronze) and steel.
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Six Stages for Air Prep in a Single System

Motor Guard has introduced the most advanced air preparation 
system for spray booths and critical refinishing operations.  
The Motor Guard High Tech Air Preparation System (MHT-7000) 
offers six stages of air prep in a single unit and provides for the 
quickest, cleanest cartridge change in the industry.

• The MHT-7000 High Tech Air Filtration System
• The MHT-7100 Compressed Air Filter
• The MHT-7200 Compressed Air Desiccant Dryer 
• The MHT-7300 Compressed Air Precision Regulator
• Made in the U.S.A.

Body Shop
Requirements
FROM PULLING TO PAINTING

High Tech Air
Preparation System 

MHT-7000
Air Prep
System
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I
ncome statements have many different sales 

and cost centers. Each sale and cost center 

deserves attention to ensure overall profit-

ability of the business. One of the most dif-

ficult cost centers to turn a profit on is stock parts. 

Stock parts like nuts, bolts, clips and retainers can 

be a convenient life-saver for an on-time delivery 

and can aid in alternative parts utilization. However, 

with convenience comes a price. The monthly ex-

penditure on stock parts when left unchecked can 

quickly eclipse sales, leaving repairers in the red on 

stock parts. There are three actions shops can take 

to manage stock parts and achieve an acceptable 

level of profit from these tiny, but important, parts.

The first action requires the repairer, not the 

vendor, to periodically audit the stock parts in-

ventory to check for relevance, turn rate and dis-

count. This is an important check to prevent the 

overstocking of quantities or part numbers. When 

auditing the stock parts, it is important to include 

the technicians for feedback on what parts are used 

or not used. This will help the shop identify both 

relevant and obsolete inventories. This feedback can also identify 

gaps in inventory for new stock parts that need adding. The next 

step in auditing the stock parts inventory is checking for turn rate, 

which is how fast the stock parts are selling by part number. This 

can be performed through vendor reports or simply by placing a 

colored sticker in a stock part’s bin every time a stock part is used. 

The later method also provides a nice visual cue to highlight the 

most frequently accessed inventory. Once turn rates have been 

established, the final step is to analyze the vendor discount on 

each part for the top 10-20 part numbers. The discount needs 

to be analyzed by part number to verify that the discount is ac-

ceptable. Some vendors may provide lower discounts on faster-

moving products and deeper discounts on less common parts. 

Analysis may reveal that it may be more profitable to purchase 

some clips or retainers directly from the OEM. Findings from the 

audit should be reviewed with the vendor.

The second action to ensure profitability on stock parts is 

to set the inventory in order. This requires two steps: setting 

stock levels and distinguishing between billable 

and non-billable items. When setting stock levels, 

it is important to work with the vendor to set them 

both digitally in the vendor’s ordering system and 

physically in the shop’s storage system. The bins for 

each part number should be sized appropriately 

to prevent overstocking. If a shop purchases items 

that are not going to be billed out, these should 

be invoiced separately from billable items and de-

noted clearly on the invoice from the vendor. This 

step will help repairers know the true cost of bill-

able items purchased and provide a clear picture 

of the actual profitability of the stock parts.

The third critical action to maintain profitability 

on stock parts is to place the inventory under control. 

The goal of stock parts is to bill out every billable item 

consumed during a repair. This is akin to medicine 

in hospitals; there are no free doses. To do so requires 

securing the inventory to prevent shrinkage. Non-

billable items need not be secured, but profits can be 

completely eroded by missing billing for only a few 

clips or retainers on each job. It is important to identify 

one or two key employees who are responsible for providing ac-

cess to the billable stock parts inventory. The key employees should 

also be trained and responsible for utilizing the vendor’s electronic 

invoicing system. The shop can hold the key employees responsible 

for the profitability of the stock parts. It is important that profitability 

is reviewed monthly with both the key employees and the vendor to 

ensure everyone is on the same page. Depending on the repairer’s 

volume, an incentive plan may be appropriate to incentivize the em-

ployees responsible for the stock parts based off profitability goals. 

Stock parts are a common part in collision repair, but it is un-

common for repairers to be profitable on stock parts. Taking an 

action-oriented approach to auditing, setting in order and con-

trolling stock parts inventory is key to unlocking the profitability 

available in these tiny, but important, parts. 

THE LAST DETAIL

NON-BILLABLE 

ITEMS NEED NOT 

BE SECURED, BUT 

PROFITS CAN 

BE ERODED BY 

MISSING BILLING 

FOR ONLY A 

FEW CLIPS OR 

RETAINERS ON 

EACH JOB.

WILL LATUFF is a manager of Latuff Brothers Auto Body in St. Paul, 

Minn. He is an active member of AASP-MN, participating on the board 

of directors as well as serving as AASP-MN Collision Division director.

wlatuff@latuffbrothers.com

Take action to make a profit 
on stock parts
Three ways to ensure these small parts add up to big dollars



• Just Add Air!

Dust-Free Sanding System

• No Electricity!

• Portable!

• Aluminum Safe!

Your Clean
Air Solution!

Plenty Of Storage Space

For Job Essentials

Designed To Use Two 

Dual-Action Sanders At Once

Easy Access To

Vacuum Bags

877-PRO-SPOT
Follow us on



SEE HOW WE COVERED SEVERAL

DECADES IN A SINGLE YEAR.

In the short time since we joined forces with Dave Kindig to create Modern Classikk, a multitude 

of vintage rides from every era have been transformed from faded relics to glistening icons. 

With over 25 exceptional color options, these exclusive custom automotive paints pay homage 

to the glory days, while feeling boldly contemporary. 
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