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You do it because you love cars. And you 

won’t accept anything less than your best. 
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Ensure a perfect spot-weld—even on high-strength steel—with the new MI-200T.

Not only can it melt high-strength steel, it can do so using 40 percent less power 

than a standard cable plier welder. So you’ll get a flawless fusion while driving down 

your energy costs.

    Designed for all vehicle body repairs with high-strength steel

    Amperage service is one of the lowest in the industry, requiring only a 40A service

    High-performance, lightweight transformer pliers

    Can be continuously operated without the fear of overheating

Compare our spot welder to the other guys’: chiefautomotive.com/spot/abrn
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Coming to Chicago, July 26-29. 

Register now @ NACEAUTOMECHANIKA.COM/REGISTER

NACE AUTOMECHANIKA 2017

NACE AUTOMECHANIKA  // TRAINING

PHOTO AND FILE DOCUMENTATION
This training course, presented by Mike Cassata, who is recently 

retired from Amica Insurance and is now with Hammer Insights, 

will present the most professional and accurate ways for 

collision repair facility staff, staff appraisers and independent 

appraisers to photograph damage and document fi ndings and 

observations. 

ABRN.COM/PHOTO

UTILIZING ENTERPRISE ARMS REPORTING 

TO IMPROVE SHOP PERFORMANCE
Attendees of the course will understand how to unleash 

the power of ARMS Reporting to improve their operational 

performance. Mike Anderson, the former owner of Wagonwork 

Collision Centers and now the owner of CollisionAdvice, will 

present the session.

ABRN.COM/ARMSDATA



Matching your 
eye for color

The new Acquire™ Quantum EFX spectrophotometer  

is the next generation in Axalta color matching technology.  

Smaller, more accurate and perfectly matched to your needs, 

only from Axalta Coating Systems.

Start seeing color in a whole new light.

axalta.us/quantum
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GET OE TRAINING LIVE 

ON THE SHOW FLOOR AT 

NACE AUTOMECHANIKA

Don’t miss your one-stop-
shop for OEM training 
– the OE Coliseum — at 
NACE Automechanika 
2017 in Chicago. Featured 
OEMs include Toyota, 
BMW, Chrysler and more!
ABRN.COM/OEMTRAIN

CREF ANNUAL GOLF 

FUNDRAISER TO TAKE 

PLACE IN CHICAGO

The 16th annual Collision 
Repair Education 
Foundation Golf 
Fundraiser will take place 
in conjunction with NACE 
Automechanika 2017 in 
Chicago.
ABRN.COM/CREF17

IBM’S COGNITIVE 

TECHNOLOGY IS HELPING 

CARS TO LEARN

Dan Ricci, global 
automotive industry 
cognitive solutions leader 
at IBM Cognitive Solutions, 
is a featured speaker at 
the Business Outlook 
Conference, July 26-27.
ABRN.COM/RICCI

>> CONTINUES ON PAGE 12

ANDERSON, OEM PANEL TO TACKLE 

TOOLS, SCANNING, CALIBRATIONS  
KRISTA MCNAMARA // 

Content Channel Director

Renowned collision industry 

consultant Mike Anderson will 

again be tackling the industry hot topic 

of vehicle scanning, with a deeper dive 

into what is required and how to make 

sure your shop is prepped during NACE 

Automechanika 2017.

At NACE 2016 in Anaheim, Ander-

son, owner of Collision Advice and a 

former shop owner, moderated a panel 

discussion on the importance of pre- and 

post-repair vehicle scanning to identify 

potential trouble codes that may have 

been set by collision damage. 

“The challenge is to get the insurance 

industry to recognize that scanning is 

quickly becoming a normal part of the 

diagnostic process and therefore wor-

thy of being paid for,” said Tony Molla, 

vice president of the Automotive Service 

Association. “Mike’s panel explored the 

OEM positions on vehicle scanning at 

that time. Since then, virtually all major 

vehicle manufacturers have come out 

with a position statement on the subject.” 

VEHICLE SCANNING

CHICAGO EVENT 

COMMITTED TO 

INDUSTRY TRAINING 

NACE Automechanika 

2017, the largest U.S. 

trade show dedicated to high-

end technical and management-

related training for automotive 

collision and service repair shops, 

presents one of the largest 

offerings of in-depth, practical 

automotive training July 26-29 at 

McCormick Place, Chicago. 

As a part of the Automotive 

Service and Collision Repair 

Week, NACE Automechanika 

opens with a host of educational 

opportunities. The event brings 

together live demonstrations of 

the latest automotive technologies 

from more than 500 exhibitors, 

show fl oor training and roundta-

ble discussions from co-located 

groups and the opportunity to 

learn from OEMs. Courses feature 

a variety of CEU credits, including 

those from I-CAR and Automotive 

Management Institute (AMi). 

SHOW SEMINARS

>> CONTINUES ON PAGE 10

FOCUS ON 2017

NACEAUTOMECHANIKA.COM/

REGISTER

REGISTER FOR



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

The quality of our parts is only part of the story. 
Of course every Genuine Mercedes-Benz Part is made to ensure a perfect fit and deliver top performance. 

But we provide more than just exceptional parts. Such as an exclusive Parts Warranty that covers labor. 

Dedicated support and customized solutions from a certified PartsPro dealership. Plus competitive pricing 

available on both CollisionLink® and RepairLink.SM All this, so that your entire experience is as unrivaled as 
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To learn more, visit www.mbwholesaleparts.com. 
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TRAINING

POSITIONING YOURSELF IN THE 

COLLISION REPAIR INDUSTRY
BRUCE ADAMS // Managing Editor

Establishing a profi table collision 

repair business that does quality 

work in today’s ultra-competitive envi-

ronment is more diffi  cult than ever. Just 

ask Mike Anderson, owner of Collision-

Advice, an industry research, reference 

and consulting business. Anderson has 

been there and done that because he’s 

the former owner of Wagonwork Colli-

sion Centers, two highly acclaimed shops 

located in Alexandria, Va.

Anderson also serves as a facilitator 

for Axalta’s Business Council 20 Groups 

in the United States and Canada. And 

he facilitates numerous courses for the 

Axalta Performance Services Educa-

tional Series.

In 2016, Anderson was home for 

fewer than 20 days, preferring to spend 

his time traveling all over North America 

teaching, serving on advisory boards and 

committees, and generally living to sup-

port the industry. So when Anderson 

talks about the collision repair industry, 

you can take what he says to the bank.

You will have the opportunity to hear 

Anderson present “Positioning Yourself 

in the Collision Repair Industry” at 1:30 

p.m. July 27 at NACE Automechanika 

Chicago.

Anderson will discuss how to estab-

lish and protect your brand in an in-

dustry that is being reshaped daily by 

consolidation and new technology. In 

addition to protecting your own brand, 

you’ll be protecting the brand of the vehi-

cles you are repairing, because consum-

ers who have bad experiences getting 

their vehicles repaired lose faith in the 

vehicle brand, studies show.

The class also will compare the dif-

ferences between what consumers are 

looking for, what OEMs are looking for 

and what insurers are looking for when 

dealing with collision repair busi-

nesses. They all want something quite 

different, and understanding these 

three groups that define the collision 

repair experience helps businesses 

prepare for the inevitable questions 

and concerns.

In addition, the class will look at 

telematics and what role it will play in 

the future of new vehicles and of repairs 

to those vehicles. In addition to making 

repairs more complex and expensive, 

telematics in vehicles has the potential 

to unlevel the playing field. Telematics 

gives the automakers the first opportu-

nity to communicate with customers 

after they are involved in a collision. It 

also gives automakers the opportunity 

to recommend a body shop before the 

insurer gets involved in the repair pro-

cess, which emphasizes the importance 

of protecting your own brand and the 

brand of the OEM.

You can read more about Anderson’s 

“Positioning Yourself in the Collision Re-

pair Industry” class and sign up for it at 

ABRN.com/position.

Also, check out other collision repair 

classes Anderson will be presenting at 

NACE Automechanika, which include 

“Utilizing Enterprise ARMS Reporting 

to Improve Shops Performance,” How to 

Improve Gross Profit through Estimating 

– Understanding the 30/20/10 Rule,” and 

“Sustaining Excellence” by visiting ABRN.

com/AndersonNAMC. 

FOCUS ON

Fast forward to NACE Automechan-

ika 2017, July 26-29 in Chicago. Ander-

son will again tackle the subject, this time 

taking a more expansive look beyond 

simply scanning a vehicle to include the 

diagnostic procedures, calibration and 

targets needed as well. His panel will take 

place from 11 a.m. to 1 p.m. on July 27.

“Aside from the obvious reason that it 

is now necessary to do a complete esti-

mate of the potential damage, when you 

think about how many automotive driver 

assist systems — like antilock brakes, sta-

bility control, lane departure, etc. — are 

electronically controlled, the need to en-

sure these systems are working properly 

before the vehicle is delivered back to the 

customer is also critical to performing a 

complete and safe repair,” Molla said.

Anderson’s panel discussion featuring 

several OEMs will take place in the Scan-

A-Palooza space on the show floor, which 

will also feature training from scan tool 

manufacturers who will demonstrate their 

product capabilities in two-hour training 

time slots throughout the show. 

 “We need to create awareness about 

all that goes into scanning. There seems 

to be a lot of misunderstanding between 

fact versus fiction and the differences be-

tween OEM and aftermarket scan tools 

and what types of things we have to uti-

lize scan tools for other than just scan-

ning the vehicle,” Anderson said. “Both 

collision and mechanical technicians 

can benefit from the presentation, but 

we will be discussing things you need to 

do in a vehicle as a result of an accident. 

Some mechanical shops would get value 

out of it if they are called to help service 

a collision shop.” 

>> CONTINUED FROM PAGE 8

2017
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FOCUS ON 2017

“This year’s training lineup covers the 

current topics automotive profession-

als are seeking out, including a number 

of collision-focused trends like vehicle 

scanning and shop effi ciencies,” said 

Jeff Peevy, president, AMi. “I also am 

thrilled to have more than 40 courses 

offering AMi credits that meet in-person 

elective training requirements for our 

various certifi cates and professional 

designations.”

Participate in the forums that matter 

across three sectors of the industry — 

collision repair, distribution and service/

mechanical repair. 

Top educators and sessions featured 

at NACE Automechanika Chicago 2017 

include:

• Effective Succession Planning for 

Secure Retirement with Matt Winslow, Au-

tomotive Training Institute (ATI), educates 

attendees on what to do with their busi-

ness when they’re ready to step away.

• Elevating Service Excellence and 

How Productivity Mathematics Measures 

Service Results with Bob Greenwood, 

Automotive Aftermarket E-Learning 

Centre Ltd. (AAEC), explain the numbers 

every shop must track.

• Omnichannel Marketing: Tapping 

Into Your Customer’s Journey with Danny 

Sanchez of Autoshop Solutions will dis-

cuss new ways to market a repair shop 

and make sure customers fi nd them fi rst, 

a reoccurring issue in the industry.

• How to Improve Gross Profi t 

Through Estimating with Mike Ander-

son, CollisionAdvice, explains to shop 

managers how they can develop better 

processes.

“Nowhere in the industry will you fi nd 

a better line up of training, or selection 

of current topics that offer professionals 

one-stop, shop-level training in North 

America,” said Peter Meier, director 

of training, NACE Automechanika. “In 

2015, more than 2,000 automotive 

professionals were trained by industry 

leaders at Automechanika Chicago. The 

message that we heard following the 

show was that: ‘We want more training.’” 

NACE Automechanika 2017 will help 

professionals and educators to prepare 

for future automotive advancements 

and earn certifi cates for training. In 

addition, students can visit the career 

fair, attend trainings for free, and network 

at the ‘Tailgate Party’ on July 28, which 

is designated Student Day. Schools 

are also welcome to take advantage 

of this event as a platform to recruit 

professionals looking for a continuing 

education program. 

With an anticipated 10,000 attend-

ees, NACE Automechanika Chicago is 

set to lead the industry in education and 

training covering the entire spectrum of 

the automotive aftermarket industry. 

>> CONTINUED FROM PAGE 8



The SATA trueSunTM allows you to see that the  

color shade and metallic effect match.

The SATA trueSunTM allows you to s

color shade and metallic eff

SATA® trueSun™

The Daylight Solution

The selection of the correct color shade for 

refinishing a vehicle requires a source of light 

that preferably reproduces the entire color 

range of visible light (daylight) as accurately as 

possible. The SATA® trueSunTM LED lamp 

which was especially designed for this purpose 

allows a professional color shade evaluation 

and identification within the paint shop. Any 

rework caused by an incorrect color 

identification and the respective rectification 

cost involved does not leave any room for 

compromise when selecting the daylight lamp. 

Even avoiding a single rework covers the 

purchase cost of this high quality product.

Available now at your local SATA distributor.

For further information, please check our 

website at www.sata.com/SATAtrueSun

1012129 SATA trueSunTM, includes battery and charger

1010082 SATA trueSunTM battery

1006445 SATA trueSunTM charger

The exclusive independent 
distributor of SATA products 

in the US and Puerto Rico

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

www.satausa.com



THRIVE WITH EFFECTIVE SYSTEMS, LEADERSHIP
CHELSEA FREY // Senior Associate Editor

With over 30 years of experience in the 

collision repair industry, including lead-

ership positions with several large MSOs 

such as ABRA, Dave Luehr has seen his 

fair share of successful shop processes. 

Now, as the owner of Elite Body Shop So-

lutions, a coaching and consulting com-

pany, Luehr continues to use his experi-

ence and modern process skills to help 

shops excel.

During NACE Automechanika 2017 

this month, you will have the opportunity 

to benefit from Luehr’s expertise on suc-

cessful shop processes and leadership 

styles via two courses.

On Wednesday, July 26 at 1 p.m., 

Luehr will instruct a course titled “Great-

est Production Systems – The Secrets of 

America’s Greatest Body Shops Series.”

During this course, he will offer a real-

world look at the smart and simple pro-

duction systems being used by some of 

America’s greatest body shops, such as 

creating SOPs and operational playbooks 

for optimum work in process (WIP) levels.

“The majority of the topics covered you 

can implement in any size shop — you 

don’t have to be wealthy,” Luehr explains.

He will also cover the ins and outs 

of scheduling, blueprinting and Vehicle 

Damage Appraisal (VDA), achieving 

continuous workflow using catalytic dry-

ing systems, and continuous improve-

ment best practices.

On Thursday, July 27 at 1 p.m., Luehr 

will instruct a course titled “Great Servant 

Leadership — The Secrets of America’s 

Greatest Body Shops Series.”

This course will cover how America’s 

greatest body shops build winning cul-

tures around a vision and effective rela-

tionships with their employees.

Luehr further explains, “I’ll talk about 

the difference between the old leader-

ship method — pushing people — and 

the new style of leadership, which is cre-

ating a pull, or servant style, leadership. 

While people are motivated by money, 

it’s only to a certain point — people 

want to feel that they are contributing to 

something bigger. You need to get your 

employees on board with your vision of 

success in order to operate your busi-

ness effectively.”

Attendees will also learn how to get 

employees engaged and how to hold em-

ployees accountable in a positive way by 

creating role awareness. 

TRAINING

REVOLUTIONIZE
How Sanding is Done! with
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Eagle Abrasives, Inc. Norcross GA www.EagleAbrasives.com Tel:(888) 68-EAGLE

If You Don’t Already Know, You Owe It To Yourself To Find Out 

How SuperAssilex Can Improve Your Shop Productivity In a 

Way You Never Thought Possible Before !

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

FOCUS ON 2017



Productivity  

starts at the finish

Finish smart

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

TIM SRAMCIK // Contributing Editor

T
he intense focus on pre- and 

post-repair scans is an effec-

tive reminder of just how far 

vehicle and automotive repair 

technology have evolved in just the past 

decade. Automobiles are no longer sim-

ply petroleum-powered metallic people 

movers with computer controlled fuel in-

jection and emissions. Today’s cars and 

trucks are mobile computer networks 

providing safety, efficiency and con-

venience that motorists couldn’t have 

dreamed of just a decade ago but what 

consumers fully expect now. 

All this sophisticated technology (and 

the cutting-edge tech needed to repair it) 

has come at a price — potentially a steep 

price. Software and computer networks 

have opened up the automotive market 

to the world of hackers, malware and 

computer viruses. 

So serious are these threats that manu-

facturers have made cybersecurity a prior-

ity and actually banded together to search 

for ways to protect their products. The As-

sociation of Global Automakers and Al-

liance of Automobile Manufacturers set 

up an Information Sharing and Analysis 

Center (ISAC) to enable the sharing of 

data involving cyber security. While that 

might spark optimism that the industry is 

on track to handle cyber threats, keep in 

mind that this effort is well behind simi-

lar movements started decades ago in the 

healthcare, financial and other markets.

Not concerned? Maybe it’s time to 

start or at least become more familiar 

with security issues. When the auto man-

ufacturing world begins putting com-

puter threats at the forefront, shops need 

Prepare for the day when your shop 
could be at the center of a cyber attack
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RESEARCHERS 

WORRY that apps and 

other devices that come 

into contact with critical 

vehicles systems could 

contain malware that might 

overcome security proto-

cols and cause harm in a 

number of ways.
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to take notice. Their work intersects in a 

variety of ways with cybersecurity issues 

that are serious enough to put the liveli-

hood and survival of shops in jeopardy.

Consider the following examination 

of trends and likely threats that might af-

fect your business, along with the steps 

you can take to prepare. Warning: Spec-

ulation ahead. But entering the murky 

waters of hacking threats requires look-

ing at the world in terms of what could 

be to prepare for the problems that will 

be at your door in the very near future.

The Wi-Fi-hackable vehicle: The 

facts behind the story

In 2015, automotive cybersecurity re-

searchers were able to hack into a 2014 

Jeep over the Internet, gain control of the 

vehicle and bring it to a stop in traffi  c. Th e 

stunt forced Chrysler to issue a recall on 

1.4 million vehicles that would need a 

software patch installed.

The hack sent shockwaves through 

the consumer market, causing motorists 

to question whether their vehicles could 

fall victim to similar — and extremely 

dangerous — takeovers. Chrysler and 

other automakers were quick to point 

out that the researchers were only able 

to perform the hack after first connecting 

a computer to the vehicle’s onboard diag-

nostic (OBD) port. In short, they claimed 

researchers had essentially “gamed” the 

situation. In no way was this vehicle or 

any other that had not been similarly 

physically manipulated at risk.

Researchers countered that their 

work provided an example of just how 

susceptible automobiles were to cyberat-

tacks. Since there is no template defining 

how an automobile — or for that matter 

any product using a computer — could 

be hacked, in seeking out potential weak-

nesses, hackers could exploit demands 

looking at such an issue from all angles. 

These researchers and others have 

continued working on other potential 

security breaches and shortcomings in 

automotive designs they believe could be 

vulnerable to attacks. 

One such area they point to is the 

emergence of Over the Air (OTA) soft-

ware updates — upgrades that would be 

delivered via Wi-Fi to a vehicle with no 

need for owner intervention (the same 

way upgrades are automatically made to 

your laptop or other electronic devices). 

Several of the world’s largest automakers 

have either started or begun putting to-

gether plans to enable some of their ve-

hicles to receive OTA software updates. 

These include:

•  BMW and Hyundai — Implement-

ing an LTE-telematics architecture to 

enable navigation system map updates 

(Hyundai’s currently is only targeting ve-

hicles in Korea).

•  Ford — Moving to Blackberry’s QNX 

Car platform to permit Sync 3 infotain-

ment systems to receive OTA updates. 

•  Honda — Planning to allow OTA 

upgrades via a home Wi-Fi network.

•  Toyota and Lexus — Enabling OTA 

upgrades for the EnTune infotainment 

system by Bluetooth either paired or 

physically connected to a smartphone 

or tablet. 

•  Nissan and Infinity — Putting an 

OTA upgrade platform in place.

The concern in these cases is that 

hackers could bypass OEM security proto-

cols and transmit their own OTA content 

to manipulate vehicle systems. Automak-

ers note that currently OTA transmissions 

are intended only for navigation and en-

tertainment/infotaiment systems, not 

powertrain or any other systems related to 

vehicle operation that could be manipu-

lated into causing an accident.

Critics say compromised navigation/

entertainment systems still represent a 

dangerous threat. For example, hacked 

music systems could present distrac-

tions that remove a driver’s attention 

from the road should the volume sud-

denly increase. Hacked navigation 

systems could create the same kind of 

confusion or pull drivers well off course 

and into areas of heavy road construc-

tion or traffic congestion. 

The projected growth of software 

OTA, and eventually Firmware Over the 

Air (FOTA), upgrades makes them even 

more attractive. OTA updates offer man-

ufacturers both tremendous cost-saving 

potential and convenience they’re ea-

gerly looking to leverage. 

From 2014-2016, the recall rate 

among four major OEMs rose nearly 46 

percent, costing a combined $20 billion 

in 2015 in warranty reserves. Auto mar-

kets analysts ABI Research prepared a 

study showing that close to one-third of 

2015’s recalls alone could have been ad-

dressed with OTA, saving OEMs at least 

$6 billion.

Moreover, the company forecasts ap-

proximately 203 million OTA-enabled 

cars shipping by 2022, with nearly 180 

million new cars supporting OTA, and 

22 million supporting FOTA by then. 

Considering the many billions of dol-

lars in potential savings at hand, OEMs 

eventually could look into secure ways to 

use OTA or FOTA to update vehicle oper-

ational systems. While such a movement 

raises risk levels, it also offers advantages 

related to vehicle security. Namely, it 

would help ensure vehicles receive nec-

essary upgrades and software patches 

that otherwise might require a customer 

to make an inconvenient visit to a dealer 

or perform the work themselves. 

For comparison, automakers need 

only look at the experience of Chrysler, 

which drew serious criticism for its han-

dling of the 2014 recall when it mailed 

out USB drives containing the necessary 

software patch. The responsibility of ap-

plying the fix was left to consumers — 

RESEARCHERS USED THE INTERNET 

to gain control of a 2014 Jeep Cherokee 

like this to prove that automobiles were 

vulnerable to cyberattacks.
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many of whom might never performed 

the work. OTA upgrades remove such 

variables from the repair equation.

On an interesting side note, the growth 

of OTA upgrades could produce signifi-

cant fallout throughout the repair indus-

try. Ordinarily, many of these updates 

would have been performed at a dealer 

shop. Shifting these tasks back to the OEM 

means taking billions of dollars away from 

dealers who depend in large part on war-

ranty income to stay afloat. Any significant 

repercussions in the dealer repair market 

could affect independent repairers in the 

form of disrupted parts supply lines or 

similar effects that might reshape shop/

dealer relationships. 

At the shop level

Potential problems from OTA transmis-

sion are more of a concern down the 

road. More immediate threats to vehicle 

cybersecurity are at the shop level — spe-

cifically with the vehicle itself and the 

very equipment shops use to diagnose 

and perform repairs.

As it turns out, your tools could be 

the “soft target” hackers are looking to 

exploit. During a recent cybersecurity 

conference in Louisville, Ky., a security 

consultant demonstrated how he spent 

$20 on hardware and free software to 

build a tool that could deliver malware 

to a vehicle via its On-Board Diagnos-

tic (OBD) ports. Such a vehicle could 

then be dropped off for work at a shop 

and pass on the malware to diagnostic 

tools that would continue passing mali-

cious code onto any other vehicle they 

connected to, potentially compromising 

critical driving systems like the brakes 

or transmission. In short order, a num-

ber of vehicles in an area could quickly 

become “infected.” Should those vehicles 

be brought to another shop, its tools 

similarly could become infected and 

continue spreading malware. 

Just as worrisome, experts note that 

such an infection wouldn’t need an in-

fected vehicle to produce this kind of 

malware epidemic. They say a shop’s 
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Wi-Fi could be hacked and a virus intro-

duced there could find its way through 

the shop’s computer systems and into 

diagnostic tools.

Other experts note the potential dan-

ger of aftermarket products that make use 

of OBD ports, particularly the dongles de-

signed to fit into the OBD II port under the 

dashboard. Designed to perform services 

such as tracking driving habits and statis-

tics for motorists and insurers (who use 

the data to determine rates), these devices 

connect directly to a vehicle’s internal net-

work where they could be manipulated to 

deliver malicious code — which could be 

passed onto shop tools.

With collision repairers needing to 

perform pre- and post-repair scans to 

produce a thorough repair on every ve-

hicle that passes through their doors, the 

collision industry becomes an obvious 

starting point for a cyberattack.

This isn’t just science fiction. Cyber-

security experts fully expect automobiles 

to be targeted, and shops currently pro-

vide one of the most attractive paths for a 

malware attack. If that news isn’t sober-

ing enough, consider the fact that shops 

who pass on viruses that compromise 

vehicle safety might be liable for dam-

ages — even if they were completely 

unaware of the danger.

The who, what and when of 

auto hacking

So why would anyone want to hack an 

automobile — especially since there 

seems to be little or no fi nancial gain in 

producing accidents? For the same rea-

sons your laptop, tablet and smartphone 

are constantly being targeted by hackers: 

Someone, somewhere, gets a sense of 

satisfaction by invading a technologi-

cal/personal space and manipulating or 

harming it. Perpetrators could be anyone 

from terrorists, activists trying to make 

political points and pranksters looking 

for attention to social malcontents seek-

ing some way to lash out. Because hack-

ers of all kinds share information across 

the internet, they pass on security vul-

nerabilities as soon as they’re detected. 

Th ey’re continually at work looking for 

ways to exploit potential breaches. 

Fortunately, auto and tool manufac-

turers also are working overtime to find 

ways to defend their products (their live-

lihood depends on protecting custom-

ers). Being vigilant against cyberthreats 

is a team battle, where all areas of the 

auto industry must take their part. Here’s 

what you can do to protect your custom-

ers and your shop:

1.  Stay informed. Keep abreast of the 

threats facing your industry. Pay atten-

tion to industry news and other sources 

that track cyberthreats and note those 

that could affect your business.

2.  Follow all security recommenda-

tions. Work with your tool vendors and 

vehicle manufacturers to adhere to their 

guidelines on keeping computer systems 

safe. Install and update cyber protection 

products and any updates.

3.  Guard the office. Make sure your 

internal computer systems also are 

protected. Keep internet firewalls and 

anti-virus products up to date. Regularly 

change passwords, and require employ-

ees to update their passwords every 30-90 

days. Separate internal Wi-Fi from Wi-Fi 

offered to customers. In the case of the lat-

ter, require a password for customer use, 

and update it regularly. That might seem 

like a bit much, but you want to keep hack-

ers away from every part of your business.

4.  Talk to your customers. Warn 

customers of the potential dangers of 

aftermarket dongles. Should a scan of a 

vehicle register odd codes or if anything 

about the functioning of entertainment 

or navigation systems appears out of 

sorts, query the customer on who may 

have accessed an OBD port or come into 

contact with the system.

5.  Spread the word. In an industry 

already dealing with a number of repair 

and business issues, repairers might feel 

inclined to dismiss talk of cyberthreats 

as an overreaction or reckless hype. 

This simply isn’t the case. While there 

isn’t reason to panic, there are plenty of 

reasons to prepare to handle a threat on 

the minds of both manufacturers and cy-

bersecurity experts. With so many differ-

ent parties working on the same vehicles, 

repairers and other industry members 

can best protect customers by working 

together. Reach out to your colleagues. 

Don’t hesitate to share information and 

your thoughts with others.

The era of computer systems, micro 

controllers and vehicle connectivity has 

revolutionized the automobile world. 

Information technology research and 

advisory firm Gartner says that within 

five years most new vehicles will be con-

nected to the internet. Research firm 

IHS Automotive declares a decade after 

that, almost 21 million autonomous ve-

hicles will be on world roadways. The 

billions of lines of computer code and 

the technology needed to make all 

these vehicles and their systems work 

together will continue  to be rich terri-

tory for hackers to exploit.

By doing your part today, you’ll help 

ensure the safety and survival of the repair 

market tomorrow and going forward. 

FORD IS PREPARING TO UPDATE 

SOFTWARE on its Sync infotainments 

systems using Over the Air (OFA) upgrades. 

Doing so provides signifi cant convenience 

to the OEM and consumers, but researchers 

worry about potential dangers and its effect 

on the industry.

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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HOLDING STAFF 
ACCOUNTABLE

JEFF PEEVY // Contributing Editor

F
or small business owners, the 

whole conversation about busi-

ness culture is a difficult one. 

Most feel they don’t have time 

to get that “deep” into their business think-

ing, due to the day-to-day grind. However, 

the more one understands about the cul-

ture within their business, how it came to 

be, where it needs to go and ultimately 

how to get it there will take their business 

to a level of performance never thought 

possible. The culture that exists in your 

business produces its results. 

In past articles, we’ve explored the 

role culture plays in business success 

and failure, reviewed ways to identify 

strengths and weaknesses within your 

business and then discussed the various 

elements within company cultures. I 

have spent the past six years studying the 

subject of repair shop culture and as my 

understanding grows, I realize personal 

accountability is the very foundation of 

positive business culture. So let’s look 

deeper at defining and improving your 

company’s culture through the eyes of 

accountability.

Every type of culture imaginable within 

a business starts with leadership. There 

are no exceptions, so the first step is to take 

personal responsibility as a leader and per-

sonal accountability for your leadership 

results. It is here that understanding the 

difference between accountability and re-

sponsibility really helps put things into per-

spective. When you accept responsibility, 

you have been given a task or role. When 

you are accountable, you answer for the 

outcome of those tasks or role. So, you may 

have the responsibility of leading an organi-

zation as part of management, but until you 

seriously accept personal accountability for 

the outcome of your leadership influence, 

you are not truly fulfilling your role through 

actions associated with it. This can be true 

for any role. Those who have a title and 

may even verbally accept responsibility, 

but then fail to be personally accountable 

for the successful output of that role, bring 

businesses down. They simply are going 

through the motions, but are not sincere 

enough to care. When a business culture 

is made up of that type of thinking, the com-

pany struggles in every way and typically 

blames everyone else for it.

Personal accountability is the foundation of 
a positive business culture

OPERATIONS 

PHOTO: THINKSTOCK / TODD WARNOCK



Nothing compares with genuine when you 

expect reliability.

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

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

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

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

you’re on the road or away from it. 

* Kia Genuine collision parts sold by an Authorized Kia Dealer under warranty are covered for the greater of (1) the duration of the New Vehicle Limited Warranty or (2) the first 12 
months from the date of installation of the Kia Genuine replacement parts or 12,000 miles. Labor charges not included when not installed by an Authorized Kia Dealer. Warranty is 
limited.  See Kia’s Replacement Parts and Accessories Limited Warranty for further details.

Reliability 
like no other.



OPERATIONS

24  JULY 2017  ABRN.COM

In small businesses, a lack of ac-

countability is often an issue. Attitudes 

that scream, “this is my business, and I 

will run it however I please,” or “no one 

can tell me how to run my business” are 

often an indication of serious operational 

and cultural weaknesses. Granted, as 

an owner, this type of thinking in one 

sense is true, yet rarely produces posi-

tive results. The point is, everyone needs 

someone to hold them accountable. 

This is one area that larger corporations 

have over smaller businesses, simply 

because a chain of accountability exists. 

It is important that every leader be held 

accountable, as openness of accountabil-

ity to employees can build respect and 

increase levels of performance across the 

board. This is because employees tend 

to follow what they see from leadership.  

Every step of growth toward a better, 

more productive, safer and happier busi-

ness culture is made possible by account-

ability. For many years, I spoke about the 

need for our industry to adopt a culture 

of learning. The challenges this adoption 

faced was around the lack of account-

ability. If shop owners, technicians or 

administrative staff failed to be account-

able within their role, they rarely see the 

need to train and educate themselves and 

do not make it a priority. It is not until ac-

countability increases individually and 

then begins to spread to hold one another 

accountable that the higher-achieving 

culture begins to take shape.  

In a business culture that does not 

accept and encourage consistent and 

open accountability, it is common to see 

it used only when something goes wrong. 

Accountability that only rears its head 

in these situations never works. It fos-

ters blame, back biting and resentment 

within the ranks of staff, typically against 

each other, but especially against leader-

ship. It should also be noted that this type 

of cultural environment doesn’t make 

itself obvious, but normally lives in the 

shadows and in the side conversations 

within small groups who blame everyone 

else for everything believed to be less 

than ideal. This type of culture, like all 

cultures within a business, feels normal 

to most everyone who has worked there 

for more than a couple of years.  

As leadership accountability begins to 

show up openly to employees and then 

employees begin to hold themselves and 

each other accountable for their contri-

butions and actions, you will always have 

some individuals who just can’t accept the 

change to personal accountability. These 

individuals must be identified, coached 

and encouraged initially, but then if the 
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shift to accountability can’t be embraced, 

they must be let allowed to move. Other-

wise, they will interfere with progress.

It must always be kept in mind that 

culture produces results, good or bad, 

and can unleash potential or limit it. 

The foundation for all positive cultures 

within a business is accountability. Ac-

countability takes responsibility for 

actions and results. A good test for ac-

countability is willingness and eagerness 

to learn. Personal accountability creates 

a thirst for knowledge and expertise be-

cause a repair without it will not be a cor-

rect, safe and quality one. I would offer 

to the reader that no owner or techni-

cian who holds themselves personally 

accountable for the quality and safety 

of the work they produce believes it can 

be done without ongoing learning. When 

someone takes personal responsibility 

for a role and then holds themselves 

accountable for the outcome of their 

actions, powerful and positive things 

begin to happen. Failing businesses turn 

around and become successful. Individ-

uals find successful careers and balance 

it with a solid home life. Good things just 

begin to happen.  

As the business culture grows more 

positive and accountability begins to 

become accepted, it defines the very 

nature of the relationships within the 

business in a very different way. Individu-

als begin to help one another, look out 

for one another and more importantly, 

they look out for the customer’s vehicle. 

Accountability drives caring — caring 

about everything and everyone around 

them, including leadership. Respect for 

leadership grows because openly tak-

ing personal responsibility for the role 

of leadership and taking personal ac-

countability for the business’s output 

creates the ideal environment. This is 

when we see true servant leaders becom-

ing admired and everyone embracing a 

company vision into a positive future. 

Learning and championing change be-

comes the norm and everyone takes 

ownership. There is a higher level of trust, 

transparency, communication and open-

ness. When mistakes are made, instead of 

being hidden, they become opportuni-

ties to learn and lessons from mistakes 

are shared so they are eliminated in the 

future.  

The moment we realize accountabil-

ity is the foundation of a positive busi-

ness culture and that a positive culture 

produces incredible results, we can begin 

the journey to extraordinary. 

JEFF PEEVY is the 

president of the Automotive 

Management Institute. Jeff 

has been involved in industry 

training and education for 

more than 20 years. 

jpeevy@amionline.org
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TACKLING THE 
TECH SHORTAGE

BRIAN ALBRIGHT // Contributing Editor

S
hops across the country are struggling with tech-

nician recruitment. Fewer new techs are entering 

the workforce, and existing technicians are often 

poached by larger shops or consolidators off ering 

big signing and recruitment bonuses. 

A number of shops and MSOs have launched training pro-

grams to bring new blood into the technician pool but most of 

these efforts only benefit one particular company. The techni-

cian shortage is a systemic problem that will require a concerted 

effort from the entire industry.

Gustafson Brothers, a mechanical and collision repair shop 

in Huntington Beach, Calif., has initiated some innovative train-

ing programs to expand its own technician pool while also in-

creasing interest in autobody repair regionally. Owner John 

Gustafson thinks his own company’s approach could provide 

a template for regional and national industry associations to 

tackle the staffing issue.

Gustafson is an I-CAR instructor, as well as a Bureau of Auto-

motive Repair (BAR) certified instructor, continuing education 

insurance instructor and ASE Master Technician. For the first 

time this summer, his shop will host an “Intro to Auto Summer 

Boot Camp” program for teenagers 16 years old and older.

Each of the two four-week sessions costs $400. The company 

is marketing the camp via local high schools and job fairs, as well 

through its online mailing list and social media.

“Auto shop in high school is a lost art,” Gustafson says. “We’re 

providing an introduction to automotive so young people can 

get exposed to what we consider a STEM career in auto.”

The camp will provide the basics of how cars are manufac-

tured and purchased, as well as an introduction to how cars 

work, maintenance and autobody repair. All sections include 

hands-on training. Gustafson and other certified instructors will 

lead the training.

While Gustafson says he got the initial idea for the camp 

four years ago, it took some time before the shop could offer 

the courses to the general public. The training center can ac-

commodate up to 20 students for each session, but for the first 

camp Gustafson says they are targeting a class of 12 students.

Gustafson Brothers has already established itself as a 

leader when it comes to education. The company has its own 

2,500-square-foot training center that offers I-CAR training, 

California shop owner expands training,
recruitment efforts in hopes of bolstering workforce
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10 bag filtration for each.

Eight 6-Tube light fixtures with 

hinged access for ease 

of cleaning and maintenance.

®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®

“Best in Class” Spray Booths, Prep Stations & Mix Rooms
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OPERATIONS

as well as insurance agent training and 

other courses. 

In addition to the boot camp, the 

company has created a career path train-

ing program that can move new techni-

cians from entry-level status to master 

technician over the course of seven years. 

The program is designed to both help get 

new technicians trained and help exist-

ing employees advance their careers. 

The company has offered this train-

ing on the mechanical side for four years 

and has just introduced an autobody 

component. “We have a 10-week course 

that starts in June for three technicians 

at a time,” Gustafson says. “We run them 

through a number of I-CAR classes. 

These are people we have recruited that 

had mechanical aptitude but are not cur-

rent autobody technicians. We think we 

can bring new people in.”

He says that the technician shortage 

is so acute in California that some large 

MSOs and consolidators are offering 

head-hunting fees of $3,500 to as much 

as $5,000 to poach technicians from 

other shops.

Gustafson hopes to be able to boost 

the pool of available talent for all of the 

shops in his market area. “We can’t place 

all the students we teach, so in our own 

small way we’re sort of in the recruiting 

business by accident,” Gustafson says. 

What he hopes can happen is that there 

can be a central pool of available talent, 

at least at the regional level, for shops that 

are looking for technicians.

“I’ve spoken to the Automotive Ser-

vice Councils of California about it,” 

Gustafson says. “What I’ve yet to find is 

anyone who has taken enough action to 

make something work.”

What Gustafson envisions is some-

thing akin to old-fashioned union halls 

that used to help match members to 

available jobs. “If there was a co-op or 

pool of technicians, and you knew their 

skills and could verify them, and have 

ongoing training so they can move up, 

then I think we can revive this industry,” 

Gustafson says.

If the programs are successful, he 

hopes he can pitch the idea to local and 

national associations, as well as paint and 

tool suppliers. “We really need to get state 

and national associations to provide lead-

ership and help create this central co-op, 

which could be universal across the coun-

try,” Gustafson says. “The technician short-

age isn’t going to go away on its own.” 

BRIAN ALBRIGHT

is a freelance journalist 

based in Cleveland 

who has been writing 

about manufacturing, 

technology and 

automotive issues since 

1997. He is a regular contributor to ABRN, 

Motor Age and Aftermarket Business World. 

b-albright@sbcglobal.net

MORE WAYS TO FIGHT BACK AGAINST THE TECHNICIAN SHORTAGE

Finding technicians for your shop is a 

challenge, but so is keeping the moti-

vated and skilled employees you have 

on staff. At NACE Automechanika 

2017 in Chicago later this month, July 

26-29, multiple sessions will tackle 

topics to help you retain your strong 

employees, create a positive work 

environment and foster staff improvement and profi tability. 

Mark Claypool, CEO of Optima Automotive, will present 

a session on Thursday, July 27, “Surviving/Thriving with the 

Millennial Generation — Getting to Know Your Customers 

and Employees 36 and Under.” With the differences in Mil-

lennials from other generations come challenges in how you 

treat and communicate with them as both customers and 

employees. If you can’t attract and retain Millennials, your 

business will face a very real crisis in the near future. In this 

session, you’ll learn how to adapt to attract and explain to 

retain. Register now at ABRN.com/generations.

Daren Fristoe with The Fristoe Group focuses on the 

personnel administration, management and employee de-

velopment needs of businesses. In his session, “Perform-

ance Management and Employee Development” on July 

27, attendees will learn more about 

managing employee performance and 

developing top talent. Discover how 

to develop goals that give employees 

direction and motivation. Fristoe will 

also teach how to quickly identify and 

retain high potential employees and 

gain useful tools on how to deliver 

feedback and counseling. The key takeaway is to learn how 

to surround yourself with and retain engaged employees. 

Register now at ABRN.com/manageperformance.

Craig Van Batenburg, CEO of ACDC, a hybrid and plug-

in training company, tackles the issue head-on with “Techni-

cian Shortage: How to Fix the Problem,” on July 26. It is 

essential to learn to get along with the techs we have. Our 

industry, for better or worse, has some diffi cult people. The 

stress related to the shop environment, customers getting 

lost in technology and good staff in short supply add real 

challenges. This seminar is for all involved: owners, spouses, 

managers, techs and support staff. It takes a close look at 

what the shop owner needs to be successful and looks at 

the same problems through the eyes of the techn, spouse 

and staff. Register now at ABRN.com/fi xshortage.
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How do you manage your 

biggest monthly expense?
Processes, organization for parts should apply to managing your paint supply

H
ere’s a quick question for you: 

What’s the biggest single check 

you write out of your business 

account most months? I ’m 

betting it’s often the one to the 

paint jobber from which you buy your liquid 

and allied products. I know in a recent month 

for us that check was for about $75,000.

But if your business is like mine, you’re prob-

ably not doing a lot to maintain a really good 

handle on that significant business expense. It’s 

the biggest check, yet it’s the least-controlled or 

well-managed portion of our business.

Think about all the systems you have in 

place regarding parts. We manage parts like 

crazy. We bring them in, mirror-match them, 

put them on racks in systematic ways — all 

these processes to manage parts. But in so 

many shops, there’s nowhere near the same 

management of paint and supplies.

The painter, for example, decides he’s almost 

out of clear, so he calls the vendor and orders 

one. They send over a $350 can of clear, with no 

verification that we don’t have another one sitting on the shelf.

Or the jobber comes and looks at your paint mixing bank 

and decides you need these 10 toners and some sandpaper 

and whatever else. A couple hours later, a truck shows up 

and drops the boxes of stuff on the shop floor for someone 

to put away, quite possibly without even checking it against 

the jobber invoice.

Keep in mind that if that’s how things work in your shop, 

you’re hardly alone. I’ve only discovered a few shops manag-

ing all of this well. As a whole, I think our industry, including 

my business, is lacking in our paint materials management 

and organization.

My local jobber was bought out earlier this year by one 

of the largest paint distributors in the country. Their repre-

sentatives came to meet with me and asked what I’d like to 

see from them. I told them, “I just wrote a $75,000 check for 

materials last month, and I had zero control over it. I would 

love to be part of a process that helps make that 

system better.”

I can think of other industries that handle 

such things better. I was in a parts manufac-

turing business, for example, that had a wall 

of vending machines. Depending on what 

component employees were putting together, 

they would punch their code into one of the 

machines, and it would spit out all the supplies 

they needed for that project.

As I said, I know there are a few shops man-

aging all this fairly well. I read about a California 

shop where all paint and shop supplies are bar-

coded and controlled in a single, managed loca-

tion; technicians request what they need as they 

would at a store. Each technician’s “purchases” 

are tracked.

But even then, there’s probably a better way, 

and I don’t see a readily available system I can 

implement within my business. How large an 

operation do you have to have, for example, be-

fore you can save enough money on paint and 

materials to cover the full-time salary of some-

one, like that California shop has, who is managing it?

Keep in mind that I’m not looking for more control and 

management over this stuff with an eye for getting anybody 

in trouble. I’m not all that concerned about theft or if one 

technician is using more body shop filler than another. It’s 

more about the fact that we have this significant expense 

every month, and we all should be looking for ways to get 

the most out of it.

And as consolidation in the jobber industry reduces the 

options shops in many markets have for suppliers, we need 

to make sure these larger vendors really understand how 

they can develop a win-win relationship with us by helping 

us manage this more effectively. 

THE COLLISION EXECUTIVE

AS A WHOLE, 

I THINK OUR 

INDUSTRY — 

INCLUDING MY 

BUSINESS — IS 

LACKING IN OUR 

PAINT MATERIALS 

MANAGEMENT 

AND 

ORGANIZATION.

RYAN CROPPER owns Able Body Shops, with two locations 

in Anchorage, Alaska, as well as Total Truck Accessory Center. 

rcropper@ablebodyshop.com



For today’s vehicles, you need quality parts, accurate repair information, 

tools and training to deliver complete and proper repairs. That is why, in 

addition to Honda and Acura Genuine parts that provide proper fit, 

function and reliability, we are committed to providing shops with current 

and complete information through Service ExpressTM, and support I-CAR
®
 

training and VeriFacts coaching. Today’s Honda and Acura automobiles are 

highly technical and sophisticated. Consumers need a properly repaired 

vehicle. Shops need an edge to help them make those repairs.

When it comes to getting it right, the best repairs begin and end with 
Honda and Acura brands, your trusted source for parts and information, 
and expert industry resources that help you deliver a complete repair.

But it's MORE

Than Just the Right Parts.

Having the Right Parts is

WHERE IT 

STARTS.

Having the Right Parts is

WHERE IT 

STARTS.

©2017 American Honda Motor Co., Inc.
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Use production status 
boards to drive results
Find your sweet spot using tools to identify production variations

I
dentifying financial and produc-

tion goals should be the first step 

in developing employee produc-

tion expectations for any collision 

repairer. These goals need to be identifi-

able, measureable, and most important, 

continually monitored. Each employee 

must acknowledge their task require-

ments and process responsibilities. 

Production status boards then become 

a tool identifying production variations. 

Placing this visual indicator so that it is 

easily seen on the production floor gives 

employees a constant reminder of their 

requirements. Conducting daily team 

meetings reinforces commitments to 

goals and measurements.  

By using these tools the employees 

and management will:

•  Be able to identify daily perfor-

mance requirements

•  Review individual performance 

against the required measurements 

•  Create a constant reminder keeping 

performance consistent and repeatable 

“ Using the production boards 

throughout the shop has helped us 

improve productivity by allowing the 

employees to visually identify where 

they are with regard to their perfor-

mance,” says Brian Shaw of Sudden 

Impact Auto Body & Paint Shop, Inc. 

in Salisbury, NC. “What’s been as-

signed to them, how much they have 

produced, what they still have to do 

and ultimately how they did this week 

are all parts of the production status 

board. These have been great self-mo-

tivating tools in our store. Absolutely 

and without a doubt, our production 

board has definitely helped us and lets 

us know before the week is over how 

much we need to get completed to stay 

on target.” 

THE PROFIT MOTIVE

MAKING THIS VISUAL 

INDICATOR EASILY SEEN ON 

THE PRODUCTION FLOOR GIVES 

EMPLOYEES A CONSTANT 

REMINDER OF THEIR 

REQUIREMENTS.

KEITH MANICH

is the Director of 

Collision Services 

with the Automotive 

Training Institute. 

kmanich@

autotraining.net

Technician

Name

Goal

Hours

Hours 

Assigned

Repair 

Order #

Hours 

Clocked

Hours 

Flagged

Hours 

WIP

Weekly 

Production

Technician 1

Technician 2

Technician 3

Technician 4

Total Total Total Total Total Total

0 0 0 0 0 0

Daily Production Board

LEARN MORE FROM ATI

The Automotive Training Institute will 

also be presenting sessions during 

NACE Automechanika 2017 in 

Chicago, July 26-29. 

“Unlock Your Potential with 

Effective Business Modeling” on 

Friday, July 28 with ATI Instructor 

Matt Winslow. In this sessions, 

attendees will discover secrets to 

creating the shop they’ve always 

wanted NOW! Stop wasting 

precious time and resources by 

creating an effective business 

model to make more money, get 

more free time, and dramatically 

increse the value of your business. 

Winslow will help attendees to 

discover the minimum sales and 

car count you need based on your 

current fi xed costs; how much you 

could make without increasing your 

car count; how much you could 

make with your existing techs by 

increasing productivity and creating 

a consistent, effective workfl ow; 

and how much you could make 

based on your existing bays by 

maximizing productivity and creating 

a consistent, effective workfl ow. 

Register today at ABRN.com/unlock.



Any car.

Any coating.

Any color.

Valspar Refi nish, A Valspar Automotive Brand. © 2017 The Valspar Corporation.

Streamline your shop with Valspar Refi nish. 

Switch to Valspar Refi nish and improve your bottom line with one universal 

intermix system. The ultimate in versatility, it delivers coast-to-coast 

compliance, consistent color match and high-quality coatings — 

all with a simple binder change. Less inventory, less cost. 

Why carry three systems when you can carry Valspar Refi nish?

valsparrefi nish.com 
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PHOTOS: PRIDE AUTO BODY

JAMES E. GUYETTE // Contributing Editor

Keeping current with the latest in technological exper-

tise is a key source of pride at Pride Auto Body’s seven 

California locations.

“We differentiate ourselves in the markets we serve because 

of our significant investment in training and certification,” says 

operations director Steve Morris. “We are heavily invested in 

training and equipment for aluminum- and carbon fiber-in-

tensive vehicles; we routinely send technicians for advanced 

training at OEM training centers in Texas, Wisconsin, Virginia 

and here in California.”

With prior certifications from Audi, BMW, Honda, Jaguar, 

Land Rover, Mazda, Mercedes-Benz, Nissan, Volkswagen and 

Volvo, the addition of Tesla to the lineup is putting a charge into 

the shop’s forward-looking prospects.

“In gridlocked Los Angeles, Tesla is a very hot seller, and we 

see a lot of them on the road. There are usually four or five Teslas 

in the shop at any given time,” Morris reports. “We expect that 

number to grow.”

“The impact of OE certifications like Tesla on a shop is very 

significant,” he points out. “While there might be a large invest-

ment to gain premium certifications, if a shop understands how 

to market and promote them, it will help differentiate them from 

the competition. Certifications offer an avenue to gain OEM re-

ferral business as well as additional business. With certifications, 

the shop becomes viewed as a trusted repairer with the knowl-

edge to care for a prized possession.”

“Several of the large dealer groups around us refer their cus-

tomers to us because they know that the customer will have 

an outstanding experience and a repair that is far superior to 

what is commonly found in our industry,” Morris confirms, fur-

ther emphasizing the benefits of becoming a TABS – a Tesla 

Approved Body Shop.

Upon being nominated as a potential TABS by the auto-

maker, “Tesla has an extensive list of required proprietary tools 

and equipment. All of this equipment is drop-shipped to the 

shop from Tesla. Then the training phase begins. In our case, 

we are required to have two technicians trained and certified 

to repair and weld the Model S and the Model X,” he recounts.

“The time for training each tech was three weeks at the 

Tesla Training Center. We were also required to have two 

other technicians trained on mechanical, electrical and trim 

for both models. That training was for two weeks at the train-

ing center. Once the training is completed and all the tools 

acquired, Tesla adds you to the Approved Shop list and adds 

A people business 

that fixes cars
Shop focuses on aptitude, attitude and accuracy

102,400
Total square footage of shops

164
No. of bays

300
Average vehicles per week

$575,000
Average weekly volume

$30 million
Annual gross revenue

AkzoNobel 
Paint supplier

Randy Stabler and 

Robert Turchan
Owners

6
No. of shops

1
Wholesale/reconditiong center

35
Years in business

176
No. of employees

4
No. of DRPs

PRIDE AUTO BODY 

Van Nuys, Calif. // www.prideautobody.com



KIA MOTORS AMERICA CONGRATULATES OUR 

2016 PARTS ELITE DEALERS

SILVER
GALEANA KIA Sonya Jennings

BAIERL KIA Amanda Mazza

KIA OF UNION CITY Paige Collins

CAR PROS KIA GLENDALE Duncan Pereira

CAPITOL KIA Guadalupe Garcia

MENTOR KIA Rich Enneper

GALEANA KIA John Karaniuk

KINGS KIA Mike Burkart

TEMPE KIA Daniel Lanious

KIA OF GREENVILLE Anita Burgos

GUNTHER KIA Brian Scott

KIA OF DES MOINES Brett Obraza

HADDAD KIA Dennis Robb

RALLY KIA Walter Althouse, Sr.

HUFFINES KIA MCKINNEY Roy Allen

KEFFER KIA Jeff Allred

EARNHARDT KIA George German

PATTERSON KIA OF ARLINGTON Stephen Gunsolus

MORITZ KIA OF HURST Adam Lammey

SONS KIA Stephen Wilson

FORT WAYNE KIA Brian Dinelli

JAKE SWEENEY KIA Robin Ollerdisse

PARKSIDE KIA Robert Kay

BILL DODGE KIA Nicholas Perkins

MEDVED KIA Andrew Steele

RAY BRANDT KIA John Helmstetter

FUTURE KIA Kevin Messa

GRIECO KIA Mike Proulx

WEST-HERR KIA Robert Bartus

CRAIN KIA Timothy Hill

AUTO WORLD KIA Paul Petralia

KING KIA Dennis Whitaker

VISION KIA OF CANANDAIGUA David Lyzwa

SOUTHERN KIA GREENBRIER Diana Shubert

LITHIA KIA OF ANCHORAGE Justin Green

EARNHARDT LIBERTY KIA Chuck Zerby

KIA OF KINGSPORT James Mcelyea

COLUMBIA KIA Joseph Brochu

HOMETOWN KIA Tim Farley

MICHAEL STEAD'S HILLTOP KIA Jarrod Hallam

KIA OF LYNCHBURG Thomas Stauber

SAN LUIS BAY MOTORS KIA Tina Kohler

KIA OF MARIN Todd Schneider

MATTHEWS KIA Gary Brundage

PAT PECK KIA Anthony Hannagan

GOLD

ED VOYLES KIA Glenn Hammonds

SUSSMAN KIA Matt Jackson

DELAND KIA David Booth

UNIVERSAL KIA Brandon Ottow

KEARNY PEARSON KIA Douglas Herold

JACK MILLER KIA Dennis Faltermeier

COBB COUNTY KIA David Denmon

ARCHER KIA Steve Benoit

KIA OF ORANGE PARK Daniel Carr

FREDY KIA Mike Solis

RICART KIA Larry Mills

HUFFINES KIA DENTON Errol Youngblood

STOKES KIA Ernest Stout

ORLANDO KIA WEST Armando Padin

CAMELBACK KIA Kurt Marx

LUPIENT KIA Marty Van reese

VANDEVERE KIA Matthew Pace

PARKWAY FAMILY KIA Troy Scanlin

CAPITOL KIA Cody Webster

VALLEY-HI KIA Stuart Meyer

RAY SKILLMAN WESTSIDE KIA Debbie Mahan

LEE JOHNSON KIA Tyson Thompson

CLASSIC KIA OF CARROLLTON Carlos Escalante

SMAIL KIA Shawn Sikora

BOB MOORE KIA NORTHWEST Skyler Phillips

BRAMAN KIA Alejandro Heredia

RUSS DARROW KIA WAUKESHA Jeffery Krueger

STEVENSON KIA Joshua Stein

LEV KIA OF FRAMINGHAM Joseph Pereira

FIRST KIA Wayne Dawson

CAR PROS KIA HUNTINGTON BEACH Alexander Garcia

MURRAY KIA Alan Bannick

ADVANTAGE KIA OF PALATINE Branden Scharringhausen

KARP KIA John Costiglio

FREEDOM KIA Kirk Turner

WILSON KIA ON LAKELAND Jeffery Tagert

GENERATION KIA William Andrews

CRAIN KIA OF CONWAY Justin Wray

CASEY KIA Patrick Devos

GARY ROME KIA OF ENFIELD Timothy Ferreira

VAN SYCKLE KIA Ryan York

CONCORD KIA Fernando Belanger

EAGLE AUTO KIA Robert Portelli

KIA COUNTRY Neil Holcomb

MIKE MILLER KIA Joy Thannert

SERRA KIA OF GARDENDALE Charlie McCown, Jr.

CAR PROS KIA Elder Acevedo

CARRIAGE KIA Bryan Roper

THE KIA STORE William Thurman

CROWN KIA Rhonda Orsborn

KIA OF CERRITOS Gene Schilder

SCOTT KIA OF SPRINGFIELD James Johnson

HENDRICK KIA OF CARY Samuel Dement

HAWKINSON KIA Jeremy Mihas

ORLANDO KIA EAST Mark Hofmann

SOUTHWEST KIA Lamar Johnson

PEAK KIA Alex Gross

PEORIA KIA Erica Fine

MORITZ KIA Leo Salgado

PERFORMANCE KIA Garrett Svendsen

KIA OF PUYALLUP Donald Breen

SOUTHWEST KIA-NW Justin Barron

ANCIRA KIA Terrance Stewart

RIVERSIDE KIA Adam Carruthers

QUIRK KIA Dana Swan

RUSTY WALLACE KIA Gregory Wampler

HAGERSTOWN KIA Richard Fraley

JERRY SEINER KIA, SALT LAKE Larry Greenhalgh

ELK GROVE KIA Kevin Corbet

GOSSETT KIA Michael Richards

BALD HILL KIA Matthew Jarvis

ROSEN KIA Ray Christiansen

FERGUSON KIA James Easton

LOU FUSZ KIA Joshua Rosenthal

FAIRFAX KIA Michael Munn

KIA OF LANSING Mathew Rue

KIA OF GREER James Chapman

FOLSOM LAKE KIA Joshua Boody

PHIL LONG KIA OF COLORADO SPRINGS Ken Klaassen

FRED BEANS KIA OF FLEMINGTON Jason Jaisle

FISHER KIA Bryan Parry

YOUNG KIA Daniel Evans

FOX KIA Jeffrey Norton

YONKERS KIA Alex Zapata

LAUREL KIA Peter Gray

KOONS KIA James Woodland, Sr.

BEYER KIA FALLS CHURCH William Cooke

MIKE SMITH KIA William Proctor

PLATINUM
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you to the locator on their website.”

Paint supplier AkzoNobel has pro-

vided valuable assistance for plugging 

into Tesla’s repair requirements. “Ak-

zoNobel thought it was important to 

serve their existing customers by going 

through the process of becoming a Tesla 

Approved Paint Line. Once that ap-

proval was obtained last year, we were 

able to utilize our existing Sikkens paint 

system on Teslas,” he explains.

“AkzoNobel has a pretty solid team of 

people that are focused on working with 

shops that are seeking to improve their 

operations,” says Morris. “We’ve worked 

closely with this team over the years to 

develop and implement our current 

SOPs. The folks at Akzo understand lean 

principles and have created their own 

playbook of Process Centered Environ-

ment best practices partially based on 

the work they’ve done with us and other 

like-minded shops.”

He elaborates that “their expertise 

includes not only refinish processes and 

technologies, but extends to day-to-day 

operations as well. One key differentia-

tor is their ongoing support of business 

development strategies through con-

sultation with a business development 

manager and through the Acoat Select 

program. Participation in the Acoat Se-

lect program facilitates a shop’s ability to 

interface with other progressive thinkers 

in our industry.”

“We focus on the paint, but we also 

offer other types of classes that are not 

aligned with certification,” explains 

Amjad Farah, AkzoNobel OEM key ac-

count manager.

Aptitude and attitude

“We operate in a lean, process-centered 

environment that segments the steps of 

the repair process across low-skilled to 

high-skilled technicians who are paid 

hourly, not fl at rate. In doing so we are 

able to bring in entry-level techs – with 

aptitude and a good attitude – and train 

them ourselves. We have countless em-

ployees who started with us at entry-level 

positions and are now team leads, blue-

printers and even location managers,” 

Morris says.

“We are obviously pretty proud of 

our technicians and their skill levels, but 

something that is unique to Pride is our 

blueprinting process,” he continues.

“Our blueprinters are tasked with cre-

ating repair plans on some very complex 

vehicles. They are well versed in access-

ing and understanding OEM repair pro-

cedures. They consistently access OE 

electronic parts catalogs to be sure that 

the parts and parts numbers are correct 

for the vehicle, since we’ve found that 

there is about a 20 percent error rate in 

the estimating systems.”

These specialists complete diagnos-

tic scans on the vehicles and plan for the 

resets and calibrations that are required 

during and after the repairs.

“We don’t have a lot of DRPs, so our 

blueprinters spend a fair amount of time 

negotiating with the various appraisers 

that come into our shops. These negotia-

tions are often an ‘education session’ be-

cause our team is dealing from a position 

of knowledge and will invest the time to 

explain the necessary processes and pro-

cedures to the appraisers,” Morris notes.

“A common statement that I hear 

from appraisers is: ‘If my car is damaged, 

I’d want it fixed by Pride.’”

Clearly communicating and behav-

ing with integrity and transparency are 

key business practices. “With insurance 

providers, our motto is to educate and 

not alienate. As collision repair experts, 

we typically know a lot more about re-

pair methods and procedures than most 

of the appraisers that come into the shop. 

It’s our job to make sure that we can ar-

ticulate and document all repair and 

replacement methodologies that are 

itemized on our repair plans,” he says.

“We have to be mindful that insur-

ance appraisers and supervisors may 

not be familiar with certain procedures, 

and frankly they don’t have a lot of extra 

time to learn on their own. In other words, 

they just don’t know what we are talking 

about and that’s why you sometimes get 

verbiage like ‘we don’t pay for that’ from 

appraisers,” according to Morris. “That’s 

secret code for ‘I don’t understand but I’m 

not going to admit it,’ or ‘I can’t explain 

this to my supervisor, so I’m not going to 

pay for it.’ Once we get to a point of shared 

mutual knowledge, the barriers go down 

and a positive relationship ensues.”

Maintaining positive relationships 

with suppliers is another area of im-

portance. “We do all the usual stuff like 

paying on time, but we decided a long 

time ago to sit down with our vendors 

to discuss and agree on certain service 

level agreements. These discussions are 

a way to set expectations, to explain our 

processes and to eliminate friction in the 

relationship,” he says.



Matrix has you covered on every job.

ONE MIX BANK.
ONE SYSTEM.

THREE SOLUTIONS.

Discover a universal, three-tiered basecoat system that goes  

from better to best to optimal. That’s right, even our value  

option delivers better color match and finish. Think you need to  

pay top dollar for superior quality? Matrix says, think again.  

Call 800.735.0303 to schedule a demo!

matrixsystem.com

Matrix Automotive Finishes, A Valspar Automotive Brand. © 2017 The Valspar Corporation. 
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>> CONTINUED FROM PAGE XX

“Our parts process is perhaps differ-

ent than most shops in that we do a lot 

of work before ordering to make sure 

the parts we need are correct to the VIN 

and that the prices are up to date. Our 

dealers help us by doing a ‘parts scrub’ 

prior to ordering. One positive outcome 

is that we have very few returns due to 

bad part numbers on an order. The deal-

ers love this because returns cost them a 

lot of money when the OEMs stop taking 

parts back and the dealer has to inven-

tory the part,” says Morris.

“Also, they aren’t doing double the 

administrative and delivery work — and 

neither are we at the shop. This works 

well with our materials vendors. We 

order materials only twice per month. 

This reduces the frequency of transac-

tions for the vendor and for us. Reducing 

the number of times you have to stop and 

count cans of paint, post invoices and 

stock shelves is positive for both parties,” 

he observes.

“Word of mouth and repeat custom-

ers are a large segment of our work. Our 

dealers refer their customers to us, and 

we are very loyal to our dealers when it 

comes to parts and service purchases.”

Accurate and profi table

The company was founded by Randy 

Stabler and Robert Turchan, who have 

been friends since childhood. “Their 

two-man operation grew to a three-per-

son company when they hired a body 

technician to help them with the work. 

That technician is still employed by 

Pride and he now has the role of parts 

manager,” says Morris.

Quickly outgrowing the original loca-

tion in Van Nuys, operations were moved 

to a larger facility and space was also oc-

cupied at a BMW dealership. Four other 

shops were acquired over the last two 

decades all along the 405 freeway cor-

ridor, plus two additional shops in Santa 

Clarita in the northern part of Los Angeles 

County. “Randy and Robert are active in 

day-to-day operations and are also leaders 

or advisers of organizations such as CIC, 

I-CAR and CEICA,” Morris says.

Morris started in the industry as a 

college student hoping to earn some 

money for entertainment and sundries. 

“I worked at a dealership sweeping floors 

part-time. One day, the body shop man-

ager at the dealership approached me 

and said, ‘Hey Steve, you look like a rea-

sonably intelligent guy, how’d you like to 

work for me as an estimator in the body 

shop?’ Being young and a bit gullible, I 

fell for his compliment and said yes. With 

that, he said, ‘Your training begins now. I 

want you to take this book home tonight 

and real all the pages at the beginning 

that start with the letter P, and then come 

back tomorrow and start writing.’

“Of course, the book he’d given me 

was a Mitchell guide to estimating. The 

best thing about that introduction is that I 

learned the value of the P-Pages. I worked 

there for a brief time and was recruited 

to be an estimator at a shop owned by 

Ray Duran. Ray was a terrific mentor to 

me and really taught me how to diagnose 

damage and negotiate an accurate and 

profitable repair plan. Unfortunately, Ray 

passed away a few years after I started 

with him, but I was asked by his widow 

to manage the shop and ‘run it the way 

Ray taught you,’” Morris recalls.

“While running that shop I encoun-

tered another terrific mentor by the 

name of Dale Delmege. Dale was a 

very deep thinker and had a passion for 

getting people to change the way they 

thought about the body shop business. I 

studied his theories about business and 

relationships with clients and employees 

and really began to understand that this 

is a people-business that just happens to 

fix cars. After 18 years at Duran’s I joined 

the team at Holmes Body Shop as the op-

erations manager.” Holmes was a seven-

location MSO based in Pasadena, Calif. 

that has since sold to Cooks Collision.

“I was there for 13 years and first 

became exposed to lean thinking and 

processes through my association with 

a couple of 20 Groups including Akzo’s 

Acoat group,” Morris continues. “Tom 

Holmes was very supportive of transi-

tioning his company to this new way of 

thinking and behaving, and I had a won-

derful experience implementing these 

new practices. When I transitioned to 

Pride, it was natural for me to work on 

implementing lean thinking in this or-

ganization. The owners are very savvy 

about lean and process-centered envi-

ronments, and are very supportive of the 

changes. We are also working heavily on 

people development and leadership 

skills at this time.” 

JAMES E. GUYETTE is a 

long-time contributing editor to 

ABRN, Aftermarket Business 

World and Motor Age magazines. 

JimGuyette2004@yahoo.com
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Write down your goals for a 

better chance at success
WHAT GETS MEASURED AND TRACKED GETS MANAGED

MIKE JONES // Contributing Editor

A
s we rolled into 2017, the 

usual emphasis on New 

Year’s resolutions were in-

troduced. Coming out of Q2, 

how are you doing with your resolutions?

It is my belief and research has proven 

that New Year’s resolutions do not work; 

however, setting and writing down your 

outcomes will produce much greater 

success for you. Check this out:

• 25 percent of people abandon their 

New Year’s resolutions after one week.

• 60 percent of people abandon them 

within six months. (The average person 

makes the same New Year’s resolution 10 

separate times without success.)

• Only 5 percent of those who “focus 

on” losing weight keep it off; 95 percent 

regain it. A significant percentage gains 

back more than they originally lost.

What I have learned and research 

supports is that when you focus on what 

you want (as opposed to what you don’t 

want), and actually write it down, your 

chances of being successful is increased 

by more than 50 percent.

My wife, Susan, and I reviewed our 

2016 outcomes and realized that we 

accomplished over 90 percent of them. 

We wrote them down and reviewed them 

often to determine if we were trending 

in the right direction. Our outcomes in-

cluded things like:

•  Take Discover Leadership Training 

to a new level

• Get more physically fit

• Hire a new sales associate

• Strengthen our relationship

• Move in to our new house

•  Spend more time with family 

and friends

•  Start writing my newest book

During most of my 1:1 coaching ses-

sions, I have learned that most people do 

not write down their outcomes. Instead, 

they allow life to happen as they drift, 

waiting for purpose, health, financial se-

curity, a great marriage, incredible chil-

dren and significance to “just happen.”

Let’s be clear: writing down your out-

comes is not the end game; however, 

what gets measured gets managed.

The secret to accomplishing more of 

your outcomes and being more success-

ful is to commit your outcomes to written 

form. This is important for six reasons:

1.  It will force you to clarify what you 

want. Imagine setting out on a trip with 

no particular destination in mind. How 

do you pack? What roads do you take? 

How do you know when you have ar-

rived? Instead, you start by picking a des-

tination. Writing down your outcomes 

forces you to select something specific 

and decide what you want.

2.  It will motivate you to TAN (Take 

Action Now). Articulating your intention 

is important; however, it is not enough. 

You must deliberately take the first step 

to overcome the inertia. Writing down 

my outcomes and reviewing them regu-

larly provokes me to take the next appro-

priate step to make my outcome a reality.

3.  It will provide a filter for other op-

portunities. The more successful you be-

come, the more you will see additional 

unintended opportunities. In fact, these 

new opportunities can quickly become 

distractions that pull you off course. The 

antidote is to maintain a list of the unin-

tended opportunities that emerge from 

my written outcomes.

4.  It will help you overcome resis-

tance. Every meaningful intention, 

>> CONTINUES ON PAGE 44
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COMMITMENT TO TRAINING

dream or outcome will encounter re-

sistance from “Murphy’s Law.” From the 

moment you set an outcome, you will 

begin to feel this resistance. To overcome 

the resistance, focus on your outcome.

5.  It will enable you to see — and cel-

ebrate — your progress. If you have set an 

outcome and are not seeing progress, it 

appears to be very difficult. You feel like 

you are working yourself to death, going 

nowhere. However, written outcomes 

are like mile markers on a highway. They 

enable you to see how far you have come 

and how far you need to go. 

6.  It will enable you to celebrate every 

success. I highly recommend that you do 

not wait until the end to celebrate. When 

you celebrate every success along the 

way, you energize yourself to take the 

next step in an even more powerful, posi-

tive, deliberate, confident manner.

If you are committed to being more 

successful, setting outcomes and writ-

ing them down is important, whether it 

is in the beginning of the year or right in 

the middle. Below is the process that will 

help you be successful.

•  Set a specific outcome for 2017 

(professional, personal, physical rela-

tional or financial).

•  Make sure that the outcome is fo-

cused on a positive picture (Focus on 

what you want to gain).

•  Write the outcome down (and read 

it daily until you reach it).

•  Write down a minimum of five 

positive benefits you will gain when you 

reach the outcome (and read the benefits 

daily until you receive them).

•  Identify what your first step will be 

to get you to the outcome (the best way 

to determine the first step is to ask your-

self what am I committed to do today to 

get to my outcome).

•  Take the first step based on the re-

sources you have today. No matter how 

small the step is, there is NO need to wait 

for anything — do something every day 

that moves you closer to your outcome.

•  Evaluate the first step; ensure it 

moved you in the right direction. If it 

didn’t, change the approach NOW. If it 

did move you in the right direction, cel-

ebrate and ask the question again.

•  Continue the above process until 

you reach your outcome.

Remember: what gets measured, gets 

managed. When you follow this process 

you will have greater success. Game on! 

>> CONTINUED FROM PAGE 42
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PROGRAM FOR 
PERFORMANCE
REPLACEMENT COMPONENTS OFTEN NEED PROPER PROGRAMMING BEFORE THEY WILL 

FUNCTION CORRECTLY IN A VEHICLE 

JOHN ANELLO // Contributing Editor

I
I was called on a 2014 Audi RS7 

(Figure 1) that was recently in-

volved in a front-end crash. The 

vehicle sustained quite a bit of 

damage to the front suspension, hood 

and bumper fascia. Th e onboard airbag 

control module measured the impact 

of the hit and deployed the necessary 

components to keep the passengers on 

board the vehicle safe. This is usually 

done by internal and external sensors 

that can measure area, rate, direction 

and force of impact. Th e occupant seat 

control module monitors the front pas-

senger occupant seat weight using sen-

sors to determine front passenger weight 

and sends this data to the airbag control 

module to calculate front passenger side 

deployment.

If no one is sitting in the front pas-

senger seat, then right-side deployment 

is halted. If a child weighing less than 

46 lbs. is sitting in the front seat, there 

may be no deployment of an airbag. In 

this particular case, there was someone 

above a small child’s weight class sitting 

in the front passenger seat, so the car had 

a laundry list of items that were deployed 

1

2

PHOTOS: JOHN ANELLO



You take pride in every repair. We take pride in every part.
Made with high-quality O.E. materials, Mopar® Collision Parts provide the original fit the first time. Choose Mopar

and see why the best fitting and performing parts have a positive impact on your reputation—and your bottom line.

Visit MoparRepairConnection.com or contact your local FCA US LLC dealer today to source genuine Mopar Collision Parts.

©2017 FCA US LLC. All Rights Reserved. Chrysler, Dodge, Jeep, Ram, Mopar and SRT are registered trademarks of FCA US LLC. FIAT is a registered trademark of FCA Group Marketing S.p.A., used under 

license by FCA US LLC.



TECHNICAL

48  JULY 2017  ABRN.COM

on both sides of the vehicle (Figure 2). 

The driver and passenger front and knee 

airbags were deployed, as well as all of 

the seatbelts. It is not uncommon for a 

manufacturer to deploy rear seatbelts 

if no one is sitting in the rear passenger 

seats. This could be an industry default 

safety feature, because I have seen many 

rear belts deploy even if they are not buck-

led. As part of the hit list, the crash book 

recommended to also change the front 

crash sensors, airbag control module and 

the driver clockspring. After replacement 

of these parts, the airbag control module 

needed to be reprogrammed.

I proceeded to hook up my Audi fac-

tory ODIS scan tool to the vehicle. The 

software I use is registered through the 

Audi server and will only function when 

I enter my username and password each 

time I encounter a new vehicle or per-

form different procedures for the same 

vehicle. The scan tool has the ability to 

scan the entire vehicle for error codes 

stored in memory, perform functional 

procedures or program control modules. 

I selected the Software Version Manage-

ment menu of the tool and directed the 

tool to program the new airbag control 

module. The tool is automated and will 

check the Audi server against the vehicle 

information to retrieve the proper pro-

gramming file for the module. I waited 

for the server to finish its search, but it 

came back with an error message that it 

was unable to locate the correct file (Fig-

ure 3). I was then directed by the tool to 

contact Audi software support.

Apparently the airbag control module 

on certain newer Audi vehicles cannot be 

automatically programmed by the serv-

ers like most of the other control modules 

onboard this particular vehicle. There is 

a special Software Version Management 

part number that had to be retrieved from 

the electronics parts manual from the 

dealer who sold the part. I had the shop 

call the Audi parts counterperson, and he 

was very helpful in providing a special 10-

digit alpha-numeric number, which I en-

tered into the scan tool (Figure 4). Once 

this number was entered, the Audi server 

was able to locate a specific file attributed 

to the airbag control module that was 

purchased for the vehicle and the scan 

tool proceeded to program the module. 

This job was far from over because 

the scan tool alerted me that this air-
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bag control module was in component protection lockdown 

until the Audi server would allow this part to be married to the 

vehicle (Figure 5). You must subscribe and be registered as a 

security professional by the National Automotive Service Task 

Force, and they will provide you with a Locksmith Identification 

number. Then your security information must be sent to Audi 

so they can allow you to perform security functions with their 

scan tool. Once the scan tool validates you, again using your 

username and password, it will proceed to unlock the airbag 

control module and marry it to the vehicle. During the security 

process, the Audi server wanted to validate that I even had keys 

to the vehicle so I was instructed to place the vehicle key next to 

the key antenna prior to marrying the airbag control module to 

the vehicle (Figure 6). Once I did this, the scan tool proceeded 

to finish the module installation procedure. I then cleared out 

all lingering codes and performed another scan to make sure 

there were no underlying problems I could not see.

Just when I thought I was in the clear, the scan tool discov-

ered three more issues (Figure 7). It turns out that the clock-

spring was not your everyday clockspring, but rather part of 

a steering control module that had to be programmed. A lot 

of manufactures are now combining airbag clocksprings with 

steering angle sensors and steering wheel controls. It would 

make sense to combine everything into a unified steering con-

trol module to reduce manufacturing costs. Post procedures 

with the installation of these modules will also have to include 

the calibration of the steering angle sensor. There are some 

manufactures that will not allow the horn to function to alert 

you that the module needs to be programmed. This could only 

create confusion for the installer who may think that there is a 

problem with the horn circuit.

The second issue was that the front seatbelt pretension-

ers were not your everyday basic pretensioners. These were 

“smart” seatbelt pretensioner and control module assemblies 

that worked with the collision avoidance system to self-tension 

during moderate braking. Seatbelt pretensioners are usually 

deployed during an accident, but they also function normally 

to mechanically self-tension on moderate braking. This vehicle 

had electronic control modules attached to the pretensioners 

that worked with the collision avoidance system on the vehicle 

network and could be commanded to self-tension under certain 

moderate braking situations or prior to an avoided accident.

The third issue was that the body shop never told me that 

they had changed the left radar control module and sensor as-

sembly. The original part was destroyed in the accident. This 

part would not be a problem to program, but the calibration 

process for the radar system was out of my hands because this 

vehicle required a special Audi target board (VAS 6430, Figure 8) 

to realign the radar sensors to aim correctly down the road. The 

target board is about the width of the vehicle and incorporates 

laser-measuring devices to properly align both radar sensors 

equipped on the left and right front of this particular vehicle.

I went back into the Service Version Management system to 

program the radar, steering column and left and right seatbelt pre-

5 6

7 8



tensioner control modules. The seatbelt 

control modules were also locked down 

by component protection so I had to go 

into the security menu to marry both of 

these devices to the vehicle. Audi is very 

keen on locking down many of their on-

board controllers to prevent vehicle theft 

of parts. Once they are tied to one vehicle, 

you cannot swap them into another vehi-

cle without putting that particular vehicle 

online with their server. So without hav-

ing the factory scan tool, you will be very 

limited to performing many procedures 

on these newer Audi vehicles.

It is so amazing to me how advanced 

the technology is in the vehicles of today. 

There are so many electronic parts that 

are installed by a body or repair techni-

cian without any thought to what these 

parts actually do. It is no longer a quick 

install of an electrical component that 

you believe is an easy plug-and-play 

operation. There are certain procedures 

that must be followed that require spe-

cial equipment to perform the instal-

lation process. Then there are the post 

procedures that must be followed to 

finalize the tweaking criteria. If these 

procedures are not performed, then you 

may see a light on the dash that will get 

your attention. There may also be some 

eyebrow-raising situations that may 

make you wonder — such as the case of 

a guy who puts a new body control mod-

ule in and wonders why when he pushes 

the left window switch, the right window 

goes down. This is because the module 

was not programmed yet. That should 

get your attention! Hopefully this article 

has gotten your attention and that you 

will be more aware the next time you try 

to play automotive transplant. 
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TIM SRAMCIK // Contributing Editor

S
tart a dialogue on lean op-

erations and you’re bound 

to focus on materials repair 

procedures. Often lost in this 

conversation is the time wasted dealing 

with insurer issues.  

Locating missing claim information, 

providing proof of services, handling 

unsatisfied customers, duplication of 

efforts and resolving adjuster disputes 

can tie up administration and mana-

gerial services for hours. Now throw 

in the downstream effect of having to 

pull other staff off their scheduled du-

ties. Shops end up with increased cycle 

times, new mistakes and lost opportuni-

ties to bring in new business.

Fortunately, there are steps you can 

take to either head off or quickly resolve 

insurer issues that might otherwise bring 

parts of your business to a grinding halt. 

Consider these steps borrowed from 

three successful veteran repairers work-

ing across a variety of markets.

Step 1: Put insurance SOPs 

in place.

You already should have SOPs for other 

areas of your operations. Maintaining 

SOPS aimed at insurers just makes sense.

Bruce Halcro, owner of Capital Col-

lision Center in Helena, Mont., and a 

board member of the Society of Collision 

Repairers (SCRS), notes that his shop fol-

lows a strict set of procedures that both 

mitigate conflicts with insurers and guar-

antee his shop is compensated for work. 

No work proceeds without insurer ap-

proval and without an agreed upon price 

for any supplements. 

Further, Halcro doesn’t release vehi-

cles to customers until all insurer issues 

have been hammered out. “You’re going 

to have a tough time getting paid once 

the car is gone,” he says.

Santa Rosa, Calif.-based G&C Auto 

Body utilizes a set of SOPs incorporat-

ing web-based training. CEO and part 

owner Shawn Crozat says the train-

ing includes shop KPIs and simplified 

insurer parts lists (where necessary). 

More importantly, it allows staff mem-

bers to assist estimators.

“Using the web training, an employee 

needing to create a CCC estimate for 

FIVE STEPS TO HELP YOUR SHOP HANDLE INSURER ISSUES

SMOOTHING 
RELATIONS

PREPARE TO 

ADAPT to insurer 

staffi ng changes, 

even temporary ones, 

that could delay claim 

processing. Use 

previous claims, when 

necessary, to push for 

a speedy resolution.
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Allstate should be able to do so with no 

trouble,” he says.

Note, however, that SOPs can vary 

widely in certain markets. Amber Alley, 

manager of Barsotti’s Body and Fender 

Service in San Rafael, Calif. and also an 

SCRS board member, says her market in-

cludes so many auto insurers that main-

taining SOPs can be nearly impossible.

Step 2: Learn to adapt

In these cases, Alley stresses that shops 

need to be able to adapt and juggle the 

requests of numerous insurers and 

adjustors. 

Complicating this approach is the fact 

that adjusters and their supervisors can 

change — either by taking new roles in an 

insurance company or through attrition. 

More common, the insurance employees 

you’re used to dealing with can be out of 

the office on leave or vacation. Alley says 

replacement staff can operate decidedly 

different, meaning shops might need to 

pivot again to reach solutions.

While continually transforming your 

business approach to deal with insurers 

can be onerous, keep two factors in mind. 

One, virtually all businesses need to be 

flexible to cope with changing markets. 

Adaptation is always going to be part of 

any operational philosophy.

Two, insurers need to adapt as well. 

Halcro notes that DRPs are set up as 

national programs. As such, they can 

conflict with local laws and regulations 

and don’t reflect the realities of every 

marketplace. This can be especially true 

in markets like his, Montana.

Halcro says adjusters there must find 

their own paths to administer repair 

programs that operate legally and offer 

benefits to shops — otherwise a DRP is 

essentially useless. His shop works with 

insurers to enable the DRP to work for 

everyone involved.

Step 3: Build positive relations

Th is kind of cooperation can go a long way 

in keeping shops successful. Even if your 

shop wants no part of DRPs and takes an 

adversarial view of the insurance industry, 

you can — and should — build profession-

al relationships where possible. 

This can mean becoming familiar 

with insurer employees, communicating 

your understanding of their situation and 

needs, and looking for common ground 

when necessary to help one another.

It doesn’t, however, translate into 

compromising at every turn. You need 

to draw a line in the sand in areas that 

you believe violate your sense of fair play, 

along with ethical and professional be-

havior. This includes taking a hard stance 

against adjusters using unprincipled 

tactics, including outright intimidation, 

to force shops to do business their way. 

Crozat, for example, maintains a list of 

adjusters who are banned from his prop-

erties. He also notes that shops can take 

more positive steps, in certain circum-

stances, to handle unreasonable adjusters. 

“Sometimes you’re dealing with someone 

who is new, just got out of training, and 

is fired up about the job,” he says. “That’s 

when we’ll give a supervisor a call and ask 

them to step in. That usually solves it.”

Again, search for common ground. 

There’s a good possibility the insurer also 

frowns on this behavior and doesn’t want 

to be represented in such a manner. 

Step 4: Document the right way

Looking for more common ground? Doc-

ument repairs thoroughly and accurately.

Adjusters and other insurance em-

ployees can’t pay when they don’t have 

sufficient evidence for work. Build that 

proof with repair documentation, es-

pecially photos, created throughout the 

repair process.

Alley says her business begins taking 

photos before the vehicle even enters 

the shop. Crozat notes both his techs 

and painters have access to a software 

program that allows them to take photos. 

His shop also utilizes a procedure that 

requires photos at specific points. For ex-

ample, after the body work is complete, all 

vehicles are photographed before they’re 

“touched” by the paint department.

Going beyond the immediate repair, 

proper documentation is an invaluable 

negotiating tool. When Alley’s business 

deals with adjusters questioning com-

pensation for a repair, she supports her 

position using documentation from pre-

vious work. “We’ll show it to them and 

say, ‘You paid for it before,’” she explains.

Step 5: Get in front of 

customer issues

Documentation and common ground, 

along with education, also play into one 

more insurer relations area: customer 

satisfaction. Like it or not, shops find 

themselves being mediators in custom-

er/insurer confl icts. Your ability to rec-

tify these can play a big part in your CSI 

scores and business referrals. 

Th e best place to start is at the begin-

ning — during fi rst contact with custom-

ers. From there, prepare to respond to 

any inquiries.

Halcro says his shop heads off  poten-

tial issues through customer education. 

“Let them know what to expect. Give 

FINDING COMMON GROUND with ad-

justers and supervisors can go a long way to 

resolve issues today and down the road.

MANY, PERHAPS MOST, customers 

don’t distinguish between the insurer and 

shop when it comes to repair responsibility. 

Customer satisfaction provides common 

ground where the two parties can work 

together for a great experience that benefi ts 

both them and the customer.
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them documentation,” he says.

If questions arise over controversial 

issues such as parts sourcing, Crozat 

recommends explaining why that choice 

was made. “For aftermarket parts, you 

can point out some of the benefi ts,” he 

says. “I’ll let customers know that most 

OEM parts come with a three-year war-

ranty, but the aftermarket version from 

Keystone is covered for life.”

“You can then move on to how that 

part cuts the cost of repairs and keeps 

rates down,” Crozat adds.

More common questions can revolve 

around whether vehicle damage existed 

pre-collision. Crozat says the point to 

raise here is that the customer may just 

not have noticed until the accident oc-

curred. If you believe it was pre-accident, 

don’t hesitate saying so and explain why. 

Should the customer raise a valid point, 

take it up with the insurer. In the event 

the damage isn’t determined to be ac-

cident related, off er your services for a 

customer-pay job.

If the customer persists, offer to set 

up a resolution session with the insurer. 

“When necessary, we’ll bring the cus-

tomer in and get the adjuster on a con-

ference call,” says Halcro. 

Final thoughts

Ultimately, how you handle insurers 

has a great deal to do with your view on 

the insurance industry. Some repairers 

thrive working in an environment where 

insurers hold tremendous powers. Others 

see them as simply another part of their 

business environment. Still others regard 

them as little more than nuisances.

The fact remains that insurers aren’t 

going anywhere. Having a business strat-

egy that allows you to navigate these 

sometimes calm, sometimes rocky wa-

ters only makes sense for everyone.  

INDUSTRY UPDATE: INSURER RELATIONS

What is the current state of the colli-

sion repair industry when it comes to 

insurer/shop relations?

It all depends on whom you ask.

Some repairers note that relations 

might have been at their worst during 

the 1980s when it wasn’t odd to fi nd 

shops posting signs declaring the 

insurers they refused to do business 

with. The 1990s were marked by a 

steady stream of high profi le lawsuits 

and state legislation aimed at insurer 

steering, parts usage and insurer 

ownership of shops. Since the new 

millennium, the public acrimony be-

tween insurers and shops arguably 

has quieted.

“It seems things might have 

gotten better,” says Montana shop 

owner Bruce Halcro. “You don’t hear 

about all the fi ghting quite as much.”

But that doesn’t mean confl icts 

don’t remain between the parties. In 

some ways, relations might be as poor 

as ever. 

Barsotti’s Body and Fender Service 

in San Rafael, Calif. doesn’t belong to 

any DRPs. Manager Amber Alley says 

that even though the shop strives to do 

business its own way (for example, by 

setting labor rates it believes is fair) it 

still is subject to DRP controls.

 “It’s almost like the industry is 

all part of one big DRP,” she says. 

“If one of the big DRPs in our area 

suddenly decides it isn’t going to pay 

for a certain service, they demand 

the same thing from us. Eventually, 

all the other DRPs fall into line and 

adopt the same rule.”

“We get pushed to do what they 

want but don’t get any of the benefi ts 

because they don’t direct business 

to us,” Alley says.

She also notes that insurers are 

pressing shops in new areas to 

pick up costs that they once paid. 

For example, she says insurers are 

having fewer adjusters come out to 

shops, relying instead on damage 

analysis performed by repairers. 

While that may appear to be positive 

news for shops, since insurers are 

ceding back a signifi cant part of the 

repair process to them, it’s actually a 

part of a larger movement by insurers 

to shift costs back to shops. Alley 

says shops increasingly are having 

to handle the bulk of the administra-

tive work that was once shared with 

insurers. That costs money.

“We have to hire on additional 

people to do this work. That cuts into 

revenues,” she says.

At the opposite end of this 

spectrum is G&C Auto Body CEO 

Shawn Crozat. His 11-location 

business works with a number of 

DRPs. Crozat sees his shop’s goal 

as working in the best interest of his 

insurance partners and customers. 

Crozat also points to examples of 

insurers working in the best interest 

of customers.

“Every once in a while, an in-

surer will fi nd a mistake one of our 

estimators makes,” he says. “Often 

we overlooked some damage that 

needed to be repaired.” 

Crozat believes, from his experi-

ence, that relations have warmed 

between shops and insurers since 

he joined the industry 18 years 

ago. Namely, he says insurers have 

begun understanding the benefi t 

of maintaining stable relationships 

with shops and keeping shops 

fi nancially healthy. 

“They see the value of managing 

people,” Crozat explains. “It’s not 

always all about costs.”

And the debate continues.

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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UNDERSTANDING 

ADVANCED SYSTEMS 

AND REPAIRS

LARRY MONTANEZ // 

Contributing Editor

T
he future of the automobile 

will be much like what many 

of us saw in Demolition Man. 

For those who haven’t seen the 

movie, it was released in October 1993 

and takes place in 2032 —15 years from 

now. It features self-driving vehicles with 

interactive on-board communication with 

the driver. Systems are voice activated, 

including tire changes and back-up and 

side cameras; there is touch electronic 

dash instrumentation, collision avoidance 

systems, communication with other vehi-

cles and, in case of a collision, the vehicle 

instantaneously fi lls with foam for occu-

pant protection. We all — kind of — know 

where we are right now with technological 

advances in vehicles, don’t we? Let’s take a 

look at what we really mean by advance-

ments and some currently available driver 

assistance systems.  

Key fobs and automatic inter-

val maintenance 

One key for him; one key for her. Press the 

unlock button or just grab the door handle 

and the vehicle knows which person is en-

tering the vehicle. Th e seat, steering wheel, 

mirrors, radio stations and even the accel-

erator and brake pedals adjust to your set-

tings based on the memory pre-set in the 

key fob the last time it was in the vehicle. 

Accelerator levels, shift points and driv-

ing habits control interval maintenance 

recommendations, which means your 

spouse’s vehicle may need an oil change 

every 8,000 miles, while your vehicle, an 

identical one, would require an oil change 

every 3,500 miles. Th is ensures the vehicle 

is maintained to provide proper perform-

ance for years of reliability.     

Adaptive Cruise Control 

These systems regulate the speed you 

set and then sensors, radar or cameras 

check the interval to the vehicle ahead 

by automatically accelerating and brak-

ing in a speed range of roughly 0 to 100 

mph — although Audi and Mercedes-

Benz claim upwards of 150 mph. Auto 

or Adaptive Cruise Control (ACC) uses 

radar sensors or cameras installed in the 

front of the vehicle, bumper, grille or front 

windshield to read the objects in front of 

the vehicle. Generally, the sonar or radar 

waves are sent out and signal back once 

they bounce off  an object. Th e fi eld of view 

is generally 30 to 40 degrees and about 

500 to 800 feet. Sensor control units proc-

ess the signal readings and detect vehi-

cles or objects ahead. On 

higher-end sport and luxury 

vehicles, the controls adjust 

for sport to comfort or soft-

ride settings. On some of the 

newer and more advanced 

systems, there is a Stop & 

Go traffi  c feature that allows 

the ACC to actually start and 

stop automatically. Th e sys-

tem slows the car to a stop 

DRIVER ASSISTANCE AND SAFETY SYSTEMS OFFER MANY BENEFITS FOR DRIVERS, BUT CAN 

COMPLICATE REPAIRS IF YOU DON’T FOLLOW OEM PROCEDURES

PHOTOS: AUDI, FORD, MERCEDES-BENZ
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— at traffic lights, for example — and it 

will automatically move again, following 

the vehicle ahead. During longer stops, 

the system will make the driver “tap” the 

accelerator or the control lever or button 

on the column or steering wheel. During 

this process, the system checks the image 

data supplied by video cameras and sen-

sors consistently to ensure safety. Th ese 

systems can detect possible dangers, such 

as pedestrians crossing the road at the last 

minute. Additionally, the parking system’s 

sensors provide detailed information of 

vehicles and objects nearby, just prior to 

moving or during low-speed maneuvers.

These ACCs with Stop & Go function 

constantly receive information from other 

driver assistance systems. There can be 

data coming in from 20 to 30 other con-

trol units, continuously analyzing the ve-

hicle’s surroundings. This expanse of data 

enables the system to recognize multiple 

different scenarios and predicatively sup-

port the driver and act accordingly if the 

driver does not. Many of these systems uti-

lize information provided by the GPS/nav-

igation system; this data allows the vehicle 

systems to know the selected route, and it 

can then predict and compute curves or 

even traffic and accidents.

Many of these ACC systems are so 

smart and knowledgeable that they are 

able to act autonomously in most situa-

tions, such as quickly passing a car turn-

ing in an urban road to changing lanes 

when another vehicle is merging on the 

highway. Each manufacturer offers ACC 

in a number of different versions, includ-

ing without Stop & Go function, depend-

ing on the model series and packages. So 

when repairing these vehicles, make sure 

you reference the OEM procedures for 

aiming and realigning 

or re-aiming these sen-

sors and cameras.

Lane Assist or 

Lane Keep

Most of these Lane 

Assist Systems utilize 

an electromechanical 

power steering system, along with a cam-

era mounted in the rear-view mirror, out-

side side-view mirrors or attached to the 

front windshield to detect the lane mark-

ings and even roadway signage. These 

cameras can deliver multiple high-defi ni-

tion images to the computer controls and 

those images are viewed as algorithms 

that allow the system to determine ap-

propriate action, if necessary. Generally 

the navigation software assists in detect-

ing the lane markings and the route the 

vehicle is traveling. For example, if your 

vehicle approaches a lane line or marker 

without the turn signal being activated, 

the system helps the driver to steer back 

into the lane by intervening and gently 

easing the vehicle back on track using the 

electromechanical steering. Older sys-

tems had an audible sound, a vibration 

in the seat or even both warnings. On 

wider lanes, where the vehicle can drift 

considerably prior to breaching the lane 

line, the driver would be alerted by a seat 

or steering wheel vibration, if necessary. 

Some systems provide color images for 

the system to diff erentiate between yel-

low lane lines in construction zones and 

white lane lines. Again, it is imperative to 

refer to the OEM procedures for replace-

ment of the system components, even if 

you just remove them for replacement of 

the component they are affi  xed to. Th is 

information will be in the mechanical or 

electronic sections of the repair manual, 

not in the body repair area. 

Side Assist with Lane 

Departure

Some systems offered by OEMs, like 

Audi and Mercedes-Benz, include a lane 

change assistant. Th is system monitors 

the traffi  c behind the vehicle and warns 

the driver as necessary prior to critical 

lane changes. It is like blind-spot warn-

ing on steroids. The system becomes 

active when a defi ned speed is reached 

and usually uses radar sensors mounted 

in the rear of the vehicle, bumper or rear 

body panel and some information is 

provided by the parking sensors. When 

another vehicle is detected in the critical 

zone, such as riding in the blind spot or 

approaching rapidly from the rear, infor-

mation is sent and the system will acti-

Ultrasonic sensors 
at rear:

• Parking system rear
• Parking system plus
• Parking assist

Rear radar sensors:

• Audi side assist
• Exit warning
• Rear cross traffic assist
• Adaptive cruise control
• Audi active lane assist
• Audi pre-sense rear

360° cameras: 

•  Parking system plus
360° cameras

•  Parking assist plus
360° cameras

Ultrasonic sensors
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•  Audi active lane assist
•  Parking assist

Front radar sensors: 

•  Left hand turn assist
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Stop&Go inkl. stauassistent
•  Audi active lane assist
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•  Adaptive Cruise Control (ACC)
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•  Parking system plus
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Driver assistance systems -  overview of sensors
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•  Audi active lane assist
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•  Camera-based traffic sign rec-
ognition

•  High beam assist
•  Matrix LED headlights
•  Left hand turn assist
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vate once a threshold has been breached. 

Generally, a yellow LED indicator lights 

up dimly in the housing of the driver’s ex-

terior mirror, without disturbing the driv-

er. Th e driver sees it only when looking 

directly into the mirror. If the driver acti-

vates the turn signal to change lanes, the 

indicator becomes brighter and fl ashes 

multiple times. Th is signal or warning is 

clearly perceptible and the optical signal 

is directed at the driver.   

Night Vision Assistant

Night vision systems work by utilizing a 

thermal imaging camera located at the 

front of the vehicle. Th e camera is pro-

tected by a window that is cleaned by a 

separate nozzle and heated when cold.  

Th e camera reacts to the heat radiated 

by objects in the recorded scene, then 

a computer transforms the information 

into black and white images that are dis-

played on the instrument panel or wind-

shield. Th ese systems use what is called 

far infrared technology, and can look up 

to 1,000 feet ahead. Th is is far beyond the 

range of the HID or LED high beams, and 

the IR camera is aff ected — or blinded — 

by headlights and similar light sources 

approaching from the opposite direction. 

Most importantly, this system concen-

trates on that which is most important: 

people. Regardless if the person is visible 

to the human eye, they are conspicuous-

ly bright in the image due the heat they 

give off, whereas the cooler surround-

ings appear dark. Detected humans are 

highlighted with a yellow marking on 

the display. If the control unit predicts a 

hazard because a person is walking on 

the road close to the vehicle, the person 

is marked in red and a warning sounds. 

A warning also appears in the head-up 

display, similar to a back-up camera and 

parking aid warnings.

Park Assist or Parking Aid

A variety of diff erent parking systems use 

ultrasound, acoustic and optical signals, 

or a rear-view camera in which images 

are displayed on the monitor, usually in 
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the radio control screen or a pop-up 

screen. When reversing into a parking 

space, Park Assist lets the driver know 

the surroundings with a visual of the rear 

of the vehicle, the rear and one side or 

an all-around (overhead view) camera 

display. Some systems perform all the 

necessary steering movements for both 

parallel and end-on parking spaces. Th e 

system locates a parking space using side-

mounted ultrasound sensors that scan the 

parking spaces on the side of the road in 

two dimensions while driving at moder-

ate speed. A notifi cation appears in the 

display when the system fi nds a suitable 

spot. If the driver chooses to park in that 

parking space, all they need to do is stop 

and put the vehicle into reverse, then the 

Park Assist activates and performs all 

necessary steering movements with the 

aid of the electromechanical steering, sen-

sors and cameras. Th e driver may have to 

accelerate, shift gears and brake or some 

systems will automatically perform the 

entire process. As with any parking aid 

or assist, visual and audible signals pro-

vide support and warning. The system 

provides similar assistance when leaving 

parking spaces. Generally, the all-around 

or surround-view camera systems use 

four small cameras mounted in the grille, 

rear deck lid, hatch/liftgate or tailgate and 

in the housings of the side mirrors. The 

surround-view camera increases safety 

not only when maneuvering, but also in 

narrow parking spaces during exits.  

Pre-Safe, Pre-Sense Accident 

Predictive Safety System

Th e Pre-Safe Systems vary from OEM to 

OEM, but these systems basically oper-

ate on the same data information. The 

system analyzes the information from 

multiple sensors. For example, when the 

brake pressure and ABS sensors signal a 

maximum brake application and/or skid-

ding is reported by the Electronic Stabil-

ity Control Program (ESP), the Pre-Safe 

control unit intervenes. Depending on 

the situation it will activate some, most 

or all of the following:

1. Illuminate the hazard warning lights.

2.  Begin to close all side windows 

and the sunroof (providing there is no 

obstruction, such as an arm, which is 

sensed by a inferred beam).

3.  The seatbelts will begin to tighten 

by tensioning the slack to hold the occu-

pants in place. This tensioning process, 

which is reversible, is triggered by small 

electric motors. If an accident does not 

occur, the belts are released again.

4.  The seats may adjust to position 

the occupants for optimal safety for air-

bag deployment.

5.  The suspension may stiffen.

6.  The steering may stiffen (become 

more responsive).

These newer Pre-Safe systems also 

use the data from the Adaptive Cruise 

Control, Lane Departure, Blind Spot and 

even the Stop & Go Function systems. 

The Pre-Safe systems utilize the front 

sensors that monitor the traffic in front 

of the vehicle and use this data to pre-

ACTIVE PARK ASSIST uses two ultrasonic sensors and electric power-assisted steering to 

help drivers parallel park. The sensors measure the gap between two vehicles to determine if 

there is enough room for the Ford F-150. After confi rming the F-150 can fi t, the truck automati-

cally steers into the space, while the driver operates the accelerator and brake pedals.
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dict potential collision hazards. Some 

systems have multiple warning levels 

for the operator. The first level may be 

an audible sound and flashing lamp; 

the second may be a vibration of the 

steering wheel or a jerk caused by brief 

braking. If the driver applies the brake 

or removes their foot from the accelera-

tor pedal, then the systems stand down; 

but if not, then the system applies the 

brakes automatically, which would be 

the third level. Additionally, while the 

partial braking is applied and the ve-

hicle is slowed, the windows and sun-

roof begin to close, the hazard warning 

lights are illuminated and the the seat 

belts will begin to tension. Level four 

would activate just prior to the impact, 

where the maximum braking is applied 

and the seat belts are pulled fully taut, 

while the seats may be repositioned. 

This is all done to mitigate the inju-

ries and consequences of 

the collision event. Some 

OEM models incorporate 

an additional function to 

protect against impending 

rear-end collision events. 

This newer function can 

often prevent rear-collision 

events entirely by automati-

cally increasing the speed of 

the vehicle. In cases, where 

there is no room in front to 

speed up, this system will 

significantly reduce the 

applied-impact forces by 

closing the windows and sunroof, ten-

sioning the seat belts and repositioning 

the seats. The structural design of the 

seats and headrests is an important ele-

ment of safety, especially in the case of a 

rear-end collision. Typically, these types 

of accidents occur at traffic lights or dur-

ing stop-and-go traffic at lower speeds. 

In these types of collision events, the 

seat back is accelerated to between 5 

mph to 15 mph within a tenth of a sec-

ond. The integral head restraint system, 

which seems to be standard in every 

vehicle now (mechanical pendulum 

or passive deplorable type) activates 

to prevent or lessen whiplash injuries. 

Again, refer to the OEM procedures in 

the mechanical and electronic sections 

of the repair manual.

As you can see, there are a multitude 

of systems in vehicles to protect the oc-

cupants. It is vitally important to read the 

repair manual during each and every re-

pair. Shops, technicians and insurance 

personnel must also understand the 

importance of not only pre-repair scan-

ning and post-repair scan diagnostics, 

but also pre-measuring the vehicle, as 

the mounting areas for sensors on the 

structure could have been displaced, 

which could render a sensor inoperative. 

Keep in mind — most of this information 

is not in the body repair section of the 

manual and is in the mechanical and/or 

electronic sections.  

GET SERIOUS ABOUT YOUR

DUST EXTRACTION NEEDS!

Leaders in Dust Extraction for over 30 Years 

with thousands of systems installed globally

1-800-265-3878

info@eurovac.com

www.eurovac.com

Your #1 source for 
a clean environment!

9 Properly Engineered Systems

9  Superior Filtration: Cyclonic Dust 

Separation, Automatic/Manual Filter Cleaning 

and HEPA Filters

9  Turnkey Installation & After Sale Service

9  Reliable, Maintenance Free, Powerful 

Turbine Pumps

9  Complete Line of Vacuum Ready Hand 

Tools, Abrasives and Backup Pads.

9  Dust Extraction Conversion Kits 

available for all tool makes and models.

9 OEM Approved Equipment

9  NFPA and OSHA Code Compliant Expertise

Specialists in Dust Extraction

EUROVAC HAS A PRODUCT FOR 

EVERY NEED AND BUDGET

Central & Portable 

Dust Extraction Systems

Vacuum Ready Tools & 

Abrasives/Backup Pads

THE CHEVY CRUZE demonstrates vehicle-to-pedestrian 

crash avoidance technology that can detect pedestrians in the 

path of the vehicle.

LARRY MONTANEZ 

is co-owner of P&L 

Consultants, which works 

with collision shops on 

estimating, production and 

proper repair procedures. 

He is also a certified technician for multiple 

OEM collision repair programs. 

info@pnlestimology.com
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TECHNICAL 

THE NAME GAME

DAVID W. ANDERSON // 

Contributing Editor

A
s mixed materials become 

more prevalent in the auto-

motive industry, the impor-

tance of identifying steel 

grades used in automotive construction 

is becoming even more critical. Th e re-

pair community has the infrastructure as 

well as the history, equipment and tools 

to repair steel damage.

The Steel Market Development In-

stitute (SMDI), a business unit of the 

American Iron and Steel Institute (AISI), 

partners with many organizations — in-

cluding the Inter-Industry Conference 

on Auto Collision Repair (I-CAR) and 

OEMs — to educate them on various 

grades of steel, their capabilities and 

where each is most likely to be found 

on a vehicle structure. 

Many parts using today’s advanced 

high-strength steels (AHSS) in vehicle 

structures are thinner, because of the 

higher steel strength, and therefore 

lighter in weight than those made with 

earlier grades of steel. These optimized 

structures are critical in helping save 

lives and reduce injuries in the event of 

a crash. Lower overall vehicle mass helps 

achieve fuel economy and emissions tar-

gets and helps mitigate weight gains from 

features within the vehicle demanded by 

the consumer. Quality structural repairs 

maintain the strength and properties of 

steel and ensure restoration of the ve-

hicle to original performance, durability 

and level of crash protection. 

Additional factors affecting the eco-

nomics of vehicle repairability include 

an increased number of airbags and 

passive restraint components. Newer 

vehicles also have complex mechanical 

and electronic systems that can be dam-

aged in collisions, requiring replacement 

and recalibration or “error code” clearing 

following repairs. It is also very likely ad-

ditional damage will be found once re-

pairs have been approved and started, 

which leads to increased costs for own-

ers, higher costs for rentals and a lower 

level of customer satisfaction.  

Technicians must be able to recog-

nize vehicle materials in order to create 

a plan of repair, understand the tools and 

techniques needed for the repair, and 

provide the consumer an accurate cost 

and time estimate. So how do collision 

repair technicians identify the various 

materials, including steel grades, and the 

repair techniques associated with each? 

What considerations need to be made in 

order to maintain the original structural 

integrity, occupant protection and cor-

rosion resistance of the vehicle? What 

considerations need to be made from 

both OEMs and the collision industry 

in the future?

How do technicians identify 

materials?

The first place collision repair techni-

cians turn to determine what type of ma-

terials they are working with is the OEM 

service website. Th ese sites identify the 

types of steel on a particular vehicle, their 

locations and specify which parts can be 

repaired (straightened using heat) ver-

sus those where replacement (at factory 

seams) is the only option. Th e technician 

who is analyzing a damaged vehicle then 

uses the information to build a repair 

plan, timeline and cost estimate.

What techniques are used to 

repair a damaged vehicle?

Repair techniques must ensure quality 

structural repairs to help maintain the 

original strength and properties of the 

BEING ABLE TO PROPERLY IDENTIFY AND REPAIR STEEL GRADES IN TODAY’S ENVIRONMENT 

OF MIXED MATERIAL CONSTRUCTION IS CRITICAL TO VEHICLE AND DRIVER SAFETY

ADVANCED HIGH-STRENGTH STEEL 

BODY PANELS must be joined to the struc-

ture using the correct methods and equip-

ment specifi ed by the vehicle manufacturer.

PHOTOS: DAVE ANDERSON

TECHNICIANS MUST BE 

ABLE TO RECOGNIZE VEHICLE 

MATERIALS IN ORDER TO 

CREATE A PLAN OF REPAIR, 

UNDERSTAND THE TOOLS 

AND TECHNIQUES NEEDED 

FOR THE REPAIR AND 

PROVIDE THE CONSUMER 

AN ACCURATE COST AND 

TIME ESTIMATE.
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steel, as well as to restore the perform-

ance, durability, original level of crash 

protection and ensure passive restraint 

performance of the repaired vehicle. 

In general, OEMs recommend either 

straightening or replacing parts based on 

the grade of steel and its location on the 

vehicle. Straightening techniques include 

cold straightening or application of heat, 

and are usually based on steel strength. 

While groups like I-CAR recommend 

following OEM guidelines, which diff er 

from one manufacturer to the next, to 

determine what can be replaced versus 

straightened, they also advise on what 

should be straightened cold versus what 

should be heated.  

Cold repair to high-strength steels is 

becoming more common, as it ensures 

the integrity of the steel will remain in-

tact and maintain its original corrosion 

resistance. 

Applying heat to straighten certain 

grades of steel is an acceptable method 

of repair, but it is not always the preferred 

method. Heat straightening can have 

negative effects to the characteristics of 

the steel and its coatings, potentially im-

pacting safety and acoustic performance.  

Collision repair equipment has 

evolved greatly in the last five years. 

Welding is still the main source of repair, 

but riveting and bonding are now work-

ing their way into the mix. 

• Resistance Spot Welding (RSW) is 

the joining of two or more metal surfaces 

by heat created from the resistance of 

the metal to electric current passed 

between two copper (round-tipped) 

electrodes. This is one of the most 

common welds and is used extensively 

in vehicle assembly. 

• MIG Brazing is a low temperature 

repair process that maintains both the 

galvanized coating for corrosion protec-

tion and steel properties. In vehicle struc-

ture repair, MIG Brazing is used primarily 

with hot-formed boron steel — an ultra 

high-strength steel (UHSS) with boron 

added for extra hardening and wear re-

sistance, which can be formed into com-

plex shapes at elevated temperatures. 

• Weld Bonding combines spot weld-

ing with adhesive bonding to achieve 

greater joint efficiency. 

• Rivet Bonding is a mechanical 

joining technique using rivets or studs 

in conjunction with adhesives. This al-

lows joining among similar and dissimi-

lar metals.  

HERE IS A look at reinforcement beam collision damage. 

ANOTHER ANGLE of reinforcement beam collision damage. 

DAVID W. ANDERSON 

is the Senior Director, 

Automotive Market and 

Long Products Program 

for the Steel Market 

Development Institute. 

danderson@steel.org
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F
or more than three decades, 

the AkzoNobel Acoat Se-

lected program has been the 

solution to help grow your 

business and improve your company’s 

day-to-day operations.  Everything 

Acoat Selected does is about making 

sure their members thrive in the future, 

not just survive.  The result?  Business 

sustainability.  Instructional classes and 

consulting engagements are facilitated 

by world-class Services Consultants 

throughout North America in the areas 

of Process Improvement, Marketing, 

Sales, Talent Development and Finance.

Process Improvement

Repairing crashed vehicles is a long se-

ries of sometimes complex steps. Th e ef-

fi ciency by which a shop conducts each 

process step is the key to profi tability. Th e 

number of process steps, the organization 

of the steps, the standardization of steps, 

and the interrelationships between steps 

all play a part in how effi  cient the overall 

body shop machine operates.

AkzoNobel is at the forefront of pro-

cess improvement with our Process 

Centered Environment (PCE) program. 

Incorporating tried and true concepts 

from our own Programmed System Tech-

nique (PST) along with collision repair 

applicable components of Lean, Theory 

of Constraints, and Six Sigma, PCE de-

livers profound process improvement 

throughout the entire value chain.

From documented processes, to re-

engineering the flow of a collision repair 

facility with our Facility Layout & Design 

services, AkzoNobel helps Acoat Selected 

members remove waste from their pro-

cesses to improve productivity, cycle-time, 

customer satisfac-

tion, and profit-

ability.

Marketing

When you men-

tion marketing, many collision repair 

owners and managers immediately 

think of advertising. While advertising 

is a component, marketing is so much 

more. Marketing generates the strategy 

that underlies sales techniques, business 

communication, and business develop-

ments. It is an integrated process through 

which companies build strong customer 

relationships and create value for their 

customers and for themselves.

Sales

Turning prospects into customers and 

then fi nally into raving fans does not au-

tomatically happen just because their 

car was fixed properly in a timely man-

ner. With a variety of training classes and 

onsite consulting packages, we help our 

members turn all their employees into 

customer-focused selling machines.

Talent Development

Clearly, people are the most valuable as-

set of any business. Without those highly 

trained, motivated, self-directing employ-

ees; no amount of management effort 

will produce a successful business. From 

employee engagement to coaching tech-

niques, Acoat Selected members learn 

how to develop their people and manage 

them eff ectively.

Financial Services

Acoat Selected understands the impor-

tance of measuring the performance of 

your business in order to properly manage 

it. Acoat Selected members have access to 

a variety of tools, training and consulting 

packages to help them benchmark their 

fi nancial performance and identify oppor-

tunities for improvement.

In addition to the numerous classes 

held throughout the year, Acoat Selected 

members in North America meet bian-

nually for Performance Group meetings.  

During these 3-day events, like-minded 

body shop owners share successes, find 

solutions to problems, and make new re-

lationships. The wealth of knowledge and 

experience presented at these meetings is 

nothing short of awe inspiring.

Acoat Selected business services are 

available to all AkzoNobel Sikkens cus-

tomers. To learn more about the valuable 

options available, visit www.acoatna.com. 

To register for an Acoat Selected Busi-

ness Services class, visit www.akzono-

beltraining.com.

Work on your business, 

not in it!

AKZONOBEL 

1845 Maxwell Drive, Troy, MI 48084

800-618-1010

Email: socialvr@akzonobel.com 

www.akzonobel.com
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A quantum leap in color 

matching technology

A
xalta Coating Systems has 

spent years advancing the 

science of color matching, 

applying novel technology 

to what was once a highly subjective pro-

cess—complicated by the effects of shad-

ing, diffusion and paint weathering—to 

deliver precise results that allow shops 

to formulate ready-to-spray colors and 

reduce refinishing times. 

When introduced in 2005, Axalta’s 

Acquire line of spectrophotometers set 

a new standard for accuracy. With the 

launch of the Acquire™ Plus EFX spec-

trophotometer in 2011, Axalta was first-

to-market with a shop tool capable of 

reading metallic, pearl and effect colors. 

Now Axalta Coating Systems is taking 

the next step forward with its Acquire™ 

Quantum EFX compact spectropho-

tometer. Truly a “quantum leap” in color 

matching technology, the Acquire™ Quan-

tum EFX is a fifth-generation, German-

engineered spectrophotometer designed 

specifically for waterborne refinish sys-

tems. The unit has been reengineered 

from the ground up to deliver faster, 

more accurate results.   

The first thing users will notice about 

Acquire™ Quantum EFX is its small 

size—the unit is about one-half as big 

as its forerunner, the Acquire™ Plus EFX. 

The unit’s compact footprint makes for 

comfortable, one-handed operation 

that’s especially welcome on hard-to-

reach places like rocker panels. Even if 

the user’s hand covers the tool’s display 

during operation, lights along the side of 

the unit clearly indicate when it has taken 

a successful measurement.

The aperture on the Acquire™ Quan-

tum EFX optics is smaller, too—20% in 

fact—for improved accuracy on curved 

surfaces. The unit’s top-mounted touch 

screen has also been reengineered for 

high visibility even in the harshest out-

door lighting.

Most shop spectrophotometers run 

on AA batteries, which can drain out over 

the course of a workday and require re-

placement time. The Acquire™ Quantum 

EFX solves this problem with a built-in, 

rechargeable 5 VDC lithium ion battery. 

Between uses, the unit can be placed in 

its “smart cradle” (provided) for conve-

nient charging and direct connection to 

a PC, with no need to plug in or remove 

cables that can cause unnecessary wear 

to the unit. 

The Acquire™ Quantum EFX is also 

Wi-Fi enabled, allowing users to trans-

fer data directly from the tool to a local 

network or tablet computer. Practically 

speaking, this allows quality control per-

sonnel to manage an entire shop’s pro-

duction from a single tablet. 

Most important, the Acquire™ Quan-

tum EFX spectrophotometer integrates 

seamlessly with Axalta ColorNet software 

platform to provide a full color match-

ing solution. The heart of the ColorNet 

system is ColorProof, an application 

that takes spectrophotometer readings 

and renders them on a user’s computer 

screen for a full visual comparison of 

the vehicle they’re trying to match and 

the closest available paint formula. With 

near, face and side tone visualizations 

and flake and color values, ColorProof 

gives users precise onscreen color proof-

ing in seconds and practically eliminates 

the need for physical color chips. 

With its comprehensive and regu-

larly updated library of color formulas, 

ColorNet makes it easy for techs to se-

lect the right formulas from the start. 

The complementary technologies of Co-

lorNet and the new Acquire™ Quantum 

EFX can help shops step up the pace 

of paint matching, reduce the need for 

costly spray outs, and increase overall 

productivity.

Learn more at axalta.us/quantum

ADVERTORIAL
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A master class for collision 
repair centers

B
ASF Automotive Refinish Coatings is a noted 

producer of industry-leading products. But to 

achieve a higher level of productivity and profitabil-

ity, the best collision repair centers need more than 

just the best goods — they need expert training and support to 

conquer industry challenges and drive the necessary process 

improvements that boost efficiency and lead to a better bottom 

line. That’s where BASF comes in.

A well-trained shop is a well-tuned shop, so BASF de-

veloped a robust training program to give shop owners and 

employees extensive skills in areas like product knowledge and use, 

refinish techniques, troubleshooting, specialty finish repair and 

color-matching. And to solidify itself as the go-to leader beyond 

just paint, BASF also offers training past the product-level with 

VisionPLUS University courses in business management, 

profitability and productivity.

With these comprehensive training platforms BASF 

Automotive Refinish Coatings can help you:

• Improve your refinish processes in several functional areas

• Optimize the use of the products using a systems 

              approach, reducing consumption and unneeded SKUs

•  Maximize profitability with the right understanding and    

analytical tools to measure and improve your bottom line

In many cases,  processes that  were considere d 

adequate to collision repair 10 years ago are no longer 

effective thanks to the rapid evolution of today’s vehicles. 

Staying ahead of these changes is  one of the most 

important factors in running a successful collision repair 

center. And by bringing your employees up to speed 

on the latest technology and techniques, BASF training 

can measurably improve your cycle time, touch time, 

financial performance, repair costs, consistency and 

quality across the entire customer experience.

When a better bottom line is the bottom line, positive 

employee development makes all the difference. BASF Training, 

including training classes, is offered at authorized training facili-

ties and at a network of locations throughout North America. 

But you don’t need to travel to get the building blocks for a 

successful shop. Visit BASF’s VisionPLUS University Online at 

www.refinish.basf.us/vp_university to find a selection of guided 

self-development tutorials along with access to tools that let 

you analyze and improve your business in real time, and act on 

specific areas for immediate improvement.

If you’re just getting started, BASF Automotive Refinish 

Coatings can make your life much easier and your future much 

more certain. Through conversion training and introductory 

courses in product, process and software performance, you will 

learn the essentials of operation:

• Equipment needed to run the mixing room of a body shop

• Basic product performance and application training and

                recommendations

• Process assessment and improvement techniques

The proof is in the payoff for BASF’s Automotive Refinish Coat-

ings training programs. These courses show your employees that 

management is supportive, forward-thinking and willing to invest in 

their future. As a result, your customers will see quicker turnaround 

and higher quality work. And you will see your collision repair 

center grow, your profits rise and your brand strengthen.

Get all the answers at www.refinish.basf.us/training_about.

ADVERTORIAL
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N
EW Spray Booth 

Parts Program

Blowtherm USA has just 

completed a major cost as-

sessment analysis to ensure that all of 

your booth parts pricing is at the most 

economical level while supplying the 

most reliable replacement parts available.  

The fact is there are Blowtherm 

spray booths that were purchased over 

35 years ago that are still running as 

well as they did at the time of purchase. 

This is a great testimony to the quality 

of Blowtherm Spray Booth, Prep Station 

and Mix Room manufacturing along with 

our customer’s superb maintenance after 

the installation.

We urge customers of Blowtherm 

USA spray booths, no matter how old, 

to contact us directly for all of your 

spray booth parts to ensure the utmost 

longevity of the life of your system.  

Blowtherm OEM Parts

Here’s a brief list of some of the parts that 

we recommend for review:

• Door Seals

• Control Panels or Control Parts

• Motors

• Light Ballasts

• Sensors

• Temperature Probes

• Gas Train Components

Blowtherm Training Facility

Customers  of  newly purchase d 

Blowtherm USA spray booths, prep sta-

tions and mix rooms  are welcome to ask 

about our Blowtherm National Train-

ing Center (TX). The training center is 

currently equipped with a Blowtherm 

“Extra” cabin featuring Air Speed, Water-

borne and High Solid paint Flash-Off 

System and Vehicle Lift.

We welcome paint manufactures, 

paint jobbers and PBE companies to 

come in and demonstrate your paint 

products utilizing our equipment, train-

ing facility and classroom for your pro-

spective buyers.

Customer Testimonials

Blowtherm USA customers all over 

the United States are telling the world 

about their experience with and owning 

Blowtherm equipment.  We don’t have to 

tell you how good these products are, we’ll 

let our customers speak for themselves...

* Technology Equals Productivity: 

“Our shops utilization of waterborne 

refinish products made the Blowtherm 

Air Speed/Waterborne Flash-Off an easy 

choice. The increase in production and 

efficiency  is already adding to the bot-

tom line.” ~ Mark Smith, Collision Center 

Manager, HALL Buick-GMC, Tyler, TX.

* Energy Efficiency Saves Money: 

“We were really sold on the Heat Recu-

peration and Air Speed/Waterborne, 

Hi-Solid Flash-Off systems. No extra 

fans or blowers needed.”  ~ Dave Olender, 

Owner, Olender’s Body Shop, Vernon, CT

* Quality Construction: “We chose 

Blowtherm based on the quality of con-

struction, quality of service, and the foot-

print  they have created as the premier 

manufacturer of Spray Booth Systems.”  ~ 

Christian Nogueiras, President, Red Hill 

Collision, Costa Mesa, CA

* Longevity: “Twenty-five years later 

and still performing like the day I bought 

it. It’s the best piece of equipment I ever 

bought.”  ~ John Roper, Owner, Cutters 

Auto Body, Tewksbury, MA 

* Performance Means Profitability: 

“Before I had a good painter, now I have 

a GREAT painter! Our painter is getting 

more production and up to 50% more ef-

ficiency out of the Blowtherm booths.” ~ 

Scott McDaniel, Owner, Scott’s Custom 

Colors Inc., Terre Haute, IN

* Do the Research. Make a Smart 

Decision: “Honestly, I looked at every 

spray booth. I shopped around thoroughly 

and believe Blowtherm was the best deci-

sion.”  ~ Mark Kowalski, President/Owner, 

Marksman Auto Body, Brunswick, Ohio

Contact Us

Contact your local distributor for 

more details and learn how Blowtherm 

USA can help your shop grow. Or call 

Blowtherm direct at 1-855-463-9872. On 

the web? www.blowtherm-usa.com or 

sales@blowtherm-usa.com

Blowtherm Spray Booths: NEW 

parts program and training
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Stronger as ONE

W
hether you 

m a n a g e  a 

small or large 

collision cen-

ter, the CCC ONE® Total Repair 

Platform can help you optimize 

cycle time, simplify operational 

management, and streamline 

your processes with a unified 

workflow platform.  Plus, the 

CCC ONE Total Repair Plat-

form is a modular solution. Start 

only with what you need, and 

expand as your business grows.

CCC ONE® Estimating is the 

foundation of the Total Repair 

Platform. It is an innovative, 

fully hosted platform that con-

nects you to the most insurers 

while allowing you to write estimates 

easier, faster, and with more accuracy — 

from your desk or right at the car. Unlike 

other stand-alone applications, CCC ONE 

allows you to add features as your busi-

ness grows to provide you with a single 

platform where you can do all of your 

work in one place. 

What is holding you back from being 

the most profitable shop you can be?  

Our shop management solution, CCC 

ONE® Repair Workflow, gives shops the 

insights and tools they need to maximize 

efficiencies and streamline operations.  A 

truly integrated solution, Repair Work-

flow is designed to support fully custom-

ized setups to meet the unique needs of 

your business.

Reports crafted to give you the in-

sights to maximize your profits and 

streamline your processes make it pos-

sible for your shop to see insights like 

never before to make smarter, more in-

formed decisions.  Our Repair Workflow 

dashboard allows you to quickly view im-

portant metrics; including, capture rate, 

cycle time, and track costs to improve 

your bottom line. You will also be able to 

delegate tasks within your shop to reign 

in your cycle times and track progress of 

repairs with customized reporting.

Both CCC ONE Estimating and Re-

pair Workflow include access to the larg-

est network of parts suppliers, allowing 

you to purchase parts electronically with 

suppliers in your area.  

Looking to provide an exceptional 

customer experience from start to finish? 

CCC ONE® UpdatePlus sends appoint-

ment reminders and keeps your custom-

ers informed during the repair process 

with a series of friendly, personalized 

status updates sent via email or text mes-

sage. After the repair is complete, custom-

ers receive a quick survey, which gives you 

valuable insight into their level of satisfac-

tion. This customer feedback provides an 

opportunity to understand and improve 

your shop operations to ensure the high-

est levels of customer satisfaction.

In addition, CCC ONE® Engage 

helps you build business by capturing 

customers via Carwise Appointment 

Schuduling, and modernizes the repair 

facility lobby experience with a self-ser-

vice check-in option. 

With additional tools like CCC ONE® 

Repair Methods that provide repair pro-

cedures when you need them, and DRP 

solutions to help you manage your insur-

ance carrier relationships, CCC ONE has 

everything you need to run your shop.

For more information, visit cccis.com 

or call us at 1-877-208-6155.

CCC 

222 Merchandise Mart Plaza, Suite 900

Chicago, IL 60654

www.cccis.com
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Chief University expands, 

offers free I-CAR credits

T
hanks to the rapid 

rate of change in 

the collision repair 

industry, training 

is more important than ever. 

To stay current, Chief Univer-

sity continues to devote sig-

nificant time and resources to 

improve and update its cur-

riculum. Also new this year, 

Chief will automatically and 

at no extra charge apply for 

I-CAR credits on behalf of eli-

gible students who complete 

Chief University classes of six 

hours or longer. 

Chief University is fo-

cused on providing inter-

active “hands-on” training, 

with many of the classes in-

volving the repair of an actual 

collision-damaged vehicle. 

Students are actively involved in visually 

inspecting and measuring the vehicle, 

putting together a damage analysis or 

blueprint, and developing and then ex-

ecuting the repair plan.

Chief University this year introduces 

the first all-encompassing, hands-on col-

lision repair class focused on joining tech-

nologies. The one-day Chief University 

Joining Technologies class is designed to 

provide estimators and appraisers of all 

skill levels a thorough understanding of 

the current welding, riveting and adhesive 

bonding and removal technologies being 

used in today’s shops.

Chief University has updated two of 

its most popular courses in 2017 to cover 

the most current construction methods 

and materials being used by OEMs, so at-

tendees are prepared for any vehicle that 

may come to their shops in the next cou-

ple years. Aluminum Damage Analysis 

and Repair Technology covers aluminum 

forming methods and metal character-

istics, as well as damage analysis, repair 

decisions and techniques for working 

with aluminum. Design Based Repair 

features instruction on the proper metal 

identification and subsequent repair 

methods required due to the advanced 

high-strength steels and structural alumi-

num introduced by the manufacturers. 

Significant upgrades also have been 

made to Chief University’s Computerized 

Measuring Training class to make it more 

user-friendly for technicians. In this class, 

technicians learn how to properly use 

Chief ’s LaserLock Live MappingTM and 

Vector computerized measuring systems 

to identify structural misalignment and 

maximize repair quality and profitability.

Chief training has been certified by 

the National Institute for Automotive 

Service Excellence (ASE) for compliance 

with the Continuing Automotive Service 

Education (CASE) Standards. 

Over the last three decades, more 

than 50,000 collision repair professionals 

have attended courses offered by Chief 

University. That number will continue to 

grow this year, as more than 50 classes 

have been scheduled at convenient lo-

cations across the country. Many of the 

Chief University classes scheduled for 

2017 are shown here. For a complete 

schedule and to register, visit www.chie-

fautomotive.com/Chief-University. 

Nov. 16-17 Kansas City MOJuly 21 Rosemount MN

July 27 Newport News VA

Oct. 5 Fort Wayne IN

Nov. 10 Arlington TX

Nov. 29 Morrisville NY

Dec. 6 Sacramento CA

Dec. 21 Portland OR

Design Based RepairAluminum Damage Analysis 
and Repair Technology

Training for Technician, Estimator, or Appraiser

Rosemount MN

July 25-26 Newport News VA

July 25-26 Nashville TN

Sept. 12-13 Wheeling IL

Sept. 12-13 Pennsauken NJ

Oct. 24-25 Parksville BC

Nov. 14-15 Chamblee GA

Nov. 14-15 Kansas City MO

Computerized Measuring Training

Aug. 17-18 Witchita KS

Sept. 14-15 Pennsauken NJ

Sept. 28-29 Lewis Center OH

Oct. 3-4 Fort Wayne IN

Wichita KS

Sept. 26-27 Lewis Center OH

Unitized Body Analysis 

and Repair Planning

Full Frame Analysis 

and Repair Planning

Training for the Technician

996 Industrial Drive
Madison, Indiana 47250

www.chiefautomotive.com/Chief-University

CHIEF UNIVERSITY SCHEDULE 2017

Aug. 1-3 Sacramento CA

Sept. 19-21 Long Beach CA

Nov. 7-9 Arlington TX

Dec. 18-20 Portland OR

Structural Damage Analysis

Indianapolis IN

Aug. 1-2 Arlington TX

Sep. 19-20 Saint Petersburg FL

Oct. 17-18 Birmingham AL

Oct. 17-18 Sacramento CA

Oct. 24-25 Inkster MI

Nov. 7-8 Mesa AZ

Dec. 5-7 Houston TX

Arlington TX

Sep. 21-22 St. Petersburg FL

Oct. 18-19 Denver CO

Oct. 19-20 Sacramento CA

Oct. 26-27 Inkster MI

Nov. 9-10 Mesa AZ

Dec. 7-8 Houston TX

Dec. 12-13 St. Louis MO

Advanced Frame Analysis

Advanced Steering 
and Suspension Analysis

Training for Appraiser and Estimator

July 13 Indianapolis IN

July 20 Rosemount MN

July 27 Nashville TN

Aug. 4 Sacramento CA

Sept. 14 Wheeling IL

Sept. 22 Long Beach CA

Oct. 17 Denver CO

Oct. 19 Birmingham AL

Nov. 16 Chamblee GA

Nov. 28 Morrisville NY

Dec. 5 Sacramento CA

Dec. 14 St. Louis MO

Joining Technologies
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Proper maintenance steps 

to optimize your paint booth

A 
paint booth is a key piece in the collision repair 

process and one of a shop’s biggest expenses. 

Proper maintenance is critical to ensure your 

booth continues to operate in peak condition, 

limiting costly downtime. A well-maintained booth will also 

produce better quality paint jobs. 

When it comes to booth maintenance, it’s important to fol-

low your booth’s established maintenance schedule. A schedule 

should be included in the owner’s manual or can be obtained 

from your booth supplier. This schedule should outline when to 

inspect, clean and replace booth components, including filters, 

fans, motors, walls and floors. Routine maintenance can prevent 

small issues from turning into large, costly issues down the road 

when left untreated. 

Many booth suppliers, such as Global Finishing Solutions 

(GFS), also offer preventative maintenance programs to take the 

guesswork and hassle out of maintaining your booth. Certified 

technicians will inspect your booth quarterly, annually and as 

needed to ensure optimal booth performance.

Replacing booth fi lters

It’s important to know when to replace your booth’s fi lters and 

do so before they become clogged. Loaded fi lters will slow down 

airfl ow, allowing dirt and dust to collect in the booth and onto 

your paint job. Many intake fi lters have visual indicators, such as 

white lines, to show you when they need to be replaced. Exhaust 

fi lters should be replaced every 50-100 work hours, depending 

on your booth and fi lter type. Th ere are also fi lter monitoring 

controls that signal when it’s time to change the fi lters. 

In addition to 

knowing when to 

replace your filters, 

make sure you know 

where and how. All 

of the booth’s filters 

may not be visible. 

Hidden filters that 

are not changed out 

can cause damage 

to fans and motors, and have a detrimental effect on the quality 

of your paint jobs. When replacing filters, verify you are installing 

them correctly to optimize efficiency. If installed backward, the 

filter could pill and end up in your paint job. If installed sideways, 

certain filters, such as GFS Wave, will not perform as well as if 

installed as designed.

Keeping booth walls & fl oor clean

Regular booth cleaning not only keeps the walls bright for better 

lighting and color matching, it also helps keep contaminants out 

of your paint job. On a daily basis, sweep the fl oor of the booth. 

Make sure the booth is running when you do this and sweep 

into the corner of the booth, not directly into the fi lters. Th e fl oor 

should be cleaned more thoroughly weekly. 

Some booths, such as GFS Ultra booths with a Controlled 

Airflow Ceiling, are designed with airflow along the side of the 

booth to keep overspray from collecting on the walls. If over-

spray does collect on the walls, clean them as needed. Booth 

protection products, including sprayable and roll-on adhesive 

booth coatings, make it easy to keep your booth surfaces clean. 

For more information about booth maintenance and preven-

tative maintenance programs, contact Global Finishing Solu-

tions at 877-658-7900 or info@globalfinishing.com.
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From paint booth to front 
office, PPG training takes a 
comprehensive approach

S
upported by 16 business de-

velopment centers located 

across North America, PPG 

offers the industry’s most 

comprehensive training curriculum for 

refinish technicians and collision center 

personnel. Courses range from basic 

product training for new painters to ad-

vanced coaching for owners and manag-

ers seeking to improve the quality and 

performance of their overall business op-

eration. Last year alone more than 15,500 

industry professionals took advantage of 

PPG training offerings.

Business development training

Given the insurance industry’s increased 

focus on shop KPI metrics, PPG’s popular 

MVP Business Solutions program off ers 

a wealth of training and guidance for 

increasing collision center throughput 

performance and customer satisfaction.

The centerpiece of the MVP cur-

riculum is its industry-leading Lean for 

Collision program covering the practical 

application of Lean Six Sigma as applied 

to collision repair. In addition, the MVP 

program offers numerous courses cov-

ering collision business fundamentals. 

PPG continues to update the MVP cur-

riculum and expand its course schedule 

to accommodate the program’s growing 

popularity with collision center owners 

and managers. 

Refi nish certifi cation training

Certification is a key component of 

PPG’s commitment to keeping painters 

informed about evolving application pro-

cedures for matching new, 

more exotic OEM fi nishes. 

Technicians are recerti-

fi ed every two years to stay 

current on the latest PPG 

products and repair proc-

esses. Having a certified 

painter also enables colli-

sion centers to off er PPG’s 

Lifetime Limited Paint 

Performance Guarantee 

to their customers. 

Certification courses, 

blending classroom instruction with 

hands-on exercises, are offered at PPG 

Business Development Centers and 

various field locations across the United 

States and Canada. Courses are tailored 

for the premium DELTRON®, GLOBAL 

REFINISH SYSTEM®, ENVIROBASE® 

High Performance, NEXA AUTOCOLOR® 

2K® and AQUABASE® Plus refinish sys-

tems by PPG. 

PPG certification training offers five 

levels of recognition: Blue, Bronze, Silver, 

Gold and Master. The first certification 

level is open to technicians who have 

a minimum of one year of professional 

experience. After achieving Blue-level 

certification, technicians are eligible to 

graduate to successive levels by attend-

ing qualifying classes every two years. By 

following these recertification guidelines, 

a paint technician can advance to PPG 

Master Certified Technician level in as 

little as eight years.

Certification classes are led by more 

than 30 full-time instructors, the most 

experienced in the industry.

Color adjustment training

Th is advanced course aims to elevate the 

paint technician’s skill level with instruc-

tion on color evaluation, variant selec-

tion, use of PPG’s color tools, tinting and 

fl op adjustment, and color blending.

Custom painting courses

PPG custom painting courses are de-

signed for professional custom builders, 

hobbyists and vocational students. One 

example is the Custom Restoration Class. 

Th e 2-day course covers everything from 

recommended processes for stripping 

substrates to color identifi cation to proper 

paint application and much more. Other 

courses cover such 

topics as wood grain 

application tech-

niques, airbrushing 

and lowrider designs.

PPG 

19699 Progress Drive,

Strongsville, OH 44149

(800) 647-6050

www.ppgrefinish.com

ADVERTORIAL
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M
IG Brazing is a weld-

ing technique that uses 

copper/silicon wire in a 

low-heat adhesion pro-

cess to join high-strength steels without 

compromising structural integrity or 

causing material warpage.

Why should I use MIG Brazing?

Regular steel welding produces high-heat 

which can be damaging to the new high-

strength steels used in cars and create a 

weak spots that would not meet OEM 

repair standards, therefore, a low heat 

process like MIG Brazing is required.

Why do I need a Pulse MIG 

Welder for MIG Brazing? 

Many OEMS are requiring a pulse MIG 

welder for the process.

What kind of wire do I use for 

MIG Brazing?

CuSi (Silicon Bronze) is used.

What shielding gas do I use for 

MIG Brazing?

Argon gas.

Where do I use MIG Brazing?

Follow OEM repair instructions, 

they will tell you exactly where to 

use the procedure. MIG Brazing is 

commonly used for non-structural 

applications.

What are the advantages of 

MIG Brazing?

It provides reduced weld dressing time, 

reduced warpage, creates less spat-

ter during weld, less chance of burn-

through, less edge corrosion due to the 

capillary action of the fi ller, good adhe-

sion of fi llers and primers and reduces 

heat effects to reinforcement panels 

near the weld area.

What is MIG Brazing?

PRO SPOT

(877) PRO-SPOT

visit www.prospot.com.
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R
BL Products has recently launched the industry’s 

most comprehensive paint finishing correction 

system named the Professional Paint Finishing 

System (PPFS). The system was born out of the 

OEM paint finesse lines. 

All vehicles that are manufactured go through an inspec-

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

remove the defects with the same equipment and materials 

used in the PPFS kit.

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

defect in seconds. The abrasive is an engineered abrasive which 

is digitally produced on film. This process allows for very quick 

and precise removal of the defect. After the defect is removed 

the 3” random orbital polisher used with the  “one-step” polish 

will remove any sand scratches in seconds.

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

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

tools are engineered and produced for RBL exclusively). Foam 

and wool cutting and polishing pads absorb polish resulting 

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

cutting and finishing pad that allows the polish to stay on the 

work surface and will not absorb into the pads.

 The 21mm 6” random orbital polisher prevents wheel marks 

(holograms) and burnt edges. Anyone can use this polisher, you 

can’t damage the paint. The polisher has a 7.25” tapered inter-

face pad that allows you to use 8” cutting and polishing pads.

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

system by going to RBLProducts.com.

RBL creates an industry 

game changer with PPFS

ADVERTORIAL
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Proper care of spray gun 
nozzles is imperative

I
’ve seen it all since I’ve headed up 

the spray gun repair department 

at Dan-Am Company”, says Wayne 

Volkart, manager of Dan-Am’s re-

pair facility. “Every day we answer cus-

tomer questions about damaged air 

caps, fluid tips, needles or spray guns 

returned for repair. In many cases there 

is obvious damage to the fluid tip or dis-

tortion to the air passages. Invariably 

these problems are the result of drop-

ping the gun or using the wrong clean-

ing technique.” 

Damage to the nozzle set affects at-

omization, spray pattern and ultimately 

the peak performance of your spray gun. 

We cannot emphasize enough the im-

portance of proper handling and clean-

ing of critical nozzle components. The 

proper wrench to remove the fluid tip 

and small brushes to clean air passages 

are of extreme importance to the perfor-

mance and reliability of the nozzle set.

Training painters on spray gun main-

tenance is as important as teaching the 

fundamentals of painting. Protecting 

their equipment with periodic mainte-

nance will ensure painters are using the 

most efficient tools at their disposal and 

will maximize the life of the spray guns 

— two factors that will positively affect a 

shop’s income. SATA offers step-by-step 

visuals to help painters learn, or perfect, 

their spray gun maintenance.

SATA also offers a variety of acces-

sories to keep your spray gun in tip-top 

shape. The most important being the 

SATA cleaning set that consists of 12 

triangular flexible needle broaches for 

removing paint residue from the tiny 

air passages in the air cap. The set also 

includes two small brushes to clean air 

cap and fluid tip. 

Listed to the right 

are some impor-

tant maintenance 

accessories.

Painters must 

r e m e m b e r  t h a t 

a dirty spray gun 

i n c r e a s e s  f r i c -

tion. Atomization, 

performance and 

finish results are 

seriously affected 

b e c a u s e  p a r t s 

wear faster and the 

painter tires from 

hand fatigue.

Keeping spray 

equipment clean 

and fine tuned for optimum perfor-

mance is the most important step the 

painter can take for doing a perfect 

paint job. It helps eliminate a multitude 

of application problems and makes the 

painter look good. Even if SATA is the 

best equipment money can buy, qual-

ity and performance will definitely suf-

fer from dirty equipment. Keeping your 

spray guns clean after every use will as-

sure years of trouble-free use and pro-

vide excellent finish work. 

Once you have hand cleaned your 

spray gun or after cleaning it in the gun 

washer there are other important sug-

gestions to remember. Cleaning a DIGI-

TAL or standard spray gun in thinner is 

perfectly safe, but as with any spraygun, 

extended soaking in solvent can swell or 

damage seals or packings and will void 

the respective warranty.  Solvents con-

tain resins that cause paint residue to 

collect in the air and fluid passages. This 

blocks airflow that negatively affects 

fan size, shape and atomization. After 

cleaning, blow-dry the components and 

reassemble. Apply spray gun lubricant 

sparingly to exterior moving parts. Your 

spray gun will then be ready for action 

on your next paint job.

Before you think about sending in 

your spray gun for repair, give your gun 

a thorough cleaning first. Who knows, it 

just may solve your problem and save 

you some money.

SATA/DAN-AM COMPANY 

One Sata Drive, Spring Valley, MN 55975 

800-533-8016

www.satausa.com

satajet@satausa.com

A. Enlarged air passages from using the

wrong cleaning tool. 

B. Damaged fluid tip.

C. Damaged fluid tips scarred from using the 

improper tool to remove or tighten causes

air disturbance.

The problems listed above cause air flow 

disturbance which causes poor atomization 

and fan pattern distortion - ultimately a poor 

paint job. 

You can save hundreds of dollars from 

repainting and buying nozzles sets if you use 

the proper tools to clean your gun.

New nozzle set, note the uniform 

spacing where the fluid tip and air cap 

meet.

Also note the fine machined air 

passages.

Damaged Air Cap and Fluid Tip New Air Cap and Fluid Tip

A

B

B C
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Spanesi Americas training strategy

A
s vehicle technology con-

tinues to change at an in-

creasingly faster rate than 

we have ever experienced 

before, Spanesi Americas continues to 

devote more resources to meet its dis-

tributors and client’s demands. Spanesi’s 

business strategy includes training initia-

tives in three core areas:

• Staff

• Distributors and their staff

• Clients

In each core area, Spanesi Americas 

provides training at its corporate training 

center, distributor training centers, and in-

shop. This strategy ensures that Spanesi 

provides the training required for instal-

lation, vehicle repairs, and maintenance.

Touch Measuring System

At the time of sale, the Spanesi Touch 

measuring system is not only delivered 

and installed at the shop, but Spanesi 

provides initial in-shop training. This 

includes training for measuring vehicles 

on the fl oor, on a 2-post lift, or on a frame 

rack or bench.

It is recommended that after be-

coming familiar with Touch for two to 

four weeks, that technicians attend the 

Spanesi 2-day Touch training courses 

that are offered at its training center. This 

provides the technician an opportunity 

to have any questions answered as well 

as learning the more advanced functions 

of the measuring system. 

Winstar Universal Jig (Fixtures) 

With ongoing changes in vehicle con-

struction and materials, the need to use 

a jig, or fi xture, system is increasing. Simi-

lar to the Touch, at the time of sale, the 

Spanesi Winstar jig system is delivered 

and installed at the shop, but Spanesi 

provides initial in-shop training. Th e sys-

tem may be used with either the Spanesi 

106 or Pista benches and provides an 

opportunity to jig up to 12 locations. A 

smaller jig system is also provided with 

the Multi-bench package 6. Th e jigs pro-

vide locations for anchoring, pulling or 

holding or parts alignment.

Spanesi offers a 1-day Jig training 

course at its training center. At this 

course, the technician has an opportu-

nity to have any questions answered as 

well as learning the more advanced func-

tions of the jigs and upperbody system.

Welders 

With the variety of materials being used 

today (mild steel, advanced high-strength 

steels, and aluminum) there are also dif-

ferent welding requirements needed to 

perform a proper repair. With its squeeze 

type resistance spot welder (STRSW), 

Spanesi provides in-shop training at the 

point of sale. Th is focuses on the opera-

tion and programming of the welder and 

the application of the arms and electrodes 

included with the welder.

The Spanesi Q5.2 Tri-Torch MIG/

MAG welder training not only provides 

an opportunity for the shop to be trained 

on the selection of the built-in programs, 

but the techniques used for steel, silicon 

bronze, and aluminum welding.

Training Center Growth

Spanesi Americas training center in 

Naperville, Illinois is the primary location 

for clients to receive training on all the 

Spanesi products including the Touch 

measuring system, benches, jigs, weld-

ers, spraybooth, prep deck, or any of the 

other products Spanesi provides in its 

complete 360 solution.

With Spanesi’s growth in North Amer-

ica, the demands for training have also 

grown. Through it distributors, Spanesi 

is expanding the number of training cen-

ters that are in place or being equipped 

for courses at the following locations:

Plant City, FL

Wixom, MI

Toronto, ON

Tyler, TX

Additional locations will be added 

during 2017 and 2018.

As you look around the industry, or 

your own shop, you will quickly discover 

that the return on investment (ROI) for 

equipment purchases is dependent upon 

the training provided by the vendor and 

distributor. Spanesi believes that by pro-

viding a training solution to its clients, 

that you will obtain the largest ROI pos-

sible on your equipment purchases.

SPANESI AMERICAS

123 Ambassador Drive, Suite 107

Naperville, IL 60540

224-SPANESI (772.6374)

customerservice@spanesi-americas.com

www.spanesi.com

ADVERTORIAL



Sunmight USA Corp. 14943 Desman Rd. | La Mirada, CA 90638 | Tel.714-952-5020
Fax.714-952-1307 | sales@sunmightusa.com | www.sunmightusa.com

Sunmight USA established 
in North America in 2005

is the U.S. sales company of 
Sun Abrasives Co.

Our new 35,000 sq ft 
warehouse in La Mirada CA

Supplying the best quality 

to the global market

Sunmight Film

Competitor’s Paper

Cutting
Performance

Life

Sunmight Film is made with 

premium grain, strong resin bond 

and a special stearated coating. 

This provides superior performance 

and product life.

Sunmight Film is a premium product with strong and even surface fi lm 

backing that allows better surface fi nish and longer life. It is also great 

for corner and edge sanding without problems with tearing.
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Toyota’s Collision Repair & 
Refinish Training

L
eading the way with top-notch 

resources, facilities and instruc-

tors, Toyota offers Collision 

Repair & Refinish Training 

(CR&RT) to both Toyota dealers and in-

dependent repair shops.  

Toyota’s training provides you with the 

tools and experience you need to return 

Toyota and Lexus vehicles to pre-accident 

condition.  In-depth, hands-on, instructor-

led training is rarely offered directly from a 

manufacturer — every dealer and indepen-

dent repair shop should take advantage of 

this special educational opportunity.     

All Toyota trainers hold ASE Master 

Certified Collision Repair/Refinish Cer-

tification and training is conducted at 

three state-of-the-art campuses: Jackson-

ville, Florida; West Caldwell, New Jersey; 

and Torrance, California. 

Toyota training advantages

Toyota CR&RT training has several 

distinct advantages:

•  Technicians practice restoring vehi-

cles to original factory specifi cations

• Builds customer confi dence

•  Helps you better negotiate with insurers

Restore vehicles to factory 

specifi cations

Technicians are never left guessing about 

how to perform a repair cor-

rectly. Not only do they learn 

how to repair Toyota and Lexus 

and vehicles with vehicle-spe-

cific information provided by 

the manufacturer, they master 

those skills by spending one-on-

one time with the instructors as 

they repair vehicles in the train-

ing center. 

Customer confi dence

Toyota’s training can also help distinguish 

your shop from others. Students who suc-

cessfully perform repairs receive a cer-

tifi cate of completion which can in turn, 

boost customer confi dence. Customers 

are more likely to choose your shop over 

another knowing that your technicians 

are highly trained.

Negotiate with insurers

Th anks to CR&RT your technicians will 

be more knowledgeable about factory 

recommended repair processes, giving 

you a competitive edge and making it 

easier to negotiate with insurers. 

Enroll in CR&RT

To enroll in CR&RT, first 

talk to your local Toyota 

Wholesale Parts Manager 

to secure a personal iden-

tification number (SPIN) 

t h e n  r e g i st e r  o n l i n e  a t 

www.crrtraining.com. On-

line training is free of charge.  

It ’s  easy to plan your 

course load and take classes 

online at www.crrtraining.

com. From course details to 

recommended prerequisites 

— you’ll know what’s needed to meet 

certification requirements as well as 

understand shop certification require-

ments for Toyota and Lexus Certified 

Collision Centers. You’ll also find instruc-

tor bios, and details about each training 

location, including recommended hotels 

and local attractions.

There’s more on 

www.crrtraining.com

Visit often for the latest technical and 

collision repair news from Toyota such 

as selected Collision Repair Information 

Bulletins (CRIBs), Toyota Service Bulletins 

(TSBs), Quick Reference Guides and ar-

chived issues of Collision Pros magazine. 

ADVERTORIAL

LEFT TO RIGHT: Trainers Dan Hodges, James Meyer, 

Joe DiDonato, Agustin Diaz. For more on our trainers, go to: 

http://www.crrtraining.com/CRR2/trainers

STUDENTS BENEFIT from in-depth, 

hands-on instructor-led training.
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I
Introducing! U-POL Rapid System 2:1 Clearcoat — A new 

generation of ultra-fast curing automotive repair products.

Rapid System Clearcoat with unique new Rapid Cure 

Technology is a high performance clearcoat that gives an 

exceptional high gloss ‘just buffed’ finish and cures in a fraction 

of the time compared to conventional clearcoats. It is easy to 

apply and significantly reduces cycle time, increasing productiv-

ity and reducing costs.

Developed in the U-POL lab in the United Kingdom, Rapid 

System Clearcoat uses exclusive Rapid Cure Technology to dry 

in as fast as 10 minutes. Rapid System Clearcoat can be air-

dried, oven baked or IR cured and requires only one hardener 

for all temperatures, climates and conditions. This reduces in-

ventory and stock investment and gives flexibility for use in all 

types of shop environments. Increase productivity by as much 

as 40% over conventional clears and even more when used in 

conjunction with other Rapid System Products. 

Rapid System Clearcoat offers an exceptional gloss finish 

that in most cases requires no buffing. Rapid System Clearcoat 

is low odor and easy to apply. U-POL offers a 5-year limited 

warranty with Rapid System Clearcoat.

Guy Williams, U-POL Global CEO, commented, “We are 

extremely excited to get this revolutionary clear out to the US 

market. Our researchers and scientists spent countless months 

developing, testing and perfecting the Rapid System. We know 

our customers will be as pleased with the results as we are. 

This is truly a game-changing product line!”

U-POL Rapid System is a new generation of ultra-fast curing 

automotive repair products, including body fillers, glazes, prim-

ers and clearcoats. When used together, Rapid System can save 

a body shop significant time, resources and money. To learn 

more about the Rapid System, visit www.rapid.u-pol.com. To 

learn more about all of U-POL products, visit www.u-pol.com.

U-POL Rapid System 

2:1 Clearcoat 
A new generation of ultra-fast curing automotive repair products

U-POL

www.u-pol.com

ADVERTORIAL
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Valspar
®

 Automotive: 
Your one-stop shop for 
applications education
Educational experts

When you choose Valspar Automotive, you get more than high 

quality products and outstanding performance. You get all of 

our committed expertise backing you up in what you do every 

day—with every product and every brand we off er. 

Valspar Automotive Training Centers are located in Grand 

Prairie (Texas, US), Massillon (Ohio, US), Detroit (Michigan, US), 

Kincumber (Australia), Rome (Italy), Lyon (France), and Lelys-

tad (The Netherlands). Thousands of painters from all segments 

of the industry—looking to improve their craft—have visited 

these centers. Collision repair specialists, color-match experts, 

custom painters, and airbrush artists have all benefitted from 

Valspar Automotive training, regardless of the VOC restrictions 

in their home towns. 

Extensive upgrades to our training center 

enhance the learning experience

Auto refi nish technicians and distributors who attend classes 

at Valspar Automotive’s Training Center in Grand Prairie, Texas 

benefi t from a state-of-the-art learning environment thanks to 

an extensive renovation. 

The facility received a complete makeover with remodeled 

classrooms, expanded color mixing room, upgraded spray 

booth, a new cafeteria, and the latest in digital media. “Our 

goal is to provide the best training in the industry, and this 

ultra-modern facility gives us the learning environment to de-

liver that along with our expert staff,” said Pete Willman, Senior 

Sales Director, Valspar Automotive North America. “Students 

will come away with a comprehensive education on the Val-

spar paint process, giving them the skills necessary to enhance 

the quality and productivity of their refinish operations.” 

The center’s training curriculum, which is approved by 

the I-CAR Industry Training Alliance®, includes both theory 

and practical workshops and gives students’ hands-on experi-

ence in the preparation booth, spray booth, and state-of-the-

art color mixing room. Courses cover a wide range of skills, 

from basic workshop and color skills to advanced programs, 

using Valspar Automotive’s trusted brands — Valspar® Refinish, 

Valspar® Industrial Mix,  DeBeer® Refinish, Prospray® Finishes, 

Matrix® Automotive Finishes, and House of Kolor®. 

Gene Cook of Cook’s Collision in Florida, co-owner of three 

shops, knows the importance of training in a controlled envi-

ronment at a training facility. Although he has used the help of 

technical representatives coming out to his shops and provid-

ing training, it doesn’t replace the knowledge and skillset that 

is learned in the training center. 

“You’re able to pick up more information in the classroom 

setting and still get the hands-on experience in the paint booth,” 

said Cook.  “We had a very good experience when we went to the 

training center. It offered a comfortable learning environment, 

in an intimate space that is perfect for learning,” he said. “When 

you’re able to get out of the shop and into the classroom, the 

results are amazing because you’re able to go through the book 

and PowerPoint presentations, ask questions, and see the pro-

cess that has been put in place to make it a successful product.” 

According to Cook, the experience that his painters had at 

the training center not only helped the individual painters, but 

also the company. 

For more information about Valspar Automotive and class 

schedules, visit www.valsparauto.com.
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COLOR-MATCHING SYSTEM

The Acquire™ Quantum EFX 

spectrophotometer delivers 

faster, more accurate results than 

any digital color-matching system 

on the market. Its small size allows for one-handed operation and 

improved accuracy on curved surfaces. Explore the latest addition 

to the innovative Acquire Color System.

AXALTA.US/QUANTUM

PRIMER FILLER

Glasurit’s new 151-170 UV Primer Filler can help 

any collision repair center get more out the door with 

lower energy and labor costs. As a 1K compound, the 

151-170 requires no additional hardeners or reducers. 

And when stacked up against the competition, the 

151-170 uses up to 33% less material and takes up to 27% less 

time to sand, delivering superior performance and saving potential1. 

Unlock faster processing and lower cost without wasting materials — 

All from the 151-170 UV Primer Filler, and only from BASF. 

1Product comparison results when tested against Spies® and Cromax®.

BASFREFINISH.COM/GLASURIT

EUROPEAN STYLE CLEARCOATS

With two clears and two hardeners, 

LIMCO now offers unique Euro Style 

products, adding to an already out-

standing portfolio of simple, economi-

cal refi nishing options. Designed to 

improve upon the classic European 

clearcoats, the LC4300 Euro Style 

Clear, LC4400 Low VOC Euro Style Clear, LH501 Fast Euro 

Clear Hardener and LH505 Medium Euro Clear Hardener all de-

liver incredibly easy application, high gloss, outstanding fi nish and 

a 2:1 mix ratio. These products are all available now for purchase 

at your local BASF warehouse. For more information or to place 

an order, please call 1.800.825.3000 or visit

BASFREFINISH.COM/LIMCO

GLAZING PUTTY

Dolphin Finishing Putty is a premium fi nishing putty 

for fi lling dents and imperfections on most sub-

strates, featuring sophisticated lightweight technol-

ogy, excellent fi lling properties, smooth application 

and effortless sanding.

• Flexible, pinhole resistant    •  Effortless sanding

• Non-porous formula will not shrink or pull back

•  Quick drying — solvent impervious and ready to sand, prime 

and paint in 20 minutes

• Unparalleled adhesion to most substrates including DTM

WWW.U-POL.COM
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MARKETPLACE

PRODUCTS & SERVICES

Paint stripe complete cars or match and repair just 

about any stripe that comes into your shop as easy 

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

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

cleanest, sharpest line. Available in 56 different styles.

FOR FREE SAMPLES CALL TOLL FREE

1(800) 228-1258

www.f inessepinstr ip ing.com

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

for the sharpest painted-on stripes
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DISTRIBUTORS

For more information, call Wright’s Media at  

877.652.5295 or visit our website at  

www.wrightsmedia.com

Logo Licensing    |    Reprints    |    Eprints    |    Plaques

Leverage branded content from ABRN to create a 

more powerful and sophisticated statement about 

your product, service, or company in your next 

marketing campaign. Contact Wright’s Media to 

acknowledgements and recognitions to enhance 

your marketing strategies.

Content Licensing  

for Every

Marketing Strategy

t Outdoor
t  Direct Mail
t  Print Advertising

t Tradeshow/POP Displays
t Social Media
t Radio & Television
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Maximize the 
customer experience 
Implement policies and procedures in your shop to ensure customer satisfaction

A
t my shop, we stay busy year-

round, but without proper orga-

nization and the right systems in 

place, business could easily and 

quickly spin out of control.  

With so many moving pieces involved in man-

aging a collision shop, it’s important to run a very 

organized process. Organization extends beyond a 

physical state — it’s also a process of effective com-

munication and teamwork. From how you interact 

with your staff members to the service you extend 

to the customer, it’s all a matter of organization by 

procedures. 

We want to stand out and ensure that the cus-

tomer has the most enjoyable experience possible. 

If you’re looking to achieve a similar end result, 

here are some tips that might help. 

Leave a lasting Impression

A customer’s fi rst impression begins the moment 

they open your front door. Th e best way to under-

stand what they think of your shop is to go through the entire 

experience exactly as your customer does. As the owner, this will 

allow you to identify, from a diff erent perspective, what you’re 

doing right, as well as the areas that could use improvement.

Find your edge

Off er something unique to your shop. We have a drive-through 

inspection service where the customer’s vehicle is pulled into 

our garage to meet with the service advisor. After they complete 

the necessary forms, we partially disassemble the vehicle to give 

the most accurate quote possible. It’s an extended gesture of per-

sonalization that our customers seem to enjoy. We also go over 

our estimates with the customer to ensure they understand it. 

Communication gets keys

It’s important to communicate with your customer, but it’s just as 

essential to talk regularly with your team. You need to be on the 

same page, set objectives for the week and have a little fun. We 

have a “morning huddle” where we gather around white boards. 

We run through each department and discuss our 

goals for the day, as well as for the week. We set 

an incentive such as “free lunch,” which will be re-

warded at the end of the week if our goals are met. 

Bringing our team together like this on a daily basis 

creates a sense of unity and accountability. Th is 

teamwork allows us to stay productive, effi  cient, 

and moving in the right direction.

Put it in writing

To ensure the job is completed to your expecta-

tions, write them out. Th is is called a procedure. 

I take it one step further and also have checklists 

for each procedure. Once they fi nish a part of the 

job, they check off  the task and move to the next. 

It helps to ensure accuracy and holds my team ac-

countable for the work they produce.

Organization is everything

My business has a workfl ow that keeps things or-

ganized. There’s an inspection area, Metal Line, 

Priority Line, etc. If a vehicle is repaired and ready for paint, it’s 

moved beyond the red markings on the fl oor, so it’s clear that 

it can be painted. We use visual indicators to minimize disrup-

tions. For example, if you waive a green fl ag, that means you 

need help from a production estimator while a red fl ag will call 

over a technician. When disassembling a vehicle, we mark the 

vehicle for damaged parts, which are placed in a red bin while 

the non-damaged parts are placed in a green bin. We also have 

storage areas for door parts and large shelves that we use to keep 

these components accessible through the repair process.

These processes allow us to be productive and offer a quick 

turn-around time to our customers. It’s the organization, person-

alization and the fact that we’re always smiling that keeps our 

business thriving.  

THE LAST DETAIL

ORGANIZATION 

EXTENDS BEYOND 

A PHYSICAL 

STATE. IT’S ALSO 

A PROCESS 

OF EFFECTIVE 

COMMUNICATION 

AND TEAMWORK.

JODY GATCHELL is the owner of A&J Collision Repair in Conway, 

Ark. He is very involved in his community and has served as President 

of the Arkansas Collision Repair Association. Jody is a graduate of, 

mentor and speaker for Management Success. 

jody@ajcollisionrepair.com



PROSPOT.COM (877) 776-7768

ORDER LOCALLY
877-PROSPOT

BUY ONLINE
shop.prospot.com

HONDA REQUIRED
WIRE

HONDA 
APPROVED
EQUIPMENT

Squeeze-Type Resistance Spot Welder

MAG Wire for 590 to 980 Mpa

• SP-5.3 Double Pulse (3 Torch)

• SP-5 Smart MIG (3 Torch)

• SP-2 MIG (2 Torch)

• SP-1 MIG (1 Torch)

• i5 Smart  Welder

• i4 (w/PS-600)

• Part # 50-7040 Union X96 MAG Welding Wire

• PHS-101 (w/PS-600)

• PR-2000 (w/PS-600)

Pulse Control MIG Welder

Booth #1337

SP-1
Pulse MIG

Welder

SP-5.3
Double Pulse

MIG Welder

S

Welder

pot

Welder

Visit Pro Spot At

PART #

50-7040

i5 i4
mart Spot Inverter S
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Colorvation is a unique, comprehensive, 

user-friendly approach to vehicle 

refinishing featuring the most advanced 

digital color technology available. Based 

on our innovative tools, Automatchic™ 

and MIXIT™, AkzoNobel’s digital platform 

brings measurable improvements for 

your business – greater accuracy, 

greater efficiency and ultimately, greater 

profitability. Are you ready to give your 
business the digital advantage?

To find out how Colorvation can give  

your business the edge, contact one of 

our digital color experts today, and visit  

www.colorvation.com.
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