
David Mello, 64, is the owner of An-
derson Behel in Santa Clara, CA and
is celebrating his 36th year in the col-
lision industry next month. He has
been involved in the California Auto-
body Association (CAA) in several
different capacities for more than two
decades and has worked hard to make
a real difference in the collision in-
dustry in California and nationally.
David was kind enough to answer
some questions for our readers.

Q: How did you get in this industry?

A:My father was a dairy farmer and he
ended up leaving the farm and manag-
ing a creamery. I liked cars more than I
liked cows, so in high school I went to
work for a service station where I could
mess with cars. While I was attending
junior college, I got a job as a parts guy
at the Oldsmobile dealership in Santa
Cruz, CA and I was making $600 a
week, which was very good money for
a kid out of school. I thought I had it
made. I became the parts manager and
eventually landed a job at a body shop.
I worked there for 10 years and then in
1989, I purchased my own shop—An-
derson Behel in Santa Clara, CA.

Q: What were some of the early ob-
stacles?

A: It was a big leap buying a shop, but
I thought I had all the answers. But
then during that first year (after all the
money ran out) I really learned a lot
of things on the job, such as customer
service; hiring and firing; cash flow—
I mean, the upper level stuff. I had
taken accounting at junior college, but
I was shocked at what I didn’t know. I
was spending money on labor and
parts and it just chewed up that
money. It was definitely a struggle to
make money and also have cash on
hand and that was probably the
biggest obstacle during those first few
years.

Q:How have you been able to survive
during tough economic times?

A: I’ve always maintained a steady
stream of dealership referrals, so my
business model consists of dealer-

ship referrals as well as insurance
company referrals and a healthy
amount of repeat customer business.
Dealership referrals are great be-
cause they’re late model cars and
they’re nice to fix and people care
about them. It’s very hard to make
the kind of margins that people feel
they’re entitled to or that they made

in the Golden Age
(meaning prior to
1990). So, I want
to have a mixture
of business, but I
do agree with a
comment that a
friend of mine
said recently. If I
didn’t have them
(the DRPs) I’d
have less than
half the business I
have right now.

Q: What would you tell somebody
new coming into this industry?

A: Number one, I’d tell them that the
pressure to contain prices from the
insurance industry is to be expected.
The medical industry expects it of
them and I expect it of them. What’s
tough is that many of our colleagues
are less than informed about charging
for what they do and what must be
done. So they readily accept the in-
surance company’s price pressure in
many cases. I mean, if you’ve got a
$10 job and they offer you a dollar
and you accept it and think that’s just
great and then you go out and try to
find a way to fix the car and make a
buck, you’re falling right into this
trap. Because now you’ve fixed it to
the price point rather than back to
OEM standards. I would say that a
number of shops are willing to just
accept what they get from the insur-
ance industry. Some DRPs devise
these artificial price points obviously
to save money and not because the
car was crashed in a certain way.
They’re trying to apply cost-saving
statistics to the car repair rather than
what it really takes for a safe repair
in these cases. I know I can’t thrive
or survive without getting that busi-
ness, but at the same time I believe

my people are well-equipped, well-
trained, certified and we do guaran-
tee our work and we do seek to make
our customers really happy. I think
making customers happy, having a
well-trained, qualified staff and hav-
ing all the proper equipment needs to
be our #1 priority. And that’s why
we’re pursuing all of the manufactur-
ers’ certifications and doing every-
thing we can to provide the best
service across the board. And number
two, I would tell them to always do
what is best for the consumer.

Q: So, you believe that certifications
affect your bottom line? Do customers
bring you cars because of the certifi-
cations?

A: How often does somebody come
in and say ‘Hey I brought my car to
you because I saw that you’re certi-
fied to work on it? It sure doesn’t hap-
pen often enough! It does happen

with our high-end OEM certifica-
tions. I think what it does, is when
somebody is referred here by either a
dealer or another customer or an in-
surance company, it gives some as-
surance to the customer and that’s
good. When they come in and they
have a Honda and they see a Honda
certification sign I think that gives
them a peace of mind that may not be
verbalized. They may not say ‘Oh
you’re Honda certified’ but they’re
thinking it. I remember years ago
people would come in and they would
be driving a Toyota or a Ford or what-
ever and they would say ‘I see all
these Porsches here, so they must be a
good shop.’

Q: Are things better now than when
you entered this industry 36 years
ago?

A:Yes, I do believe that overall the re-
lationship between the collision repair
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industry and the insurance companies
has improved since I began. That re-
ality is still there for some people.
There are some companies who say
that being with certain DRPs is like
selling your soul to the devil. And so
those of us that have sold our soul to
the devil, of course we’re going to say
that it’s better because we can’t criti-
cize the insurance companies. So,
from my perspective, that has im-
proved and made things easier for us.
Now what has kept me awake at night
is the infiltration and intrusion of the
consolidators into our area. They
threaten my status quo. I fall right into
their slot: Baby Boomers Ready to
Get Out. So, I am obviously very con-
cerned about that.

Q: Do you still encounter steering?

A: It’s still alive and well. Even though
it’s illegal in California, steering is on
steroids. We used to joke when I was a
state officer for the CAA and we were
lobbying at the Capitol for Jackie
Speir’s anti-steering bill. Well, when
the car comes to me to be repaired then
it’s called a referral, we joked. But
when it goes to someone else, it’s called
steering so I freely admit to playing

both sides of this, but my ideology is
that it ought to be a free market and that
customers should be able to go wher-
ever they want to go.

Q:What is the value of organizations
such as the California Autobody As-
sociation (CAA)?

A: The big chains (MSOs and the
consolidators) feel they don’t need as-
sociations like the CAA to work with
or to better the Industry. They kind of
create their own weather. They’re
large enough to create their own envi-
ronment and as individual shops we
can’t compete with that without work-
ing collectively. I’ve been involved
with the organization for 26 years
now. I joined my local chapter’s board
(Santa Clara chapter) in 1992 and I’ve
been on the board ever since then. I
served as President in 1997 and then
in 2007 I became CAA State Presi-
dent, which means I served for six
years on the Executive Committee. I
have also been the Treasurer for our
chapter probably for the last 15 years.
So, I’ve seen firsthand how the CAA
can make a difference, as long as
shops are willing to step in to help to
make it happen.
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Urethane Supply Company Offers New Kenworth T800
Hood Repair Kit
Urethane Supply Company’s new Ken-
worth T800 hood repair kit addresses a
common problem on the hood of this
particular model truck.

“The brackets for the hood guides
at the back of the hood break the Metton
plastic just about every time,” said Kurt
Lammon, President of Urethane Sup-
ply Company, based in Alabama. “The
only repair other than buying a brand-

new hood requires about eight hours of
labor and over $1,000 in parts.”

Urethane Supply Company’s cus-
tom-designed repair kit bonds a cast alu-

minum plug into the
“horseshoe” socket to make
a much faster and much
stronger repair than the orig-
inal. Lammon said the in-
stallation time to repair both
sides is less than an hour and
the suggested User price for
the kit is only $499.95.

The Kenworth T800 hood
repair kit comes complete
with driver’s and passen-
ger’s side aluminum repair
plugs, steel bearing plates,
two 2510 PlastiFix adhesive

kits, and all necessary hardware.
See more information about this

new product at www.urethanesupply
.com/New-Products/KEN-T800/.

For further questions, contact
Kurt Lammon at 800-633-3047.

Kenworth T800 hood repair kit
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