
by John Yoswick

The biggest collision industry news
during SEMA week in Las Vegas last
month got all of five minutes at the
Collision Industry Conference (CIC).

Kris Mayer of General Motors
took no questions at CIC after the au-
tomaker’s announcement that week that
it would be discontinuing the publica-
tion of list prices for crash parts, in favor
of MyPriceLink.com, a new, online and
real-time pricing system that would al-
ways quote “competitive prices.”

Coming just three weeks before the
change was initially going to go into ef-

fect, the announce-
ment stunned many
dealers, shops and
insurers.

“We know it’s
disruptive. We are
taking that into ac-
count. We know
what those disrup-
tive points are,”
Mayer said at CIC.
“Every single work-
flow disruption that
we’ve come across
we have a possible

Final 2014 CIC Meeting Includes GM Parts Pricing
Announcement, Human Resources Quiz

See Final 2014 CIC Meeting, Page 24
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by Stacey Phillips and Victoria Antonelli

Autobody News reported in our No-
vember issue that the Ford Motor
Company Rotunda Program has rec-
ognized Pro Spot International for
being their 2014 Supplier of the Year.

Our editorial staff recently toured
the 45,000 square foot facility in
Carlsbad, CA, to learn more about the
innovative products and equipment
Pro Spot is developing, particularly in
preparation for the new 2015 Ford F-
150 aluminum body truck now being
produced. We were joined by Toby
Chess, who took the opportunity to
give the two newest editorial team
members a lesson in welding. Toby’s
intent was not to create expert welders

but to show that with the right equip-
ment, training, and attention to detail,
anyone can become competent at
welding. See sidebars.

Our Pro Spot tour began with a

Pro Spot Gives Autobody News a Facility Tour

See Pro Spot Shines, Page 48

Ashley Olsson, the company’s Director of
Communications, conducts a tour of the Pro
Spot plant floor

GM Pauses MyPriceLink.com Implementation
General Motors announced on Nov. 10
that it had paused its MyPriceLink.com
program that was launched a week ear-
lier. See other cover story this issue.
According to GM, the decision was
based on industry feedback to enhance
and streamline the workflow for all
collision industry partners.

MyPriceLink.com is a free auto-
mated “real-time” pricing program
that will provide Genuine GM
collision parts to the market that
are competitively priced “up-
front” at the initial repair estimate.

The company said the repair
facilities will have access to Gen-
uine GM Parts at the best avail-
able price and in timely manner.

“For our GM dealers to be
more competitive in the estimate
writing process, we are going on
the offensive with our collision
parts pricing. Our objective is to
quote the most competitive OEM
list price the first time, reducing
supplements and adjustments,
while at the same time improving
cycle time for repairers, insurers
and ultimately the customer,” said
Kris Mayer, General Director,

Wholesale Dealer Channel. GM said
it has received overwhelming interest
and support for its best price forward
pricing strategy from all constituents
throughout the collision repair indus-
try.

By providing the price up front
in the estimating process, GM said it
can continue to focus on helping the

by Stacey Phillips, Assistant Editor

Nearly 500 collision repair shops across
the country have now joined the anti-
trust Multi-District Litigation originally
filed by five states in April against the
nation’s top insurers. Over the past
month lawsuits have been filed against
insurance companies in the additional
states as part of “The Movement” by
body shops to take back control of the
industry. Recent reports have stated that
body shops in at least 35 states turned in
paperwork by the Oct. 31 deadline.

When Autobody News con-
tacted lead attorney John Eaves, Jr.
to learn the results of the most recent
court hearing scheduled on Nov. 14 in
Orlando, he reported that the judge
took the hearing under advisement.

“This whole thing is not about us
body shops. This is about the con-

sumer,” said Ron Perretta, owner of
Professionals Autobody Body in Penn-
sylvania. As an active participant in
“The Movement,” he said, “What this
is doing is it’s not allowing the body
shop to fix consumers’ cars properly.
This isn’t about us.”

Perretta and Tony Passwater, Ex-
ecutive Director of the Indiana Auto-
body Association and President of AEII
Consulting Services, have traveled
across the country talking to shops and
helping them understand “The Move-
ment.”

“We believe that direct repair
needs to stop. Direct repair is nothing
more than something that was formed
to be able to control our industry,”
said Perretta. “The direct repair was
not formed to make it easier, better,
quicker for the consumer.”

See MDL and Insurers, Page 13
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or alternative solution to minimize that
workflow disruption.”

GM subsequently delayed the
launch until sometime in the first
quarter of next year, but it initially an-
nounced it would happen on Decem-
ber 1.

As described by GM, the system
will allow a shop using one of six sup-
ported estimating systems to create an
estimate itemizing the GM parts
needed (the parts prices will show
only as “$0.00”). That estimate would
then automatically be transmitted to
the MyPriceLink pricing engine,
which then sends notice back (gener-
ally in less than a minute) to the esti-
mating system that the parts prices
have been changed. When the user re-
opens the estimate, the parts prices
would be listed.

Alternatively, users can log into
MyPriceLink to manually get parts
prices through the website. There’s no
charge to shops for using the system.
It operates through OEConnection,
which gives dealers access to infor-
mation about all parts listed on the es-
timate including non-OEM and
recycled parts.

In his 5-minute presentation at
CIC, Mayer acknowledged, “there’s
probably some disruption and some
unintended consequences in this
process,” but he said, “We’re trying to
be open and work through those.”

California shop owner Randy
Stabler jokingly thanked GM for pro-
viding “a controversial topic” for dis-
cussion at CIC just as his term as
chairman of the quarterly conference
begins in January. Stabler succeeds
State Farm’s George Avery, who con-

cluded his 2-year
term as chairman at
CIC in Las Vegas.
Stabler said GM’s
unexpected deci-
sion “to hold their
data proprietary” is
a good example of
the need for a
forum like CIC.

“Making that de-
cision in a silo has
some consequences
that maybe are not

going to be the best for everyone in the
long run,” Stabler said of GM’s an-
nouncement. “It shows the validity of
having a forum where the disparate

parts of the industry can get together
and talk and come up with some poten-
tial solutions.”

With CIC being held just two
days after the No-
vember 4 election,
California attorney
Cory King ad-
dressed one of the
human resource is-
sues effected by
the vote in several
states and cities:
minimum wage.

King began his
presentation at CIC
by reminding shops

that minimum wage impacts shops even
if, for example, their technicians are
paid flat-rate and earn significantly more
than minimum wage. Though wage-
hour laws vary by state, most jurisdic-
tions are covered by federal fair labor
law which allows flat-rate or commis-
sion employees to be exempt from over-
time provided two provisions are met.

“One, they make more than half
of their money from flat-rate or com-
missions,” King said. “And two, they
must make at least 1.5 times the min-
imum wage for all hours worked. If
you’re not running this number every
pay period, if you ever get audited or
sued, you’re not going to be able to
prove that you’re not paying your peo-
ple overtime because they are ex-
empt.”

To do that calculation, shops
need to be aware of the minimum
wage. In last month’s election, voters
in at least four states passed minimum
wage hikes, joining more than 20 oth-
ers that have done so. Workers in San
Francisco and Oakland, Calif., also
will see voter-enacted minimum wage
increases; San Francisco, for example,
joined Seattle in enacting a minimum
wage that rises to $15 over several
years.

The other data point shops need
is the actual clock hours every em-
ployee works. That’s why all employ-
ees, including flat-rate or commission
technicians, should be using a time
clock, King said.

King’s presentations at CIC are
structured as quizzes, with attendees
asked to gauge the possible legal ram-
ifications for employers of various
human resource issues King lays out.
One such question he posed at CIC in
Las Vegas: An employee with a state-
sanctioned medical marijuana card
crashes a customer car into the shop’s
paint booth.

“And he was higher than a kite
when he did it,” King said. “Can I fire
him?”

About half of CIC attendees indi-
cated they thought the shop could fire
such an employee, and King said they
are generally correct. Most (though
not all) states with medical marijuana
cards protect the holder only from
criminal penalties.

In those states, King said, you
also do no have to hire a medical mar-
ijuana user “as long as you have a
quality alcohol and drug policy that
prohibits having measurable amounts
of illegal drugs in their system.” (Mar-
ijuana is still illegal under federal
law.)

Even in the few states that offer
civil protections to medical marijuana
card holders, he said, the law “does
not allow the employee to possess, use
or be impaired [by marijuana] while
they are on company premises or dur-
ing working hours.”

The employee who crashed the
car, therefore, could be fired, King
said.

King’s next scenario: A shop
wants to fire a newly-hired and under-
performing receptionist. She recently
refused to put up the Christmas deco-

rations in the shop office, citing reli-
gion reasons. Can she be fired for in-
subordination?

No way, King said; that would be
seen as religious discrimination. As
with someone with a disability, King
said, the shop should have talked with
the employee and found a reasonable
accommodation (in this case, found
someone else to put up the decora-
tions) and moved forward.

But the shop also found the re-
ceptionist had left a window open on
her computer screen that indicated
she’d been looking for a job while at
work. Can the shop fire her for that?

It depends, King said, on what
the shop’s employee handbook says
about Internet usage. It might say shop
computers cannot be used for personal
use. But when was she using it? She
could have been legally looking for a
job while on her break. And does the
shop enforce the Internet rule consis-
tently with all employees?

“It’s a little dicey to say you’re
going to fire her because you don’t
like what she was doing on the Inter-
net even though you allow other peo-
ple to do it,” King said.

It comes down to the “smell fac-
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California shop
owner Randy Sta-
bler speaks at the
2014 CIC meeting
held at SEMA.
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Registration Services. They’re doing
it all free of charge which is excep-
tional. They know all of the ins and
outs with the DMV, which is so help-
ful. When dealing with salvage titles,
total losses and cars purchased at auc-
tion, we need a company like B&C to
help us to navigate through the DMV.
It can be tricky and there is a lot of pa-
perwork involved and Brenda Smith
at B&C has helped us tremendously.”

Instead of buying cars randomly,
now G&C is acquiring vehicles specif-
ically earmarked for particular families
in need. “We have gone from buying
cars haphazardly at the local car mart to
buying ‘in bulk’ at the surplus govern-
ment vehicles auction every three
months in Davis, CA,” Govinda said.
“I purchased six cars at the last auction

and will be attending for the third time
in two weeks. We spend an average of
$5,000 per car after purchase, repairs
and DMV registration fees and
the recipients get safe, reliable
transportation that can last
them for many years to come.”

“I also purchase cars to
fit specific needs,” she con-
tinued “I have searched for
vans for families with several
kids, wheelchair van for a
woman and her handicapped
son, nd a construction truck
for a woman who took over
her husband’s construction job after
he fell through a second story roof and
broke his neck. She was going to lose
the job if she didn’t have a truck by
Friday… literally! They also had a

one-year-old so I made sure
that the truck had a rear door
for easy access in and out of
the car seat.”

By constantly touting their
car giveaway program on
local radio stations, G&C is
getting the word out in a big
way. “We receive the request
letters through Froggy 92.9
and Hot 101.7 here in Sonoma
County, as well as KWNE in

the Ukiah area,” Govinda said. The air
time is donated by the Sonoma Media
Group and KWNE. A TV spot is cur-

rently running on KOFY TV and we
have received letters from their view-
ers. We also receive some of the letters
directly, as people hear about us from
friends or sources other than the radio
stations.”

Fixing cars is easy, but repairing
lives is a little tougher, but that does-
n’t mean he will ever stop trying,
Gene said. “If we can change one life
for the better, we’ve done our job.
Sure, we’re in the business of fixing
cars and doing a quality job on every
car we repair, but if we can give a lit-
tle back, why not? It’s not all about
money in the end, because you can’t
take it with you.”
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The Perry family now has a car that can make their lives
easier, thanks to G & C Auto Body

Bobbi O’Sullivan (third from right) and her family were
borrowing cars from their friends, but now they have their
own, thanks of Gene Crozat (far right) and his family

tor,” King said.
“It smells like you’re coming up

with violation of our computer policy
as a pretext for what you’re really get-
ting rid of her for, which is you don’t
like her religious affiliation and the
fact that she refused to do something
based on religious grounds,” he said.

Instead, he said, as with all em-
ployees, notify her of how she is
under-performing in her job, explain
why that is important, and give her
the reasonable assistance she needs to
be successful along with time to im-
prove. If she does not, you will have
a defendable basis for firing her.

Continued from Page 24
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