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As a 25,000 square foot facility
with 28 employees processing 230
vehicles each month, Red Noland
Collision Center knows the impor-
tance of efficiency. That’s why
shop manager Dale Francis re-
quires that all of his vendors pro-
vide exposure to the latest and
greatest equipment being intro-
duced to the market. As soon as
3M released its Cubitron™ II prod-
ucts, Chris Swedburg from Na-
tional Coatings and Supply (NCS)
came to the shop to do a demon-
stration. Francis immediately no-
ticed that the abrasives were sharp
and, as he said, “the materials last
longer. When they’re made better,
they simply last longer. It increases
productivity because you have
something that will last through the
whole job.”

In 1974, Red Noland started a
small collision repair shop behind
the Cadillac dealership he owned.
Over the years, his business de-
veloped, and the shop relocated
to a 25,000 square foot facility,
growing even more after Red
Noland Collision Center partnered
with major insurance DRPs. When
Francis began working at Red
Noland Collision Center in 1993,
the shop was doing $800,000 an-
nually in repairs, but they now av-
erage $6,000,000 per year. The
shop offers paintless dent repair
and glass replacement, and they
do 99 percent of the necessary
mechanical work in-house. Towing
is the only work they sublet.

Red Noland Collision Center’s
28 employees work on a team sys-
tem through RPN. Francis says,
“No one else in Colorado Springs
has embraced this concept. It helps
with cycle time and production to
do it right the first time.”

When Red Noland Collision
Center converted to their RPN sys-
tem, several 3M executives visited
the shop for a week to observe the
conversion because “they were in-
terested in what we were doing,”
Francis recalls. “Our 3M rep is on
top of everything; he shows us all
the new tools. Robert Foster’s serv-
ice is amazing.”

3M’s Cubitron™ II abrasives
boast a patented, precision shaped
ceramic abrasive grain that maxi-
mizes cutting potential by self-
sharpening and acting like a cutting

tool. Francis notes, “It costs the
same as our previous products,
but it lasts longer so switching
over was a no-brainer. We don’t
need to switch sanding discs as
often so it speeds up our work,
and we get through the job faster.
The Cubitron™ II offers the best
performance for the same price.”

Of course, instituting a new
product requires selling the techni-
cians on it first, but Francis says
the demo sold Red Noland Colli-
sion Center’s technicians on the
Cubitron™ II. “I have an open door
policy with my guys, so I’d know
right away if they didn’t like it, but
they love it. They make more
money if they get the job done
faster, plus it’s super easy to use
and produces a flawless finish. The
quality is the same or better than
previous products we used, but it
takes less work.”

Over the years, Francis has
had many chances to use cheaper
brands, but he insists they don’t
pay off. “3M invests in their prod-
ucts to constantly be better, and
the Cubitron™ II is the way of the
future. It lasts longer and gets the
job done faster, but the quality of
the material really allows it to
shine. There’s really no compari-
son; it’s just a better product.”

Red Noland Collision Center
is a fully stocked, state-of-the-art
facility with Garmat paint booths
and prep stations, Chief frame

racks and Pro Spot welders. They
spray Axalta waterborne, and
they also promote environmental
conscientiousness by recycling
cardboard, sheet metal, and all
petroleum products. The shop is
also very involved in their local
community, sponsoring golf tour-
naments for the Salvation Army
as well as programs for the United
Way, fine arts and other various
endeavors.

Quality is extremely important
at Red Noland Collision Center.
Francis explains, “Because of our
affiliation with high-end vehicles,
we put a lot of emphasis on excel-
lence and customer retention.”

Looking to the future, Francis
foresees a decrease in the num-
ber of small shops in business as
they do not have the resources to
keep up with the necessary equip-
ment and training. MSOs will buy
them out, leaving dealerships and
consolidators as the last shops
standing, he thinks. He also pre-
dicts there must be a growing em-
phasis on training, and shops will
have to continue to keep up with
ever-changing vehicle technology.
Another concern Francis raises is
the reduced number of techni-
cians entering the industry as few
members of the next generation
realize they can make a lucrative
living with a high school education
and technical training in the colli-
sion repair industry.

Wayne Sandoval's job is easier
with the 3M DA Sander with 
Cubitron™ II 180 Abrasive Disc.

General Manager Dale Francis with Robert Foster, 3M Senior Account
Representative, and Chris Swedburg, National Coatings and Supply 
Account Manager.

Eric Moses uses 3M’s File Belt
Sander with Cubitron™ II
Abrasive Belt.

by Autobody News Staff Red Noland Collision Center
Location: Colorado Springs, CO
(719) 332-4687

Company At A Glance...

Type: Collision Repair
Facility Employees: 28
In Business Since: 1974
Number of Locations: One
Production Space:
25,000 square feet

3M Cubitron™ II Abrasives
Company Contact: Dale Ross
Phone Number: 651-736-4088
Email: daross1@mmm.com
3MCollision.com
instagram ~ 3MCollision
facebook ~ 3M Collision Repair Solutions
twitter @3M_Collision

3M’s Cubitron™ II Increases Efficiency for 
Red Noland Collision Center
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BK Racing Shoots for NASCAR Winners Using
Anest Iwata Guns

When Eric Locke, the Head Painter
for BK Racing in Charlotte, NC, paints
a car to get it ready for a NASCAR
race, he’s committed to do it right the
first time every time. With 40 races on
the 2015 NASCAR Sprint Schedule,
there aren’t many off days and there
is surely no time for re-painting cars.
That’s why he’s pleased that one of
his race team’s sponsors is Anest
Iwata USA, Inc., because that means
he gets the company’s newest spray
guns and exciting products to use on
the job.

BK Racing is a NASCAR Sprint
Cup Series Toyota Racing team that
was founded in 2012 after acquiring
the assets of Red Bull Racing. BK
Racing’s staff of approximately 60 em-
ployees works to field the No. 23, 26
and 83 entries in the NASCAR Sprint
Cup Series with drivers JJ Yeley, Jeb
Burton and Matt DiBenedetto at the
wheel. BK Racing’s combined annual
revenue of its sponsorship base ex-
ceeds $5 billion and this year marks
BK Racing’s fourth consecutive full-
time season in the NASCAR Sprint
Cup Series.

Locke is happy to be working for a
hot, up and coming team. “We’re still a
growing team and hoping to improve
with every race,” he said. “Our best
finish overall was 15th at Daytona and
now we want to build on that. It’s a
tough business because anything can
happen at any time. Last week, we to-
taled a car but it wasn’t our fault. There
was a big accident in front of us and
we were just in the wrong place at an
unfortunate time.”

When accidents do happen,
Locke and his four-man paint team
are suddenly on the clock as their
portion of the race begins, he ex-
plained. “Klint Green is my helper
and we work really well together. We
each take one side of the vehicle and
we can knock it out in about an hour,
because we’ve done it so many times
before. Our two preppers Dustin
Stallings and Jared Morris do the
body work and some of the light
painting and then Klint and I get in
there and do the rest.”

Locke enjoys spraying with his
Anest Iwata guns, because they give
him the control he wants and the ac-
curacy he requires. “The Anest Iwata
guns are the best, because they are
lightweight and easy to handle,” he

said. “You want the paint to lay down
real nice and I can do that each time
with my Anest Iwata guns. Whether
I am spraying primer, color or clear
coat, I have the perfect Anest Iwata
gun to do the job.”

It was love at first sight, or rather
first spray, Locke said. “After using
that first Anest Iwata gun, my im-
pression was wow! Once you start
using them you won’t want to use
anything else. They’re easy to adjust
and I get that consistent pattern that
I’m looking for—whether it’s a tight
pattern or a wider one, depending
on the job.”

Now, Locke is using 5-7 different
Anest Iwata guns and is getting re-
sults the entire race team can be
proud of. “Our GM Ryan Dubois is
pretty hard to please and each car
has to pass his inspection before it’s
good to go. All of the sponsor decals
have to be on there just right and the
paint has to be perfect. We want
these cars to shine, because they
represent the team and our spon-
sors.”

With a long, arduous schedule of
racing every year, the shop environ-
ment at BK Racing is harried and
deadline-driven, according to Locke.
“We have roughly 30 different cars
here that we are constantly prepar-
ing for different tracks. In some
cases, we have to turn around a ve-
hicle in 24 hours. For Daytona, we
were even busier than usual and it
was a short week. We started on a
Tuesday and had three cars ready to

roll on Thursday. That’s an insane
schedule, but sometimes we have to
do it like that to be ready for a race.

“Working on these cars is like
putting a big puzzle together,” Locke
explained. “First, we mud the car and
then we bring it to the template grid,
run the templates over it so that we
know where everything needs to go
and make sure it all fits, and then we
primer over the mud, bake the car,
sand it down and bring the car back
into the paint booth where we put
two coats of sealer down. Then we
lay down two coats of base on the
car and then we come in with two
coats of clear. After the car comes
out of the paint booth it goes up to
the front to have the decals put on.”

Anest Iwata USA is the North
American Spray Equipment Head-
quarters for the Anest Iwata Corpo-
ration of Yokohama, Japan. They
are coating experts. From automo-
tive paint to industrial adhesives,
Anest Iwata’s patented LV technol-
ogy and innovative design create the
most reliable and consistent finish-
ing in the industry.

The company’s high-end finish-
ing solutions include manual and
automatic spray guns, robotic sys-
tems, pressure pots, fluid delivery
systems and mold release applica-
tors. Anest Iwata spray equipment is
used around the world for precise
coating applications such as auto-
motive refinish, wood, transportation,
military, firearms, textiles, electronics
and furniture, among others.

Locke standing next to Matt
DiBenedetto’s car; freshly painted
and ready to race!

Eric Locke, head painter at BK Racing in Charlotte, NC uses Anest Iwata
spray guns to paint NASCAR vehicles before and after races.

Painter Klint Green (left) and Locke
love their jobs and appreciate the
fact that their Anest Iwata guns are
lightweight and easy to handle.

by Autobody News Staff BK Racing
Location: Charlotte, NC
www.bkracing.com 

Company At  A Glance...

Type: Racing Team

Facility Employees: 60

In Business Since: 2012

Number of Locations: One

Combined Production Space:
5,000 square feet

Anest Iwata
5325 Muhlhauser Road 
Hamilton, OH 45011 
513-755-3100
www.anestiwata.com
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Shops Spray R-M Onyx HD System for 
Flexibility and Efficiency

Rick Jackson, 60, started in the col-
lision industry long before the advent
of waterborne paint, DRPs, aluminum
repairs and consolidation, so he
knows that things will always change.
But as the market fluctuates and
shops come and go, Jackson wants
to be at the cutting-edge all the time,
whether it’s the paint he uses or the
way he fixes 300-350 vehicles in his
three locations every month.

As the owner of two Centre Pointe
Collision Centers in Santa Clarita and
Newhall, CA, and Valencia Body Shop
in Valencia, CA, Jackson started using
the R-M Onyx HD® system from BASF
back in 2000, long before low VOC
paint was mandated in California.
When other shops were scrambling 5-
6 years later to meet the low VOC
deadlines, Jackson was sitting happy
with his R-M Onyx HD system which
allows him to use either waterborne or
solventbourne, depending on the job.

“We wanted to get a waterborne
product that was easy to apply and
that all of our painters could get
trained on using it quickly,” Jackson
explained. “We sent our three painters
to the BASF Training Center in Buena
Park, CA, and they quickly became
adept at using R-M Onyx HD. Some
of our veteran painters were a little re-
luctant with it initially, but now all of our
younger painters don’t know any dif-
ferent.”

By using fewer binders and bal-
ancers and with sealers and primers
that truly bond together, Jackson val-
ues BASF and the customer service
he receives from the manufacturer
and his jobber, Modern Paint and
Body Supply. “It’s a better product
overall, so if you add in the support
and training that they provide, we’re
getting a great deal. Competing paint
reps don’t drop by our shops any-
more, because they know we’re
100% BASF and proud of it.”

Jackson started working in the
collision industry roughly four decades
ago and he hasn’t looked back since,
he said. “I grew up in this business
and I have worked in literally every as-
pect of it—from body tech to estima-
tor and everything in between. This
industry has a way of getting a hold of
you and that’s what happened to me.”

For many years, he worked at a
frame shop, but now most of them
are gone, Jackson said. “For 6-8
years, I worked only on frames. Back
then, shops could not afford to own
their own frame equipment, before
the unibody frame came along.”

In 1992, Jackson decided to make
the move from employee to employer
when he purchased Valencia Body
Shop. “I figured the time was right, so
I jumped in. Since then, I have opened
two more shops, which is a nice com-
fortable number. We’ve been able to
take our business model and use it in
all of our three locations, so that our
customers can be certain that every
repair we do is of the finest quality
available.”

In 2005, Jackson opened the first
Centre Pointe Collision Center and
just earlier this year, he opened up the
second one. “I’ve been lucky to get
some very good managers who need
little direction, because they’re pros
and know this industry well. We’re
now having difficulty finding good
people, but that is an industry-wide
problem we all have to deal with.
Finding and retaining top-level people
is tougher than ever, because they’re
scarcer than ever before.”

When he isn’t fixing cars, Jack-
son is running Rick Jackson’s Rac-
ing, a very successful race team that
competes in roughly 16 major NHRA
Drag races annually. With 20 major
wins in the Top Alcohol Funny Car
category, Jackson has been involved
with racing for more than 15 years.

With three shops and a racing
team to manage, Jackson does not
have time to worry about his paint.
“BASF is a huge part of our produc-
tion process and that’s why we are
able to make these cars look great,
time after time. With less than 1%

re-paints, we’re very pleased with
BASF and its R-M Onyx HD sys-
tem.”

Gary Wanjon is Jackson’s paint
jobber at Modern Paint and Body
Supply, with three locations in south-
ern California. He visits all of Jack-
son’s locations every week to share
technical information and updates
and he is known to jump in the booth
to help out if needed. Wanjon has
been working in the collision industry
his entire professional life and is a
former body shop owner himself, so
he knows that a shop’s paint needs
to perform at a high level consistently.

“BASF was the first paint com-
pany to bring waterborne into the
market back in 1989,” Wanjon said.
“Now with the R-M Onyx HD system,
shops can use either low VOC sol-
vent paint or waterborne paint. It
gives them the best of both worlds
and painters love it for its flexibility,
durability and the amazing finished
product.”

When is the best time to use the
solvent vs. the waterborne, we asked
Wanjon. “R-M Onyx HD has a lot of
advantages because it can be mixed
as either a waterborne or solvent
borne. If it is very humid, the painter
can switch to solvent. If the job re-
quires taping for a two-tone, solvent
borne lets you do that faster. If you
have a metallic paint job, the water-
borne system gives you excellent
metallic control for a perfect match.
With Onyx HD, painters can tackle all
of these scenarios with ease.”

Painter Martin Plascencia sprays R-M Onyx HD® from BASF at Centre
Pointe Collision Center in Newhall, CA. It’s a huge part of the production
process at all three locations.

by Autobody News Staff Centre Pointe Collision Center 
Location: Santa Clarita, CA 
(661) 253-5059
www.centrepointecollision.com 

Company At  A Glance...

Type: Collision Repair
Facility Employees: 55
In Business Since: 1992
DRP Programs: 12
Number of Locations: Three
Production Space:
60,000 square feet (combined)

BASF Automotive Refinish
(800) 201-1605
www.basfrefinish.com

The R-M Onyx HD® system from
BASF enables the shops to achieve
amazingly accurate color matches.
Pictured: Gary Wanjon (left) from
Modern Paint and Body Supply
and Martin Plascencia.

When he isn’t repairing cars,
Owner Rick Jackson runs Rick
Jackson Racing that competes
in roughly 16 major NHRA Drag
races annually.
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PLIOGRIP® by Valvoline now o�ers Heavy Duty Truck Repair Products 
in convenient, and coste�ective, 400ml and 600ml cartridge formats

     Aluminum Bonding OEM Approved
               Check our website
     www.pliogripbyvalvoline.com  
       Strongest OEM connection – nearly 40
       years bonding experience at OEM level
Aftermarket Approvals – GM 6448G approval
since 1993, and meets GM 6449G panel bonding 
speci!cation.  Daimler-Chrysler & Ford approvals
  Complete collision Repair Line – with limited
  number of SKU’s for ease of use
        Lifetime Warranty on all products 
        Lifetime Corrosion Warranty on Panel 60 
        bonding w/o welding
            Dedicated  Team of Technical Personnel
            to train you and your technicians. On-site
            training available and on-site support
            reference on pliogripbyvalvoline.com
                 Download Free App at 
                  pliogripbyvalvoline.com
                 for material recovery costs

Bonding Solutions
3703 W Parkway Blvd
West Valley City, Utah 84120

FASTER    BETTER    STRONGER
WWW.PLIOGRIPBYVALVOLINE.COM
888.954.5390

USE WHAT THE FACTORYUSE WHAT THE FACTORY
USED TO GET IT RIGHTUSED TO GET IT RIGHT

AND GET AND GET 
REIMBURSED FOR IT!REIMBURSED FOR IT!

EASIER TO USE    FASTER TO CURE    PROVEN TO PERFORM

www.pliogripbyvalvoline.com

pliogripbyvalvoline.com

pliogripbyvalvoline.com
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Bay Area MSO Covets the PLIOGRIP Material 
Cost Recovery Program

Body shops have never been able to
accurately determine how much ad-
heisve they use on each repair order
for reimbursement of materials. It
comes down to guesswork and, for
obvious reasons, insurance compa-
nies don’t respond well to approxi-
mate numbers or ballpark figures.

But now there is a way for shops
to stop the speculation and know
exactly how much they use when it
comes to the different adhesives ap-
plied during each repair. By showing
to the penny how much is used,
then documenting it in detail and
producing an itemized invoice, colli-
sion repairers can capture more rev-
enue than ever before on aluminum
and metal bonding, seam sealing
and plastic repairs. Money that was
previously left on the table will now
end up in the body shop owner’s
pockets just by using this simple,
easy-to-use program. 

It’s called the PLIOGRIP Material
Cost Recovery Program and it’s the
creation of Jeff Miller, PLIOGRIP’s
technical sales manager. Introduced
earlier this year, this program has al-
ready received accolades and highly
positive reviews from shops for its
ease-of-use and the money they’ve
saved by using it. 

One of these shops is Lofrano
and Sons, located in northern Cali-
fornia’s Bay Area. Although they
started using the program just a few
months ago, the company can al-
ready see a genuine value in the
PLIOGRIP Material Cost Recovery
Program and hopes to integrate it
more and more into their business
over time.

Well-known for being a high-pro-
duction MSO that stresses quality
and customer service, Lofrano and
Sons is truly a family business. It all
began when Tony Lofrano kept
pestering his father Frank about
starting an auto body shop in San
Francisco and for many years dad
resisted, until one day in 1974 when
he told his son “Kid, go get your tools
and let’s get going!”  Today, the com-
pany has four locations and Tony’s
brothers James and Fred, in addition
to his two sons, Aaron and Josh, play
major roles in the business.

Josh Lofrano manages one of
his family’s shops in San Rafael, CA,
and was one of the first people to try
the PLIOGRIP Material Cost Recov-
ery Program. He’s acutely aware of
the fact that if you can’t prove how
much adhesive you’re using on a re-
pair, you’re not likely going to get
compensated by the insurance com-

panies. Lofrano’s techs and man-
agers can use the program on their
iPads, desktop and laptop comput-
ers, as well on their smart phones as
an app. 

“There are a lot of items used on
a collision repair that many body
shops won’t even include in their es-
timates, because from their experi-
ence, they know that it’s unlikely that
they’ll get paid,” Lofrano said. “When
you go to them, you need hard num-
bers and you need to carefully doc-
ument all of the usage. A complete,
well-supported report backed by an
accurate invoice is effective and in
most cases, the insurer will pay it
without question. If the PLIOGRIP
Material Cost Recovery Program
can get us fully reimbursed, we want
to use it in all of our four locations
without question!”

It all comes down to documenta-
tion and an accurate way to quantify
the use of a product that has been
traditionally hard to get a bead on,
according to Miller. “The system will
allow users to measure how much
adhesive they’re using on every re-
pair by picking a bead size and then
accurately measuring the amount
used in linear feet, he explained.
“With drop-down boxes and intuitive
navigation throughout, the PLI-
OGRIP Material Cost Recovery Pro-
gram also contains a calculator and
an area where the user can make
notes about the repair. At the end of
the process, they now have a con-
cise invoice that can be submitted
electronically to the insurance com-
pany.”

Knowledge is a powerful tool
and that’s why Miller thinks that the
PLIOGRIP Material Cost Recovery
Program it will soon become a must

for body techs nationwide. “This pro-
gram will enable shops to make a
profit on all of the aluminum and
metal bonding, seam sealing and
plastic repair they perform, which
means more money stays in the
shop,” he said. “This is a big indus-
try, but good news travels fast and
the PLIOGRIP Material Cost Recov-
ery System is definitely good news
for any shop doing plastic repairs.”

Those who ask will usually re-
ceive, while shops that don’t will be
left hanging to pay for their adhesive
usage themselves, Miller said. “Most
insurance companies don’t ask
questions when it comes to reim-
bursement about paint and paint-re-
lated materials, but when it comes to
adhesives, they will sometimes be a
little reluctant. But, if they can get ac-
curate numbers that are well-sup-
ported, we’re confident that the
insurers will be comfortable with our
system, which means that the shops
will be compensated.”

For shops that are interested in
incorporating the PLIOGRIP Mate-
rial Cost Recovery Program into
their production, Miller explained
how to get it. “It’s free to use, but you
have to be either a jobber or a shop
customer of PLIOGRIP,” he said. “All
of our 75 reps nationwide will have
the system on their iPads and they
can show you how to use it. They’ll
set you up with a username and a
password and then you can try it
out.”

To find out more about PLI-
OGRIP and the PLIOGRIP Material
Cost Recovery Program, the com-
pany will be exhibiting its products
and the program at this year’s SEMA
Show (Nov. 3-6) in Las Vegas at
booth #11166.

Assistant Manager Greg Kohs
uses the PLIOGRIP Material Cost
Recovery Program on his desktop
computer.

Estimator/Administrator Samantha Couvillon (left) and Body Technician
John Appling work together to panel bond a door skin and match the
factory seam using the PLIOGRIP Material Cost Recovery Program on an
iPad at Lofrano and Sons in San Rafael, CA.

Josh Lofrano of Lofrano and
Sons is integrating the PLIOGRIP
Material Cost Recovery Program
into all of his locations.

by Autobody News Staff Lofrano and Sons, Inc.
Location: San Francisco, CA
www.lofrano.com

Company At  A Glance...

Type: Collision Repair
Facility Employees: 80
In Business Since: 1974
DRP Programs: 12
Number of Locations: Four
Production Space:
35,000 square feet (combined)

Bonding Solutions 
3703 West Parkway Blvd.
West Valley City, UT 84120
(888) 954-5390
www.pliogripbyvalvoline.com 
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Celette’s Dedicated Fixture Systems Give Prestige
Imports Confidence in an Error Free Repair

Prestige Imports Collision Center
in Lakewood, CO, is the only Audi,
Porsche, Mercedes-Benz, Bent-
ley, Volkswagen, and Ford Certi-
fied Repair Facility in the Rocky
Mountain Region. All of these cer-
tifications come at the highest level
possible. Being so broadly certified
doesn’t come easily or cheaply. The
center has spent over $500,000 in
equipment and training to earn
these certifications.

In operation since 1984, the
Prestige Imports Collision Center
was the first in the region to be
certified for aluminum repair when
the Audi A8 launched in the mid-
nineties. They were also one of
the first four facilities in the coun-
try to be Mercedes-Benz certified.

Prestige Imports has continued
to expand their aluminum and steel
operations. Their main facility is
9,800 square feet with a new 10,000
square foot aluminum facility and
an expanded rapid repair center, a
2,700 square foot facility.

The shop works without DRPs
and relies on new technology to
stay current with the required pro-
cedures from the OEMs. Prestige
relies on Celette equipment to get
the job done. With such high-end
vehicles and top-tier clients, they
have been relying on Celette
equipment for 10 years. The team
at Prestige Imports has confidence
in Celette because it takes all the
guess work out of a repair. Pres-
tige Imports Collision Center’s re-
pair technicians are Audi, Porsche,
Mercedes-Benz, Bentley, Volkswa-
gen, and/or Ford Certified.

The need for precision repairs
with modern vehicles’ vanishingly
small tolerances is what draws
Prestige to Celette’s benches.
Prestige’s expertise allows them to
work on the finest automobiles in
the world, and they have done
world-class work for notable indi-
viduals, however Celette offers
dedicated fixtures on many mid-
range vehicles as well, increasing
its already versatile character. The
benches allow small to major re-
pairs, and are extremely adaptable.
One can use sill clamps in combi-
nation with the electronic measur-

ing system for smaller repairs, or do
major, structural uni-body repair on
full frame vehicles such as pickup
trucks.

Prestige recently acquired two
Sevenne XL’s to match the longer
wheelbase of vehicles like the
new Mercedes “S” class. While
they own some of Celette’ s dedi-
cated fixtures for highly popular
and frequently repaired vehicles,
most of their needed sets are
rented through Celette’s Ameri-
can Headquarters in Lombard, IL.
Their 3 benches are highly utilized
and the additional benches as-
sisted in getting cars in and out to
their customers quickly. Their fix-
ture rental history is steadfast and
encompasses a wide variety of
OEM brands. All of the estimators
are on time with their repair sched-
ules, and communication between
Prestige and Celette about each re-
pair order is automatic, making the
repair process smooth, quick, and
easy.

Celette fixtures are developed
from 3D-CAD drawing data, pro-
vided by OEM manufacturer engi-
neers. Dedicated fixtures provide

technicians with a clear view of the
location of vehicle damage, while
simultaneously showing exactly
how far the vehicle positioning has
shifted. This allows a technician to
visually recognize the damages of
a collision through any non-con-
forming fixture points, independent
of their skill level. The analysis is
simple and fast. Fixtures fit pre-
cisely to specific control points to
analyze deformities (cradle fixa-
tion, shock absorbers, mechanical
mounting points, pilot holes, etc.) If
it doesn’t fit, the damage is appar-
ent, and no stress gets introduced
to any of the undamaged areas of
the vehicle.

Celette’s founder, Germain Ce-
lette, designed his original repair
system in the 1950’s. It was quickly
embraced by OEMs and estab-
lished a solid foundation for OEM
partnerships. Celette’s dedicated
fixture system remains a top choice
for OEM certification programs.

For over 60 years Celette tech-
nology has evolved alongside
OEMs, providing the most ad-
vanced and most accurate struc-
tural repair equipment possible.

Prestige Imports Collision Center
in Lakewood, CO, in business since
1984, is the only Audi, Porsche,
Mercedes-Benz, Bentley, VW, and
Ford Certified Repair Facility in the
Rocky Mountain Region.

Celette’s training offerings are flexible and highly sought after. Celette
technicians accompany new equipment delivery, assist with installation,
and provide training onsite. Other training opportunities on Celette’s
equipment can be utilized at Celette’s North American office in Illinois,
and at many OEM partner’s vehicle specific training courses around
the globe.

Celette’s Universal Side Gantry
provides technicians with the
ability to repair A, B, & C Pillars
without wasting time on trial
fittings. Use of Celette’s side
fixtures guarantees results with-
out wind noise or water leaks.

by Autobody News Staff Prestige Imports
Collision Center
Location: Lakewood, CO
(888) 446-4994
http://www.prestigeimports.net/
collision-center/

Company At  A Glance...

Type: Collision Repair

Facility Employees: 22

In Business Since: 1984

Number of Locations: One

Production Space:
22,700 square feet (combined)

Celette
(630) 396-6100 
www.celette.com
toll free: 1-800-CELETTE
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Chief Products Enable Wisconsin Shop to Repair
Aluminum Vehicles Properly

With the introduction of aluminum
vehicles like the Ford F-150 truck,
even body shops in small communi-
ties such as Osceola Auto Body in
Osceola, Wisconsin are realizing the
need to invest in technology, training
and equipment for a proper repair.

Dan Tronrud, owner of Osceola
Auto Body, is excited to be on board.
He recently purchased new Chief
equipment to set up his shop for alu-
minum repair, in particular the Ford
F-150. “There are not a lot of shops
in this area doing that,” said Tronrud.

Although it has been an added
expense purchasing equipment and
getting certified, he sees the long-
term benefits. “There are many ex-
perts in the auto industry who say
this is really going to take off. One of
the challenges will be the availability
of aluminum and how fast they can
produce it,” he said.

In his small community of 2,800,
there are at least four of the new
Ford F-150 trucks. Tronrud said they
are great vehicles and two of the
owners came to his shop so he could
take a ride. “Being on the aluminum
repair program just added more to
the excitement,” he said with a smile.

When the business owner first
looked into the Ford requirements to
get certified he said they had some
of the equipment in-house already.
He started thinking about the alu-
minum repair program at NACE,
back in July 2014. Four months later
at the SEMA show in Las Vegas, NV,
he was committed and ready to pur-
chase some of the necessary equip-
ment.

After some research, he de-
cided to purchase from Chief. “I just
thought that their product was a little
better and I liked the crew they had.
We haven’t had any problems,” said
Tronrud. “They provide good serv-
ice and good equipment.” When
working with Tom VanDehey from
Chief, he has found that if there is
any little part the shop might need,
they receive it quickly.

The two pieces of Chief equip-
ment he has owned the longest are
the Velocity computerized measur-
ing system and the Multispot MI-
100control T inverter spot welder.
The shop uses the Velocity comput-
erized measuring system to meas-
ure structural damage on all makes
and models of vehicles. Chief’s so-
phisticated laser technology identi-
fies damage that can be seen as

well as additional hidden primary
and secondary damage. This helps
his techs develop more efficient re-
pair plans. “It’s one of those things
that you buy and wonder how you
ever lived without it,” he said.

The MI-100control T is a squeeze-
type resistance spot welder designed
for all vehicle body repairs including
those involving high-strength steels.
The welder recognizes and adjusts
automatically to tool changes and
logs data for each repair. Tronrud said
the welder has increased productivity
in the shop and is by far the tool they
use most.

Osceola Auto Body recently pur-
chased Chief’s Aluminum Dent Re-
pair Station. Tronrud said the mobile
workstation includes all of the re-
quired tools the shop will need for
aluminum repair, including a dent
puller, angled air die grinder and heat
shield gel.

He also purchased a Chief dust
extractor, which removes aluminum
dust created when sanding. Not only
is this important because the dust is
combustible, Tronrud and his techs
have found the extractor keeps the
shop cleaner, which makes them
happy.

His new Chief MultiMig 522 MIG/
MAG inverter welder is designed
specifically for welding aluminum.
Tronrud’s techs have used a lot of
welders, and they say the MultiMig
522 uses less heat and is less sus-
ceptible to corrosion issues than
other welders they have used in the
past. In addition, its unique push-pull
torch and double-pulse feature are
important for making proper alu-
minum welds.

Growing up in River Falls, Wis-
consin, Tronrud realized he had an
interest in collision repair during
high school. He attended technical
college in 1989 before joining a

high-production shop in St. Paul,
Minnesota, for 12 years. His original
plan was to build his own shop.

He recalls stopping by Osceola
Auto Body to enquire about job op-
portunities. Eventually he was hired
in 2002 as the shop manager and
two years later he and his wife Kier-
stin purchased the shop, which had
been founded by Brian and Barb
Johnson in 1975.

Today, Tronrud and his eight
employees have built a solid busi-
ness based on providing excellent
service and quality to customers.
Well known throughout the commu-
nity, some customers travel from 40
miles or more away.

Tronrud attributes his success to
his employees. “The key is sur-
rounding yourself with good people,”
he said. “We’re a small business in a
small town, but we have the same
expectations as a higher-production
shop in a larger city.”

With 16 bays and 700 repair or-
ders a year, the shop stays busy, es-
pecially between October and
February. This is the time of year
when it is typical to have one deer
hit a day. He finds there are usually
close to 250 deer hits every year.
“Those little critters are our bread
and butter,” he said.

The shop’s mission is to be on
the forefront of auto body technol-
ogy while providing the best in qual-
ity and customer care. To do this,
Tronrud tries to stay up with the lat-
est advancements.

“No shop owner wants a job to
come to their door that they have to
turn away because they can’t fix the
vehicle. Shops are soon going to re-
alize the importance of getting on
board with the aluminum repair pro-
gram,” said Tronrud. “Chief’s prod-
ucts will allow us to repair these
vehicles properly.”

Body tech Trevor Peterson uses
Chief’s Elektron Multispot MI-
100control T squeeze-type resist-
ance spot welder to replace a
vehicle's radiator support.

Osceola Auto Body, located in Osceola, Wisonsin, recently purchased
Chief equipment to set up for the shop’s aluminum repair program.

Long-time shop employees Trevor
Peterson (left), who has worked at
Osceola Auto Body since 2005,
and Chris O'Flanagan, who has
worked there since 1986, standing
near the Chief equipment at the
shop.

by Autobody News Staff Osceola Auto Body
Location: Osceola, WI
Telephone: (715) 294-2165
www.osceolaautobody.com

Company At  A Glance...

Type: Collision Repair
Facility Employees: Nine
In Business Since: 1975
DRP Programs: Six
Number of Locations: One
Combined Production Space:
10,000 square feet

Chief Automotive Technologies
996 Industrial Drive
Madison IN 47250
800-445-9262
www.chiefautomotive.com
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If you are interested in rapid curing, energy savings and improved productivity... 

get in touch with us!
If you are interested in rapid curing

• Reduces Cycle Time
• Improves Productivity
• Uses Less Natural Gas

First Gas Powered Infra-Red 
Curing Robot in the USA

Are you looking for
an effective method
of reducing cycle
time and improve
productivity?

Tim Beal, owner of 
Beal’s Auto Body
was until he learned
about the Ionitec
Aton Gold curing 
Robot.

Cures paint in minutes
with energy savings to 95%

Exclusive North American Distributor

971-563-3429

Watch our video!
www.dscuringsolutions.com

R d C l TiiTiTTllCCCdddRRR

Doug Verdier (l) and Sam Midgley (r) 
in the paint booth with the Ionitec 
Gas-Powered Infrared Technology. 

IONITEC    st in the USA1
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Beal’s Auto Body Delivers a TEAM approach
with Ionitec

Tim Beal, owner of Beal’s Auto
Body in Prescott, AZ, has always
been an innovative owner and his
visionary goals have made a huge
impact on how he runs his busi-
ness. From converting to water-
borne paints to instituting a TEAM
employment structure, Beal strives
to be on the cutting edge of all the
latest and greatest. His latest inno-
vation occurred in May 2015, when
he became just the second shop in
the U. S. to install the Ionitec robotic
paint curing system, which is solely
distributed in North America by D &
S Curing Solutions, to cure paint in
seconds and lower energy con-
sumption by up to 95%. The Ionitec
gas-powered infra-red system of-
fers a number of options: ATON
GOLD, ATON PLATINUM, ATON
SILVER, ATON BRONZE and ATON
STEEL and also the hand held
Paton.

Beal’s love for the industry de-
veloped at a young age because
his father, a technician, taught him
the trade. For Beal, “It was never
work - I just loved it!”

In 1988, Beal rented a small
stall in a building for $20 per day,
and equipping it with an air com-
pressor and a fan. He began his ca-
reer as a custom painter. Over the
years, Beal’s Auto Body has devel-
oped into a 12,000 square foot col-
lision center, but Beal insists his
business could not have become
such a success without the support
of a great partner, his wife. “She had
just graduated and was starting to
work as a nurse when I got started.
Her income made it possible for me
to pursue my dream, which she has
always supported. Last year, on her
fiftieth birthday, she was able to re-
tire.”

Today, Beal’s Auto Body is an I-
CAR certified facility with several
manufacturer certifications, partici-
pating in seven DRPs. The shop’s
15 employees repair an average of
136 cars each month with the fully-
equipped shop’s welders, measuring
systems, frame machines, Garmat
paint booths, Pro Spot’s Miracle Sys-
tem, the Auto Robot, and D & S Cur-
ing Solutions’ Ionitec.

When Beal decided to invest in
a new curing system, he considered
products from three companies,
and even though there seems to be
a lot of similarities at first glance,
the Ionitec is much more durable

and is fully robotic with the only UL
rating out of the three, plus it is
available at a more affordable price.
He believes investing in new tech-
nology is important because he
feels that in the future, “the ability of
independent shops to stay in busi-
ness will hinge on efficiency. We’ll
need to repair more vehicles with
the same equipment and people.
Lowering cycle times will require fix-
ing cars faster to stay competitive.”

Since installing the Ionitec, Beal
has improved his cycle times, and
he feels that the quality of this fin-
ish after cured is now better than
ever. “We were doing 10 cars each
day in two shifts, but now we’re
doing it in one shift. We’ve already
reduced cycle times by one day so
far, and although it’s too early to tell
what impact it will have on prof-
itability, the fact that we have no
backlog ensures it will drive prof-
itability. We’re down to a five-day
cycle time. It makes the insurers
happy, but shops and their employ-
ees can make more money too.”

Beal knows that employees are
incentivized by the opportunity to in-
crease their income. Rather than
paying technicians for the work they
do individually, Beal’s Auto Body
operates on a total TEAM system,
where a percentage of the sales
and labor profits go into a pool and
is divided amongst all employees in
the shop, based on performance.
“They aren’t employees; they’re
stakeholders in my company. The
techs make about 25% more on
TEAM than they could individually,”
Beal explains. “We have a high re-
tention rate because attitude is
everything. We’re creating a culture

where we all work together for a
common goal. My guys have really
taken ownership of it.”

As a business owner who takes
such interest in his techs’ happiness,
it is important to Beal that his em-
ployees approve the use of new
products. He says, “The guys love it
and are extremely excited about it.
They get their work done sooner and
are able to go home earlier. Last
week was our best production week
ever; it was kind of ridiculous. Train-
ing them on the Ionitec wasn’t very
difficult. Our only challenge was re-
structuring our reassembly—with ve-
hicles coming out of the booths
faster, we had to concentrate on re-
assembling them in a timely man-
ner.”

One of the ways that the Ionitec
delivers a rapid return on invest-
ment is by lowering operating costs.
The product’s low-energy consump-
tion can increase energy savings up
to 95%. Protecting the environment
is a goal for Beal’s Auto Body who
sprays BASF waterborne, recycles
and installed an infrared dryer to cut
down on gas emissions. Beal feels
it’s important to “be environmentally
compliant. We watch our carbon
footprint as much as we can. We’re
just trying to take it easy on Planet
Earth.”

Of course, Beal also knows that
his shop’s success depends on deliv-
ering a quality product to customers.
“We do a lot of work for dealers, and
since installing the Ionitec, our cars
look better than when they come from
the OEMs. We’re really excited about
the quality of our finish, and we feel
like we are delivering a better prod-
uct to our customers now.”

Quality is an important component
of customer satisfaction, and the
Ionitec helps Beal deliver a better
quality product to his customers.

Beal’s Auto Body was founded in 1988 in a small stall but has grown
into a fully-equipped 12,000 square foot facility.

The Ionitec has already reduced
cycle times at Beal’s Auto Body,
just 8 weeks after installation.

by Autobody News Staff Beal’s Auto Body
Location: Prescott, AZ
Telephone: (928) 710-8548
www.activeabi.com

Company At  A Glance...

Type: Collision Repair
Facility Employees: 15
In Business Since: 1988
Number of Locations: One
Production Space:
12,000 square feet 

D & S Curing Solutions
Doug Verdier, President
Sam Midgley, Vice President
of International Sales
1835 NW Couch St, Portland OR 
971-563-3429
dougv@activeabi.com
www.dscuringsolutions.com
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BMW Concord Collision Center Sees Results 
with the Eco Repair System

A busy BMW-Certified Collision Repair
Center is working with Eco Repair
Systems of North America LLC—a
“Robaina Group” company that is
changing the environment within the
collision repair industry by introducing
new and innovative OEM-approved
repair techniques for aluminum, steel
& plastic. Eco Repair Systems advo-
cates using improved efficiencies, re-
ducing unnecessary waste, eliminating
over repairs and generating better cus-
tomer relations with insurance compa-
nies and vehicle owners. This process
maintains the integrity of the vehicle’s
factory welded and riveted structural
seams that provide predictable safety
characteristics for the benefit of the
driver and passengers.

Kevin Miller, 50, is the collision
center Director for BMW Concord,
Mini of Concord and Weatherford
BMW, is now of one of the first elite
BMW CCRC Co-Op (an insurance
partnership program) multi locations
to implement the complete “Eco Re-
pair System” equipment package.
Both Weatherford and Concord loca-
tions are fully compliant with the BMW
Group’s latest and exclusive panel re-
pair recommended tool systems.
“BMW CCRCs are recommended for
2015 to tool up with this system as
stated in the BMW bulletins that we
received plus attend mandatory train-
ing by 2016” said Miller.

The shop is fixing 220+ vehicles
every month, 99% of which are either
BMWs or MINIs. “But now if I get a
Mercedes, Porsche, or Audi etc. in
our shop that has “panel damage”
(doors hoods, quarter, roofs, fender or
bumpers etc.), I’ll do it with confidence
in our technicians.”

Eco Repair Systems’ mantra is
“repair rather than replace when fol-
lowing the new OEM approved tech-
niques.” It’s achieved by showing
body shops and CCRCs exactly how
they can use the approved Eco Re-
pair System’s equipment and tools
to help reduce the severity of repair,
cycle time, improve cash-flow and
their bottom line while being a more
responsible and efficient facility. It’s
official, the BMW NA Body and Paint
Training Program with the help of Eco
Repair Systems of North America (a
Robaina Group LLC company) has
launched 4 training courses for BMW
CCRC’s and independent sponsored
collision repair centers. The courses
are taught at all 4 BMW North Amer-
ican training centers (Woodcliff Lake,
Greer, Wixom and Oxnard) and is
structured for both technicians and

estimators. At this time there are 4
courses being offered for small dam-
age, medium damage, estimating
topics. Eco Repair Systems is also
actively working with insurance com-
panies to help with their DRP pro-
grams and field agents bringing OEM
and repairers together.

Miller states that “When Bryan
Robaina told us about the Eco Repair
equipment, we decided it was really
good for us, because we were strug-
gling with aluminum repair. We had to
replace a lot of doors and panels that
we knew were repairable, but we just
didn’t have a good way or BMW ap-
proved way of repairing them. With
steel panel repair and common bumper
repairs, we’re able to dramatically in-
crease our touch time hours per day
per stall. This translates into better
cycle times on cash flow for our cor-
poration. But the headline here is that
it’s BMW approved and recommended
and it works for us.” With simple tools
like the 4100 Dentliner glue bridge sys-
tem “It definitely makes more of the
panels repairable as opposed to hav-
ing to replace them. You’re able to do
the job without disassembling the in-
sides of the panels. You don’t have to
pull the door trim panels off to repair it
and that’s huge. It definitely reduces
the severity of the repair process.”

Miller shares that “We focus on
quality, integrity, timeliness of repair
and on what’s best for the vehicle its
owner now implementing the BMW ap-
proved Eco Repair Systems pro-cess.
This means when it’s appropriate to
repair a damaged outer panel there
could be opportunity to reduce cycle
time and increase throughput. We

call this the “Eco Efficiency Factor.”
Miller now has two 3650 T-Hot-

box units at both repair center loca-
tions.

“We’re reducing soft dents with-
out damaging the paint on blend
panels in a a few minutes. We just
did a roof repair with this machine
recently and the technician thought
he needed a new roof skin, but I said
‘let’s do the pull with the Hotbox and
see if we can save it,’ which it did.
We’re saving a ton of time as far as
not having to tear the car apart with
the 3650 T-Hotbox.” It’s also a push
to paint dent reduction device for
areas that will be refinished as a re-
sult of existing damaged paint and or
stretched metal. (Visit www.hotbox
PDR.com for more information.)

Kevin and his team at BMW
Concord and Weatherford BMW are
one of the first of many CCRC’s mak-
ing a difference in collision repair in-
dustry by reducing the severity of
repairs through the use of EcoRepair
Systems.com products and the
knowledge and training provided by
BMW NA’s Body and Paint Training
Courses.

Non-BMW CCRC’s independ-
ents may attend training with BMW
dealership sponsorship. Independ-
ent collision centers can also con-
tact “Eco Repair Systems of North
America LLC” direct via email at
info@ecorepairsys-tems.com to find
out more about training classes and
entry level equipment packages.
(www.aluminumpanelrepair.com
www.gluepulltool.com   www.hotbox
PDR.com & www.nitrogenwelder
.com)

In this photo, Curran is using the
3650 T-Hotbox, supplied by Eco
Repair Systems. It’s an induction
heater that the shop uses for
much of its PDR work.

Eco Repair Systems training with George and Carlos at BMW Concord
Collision, learning how to reduce the severity of the repair for the benefit
of the CCRC’s efficiency, insurance company and the vehicle owner all
with OEM approved processes.

Curran (left) and Collision Center
Director Kevin Miller are 100%
onboard for the Eco Repair’s
way of fixing cars, because it
saves time and improves their
production while creating less
waste.

by Autobody News Staff BMW Concord Collision Center
Location: Concord, CA
(925) 682-3577
www.bmwconcordcollision.com

Company At  A Glance...

Type: Collision Repair
Facility Employees: 18
In Business Since: 2007
Number of Locations: One
Production Space:
16,000 square feet

Eco Repair Systems 
of North America LLC
Robaina Direct LLC
4695 MacArthur Ct. 11th Floor
Newport Beach, CA 92660
(949) 245.2163
www.ecorepairsystems.com
Store: www.robainadirect
.ecorepairsystems.com



18 OCTOBER 2015  AUTOBODY NEWS   |   Shop and Product Showcase



Shop and Product Showcase   |   AUTOBODY NEWS OCTOBER 2015 19

Equalizer Tools Aid ABRA’s Success
in Glass Repair

As a MSO with 310 locations across
the nation, ABRA Auto Body &
Glass recognizes the value of using
quality tools in their shops, and with
many of their facilities offering mo-
bile glass repair, Equalizer’s glass
repair tools play a vital role in their
success. Mitch Becker, Technical
Instructor for ABRA, says the bene-
fits are “immeasurable. It allows us
to perform these repairs in-house in-
stead of subletting the work out.
Good quality tools allow us to save
time and money, so deciding to use
Equalizer was really a no-brainer.”

ABRA Auto Body & Glass was
founded in Fridley, MN, in the Min-
neapolis suburbs in 1984 by three
shop owners, including co-founder
Roland D. Benjamin.  Within eight
months, they opened a second
shop, and added mobile glass re-
pairs and paintless dent repair.

Not long after ABRA was foun-
ded, Ray Asbery and his son, Eric,
founded the Equalizer company in
1987. Asbery began his automotive
career as a delivery driver for a local
dealership before becoming a glass
technician. In response to the Cab
Forward design debuted in the Ford
Taurus and which quickly spread to
other vehicles, Asbery founded his
company to introduce his new in-
vention, the Equalizer, which could
be used to quickly and effectively re-
move windshields without causing
further damage. Over the past 28
years, the company has released in-
creasingly innovative tools as they
strive to meet the ever-changing
needs of the glass repair industry.

Shortly after Asbery invented
the Equalizer product, ABRA recog-
nized the value of this unique tool
for the addition of their glass repair
division. ABRA was one of the first
collision repair companies to add
mobile glass repair to their organi-
zation, but they have also recently
begun purchasing the Equalizer tool
for their body shops.

Becker explains that recent years
have seen a shortage of technicians
in the glass industry, but with ABRA’s
shops acquiring as much work as
ever, it has become imperative to in-
corporate glass repairs to reduce
cycle time. Rather than subletting this
work, ABRA trains their technicians to
repair glass in-house to prevent de-
lays caused by waiting for a glass
technician. All of ABRA’smobile glass
technicians are certified by the Auto
Glass Safety Council (AGSC).

Becker notes, “We really need

to improve cycle times in our
shops, and with so many shops, it’s
easy to see how this practice im-
pacts us. We can reduce cycle time
by six hours to a day if we don’t
have to wait for a glass technician.
We’ve found that cross-training our
body techs is the best way to
achieve this, but we need to do it
without damaging the glass. This is
where the Equalizer tool has made
all the difference. They have a
great training program with school,
videos and support, plus it’s easy
to train our techs to use the prod-
uct.”

ABRA’s technicians like Equal-
izer’s tool because it’s easy to use
and saves them time on repairs. By
reducing the damage done to vehi-
cles, the tool allow ABRA to save
time and money while keeping their
quality standards, and repairers
catch on to the tools very quickly.
Becker also says, “Equalizer really
stands behind the industry. They’ve
always been there for us. They re-
ally meet the needs of the industry.”

In respect to the industry’s
needs, Becker has noticed a short-
age of body techs as well as glass
technicians as fewer young people
pursue a career in the automotive
industries. “People have an incor-
rect view of what the auto body in-
dustry is, and they don’t realize the
benefits. With all of the advance-
ments being made in vehicles, we
need a new generation of techno-
logically-savvy techs.”

ABRA facilities often partner
with local schools to improve the
training received by the industry’s

future professionals. The shops are
also heavily invested in their com-
munities in other ways, such as
participating in Child Safety and
First Responder events.

ABRA shops are also devoted
to environmental preservation. In
addition to recycling to eliminate
waste and reduce hazardous mate-
rials, they spray waterborne paints
in many of their locations. ABRA
uses PPG and Sherwin-Williams
paint brands predominantly.

Over the past three decades,
ABRA Auto Body & Glass has
grown from a single shop to one of
the top four MSOs in the country
that offer mobile glass repair and
replacement. The expansion of
ABRA’s glass division would not
have been possible without the
widespread use of Equalizer tools,
the only brand of equipment that is
used consistently by all of ABRA’s
glass technicians.

ABRAwas originally an acronym
for Auto Body Refinishers of Amer-
ica but it’s now Auto Body Repair of
America. Each shop participates in
direct repair programs with various
insurers, and Becker suggests “com-
pany-wide, we repair about the same
number of vehicles in a day that most
shops see in a year, or even in a life-
time!”

While much of ABRA’s equip-
ment varies from location to location,
all of the shops are fully equipped
with the necessary tools to safely
and properly repair today’s vehicles,
and each of them shares the com-
pany’s mission to do it “Right the First
Time, On Time.”

Becker says that the Equalizer tool
has “made all the difference” in
ABRA’s professional glass repair.

ABRA has over 310 locations nationwide, and their technicians have 
recently began training on glass repairs to save time and money 
compared to subletting the work.

ABRA’s mobile glass repair units
all use the Equalizer tool to safely
and effectively repair windshields
and windows.

by Autobody News Staff ABRA Auto Body & Glass
Location: Fairbault, MN
(507) 333-1255

Company At  A Glance...

Type: Collision Repair
Facility Employees: Nine
In Business Since: 1987
Number of Locations: 310
Production Space: (Fairbault)
13,000 square feet

Equalizer
Company Contact Shauna Davis
Phone 800-334-1334
2611 Oakmont Drive
Round Rock, TX 78665
www.equalizer.com
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Faster & Easier
Steel & Aluminum Repair

NEOPULSE 
Inverter MIG

M3 GYS
AUTOMIG

SMART RESISTANCE
SPOT WELDER

GYS Welding USA
314-280-4900
GYSWELDINGUSA@yahoo.com
www.gysweldingusa.com

Three-gun MIG
steel, MIG-braze

and aluminum all
out of one unit at a
reasonable price.

The automatic adjustment
of welding parameters in
the AUTO MODE makes
the use of this machine

extremely simple.

GYSPRESS 8T

Join our distributor network

GYSLINER 
COMBI 

230 E.PRO
Repair instead
of replace for

less downtime, 
more pro!t.

3-Phase, pulse inverter 
MIG welder compliant 
with OEM standards. 
Various settings and 

parameters for a truly 
professional welding 

solution.

Universal car body self-piercing 
riveting system. Operates on a 

pneumatic closed hydraulic 
system.  Adjustable speed
and pressure up to 8 tons. 
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St. Louis Shop Sees GYS Welding Products as
a Gateway to Productivity

When a body shop says it’s green or
eco-friendly they often mean they
use waterborne paint and follow the
basic fluid reclamation and recycling
rules. But a true eco-friendly shop
goes much farther than the rules re-
quire. A truly green shop and the
family that runs it often go above and
beyond their business responsibili-
ties in protecting the environment.

When it comes to a clean envi-
ronment there’s not much more im-
portant than pure air and fresh water,
especially to a fly fisherman who rel-
ishes his time wading in water and
casting imitation bugs to fish feeding
on real bugs. Both bugs and fish need
a clean environment and protecting it
comes naturally, even organically,
when you’re like Mike Swederska,
Sr. a keen fly-fisherman, Sierra Club
and Trout Unlimited member, and also
past president of the Ozark Fly Fish-
ers club. Vicky Swederska, Mike’s
wife, became the first woman 3rd Vice
President for the Webster Groves
Lions Club. She is in charge this year
of the largest annual fundraiser for the
club.

Shur-Way Auto Body in St. Louis,
MO, is the kind of shop that continually
tries to set the bar higher. At the same
location since 1971, with expansions
and improvements, Mike Swederska
Sr., President, and his wife Vicky, pur-
chased the shop from Mike’s father,
Earl Swederska Sr., in 1995. Along
with sons Mike Jr., Quin& Ben, niece
Leana and nephew Charlie. Shur-
Way currently has 17 employees in-
cluding some that have been with the
shop for many years: Chris (15 Years),
Steve (8 Years), Phil (5 Years), John (8
Years), Brian, Bobby (4 Years), Jeff (5
Years) and Ryan (5 Years).

Waterborne paint, of course, was
the logical choice and Shur-Way has
stuck with PPG Envirobase® due to its
quality, endurance, super-low VOCs
and coverage.

Shur-way recycles all its waste
materials including antifreeze, thinner,
oil, cardboard, metals, light bulbs,
printer cartridges, paper, bumper cov-
ers, wheels, etc. The shop maintains
separate dumpsters for plastics and
aluminum, and maintains good house-
keeping. They’ve also made improve-
ments such as radiant heating, and
painting their roof silver to reflect sun-

light and maintain a cooler surface.
Today they’re fully dry prepping for

speed and much less sanding waste.
Car wash products used to clean the
auto for customer delivery are also
completely bio-degradable.

An environmentally-focused shop
does everything it can to support other
initiatives such as the lightweighting of
vehicles and aluminum repair. Shur-
Way is invested in aluminum repair
technology and among the most im-
portant they use is the GYS BP.LCX
Inverter Spot welder. This smart re-
sistance spot welder has a single-
sided welding tool with 3 metre cable:
slide hammer for dent repair, stud/
rivet/ring welding, and carbon shrink-
ing. It features Auto Inverter Mode
which makes the learning curve ex-
tremely flat. On Automatic mode the C
gun will adjust all welding parameters,
including current, Squeezing Force
(daN), no matter what the steel type
or thickness.

Quin Swederska says, “The line
of GYS we have incorporated into our
repair process has taken our ability to
provide the highest quality repair at
quicker turn around times to our cus-
tomers. The aluminum welder and
dent pulling system has allowed us to
not miss a beat when moving into
aluminum repair.

“Our shop has been repairing an
average of one to two aluminum 2015
F-150s a week. Repairs have varied

from cosmetic to structural replace-
ment, including upper fender apron
replacement and whole bed replace-
ment.

The NEOPULSE Inverter MIG
welder is a top of the range fully-op-
tioned welder suitable for all steels,
stainless steel, silicone bronze, and
alumnium. The NEOPULSE 270 is a
3-phase, pulse inverter, synergic
MIG/MAG welder featuring the latest
technologies for professional weld-
ing and Quin credits it with major im-
provements in productivity due to its
flexibility and rapid adaptability, not
to mention all the automated fea-
tures. For example, the welder works
in both manual and synergic modes.
Synergic mode allows access to each
element of the welding cycle (pre-gas,
hot-start, upslope, downslope, burn-
back, post-gas). In Synergic Pro
mode, the whole welding cycle can
be adjusted to weld in areas with dif-
ficult access, bridge gaps, weld very
thin sheets (Alu 0.8 mm) with re-
duced distortion, and reinforce the
arc to ensure stability and constant
penetration. You get optimum results
without the need to set the wire
speed. Just select the wire/ gas type
and wire diameter, and metal type.
The NEOPULSE 270 automatically
sets the optimal wire speed, the % of
pre- and post-gas, and burn-back.

The shop’s techs all love them
and your shop will too.

GYSpot welder and NEOPULSE
270 MIG welder ready to go to
work.

(l to r) Ben Swederska (son), Vicky Swederska (wife, mom, owner), Mike
Swederska Sr. (Husband, dad, owner), Mike Swederska Jr. (son), Quin
Swederska (son), Leana Hahn (niece), Charlie Swederska (nephew), and
the sale-closing shop dogs Barley and Ziggy.

GYS aluminum/steel dent pulling
system pulling a rocker straight
on a van. Body tech pictured is
Brian Aubuchon.

by Autobody News Staff Shur-Way Auto Body, Inc.
Location: Maplewood, MO

(314) 645-5540
www.shur-wayautobody.com

Company At  A Glance...

Type: Collision Repair
Facility Employees: 17
In Business Since: 1971
Number of Locations: One

GYS Welding Systems USA

Central and East Coast
Precision Equipment Systems, LLC.
314-280-4900
Mike@GYSWELDINGUSA.COM

West Coast 
Advanced Collision Repair Solutions
415-497-4515
oliver@advcrs.com
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Stone Color Studio Sees Improved Quality and Productivity
with Indasa USA Products

During the recent Great Recession,
luxury items such as custom paint
jobs on vehicles became less pop-
ular, and custom painters across
the country experienced a signifi-
cant reduction in the amount of
work available. Fortunately, the in-
dustry is recuperating as the econ-
omy recovers and stabilizes. With
the increase in volumes, it is impor-
tant for custom painters to invest in
quality equipment that will also in-
crease their productivity so they can
produce as much work as possible.
Adam Stone, founder and owner of
Stone Color Studio in CA, discov-
ered the perfect product at last
year’s SEMA show when he was in-
troduced to Indasa USA’s premium
lines of abrasives and other prod-
ucts.

According to Stone, “Custom
paint is becoming more sought after
as the economy improves and peo-
ple are willing to pay more for cus-
tom quality work, I was looking for
a more efficient sanding process
when I attended SEMA in 2014, and
Indasa provided samples of their
premium lines. Their abrasive prod-
ucts are top of the line and are bet-
ter than anything else I’ve found.”

The shop sprays with Axalta
paints and specializes in custom
work such as candies, pearls, graph-
ics and pin striping. Because of the
custom nature of their finish work,
they average six to eight vehicles
monthly, using paint guns, compres-
sors and air brushes as well as In-
dasa’s HT line sandpaper, their Plus
Line, Rhynocell, Film Line, and self-
generating vacuum system DA
sander. He is also enjoying a sneak
peek of the company’s new Ultra-
vent Sanding System which will be
unveiled and launched at the 2015
SEMA show.

Because Stone is currently cre-
ating a custom design for Indasa
USA’s (booth # 11473), at this
year’s SEMA show in November
2015, the company allowed him to
preview this product so that he can
utilize it on the car. Indasa’s Ultra-
vent Sanding System makes the
sanding process much quicker, ac-
cording to Stone, who claims “it’s

better than anything I’ve used.”
Readers can follow Stone’s pro-
gress by following Indasa USA on
social media, @INDASAUSA, whe-
re photographs will be shared lead-
ing up to the event.

Stone praises Indasa’s yellow
masking tape, MTY, stating he
uses one case of this high-quality
for each vehicle he paints and
claiming it’s “as good as it gets.”
Stone also invested in Indasa’s
self-generating vacuum DA sander
which has reduced and minimized
prep time while creating a clean,
dust-free environment. The system
also allows him to cut back on
water and air pollution. Stone Color
Studio also reduces VOCs at the
shop by traveling to other shops to
perform their custom work about
half of the time.

Stone Color Studio is a 6000
square foot shop that employs four
paint technicians. Adam Stone
founded the shop in 2007 when he
began pin striping and painting mild
graphics for dealerships. He says,
“From there, it caught on, and I was
able to progress with my art.” Al-
though Stone Color Studio does
not participate in any DRPs, the in-
surance industry has still impacted
Stone’s business. He states, “With
insurance companies cutting back
on employees, it’s slower to work
with the insurers.”

At SEMA 2014, Stone enjoyed
the opportunity to test Indasa’s
products, and when he returned to
his shop, he found it easy to trans-
fer his system over. His techs have
been very “impressed with the
products. Indasa’s products are all
very high quality, and my employ-
ees have had nothing but positive
feedback.”

Stone has also been impressed
with Indasa USA’s customer service
and sales representatives. “We work
directly with Jonathan Rhodes in
SC on some special projects for
SEMA. He took time to address the
shop’s needs and help with the
quality and affordability of the prod-
ucts to make Stone Color Studio run
more efficiently. We use Indasa’s
products pretty exclusively now.”

Indasa USA offers a wide range
of high-performance coated abra-
sives as well as a collection of tools
to match their abrasive range and
significantly increase production in
different areas. Over the past year,
Stone has invested in a variety of
products from Indasa, and he has
been extremely impressed with
everything he has used. “The prod-
ucts from Indasa work much better
than anything I’ve used in the past.
They offer more longevity and dura-
bility, plus they’re a little cheaper so
it’s also lowered the cost of our sup-
plies.”

Indasa’s high-quality products are
used nearly exclusively by Stone
Color Studio.

Adam Stone poses besides his
art, a custom-painted surfboard.

by Autobody News Staff Stone Color Studio
Location: Porterville, CA
(559) 361-8693

Company At  A Glance...

Type: Collision Repair

Facility Employees: Four

In Business Since: 2007

Number of Locations: One

Combined Production Space:
6,000 square feet

Indasa USA
23 Madison Road,
Fairfield NJ 07004
1-800-326-5909
www.indasa-abrasives.com
https://www.facebook.com/pages/
Indasa-USA/1045156218828261
https://twitter.com/INDASAUSA

Stone Color Studio specializes in custom paint jobs, and here is a sneak
peak of the car Adam Stone is painting for Indasa USA, to be debuted at
SEMA 2015.
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PGA Collision Takes Their Paint Processes to the 
Next Level with Lusid Technologies

Gary Patchak, owner of PGA Colli-
sion, started out in 1980 making rust
repairs on cars in a small shed in
New Baltimore, MI. Soon after, he
began taking on boats that needed
fiberglass repairs.

In 1992, he turned a small house
across the way into an office with the
help of his brothers and close friends.
Today, the 11,000 square foot fenced
in facility, equipped with a 52’ down-
draft spray booth and 14’ bay doors,
handles repairs for all makes and
models of cars, boats and RVs.

“I started off at the bottom of this
industry,” said Gary. “I worked hard
to learn new ways to repair, and
kept up with as many trends as I
could. I have learned to be the boss
as well as the employee, treat peo-
ple fairly, and get the job done. I feel
this has made me a better business
owner.”

Gary said that, since the family-
owned business started using Lusid
Technologies over a year ago, the
shop has completely updated their
paint booth and color scanning tools.

“Lusid has introduced us to a
whole new line of General and North-
star products from primers to clear
coat,” said office and shop manager
Jesse Krasnicki. “The products are
easy to use, easy to spray and the
finish is beautiful. If we can’t match a
color from a paint code, we can scan
it with a camera that uses four differ-
ent angles to match the color cor-
rectly.”

When it came time to transition
to these new paint products, Kras-
nicki said the staff at Lusid made
the process as smooth as possible,
especially their sales rep, John De-
Bellis.

“The people from Lusid, Auto
Body Supplies, and the warehouse
group Morgan Distribution have been
great to deal with from day one,” she
said. “With any big changes, there
are always some minor bumps. Even
though most of ours were user error,
they worked as a team and sent sup-
port right to us and got everything
turned back around ASAP.”

PGA Collision has gone on to be-
come a Lusid Technologies certified
shop. The paint company’s product
line includes a variety of clear coats,
epoxy primers, primers and sealers,
reducers, and top coats.

“We thank Auto Body Supplies
for recommending Lusid to us.”
Gary added, “We have had a long
standing relationship with Bill En-
gelhardt, the owner, and his sons.
They have supplied us with all of
our body shop supplies and now

they supply all of our paint products
as well.”

Engelhardt opened his busi-
ness in 2000, and Gary was his first
customer.

“We aim to keep customers for
life,” said Engelhardt.

PGA’s transition to Lusid paint
products has also helped the shop
become greener.

“With our paint mixing system,
we are able to mix the exact amount
needed to complete the job, and our
SMART scale recalculates the mix if
we happen to over pour, so there is
less waste in our paint department,”
Krasnicki said. “Products have be-
come more environmentally friendly
and we try to use the ones that are
‘greener’ as much as possible.”

Another way the shop has be-
come more environmentally friendly
is by storing almost everything on-
line in an effort to save paper.

“Our techs are able to access
tech sheets, repair processes and
everything else they need to fix a
vehicle via the internet,” she ex-
plained. “We save thousands of dol-
lars on advertising in phone books
and now focus on social media, and
local companies, for web advertis-
ing. Now, customers can ‘like’ us on
Facebook, submit inquiries through
our website and give reviews on
sites like Google. However, we still
advertise with local papers and
restaurants.”

When it comes to aluminum re-
pairs, assistant manager Danny
Patchak agreed that they’re the fu-
ture of the industry, but said PGA
Collision is still “on the fence” when
it comes to including these types of
repairs. As for future painting re-

quirements, Lusid already has the
shop fully covered for aluminum
with their current products.

“Between aluminum welders,
new tools to work on the vehicles,
and training for all of our techs, we
have to ask how many customers
will just want to take their car to the
dealer?” he said.

Gary’s top concern as owner is
being profitable and any changes or
additions have to add to the shop’s
gains.

“Building and maintaining a good
relationship with our employees, the
insurance company, the customer
and also with our suppliers and local
businesses who we sublet work to
helps ensure the success of the
shop.” He added, “If you’re hard to
work for or with, you have no work at
all.”

Since PGA Collision has been
around for 35 years we asked Gary
what changes he’s experienced
and how they’ve affected the indus-
try.

“Over the past 10-20 years, in-
surance companies have begun to
direct more and more repairs, and
have taken more control over repair
times and processes.” He added that
“products have become safer to use
and tools have become more effi-
cient.”

Gary went on to explain that one
of the hardest parts of the industry is
finding and keeping good employ-
ees.

“Everybody says they can do it
all and they want to be paid accord-
ingly,” he said.  “We have had many
hiring challenges but have managed
to acquire an honest, hard working
crew at PGA.”

(L to R) Jesse Krasnicki, manager,
Gary Patchak, owner, and Danny
Patchak, assistant manager, pose
in front of the office of the family-
owned shop.

The Auto Body Supplies team,
which consists of owner, Bill 
Engelhardt (left), and his three
sons.

by Autobody News Staff PGA Collision
Location: New Baltimore, MI
Telephone: (586) 725-1863
www.pgacollision.com

Company At  A Glance...

Type: Collision Repair

Facility Employees: Nine

In Business Since: 1980

DRP Programs: Three

Number of Locations: One

Combined Production Space:
11,000 square feet

Lusid Technologies
(801) 966-5300
www.lusid.biz

A painting hanging in the PGA Collision office shows the shed that
owner Gary Patchak first worked out of in 1980, compared to the
facility upgrade in 1992.
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Shop Owner in Ohio Makes a Case for Matrix

He wasn’t born into the collision in-
dustry and he didn’t enter the body
shop business until eight years ago,
but Jeff Sammons, the owner of
Automotive Services in Columbus,
OH, is a fast learner. A seasoned
business lawyer with a successful
practice of 30-plus years, Sammons
saw an opportunity when one of his
long-term clients told him that he
wanted to sell his shop that does
both mechanical and collision repair.

Now Sammons’ crew paints
75-80 cars every month using the
Matrix Solvent Basecoat and is
planning to make the switch to Ma-
trix’s  MPB-LV Premium Low VOC
solvent basecoat in the very near
future.

Sammons, 57, purchased Auto-
motive Services with some family
experience to draw upon. His grand-
father had a Chrysler Dodge dealer-
ship for many years in the 1960s
and his father sold used cars for
decades.

“I would help out at my grand-
father’s dealership during my sum-
mer vacations, so I got a glimpse
into the business,” Sammons said.
“I’ve been fascinated with cars ever
since I was a child, so it’s kind of fit-
ting that I now own a repair shop.”

Chuck Swick, the former owner
of Automotive Services is a hot rods
enthusiast and an avid car collector
who is known in the Columbus area
as being a top operator for decades.
At the age of 70, he decided to sell
the business to Sammons, but
things got off to a rocky start.

“I took over the shop in 2008 so
the timing wasn’t ideal,” Sammons
recalls. “But I quickly found out
some important things about this
industry. We decided early on that
the key is to not rely too much on
the insurance companies for cars.
We have been able to separate
ourselves from the large chains by
stressing customer service more
than the other guy. If the customers
can clearly see that we’re provid-
ing a superior overall experience
over the generic chains, we can
get that customer and retain them
in the long run.”

Automotive Services has been
using the Matrix solvent basecoat
line since 2012 and Sammons ap-
preciates the company for its prod-
ucts and support. “It’s been a great
relationship and we couldn’t be
more pleased with Matrix. With all
of the pressures in this business —
price pressures and pressure from

the insurance companies, etc, —
we’re happy to not have to worry
about our paint and the finished
product.”

To become a greener business,
Sammons will soon integrate Ma-
trix’s MPB-LV Premium Low VOC
solvent basecoat into his shop.

“The Low VOC product is per-
fect for us because we don’t have
to re-train our people, so it won’t
impact our production at all. Our
two painters are highly skilled and
have tons of experience, so it won’t
be much of a transition.”

Pete Sartori is the head painter
and shop foreman at Automotive
Services. He is a collision veteran
who has painted literally thousands
of vehicles during his 43-year ca-
reer in the body shop business.

“Matrix is probably one of the
most user-friendly products I’ve ever
used for a lot of reasons,” Sartori
said. “It lays out real nice and the
metallics are better than anything
else out there, in my opinion. The
conversion to Matrix’s MPB-LV Pre-
mium Low VOC solvent basecoat is
going to be seamless and drama-
free and I anticipate zero issues.”

Sartori is impressed by the sup-
port he receives from Jeff Post, his
Matrix Rep. “He is amazingly helpful
and his response time is unreal.
When we call Jeff we usually get him
on the phone, or if he’s busy he’s gets
back to us right away. With other reps
or jobbers that we’ve worked with in
the past, you call them and it takes 3-
4 hours or even next day to hear back
from them. But, with Jeff and his Field
Rep. Nate, they are right on it. When

you get this type of support from any
vendor, it’s impressive and that’s why
we’re so delighted with Matrix.”

One of the best things about
using Matrix is the fact that they
get dead-on color matches time
and time again without exception,
according to Sartori. “The color
matches with the Matrix system are
the best I’ve encountered. The mix-
ing process is simple and we can
get accurate matches quickly. We
never have to struggle to match any
color out there, which enables us to
avoid comebacks or re-paints.”

After owning Automotive Serv-
ices for eight years now and learn-
ing the collision repair industry from
a business attorney’s perspective,
what is Sammons’ verdict on the
body shop business? “There are a
lot of intangibles and of course
things are literally changing every
day in this industry, but by doing a
quality job and stressing customer
service, I believe people can make
money in this business. I have no
plans to retire, because despite all
of the pressures, I’m enjoying what
I’m doing!”

Founded in 1983, Matrix is ac-
claimed worldwide for its quality high-
performance clearcoats, primers and
hardeners, but it’s also known for its
amazing ability to come up with
dead-on color matches time and time
again. Matrix continues to deliver un-
beatable value to body shops, im-
proving their bottom line. Painters
love using it, because it’s fast, accu-
rate and easy-to-use and gets them
color matches they can’t find any-
where else.

The people at Automotive
Services believe in Reliability,
Commitment and Dedication
and that’s why they have these
three words emblazoned on
the front of their shop.

Jeff Sammons (left), the owner of Automotive Services in Columbus, OH
and his Shop Foreman Peter Sartori currently use the Matrix MPB/MSB
solvent line, but will be switching to Matrix MPB-LV Premium Low VOC
Solvent Basecoat soon.

Painter Tim Ward sprays Matrix
MPB/MSB solvent paint as the
shop fixes approximately 80
cars monthly.

by Autobody News Staff Automotive Services 
Location: Columbus, OH
(702) 733-6216
www.automotiveservices.us

Company At A Glance...

Type: Collision Repair

Facility Employees: 13

In Business Since: 1966

Number of Locations: One

Production Space:
17,000 square feet

Matrix Automotive Finishes
A Valspar Automotive Brand
600 Nova Drive SE
Massillon, OH 44646
(800) 321-0672
www.matrixsystem.com
facebook.com/matrixsystem
instagram.com/matrixsystem
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Center Service Auto Body Cleans Up with
Mirka’s OSP System

If you’re running a professional colli-
sion repair facility, attention to detail
and providing a quality repair are the
ultimate priorities. Center Service
Auto Body owner Don Shaffer is in
total agreement. “We hold ourselves
to a high degree of professionalism.
We are very detail-oriented and try
to provide the highest quality repair
possible. If you can tell your car was
in an accident, the job wasn’t good
enough.”

When Shaffer considers new
equipment, he looks for these same
qualities. Shaffer’s shop converted to
Mirka’s Optimized Surface Prepara-
tion (OSP) System a year ago. “I was
one day away from going with a dif-
ferent system when Scott Barnes
came to demonstrate a system Mirka
was launching. He was articulate
and knew the product and the indus-
try. It is really rare to find a sales guy
who knows it all so well. When Scott
first demonstrated the 1-2-3-4 sys-
tem and its easy steps, we were in-
trigued but cautious. After a couple of
weeks my guys were literally fighting
over it!”

Shaffer purchased 24 OSP Sys-
tems for his shop. The training, ex-
pertise and guidance received from
Mirka was a major bonus. Com-
pared to wet sanding, Shaffer says
the OSP System is cleaner, simpler
and entails less effort while lasting
longer. “Scott Barnes told us how
long it would last, and he was right,”
said Shaffer. My employees are
happy with the saved time and work,
and I’m happy with our increased
productivity and our representative’s
support. Mirka’s OSP system has re-
ally done a lot for my shop.”

Shaffer also appreciates the as-
sistance of his jobbers, Rich and Carl
from Ben’s Auto Parts, who were “in-
strumental in implementing this prod-
uct. They really went out of their way
to be as accommodating as possible
and to provide us with a great deal.”

Center Service Auto Body was
the second shop in the U.S. to install
Mirka’s OSP System. Besides im-
mediately increasing productivity 25-
50%, the shop enjoys less clean-up,
and fewer vehicles are coming back
due to chipping since the adhesion
is better using Mirka’s process. With
Mirka’s OSP System, Shaffer saw
the importance of being “100% com-
mitted. We got rid of our old system

and transferred completely to Mirka,
and after just one day of grumbling,
everyone got the hang of it and got
on board. The product is so simple
that very little training was needed,
and the transition went smoother
than expected. My techs love it, and
it’d be very difficult to get them to go
back to wet sanding.”

Shaffer has also been extremely
impressed with the attention he re-
ceives from his Mirka representative.
“Scott has been excellent. It just
takes a phone call. He’s a doer, and
his support has been unequaled.
The product is easier, simpler and
faster too, plus it requires less en-
ergy after it’s learned. It’s like writing
an estimate by hand versus doing it
on a computer.”

Shaffer understands the impor-
tance of technological changes.
Looking to the future, he anticipates,
“For smaller shops, it will be increa-
singly difficult to maintain and to ex-
pand their communication systems
as well as to keep up with the new
higher tech equipment need to ef-
fectively and efficiently repair the
new vehicles coming on to the mar-
ket. Mediocrity is going to fall by the
wayside, forcing us to be more re-
spected as an industry.”

Over the past 40 years, increas-
ing complexities in vehicles makes
training imperative but fewer young
technicians are entering the industry.
“The only thing that hasn’t changed
is the quality of the end result. Be-
cause car owners need residual
value, they expect their cars to be
the same or better as before the ac-
cident, and with the average age of
cars on the road increasing, they
need to feel good about the repair
for years to come.”

Shaffer’s father opened Center
Service Auto Body in 1964, and
Shaffer grew up in the collision re-
pair industry, painting his first car at
age ten. His father trained him in re-
pair, but he worked in the insurance
industry until 1980 when he elected
to return to run the shop with his
brother. Tragedy struck. Don Shaf-
fer’s father died in the MGM fire in
Las Vegas.

In 1980, Shaffer, his brother
and two employees started in a 40-
by-60 foot building but they now
have 28,000 square foot facility and
45 employees. The full-service, I-
CAR-certified shop participates in
12 DRPs and repairs 40-50 vehi-
cles weekly on average.

Center Service Auto Body is
very dedicated to the community,
anonymously sponsoring a variety of
youth sports and churches as well
as supporting fundraising efforts for
children and the disabled. The shop
uses both Axalta and PPG water-
borne paints, adheres to a strict
maintenance schedule, and recycles
wherever possible. This goes hand-
in-hand with Mirka’s goal to manu-
facture longer-lasting products that
produce less waste.

Over the past 30 years, Mirka
Abrasives has grown to become one
of the world’s largest producers of
coated abrasives for the automotive
refinishing industry. The company
was founded in 1943 in Finland by
engineer Onni Aulo, but their U. S.
subsidiary was established in 1985,
just five years after Shaffer began
running Center Service Auto Body.
In addition to offering a wide range
of products, Mirka strives to continu-
ously improve their quality and inno-
vations.

The OSP System helps Shaffer
and his employees at Center
Service Auto Body deliver a high-
quality product in less time.

Center Service Auto Body is a family-owned shop in Morgantown, WV
with deep ties to their community.

Center Service’s technicians love
Mirka’s OSP System since it
saves time and effort.

by Autobody News Staff Center Service Auto Body
Location: Morgantown, WV
(304) 292-0345

Company At A Glance...

Type: Collision Repair

Facility Employees: 45

In Business Since: 1964

Number of Locations: One

Production Space:
28,000 square feet

Mirka Abrasives
www.mirka.com
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Mobile Environmental SolutionsMobile Environmental Solutions 
The leading U.S. provider of Portable Mobile Paint Booths with 

advanced technology air!ow for the collision repair industry.

Mobile Environmental Solutions
1150 McCaleb Road, Suite E1
Montgomery, TX 77316
888-321-1320 ph.  800-416-4230 fax

Finally, a Portable Mobile Paint Booth created 
to make your paint business e�cient and pro�table.

Finally, a Portable Mobile Paint Booth created 
to make your paint business e�cient and pro�table.

Positive Pressure Cross Flow Filtration

Mobile Paint Booth is EPA Certi!ed, OSHA air"ow 
compliant,  and made with material that complies 
with the NFPA® 701 rule.

The Exhaust !lters used exceed the 98% capture 
e$ciency.  EPA (SUBPART HHHHHH) 6H Rule

The MES23X15HDLT comes equipped with twelve 
adjustable !ltered air inlets. This design allows the 
sprayer to increase or decrease the air "ow in 
desired locations of the booth.

Perfect for mobile technicians or over"ow in 
bodyshops

Bigger and smaller sizes available

CALL TODAY 888-321-1320

www.mobileenvironmentalsolutions.com
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Cutting Edge Colors Stays Mobile with Inflatable
Paint Booths from Mobile Environmental Solutions

As difficult as the collision repair in-
dustry can be, it can be even more
challenging when the shop isn’t a
traditional collision repair facility,
such as Cutting Edge Colors in
Houston, TX. Michael Blood owns
this 4000 square feet shop which
services multiple franchise dealer-
ships on a weekly basis. The na-
ture of his business makes mobility
a necessity in order to provide qual-
ity repair services in a variety of lo-
cations. To meet these needs, Blood
decided to purchase several inflat-
able paint booths from Mobile Envi-
ronmental Solutions, and he says, “I
had never used anything like this in
the past, but it offers solutions to
problems that I and my competition
have always had to deal with. It
opens doors for us which means
more revenue.”

Blood founded Cutting Edge
Colors in 1999 after changing ca-
reers to partner with a friend who
did paintless dent repair. He com-
pleted his training at a PDR school
and “the rest is history.” Since then,
Blood has expanded his shop’s
services to include minor paint and
body work, alloy wheel repair, inte-
rior repair, headlight restoration,
windshield repair, deodorizing, air-
brush chip and scratch repair, and
full details. Cutting Edge Colors is
certified in paintless dent repair,
plus they’ve received 6H training
and interior repair certifications.

In early 2014, Blood recognized
the need to use portable paint booths
for his paint jobs. He explains, “We
started using Tom’s booths about 1.5
years ago, and since then, we have
bought two more. It sets us apart
from our competition, and it gives us
a more professional appearance as
a whole as well. A few of our cus-
tomers require a booth like this, but
most have never had a vendor come
to their lot with one. This helps us
eliminate some obvious problems
with overspray and EPA regulations;
it also has an effect on how our cus-
tomers or potential customers view
our professionalism and dedication
to their industry. Mobile Environ-
mental Solutions’ portable paint
booth is a powerful tool which we
use to increase business with cur-
rent customers and expand with
new customers.”

Mobile Environmental designed
their portable paint booths to help
mobile technicians become more ef-

ficient, profitable and EPA-compli-
ant. In addition to increasing rev-
enue and efficiency as well as
professionalism, the portable paint
booths reduce product waste to aid
with EPA 6H compliance while main-
taining quality work. The exclusive
design and airflow technology of
this product produces a clean, un-
contaminated environment similar
to a permanent paint booth. The
materials used to construct the
booth meets NFPA’s 701 test, and
with clean filters, the booths ex-
ceed the 98% efficiency rate re-
quired by EPA’s 6H rule.

Whether on the road with one
of ten complete mobile paint units,
including three inflatable booths, or
at the shop, Cutting Edge Colors
complies with all 6H rules and envi-
ronmental compliance guidelines.
Blood describes other environmen-
tal initiatives: “We use the PPS sys-
tem throughout the entire company
to reduce liquid waste. We adhere
to the 6H EPA regulations, and we
use Southern Enterprises for our
entire hazardous waste disposal.
Even though we service many ve-
hicles each month, we are still con-
sidered a small quantity hazardous
waste producer because of the na-
ture of the repairs that we com-
plete.”

At Cutting Edge Colors, 16 em-
ployees work on an average of
1000 vehicles each month, most of
which includes paint repairs, and
they spray Spies Hecker products.
“At the shop, we specialize in high
end vehicles with smaller repairs,”
Blood states. “We usually have a

24-hour turnaround time so our
customers are not without their ve-
hicles for multiple days at a time.
We offer many different services,
and we also provide a concierge
service that makes it much more
convenient for our customers.”

The portable paint booths aid
Cutting Edge Colors in their goals
to be convenient for customers with
the bags inflating to a full-sized
booth in mere minutes. The ease of
use is also beneficial, according to
Blood. “Tom helped us train our
techs on proper use and care, and
we were basically off and running.
Some of our techs loved it, and oth-
ers were not exactly happy about
using something new at first, but it
wasn’t long before it became ac-
cepted as part of our process.”

Mobile Environmental Solu-
tions offers a one-year warranty on
the material and labor, but Blood
says, “We have had no problems
with Tom’s equipment.”

In terms of current and future
trends in the collision repair indus-
try, Blood notes, “We don’t do very
much insurance work, but given the
nature of our type of repairs, we
don’t see too many issues. It takes
longer to get an adjuster to the
shop than it does for us to get the
repairs completed. From my per-
spective, the reimbursements have
not gone up with the price in our
consumable materials or labor.” He
also predicts, “If you’re spraying
coatings, expect to see a lot more
regulations in the future, similar to
what [shops in] California are expe-
riencing right now.”

Cutting Edge Colors specializes
in high-end vehicles, but Mobile
Environmental Solutions’ inflatable
booths help them deliver the
quality jobs their clients expect.

Cutting Edge Colors isn’t your traditional body shop.

Repairing vehicles at other facilities
is easy with Mobile Environmental
Solutions’ inflatable booths.

by Autobody News Staff Cutting Edge Colors
Location: Houston, TX
(713) 412-3368

Company At  A Glance...

Type: Collision Repair

Facility Employees: 16

In Business Since: 1999

Number of Locations: One
Plus 10 mobile unites

Production Space: 4,000 square feet

Mobile Environmental Solutions
1150 McCaleb Rd, Suite E-1
Montgomery, TX 77316
(281) 786-4584
(888) 321-1320
www.mobileenvironmentalsolutions.com



32 OCTOBER 2015  AUTOBODY NEWS   |   Shop and Product Showcase



Shop and Product Showcase   |   AUTOBODY NEWS OCTOBER 2015 33

Iconic Collision Center Embraces O’Reilly Auto
Part’s MasterPro Line

If you live in Missouri, you probably
know the name Don Wessel be-
cause the family has been in the car
business in Springfield since 1966
when they purchased an Oldsmobile
store.

Seven years later, the Wessels
acquired a Honda franchise in the
same town and over the years, Don
and his son Jon have built a business
that is known for being honest and
fair with both their customers and
their employees.

Today, almost 50 years later, Don
Wessel Honda continues that tradition
of full transparency, accountability
and quality work performed at both
the dealership and their adjacent col-
lision repair shop, Don Wessel Honda
Collision Center.

Jon Wessel is the company’s
president. He started working in the
store when he was just 14. A true "car
guy" with a passion for anything car-
related, Jon’s first job at the dealer-
ship was washing cars in the summer
and working his way through the
ranks to become the company’s gen-
eral manager at age 31.

After learning the business and
working side-by-side with his father
for many years, Jon is deeply com-
mitted to honoring his legacy by fur-
thering his commitment to doing an
exemplary job. It’s truly a family af-
fair at Don Wessel Honda, with
Jon’s daughter Jessica running the
parts and service departments for
the dealership as well.

Adam Fox is the body shop
manager at Don Wessel Honda 
Collision Center and although he is a
newcomer to the collision industry, he
uses his degree in accounting from
Missouri State University to crunch
numbers, refine production tech-
niques and save money as his shop
fixes roughly 100 cars every month.
The shop is a Honda Certified Repair
Facility and 40% of the vehicles they
fix are Hondas, but the shop is capa-
ble of working on just about anything
that comes through the doors.

Recently, Fox began purchasing
MasterPro Refinishing products from
O’Reilly Auto Parts, including his
hook and loop sandpaper, masking
paper, grinding discs and other abra-
sives. This new line from O’Reilly is
quickly gaining momentum with body

shops that are eager to save money
without sacrificing quality or reliability.

After his first order, Fox could see
that he was going to save money
without compromising anything. “We
spend about $40,000 every month on
these products, but after our first order
from O’Reilly, we saw that we were
spending $5,000 less than with our
previous vendor.” Now in just a short
time, Fox is ordering 25-30 different
products from the MasterPro line and
using them in his every day produc-
tion.

Fox knows that you get what
you pay for, so he was obviously a
little wary before placing a signifi-
cant order of MasterPro Refinish
products. “Quality is more important
than anything else, and sometimes
if you try to save money you will run
into other issues. So, we looked
carefully at the entire line and sat
down with our O’Reilly rep Ethan
Vaughn in order to decide what we
needed and how O’Reilly could fill
those needs.”

If the products work and save
you money, that’s key. But if you get
excellent vendor support as well, that
truly is a win-win situation. “We’ve
had a great relationship with O’Reilly,
because we get our paint (AXALTA)
from them and the service is always
first-rate,” Fox said “Ethan is here
two times a week and he provides a
lot of value-added services for us. He
suggests new products to help our
production and he replenishes all of
our supplies when we need them.
O’Reilly is not one of those compa-
nies that gets your business and

then disappears. If we need any-
thing, Ethan is there. He knows the
collision industry and he has a ton of
knowledge, so having him as our rep
is a big plus.”

Vaughn is a territory sales man-
ager for O’Reilly Auto Parts who en-
tered the business as a body tech,
but now he calls on body shops in the
Springfield metro area and sharing
the news about his company’s
newest line. By talking to body shop
owners and managers every day,
Vaughn knows what they need and
he believes his MasterPro Refinish-
ing products are filling a significant
need in the collision industry.

“Shops want products that will
perform again and again, because
in a busy production environment,
you don’t have time to think about
your sand paper or if your masking
paper is doing its job. Everything in
our MasterPro Refinishing line—
from our sanding blocks, vacuum
pads, grinding discs, all of our abra-
sives—has been designed to fill a
need at a competitive price.” 

To prove that his products can
stand up against all competitors,
Vaughn will often ask a shop to give
them a try and the results are always
favorable. “With all of our products,
trying is the best way to find out for
yourself about how they work and if
they’re right for you. With our sand
paper, we sometimes pull out an old
door and sand on it for a while. All we
ask is that you compare our product
to what you’re currently using, evalu-
ate the performance and overall cost,
then make your purchasing decision.”

Body Shop Manager Adam Fox
at Don Wessel Honda Collision
Center values his relationship
with O’Reilly and their MasterPro
Refinishing line.

Don Wessel Honda Collision Center is a Honda Certified Repair Facility 
repairing 100 cars every month.

Don Wessel Honda Collision
Center is well known for doing
high-quality repairs and using
only the finest parts.

by Autobody News Staff Don Wessel Honda 
Collision Center
Location: Springfield, MO 
(417) 841-1686
www.wesselhonda.com

Company At  A Glance...

Type: Collision Repair

Facility Employees: 25

In Business Since: 1973

DRP Programs: Seven

Number of Locations: One

Production Space:
15,000 square feet

O’Reilly Auto Parts
233 South Patterson Ave.
Springfield, MO 65802
417-862-3333
www.oreillyauto.com
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Orio NA Helps Colorado Shop Owner to Fix Saabs

Originally known as Svenska Aero-
plan Aktiebolaget (Svenska Aircraft
Company), Saab was a Swedish
company that began manufacturing
automobiles in 1949. These cars are
known for their aerodynamic de-
signs, with innovative safety features
and small, but powerful engines. In
the 1980s, yuppies coveted Saab’s
turbo wagons and in the 1990s baby
boomers gravitated toward their 900
series. In 1989, General Motors ac-
quired half of the company and then
in 2000 bought the other half. After
changing hands several times, Saab
declared bankruptcy in 2011 and
their final vehicle was produced that
year. Today, there are still roughly
375,000 Saabs in the United States
(one million worldwide) and there
are more than 200 official Saab Offi-
cial Service Centers nationwide to
maintain and fix them.

One of these certified centers is
Mile Hi Automotive in Denver, CO,
a shop that is all-in when it comes
to Saab, doing both mechanical
and collision repair; maintaining a
wrecking yard with approximately
135 Saabs on-site and selling used
Saabs as well.

Jerry Danner, 61 is also all-in
when it comes to Saabs, the brand
he has dedicated his life to. If you
own a Saab in the Denver area, you
undoubtedly know him and his shop.
Jerry’s unbridled passion for every-
thing Saab came from his father who
introduced him to the brand way back
in 1969.

Danner’s Saab story starts back
when he was 11, when he started
working with his father at the family
shop. “I remember cleaning brake
parts and my hands hurting,” he said.
“I learned how to fix these cars by
doing it myself and having a great
teacher—my father. Now I’m com-
mitted to this brand: we do work on
Subarus, but 95% of our work is on
Saabs.”

In 1977, Danner started manag-
ing Mile Hi for his father and three
years later dad finally handed him the
keys to the business. It’s been a great
journey and a success story, even
after the demise of Saab. “We de-
cided to become a one-stop source
for Saab and that’s why we’ve worked
hard to provide everything—repairs,
parts, used vehicles and advice.
We’ve connected with the Saab own-
ers in this area, because we’ve shown
them that we care about the cars and

we know how to fix them right. We’ve
gained their trust.”

So, how does Danner get parts to
fix these vehicles that haven’t been
made since 2012? He calls upon Orio
North America, an exclusive parts dis-
tributor of Saab parts with an incredi-
ble fill-rate for more than 130 Saab
models, made from 1968 to 2011.
Selling and distributing a combina-
tion of Saab Original Parts as well as
a broad, handpicked range of high-
quality spare parts from leading sup-
pliers, Orio North America can get
Danner the parts he needs quickly to
work on any Saab in his shop.

Orio North America’s logistics
center is located in Bethlehem, PA,
featuring a storage area of 120,000 ft
containing 110,000 sku’s. With daily
deliveries across North America and
managing in-bound shipments from
domestic and international suppliers
each day, Orio has a deep inventory
and fast delivery. Their warehouse is
a new state-of-the-art facility and is
highly automated, to make sure that
the right parts show up at mechani-
cal and collision Saab-certified shops
all over the continent on-time.

Business is good at Mile Hi Au-
tomotive, even though there are no
new Saab models available and
none on the horizon, according to
Danner. “There are roughly 10,000
Saabs in the Denver area, so we
have enough volume here to keep
all of us pretty busy all the time. We
have Saabs in here that range in
age from 20 years old to the 2011
vehicles and recently we worked on
one that has 400,000 miles on it and

still going strong. These owners love
their vehicles and since they can’t
buy new ones, they’re going to do
everything they can to keep them on
the road and that’s what we do!”

Executive Director of Sales and
Marketing at Orio NA is Jim Sweet-
ing. He knows that whenever it
comes to parts, shops rely on prod-
uct knowledge, customer follow-
through and getting the proper parts
on every repair.

“By working closely with both
mechanical and collision repairers,
we know what they need,” Sweeting
said. “We want shops to think of our
name whenever someone brings a
Saab into their shop, so that they can
work with them without hesitation
and with confidence. By having ex-
cellent coverage on all Saab parts
and getting them to our customers
when they can expect them, we’ve
established a reputation for being the
go-to source of Saab parts through-
out North America.”

Does Jerry Danner at Mile Hi Au-
tomotive have any thoughts of even-
tually retiring? “Not really,” he said. “I
love specializing in Saab vehicles,
because they’re well-made and their
owners love them,” he said, “We get
a little spoiled here working on one
brand all the time, but it also helps,
because we know these vehicles in-
side and out.”

By getting the best Saab OE
parts available from Orio NA, Mile Hi
Automotive will be able to fix these
cars for the next several decades
and Jerry Danner will continue his
amazing Saab story!

Known as the Saab repair facility,
Mile Hi Automotive gets its OE
Saab parts from Orio North 
America.

The crew at Mile Hi Automotive in Denver, CO consists of (from left)
Collision Manager Mike Elsen, Service Manager Jeff Thompson,
Office and HR Manager Lorraine Elsen, President Jerry Danner,
Service Assistant Clay Sewald and Parts Manager Mike Hayes.

Mile Hi Automotive has a salvage
yard with approximately 135
Saabs.

by Autobody News Staff Mile Hi Automotive
Location: Denver, CO
(800) 757-7222 or (303) 595-4646
www.milehiauto.com 

Company At  A Glance...

Type: Collision Repair

Facility Employees: 18

In Business Since: 1969

DRP Programs: One

Number of Locations: One

Production Space:
19,000 square feet (combined)

Orio North America
4270 Fritch Drive
Bethlehem, PA 18020
(855) 722-2762, ext. 208
www.orio.com/us
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Toyota of Irving Collision Center is all in with 
PPG Envirobase®

Texas is famous for doing everything
big and Toyota of Irving is no excep-
tion. When the owners decided to do
a major remodel that was completed
earlier this year, they took the opportu-
nity to embark on a journey to the
green side that included the integration
of PPG waterborne paint and a whole
slew of other planet-friendly enhance-
ments to their dealership and collision
center.

This enormous dealership fea-
tures a 30,000 square foot state-of-
the-art collision center that fixes 260
cars every month without exception
and every one of them is painted with
Envirobase® High Performance water-
borne basecoat and finished with
PPG’s EC530 En-V™ Performance
Clearcoat, their new high gloss 2.1
VOC clear engineered specifically for
use over Envirobase High Perform-
ance. With six paint booths (two regu-
lar and two double booths) the Toyota
of Irving Collision Center needs a
product that is reliable and easy to
apply while providing accurate color
matches. That’s why they switched
over to PPG earlier this year.

Collision Director Chris Cope
started working for this 48-year-old
family-owned dealership, and the old-
est privately-owned Toyota franchise in
North Texas, three years ago. Today
he oversees a crew of 31 collision pro-
fessionals and manages six DRPs. As
a Toyota-certified collision center,
Cope and his team will work on any
type of vehicle, but admittedly they
specialize in Toyotas and, not coinci-
dentally, they fix a lot of Tundra trucks.

Since opening in 1968, Toyota of
Irving has received many awards and
accolades, including the prestigious
Toyota Motor Sales President's Award,
which they’ve earned a total of eight
times. The collision center has thrived
and Cope knows why.

“It comes from the top and we
have some great owners here who
aren’t afraid to use the best equipment
and products to get the quality where
they want it to be,” Cope said. “By
pushing quality all the time, we’ve
been able to hold our position as one
of the largest Toyota dealership in the
Dallas-Fort Worth metroplex.”

They also care about the envi-
ronment and that’s why they chose a
waterborne paint and added a wide
range of green enhancements to
their shop and dealership, according
to the dealership’s General Manager 
Jereme Schoemaker whose grand-

father Vernon started the dealership
back in 1968.

“Back in 2013, we started a com-
plete remodel of our facility and tak-
ing a green approach was a priority,”
Schoemaker said. “From recycled
wood counters, low flow toilets, lights
on motion sensors, a full recycling
program, washing cars with reclaimed
water at our car wash that washes
250 cars daily—we have created a
green company in every aspect of our
operation. Switching to the Envirobase®
High Performance waterborne
basecoat and their new EC530 En-
V™ Performance Clearcoat was a
big component of this green renova-
tion and we’re pleased to be using it,
because it benefits our employees
and of course, our customers too.”

In March, Toyota of Irving Collision
Centermade the conversion to Envi-
robase® High Performance water-
borne basecoat and the transition
was seamless and free of drama,
Cope said.

“Our contract with another paint
company was wrapping up, so we
started looking around and meeting
with the people at English Color, our
PPG jobber. We looked at the facts
and the benefits and it was pretty
clear that PPG was the way we were
leaning. Overall, Toyota paints al-
most all of its vehicles with PPG in
the factory and the Tundra, which is
built in San Antonio is painted with
PPG. So, we decided to sign up with
PPG and we’re very pleased with the
decision.”

It’s a choice that has paid off in a
big way, because Toyota of Irving 
Collision Center is getting a great
product, accurate color matches and

very few re-paints or comebacks,
Cope said. 

“We’re getting a consistently
level of high quality with the PPG En-
virobase® High Performance water-
borne basecoat and couldn’t be
happier with the end result. When we
show the customer their car after the
repair, they’re amazed, because the
paint matches perfectly and the car
looks brand new.”

Cope’s painting crew consists of
just one painter, three preppers and
a buffer, but by learning  the PPG En-
virobase® system intimately, they’re
able to keep their jammed production
schedule flowing nicely. “We sent our
guys to PPG school and that was a
great experience for them,” Cope
said. “We were adept at using it after
about one week and it didn’t slow us
down at all. The five guys in our paint
department paint roughly 13-15 cars
every day five days a week, so we’re
always painting cars. If we’re open;
we’re painting, so that’s why we
need a paint that we can rely on.”

Cope is enamored with the Envi-
robase® High Performance water-
borne basecoat, but he also values
the support he has received from
PPG and English Color, he said.

“Their customer support is over
the top, that’s for sure. They spend
a lot of time here at the shop and we
see them at least once every week.
If we have a concern, we just call
them and they get us the answers
we’re looking for. When you contract
with PPG, you get the great prod-
ucts, but the support, training and
everything that comes with it is a big
part of the whole reason why we
switched.”

Toyota of Irving Collision Center
has been using Envirobase® High
Performance waterborne
basecoat and are enamored
with the results.

Jonathan Johnson, Bo Bosher,
Collision Director Chris Cope,
Victoria Alvarez, Miriam Lopez,
Michael Weckherlin, Ryan Gould,
Tai Tran make up the front office
team at Toyota of Irving Collision
Center.

by Autobody News Staff Toyota of Irving
Collision Center
Location: Irving, TX 
(972) 258-1204
www.toyotaofirving.com 

Company At  A Glance...

Type: Collision Repair

Facility Employees: 31

In Business Since: 1968

DRP Programs: Six

Number of Locations: One

Combined Production Space:
30,000 square feet

PPG Automotive Refinish
Company Contact: Cindy Schauer
(440) 572-2800
Email: schauer@ppg.com
www.ppgrefinish.com

  

Owners David Schoemaker and Jereme Schoemaker, Chris Cope,
Michael Weckherlin, Gustavo Carranza and the center’s paint team
at Toyota of Irving Collision Center. 
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All-Female Canadian Shop Ink & Iron 
Loves Prospray

Hilary Noack doesn’t look like your
stereotypical body tech, except for
maybe the colorful tattoos, but this 29-
year-old auto body repair technician
from Toronto, Canada is all-in when it
comes to quality collision repair, car
restorations, custom cars and paint. A
fast learner and not afraid to take
chances, Noack started Ink & Iron, an
all-female collision and restoration
shop, earlier this year in Toronto and
the paint they use is Prospray.

Noack’s journey started 12 years
ago. “I knew since the moment I
started working in an auto body shop
at the age of 17 that one day I wanted
my own shop,” she said. “Since then,
I have worked non-stop in this indus-
try to build my skills and reputation
and be the best version of myself. I’ve
worked for two of the most reputable
shops in Canada, Legendary Motor-
car and 427 Auto Collision, as well as
teaching auto body at Centennial Col-
lege, the school from which I got my
degree.”

By finding other female body tech-
nicians and painters in the Toronto
area, Noack was able to assemble a
great crew, she said. “From what
started out as being the sole female
in the first shop I worked at, it even-
tually evolved into nine of us! Work-
ing with so many driven and talented
young ladies gave me the idea to
start Ink & Iron. We as women can
succeed in this trade, because we’re
good at it!”

To get her shop off the ground,
Noack used the crowdfunding web
site Indiegogo to get seed funding.
She raised $15,000 from online do-
nations and private funding, because
her story resonated with people all
over the world. The goal of Ink & Iron
is to do exceptional work, but to also
help women in the collision industry.

“I’d like to focus on recruiting and
training other young female appren-
tices in a nurturing and uplifting envi-
ronment so that they can be the best
they can be,” she said. “We think the
auto body industry could really benefit
from a shop that’s completely owned
and operated by females. We hope
that this will help break the stereotype
that auto body is a ‘man’s job’ as well
as encourage other young females to
pursue careers in the automotive field.”

By leading with quality and over-
the-top customer service, Noack
knows that Ink & Iron will flourish. “In
the past decade, I’ve seen a lot of
people overcharged for sub-par work
and this doesn’t sit well with me. I

want to offer the Greater Toronto
Area top quality work at competitive
rates.”

In a business dominated by men,
Noack still runs into a little bias every
once in a while. “My father was here
one day helping us with the renovation
of our shop, and a guy came in and
started talking to my dad,” she said.
“He totally ignored me, which was kind
of funny. One day, my boyfriend was
here helping us to paint the place and
the same thing happened again. I told
them—yes, we’re women and yes this
is a body shop, but at first I think it just
confused them.”

The women at Ink & Iron spray
Prospray and are happy with the re-
sults they’re achieving with it, Noack
explained. “We’re using the Prospray
3.5 VOC Solvent Basecoat System,
because it’s a planet-friendly paint that
can help us to achieve amazing re-
sults. When we’re either fixing a car or
completely restoring one, we want to
wow the customer and Prospray helps
us to do that.”

Noack is impressed with the
Prospray 3.5 VOC Solvent Basecoat
System for several reasons. “For
things like doing graphics and two-
toning a car, Prospray is great and
it’s easy-to-sand and very forgiving.
It’s easy to sand and polish and the
color matches are dead-on. We have
three painters here, including myself,
and all of us can jump right in and
paint in a pinch, if needed.”

After considering several other
types of paint, Noack decided to go

with Prospray and one of the most
compelling reasons was the com-
pany’s exceptional customer support.
“During the very first week here back
in April, our Prospray Technical Rep
Davey Pereira was working right
alongside us, in the booth painting
cars. When we call or text him ques-
tions, he responds right away, which
is pretty amazing. Our jobber, Anthony
Laboni from Collision 360, has also
been wonderful, so we really value the
support, especially for a new shop.”

Color matching is crucial for any
shop doing restorations and that’s why
Noack and her crew loves Prospray’s
versatile intermix system. It delivers
single stage and basecoat finishes
from a single set of high-strength mix-
ing toners to provide both domestic
and import formulations. It’s com-
prised of an array of exclusive toners,
balancers and binders giving you the
ability to mix over 300,000 color for-
mulations, according to the company’s
website.

“The first restoration we did was
a 1987 VW Scirocco in a factory color,
which was Brazil Brown,” Noack said.
“We matched it perfectly with the
Prospray and it came out beautifully!”

The future looks rosy for Hilary
Noack and her all-female crew at Ink
& Iron. “Simply put, we’re girls kick-
ing it in a male dominated field,” she
said. “We’ve found our niche and we
will stop at nothing to succeed, be-
cause we believe in ourselves and
we have the skills and training to get
it done!”

Hilary gives the Prospray 3.5 VOC
Solvent Basecoat System the
thumbs up!

Ink & Iron has an all-female crew, led by Hilary Noack (third from left,
standing). The crew uses the Prospray 3.5 VOC Solvent Basecoat
System, achieving amazing results.

Ink & Iron is a new shop, but they
already love using their Prospray
3.5 VOC Solvent Basecoat 
System for dead-on color
matches and the incredible 
finished product.

by Autobody News Staff Ink & Iron Body Shop
Location: Toronto, Canada
www.ironandink.com

Company At  A Glance...
Type: Collision Repair
Facility Employees: Five
In Business Since: 1989
Number of Locations: One
Production Space:
4,500 square feet

Prospray® Automotive Finishes,
A Valspar Automotive Brand
Phone: (800) 776-0933
email: info@prosprayfinishes.com
www.ProsprayFinishes.com
www.facebook.com/prospray
www.youtube.com/
prosprayautofinishes
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Young Up-and-Coming Painter Sprays with
SATA Guns

German Mendoza is only 24, but he
has already painted more cars than
many veteran painters, even those
with a couple of decades under their
belts. “I was born into this industry, be-
cause my father was a body tech and
my uncle was a well-known painter for
many years,” Mendoza said. “They’re
both retired now, but they taught me a
lot and they still do.”

German’s uncle Diego was able
to retire as a painter when German
took over the position of Head Painter
at the BMW Encinitas Collision Cen-
ter in Encinitas, CA. BMW Encinitas
is an AutoNation dealership and one
of the largest of its type in California.
By auditioning at the collision center,
German was able to quickly prove
himself and enabling his uncle to step
away from a long career as a painter.

“He wanted to retire and first they
had a few 15-year veteran painters
trying out for the position,” Mendoza
explained. “My uncle kept telling them
that I was the best person for the job,
but I guess they wanted someone a
little more experienced. Finally, the
shop agreed to give me a shot.”

When German’s uncle took a va-
cation BMW Encinitas gave the fledg-
ling painter a two-week audition to
prove himself. “It went well, I guess,
because when my uncle returned
from his vacation they told him you’re
out of a job,” Mendoza laughed. “He
was so happy and so was I, because
now I get to work on BMWs and I love
this place.”

On December of 2012, Mendoza
was officially hired and since then he
has wowed his managers again and
again with his creativity, drive and
seemingly unlimited energy. Just ask
the collision center’s Manager Matt
Stuhler.

“German takes on any challenge
that we throw him, without hesita-
tion,” Stuhler explained. “He’s great
at spraying flat finishes, which can
sometimes be problematic and he
never hesitates to jump right in there.
I love the fact that he is excited about
his job and proud of the work he
does. German continually amazes
me with the quality and the rate at
which he works.”

Mendoza uses SATA guns to ac-
commodate his amazing production
numbers, some of which will astound
painters all over the country. On an

average week, he does the work of
three people, painting 4-5 vehicles
every day and logging 350 produc-
tion hours every two weeks.

“My goal is two cars before lunch
and two in the afternoon,” he said. “And
in between, I do several bumpers. My
uncle had 2-3 helpers back when he
was working here, but now I do it all by
myself and I love it. I want to keep busy
and this job allows me to do that.”

Currently, Mendoza owns 22
SATA guns, including their entire line
of Limited Series guns, he said. “I have
tried probably 100 different guns over
the years and SATA’s are the ones that
work the best for me. Each gun has its
own personality and every one be-
haves differently, but I like SATA be-
cause their guns are easy-to-use and
allow me to be more creative.”

How exactly do his SATA guns
complement the high-production en-
vironment at the BMW Encinitas Col-
lision Center? “I would say that I’m
an aggressive painter who is a little
heavy-handed. I like to work wet and
approach each car with a definite
idea of what I want to do. I like the
SATA guns for their accuracy and by
using them I can work fast. I do the
work of three people, so I don’t have
time to re-do a paint job. The SATA
guns help me to save time and get
the cars done right the first time.”

Mendoza gets outstanding sup-
port from SATA and is a sponge for
new information, product releases

and helpful tips from the manufac-
turer. “Gerry Carter from Total Sales
& Marketing is our SATA contact and
is just like a member of our team
here,” he said. “If I have a question for
Gerry, he usually finds the answer
and gets back to me the same day. If
he does not know it right away, he
does his own research and comes up
with the solution. Having a direct con-
tact with SATA is a big plus, because
if I have the information I need, I can
be more effective at this job.”

By producing at an phenomenal
rate, Mendoza is paid well and conse-
quently he is building a solid future for
himself and his family. “I love working
on these vehicles, because BMW is a
great brand and I love driving my 2014
BMW 535 Diesel to work every day,”
he said. “I have a beautiful daughter
Victoria and I can provide for her
through this job. My brother Pee Wee
works here as a body man, so I am
very happy and comfortable working
here.”

Mendoza’s attitude is work as
hard as you can and retire young
enough to enjoy it. “My father and my
uncle had great careers in this busi-
ness and both of them retired in their
fifties,” Mendoza said. “And I hope to
do the same, if it’s at all possible. But,
as long as the work is there and cars
need to be painted, I’ll be painting
cars five days a week (and some-
times on Saturdays) doing what I love
and doing it with my SATA guns.”

BMW Encinitas Collision Center
relies on Mendoza to do the work
of 3-4 painters while spraying
each and every vehicle with SATA
guns.

Head Painter German Mendoza at BMW Encinitas Collision Center owns
22 SATA guns and uses them all.

This second-generation painter is
already training his one-year-old
daughter Victoria about how to
get a perfect paint job every time.

by Autobody News Staff BMW Encinitas Collision Center
Location: Encinitas, CA
(760) 335-6124
www.bmwencinitas.com

Company At  A Glance...

Type: Collision Repair

Facility Employees: Eight

In Business Since: 2005

Number of Locations: One

Production Space: 5,000 square feet

Dan-Am Company
One Sata Drive 
P.O. Box 46
Spring Valley, MN 55975
(800) 633-7282
www.satausa.com
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Optima Steamer DMF Becomes Integral Part of
Shop’s Production

A second-generation Connecticut
shop owner and his wife like to
keep the collision repair process
clean. They are constantly seeking
out the newest, cutting-edge equip-
ment available in the collision in-
dustry today. In fact, that’s how they
acquired an Optima Steamer DMF
unit from Steamericas, Inc. two years
ago. This powerful, environmentally-
friendly steam cleaning machine has
quickly become an important part of
their production process, as it is
used daily to clean every car after it’s
been repaired, in addition to being
used on vehicles brought in just for
detailing.

After getting out of the Army in
1956, Eddie Lupinek, Sr. opened
Eddie’s Auto Body in an old Chevro-
let dealership in East Haddam, CT.
Today, his son (also named Eddie)
runs the shop along with his wife
Carol, fixing roughly 80 cars every
month. With a population of approx-
imately 8,000, Eddie’s Auto Body
has been repairing the same peo-
ples’ cars for decades and now they
also fix their children’s and grand-
children’s vehicles too.

In 1985, Eddie’s Auto Body
moved into a new building in the East
Haddam Industrial Park. The new
building provided numerous expan-
sion opportunities with a new paint
booth, an explosion-proof room ded-
icated to mixing and matching colors,
and a second frame-straightening
machine. In 1992, Eddie, Sr. gave
the keys to the shop to his son and
retired. Since then, Ed continued
what his father began—a business
well-known for being transparent, ac-
countable and forward-thinking.

Ed was poised and prepared for
the day when he took over the shop.
“My school bus would pick me up at
the shop,” he said. “I would come in
before kindergarten and I thought I
was working, but I was really just
making a mess. One thing I learned
from my dad back then was keep the
shop clean and work clean. He
wanted things his way, like cleaning
the sink after using it and now I am the
same way. When customers come
here, that’s one of the first things they
say—wow, this place is clean!”

Since taking over the shop, Ed
has quickly learned the intricacies
of the industry and found his niche.
He served as President of the Auto
Body Association of Connecticut

(ABAC) and is known both locally
and nationally as a top operator. 

Part of the business plan at
Eddie’s Auto Body is doing it all,
and that’s why he includes A/C re-
pairs, car detailing, Paintless Dent
Repair and towing as a part of his
services. He also has no DRPs,
which allows him to retain better
control on all of his repairs. 

Eddie and Carol Lupinek are
thrilled with the performance and ver-
satility of their Optima Steamer DMF,
for a wide range of reasons. “Here in
East Haddam, we don’t have a
sewage system, so our waste water
has to be stored then trucked out of
here. We’re obviously concerned
about how much water we use on a
daily basis,” Eddie said. “With this
machine, we can detail an entire ve-
hicle using less than one gallon of
water per car while, in contrast, a nor-
mal wash uses approximately 40
times more water. We’re a greener
company now by using the Optima
Steamer--- it’s a perfect match for us.”

Co-owner Carol Lupinek plays
a big role at Eddie’s Auto Body and
she too is very impressed with the
Optima Steamer DMF. She man-
ages the office and does the HR
and is in the loop on any new piece
of equipment the shop acquires,
she said. "I believe behind every
successful man is a woman. In all
honesty, I believe our work ethic
and beliefs complement each
other. He was already successful
when I came into the picture. We're
just better now as a team. When-

ever we’re considering purchasing
equipment for the shop, we always
ask ourselves the same question—
can it help us be better and more ef-
ficient with the job at hand? The
answer with the Optima Steamer is
yes—definitely yes!”

Carol loves the convenience of
the steamer and likes the fact that it’s
environmentally friendly. Kerosene is
used in the steamer, which she finds
is cleaner to use and has less of an
odor than diesel. “I’ve always loved
cleaning,” she said. “In the past, we
had to wash cars outside in our lot.
We were constantly moving vehicles
around and, heaven forbid if it rained
or snowed, maintaining consistency
was difficult. Now, we’ve put an ad-
dition on the shop and have a dedi-
cated room for detailing. In that same
room, separated by a Goff’s curtain
and sound deadening panels above
it, is our estimating bay where cus-
tomers can also watch our detailing
experts at work. It’s added a whole
new level of value to our services
and is beneficial for everyone.”

The Optima Steamer™ DMF has
quickly become an integral part of the
entire production process for body
shops nationwide, because the unit
saves them water, time and money.
To completely detail a vehicle inside
and out, including the upholstery, en-
gine compartment, brake-dust re-
moval and compound removal while
deodorizing and completely sanitizing
the entire car, the Optima Steamer
DMF uses only 1-2 gallons to do the
job.

Eddie’s Auto Body is a second-
generation shop that has been in
existence for nearly six decades.

Carol and Eddie Lupinek at Eddie’s Auto Body use the Optima
Steamer™ DMF daily to detail cars and it has quickly become a
part of their production process.

Detailer Arlinda Thaci appreciates
the Optima Steamer™ DMF for its
versatility and the fact that it uses
so little water.

by Autobody News Staff Eddie’s Auto Body 
Location: East Haddam, CT 
Telephone: (860) 873-9044
www.eddiesautobody.com 

Company At  A Glance...

Type: Collision Repair

Facility Employees: Nine

In Business Since: 1956

Number of Locations: One

Production Space:
6,000 square feet

Steamericas, Inc. 
808 Hindry Avenue, Suite E
Inglewood, CA 93031
Phone: (310) 327-8900
www.steamericas.com
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Valspar’s Specialized Products Help Markley Motors
Stay Lean, Green, & Mean

Family-owned Markley Motors has
been a part of the Fort Collins, Col-
orado community for 79 years, so to
simply say the shop has experienced
change in the industry is an under-
statement.

“Technology and expenses have
both grown at a rapid pace,” said
Fixed Operations Manager, Terry
Brunk. “You can’t afford to not use
some of the technology offered; how-
ever, rate increases have not risen at
the same pace as expenses, so you
get stuck trying to make the right de-
cision. We often ask ourselves, ‘How
much will the new technology help us
and will it provide the financial return
we deserve on the investment?’”

Brunk said regardless of the
challenges, Markley Motors stays as
up-to-date as possible on the latest
technologies and certification pro-
grams. For example, the shop recently
invested in additional equipment to re-
pair aluminum, anticipating “the de-
mand for higher fuel mileage. We see
the use of alternative metals increas-
ing in the future,” he said.

Brunk added that the shop has
been I-Car Gold certified for 12
years. They were also one of the first
Honda dealers in Colorado to be-
come a Honda ProFirst certified col-
lision center.

“We are extremely proud of our
training efforts,” said Brunk. “We
budget a substantial amount of money
every year toward training; our em-
ployees have to drive as much as two
hours to attend training classes.”

Another contribution to Markley
Motors’ success stems from their
product choices. Brunk said the shop
has used DeBeer Refinish, A Valspar
Automotive Brand for the past two
years, which is supplied by Specialty
Products.

“The main reason we continue to
do business with DeBeer [Valspar
Automotive] and Specialized Prod-
ucts is the outstanding service pro-
vided to us by Ray Williams, Sales
and Technical Advisor,” said Brunk.
“He has been a huge part of our
growth with his constant support
from the very beginning of our rela-
tionship over six years ago.”

Markely Motors uses Valspar’s
DeBeer 900+ high-quality water-based
car refinishes series in the paint booth
to meet all the customer’s needs.

According to the DeBeer Refinish
website, “DeBeer Refinish can sup-
ply high-quality color mixing systems,
ranging from VOC-compliant water-

based and high solid systems to con-
ventional basecoat and 2K acrylate
systems. By a careful choice of pig-
ments, we are able to achieve opti-
mum color fidelity with fewer mixing
colors than comparable systems on
the market. The number of accessory
products, such as hardeners, thin-
ners, primers, fillers and clear coats
can thus be kept to a minimum. Our
aim is to supply a compact yet com-
plete package, so customers can re-
duce their stock levels.”

“We have worked very hard to
transform our collision center to be
one of the best in the northern Col-
orado area,” said Brunk. “We can
honestly say Valspar helped direct
us there.”

With day-to-day advancements,
Markley Motorsmakes an effort to re-
main environmentally friendly, which
isn’t a surprise; Colorado is one of
the greenest states in the country.

“We pride ourselves in our efforts
to help reduce waste and to make
sure we manage what waste we pro-
duce,” said Brunk. “We are proud of
the environmental leadership award
we received previously from the
state of Colorado.”

The shop also uses their assets
and experience to help students in
collision repair programs at nearby
community colleges.

“We are very involved in the
Front Range Community College,
Fort Morgan Community College,
and Wyoming Tech,” said Brunk. “We

spend a lot of time helping them with
resources, and we sit on several
boards to make sure we are top of
mind when it comes time for the stu-
dents to graduate.

We also are in the process of
having scholarships available for stu-
dents under the Markley Motors
name. Because of our extra effort
with the schools, we are able to at
least get a shot at the top students.”

He added that Markley Motors is
also very active with the Colorado Au-
tomobile Dealers Association (CADA).

“We use CADA as a resource
when making changes in our dealer-
ship,” Brunk said.

When Autobody News asked
Brunk his thoughts on the future of
the industry, he had a positive out-
look.

“Even though we have seen the
number of collision centers in deal-
erships and smaller independents
shrink considerably, we honestly be-
lieve the future is bright for collision
repair,” he said. “We are thinking that
the insurance companies will see us
more as partners in the repair
process than working against each
other. If we can accomplish the part-
nership ultimately the customer will
win, and they will be more loyal to
their particular insurance company.”

As for the future of their shop in
particular, Brunk responded, “Plans
are in place to continue to operate as
a family business for a long, long
time.”

Markley Motors proudly uses
Valspar’s DeBeer 900+ high-
quality water-based car
refinishes series.

Markley Collision Center technicians, Roy Grauberger,Mike White, and
Nathan Roth, stand in front of the paintbooth where the DeBeer Refinish
products are utilized.

Markley Collision Center’s 22
facility employees pose
underneath the shop sign.

by Autobody News Staff Markley Motors
Location: Fort Collins, CO
Telephone: (877) 512-5829
www.markleymotors.com/
bodyshop/index.htm

Company At  A Glance...

Type: Collision Repair

Facility Employees: 22

In Business Since: 1936

Number of Locations: One

DRP Programs: Three

Combined Production Space:
15,000 square feet

Valspar® Automotive North America
(800) 845-2500
www.valsparauto.com
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Black Horse Auto Body and Vibac’s Tale of the Tape

John DiMino, 61, and his family are
immersed in the car and collision
world. What other family do you know
that owns a body shop, has its own
Nostalgia Super Stock Drag Racing
team and a body shop industrial sup-
ply store? In business for 62 years
the DiMino’s operate multiple busi-
nesses that spans three generations.
The DiMinos are competitive busi-
ness owners and serious drag racers.
Their daughter Stephanie, 33, is the
shop and jobber store accountant
and also a two-time national drag rac-
ing champion.

Carmen Salamone, the original
owner of Black Horse, started the
business in 1953 at their present lo-
cation, 1502 E. Ridge Pike, Plymouth
Meeting, PA 19462. A major expan-
sion occurred in 1960 when Carmen
put up a 40’ by 80’ additional building
which included space for a spray
booth and office.

John Sr. joined his father-in-law in
the business in 1973. Over the years
Black Horse has grown and has be-
come a leader in the community, win-
ning distinguished awards such as
Best of Philadelphia, Best of Mont-
gomery County and Best of Delaware
Valley.

Black Horse was happily using
Debeer and Valspar paint products
when the company invited them to dis-
tribute the paint line in the West
Chester, PA, area. With his mother,
Dorothy, John Jr. 29, a proficient
painter and graduate of Automotive
Training Center and Landsdale Busi-
ness College, started Black Horse
Auto Body Supply. They are located at
111 S. Bolmar Street, West Chester,
PA, 19382 The business has grown to
become a full service body shop and
industrial supply warehouse.

Given their experience repairing
cars and supplying all manner of col-
lision repair products to body shops,
one product that consistently pro-
vided quality results and at a com-
petitive price is the Vibac Automotive
Masking Tape #313—”the yellow
tape.”

Black Horse learned about the
tape from Vibac’s local representa-
tive, Eric Hummel, and has been
using the Vibac #313 Yellow to mask
vehicles ever since. The #313 works
equally well for them whether spray-
ing solvent or waterborne paints. The
first time John used the tape he knew
it was something special. The tape

comes off the roll easily, corners well
and has exactly the right amount of
adhesive to get the job done without
leaving residue. Black Horse decided
to try the tape because of the very
competitive pricing but kept using it
because of the quality.

The Vibac tape is water and sol-
vent resistant, has superior adhesive
properties and sticks to most sur-
faces. This tape is a very smooth
product that rolls off nicely, a big plus
for the technician. This tape is avail-
able in three sizes, 3/4”, 1-1/2” and
2”.

John Sr. adds, “The Vibac #313
is a very good product because there
is no bleeding through and it does not
leave any residue when removed. It
works well with a baking cycle and
there is no glue or adhesive transfer.
The #313 works very well for us and
unlike a lot of other similar products
that leave residue we don’t have any
such issues so our production stays
high.”

Because of John Sr.’s drag rac-
ing interests and his competitive na-
ture, he decided to run his own
“torture test” of the Vibac tape before
adopting it in his shop. John left the
tape on a vehicle outside to see how
it would stand up to weather and
also tested it in the paint booth. He
was impressed with the way the
Vibac #313 stood up to the wet and
dry cycles. He could remove the
Vibac #313 without problems.

“Everyone says their product is
the best. I like to see for myself,” said
John Sr. “As a shop owner I have to

make sure everything works as per-
fectly as possible without redos, so
it was a simple test to take a strip of
tape along with the competitors and
mask a van or trailer and just leave it
outside in the summer weather. At
90 plus degrees, direct sunlight, rain,
moisture, constant heating and cool-
ing are going to destroy all but the
very best tapes. The weak ones
break, they sliver, the glue transfers
and create a mess that no shop
wants to deal with,” John Sr. added.

The Vibac Group is one of the
world’s leading privately owned com-
panies focused on the development
and manufacturing of a diversified
line of specialty packaging films and
pressure–sensitive tapes. The com-
pany began its activities in the 1960’s
in the field of cloth adhesive tapes
and progressively diversified through
manufacturing adhesive packaging
tapes, polypropylene films for indus-
trial use and food packaging.

Today, the Vibac Group manu-
factures a wide range of packaging,
and masking tapes for various appli-
cations that cover several markets.
Featuring a wide variety of masking
tapes designed specifically to cater
to most all automotive applications,
the Vibac Group has been making
pressure sensitive tapes since the
1970s. The company currently oper-
ates a total of 6 production facilities
across the globe using the latest
technologies and employing over
750 people who are proud to deliver
“top notch” performing products to a
large variety of markets.

The tape adheres to all vehicle
surfaces well, including trim.

The DiMino family (l to r): Stephanie, Dorothy, John Jr., John Sr. in
front of Black Horse Auto Body.

Black Horse uses two dimensions
of Vibac #313.

by Autobody News Staff Black Horse Auto Body
Location: 1502 E Ridge Pike,
Plymouth Meeting, PA 19462

Telephone: 484-680-7097

Company At  A Glance...

Type: Collision Repair 

In Business Since: 1953

Number of Locations: One

Vibac Group
12250 Blvd. Industriel
Montreal, Canada. H1B 5M5
Lion Sedov
Marketing Manager
Phone: (514) 640-0250 x 349
Fax: (514) 640-6702
lion.sedov@vibac.com



     

            
  

ADVERTISING
INQUIRIES?     Email us: advertising@autobodynews.com

Autobody News produces the
Shop and Product Showcase
insert twice yearly
2016 Schedule:
                    June and October

Download a PDF at:  http://www.autobodynews.com/sps/product-showcase.html

P.O. Box 1516, Carlsbad, CA 92018

800-699-8251

   
  

 
 

 

  
  

  

 
   

  

 
  

 

  
  

 

  

 

  
  
 

  
  

 

    
 

   
   
 

 
 

  

  
 

 

 
   

 

   
 

  

  
  

 

  
   

 

  
    

 

  

 

 
  

  

 
   

  

  
  
 

  
   

 

Trevor Peterson and Chris O’Flanagan from Osceola Auto Body

   

Ink & Iron’s Hilary Noack (third from left) and her all-woman crew

Klint Green and Eric Locke of BK Racing

Adam Stone of Stone Color Studio
      


