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M & M Paint & Body Shop in El Cen-
tro began transitioning to a lean shop
after attending a Sherwin-Williams Au-
tomotive Finishes (SWAF) “Ecolean
Course” about a year ago. Nuventory,
an inventory management software so-
lution for the collision repair industry,
and 3M Automotive, also aided in the
shop’s “lean journey,” which started 13
months ago. The course focused on
three central tasks that, according to
SWAF, help increase profitability on
all fronts:

1. Making sure everything is put
away in the correct place after each
job.

2. Ensuring that all workers use
an accurate amount of each material
in order to prevent waste.

3. Holding employees account-
able for their actions.

These three tips fall in line with the 5
S’s—sort, set in order, shine, stan-
dardize, and sustain—that were em-
phasized during the SWAF courses.

The California shop adopted and
implemented Nuventory’s Standard
Operating Procedures (SOP), which

allows them to manage their materials,
track usage, and streamline ordering to
“just-in-time” inventory, according to
Nuventory CEO Leslie Ross.

“Using Nuventory’s technician
usage tracking, M & M is able to gain
visibility on materials per hour and
pinpoint where there might be waste,
or needed training,” added Ross.

“There is no need to hand out
whole boxes of sand paper or gallons
of body filler,” and if too much waste
is being produced by an employee, the
issue can be corrected in an efficient
manner, explained SWAF sales asso-
ciate Hilary Castro.

Ross trained co-owner Rosie
Magos on how to most effectively uti-

lize her inventory management system.
“There are visible indicators of

lean and there are also some invisible
indicators.  Customers who get to see
the body or paint department can only
see the visible indicators,” explained
the independent shop’s co-owner,
Rosy Magos. “In a small town like
ours, most people walking into a body
shop expect to see a dirty place where
everyone is tripping over parts, untidy
technicians, etc. Our shop has never
been that bad, but focusing on the 5S
part of lean has made us prouder to
allow customers to see their vehicles
during repair. The shop in general
looks like a dealership.”

Magos said her ‘internal cus-
tomers’ (employees) are the ones who
get to react to the individual indicators,
which include a more profitable shop,
more money in the tech’s pockets, ve-
hicles driving out in a shorter amount
of time than before, and a lot less un-
happy customers.

“Technicians are now more en-
gaged in what makes them money ver-
sus moving around clutter to try and
move a car, get a part, or find a part, or
worrying about running out of a spe-
cific material when you need it the

most, etc.,” said Magos. “This
translates to less frustration
for them and less work for
me.”
Magos added that, not only

are jobs completed a day or
two ahead of the previously
scheduled out date, but profit
has increased 27 percent in
the last year.
“It took a good three months

to start seeing real results and
start calling ourselves ‘lean,’
but one thing I learned at the

Eco-Lean Courses from Sherwin-
Williams was that this is a journey and
not a destination. Which
means…we’re not there yet,” said
Magos. “We’ve made tremendous
progress ... but we’ll never arrive to
perfection. Products keep changing,
vehicles keep changing, and new ideas
on how to save time, space, materials,
and money keep popping up in your
minds. Every new job is another chal-
lenge to pair up the right technician,
with the right tools, using the right
materials at the best price, getting the
right parts undamaged and on time,
the right timing to get to paint, the
right time to have it washed and up
front for the customer to pick up with-

out disturbing their plans for the day,
etc. We keep working at it. Everyone
participates in the brainstorming of
new methods, tips, tricks, etc. and we
keep making progress day-to-day.”

Castro explained that with insurance
demands at an all-time high, as well as

consolidators growing at a rapid pace, it
is vital for independent shops to become
as lean as possible.

“M & M has had to rethink how
they run their business. The old tradi-
tional way of running a collision shop
has changed dramatically,” said Cas-
tro. “It is more important than ever to
utilize trusted vendors that can assist

with a shop’s journey.”
3M Account Representative Ar-

mando Munguia has helped train each
department on OE recommendations
for tracking waste with a new program
that the company has developed called
Performance Analysis Tool (PAT).

“Utilizing PAT, we were
able to measure and control
cost, capitalize on potential
revenue opportunities, drive
productivity, cycle time and
CSI improvement, explained
Munguia. “We created an Ap-
proved Product List (APL)
based on 3M SOPs in each de-
partment. With the proper
training, willingness and abil-
ity to make changes, our goal
was to increase sales-reduce
cost and improve profitability.”

Magos offered the following ad-
vice to shops looking to begin their
lean process:
■ Inquire where to get the training.
Your paint rep should be able to con-
nect you to lean seminars offered all
over the country. We were approached
by Hillary Castro, our paint rep, re-
garding attending Eco-Lean I Semi-
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CA Body Shop Sees Almost 30 Percent Increase in Profit After a Year of Lean Processes

The lean process puts emphasis on organization and
labeling

Color-coding helps identify what repairs are needed for
each job



don’t need to be a mathematician or a
car designer to know that today’s ve-
hicles will be much different in a
decade, and even two to three years
from now.

5) The Age of Differentiation
With so many players’ names on the
scorecard, how do you stand out from
the rest of the bunch? Unless you’re
Mike Trout, you may need the right
tools, equipment and training to get
noticed by the consumers, commu-
nity and insurance companies—all of
which are crucial to the success of
your business. When a consumer is
doing its diligence and looking for the
best shop to work with, certifications
can surely be the tipping point and
often are.

In closing, Clark made the state-
ment that, “Any shop will always be
able to fix a vehicle wrong—but
without the proper tools, equipment
and training they will never be able to
fix it right. Do you have what it
takes? If so, make sure that the con-
sumers know this and get certified.”

nar. We were very glad we did. In fact,
we were so excited about the whole
concept of “lean” (not just the 5S
part), that for the Eco-Lean II we also
took with us our Production Manager
and our Parts Manager all the way
from California to Florida. The in-
vestment was well worth the cost.
■ Put your seat belt on and be ready
for a rough ride. But if you concentrate
on the PRIZE instead of the PRICE,
the rough ride will be more bearable.
Tough times don’t last, tough people
do.
■ Be patient and persistent. The hard-
est thing is changing habits. If it’s
hard to change your own habits, try
changing all your team at once. Be
very patient. As the saying goes, “A
swift sea never made a skillful sailor.”

Magos concluded, “I went about

this the hardest way. I knew I wouldn’t
get a buy-in from the techs until they
started noticing that there was any ben-
efit for them; the typical ‘What’s in it for
me’ mentality. As John Maxwell stated,
‘A manager says: ‘go,’ a leader says:
‘let’s go.’ I led the way by making many
changes until there were measurable re-
sults, and then they bought into the con-
cept. I’ve heard of shops doing this in a
weekend. I don’t see how that would
have been possible for us. Maybe just
the 5S part, but the habit forming and
the total buy-in takes time, patience,
focus, a true love for what you’re doing
and your people and perseverance.”

M & M Paint & Body Shop is lo-
cated at 503 E Main St, El Centro, CA
92243. To learn more about the shop,
visit their website at:
http://mmbodyshop.com/.
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Mercedes-Benz Recalls To Fix
Tail Lights and Gas Leaks
Mercedes-Benz has announced two re-
calls that will see over 33,000 vehicles
recalled. The largest of the two in-
volves 30,141 cars that can suffer LED
tail light failures. Mercedes-Benz says
over 30,000 cars have LED tail lights
that may not illuminate on the sides, a
violation of U.S. federal safety stan-
dards. The automaker says the affected
model years include the 2015 CLS 400
and CLS 400 4matic, 2012-2015 CLS
550 and CLS 550 4matic, 2012-2013
CLS 63, 2014 CLS 63 and 2014-2015
CLS 63P. Mercedes first learned of the
problem in December 2014 during a
routine quality check on CLS-class
cars. An investigation found a possible
problem with software coding, then a
later investigation confirmed inaccu-
rate coding caused the LEDs in both
tail lights to fail. Dealers will make
sure the LED tail lights keep working
by updating the lighting controller soft-
ware. Over 3,000 model year 2015
Mercedes-Benz C300 4matic and
C400 4matic cars are recalled to fix gas
leaks that could cause a fire. Mercedes
says the fuel delivery module might
not be properly attached to the gas
tank. In addition, electrical wires used
to connect the delivery module might
have been pinched between the gas
tank and the delivery module.
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TX Scam Artist Used Deceased MS Man’s Identity to Sell Truck
A Texas man was sentenced to five
years in prison for pulling off an in-
ternet scam that involved selling a
non-existent 2003 Ford F350 using a
deceased Mississippian’s identity.

John Wiggins, 52, of Round
Rock, TX pleaded guilty on April 15
in Lafayette County Circuit Court in
Mississippi to two counts of Fraudu-

lent Use of Identity involving a
Craigslist scam.

He was ordered to pay full resti-
tution of $3,500 to the victims of the
scam, one a resident of Colorado and
the other a resident of Oklahoma.
Wiggins was able to obtain money
from the victims who were trying to
purchase the truck.
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