
TOOLS   / /   TECHNIQUES   / /   TESTIMONIALS

INSIDE THIS ISSUE

AkzoNobel
Rusty Eck Ford’s Collision Center
Wichita, KS 2-3

Axalta Coating Systems
Go!’s Collision Repair Centers
Waukesha, WI 4-5

SATA
Precision Frame & Body Shop
Santa Rosa, CA 46-47

Spanesi Americas
Accurate Auto Body
Redmond, WA 48-49

USI of North America
Gabe’s Collision and Claims Center
Bu!alo, NY 50-51

CCC Information Services, Inc.
Artistic Auto Body
Tigard & Wilsonville, OR 8-9

Matrix Electronic Measuring, Inc.
Big Sky Collision Center
Billings, MT 30-31

Mitchell International, Inc.
Collision Concepts, Inc.
Lincoln, IL 32-33

Mobile Environmental Solutions
Friendly Chevrolet Collision Center
Dallas, TX 34-35

Orio Auto Parts
Fred Beans
Doylestown, PA 36-37

Reliable Automotive Equipment
Amato’s Auto Body
San Diego, CA 44-45

Global Finishing Solutions
Wreck A Mended
Omaha, NE 16-17

Goliath Carts
Toyota Carlsbad Collision Center
Carlsbad, CA 18-19

Hyundai
Red Hill Collision
Costa Mesa, CA 22-23

GYS USA 
F. Lofrano & Son, Auto Body Repair
San Francisco, CA 20-21

Valspar Refinish
Auto Exteriors, LLC
Lancaster, SC 52-53

Equalizer
Rydell Collision Center and Glass
Grand Forks, ND

12-13

Polyvance
Metro Ford Collision Center
Independence, MO 38-39

LKQ Corporation
Paci"c Elite Collision Centers, Inc.
Downey, CA 24-25

Vibac
Paint Zoo
Langhorne, PA 54-55

Chief Automotive Technologies 
Precision Auto Body
Reseda, CA 10-11

PPG Automotive Refinish
Northside Lexus
Houston, TX 40-41

Lusid Technologies
Ponto’s Auto Service
Bradenton, FL 26-27

Eco Repair Systems
Priority 1 Automotive Group
Rockville & Parkville, MD

14-15

Prospray Finishes
Piscataway Auto Body
Piscataway, NJ 42-43

Matrix Automotive Finishes
4 Wheel Kustoms and Collision
Independence, OH 28-29

BASF Automotive Refinish
DARCARS Automotive Group
Bethesda, MD 6-7

October 2016  //  www.autobodynews.com BROUGHT TO YOU BY:

   
    

      

 
 

 
 

 

   

 
 

 
 

  
 

 
 

 
 

 

SHOWCASE
October 2016  //  www.autobodynews.com BROUGHT TO YOU BY:

SHOWCASESHOWCASESHOWCASESHOP SHOP ANDAND PRODUCT PRODUCT



2 OCTOBER 2016  AUTOBODY NEWS   |   Shop and Product Showcase



Shop and Product Showcase   |   AUTOBODY NEWS OCTOBER 2016 3

Large Collision Center Paints 5,000 cars Annually
with Sikkens by AkzoNobel

Every day is a busy day at Rusty
Eck Ford’s Collision Center in Wi-
chita, KS. That’s because the
shop has 20 employees, juggles
10 DRPs, operates a Quick Re-
pair Lane and fixes approximately
400 vehicles every month out of a
28,000 square-foot location. While
many managers might feel rushed
by this crazy production schedule,
Rusty Eck Ford’s Collision Cen-
ter’s Director Steven Fielding
likes it this way.

“Our attitude here is ‘let’s keep it
moving,’” Fielding said. “We paint
roughly 10 cars every day without
interruption, so we don’t have time
to re-do work and of course, come-
backs can kill any shop. We also re-
condition a lot of cars for our used
car lots and do a fair share of fleet
work here. In a high production fa-
cility like ours, we need a paint
that won’t fail us and that’s why
we use Sikkens made by AkzoNo-
bel.”

The history of the Rusty Eck’s
dealership group is a story of a self-
made man with a family that sup-
ported him and shared his passion.
In 1953, O.L. “Rusty” Eck bought
the only Ford dealership in his
hometown of Haven, KS and imme-
diately began upgrading the facility,
including the addition of a collision
center. Fourteen years later, Eck
acquired a second dealership in the
Wichita, KS area and today the
company owns and operates a total
of seven locations in Kansas and
Missouri.

Fielding has been on the man-
agement side for the past two de-
cades, which is impressive when
you find out he is only 40. He cred-
its much of his success in the colli-
sion repair industry to a great men-
tor that he worked with during
those learning years. “At one of my
first jobs, I got to work hand-in-
hand with one of the owners there
and I guess he saw that I had
some talent, because he put a lot
of faith in me. He put me through
a lot of trials and tribulations and
was pretty hard on me, but it gave
me the opportunity to be a man-
ager and I sure learned a lot from
him.”

At Rusty Eck Ford’s Collision
Center, the paint crew sprays
Sikkens waterborne paint to achie-
ve optimum results and be more
environmentally responsible, Field-
ing explained. “We use the Sikkens
Autowave waterborne system and
it has been a great product for us,”
he said. “We’re happy with it and
our painters love it too, so it’s a
win-win across the board. On top
of it, we’re being green, which is
also a big deal.” 

Why did the collision center
choose to switch over to using pri-
marily a waterborne system, even
though its use is not mandated in
Kansas? “In the end, it came down
to two things – cutting down on our
waste disposal and being a green
operation,” Fielding explained. “By
using the Sikkens Autowave water-
borne system, we have been able
to cut our waste by at least 50%, so
that’s huge. Plus, the quality of the
finished product is excellent, so we
are not sacrificing or compromising
anything by using the waterborne.”

For accurate color matches, the
Rusty Eck Ford’s Collision Center
uses a digital color retrieval system
designed by AkzoNobel. “It makes
it so easy and all of our painters
know how to use it,” Fielding said.
“We’re hitting our colors 90% of the
time the very first time and that
means it’s helping our cycle times,
which is exceptional. It makes life a
lot easier when you can dial them
in like that.”

As a member of the Acoat Se-

lected Program, which actively helps
members to create a sustainable
business and build a robust cus-
tomer base while achieving higher
profits, Rusty Eck Ford’s Collision
Center is tapping into all of the ben-
efits available to him through this
world-class program.

“It’s a great program, because
they truly help us to be a better
business by showing us how to im-
prove our repair processes; track-
ing customer satisfaction and other
key indicators; sharing best prac-
tices in live events and on the web
and providing additional training
for technical and other personnel
when needed. They can also as-
sist us with our marketing through
print, internet and other media.
AkzoNobel is an experienced and
knowledgeable consultant for us
and we value their assistance and
advice. We’ve integrated a lot of
what they’ve taught us here at the
shop and I can say they’ve really
helped us in a significant way.”

Performance, durability and re-
liability are always the three main
things that any body shop owner or
manager demands from any paint,
according to Fielding. “With three
painters pushing out the work, we
need a finished product that will
look great, hold up and impress
our customers and we get that with
the Sikkens. We love to see the ex-
pression on the customer’s face
when they come in to pick up their
car. We never tire of that and I don’t
think we ever will!”

Rusty Eck Ford’s Collision Center’s
Director Steven Fielding also 
appreciates the planet-friendly 
aspect of using the Sikkens 
Autowave waterborne system.

Rusty Eck Ford’s Collision Center in Wichita, KS values their relationship
with AkzoNobel and happy to be spraying Sikkens as they repair
roughly 400 vehicles every month.

Head Painter Sam Frail likes the
Sikkens Autowave waterborne
system for an amazing finished
product each and every time.

by Autobody News Staff Rusty Eck Ford’s Collision Center  
Wichita, KS 
(316) 689-4450
www.rustyeckservice.com 

Company At A Glance...

Type: Collision Repair

Facility Employees: 20

In Business Since: 1953

DRP Programs: 10

Number of Locations: One

Combined Production Space:
28,000 square feet 

AkzoNobel
1845 Maxwell Drive
Troy, MI 48084
www.akzonobel.com
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Axalta Products and Training Help Goff’s Collision
Repair Centers Succeed

Next year, Goff’s Collision Repair
Centers in Wisconsin will be cele-
brating 50 years of business. An-
gela Goff, who co-owns the MSO
with her father, Robert Goff, cred-
its their success and growth to well-
trained technicians equipped with
the latest technology.

“Our technicians are OEM cer-
tified for several OEMs, as well as
I-CAR Gold Class,” said Angela.
She added that she has sent tech-
nicians to the east coast to become
Toyota and Lexus certified. “We in-
vest a lot in training our folks."

Goff’s Collision Repair Centers
added an aluminum clean room two
years ago when they began work-
ing heavily on aluminum vehicles.

“Everybody who works for us is
certified to use aluminum repair
tools,” she said. The MSO also im-
plements specific repair planning no
matter how minor or drastic the dam-
age.

“We do a complete disassem-
bly of every vehicle that comes in.
We have different technicians work
on the vehicle in different stages
throughout the repair process,” said
Angela.

Customers seem to appreciate
it.  “Their vehicles are being looked
at one time for hopefully one sup-
plement,” Angela explained. “We
can find everything additional if
needed at that time, instead of mul-
tiple times throughout the repair
process.”

Goff’s Collision Repair Centers
also go above and beyond to stay
environmentally friendly, from recy-
cling paper in the office to utilizing a
compressor to recycle air.

“At every opportunity we get, we
will repair a panel instead of replac-
ing it,” she said. “We also use plastic
nitrogen welders, which allow us to
repair a lot of bumper covers instead
of throwing them in the landfill.”

Angela added that all six shops
switched to LED lights, which allows
them to earn energy credits. Their
lights also run on motion sensors.

When it comes to paint, the
MSO started using Axalta Coating
Systems about four years ago for
both waterborne and solvent-based
coats.

“Axalta’s greatest value besides
their products is their people,” she
said. “They send consultants to help
with anything from finding talent, to
pay plans, to training our staff, to
customer services; you name it.
They’re a great group of people who
come in and help you run your busi-
ness and create processes that take
you to the next level.”

When Autobody News asked
Angela what her top concern is as a
shop owner, as well as for the in-
dustry as a whole, she had the same
answer. “My number one concern
beyond a shadow of a doubt is peo-
ple; we don’t have enough people
coming into our industry who are
skill-trained, or just in general,” she
said. “There is a severe lack of help
and interest.  If I were to give you my
top three concerns, they would be
people, people, and people."

And Angela’s concerns don’t
end at technicians. Angela contin-
ued, “Estimators as well, even down
to customer service; people who are
able to communicate and have in-
terpersonal communication skills
seem to be a thing of the past, es-
pecially with smartphones and other
forms of communication. Communi-
cating face to face seems to be a
lost art form.”

The shop owner has tried to
combat the issue by joining the
board at a local technical college. 

“It helps for these younger peo-
ple to have an interest in automo-
biles, as well as parents who are
supportive of you going into this in-

dustry versus a four-year college,”
Angela explained. “Even if we are
able to get students interested in
pursuing this as a career opportu-
nity, a lot of parents may feel it’s not
a suitable path for their child.”

She also recruits students from
the local college to work at Goff’s 
Collision Repair Centers. “Because
of the way we do things in our
shops, we are able to hire appren-
tice techs and pair them with a
more experienced tech,” Angela ex-
plained. “In our old system, it was
every man for himself, but because
we have changed to teams, we are
able to bring younger people in with
lower skill levels.”

Angela is also a member of the
National Auto Body Association
(NABC), the Society of Collision Re-
pair Specialists (SCRS), Automotive
Service Association (ASA), and the
local I-CAR.

Another way she stays in touch
with colleagues and customers is
through social media and updating
the shops’ website.  “We use Face-
book and Twitter, and we just laun-
ched a new, more automated web-
site a few weeks ago,” Angela ex-
plained. “Customers can make ap-
pointments online in real time by
viewing what times are available.
We’ve had a huge influx of people
using our website, which reduces
number of phone calls to shop.”

Look for Goff’s Collision Repair
Centers in Waukesha, Pewaukee,
Germantown, West Allis, New Berlin,
and Oak Creek.

Clean and refurbished vehicles
under the shop’s LED lighting.

Inside the Goff’s Collision Center facilities.

Goff’s Collision Center waiting
room, where customers can relax
while their vehicles are repaired.

by Autobody News Staff Goff’s Collision Repair Centers  
Location: Waukesha, WI 
(262) 650-1900
www.goffsautobody.com 

Company At A Glance...

Type: Collision Repair

Facility Employees: 100

In Business Since: 1967

DRP Programs: 25

Number of Locations: Six

Combined Production Space:
90,000 square feet 

Axalta Coating Systems
Company Contact: Heidi Stilwell
heidi.stilwell@axaltacs.com
(610) 358-5353   
www.axaltacs.com/corporate/en_US.html
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Excellent Results from BASF’s R-M Onyx HD 
Leads to DARCARS Success

When it comes to running a success-
ful collision repair shop, there are
many important decisions to be
made, including the selection of a
high-performance paint. Over the
years, DARCARS Automotive Group
has found that by using BASF’s R-M®

Onyx HD® line, their body shops have
increased cycle time, saved costs
and enhanced customer satisfaction.

Located on the East Coast of the
United States, DARCARS was es-
tablished in 1977 by John Darvish
Sr. The family-owned and operated
business has now grown to include
more than 23 locations and 10 colli-
sion repair facilities in Maryland, Vir-
ginia and Florida. DARCARS repre-
sents more than 30 brands and is
one of the largest automotive deal-
erships in the United States.

This past summer, the company
opened its 10th body shop, three of
which are Toyota certified. “I think
we’re unique due to our sheer size
and the volume we do,” said Chris
Booker, corporate director of colli-
sion center operations. DARCARS
repairs approximately 20,000 cars
a year and total annual sales are
about $40 million. 

BASF R-M Onyx HD was de-
signed to reduce processing time in
the shop and provide a faster spray
time and quicker drying times, which
Booker said ultimately improves
throughput and lowers labor costs.
In regard to cycle time, the applica-
tion time of Onyx HD is 3.2 minutes,
flash-off time is 8.4 minutes and
process time is 11.6 minutes.

When Booker first joined DAR-
CARS two years ago, the collision
repair shops were already using
BASF Onyx HD and he was familiar
with the paint line from his previous
job. “It’s a solid performing product,”
said Booker. “Onyx HD plays a strong
role in cycle time. The product’s ap-
plication and finish times are minimal,
allowing us to refinish more cars
throughout the day.”

Booker said BASF offers very
good service and backs their prod-
uct very well, too, including online
and phone support as well as work-
shops and hands-on training; BASF
technicians conduct regular educa-
tional sessions at DARCARS. De-
pending on their specific needs,

BASF will come in and work along-
side the 15 painters employed at the
collision centers.

In addition, quarterly meetings
are held with the collision shops’
managers. “BASF comes and lets
us know how we are doing as far as
product usage compared to our com-
petitors,” said Booker. 

He said the training and informa-
tion provided by BASF has been very
beneficial. “It allows us to find out if
we’re using too much clear, compared
to how many cars we’re repairing per
month,” said Booker. “We’ll go over
the usage reports for the quarter and
see if we are in line on primer or clear
coat, etc. It’s very helpful.”

As a result of BASF’s assistance,
DARCARS has cut back on their
paint usage by 10 percent compared
to 2014. This helps with costs and
saves an enormous amount of time
for technicians, ultimately strengthen-
ing their bottom line.

Booker’s advice to other shops in
the industry is to utilize the tools of-
fered by BASF. “You can have BASF
techs come out to your shop to men-
tor your employees and make sure
they aren’t overusing product,” he
said. “This coaching can help your
technicians learn how to pre-manage
the color match process, which sa-
ves time and product.

“They provide so much support
that anywhere in the paint process,
whether it is in the body shop or the
paint shop, they have people to help
you solve whatever problem you are
having,” Booker added.

Onyx HD can be matched to
both solventborne and waterborne

OEM coatings. It also keeps the
shop compliant with today’s strin-
gent VOC regulations, and allows
them to offer clients an environ-
mentally-friendly product.

In addition to helping customers
find a vehicle to purchase at one of
their dealerships and repairing ve-
hicles that have been in a collision,
DARCARS also supports the local
community. 

Throughout the year, the compa-
ny sponsors a variety of events such
as the “Walk Off Parkinson’s” annual
fundraiser. More than 100 employ-
ees have participated in the 1.5 mile
walk each year. The company held
its first DARCARS Family Day in
2015 to reinforce the importance of
families spending time together.

“For the first time in history, we
shut down all of our stores and invited
our employees to bring their families
to Kings Dominion for the day,” said
John Darvish Jr.

Other events sponsored by DAR-
CARS include food festivals such as
Taste of Georgetown and Taste of DC
as well as fundraisers for cancer re-
search.

With an emphasis on fostering
strong family and community relation-
ships, Booker said the employees re-
ally enjoy taking part in the community
events planned by DARCARS, which
help them bond and socialize. “It’s
good for employees to take a break
and get out together,” said Booker.
“When we first started DARCARS, we
never imagined we’d been fortunate
enough to partner with so many cau-
ses near and dear to our hearts in the
communities we serve.”

DARCARS Collision Center in
Rockville, Maryland is one of the
company’s 10 collision repair
facilities.

DARCARS painters rely on BASF Onyx HD to produce factory-like
finishes on the vehicles they repair.

Computerized mixing of the BASF
Onyx HD product helps DARCARS
offer their customers an optimum
color match.

by Autobody News Staff DARCARS Automotive Group
Location: Bethesda, MD 
(240) 800-5644 
www.darcars.com 

Company At A Glance...

Type: Collision Repair

Facility Employees: 300

In Business Since: 1977

DRP Programs: Eight

Number of Locations: 10

Combined Production Space:
Approximately 165,000 square feet 

BASF Automotive Refinish
Company Contact: Thaddeous Green
(Business Development Manager)
(248) 727-3648
Thaddeous.green@basf.com
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CCC ONE® Management Suite Does it All
For 2-Shop MSO

Artistic Auto Body in Portland, Ore-
gon juggles 15 DRPs and repairs
550-600 vehicles every month, rain
or shine. With more rain than shine
in many cases, Oregonians get in
their fair share of accidents. When
that happens, Artistic’s two locations
are ready to fix these vehicles and
get them back to their pre-accident
condition, artistically and with quality
and safety in mind. 

Stacy Howard, 34, is the gen-
eral manager of Artistic Auto Body,
a shop that was founded by Terry
Mostul back in 1982. In her sixth
year at the company’s helm, Ho-
ward’s family owns a heavy equip-
ment business, which gave her
quality experience growing up. As a
teenager, she started as a recep-
tionist at a body shop in Memphis,
Tennessee before moving up the
ladder at Artistic Auto Body.

Stacy learned the business by
working in almost every capacity
available in a body shop—customer
service, parts and estimating. She
even touched a few vehicles on oc-
casion. “I worked on a few cars, but
they finally said no thanks—we pre-
fer you working on the other side,”
Howard said. “It was definitely not
my cup of tea, but I did it to learn as
much as I could. It also helped me
to write better estimates and to bet-
ter manage technicians.” 

It must have been a great learn-
ing experience, because rather
quickly she was running the Tigard
location. “I like this industry and I love
my job because I get to do a lot of dif-
ferent things all the time,” she said.
“They call me ‘Ricochet’ around here
because I am always moving, multi-
tasking and getting things done. It is
very satisfying.”

Another satisfying experience
for Howard and the rest of the team
at Artistic Auto Body is their rela-
tionship with CCC and its manage-
ment system. “We work with several
top-level people at CCC, because
we really try to stay ahead of tech-
nology, and my IT guy, Greg Stre-
jan, and I know this program very
well. We are one of those shops that
is constantly sending the CCC staff
suggestions about features that

would work well for us. We’re al-
ways trying to be as efficient as we
can, so knowing how to use every
module of our CCC ONE manage-
ment system better is really benefi-
cial.

“We recently launched the CCC
ONE electronic parts ordering sys-
tem with a major car dealership here
in town and we were one of the first
in the Portland area to do that,”
Howard said. “Any time new mod-
ules come out, we will normally co-
mmunicate at length with the peo-
ple at CCC because we want to
provide feedback as well as learn
as much as we can about the mod-
ules.”

The estimators and technicians
at Artistic Auto Body use CCC ONE
UpdatePlus to keep customers in
the loop about their repairs via text
messages that include pertinent
shop and estimate information. “It
really helps us to streamline our
customer contact and communicate
back and forth through CCC,” Ho-
ward said. “It also can allow us to
identify how to communicate with
our customers, which is very help-
ful. If they want to be updated daily
or every other day, for example, Up-
datePlus will tell us that. This way,
we don’t have to waste any time
opening and re-opening files or
break down notes on who needs to
be called and when.”

Artistic Auto Body uses every
module available from CCC, includ-
ing its parts module and another
called Central Review. “The parts

module is essential, because we use
it to track every part and its status--
ordered and on its way or in the
shop--and also, of course, returns.
With the Central Review module, it
allows us to act more like a MSO by
providing a single point of contact to
our insurance partners. In addition,
it enables us to submit documents
that are compliant and reviewed in-
ternally for consistency before they
go out.” 

CCC ONE Repair Workflow en-
ables shops to complete repairs
faster and more efficiently while cap-
turing more business. It also fea-
tures digital signature capabilities,
allowing customers to authorize re-
pair work right at the vehicle using
the CCC ONE Touch application on
a mobile device. “We use the tablets
here, which means we can do esti-
mates, check part prices and order
parts from the curb, which is very
convenient. It’s easy to use and
once our estimators become profi-
cient, they can use it to educate the
customer, which is great,” Howard
said.

To say that Artistic Auto Body is
all-in when it comes to CCC ONE is
a major understatement. “Almost
every one of our 80 employees—
technicians, painters, estimators,
front office staff—even our detailers
use CCC ONE to some degree,”
Howard said. “The only person here
who does not use it is our mainte-
nance guy, but if there was an app
to help him with his job, we’d have
him using it, too!”

Rachel Delestatious is fully-trained
and adept at using CCC One, along
with almost all of the 90 employees
at Artistic Auto Body. 

General Manager Stacy Howard at Artistic Auto Body in Oregon is a
CCC One believer, because she sees it help her shops every day.

Estimator Guillermo Ulloa is more
effective at his job by using CCC
One.

by Autobody News Staff Artistic Auto Body 
Location: Tigard & Wilsonville, OR
(503) 639-9200
www.artistic-autobody.com

Company At A Glance...

Type: Collision Repair

Facility Employees: 80

In Business Since: 1982

DRP Programs: 15

Number of Locations: Two

Combined Production Space:
65,000 square feet (combined)

CCC Information Services, Inc. 
Company Contact: Tom Williams
Phone: 877-208-6155
www.ccc-one.com 
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Precision Auto Body Has Used Chief Automotive
Products Since 1970s

As a female shop owner in a male
dominated industry, Audrey Coletta
has had to go above and beyond to
earn respect and maintain a suc-
cessful business. 

“More and more women are
joining the industry, but there still
aren’t many female shop owners,”
Coletta explained. “It’s been a chal-
lenge; most men assume you don’t
know what you’re talking about.”

“I’ll take a customer through the
shop and give them an idea of the
process and what the vehicles go
through,” Colette said. “There have
been times where they’ve said,
‘Wow you know your stuff,’ and I re-
spond, ‘Yeah, I have to!’”

Precision Auto Body, located in
Reseda, CA, is a family-owned shop
that Coletta took over when her fa-
ther retired. The single location shop
has been in business since 1960.

“We have had two employees
who passed away and had been
working here for 20 some years,”
she said. “Our newest tech has
been with us for 3-4 years, while the
other three have been with us for
10-14 years.”

Coletta added that the shop
places special emphasis on em-
ployee retention.

“We invest a lot of time and
money in training, and have been
really fortunate with creating a great
team,” she said. 

Precision Auto Body special-
izes in high-end cars, is certified by
Mercedes-Benz, Porsche, and Audi,
and is BMW Factory Trained.

“We are Elite Certified by Mer-
cedes, so our technicians are re-
quired to go for training twice a year
in Texas,” Coletta said. 

The shop invested in an alu-
minum clean room a couple of years
ago, but has been working on alu-
minum parts for a while.

“What’s different now is that
we’re working on aluminum struc-
tures, where before we worked on
Lamborghini and Ferrari aluminum
parts,” she explained. “When deal-
ing with the integrity of the structure
of the car, the technique and equip-
ment are different. 

“You have to be highly trained in
order to do it properly.”

Precision Auto Body is in the
process of adding Maserati to its re-
sume, especially since the manu-
facturer is becoming even more

exclusive with its certification.
“We bought the Globaljig Pre-

sented by Chief Super Rotax bench
so we could become certified by
Maserati,” Coletta said.

She added that she has been
highlighting the Globaljig bench on
the shop’s Facebook page.

Precision Auto Body started
using Chief products in the 1970s
when the team purchased its first
EZ Liner. In 2005, the shop replaced
it with a newer model.

“The EZ Liner was our first piece
of major equipment and has been
very good to us,” Coletta said.

According to Chief’s website,
the company offers the industry’s
most extensive line of collision re-
pair equipment, including frame ma-
chines, measuring tools, anchoring
systems, welders, aluminum repair
equipment, and vehicle specifica-
tions.

The shop owner added that Pre-
cision Auto Body is 100% dealer-re-
ferred with its own customer clientele.

“We have been named Best of
the Best by Mercedes-Benz,” Co-
letta said. “Only a handful of shops
across the nation have that label.”

The Los Angeles County shop is
not a DRP for any insurance com-
pany, which, according to Coletta,
allows them to work more for the
customer than the insurance com-
pany.

“It can be an uphill battle and
sometimes adds to the repair time,
but it allows us to fix a car according
to manufacturer specifications,” she
explained. “We are able to spend
more time on quality.”

Coletta said that while a lot of
DRPs don’t like to do big repairs be-
cause it slows their process and im-
pacts their numbers, Precision Auto
Body is able to take on heavy hits. 

“We’ve been known to basically
remanufacture a car,” she said. “We
take it down to the bones and bring
it back to pre-accident condition.” 

Coletta said that being an inde-
pendent shop also allows her to jus-
tify hours more easily. 

“Our techs recognize the bene-
fits of working here,” she added.  

Although Coletta is currently
able to provide her employees with
health insurance, dental, vision,
and a 401(k), she worries that the
increasing minimum wage in Los
Angeles County will threaten that.

“Minimum wage goes up every
year and will be $15 an hour by
2020,” she explained. “It’s really dif-
ficult to fight for that labor increase
with insurance companies.”

She added that the increase
doesn’t only impact cost of labor,
but also workers’ comp and payroll
taxes, along with other expenses. 

“Even though we’re a small busi-
ness, we’re able to give good bene-
fits,” Coletta said. “I worry about
whether I’ll be able to afford that in
the future.”

She added that the regulations
in Los Angeles County can also
conflict with the quality of service
and profitability.

“You used to be able to hire a
tech anywhere, but because of all
the training and certifications, you
just can’t just do that anymore,” Co-
letta explained. 

Many of the regulations in Los
Angeles County are put in place to
keep shops environmentally friendly.
Precision Auto Body has gone past
the requirements to maintain a green
shop.

“We have invested in a stream-
lined computer system that helps us
save paper as well as solar panels
and LED lights,” Coletta explained.

Precision Auto Body recently
added a Globaljig Presented by
Chief Super Rotax bench as the
shop pursues Maserati 
certification.

The front entrance of Precision Auto Body, located in Los Angeles County.

Precision Auto Body invested
in an aluminum clean room a
couple years ago to keep up
with manufacturer certifications.

by Autobody News Staff Precision Auto Body
Location: Reseda, CA
(818) 888-7654
www.pabbodyshop.com

Company At A Glance...

Type: Collision Repair

Facility Employees: 36

In Business Since: 1960

Number of Locations: One

Combined Production Space:
25,000 square feet

Chief 
996 Industrial Drive
Madison, IN 47250
(800) 445-9262
www.chiefautomotive.com/Global-jig 
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Maryland Collision Centers “Driven to Excellence” Using
Innovative Products from EcoRepairSystems.com™ 

Priority 1 Automotive Group often tells
its customers the company is “driven
to excellence.”

In order to fulfill this mission, the
Maryland-based business makes
every effort to utilize high-quality, de-
pendable equipment that will ensure
a proper repair for its customers.
Over the years, they have found that
the products purchased from Eco
Repair Systems of North America
have helped them restore vehicles
to their original specifications while
being environmentally responsible
and complying with BMW’s Certified
Repair Center requirements.

Priority 1 was established in
2000. The family-owned business
owns three BMW dealerships (BMW
of Bel Air, BMW of Rockville and
BMW of Towson); as well as MINI of
Baltimore; Porsche Towson; Audi Ow-
ings Mills; and two certified collision
centers: BMW of Rockville CCRC
and BMW of Towson CCRC. CCRC
stands for Certified Collision Repair
Center.

The collision repair centers spe-
cialize in repairing BMWs, MINIs and
Porsches, and both locations are
certified for aluminum repair and car-
bon fiber repair.

Jeremy Wojcik, the general ma-
nager of Priority 1’s two body shops,
said he is always interested in learn-
ing about new, innovative technol-
ogy. While attending NAC (BMW
National Aftersales Conference) in
2015, he watched a demonstration
by Robaina Direct LLC / EcoRepair
Systems.com™. “I was looking for a
good bridge pulling system,” said
Wojcik. “After watching the demon-
stration, I immediately knew that was
what I had been looking for.”

During the tradeshow, he asked
the owner of Priority 1, Louis Cohen,
to purchase the equipment for the
collision centers. “The Eco Repair
Systems’ equipment is unique in that
you can repair more parts of a vehicle
opposed to sectioning and replace-
ment, ultimately doing a less invasive
repair,” explained Wojcik, who has
nearly 25 years of experience work-
ing in the automotive industry.

Since then, Priority 1 has pur-
chased Eco Repair System’s exclu-
sive products for repairing aluminum
and steel vehicle panels, as well as
PDR (paintless dent repair) equip-
ment and a nitrogen plastic welder.

EcoRepairSystems.com™ spe-

cializes in technology, processes and
products that minimize the severity of
vehicle panel repairs while at the
same time reduce the need for panel
replacement.

“There is a very large potential in
reduced severity because the equip-
ment allows the repair of panels that
would typically require replacement,”
said Wojcik. He said this decreases
the shops’ cycle time, especially with
quarter panels, due to the amount of
time it usually takes to do a quarter
panel replacement. By not having to
replace the bonded quarter panel, it
is also a less invasive repair.

“This has been a benefit with in-
surance companies,” said Wojcik.
“By not having to perform extensive
replacement procedures and adding
time for curing the bonded panels, it
is a lower cost to repair the vehicles
instead of having to replace specific
parts.” Not only does this equate to
cost savings for insurance compa-
nies, customers and dealers, he said
it ultimately helps their bottom line.

The products from EcoRepair
Systems.com™ are tailor-packaged
for their clients, independent collision
repair centers, MSOs and/or OEM-
certified repair centers. The com-
pany said its focus is on providing
systems and training that net the
best ROI with the most ethical, safe
and OEM-approved repair proces-
ses in mind, the EcoRepairSystems
.com™ way.

Training and certification is pro-
vided by EcoRepairSystems.com™
in combination with Robaina Consult-
ing Group and incorporates damage
analysis, estimating and repair. The
OEM-approved repair techniques for
aluminum, steel and plastic were de-
vised to maintain the integrity of the
vehicle’s factory welded and rivet
bonded structural seams, and ensure
a safe vehicle is put back on the road.

Wojcik and his employees have
been very pleased with the training

provided by EcoRepair and the
company’s owner, Bryan Robaina.
“Bryan impressed me at Rockville
because I had Spanish-speaking
techs and he spoke Spanish,” said
Wojcik. “He was able to clearly com-
municate, whereas most vendors
were unable to.”

He said Robaina and his team
were very good at getting the techni-
cians involved in the repair process
and they have benefited in the train-
ing by mastering the techniques and
use of the equipment.

“The most valuable part of the
training was teaching the techs how
to preserve a panel, and properly
using the equipment to eliminate in-
trusive repairs, when not using tra-
ditional equipment,” said Wojcik.

Wojcik has held numerous po-
sitions in the industry, including
working as a technician, service ad-
visor, service manager, commercial
vehicle account rep, aftermarket
performance part manufacturer rep,
designer and installer, and certified
collision center manager. Dealing
with everything from vehicle per-
formance OEM and aftermarket, he
said Priority 1 has been very im-
pressed with the products from Eco
Repair Systems and highly recom-
mends them for other independent
collision repair centers. 

“We’ve increased profitability and
cycle time by utilizing their equipment
and maintaining BMW’s OEM repair
standards,” said Wojcik.

Priority 1 said that being driven to
excellence means that the business
is always working to improve the cus-
tomer experience and make the com-
pany a place that clients want to do
business and employees love to work.

“Anybody can fix something, but
maintaining a high level of quality and
providing excellent customer service
is my main goal to achieve the high-
est level of service possible,” said
Wojcik.

Ron Ruff, certified OEM program
training for EcoRepairSystems.com™,
providing a training demo.

BMW of Rockville Certified Collision Repair Center is one of two collision
centers owned by Priority 1 Automotive Group.

Jeremy Wojcik, general manager of
both collision centers, standing in
front of the plaques the company
has received for OEM certified
training.

by Autobody News Staff Priority 1 Automotive Group
Locations: Rockville, MD and

Parkville, MD
Rockville: (240) 283-8800
www.bmwrockville.com
Towson: (410) 823-3400
www.bmwtowson.com

Company At A Glance...

Type: Collision Repair

Facility Employees: 36

In Business Since: 2000

Number of Locations: Two

Combined Production Space:
38,000 square feet (combined)

EcoRepairSystems.com™
Robaina Direct LLC
Newport Beach, CA 92660
(949) 945-2163
www.ecorepairsystems.com
Store: www.robaina.direct
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Rydell Collision Center and Glass Says Equalizer®
Beats the Competition

The Rydell Group has expanded to
nearly 80 stores nationally since the
family-owned business opened 62
years ago. The mother store, Rydell
Collision Center and Glass, is based
in Grand Forks, ND. 

“We are located approximately 50
miles from the Canadian border,” said
Randy Sattler, who manages Rydell
Collision Center and Glass. “We are in
our own little world, even though we
are a huge GM dealer that sells 350
cars a month.”

Since Minneapolis and St. Paul
are the closest metropolitan areas,
training technicians can be a chal-
lenge. “Even though we have 20 techs
on the floor and can easily fill a class,
it’s tough for I-CAR instructors to get
here, especially if they have to fly in
from somewhere other than Min-
neapolis or St. Paul,” explained Sattler.

About two years ago, I-CAR be-
gan offering virtual training for tech-
nicians. “It’s good; better than no-
thing,” he said. “But it’s not the same
as someone physically showing you
how to make a repair with a body
hammer or a welder.”

Sattler added that the lack of
hands-on training is something the in-
dustry should be wary of. “I think this
will be a huge issue for the industry:
making sure we are fixing the vehicles
right,” he explained. “You can make
anything look pretty.”

Despite challenges, Rydell Colli-
sion Center has recruited a great team
who they can work with and trust no
matter what the industry throws at
them. “Our employees understand that
when we make a change, it’s to make
sure we are positioned as a shop in
the DRP world that has high perform-
ance and the certifications needed to
stay in business next year, five years,
and ten years down the road,” ex-
plained Sattler.

He acknowledged that most peo-
ple do not like change, which is why
their team is so valuable and unique.
“You can’t continually change your
process and change your SOPs if you
don’t have good people who are will-
ing to experiment and fail,” Sattler ex-
plained. “Our employees are willing to
go back and reevaluate why we failed,
and then say ‘okay, we’re going to do
this different,’ and that’s the next step
toward continuous improvement.”

Rydell Collision Center lives by
the motto “Fail early, fail hard.” “When
we make a change, it’s good for busi-
ness and good for the employees,
because it’s job security,” he ex-
plained. “Without them being along
for the ride, we wouldn’t have a body
shop.”

Although most of the employees
have been there for 11 years or more,
Sattler shared a story about a painter
they hired this past spring. “We tried
to hire him 6-7 years ago, but it was
not a good fit for him at that time,” he
explained. “He’s one of those guys
who was born and bred in the flat rate
world.”

Sattler described the painter as a
“blue chipper:” someone who would
come in and have a positive impact on
the performance of the shop. “He had
to feel comfortable with what we were
doing here,” he explained. “Our pro-
cesses are set up so that when our
shop wins, you win as an employee.”

Without the right tools, even the
best employees would be at a loss,
which is why Rydell Collision Center
chooses Equalizer®. “We’ve been
using Equalizer® since I started work-
ing here 12 years ago,” said Sattler.
“We use the AmbushTM, Big DawgTM, 
NinjaTM GT, Equalizer® AirTM, and
ViperTM.”

Why have they stuck with Equal-
izer® tools for over a decade? “They
work. That’s the best way I can sum-
marize it,” he said. Sattler explained
that even while working on 5-6 wind-
shields a day, they’ve only had to buy
one tool a year.

“Before we bought the ViperTM,
we tried somebody else’s glass cut-
ting tool,” he said. “The first time we

used it, the wire broke.” After calling
the company and explaining what
happened, they sent them another
one. “Same thing happened, it broke
again,” Sattler said.

They then decided to order the
ViperTM from Equalizer®. Two days
later, the tool arrived, and it hasn’t
broken yet. “Their tools have aston-
ishing durability,” he added.

When Autobody News asked if
Rydell Collision Center is environ-
mentally friendly, Sattler replied, “Ab-
solutely. We have a recycling machine
where we recycle everything we can.”
The shop also takes EPA and OSHA
rules and requirements very seriously.

“It’s extremely important to know
that if at any given moment, EPA or
OSHA walked through that door,
we’d have nothing to worry about,”
Sattler said. In order for that to be
the case, employees must be pulling
their weight, too.

“It goes back to how the shop is
run, managed, and the expectations
put on employees,” he explained.
“Every day we have certain tasks that
have to be accomplished. We average
between 25-30 cars daily; if the main-
tenance is not done every single day it
only takes a couple of days before the
shop turns into a disaster zone.”

Rydell is also a member of the
North Dakota Auto Body Association
(NDABA). Part of the 2017 State Con-
vention will be held at their shop,
which will include welding and alu-
minum repair demos.

“Our end goal is to help industry
members in the state of North Dakota
meet people and learn more about
tools and training opportunities,” Sat-
tler explained.

An inside look at Rydell Collision
Center’s 24,000-square-foot
facility.

Technicians at Rydell Collision Center and Glass uses Equalizer® tools
to fix a windshield.

The front of Rydell Collision
Center and Glass in Grand
Forks, ND.

by Autobody News Staff Rydell Collision Center and Glass  
Location: Grand Forks, ND 
(701) 757-5870

www.rydellcars.com/
body-shop.html 

Company At A Glance...

Type: Collision Repair

Facility Employees: 35 (main location)

In Business Since: 1954

DRP Programs: 14

Number of Locations: 80

Combined Production Space:
24,000 square feet (main location)

Equalizer®

Monique Stearns
512-388-7715 Ext: 532
mstearns@equalizer.com
www.equalizer.com
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Wreck A Mended Collision Repair Highly Recommends
GFS Products for Dependability and Efficiency

Two years ago, Jarrod Krumwiede
resigned from his job as a collision
repair manager and decided to open
his own body shop in Omaha, NE.
He named it “Wreck A Mended.”

“The name is something I had
in my head a couple of years prior
to doing this,” said Krumwiede. Not
only does the name describe what
the shop focuses on—mending
wrecked vehicles—it also makes
reference to the customer recom-
mendations that his business de-
pends on. “Customer referrals are
huge for us, so yeah, we want to
be recommended,” he said.

Wreck A Mended opened in
May 2014, primarily doing paintless
dent repair. A mere four months
later, Krumwiede and his staff ex-
panded to handle full collision repair
as well as glass repair and replace-
ment services.

When it was time to purchase
equipment for his 7,500-square-
foot shop, he knew that he wanted
to include a semi-downdraft Global
Finishing Solutions (GFS) Ultra®

XS paint booth. “It was probably
more than we needed when we
first started the company, but I’m
glad that we did it at the time be-
cause it’s a really good tool for us,”
said Krumwiede. 

The Ultra® XS has a full-filtered
ceiling that provides air filtration
and contamination control. It also
includes angled ceiling lights and
vertical sidewall lights that mini-
mize shadows, helping his painter
with color matching and paint ap-
plication. 

The body shop owner has used
GFS products in the past and in-
stalled nine of the company’s paint
booths while working at his previ-
ous job, Baxter Performance Auto
Body in Omaha. “I was sold on
them. I didn’t even price shop,” said
Krumwiede. “I just said, ‘this is what
I want, please put it in.’”

Global Finishing Solutions man-
ufactures technological products for
the finishing industry including paint
booths, prep environments and fin-
ishing systems. Over the years,
Krumwiede said he has found that
GFS paint booths are very well built
and the parts are easy to obtain.
Since he was already familiar with
the product, training wasn’t neces-
sary. “It was something we were
used to, so I just said, ‘Just jump
right in and do what you used to
do.’”

Krumwiede said that one of the
many benefits of the GFS booth is
that it allows the paint to come out

much cleaner. “We don’t have the
dirt problems. We don’t spend time
buffing,” said the body shop owner.
“It has just been a really good tool
for us to help the process go much
quicker.”

Another piece of equipment on
his list to buy was a GFS Ultra® XD
paint mix room. Although smaller
than the mix room he used at Bax-
ter, he said it is the perfect size for
the painter in his shop to hold all of
the products needed for a job and
allows him to mix any color on site.

His team includes Dave Reno,
vice president at Wreck A Mended,
whom he worked with at Baxter, as
well as two of Krumweide’s five sons.
Quinton specializes in paintless dent
repair and Cameron focuses on de-
tailing.

When the shop first opened,
Krumwiede was bringing in $20,000
a month. They are now on track to
earn a $1 million this year. He said
that having good equipment in his
shop, such as the paint booth from
GFS, has helped him repair vehicles
properly so his customers leave sat-
isfied. 

Although he never asks his cus-
tomers for a review, he has found
that the positive comments he re-
ceives on social media have been a
big part of his growth. About half of
his customers learn about Wreck A
Mended from social media, Yelp or
Google. “You’d think it is all kids—
millennials—but it’s not. We have
70-year-olds finding us on Google,”
he said. 

Wreck A Mended’s reviews on

Yelp seem to be increasing as well.
“It has been a good tool and seems
to be working very well for us,” said
Krumwiede. “Social media is huge
right now, between Google, Yelp
and Facebook. It has been a huge
asset to the growth of our business.”
Another contributing factor to help-
ing him run his business is his 10
years of experience in the insurance
industry. Prior to his career in colli-
sion repair, Krumwiede worked as a
claims appraiser and catastrophe
damage administrator.

“There are a lot of companies
out there that try to go against the
grain with the insurance compa-
nies,” said Krumwiede. “We try to
play by their rules and try to be bet-
ter than anyone else with our cycle
time.”

Krumwiede started another com-
pany this past summer named Cos-
metic Car Corrections. Located near
a DMV, the business is targeted to
consumers with vehicles that they
are either looking to sell or need to
turn in as part of a lease. “It’s not as
good of a quality of a repair, but it’s
something that’s a little bit cheaper
for them, and yet it’s still accomplish-
ing what they want to do.”

Meanwhile, his immediate goal
for Wreck A Mended is to continue
growing. “We want to be successful
and to keep it a family-run organiza-
tion,” said Krumwiede. “Finding a
good body man is really hard, so I
would rather be good at something
that we do on a smaller basis than
not so good with three or four differ-
ent locations.” 

When Wreck A Mended opened
its 7,500-square-foot shop, a
comfortable waiting room was
added for customers.

Jarrod Krumwiede said their GFS
Ultra® XD paint mix room is the
perfect size to hold all of the
products for a job.

by Autobody News Staff Wreck A Mended
Location: Omaha, NE 
(402) 502-1438
www.wreckamended.com

Company At A Glance...

Type: Collision Repair

Number of Locations: 11

In Business Since: 2014

Number of Locations: One

Combined Production Space:
7,500 square feet

Global Finishing Solutions
Brandon Lowder, 
VP Auto Refinish Sales
12731 Norway Road
Osseo, WI 54758
Phone: 877-658-7900
Email: autorefinishsales@
globalfinishing.com
www.globalfinishing.com

(l to r) Fred Buchheister, painter at Wreck A Mended, and Jarrod
Krumwiede, owner of the collision repair shop, stand in front of their
semi-downdraft Global Finishing Solutions (GFS) Ultra® XS paint booth.
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Toyota Carlsbad Collision Center Implements
Lean Processes with Goliath Carts

Toyota Carlsbad Collision Center’s
average tenure for their 65 employ-
ees is 15 years.

“That alone speaks volumes for a
business,” said Rudy Romero, di-
rector of Collision Center operations.

Romero has been in the collision
repair industry for 24 years, while 
Toyota Carlsbad Collision Center has
been in business for 40. The shop is
owned by Judy Jones-Cone, who
also owns Toyota Carlsbad, Lexus
Carlsbad, Lexus Escondido, and
Carlsbad Collision Center, among
other businesses.

“I have a body man who’s been
here for 31 years, one painter who’s
been here for 30, another painter
who’s been here for 22, and another
painter who’s been here for 18,” he
said. “The culture at Toyota Carlsbad
is phenomenal, as are the people.”

Romero credits the high em-
ployee retention rate to the training,
education, and knowledge provided
by the collision center. “We don’t want
to just give someone a job, we want
to give them a career,” he explained.
“That’s the difference between us and
most places.”

All technicians are Toyota and
Lexus certified and are continuously
improving their craft, according to
Romero. “The training we receive
from the Toyota and Lexus manufac-
turers is the best in the industry,” he
said. “We actually go up to the Lexus
and Toyota training centers, disas-
semble vehicles and put vehicles
back together, paint and repair them.
It’s all hands-on training with the man-
ufacturers’ engineers as teachers.”

Toyota Carlsbad Collision Center
is the only Lexus-certified shop in
San Diego. Their technicians are also
certified to work on aluminum vehi-
cles and have been for some time
now. 

“It’s hard to find really good em-
ployees because not a lot of the train-
ing out there is at the same level that
Toyota and Lexus provide,” said
Romero. “Our standards are set a lit-
tle bit higher than maybe they should
be, but we go after the best and we
want to retain the best.”

He explained that over the last
decade, manufacturers have started
to see body shops and their employ-
ees in a different light, which has

helped the industry and customers as
a whole. “They’ve realized that a col-
lision center isn’t just that dusty, dirty
place over there in the corner,” Ro-
mero said. “Shops actually have
highly-skilled, highly-trained techni-
cians and employees that have a
very difficult job.”

He added that their job goes be-
yond repairing the vehicle and mak-
ing sure it’s safe for the driver and
others on the road. “Everyone knows
that when they purchase a vehicle,
they’ll have to get new brakes, new
tires, and oil changes at some point,
but they never think about getting into
an accident,” Romero said. “And
when they do, and their life is upside
down, it’s our job to get them calm,
explain everything, and to represent
them as best we can.”

With extensive training comes lots
of tools and processes, which is why
Toyota Carlsbad Collision Center
uses Goliath Carts to stay lean and or-
ganized. “We’ve been using Goliath
Carts since the owner, Dito, first star-
ted his business,” said Romero.

The shop now has close to 100
parts carts to help with parts man-
agement. “The detail carts help us
look more professional, be more pro-
fessional, and have the right tools on
hand,” he explained. 

Toyota Carlsbad Collision Center
also utilizes the GI Mobile Estimating
Cart. “It helps us reduce our cycle ti-
mes by writing live estimates,” Romero
said. “We can also access Wi-Fi from
our laptops anywhere in the shop.”

To keep vehicles, paint guns, and
other tools secure, Toyota Carlsbad
Collision chooses the Goliath Carts
Secure Series paint gun and cus-
tomer key storage solutions. “Our re-

lationship with Goliath Carts has
been incredible since Day 1,” he said.
“We appreciate their business and
their help in letting us know where we
can improve on simple processes
within the shop.”

According to the Goliath Carts
website, the company creates carts
designed to eliminate waste, in-
crease efficiency, and to lower the
technical and logistical barriers. They
are committed to bringing experi-
ence, knowledge and technology to
help solve these challenges.

“Our vision is to develop market-
driven solutions of choice that are re-
liable, easy to use, scalable, flexible,
and which provide a high ROI for our
customers as well as growth for our
shareholders,” a statement on the
company website reads.

Toyota Carlsbad Collision Center
uses a few additional lean and green
methods. “We recycle all aluminum,
steel, plastic bumpers, plastic bottles,
and aluminum cans and have spent
thousands of dollars switching to LED
lighting,” said Romero. “Protecting the
environment is very important to us.
“We are part of the California Coastal
Division, which is very strict,” he ad-
ded.

Additionally, Toyota Carlsbad Co-
llision Centerwas ranked fourth in the
nation by Toyota and Lexus in 2016.
It has been ranked in the Top 5 by
these manufacturers for over seven
years. 

“We’re not just a collision center;
we help develop talent and make our
community better,” said Romero. “We
are here to help on any level we can.”
He added that they are also mem-
bers of the California Autobody Asso-
ciation (CAA) San Diego.

New Mobile Bumper Stands help
organize storage and maximize
space.

The Goliath Parts Carts are used to stage and manage parts utilization.

Damage analysis equipment is used
to Improve accuracy and mobility
when blueprinting vehicles.

by Autobody News Staff Toyota Carlsbad Collision Center
Location: Carlsbad, CA
(760) 585-4440
www.toyotacarlsbad.com/
bodyshop/index.htm

Company At A Glance...

Type: Collision Repair

Facility Employees: 65

In Business Since: 1976

DRP Programs: Three

Number of Locations: One

Combined Production Space:
50,000 square feet

Goliath Carts
Company Contact: Dito Diez
(866) 694-2278
www.goliathcarts.com
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The More Efficient
Steel & Aluminum Repair

NEOPULSE 
Inverter MIG

M3 GYS AUTOMIG

SMART RESISTANCE SPOT WELDER

www.gysusa.com
Advanced Collision Repair Solutions

GYSPRESS 8T

GYSLINER 
COMBI 

230 E.PRO
    Reduce your shop’s cycle 

time and increase your
pro�t with the GYS dent 

pulling solutions for steel
and aluminum. Easy to learn   
 repair procedures produce  

The Neopulse 300 T2 
with the double pulse 
will help you achieve           
top welding results 

with all metals. 
The XL color 

screen, intuitive 
menu, and more than 40

synergic curves, guarantee 
quick easy set-up and operation. 

Industrial Finishes 
& Systems, Inc.
5341 SE McLoughlin Blvd
Portland, OR 97202
800-531-1305
Serving: OR, WA, ID, NV, UT

Williams Collision Equipment
Tim Williams
www.prettysmarttools.com
Auburn, CA 95604
Serving: N. CA

Oliver Woelfel  
#1 Importer of GYS Collision Repair Equipment 
sales@gysusa.com  844-349-7872

Fully automatic Resistance Spot Welder. Just 
calibrate 1 of the 11 arms available and start 

welding. No need for parameters in the AUTO 
mode. Whether it is Mild, HSS, UHSS or Boron 
steel, our welders produce the correct weld 

every time. Don't guess on the various metals, 
let the welder do its job. See for yourself and 

schedule a free demo in your location.

Universal air over hydraulic rivet gun system
 for aluminum and steel,                                             .  
delivers 8 metric tons                                                    . 

       of pressure.  Specially                                                              . 
  designed to remove and                                                .                                            

install Self Piercing (SPR) and FlowForm rivets. 
Rivet dies available for most car manufacturers.

     .

SS 8T
lic rivet gun system
                                              . 

                                                                          . 
                                                                                                                                                                                                                                          

d                                               
SPR) and FlowForm rivets

 ost car manufacturer

high quality results in your location.

We are seeking distributors and trainers to join our team. Franchises are still available.

Join one of our hands-on classes on MIG welding, riveting, or 
dent pulling (aluminum & steel) among many others. Schedule 
a consultation and we will help your shop achieve higher 
repair standards through custom and innovative training. 

3 Gun MIG welder with synergic
functions is ready to weld with preset
programs for steel, aluminum, silicone

bronze, and stainless applications.
      NACE Special and Free Shipping.

The Neopulse is fully updatable as
welding wires are released from the car 
manufacturers. This ensures you have a 

welding solution for years to come.
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Multi-Generational F. Lofrano & Son Delivers
Safer Repairs with GYS Welders

Family is important at F. Lofrano &
Son Inc. Auto Body Repair in San
Francisco, CA. The company’s five
locations are all family-owned and
operated, with the third generation of
the Lofrano family being a vital com-
ponent of the shops’ success. Owner
Tony Lofrano founded the business
alongside his father, Frank Lofrano,
in 1974. “My brothers, James Lo-
frano and Fred Lofrano, have been
an integral part of the growth and
success of our collision repair busi-
ness since the early years,” Lofrano
said. “My sons, Aaron and Josh,
have brought in new concepts while
they keep the goal of serving our cus-
tomers at the top of their lists.”

While many other shops are fam-
ily-operated and employ members of
their associates’ families like F. 
Lofrano & Son, Lofrano suggested,
“Perhaps something that makes us
different is that we aren’t afraid to try
something as a beta test for our ven-
dors to help better their business and
our own. We strive to be on or ahead
of the curve, and when it came to the
M3 multi MIG welder, BPLCX resist-
ance inverter welder, and the Mira-
cle Repair System from Advanced
Collision Repair Solutions, we felt
these were the best products of
those we tested when we decided to
start using them in 2014.”  Advanced
Collision Repair Solutions is the im-
porter for both the Miracle System
and GYS products.

Converting to GYS products was
not too difficult, and overall, the em-
ployees at F. Lofrano & Son have re-
sponded favorably to the welding
equipment and dent pulling systems.
The emphasis on customer service
is part of what makes these products
so compatible with F. Lofrano &
Son’s business practices. A family
firm since 1964, GYS understands
the daily challenges associated with
running a business, so they offer a
two-year warranty on their welders.

Most important for Lofrano is the
fact that GYS’ products help his
shops deliver a safer repair for their
clients. “We know we are using a
more advanced and innovative prod-
uct,” he said. “GYS welders, with their
automatic mode, are much easier to
use than the competitors’ products,

and they provide a superior, safer
weld for our customers’ vehicles.”

Customers are key for F. Lofrano
& Son. “I’ll never forget the day I stood
in a tiny regional airport alongside
only three other people awaiting the
small plane that was to land shortly on
a dirt runway,” Lofrano recounted. “I’d
forgotten I was wearing our sponsor
shirt with our company name and
logo for an annual San Francisco
foot race. One of the three ad-
dressed me, saying, ‘Hey, F.
Lofrano & Son? They’ve been fixing
my damaged vehicles for years! I
love those guys! I always tell my
friends not to go to any other auto
body repair shop but them!’ I
thanked her for being a loyal cus-
tomer and introduced myself, shar-
ing the 40-plus year history of F.
Lofrano & Son.”

Recalling how his shop started,
Lofrano explained, “My dad, Frank
Lofrano, had been repairing cars in
San Francisco for around 33 years
before I began prodding him to part-
ner with me to open our own auto
body repair shop. An old-school
craftsman who loved repairing dam-
aged vehicles, Frank was my mentor
while we worked for another auto re-
pair business. One day, he finally
agreed, saying, ‘Kid, go get your tools
and let’s get going.’ And so began F.
Lofrano & Son Auto Body Repair at
1745 Divisadero Street in July 1974.”

From the very beginning, Lofrano
recognized the importance of culti-
vating strong relationships with their
clients. “Our business grew quickly by
customers’ word of mouth referrals,”

he explained. “In fact, throughout our
years of repairing cars and to this
day, repeat customers and referrals
are the best compliment we can get.
Our business practices are ethical,
and we believe in good, honest rela-
tionships.”

Lofrano’s emphasis on integrity
also extends to the community and
the environment. The shop partici-
pates in food drives, vehicle dona-
tion programs and One Warm Coat
donations. They are also adding a
blood drive, Earth Day program and
Breast Cancer Awareness Month ini-
tiatives. To protect the environment,
“We recycle just about everything, in-
cluding food and drink containers,”
Lofrano said. “We are also part of the
Certified Green Garage Program.”

F. Lofrano & Son Auto Body Re-
pair’s five locations total around
40,000-square-feet in production
space, and their 77 employees utilize
the industry’s best equipment to re-
pair an average of 472 vehicles each
month. They participate in 13 DRPs
and are certified by 17 vehicle man-
ufacturers. In 2017, Lofrano plans
to open both a PDR and a Glass Di-
vision. 

Although Lofrano expresses con-
cern with the shortage of technicians
entering the industry, he believes the
future is bright. “We are all working
with the ever-evolving technology to
include all of the model changes, ac-
cident avoidance systems, customer
expectations, social media and web-
sites, and managing multiple KPIs by
carrier,” he said.  “But it is just change
and will always be for the better.”

Lofrano plans to open a PDR
division next year, and the Miracle
Repair System’s ability to pull
out dents will help ensure the
business’s success.

Freddy Quintanilla of F. Lofrano & Son completes safer welds with
GYS M3 MIG welder.

GYS’ BPLCX resistance spot
inverter welder is one of the many
tools that F. Lofrano & Son use to
deliver the best quality repairs for
their valued customers.

by Autobody News Staff F. Lofrano & Son Inc. 
Auto Body Repair 
Location: San Francisco, CA
(415) 865-8450

Company At A Glance...

Type: Collision Repair

Facility Employees: 77
In Business Since: 1974

DRP Programs: 13

Number of Locations: Five

Combined Production Space:
40,000 square feet 

GYS USA
Company Contact: Oliver Woelfel
(844) 349-7872
info@advcrs.com
www.advcrs.com 
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Red Hill Collision Stays Ahead of the Game with Hyundai
Recognized Collision Repair Center Program

Five years after moving to Southern
California from Cuba, 15-year-old
Armando Nogueiras began work-
ing at his father’s shop. By the time
he was 25, he owned his own facil-
ity. Today, Armando co-owns Red
Hill Collision Center with his son,
Christian.

“Our philosophy, goals, and how
we conduct business are what really
make us stand out,” explained Ar-
mando. “We are insurance-friendly,
but we do it by making all repairs
under OE manufacturer’s recom-
mendations and suggestions.”

About a year ago, the shop be-
came Hyundai recognized. “I think
it’s a great asset for our company,”
he explained. “Not only has it helped
us with the clients themselves, but
also with the insurance companies.”

Customers also appreciate the
shop’s recognitions. “When Hyundai
owners come in and see our plaque
on the wall, it’s just an added peace
of mind that their vehicle is being
handled by a very capable facility,”
Armando added.

In order to receive this recogn-
tion, Red Hill Collision Center had
to first be approved by Assured Per-
formance. “Their process is strin-
gent,” he said. “The extensive in-
spection and verification helps weed
out shops that aren’t ready to be
recognized.”

Armando added that the busi-
ness performance program’s reps
were very helpful and provided a lot
of coaching. “I think it’s definitely an
asset,” he said.

Red Hill Collision Center is also
recognized by Honda, Nissan, Gen-
eral Motors, Fiat, Chrysler, Ford,
and Ford Aluminum. 

“Because my facility is only three
years old, I have equipped it with the
latest and greatest in technology,
equipment, training, and education
from the beginning,” Armando ex-
plained.

Red Hill Collision Center’s facility
is indoors, with 60 percent dedicated
to collision repair and 40 percent
dedicated to paint. Apart from state-
of-the-art equipment, including a

dedicated aluminum paint room and
tools, the shop also has a positive
online presence.  “We have a great
footprint on Yelp,” he said. “We’ve
been blessed with tremendous re-
views.”

Another way customers can
check out the shop beforehand is by
taking a virtual tour on their website.
“When the shop was almost ready
to open, we hired someone to do a
Google walk of our facility,” said Ar-
mando. “Insurance companies, cli-
ents, and customers can view our of-
fices, work environment, paint de-
partment, and so forth.”

Another integral piece of a suc-
cessful shop is a well-trained, hard-
working team. For this aspect, Ar-
mando has followed his father’s phi-
losophy.

“I could probably name 10 dif-
ferent men between the ages of 40
and 55 years old today who were
brought into this industry by my
dad,” he said. “I’ve always followed
that philosophy, which is why I con-
tinue to bring people into the indus-
try.”

Armando believes that if more
shop owners would’ve done this
throughout the years, there would be
a better pool to chose from. “At my
previous facility, which I had from
1990 to 2012, my average tenure
was about 8 years,” he explained. “I
had people working with me since the
80s when I had my first shop; they
followed me to my second shop and
stayed with me until the day I sold.”

He also stressed the importance
of young people entering the indus-

try, and his concerns about the aging
workforce. “I think the [deficit of
young people] was caused by the
lack of education for many years,” he
explained. “So many people in our
industry today kind of just learned by
the grace of God, and I think that’s
why we have so many issues with
our workforce.”

However, he does feel the times
are changing for the better.  “UTI
Long Beach has been a great asset
to the industry, as well as other col-
leges that have expanded their au-
tomotive education,” Armando said. 

He added that there are many
benefits to taking in employees
who are fresh in the industry.  “Be-
cause they haven’t been set in
their ways for many years, we feel
that we end up with a much, much
better employee,” explained Ar-
mando.

He said it is rewarding to see
people he trained at a young age
continue to lead successful careers.
“There are many of them; some are
running facilities, whether it’s for
consolidators, or independently, oth-
ers are in the insurance industry, as
adjusters and supervisors and man-
agers,” Armando said. “I’m proud to
have done that.”

He said his son plays a big role
in training his younger employees.
“Christian, being 30 years old, gets
across to the younger generation a
lot easier than I do,” Armando said.
“I like to watch him when he’s doing
the training process, because they
get him. I’m blessed to have him as
part of the business.”

Customers can watch TV, read a
newspaper, or ask the staff 
questions while they wait for their
vehicle to be repaired. 

A glimpse insde the Red Hill Collision facility.

The aluminum clean room at Red
Hill Collision. 

by Autobody News Staff Red Hill Collision 
Location: Costa Mesa, CA
(949) 943-3333
www.redhillcollision.com 

Company At A Glance...

Type: Collision Repair

Facility Employees: 27

In Business Since: 2013

DRP Programs: 10

Number of Locations: One

Combined Production Space:
30,000 square feet 

Hyundai Recognized Collision Repair
Center Contact Information:
(949) 221-0010
GetHyundaiRecognized.com
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Pacific Elite Collision Centers Inc. Discusses 18-Year
Business Partnership with LKQ Corporation

Pacific Elite Collision Centers Inc.,
an MSO operating in Southern Cal-
ifornia, started working with LKQ
Corporation when they opened their
doors in 1998.

Today, their 14 locations conti-
nue to build on a “strong business re-
lationship” with LKQ, stated Gregg
Boyd, Vice President of Business
Development at Pacific Elite Collision
Centers.

“In an attempt to lower severity
costs and reduce our cycle time, LKQ
offers alternative part options, pro-
vides quality parts and competitive
pricing along with frequent deliver-
ies,” said Boyd.

Like most shops, Pacific Elite Co-
llision Centers Inc. utilizes both after-
market parts and used OEM parts in
their repairs.

“LKQ Corporation’s multiple lo-
cations have a large inventory of
parts for both used and aftermarket,
which has increased our overall ef-
ficiency and ease of use,” Boyd
stated. “Savings benefits on these
repair costs and reduction on rental
bills are passed on to our customers
and insurance partners. We under-
stand that if we can help with con-
trolling severity costs and claim
expenses, our insurance partners
can pass on these savings to their
policyholders and reduce their pre-
miums.”

He added that using LKQ Cor-
poration and their alternative parts is
a “win-win” for the collision industry
and consumers.

“There are a few main reasons to
use an alternative part instead of a
new OE part: reduced cost of the
part, labor reduction on used assem-
blies, and part availability. Aftermar-
ket parts and used part prices are
typically lower than the OE MSRP list
prices. Purchasing used assemblies
vs. individual parts saves on both
labor installation time and money. In
terms of availability, there are times
when an OE part is not available be-
cause it’s either on back order or
possibly discontinued,” Boyd explai-
ned. “These parts issues can cause
delays to our customers. Having the-
se alternative parts available helps to
meets our customers’ expectations.”

“Partnering with a business like
LKQ Corporation makes business
sense,” he continued. “They have
our best interest in mind, meeting
the demands of the client, insurance
company and consumer; a true busi-
ness partner. They share our same
values in providing a quality prod-
uct with exceptional service that is
quick and accurate; combined with

a knowledgeable staff, at a cost that
is competitive.”

Boyd added that LKQ Corpora-
tion’s District Sales Manager, Erik
Ferreira, has gone above and be-
yond while representing their part-
nership with the parts company.

“Erik has done a fantastic job as
the face of LKQ Corporation for our
company,” Boyd said. “He is closely
involved in our service, products,
pricing, and reporting metrics and
communicates on a regular basis to
make sure they are meeting our ex-
pectations.”

All Pacific Elite Collision Centers
Inc. facilities are I-CAR Gold Class
certified. All 14 locations – Canoga
Park, Costa Mesa North, Costa
Mesa South, Covina, Downey East,
Downey West, El Segundo, Fullerton
East, Fullerton West, Long Beach,
Los Angeles, Ontario, Stanton, Tor-
rance – offer a lifetime warranty on
workmanship.

LKQ Corporation is North Amer-
ica’s largest provider of alternative
collision auto parts, and a leading
provider of recycled and remanu-
factured mechanical parts including
engines and transmissions. LKQ is
also a leading distributor and mar-
keter of specialty aftermarket equip-
ment and accessories in North A-
merica. Additionally, LKQ has also
expanded their operations in Taiwan,
Belgium and France.

With more than 570 locations
across North America, LKQ Corpo-
ration offers replacement systems,
components, equipment, and parts
to repair and accessorize automo-
biles, trucks, recreational and per-
formance vehicles.

LKQ Corporation has made it
their mission to be the leading global
value added distributor of vehicle
parts and accessories by offering

their customers the most compre-
hensive, available and cost effective
selection of part solutions while buil-
ding strong partnerships with their
employees and the communities in
which they operate.

LKQ distributes a variety of prod-
ucts to collision and mechanical re-
pair shops, including aftermarket
collision and mechanical products,
recycled collision and mechanical
products, refurbished collision prod-
ucts such as wheels, bumper covers
and lights, and remanufactured en-
gines. LKQ refers to these products
as alternative parts because they
are not new OEM products.

In addition to their wholesale op-
erations, LKQ operates self-service
retail facilities across the U.S. that
sell recycled automotive products.

LKQ is organized into three oper-
ating segments: Wholesale – North
America, Wholesale – Europe, and
Self-Service.

Keystone Automotive Industries,
Inc., a subsidiary of LKQ Corpora-
tion, is the United States’ largest af-
termarket auto parts supplier. Key-
stone Automotive is an ISO registe-
red distributor.

LKQ’s Aftermarket product lines
include Platinum Plus, Goodmark In-
dustries, and Diamond Standard.
Repairers can order a vast array of
product offerings such as aftermar-
ket, salvage, paint, body, equip-
ment and more through shop.lkq
corp.com.

LKQ also distributes paint and
body equipment. In addition to their
own line, Platinum Refinish, they
offer products by the following com-
panies: 3M, AkzoNobel, Dupont/
Spies Hecker, Fiberglass Evercoat,
Iwata, Lord Fusor, Mercantile De-
velopment (MDI), Norton, PPG/Ne-
xas, and Valspar.

Pacific Elite store front.

LKQ Corporation making a parts
delivery to one of the Pacific Elite
locations.

by Autobody News Staff Pacific Elite Collision
Centers, Inc.
Location: Downey, CA
(562) 622-1832
www.pacificelite.com

Company At A Glance...

Type: Collision Repair

In Business Since: 1998

Number of Locations: 14

LKQ Corporation
Company Contact: Samantha Brill
Phone: 562-364-5283
sxbrill@lkqcorp.com
www.lkqcorp.com

(l to r) Ivan Pino, Pacific Elite and Jorge Chava, LKQ Corporation
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Ponto’s Auto Service Enjoys Increased Profits with
Lusid Technologies’ Genrock Paint System

Rick Ponto, owner of Ponto’s Auto
Service in Bradenton, FL, believes
that a key to success is providing ex-
cellent service at the best possible
price. “Since our inception, we have
always tried to give the best service
for the best price, while always main-
taining a quality repair with the cus-
tomers’ well-being in mind,” Ponto
stated. “Our policy has always been
to treat the customer as we would
want to be treated.”

Ponto’s Auto Service was foun-
ded in 1981 after Ponto and his fa-
ther, Norm, moved from Indiana to
Florida, where they opened a two-
bay garage in Bradenton. Norm re-
cently passed away, leaving his son
to continue the family business, but
the values he instilled remain a key
component to Ponto’s success. Ac-
cording to Ponto, “We don’t really ad-
vertise, other than school benefits or
sponsors, because word of mouth is
still the best form of advertising you
can get. Being a ‘mom and pop
shop,’ our personal service is most
important.”

The importance of personal serv-
ice also extends to the companies
Ponto does business with, such as
their jobber, Final Finish, who sug-
gested Ponto try Lusid Technologies’
Genrock system. “We have known
Final Finish for over 20 years," Ponto
explained. "As a small jobber with a
family feel, they are a great group to
work with. Working with them and the
Genrock product has been easy, and
they are meeting all of our needs.”

In August 2015, Ponto’s Auto
Service started using the Genmax
clear coat and “had great success,”
Ponto said. “We tried the clear coat
and loved it as well, especially be-
cause of its blending properties, so
we installed a complete mixing sys-
tem, including basecoat and 2K, in
October 2015. We have also imple-
mented their primer, which has been
a blessing to our technicians. With
our other paint systems, we were
having issues with die-back, but there
are no such issues with their system.
Lusid Technologies’ system has been
great!”

Ponto’s nine employees “are to-
tally satisfied with this system and im-
pressed with the final results,” he
says. “The products we utilize from
Lusid Technologies are very user-
friendly, and spraying the basecoat is

a breeze for my guys. Tinting this
product is a bit easier as well. Chang-
ing over to Genrock has been a very
easy transition, and it is probably one
of the easiest products we have ever
used.”

In fact, Ponto’s Auto Service has
noticed significant improvements
since they switched to Lusid Tech-
nologies’ Genrock paint system. “Be-
cause we experience no problems
with this system, we have increased
production by approximately 18%,
and this increase has translated into
a 20% boost in profits!” Ponto said.

The customer service from Lusid
Technologies also provides exactly
what Ponto needs. “Our painters
have a direct number to technical
help or a service representative, and
when we’ve occasionally needed to
call on colors or procedures for differ-
ent products, we always receive a
quick return call from Lusid. They
give us the type of service that we
strive to offer our customers.”

Ponto’s Auto Service extends
their dedication to customer service
by staying involved in their commu-
nity, sponsoring sports program at
local schools and even some local
soccer clubs. The shop is also envi-
ronmentally conscientious. In addi-
tion to ensuring that they consistently
maintain compliance with all OSHA
and EPA standards and regulations,
they recycle solvents and antifreeze
and use bio-safe cleaners and wash
materials. 

The I-CAR certified facility is
comprised of two buildings on adja-
cent lots with 8,000 square feet of
combined production space. Ponto’s
nine employees repair an average of
120 vehicles each month, using a

variety of equipment that includes
three benches, two laser measuring
systems and two heated paint
booths. Ponto’s Auto Service partici-
pates in two DRPs with Mercury In-
surance and State Farm.

Looking to the future, Ponto
notes the lack of qualified techni-
cians who are available to work as
well as the unavoidable challenges
inherent in repairing modern vehicles
as “manufacturers are building safer
vehicles to protect the consumer with
more high-tech options which require
more training and different equip-
ment to properly repair. I also see a
future trend as it regards the avail-
ability of qualified technicians. This
will be a challenge in the near future,
even though trade schools are trying
to fill spots.” 

Lately, Ponto has experienced
difficulties in receiving parts that are
damaged or that were incorrectly
packaged. “This delays repairs, and
cycle times requested from some in-
surance carriers are unrealistic when
performing correct repairs, especially
when we don’t have everything we
need because we receive an incor-
rect part or a part that could not be
used,” he explained.

“On a positive note,” Ponto add-
ed, “We have developed amazing
relationships with insurance com-
panies, their adjusters, and espe-
cially our customers over the years.
We value those relationships and
look forward to them growing over
the upcoming years. I believe that
the future of this industry depends
on us all working together to pro-
vide a better tomorrow for our con-
sumers and the next generation of
collision repairers.”

Rick Ponto says Lusid’s primer
has been a blessing to his
technicians.

Spraying with Lusid Technologies’
Genrock system allows Ponto’s
Auto Service to increase 
productivity and profitability.

by Autobody News Staff Ponto’s Auto Service
Location: Bradenton, FL
(941) 747-1372
www.pontosauto.com

Company At A Glance...

Type: Collision Repair

Facility Employees: Nine

In Business Since: 1981

DRP Programs: Two

Number of Locations: One

Combined Production Space:
8,000 square feet

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

Ponto’s Auto Service treats the customer as they’d want to be treated.
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4 Wheel Kustoms and Collision Looks to Future
with Matrix® Automotive Finishes

Many collision repair industry profes-
sionals are uncertain about the future
due to the changes taking place
nearly every day, but David Traffis,
owner of 4 Wheel Kustoms and Col-
lision in Independence, Ohio, is more
confident than most. A member of
Generation Y, Traffis remains un-
daunted in the face of adversity and
innovation despite the many chal-
lenges facing the industry. 

“Technology is good for the in-
dustry because you have a faster
turnaround time,” Traffis observed.
“You have an estimating system that
gives you parts and labor, so you’re
not calling and running to get the
parts. The paint has changed from
lacquer to urethane and water, and
the primers have become better, so
there is less shrinkage. Spray guns
have changed, helping to reduce
waste; Siphon-feed guns waste paint
because the pickup tube doesn’t go
all the way to the bottom of the cup
like a gravity feed gun which uses up
everything in the cup.”

For Traffis, technological advan-
cements are a normal part of the
business. He predicts that soon, “3D
photos of the vehicle will be used to
generate an estimate and indicate
everything that needs to be repaired
and what materials are needed to get
the job done. Technology is a good
thing and can help us do our jobs bet-
ter.”

With such a positive outlook about
the industry’s innovations, it comes as
no surprise that Traffis sprays Matrix
Automotive Finishes. “During college,
I took a semester off and worked in a
paint store,” he explained. “They
stocked Matrix paints, and they used
the product regularly. I became famil-
iar with the low-VOC line of products,
and I really liked how easy it was to
spray; when I opened my own shop
in 2011, there was no question about
which paint was best for 4 Wheel
Kustoms and Collision to use.”

Traffis grew up in Cleveland,
where he and his friends were very
interested in cars. During college, he
worked at a local garage, and in
2008, a neighbor loaned him a rental

property where he repaired vehicles
on the side until he opened 4 Wheel
Kustoms and Collision in 2011. “I de-
cided to open the shop and start my
own business because I knew what I
was doing from working at the paint
supply store, and I felt like being my
own boss was a better fit,” Traffis re-
counted. 

“I had customers suggest that I
would be successful on my own in
this industry. I was working in a two-
and-a-half bay garage after my eight
hour shift, doing custom paint and
fabrication to friends’ cars and for cus-
tomers I attracted by word-of-mouth.
People who saw those cars started
asking where my shop was located
and what kind of work I could do, so I
opened a shop so I could tell them!”

The 4500-square-foot shop em-
ploys five collision repair profession-
als, utilizing a variety of equipment to
repair vehicles each month. Accord-
ing to Traffis, “4 Wheel Kustoms and
Collision stands out from the compe-
tition because we specialize in res-
toration and custom work. We build
custom frames and lowering kits,
and we also do full fabrications as
well as custom paint jobs.”

With so many specialties, it’s im-
perative that the shop be able to rely
on the equipment and products they
use. “We love the complete line of
Matrix low-VOC products - I even
use it to complete side work at home.
The toners are inexpensive, resulting
in a higher profit margin, and the
paint sprays and dries quicker than
other brands,” Traffis stated.

“Matrix paint also covers in just

three coats, compared to four or even
five coats for other brands, so we use
less material, which allows us to save
time and money.”

“Matrix is less expensive than
other brands, but it’s easy to imple-
ment,” he added. “Their customer ser-
vice department is very responsive. If
we have issues, they send a techni-
cian out the very next day.”

Founded in 1983, Matrix Auto-
motive Finishes is known for produc-
ing quality high performance clear
coats and primers, and the com-
pany’s color matching is unrivaled.
The low-VOC line is fast, accurate
and easy-to-use, plus it sprays bet-
ter than conventional basecoats. A
one-to-one mix ratio, it works in all
climates. Matrix low-VOC solvent
basecoats are also eco-friendly, and
environmental concerns are impor-
tant at 4 Wheel Kustoms and Colli-
sion. The shop recycles all possible
materials in addition to using Matrix’s
low-VOC line.

Regarding current industry trends,
Traffis observed, “There are a lot more
turbo’d cars and a lot of popular paint
jobs that require more detail and at-
tention. Cars are getting crazier body
lines, and there is more of a demand
for flat clear, vinyl and graphic wraps.
More customers want bright colors. 

These trends can present a chal-
lenge to shops if they don’t have the
right materials, but Matrix offers su-
perior color and matching that allows
4 Wheel Kustoms and Collision to
keep up with these customers’ de-
mands and desires as we move into
the future.”

4 Wheel Kustoms and Collision
specializes in full fabrications
and custom paint jobs.

Employees at 4 Wheel Kustoms and Collision rely on Matrix for
superior color matching.

Owner Dave Traffis looks to the
industry’s future to keep his
shop relevant.

by Autobody News Staff 4 Wheel Kustoms and Collision
Location: Independence, OH
216-802-8232
www.4wheelkustoms.com

Company At A Glance...

Type: Collision Repair

Facility Employees: 5

In Business Since: 2011

Number of Locations: One

Combined Production Space:
4,500 square feet

Matrix® Automotive Finishes, 
A Valspar Brand
PO Box 1461
Minneapolis, MN 55440
800-321-0672
www.matrixsystem.com
Facebook: Matrix System Automotive Finishes
Instagram: @MatrixAutomotiveFinishes
Youtube: Matrix Automotive Finishes
Twitter: @MatrixFinishes
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Big Sky Collision Center Does Magic with
their Matrix Wand

With two locations in Montana, Big
Sky Collision Center is a second-
generation business run by Matthew
McDonnell, 39. McDonnell is a pas-
sionate, extremely hands-on and
highly innovative owner, but for many
years, it did not look as though he
would be even working in the colli-
sion industry at all. 

“My father started the shop back
in 1978, so I was born into this in-
dustry,” McDonnell said. “I guess you
might say that I am the prodigal son
that kind of went away. I went to
school and travelled and worked in
the bar business in Montana and
Alaska and sowed my wild oats in
my twenties. My two older brothers
Bryan and John worked in the fam-
ily business pretty much their whole
lives. So, when I hit my thirties, I
came back. It was time.”

Eventually, McDonnell decided
to take on the reins at Big Sky Colli-
sion Center. “My vision for this busi-
ness differed from what my brothers
wanted it to be,” he explained. “I
don’t believe it’s a body shop, be-
cause in the end, we’re really in the
business of people. We just happen
to fix cars. So, I negotiated a deal with
Bryan and John and they stepped
away, so I could change the culture at
these shops. We still have a great re-
lationship and we talk on a regular
basis, but it was a necessary move for
a lot of reasons.”

As of January of last year,
Matthew owned 96 percent of the
company and was ready to instill his
vision in both shops. “Yes, we work
on cars here, but we really work on
building leaders—that’s our main
focus,” McDonnell explained. “Our vi-
sion is to change an industry. We’ve
stepped up the customer service, the
repair process, our equipment and
our entire attitude, and getting the
Matrix Wand was a big part of that.”  

The award-winning Matrix Wand
is a hand-held 3D electronic blue-
printing and repair measuring device
for structural collision damage. It
uses a 3D camera to capture images
of damaged vehicles. These images
are analyzed using Matrix computer
software. Estimators and repair tech-
nicians can use the images to meas-
ure and correct sway, sag and mash

using infinite data points.
By using the Matrix Wand, the

estimators at Big Sky Collision Cen-
ter can measure undamaged vehi-
cles to create their own bank of
repair data and specifications. Mc-
Donnell covets this information be-
cause it is based on actual vehicle
measurements and is 100 percent
accurate each and every time.

“I am probably a little more tech-
nical than most body shop owners,”
he said. “I’m in the back with the
guys a lot and I understand how to
use all the data. The information we
get from the Matrix Wand is invalu-
able for us as we pursue the ultimate
repair on every car. It has allowed us
to be a better shop, and that’s some-
thing we’re always pursuing.”

The Matrix Wand is already an
integral part of everyday production
at Big Sky Collision. “Now we have
two units in both of our locations,”
he said. “They were easy to learn
quickly, are kept in our estimating
bays and all of our estimators know
how to use them. With today’s vehi-
cles, you just can’t see everything,
and with this measuring system,
we’re able to know if we are struc-
turally out of alignment very quickly.
We can find out early in the process
whether or not we need to order
parts or to do panel adjustments.
It’s really the only way to find the
damage—I mean, this tool is phe-
nomenal!” 

By using the Matrix Wand, Mc-

Donnell is strengthening his position
with a lot of his insurance partners,
he added. “One of our goals with this
measuring system was to be more
effective in working with our DRPs,
because obviously they make up the
lion’s share of our business. We’re
writing an accurate estimate more
than 95 percent of the time now with
the Matrix Wand and loving it. As a
result, our supplements with one of
our largest DRPs went from 18 per-
cent down to 1.6 percent in just about
three months. The Matrix Wand is
helping us to be a better partner with
our insurance companies and that
was one of our goals.”

Big Sky Collision Center is on a
two-way street with Matrix. Matthew
has been asked to help test the new
Matrix Active Map 3D software. This
new application allows technicians to
fully integrate The Matrix Wand into
the repair process. A structural repair
technician can now repair or replace
a structural component with confi-
dence.

Big Sky Collision Center is using
the Matrix Wand on 75 percent of all
the cars that come into their two lo-
cations for repairs and McDonnell
couldn’t be more pleased by the re-
sults. “Anything that looks like it may
have any movement, we will use the
Wand. Front end collisions, side im-
pacts and anything that might have
structural damage such as rails is
going under the Matrix Wand every
time.” 

Owner Matthew McDonnell said
his estimators are writing an ac-
curate estimate more than 95 per-
cent of the time now by using the
Matrix Wand. 

At Big Sky Collision Center, Body Technician Danny Hawkins uses the
Matrix Wand on 75 percent of the cars coming through the shop and
the results are outstanding.

Shop COO Nick Rodgers (left) and
Body Technician Bryan Clark use
the Matrix Wand as they pursue
the ultimate repair on every car.

by Autobody News Staff Big Sky Collision Center 
Location: Billings, MT
(406) 671-9652
www.bigskycol.com

Company At A Glance...

Type: Collision Repair

Facility Employees: 58

In Business Since: 1978

DRP Programs: 12

Number of Locations: Two

Combined Production Space:
75,000 square feet (combined)

Matrix Electronic Measuring, Inc.
(800) 424-8023
E-mail: Matrix@thematrixwand.com 
website: www.thematrixwand.com 
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Mitchell’s RepairCenter Provides Solutions for 
Collision Concepts 

Collision Concepts, Inc. in Lincoln,
IL, is well-known for embracing the
newest equipment, training and re-
pair processes available in the colli-
sion industry today. That’s why they
are one of the largest and most
highly-regarded collision centers in
Logan County. When Owner Erv
Guyett started the business in 2003,
Collision Concepts had always look-
ed for tools that could make their
lives easier while becoming more ef-
fective. To do so, they installed Mit-
chell’s RepairCenter back in 2012.

Guyett did it for a wide range of
reasons, he said, but time and dis-
tance were really his biggest con-
cerns. “I live 40 miles from my shop,
so I can’t run back and forth all the
time for obvious reasons. I need to
be everywhere all the time, and of
course, that’s not physically possible.
I needed a system that was cloud-
based so that I could have the control
I needed and do everything remotely.”

Guyett was also looking for a
company that shared his passion for
improving every day, and that’s why
he embraced Mitchell’s Repair-
Center. “I wanted to make sure that I
was on board with a company that
was willing to do the research and
development to help me to run my
business right. We see a web-based
update from Mitchell every 6-8
weeks, which shows that they are al-
ways trying to make their product
better, which is our goal as well.” 

Collision Concepts has every
product that Mitchell makes available
to a body shop, and that’s why al-
most every aspect of its production
depends on the system. “It impacts
every aspect of our operation,” Gu-
yett said. “On the RepairCenter side,
that’s where we manage parts, cus-
tomer resources, vendor communi-
cations, estimates – you name it.
Mitchell’s eClaim feature allows us to
retrieve assignments, communicate
electronically with the insurance com-
panies and attach images.”

The entire team at Collision Con-
cepts runs lean, and much of it can
be credited to Mitchell’s Repair-
Center, Guyett said. “We try to inte-
grate it into our day-to-day workflow
as much as we possibly can. For ex-
ample, we recently introduced the

RepairCenter app to our techs. It al-
lows them to manage their own pho-
tos on their smart phones, which is
essential because we are required to
document everything now. Each of
our eight technicians use this app to
take reference photos and manage
them later if needed.”

All of Guyett’s technicians use
Mitchell RepairCenter all day long.
“There are four work stations in the
shop where our techs can access
the system quickly,” he said. “By uti-
lizing Mitchell’s TechAdvisor, our
techs have access to everything they
need—the ROs, all of the related
data, the images, the invoices—all at
their fingertips. I can check Repair-
Center remotely on the status of
every car in our shop at any given
time. I can see what tech is working
on it, if we have all the parts to com-
plete the repair and if we have got-
ten paid on the vehicle yet – all that
information is right there.”

In addition to RepairCenter, Gu-
yett also appreciates the company’s
amazing support. “We’ve been work-
ing closely with Matt Heubner, our
Mitchell rep., since day one,” he said.
“He comes in periodically to intro-
duce a new product or support a
function and works with our crew to
get us up-to-speed on the new apps
and updates. If we want additional
training at any point, he is happy to
come out here and help. On top of
the training, we rely a lot on Mitchell’s
technical support line because they
are 100% accessible and will always

respond promptly.”
By adding apps through Mitchell

RepairCenter’s ToolStore, Guyett
and his parts people are able to be
more effective in their jobs, he said.
“Most of the apps they offer are free,
and we have taken advantage of a
few of them. Anything that I can use
to make us more effective is some-
thing I want in our production as
quickly as possible. For example,
they have an ordering app that en-
ables us to order parts directly from
LKQ/Keystone. We can see their en-
tire inventory, which makes it easy to
locate parts and order them using it.”

Guyett also plans to take full ad-
vantage of the Mitchell RepairCenter
Hub, which is an easy-to-use tool that
will enable his entire crew to commu-
nicate and collaborate all from one
central location. “We recently tried it
and we liked it immediately, so we are
currently planning to integrate it into
our flow,” he said. “Hub is built directly
into RepairCenter and it appears as
an icon on our desktop, telling us how
many messages we’ve received. It’s
an excellent internal communication
tool and it is going to save us time
and money because it centralized our
notes and makes them easily avail-
able to our techs, estimators, front of-
fice people – everyone who needs to
be in the loop.” 

In summary, the thing that Guyett
likes best about Mitchell’s Repair-
Center is its work ethic. “It shows up
every day, we don’t pay worker’s
comp on it, and it never calls in sick!”  

Collision Concepts installed
Mitchell’s RepairCenter into their
operation back in 2012 and it has
been an integral part of their
production ever since.

Almost everyone at Collision Concepts uses Mitchell’s RepairCenter
every day, including (from left) Marketing Rep Cindy Guyett, Owner
Erv Guyett, Estimator Ryan Guyett and Office Manager Carrie Turner.

Office Manager, Carrie Turner
calls upon Mitchell’s RepairCenter
as she tracks repairs to keep
everyone in the loop – internally
and for their customers and DRPs
as well.

by Autobody News Staff Collision Concepts, Inc. 
Location: Lincoln, IL
(217) 735-2100
www.collisionconceptsinc.com 

Company At A Glance...

Type: Collision Repair

Facility Employees: 15

In Business Since: 2003

DRP Programs: 5

Number of Locations: One

Combined Production Space:
13,500 square feet 

Mitchell International, Inc.
6220 Greenwich Street
San Diego, CA 92122
(800) 238-9111
www.mitchell.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

Standard Sizes: 15x15, 23x15, 30x15, 30x17 & 35x17
Bigger and Smaller Sizes are Available

CALL TODAY 888-321-1320

www.mobileenvironmentalsolutions.com

See us at SEMA
in the Performance Pavilion

booth # 52319
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Friendly Chevrolet Uses Mobile Environmental Solutions
to Stay Chummy with Mother Nature

As EPA and OSHA regulations be-
come increasingly stringent, it’s im-
portant for collision repair facilities to
invest in greener equipment and
processes in order to stay compliant.
Friendly Chevrolet Collision Center in
Dallas, TX took a large step in envi-
ronmental conscientiousness in De-
cember 2015 when the shop decided
to purchase a portable paint booth
from Mobile Environmental Solutions.

Brent Pound, director at Friendly
Chevrolet Collision Center, purchased
a 23 by 15 foot inflatable work station
because “I took our used vehicle
recon in-house, and I realized that I
needed to keep this business sepa-
rate from my daily paint operation.
Mobile Environmental Solutions’ por-
table paint booth has been really
great and done the job, allowing us to
open a whole new source of rev-
enue.”

Friendly Chevrolet Collision Cen-
ter also generates revenue through
their Quick Repair program, which al-
lows them to sell fast turn repairs to
service department customers. The
facility employs 20 industry profes-
sionals who repair an average of 250
vehicles each month. The shop par-
ticipates in three DRPs with DRP
work encompassing about 40% of
their repair volume. The GM certified
collision repair facility is also certified
for aluminum repair and welding, and
in addition to being an I-CAR Gold
Class facility, the shop’s technicians
and estimators are I-CAR Platinum
certified.

Boasting 30,000 square feet of
production space, Friendly Chevrolet
Collision Center uses the best equip-
ment available, including a Car-O-
Liner frame machine with electronic
measuring and printing, Hunter wheel
alignment and suspension equip-
ment, and three Blowtherm paint
booths. When it came to incorporat-
ing the use of the Mobile Environ-
mental Solutions’ portable workstation
into the shop’s daily operations,
Pound said, “This was my first ven-
ture with this type of set-up, but I really
think we got it right the first time.”

“It was always going to be a learn-
ing experience, a work in progress, so
it was no surprise that adjustments
needed to be made along the way,”
Pound explained. “However, the evo-
lution of our process has been rela-
tively smooth, and the response from
Mobile Environmental Solutions’ cus-

tomer service department has been
nearly immediate every time I’ve
needed help. My crew is thrilled with
the product. On average, they spray
about 100 vehicles per month, and
the booth does a great job!”

Friendly Chevrolet Collision Cen-
ter definitely understands the need to
maintain a healthy relationship with
the environment, and the shop recy-
cles materials in addition to spraying
with PPG’s Envirobase paints. Mobile
Environmental Solutions’ portable
paint booth aids with environmental
compliance as well; the booth’s ex-
haust filters exceed the 98% capture
efficiency and uses advanced tech-
nology airflow with positive pressure
cross flow filtration. The booths are
EPA certified and OSHA airflow com-
pliant, and they also comply with
NFPA’s 701 rule. Offered in a variety
of sizes, Mobile Environmental Solu-
tions’ products are designed to pro-
mote efficiency and profitability.

Friendly Chevrolet also main-
tains close ties to their local com-
munity, sponsoring baseball, softball
and soccer teams as well as partic-
ipating in toy and food drives to pro-
vide for the less fortunate.

The Friendly Chevrolet Dealer-
ship and Collision Center is owned
by Mark Eddins and has garnered
customer loyalty through a devo-
tion to providing superior customer
service. In the 1950s, Roy Eddins
worked his way up to management
position at a Dodge dealership in
Memphis, TN, and in 1956, he relo-
cated his family to Dallas to manage
a failing Dodge dealership which he
turned around in just two months.

Becoming part owner in 1960, Ed-
dins relocated Hutton-Eddins Dodge
next to a new dealership, Friendly
Chevrolet, and in 1965, his 14-year-
old son Mark began working with
him in the parts department at Hut-
ton-Eddins. When Friendly Chevro-
let became troubled in 1970, Eddins
and Hutton purchased the dealer-
ship which thrived under Eddins’
leadership and commitment to cus-
tomer service. Mark Eddins worked
his way up to General Manager at
Friendly Chevrolet by 1979, promot-
ing growth through the 1980s before
moving the facility to its current lo-
cation in 1998, which helps ensure
that Friendly Chevrolet continues to
be one of the largest and most dy-
namic Chevrolet dealerships in the
U.S.

Discussing the things that make
Friendly Chevrolet Collision Center
stand out from the competition,
Pound pointed out, “We are family-
owned, so we don’t have to contend
with any corporate bureaucracy, plus
we are a fairly young shop with the
average age of our technicians being
under 35. We also invest heavily in
training and equipment, and over
the last few years, we have com-
pletely retooled the shop. Friendly
Chevrolet Collision Center also of-
fers commercial and medium duty
truck repair, deductible financing,
and complete mechanical and diag-
nostic capabilities.”

Looking to the industry’s future,
Pound predicted “Further advance-
ments in repair methods as we see
extensive vehicle complexity and
technology.”

Family-owned Friendly Chevrolet
Collision Center offers customers
a comfortable place to wait during
their Quick Repairs.

Mobile Environmental Solutions’ portable paint booth provides Friendly
Chevrolet Collision Center with an easy and environmentally friendly
option for spraying.

The shop boasts 30,000 square
feet of production space and
repairs 250 vehicles monthly.

by Autobody News Staff Friendly Chevrolet Collision
Center
Location: Dallas, TX 
(214) 920-1908
www.friendlycollision.com

Company At A Glance...

Type: Dealership Collision Center

Facility Employees: 20

In Business Since: 1956

DRP Programs: Three

Number of Locations: One

Combined Production Space:
30,000 square feet 

Mobile Environmental Solutions
1150 McCaleb Road, Suite E-1
Montgomery, TX 77316
(281) 786-4584
(888) 321-1320
www.mobileenvironmentalsolutions.com
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After Saab Automobile declared bank-
ruptcy and closed its doors in late
2011, collision repair shops faced a
dilemma: where would they find the
parts needed to repair these vehicles?
“Our jobs got a whole lot harder,”
said Dave Wittlinger, general sales
manager, Fred Beans Parts & CAR-
QUEST of Doylestown, PA. “With ve-
ry limited availability across the U.S.,
it became near impossible to source
parts for this once sought after man-
ufacturer.”

Saab Automobile Parts North
America opened in June of 2012 and
the name was changed to Orio North
America in late 2013. 

Orio North America, a subsidiary
of Orio AB based in Sweden, began
distributing SAAB original parts to the
U.S. and Canadian markets. Since
then, Fred Beans has purchased the
parts for its own six CARSTAR colli-
sion centers, as well as re-distributed
them through its parts warehouse.  

“Saab was a great car and had a
very loyal following,” said Fred Beans,
owner of the Fred Beans Automotive
Group, based in southeastern Penn-
sylvania. “I thought it would be a natu-
ral for us to continue with it and we
have.”

Fred Beans currently sells 21 dif-
ferent auto brands through its 18
dealerships. In addition to a parts
warehouse with one of the largest in-
ventories of OEM parts in the tri-state
area, Beans owns six CARSTAR col-
lision repair shops; AutoExpress, an
express lube and automotive acces-
sories store; AutoRent, for discount
car and truck rentals; a towing com-
pany; and a detail and accessory
center.

“When Orio took over the pro-
curement and logistics for Saab
parts, many of us in the industry were
skeptical,” said Wittlinger. “One of the
many thoughts was ‘How could this
company distribute parts for a vehicle
no longer being manufactured and do
so efficiently?’

“I’m glad to say that after just a
few minor hiccups, Orio has become
a great partner, right up there with
some of the big ones,” said Wit-
tlinger. “They listen to the dealers’
concerns with regards to packaging
and logistics and it is just that type of
open communication that has helped
them restore the Saab reputation.” 

Wittlinger estimates that Fred

Beans services 40 Saab vehicles a
month at their service centers and
distributes mechanical and body
parts throughout the Northeast area,
which includes 3,300+ different cus-
tomers in any one given month. 

“While the coveted cars are no
longer in production, those that have
one can take some solace in the fact
that they can still get the OEM parts
to keep their Saab running for many
more miles,” he said.

In addition to selling SAAB parts,
Fred Beans’ parts warehouse sup-
plies parts for 21 different car makes,
as part of the company’s auto parts
network. The business also operates
a Powertrain division and earlier this
year, Fred Beans partnered with Car-
Quest Auto Parts, one of the largest
car parts suppliers in North America.

This portion of the business is
handled through a central ware-
house located in Doylestown, PA
that houses $20 million in inventory
and provides daily delivery to five
states in the Northeast part of the
United States. Wittlinger said the de-
liveries are accomplished by using
three cross-docks, four tractor trail-
ers and 82 box trucks and vans.

Fred Beans got his start in the
automotive business in the 1950s
when he bought a service station
with a $5,500 loan co-signed by his
mother. In 1972, he purchased a 25
percent share in Bill Marsh Ford in
Newtown and the following year he
opened his first body shop. After
selling his interest in the dealership
in 1975, he came to Doylestown
and purchased the J.J Conroy Ford
dealership. 

Beans continued to acquire ad-

ditional dealerships and has built up
his business over the years. The
company currently brings in an esti-
mated $1.2 billion in annual sales
each month. 

Beans' three daughters are all
part of the family-run business that
includes 1,700 employees in total.
Beth Beans Gilbert is vice presi-
dent of the Fred Beans Family of
Dealerships and runs the manage-
ment company. Barbara Beans
manages the Fred Beans Fleet
Group, a division of the company
responsible for sales and deliveries
of vehicles to area businesses; and
Jennifer Beans Keiser manages
and owns the AutoRent division.

Part of the company’s success is
due to the hands-on approach Beans
is known for. “I want to do everything
I can every day to make our business
better,” said Beans. “It drives me to
come to work six days a week.”

One of his passions is making a
difference in the community and he
encourages his employees to give
back in their own ways. The Fred
Beans Charitable Fund provides fi-
nancial support to a wide variety of
organizations and initiatives. “I want
our people to feel a measure of stew-
ardship in the communities we’re in-
volved with,” said Beans. “I think it’s
the right thing to do.”

He said he always wanted to be
part of the retail automobile busi-
ness. “It’s not really about the money.
It’s about building something and
watching people grow and promoting
them from within and being involved
in the community,” said Beans. “It re-
ally gives you a feeling of great per-
sonal pride.”

Out of the 1,700 employees at Fred
Beans, 70 work on the collision
repair side of the business.

CARSTAR Doylestown in 
Pennsylvania is one of Fred Beans’
six collision repair shops. 

by Autobody News Staff Fred Beans
Location: Doylestown, PA
(215) 348-0202 
www.fredbeans.com

Company At A Glance...

Type: Collision Repair

Facility Employees:
70 collision repair / 1,700 total

In Business Since: 1972

DRP Programs: 12

Number of Locations: 18

Combined Production Space:
110,000 square feet (combined)

Orio Auto Parts
Company Contact: Marc Russo
(Executive Director/Sales and
Marketing)
(860) 402-4130
Marc.russo@orioautoparts.com

SAAB Parts from Orio Help Fred Beans Keep
Coveted Cars on the Road

Fred Beans with his daughters (l to r) Jennifer, Beth and Barbara, who
are all part of the family business.
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The Metro Ford Collision Center in
Independence, MO, has only been
using its Polyvance 6059-C Nitro
Fuzer Welding System for a brief
time, but the early reviews are 5-
stars across the board. By repairing
instead of replacing bumper covers,
headlight tabs and other items, Metro
Ford’s Body Shop Manager John
Everett is slightly surprised and ex-
tremely happy with the system.

A 22-year veteran of the colli-
sion repair industry, Everett, 45,
has held just about every job avail-
able at the Metro Ford Collision
Center over the years. So when
he sees a new piece of equipment
that can drastically make his life
easier, he’s ecstatic. “I learned this
business by doing it,” Everett ex-
plained. “I worked my way up the
ladder: painter apprentice, body
tech apprentice, estimator, assis-
tant manager, and finally, manager.
I’ve seen a lot of positive changes
in this industry, and Polyvance’s
6059-C Nitro Fuzer Welding Sys-
tem is a good example of that.”

The Metro Ford Collision Cen-
ter is a busy shop, fixing 100 cars
every month and working on local
fleets as well, so time is always of
the essence. “We only have eight
people working here, so we have to
keep rolling to make our numbers,”
Everett said. “We get a fair amount
of fleet work here from the city and
Jackson County, including all of the
police vehicles. Plus, we do a lot of
re-con work on the cars our dealer-
ship sells to prepare them for sale.” 

With so many things happening
at a frenetic pace, Polyvance’s
6059-C Nitro Fuzer Welding System
is a breath of fresh air, Everett ex-
plained. “We’re currently in our sixth
month using this machine and we’re
really impressed with it. It’s a real
game changer for our turnaround
purposes. Waiting for parts to arrive
is a waste of time and it can really
slow us down. So by fixing these
items, we don’t have to wait or settle
for a re-manufactured or used part.
We used to have to wait on headlight
assemblies, just because a tab or
two was broken, but now we fix them
and move on. It’s beautiful!”

According to Everett, the savings
of repairing something versus re-

placing it can be significant. “We
were fixing a Mustang GT recently
and it needed a new headlight, be-
cause a tab was broken. So, instead
of ordering a new one, we fixed it
and now it looks brand new. Even a
highly-trained eye can’t tell the dif-
ference. Without this machine, we
would have had to replace it with a
new $800 headlight. But with this
system, we repaired it in about one
hour, so that is definitely an atten-
tion-getter.” 

After a brief training session held
by Polyvance, Everett’s techs know
how to use the 6059-C Nitro Fuzer
Welding System and are getting bet-
ter at it all the time. “We like the fact
that the plastic is durable, bendable
and it dries quickly. It allows my guys
to start working on it right away and
shaping it almost immediately. When
it comes to using any new piece of
equipment, it all comes down to
practice, and I can see some of our
people already becoming more com-
fortable with using it.” 

One of Everett’s technicians,
Brad Bellamy, is highly proficient
with the system and producing ex-
cellent work as a result. “He is my
go-to guy with the Nitro Fuzer and
not afraid to take on any job with it,”
Everett said. “If I have a tech working
on another vehicle and there is a
damaged bumper that needs to be
fixed, I like to give it to Brad. He’s

very thorough and detail-oriented, so
he is the ideal person to be doing this
work. As a result, he’s been able to
perfect the process and I am confi-
dent he’s going to get even better at
it over time.” 

Major issues that the Metro
Ford Collision Center used to have
with tabs on bumper covers have
disappeared almost completely by
using the 6059-C Nitro Fuzer Weld-
ing System by Polyvance. “The tabs
get ripped off and we had to replace
them prior to using this system,”
Everett explained. “It’s critical with
these tabs because they click into
the brackets, and if they’re not locked
in there, you can get a lot of other
problems. The bumper will stick out
or you’ll see bulges, and it will look
just terrible. After fixing them with this
system, they actually come out
stronger than they were originally.”

Back in 1981, Polyvance was
formed to address the needs of
bumper recyclers and to supply prod-
ucts to repair urethane bumper cov-
ers. As auto manufacturers began
using other materials in bumper cov-
ers, Polyvance developed products
to repair those types of plastics as
well. By focusing on plastic repair
and refinishing, Polyvance is rein-
venting the process of plastic repair
and developing products to address
each step and changing the collision
industry one repair at a time.

The crew at the Metro Ford
Collision Center fixes roughly
100 cars monthly as well as a
fair amount of fleet work.

Body Technician Brad Bellamy at Metro Ford Collision Center in
Independence, MO uses Polyvance’s 6059-C Nitro Fuzer Welding
System to repair bumper covers and other items that he previously
he had to replace.

Metro Ford’s Body Shop Manager
John Everett has seen a significant
improvement in his cycle time by
using Polyvance’s 6059-C Nitro
Fuzer Welding System.

by Autobody News Staff Metro Ford Collision Center  
Independence, MO
(816) 254-9800
www.kcmetroford.com/section/
car-service/collision-center

Company At A Glance...

Type: Collision Repair

Facility Employees: 9

In Business Since: 1981

DRP Programs: 4

Number of Locations: One

Combined Production Space:
8,000 square feet 

Polyvance
1128 Kirk Road
Rainsville, AL 35986
(800) 633-3047
www.polyvance.com

Metro Ford Collision Center Calls Polyvance’s
Plastic Welder a “Game Changer” 
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Many shops can boast about their ex-
cellent repairs, but Northside Lexus
in Houston, TX, has the awards to
back up their claims. In 2016, the
shop was designated as the Lexus
Certified Shop of the Year for the third
time in a row and the fourth time alto-
gether. Shop Manager Rob Ochoa
commented, “It feels great to receive
four national awards – no other Lexus
dealer has more than one! Our
processes and the commitment to
quality that our team shares are what
separate us from the competition. It
all comes down to our people, and I
am extremely proud of the ladies and
gentlemen who serve our clients.
Take care of your employees be-
cause they are your second family,
and if you sincerely treat them that
way, you’ll get the results you’re look-
ing for!”

Northside Lexus added its colli-
sion center in 2004 – eight years
after the dealership opened – due
to a high demand for repairs, and
the shop repairs over 200 vehicles
monthly. As a Certified Lexus Colli-
sion Center, Northside Lexus re-
quires all 26 employees to pass
tests pertaining to the manufac-
turer’s models, past and present,
and many of their technicians pos-
sess multiple ASE Certifications re-
lated to their job descriptions.

Additionally, 60% of the shop’s
technicians are Master Certified. “To
be a Master, you must be with the
company for at least three years, and
you must attend specific training dur-
ing the course of the year related to
proper repair methods for Lexus ve-
hicles,” Ochoa explained. “All body
techs must have current welding cer-
tifications, while painters must have
taken color matching classes and
advanced color matching.”

Color matching is a key compo-
nent to customer satisfaction, so it’s
imperative that Northside Lexus re-
lies on the best refinishes available.
“In 2009, we were the first Lexus
dealer in Houston to start spraying
PPG Envirobase® High Performance
waterborne paint, thus helping the
environment with less pollution,”
Ochoa stated. “We knew it would be
mandated one day, so we wanted to
get ahead of the curve. From a color

match perspective, it has made the
largest difference; when we sprayed
with solvent, we would redo bumpers
for color match problems more than
50% of the time, but now, it’s ex-
tremely rare to hear that we have to
redo a bumper for color issues. It def-
initely helps profitability when you get
paid to paint a bumper once and
don’t have to paint it again. PPG
made the process that much better!”

Northside Lexus is no stranger
to process improvements. Accord-
ing to Ochoa, “We don’t operate our
business as most shops do. We
have distinct processes to help out-
put and ensure that once we start
on a vehicle, we don’t stop until the
car is complete. We simply put pa-
perwork before production. Before
starting on a car or ordering parts,
we obtain a solid estimate that has
been approved by our estimator and
technicians so we don’t have to re-
peatedly restart the repair because
we don’t have what we need to
properly fix the car. Why start on a
car that doesn’t have what you need
to fix it? This process has made all
the difference in the world.”

Of course, change is never easy.
Ochoa pointed out, “We all know
most technicians don’t like change –
you simply have to make them un-
derstand the benefits, and after they
see the potential, you’ve got them.
Now, our technicians love the Envi-
robase High Performance water-
borne paint, and would never go
back to the old system.”

Excellent customer service also
helped make the transition easier.
“Customer service with our PPG Plat-
inum Distributor, Tasco Auto Color, is
outstanding,” Ochoa said. “If I experi-
ence a problem, all I have to do is
make a phone call, and it’s handled –
it’s that simple. They take care of our
needs as we do for our customers,
and that’s all we can ask for.”

Northside Lexus also recognizes
the value of caring for their commu-
nity. The shop is involved with over
300 charitable organizations includ-
ing the Ronald McDonald House,
the American Diabetes Association,
Helping Hands, Autism Speaks and
many others.

Unfortunately, every industry
also faces its set of challenges, and
the collision repair industry nation-
wide has been experiencing a shor-
tage of incoming qualified techni-
cians. “There is a need for repair
technicians and not many are avail-
able since there aren’t many young
people getting into the collision in-
dustry,” Ochoa lamented. “This will
continue to be a problem as more
units get sold and more people are
on the road. We’ve taken a proactive
stance to hire people that we feel are
trainable; however, this does take
time and dedication. That said, once
they’ve been trained, they only know
your way. Typically, that employee
tends to have a stronger commitment
to us for training them and giving
them a chance. After all, our people
make us… or break us.”

PPG waterborne has helped
Northside Lexus increase
productivity and profitability,
thanks to its excellent color
matching capabilities.

Northside Lexus was the first Lexus dealer shop in Houston to begin
spraying with PPG’s Envirobase High Performance waterborne paint
system.

Northside Lexus has received
four Lexus Certified Collision
Center of the Year Awards.

by Autobody News Staff Northside Lexus
Location: Houston, TX
(281) 569-3481
www.northsidelexus.com

Company At A Glance...

Type: Dealership Collision Center

Facility Employees: 26

In Business Since: 2004

DRP Programs: Two

Number of Locations: One

Combined Production Space:
19,000 square feet

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

Award-Winning Northside Lexus Improves Color
Matching with PPG Waterborne System
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Piscataway Auto Body, an I-CAR
Gold Class certified shop in New
Jersey, first opened for business in
July 1977, when owner Paul Zebro
purchased an existing body shop.
Over these past four decades, many
changes have positively impacted
the shop, such as the construction of
a new collision center in 1991 to
meet the demands of a changing co-
llision industry. Now, Piscataway is a
5,200-square-foot shop whose 13
employees repair an average of 50
vehicles monthly.

A major change for Piscataway
Auto Body came ten years ago
when Zebro decided to convert to
Prospray’s solvent-based paint sys-
tem. “Prospray offers what we feel
is a quality product for less cost, and
our technicians like it because it is
easy to use and they do not experi-
ence any issues when they work
with it,” Zebro said.

Switching to Prospray’s system
was “not difficult at all,” Zebro said,
“and while we have only had to call
Prospray’s customer service de-
partment a few times in the past ten
years, the outcome was very good
each time we faced a challenge that
required their assistance.”

The type of reliability provided by
Prospray and their products is im-
perative for Piscataway Auto Body.
The shop participates in three DRPs
but works with nearly every insur-
ance carrier. Zebro’s employees
love how easy it is to use Prospray’s
products; plus, the versatility of the
paints allow for excellent color mat-
ching capabilities.

In addition to Prospray’s paint
system, Piscataway Auto Body uti-
lizes a variety of equipment in their
repairs, including a downdraft spray
booth, Prospray mixing system, Fu-
ture Cure Nitro 9000, two uni-body
frame racks, two drive-on lifts, vari-
ous welders, a plasma cutter, Chief’s
Velocity measuring system, and a
Snap-On scanner.

Zebro believes that the future of
the collision repair industry will see
“more technology, requiring more di-
agnostics. Use of a scanner may be
necessary even on small bumper
repairs due to various sensors being
installed on modern vehicles. Also,
with the push for lighter vehicles, the

repair process will change, and
shops will need to learn new tech-
niques to prepare for all new mate-
rials being used to construct these
cars.”

Additional trends in the industry
that Zebro has observed pertain to
cycle times and the parts being used.
“Insurance companies are pushing for
repairs to be completed faster without
taking into consideration the multitude
of issues that can arise during the re-
pair process. Sometimes, we receive
damaged parts that need to be re-
placed, or we may need to order ad-
ditional parts before finishing the
repair. When it comes to trial fitting of
aftermarket parts, we could need to fit
the part several times, causing even
more delays, and waiting for approval
on supplements can cause us to ex-
ceed desired cycle times as well.”

Zebro also expressed concern
with some insurance companies dic-
tating the parts that they want used in
the repair. “Insurers are pushing for
us to utilize used and aftermarket
parts, even on new vehicles. Con-
sumers do not really understand their
insurance policies, and no insurance
company is going to tell them that, in
order to save money, they are allow-
ing the insurance to pay for parts that
may not necessarily be the best fit for
their vehicle.”

Consumer education is a vital
component of customer service for
Piscataway Auto Body. “We try to
educate our customers on the repair

process and keep them up-to-date
with our progress," Zebro explained.
"To do this, we use a program called
Autowatch, which allows our cus-
tomers to see the progress of their
vehicle through the various phases
in the shop. We attract many of our
customers through referrals and
word of mouth with some families of
customers spanning multiple gener-
ations, from grandparents to their
children and even grandchildren.”

Piscataway Auto Body is also
dedicated to their community. They
sponsor local school and athletic
clubs, and the shop is very active
with their local vo-tech high school.
In fact, according to Zebro, “Several
of our current employees started
working here in high school through
the cooperative career and technical
education program. They decided to
stay with us and have been valued
employees for over a decade.”

Environmental conscientious-
ness is also important to Zebro, and
his shop recycles paint thinners and
other recyclable materials. Using
heated nitrogen while spraying re-
quires less material and dries faster;
plus, they have installed solar pan-
els on the roof to decrease their re-
liance on other, less “green” means
of electricity. Prospray’s wide range
of VOC-compliant applications al-
lows Piscataway Auto Body to com-
ply with OSHA and EPA guidelines
without compromising quality or cost
effectiveness.

Zebro’s employees love how easy
it is to use Prospray’s products.

Prospray’s paints allow Piscataway
to deliver high quality repairs at a
lower cost.

by Autobody News Staff Piscataway Auto Body
Location: Piscataway, NJ
(732) 752-3626
www.piscatawayautobody.com

Company At A Glance...

Type: Collision Repair

Number of Employees: 13

In Business Since: 1977

DPR Programs: Three

Number of Locations: One

Combined Production Space:
5,200 square feet

Prospray® Finishes, 
a Valspar® Automotive Brand
PO Box 1461
Minneapolis, MN 55440
800-321-0672
www.ProsprayFinishes.com
Facebook: Prospray Automotive Finishes
Twitter: @ProsprayAuto
Instagram: @ProsprayFinishes
Youtube: Prospray Finishes

Piscataway Auto Body Finds High Quality at Low
Cost with Prospray® Finishes

Piscataway Auto Body’s new collision center was built in 1991 to meet
the shop’s business needs and keep up with volume demands.
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• One Tool Does it All.
• Has the Most OEM
 Approvals.

RAE
Reliable Automotive Equipment, Inc.

Phone: 732-495-7900
www.facebook.com/
ReliableAutomotiveEquipment

Fax: 732-495-7904
Visit us on Facebook

 Does it All.
 Has the Most OEM

 Does it All.

�e Approved
Rivet Gun

Start Fixin      Start Fixing “ �e Right Way ”

Email: bill@rae1.com
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When you walk into Amato’s Auto
Body, you feel like you’ve stepped
back to the 1930s. The Art Deco-style
lobby has movie posters on the wall,
a vintage popcorn machine and other
collectibles from that era. 

Established in 1980, Amato’s
specializes in repairing European ve-
hicles and Teslas. Paul Amato,
owner of the San Diego, California-
based collision repair center, said the
shop prides itself on staying up-to-
date with the latest in technology and
repair procedures. 

The 15,000-square-foot facility
is filled with luxury cars such as
Porsche, Audi, BMW and Tesla.
When repairing the more advanced
structural elements on these vehi-
cles, Amato said it is critical to have
products and tools that he and the
technicians can depend on. That’s
why he purchases equipment from
Reliable Automotive Equipment
(RAE).

“I trust them. They know what
they are talking about,” said Amato.
“They stand behind everything they
are doing.” 

In a shop that brings in nearly $1
million a month, Amato stressed the
importance of utilizing top-of-the-line
equipment. “You can’t fix these cars
without the tools that RAE sells us,”
he said.

RAE has provided Amato’s with
automotive aftermarket products such
as welders, saws and rivet guns for
the past 15 years. One of the tools
used regularly in the shop is RAE’s
Xpress 800 pneumatic-hydraulic uni-
versal rivet gun. 

Mark Twedell, the shop foreman,
said that the tool seems to do it all.
“This tool will do the job of three,” said
Twedell. “It’s capable of so many
things and very versatile.” He added
that it has been their “go-to” tool for the
last two years. “The adjustable head
allows me to get in at different angles,”
explained Twedell. “If I need to get into
a tight spot, I’ll use this gun.”

Another big advantage is that the
gun is air hydraulic, so there is a
steady stream of power and the oper-
ator doesn’t have to worry about a
dead battery during a job. 

The rivet gun has additional parts
and can be upgraded with options to
handle most fasteners. Amato, who
oversees production and has a pulse
on everything in the shop, believes it

is the ultimate riveting tool. 
Amato said that RAE stands be-

hind the quality of their products
and he can rest assured that, “...if
something breaks, I know I have
one call into RAE, put it back in the
package and ship it. It gets fixed and
returned.” That’s important when it
comes to ensuring the shop has re-
liable equipment necessary to re-
pair the 160-180 cars they handle
on a monthly basis. 

Mike Grauer, Amato’s body
shop manager, said repairs are a lot
more involved than they used to be.
Currently, the shop is certified by
more than 17 manufacturers, from
Audi to Tesla.

As new vehicle models are in-
troduced to the market, such as the
Bentley Bentayga SUV, different
tooling is often required. “The man-
ufacturer is very specific as far as
what tools can be used and how the
processes are done,” said Grauer.
Over the years, they have found
they can always count on RAE for
its quality tools and support.

The I-CAR Gold shop is dedi-
cated to continually training em-
ployees. In addition to in-house
I-CAR training conducted by Gra-
uer, Amato’s regularly sends tech-
nicians to the various manufac-
turers to learn the most up-to-date
repair procedures. 

"There is a lot of technology in
these vehicles and you have to stay
on top of it,” said Grauer. “The train-
ing never stops.” With the types of
vehicles Amato’s repairs, they often
find they are on the cutting edge of
being exposed to the latest infor-
mation available. 

Amato’s has received numerous

awards over the years, including best
body shop in San Diego for the last
three years by San Diego A-List.
The business was also voted #5 on
a Union-Tribune reader’s poll for
being San Diego’s Best in 2015 in
the category of Auto Service/Re-
pair and #3 the year prior.

The family-owned body shop
operates two shifts Monday through
Friday and is open seven days a
week. Amato, who spends most of
his time overseeing production, said
this helps with turnaround times for
customers.

The technicians are paid an
hourly wage rather than on com-
mission. “The one thing that I’m
proudest of is that in 2014, for the
profit sharing in our 401K, we put
in $250,000 for the employees,”
said Amato. “In 2015, that figure
reached $300,000 for 401K and
profit sharing.”

Many of the 45 people who
work at Amato’s are long-time em-
ployees. From the receptionist to
the repair technician, Amato said
the goal is to provide ultimate cus-
tomer satisfaction on all auto body
repairs. He attributes the shop’s
success to excellent customer
service and repairing vehicles with
the proper OEM replacement parts
such as the products from RAE.

“It’s a fun challenge every day,”
said Grauer. “In the end, you are
putting the consumer back in a safe
vehicle that was repaired properly.”

Amato agreed. Above all, con-
sumer satisfaction and safety mat-
ter most to the shop owner. “A lot
of energy goes into repairing these
cars,” said Amato. “I fix every car
like it was for my mom.”

Mark Twedell, shop foreman, uses
RAE’s Xpress 800 rivet gun during
the repair of a Tesla S.

Amato’s provides razor scooters for technicians to quickly get around
the production facility. (l to r) Victor Dobles, shop foreman; Paul Amato,
owner; and Colin Storer, body man.

(l to r) Customer service
representatives Renee Gagnon,
Tara Jones and Briana Gray
assist customers in the Art
Deco-style lobby at Amato’s.

by Autobody News Staff Amato’s Auto Body
San Diego, CA 
(858) 455-6715
www.amatosautobody.com

Company At A Glance...

Type: Collision Repair

Facility Employees: 45

In Business Since: 1980

Number of Locations: One

Combined Production Space:
15,000 square feet 

Reliable Automotive Equipment
Bill Nortrup
Bill@rae1.com
732-495-7900
Fax: 732-495-7904
www.raeservice.com
www.facebook.com/ReliableAutomotive
Equipment

Award-Winning California Body Shop Counts on
RAE Products to Get the Job Done
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If you find a product or a piece of
equipment that has proven to be
reliable, why change? If you have
a good thing going, why not stick
with it? That’s exactly how Dino
Rocciola, head painter at Preci-
sion Frame & Body Shop in Santa
Rosa, California feels about his
beloved collection of SATA spray
guns.

Rocciola, 45, has been using
SATA spray guns for nearly three
decades and consistently getting
amazing results, so changing is not
in his plans–ever, according to
Rocciola. “My first gun was a 
SATAjet 90,” he said. “I was work-
ing as a painter’s assistant for a
veteran painter and he told me to
go out and get a SATA. He was ob-
viously a wise man, because I now
have more than 15 SATA guns and
I use them all.”

After learning the ins and outs
of painting, Rocciola decided to
spread his wings and started pur-
suing side work, he said. “Within
just two weeks I felt comfortable
spraying and I was sold. I would
work all week at the shop and then
I could not wait to come in over the
weekends to paint. I still remember
my first side job was a camper
shell, and I worked so hard on that
one. I wanted to make it perfect.
My first car was a Pontiac Grand
Prix and I painted it black. I made it
look like glass!”

Several years ago, Rocciola
entered a SATA design contest and
placed 12th out of more than 275
entrants. “That was a big thrill for
me, because I know that the top
painters in the country enter that
contest. Being recognized by SATA
meant a lot to me and still does.”

As the head painter at Preci-
sion Frame & Body Shop, Rocciola
does a fair share of restoration
work on top of his normal sched-
ule. “We’re not a high production
shop here, but we are known for
our quality, and that’s why we get
incredible reviews,” he said. “Our
owner, Nick, is a great person to
work for. His dad started this shop
45 years ago and he still works
here at age 73.  They are both very
proud of this shop and they defi-
nitely make quality a priority.”

As a painter who is always try-
ing to refine his skills and learn as
much as he can about every aspect
of the industry, Rocciola is always
waiting for the next SATA gun to
come out. “When they come out, I
have to get them,” he said. “Last
year at SEMA I got their new SATA
Jet 5000 B ‘We Paint Winners’ Ax-
alta Commemorative gun and it
made my year. It’s an awesome gun
and a major part of my collection.”

Currently, Rocciola’s assem-
blage of SATA guns consists of 15,
with each one playing a role, he
said. “Everything I spray acts differ-
ently, so I have one for every pur-
pose. I have one for sealers; one or
two I use for solid basecoats; one
for clearcoats and another one I use
for single stage paints. Each one is
designed for a specific application
and that’s why I use so many of
them all the time.”

Rocciola’s SATA guns accom-
modate his style, and by using them
on literally hundreds of cars over the
years, he has them dialed in to per-
form at a high level. “I spray fast and
close to whatever I am painting and
my SATA guns are ideal for the way
I work,” he said. “For many years, I
was using mostly their HVLPs, and
then a few years ago I started mov-

ing over to their RPs. I love the way
they put the paint on and I know that
each and every time the vehicle will
look amazing.”

If Rocciola ever has any ques-
tions about his SATA guns, he can
either call their technical hotline, or,
in some cases, he will call upon his
fellow SATA believers. “The people
at SATA treat me well and if I ever
need a special item such as a new
hose or a part, they get them to me
the next day,” he explained. “They
really take care of their customers.
In addition, I will sometimes go on
social media and talk with other
painters from all over the country.
We help each other out and share
information about our SATA guns
and how we’re using them.”

After 26 years of using SATA
guns exclusively, Rocciola has
made them an integral part of his
painting process, and he wouldn’t
imagine doing it any other way. “I al-
ways put together a game plan be-
fore I paint any car,” he said. “I
always work clean and I make sure
that I do every job the same way. I
don’t change my approach and it
works for me. My SATA guns are an
extension of everything I do here at
Precision Frame & Body and I rely
on them every day.”

Rocciola has 15 different SATA
guns and uses them all for 
different types of work. 

Painter Dino Rocciola at Precision Frame & Body Shop in Santa Rosa,
CA said that his SATA guns play a pivotal role at his job every day.

Rocciola loves the way his SATA
spray guns lay out the paint and
that's why he has never 
considered using another brand.

by Autobody News Staff Precision Frame & Body Shop
Location: Santa Rosa, CA
(707) 546-6487
www.precisionframeandbodyshop.com 

Company At A Glance...

Type: Collision Repair

Facility Employees: Four

In Business Since: 1971

Number of Locations: One

Combined Production Space:
4,000 square feet

Dan-Am Company
One Sata Drive 
P.O. Box 46
Spring Valley, MN 55975
(800) 633-7282
www.sata.com

Painter at Precision Frame & Body Shop is a
Lifelong SATA Devotee
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Earlier this year, Tim Lewis sold
the commercial property where his
Washington-based body shop had
been operating since 1994. He con-
templated retiring, but instead de-
cided to open his dream shop a few
miles down the road in Redmond. 

Accurate Auto Body’s 20,000-
square-foot body shop specializes
in aluminum repair and primarily fo-
cuses on Tesla, Jaguar, Land Rover,
Toyota, and Corvette models. The
new shop has five dedicated bays
for the repair of these vehicles.

After operating in the same lo-
cation for more than 20 years, it was
time to reevaluate what he would
need to run a state-of-the-art facility.
A painter by trade, Lewis knew the
importance of having high-quality,
dependable equipment. Although it
is a large financial investment, he
made it a priority to set up his shop
to ensure he could handle the work
and grow his business.

After researching the various
products available, he decided to
purchase Spanesi products for the
family-run business. “I did a lot of re-
search on their equipment and feel
they were by far the best in the mar-
ket,” said Lewis, who owns the shop
with his wife Linda and son Justin.

Accurate Auto Body now has
one Spanesi downdraft paint booth,
two heated prep decks and a Touch
measuring system.

The dedicated paint booth has
double panels with insulation, which
Lewis said allows for maximum effi-
ciency. The booth has thermoventi-
lation units with different power and
air flow capacities, and motors with
inverter technology. The motors run
in full capacity only when painting,
which Lewis said saves on gas and
electricity and provides the neces-
sary air capacity and automatic
pressure control. The heating can be
done with a diesel or gas (natural or
LPG) burner with heat exchanger of
direct flame burner.

The shop’s double prep deck has
a curtain down the middle, which can
be used as two separate booths or
one larger one.

Compared to the old booths he
had in his shop, Lewis said the Spa-
nesi paint booths are 13 ½ feet tall.

Since the body shop does a lot of
work for the City of Bellevue, Lewis
said they can now fit large trucks
and ambulances inside their booths,
which is a huge advantage and brings
in more business.

When the new paint booths were
first installed, Spanesi sent a head
technician from Italy to put the booth
together alongside Tim and his crew.
“Now everything works great,” said
Lewis. “The support so far has been
good.”

The shop also uses Spanesi’s
Touch measuring system, which Le-
wis purchased a year ago. “I think
that piece of equipment is awe-
some. I like the 3D because you can
actually do a 3D comparison and be
proactive when a car comes in with
suspension damage,” said Lewis.

The electronic measuring sys-
tem allows the shop to quickly carry
out a diagnosis on damaged vehi-
cles and measure all of the me-
chanical parts. By utilizing this piece
of equipment, Lewis has found that
his technicians are able to better vi-
sualize the repair.

For example, when a Mercedes
550 was towed into their shop, Lewis
said there was an alignment prob-
lem. The vehicle was strapped down
so hard from being transported
across the country that the lower
control arm in the rear was bent and
the car wouldn’t align. Their Spanesi
support representative, JR Robin-
son, came out to the shop to assist
with the diagnosis. After using the
Touch measuring system to help fig-
ure out what was wrong, they were
able to align the vehicle.

“The techs didn’t believe it at
first,” said Lewis. The rear control
arm was bent and the cradle was
7mm too far forward. “Once we put
everything back where it was sup-
posed to be, and put the new control
arm in place, everything aligned. We
put their minds at ease.”

Since Accurate Auto Body does-
n’t have a mechanical shop, Lewis
said in the past they would have had
to send the work out. “Now we can
be proactive and actually put it on a
rack and measure and see what is
actually bent so we can order re-
placement parts at the beginning of
the job, rather than sending it out and
waiting for assessment.” said Lewis.
“It saves us time. The faster we can
get cars done, the more we can get
in. It’s all cycle time.”

Voted one of the top five body
shop in Western Washington, Accu-
rate Auto Body currently brings in
over $3 million a year. His goal when
he retires is to eventually turn over
the shop to his son, Justin.

In the meantime, Lewis said the
shop’s main focus is on customer sat-
isfaction. His advice to other shops
is to invest in quality equipment, like
the Spanesi products in his shop,
and continue to stay up-to-date with
changes in the industry in order to
perform a proper repair. 

“I think education is huge. Knowl-
edge is key,” said Lewis. “With good
quality equipment that is reliable and
user friendly, the flow in the shop is
efficient and stable, the employees
are happy and the customers are
well taken care of in a timely man-
ner.”

Accurate Auto Body uses a
Spanesi downdraft paint booth,
two of their heated prep decks
and the company’s Touch
measuring system.

(l to r) Justin and his father Tim run Accurate Auto Body in Washington.

Accurate Auto Body’s 20,000-
square-foot body shop
specializes in aluminum
repair.

by Autobody News Staff Accurate Auto Body  
Location: Redmond, WA 
(425) 883-2450
www.accurateautobodysite.com 

Company At A Glance...

Type: Collision Repair

Facility Employees: 16

In Business Since: 1994

DRP Programs: Three

Number of Locations: One

Combined Production Space:
20,000 square feet 

Spanesi Americas
Company Contact: Tim Morgan
(Managing Director)
tmorgan@spanesi-americas.com
(224) 772-6374
www.spanesi.com

Washington Dream Body Shop Depends on Spanesi
Equipment for a Quality Repair
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When Jeff Mucciarelli—the owner
of Gabe’s Collision, with three lo-
cations near Buffalo, NY—pur-
chases any piece of equipment, he
wants to see it in person before he
becomes an adopter. That’s ex-
actly how Mucciarelli, a second-
generation shop owner, discovered
his first USI paint booth. After that,
he became a believer.

“Almost 11 years ago, I went to
the NACE Show in Vegas and all
of the paint booth companies were
there,” Mucciarelli explained. “It
was right before we were about to
open our second Gabe’s Collision
and I wanted to do things differ-
ently with this new location. There
was a lot of talk about waterborne
at that time and I wanted to see the
best of the best. I felt that the only
way I could do that is to fly to a
place where they had them all
lined up and I could go through all
of them. I remember there must
have been 12 there to look at, so it
took some time.”

The USI booth stood out from
the rest of the pack, he said, and
from then on, it was a no-brainer.
“When I saw that USI booth, with all
of those motors and propellers and
saw how it was built, I got excited,”
Mucciarelli said. “Right away, I
could see that these booths were
really head and shoulders above
the rest.”

Walking through that USI booth
also gave Mucciarelli more ideas
about how to improve his business.
“There were a lot of new things that
I wanted to do put into practice at
the second Gabe’s Collision Cen-
ter that I was afraid to do then in
our existing location because I did-
n’t want to ruin the business,” he
said. “We were doing great, but I
had all these ideas about parts and
equipment and how I would set up
the shop to make it flow better. So
I put to use all these crazy thoughts
I had in my head in our second lo-
cation and it worked. Getting that
first USI paint booth was a big part
of that evolution.”

Mucciarelli is a second-gener-
ation shop owner who was born
into the business, he explained.
“While most kids were out playing
after school, my mother used to

drop me off at the shop just to keep
my father company. It was a one-
man shop and he did it all. I actu-
ally started playing around with
cars when I was probably around
10–12 years old. When the time
came, I went off to college, but I al-
ways worked with him whenever I
could because I loved it.” 

Working with his father has
been great, and even though he’s
82, Gabe Mucciarelli still comes
into work regularly. “I love the man,
and he has always been very sup-
portive, but he was always very
skeptical and dead against some
of my changes, but he eventually
let me do them anyway. And they
worked, because we used to be a
corner garage and now we have
three locations that fix 500-plus
cars every month. Not many fa-
thers would have allowed their
sons to take such a risk, but he
did.” 

Now, all of Mucciarelli’s three
locations have full-scale down-
draft drive-through USI booths
with two finishing decks and two
sanding decks in each facility.
“The finishing decks are full bak-
ing downdraft, so essentially, we
can paint three cars at once in
each location,” he said. “The USI
booths allow us to paint two addi-
tional cars every day, which really
helps us with our insurance part-
ners, too.”

By using the USI booths,
Gabe’s Collision is saving time
and money. “Yes, we’ve probably
cut a half a day off our cycle time
with these booths. It means a lot
when you’re trying to hit a four-
day cycle time. If you’re at a 4.2
and it drops you to a 3.7 then it
puts you in a great place with cer-
tain insurance carriers. If we can
stay under that 4.0 number, that’s
our goal.” 

In addition to his USI booths,
Mucciarelli also values the com-
pany’s support and training. “It
was very easy to learn, and each
time we got a new booth from USI,
our guys picked it up fast,” he
said. “They were painting cars the
day right after the training. Also, if
we ever have a question or need
feedback, their tech support is
wonderful. We pick up the phone
and it’s done. And if we need serv-
ice, their people are incredible.
The support is definitely excep-
tional.” 

If he had to open those three
shops again, would he put USI
equipment in each one? “Guaran-
teed. If the industry warrants a
fourth Gabe’s Collision, then I’ll
open a fourth Gabe’s Collision,
and you can bet that USI will be
right there with us. Dad is no
longer skeptical because he has
seen these booths in action and
believes in them--just like me!” 

Since 1964, Gabe's Collision has
provided quality work and exem-
plary customer service to its 
second and third-generation
clients. 

From left, Owner Jeff Mucciarelli, Head Painter Nate Weyand-Painter
and Painter's Assistant Anthony Galante comparing notes in front of
one of their USI paint booths. 

Dad and son have built a great
business at Gabe's Collision and
USI paint booths are a part of it.
From left, Gabe and Jeff 
Mucciarelli. 

by Autobody News Staff Gabe's Collision and Claims Center
Buffalo, NY 
(716) 632-4900
www.gabescollision.com 

Company At A Glance...

Type: Collision Repair

Facility Employees: 84

In Business Since: 1964

DRP Programs: 4

Number of Locations: Three

Combined Production Space:
76,000 square feet (combined)

USI of North America
Company Contact: Stefano Moretto 
(201) 405-7760 
email: s.moretto@usius.com 
www.usius.com 

Gabe’s Collision Uses USI Spray Booths
in All 3 Locations
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Located in Lancaster, SC, Auto Ex-
teriors LLC is a busy ASE Blue Seal
Certified facility specializing in colli-
sion repair. The shop also restores
and details cars as well as provides
towing and storage services. In order
to maintain the high quality expected
by customers, owner Russell Free-
man knows he must rely on the best
products on the market, which is why
he uses the Valspar Refinish system.

“The collision repair industry is
definitely becoming more and more
refined,” Freeman said. “If you’re not
systemized, then you’re probably not
growing and very likely headed in the
opposite direction. Valspar Refinish
offers a quality product at a reduced
price. The paint holds over time, and
our employees like working with this
paint system.”

Auto Exterior’s 8,000-square-foot
shop employs ten industry profes-
sionals who repair as many as 80 ve-
hicles monthly, performing detail jobs,
restorations, and work for dealers
and insurers. The shop participates in
two DRPs. “Recently, we’ve been
seeing insurance companies want to
total vehicles that can be repaired,
while they want to repair vehicles that
need to be totaled,” Freeman ob-
served. “It depends on the money
they will get for the salvage, but it
makes our job much more difficult,
slowing the process down and com-
plicating our customers’ lives. DRPs
are getting harder to maintain as well.
It seems as though the insurance
companies want more and more of
our time and expertise for free in ex-
change for that DRP contract.”

Valspar Refinish’s products help
Auto Exteriors deliver that expertise
without sacrificing any more time
than necessary. “It’s easy to use and
far more economical than the com-
petition,” Freeman stated. “We star-
ted using Valspar Refinish products
in 2010. The main reason we swit-
ched to Valspar Refinish was cost
and overall savings. Transitioning re-
quired a small learning curve, but it
was well worth it because the product
is so easy to use and the processes
weren’t any different compared to the
previous paint we were using. One
thing I especially like about Valspar
Refinish system is that the primer,
sealer, basecoat, single stage and
clear all use the same reducers and
activators. The primer and sealer lay
down smoothly, and the basecoat

has a manufacturer guarantee of two
coat coverage as long as you use the
colored primer and sealer, which also
speeds up the whole process. All
Valspar Refinish products offer a dry
and cure time that is better than the
competition, and they also sell a
speed clear for rush jobs. In my opin-
ion, Valspar Refinish also outper-
forms other paint lines when it comes
to color match.”

Valspar Refinish products create
efficiency while delivering high quality
paints at a competitive price, enhanc-
ing the shop’s profitability. Valspar
Refinish paints adhere to OSHA and
EPA standards to maintain compli-
ance in regards to the low-VOCs
being released into the environment.

Freeman and the employees at
his shop are completely satisfied with
Valspar Refinish. “The learning curve
was minimal and well worth the effort
because it’s so easy to use and re-
duces the time that the vehicle spends
in production,” Freeman stated. “Auto
Exteriors is very happy with the results
of switching to Valspar Refinish.”

Freeman has been involved in the
collision repair industry since 1985,
when, at age sixteen, he worked in a
high school co-op program with a local
shop. He continued his career as a
body technician in several production
shops and even tried to find a partner
to start a business. Things changed in
2003 when he started his own mobile
business.

“I worked for dealers—mainly in
their parking lots—painting bumpers
and touching up cars,” Freeman ex-

plained. “When they realized I could
repair more than bumpers, they
started sending cars home with me
to repair in my garage, but I soon ran
out of room at home and needed to
find a shop. One of the dealers I
worked for helped me find a small
shop in 2005. In 2012, my wife Teresa
and I bought a much bigger building
from Jesse Rathel when he retired,
and we moved Auto Exteriors into its
present location.”

Auto Exteriors distinguishes itself
from the competition because “We’re
the only production-based shop in the
area that also does restoration work
and detailing,” Freeman said. The
shop also puts a lot of emphasis on
customer service, and that’s one of the
things Freeman really enjoys about
his relationship with Valspar Refinish
as well. “Valspar Refinish provides ex-
cellent customer service. Someone is
always there to help when we need it.”

Freeman also believes in helping
the next generation of collision repair
professionals, which is why Auto Ex-
teriors participates in continuing edu-
cation at the local high school and
sponsors a lot of co-op students. The
shop also recycles scrap metal, waste
paint and thinner.

Looking to the industry’s future,
Freeman predicted, “The big fran-
chises are going to buy out all of the
profitable independent shops. This
seems to be occurring more and
more frequently, especially in smaller
towns, so shops really need to main-
tain high quality repairs to stay rele-
vant and keep customers satisfied.”

Russell Freeman opened Auto
Exteriors in 2003.

The employees at Auto Exteriors: (l to r - front row) Pam Cauthen,
Candice Mathis, Bobby Terry, John Apao, Russell Freeman....(l to r
- back row) Breanna Hinson, Mike Ruff, Paul Goddette, Mike Walden,
Patrick Rogers, Troy Grau.

Auto Exteriors relies on Valspar
Refinish’s DeBeer paint to deliver
superior quality at an affordable
price.

by Autobody News Staff Auto Exteriors LLC
Location: Lancaster, SC
(803) 285-3040
website TBD

Company At A Glance...

Type: Collision Repair

Facility Employees: 10

In Business Since: 2003

Number of Locations: One

DRP Programs: Two

Combined Production Space:
8,000 square feet

Valspar®Refinish, 
A Valspar Automotive Brand 
P.O. Box 1461
Minneapolis, MN 55440
(800) 845-2500
www.valsparrefinish.com
Facebook: Valspar Automotive 
Twitter: @ValsparAuto
Instagram: @ValsparAuto
Youtube: Valspar Automotive Refinish

Valspar® Refinish Helps Auto Exteriors LLC
Deliver Quality Repairs
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When it comes to painting a vehicle,
the devil is always in the details, but
precision is most critical for custom
painters like Franny Drummond,
owner of Paint Zoo, a custom paint
shop in Langhorne, PA.

“Paint Zoo is unique because we
don’t farm anything out,” Drummond
said. “We are a one-stop shop, and
we do it all – bodywork, spraying,
pinstriping, airbrushing and even
portraits. We do collision repair work
also, but I prefer specializing in art-
work, and with art, detail is every-
thing!”

Drummond has had a love for
art since youth, and after attending
International Fine Arts College in
Miami, FL, he spent a couple of
years painting surfboards before
moving into the automotive indus-
try. “There’s just so much more you
can do. I’ve always loved the cul-
ture surrounding hot rods, lowriders
and motorcycles, and painting for
this industry allows me to make my
art into rolling billboards.”

In 1998, Drummond founded
Drummond Custom Airbrush, but he
changed the name of his business to
Paint Zoo in 2007 because he felt it
better represented the “chaotic” way
in which he works. Drummond’s cre-
ativity is evident in every facet of his
business, with samples of his skills
decorating his reception area and
shop. But it is his attention to detail
that has generated a lot of buzz about
his talents.

Focusing on detail requires the
right equipment. Paint Zoo utilizes a
variety of tools for their custom work,
including the industry’s best air-
brushes, pinstripe brushes, solvent-
based paints, a variety of custom
paint materials, and two spray booths.
Last year, Drummond discovered an-
other tool that has been particularly
useful – Vibac’s Fine Line Masking
Tape. “Our distributor gave us Vibac’s
tape to try, so we used it and discov-
ered how well it works. It’s really help-
ful when we’re painting flames and
graphics because it’s so easy to use.
It’s a great product.”

The Vibac Group is a multina-
tional enterprise and one of the
world’s leading companies in the
pressure-sensitive adhesive tapes

and specialty packaging films indus-
try. Vibac’s Fine Line Masking Tape,
which is offered in 1/8” and 1/4” by
36 yards and comes in light blue and
yellow, boasts easy application and
no residue among its features. “It
peels easily and sticks well,” Drum-
mond said. “It feels fantastic. Plus, it
has helped improve our productivity.
We gave it a shot and found that it’s
a good tape from a fantastic brand.
The product’s quality is comparable
to the top brands in the industry, but
it’s more cost-effective. At Paint Zoo,
we love Vibac’s tape.”

The fine line masking tapes
manufactured by Vibac utilize inno-
vative technology to make them
tough and conformable as well as
waterproof and solvent-resistant.
The crisp, fine-line edge aids with
precision for custom paint jobs, and
the product is designed to be print-
able and die-cuttable.

These types of innovations are
vital in Drummond’s world. “The cus-
tom painting industry is definitely
growing with a lot of new painters
and some really cool up-and-coming
artists in the field,” Drummond noted.
“We are seeing a lot of trends where
old-school styles are coming back,
and with colors, pearls and flakes
constantly changing, we have to stay
up-to-date on the fastest, easiest
ways to deliver quality artwork.”

In addition to using Vibac’s re-
cyclable fine line tape, Paint Zoo
stays current with environmental

concerns by recycling materials
through local body shops. The shop
is also invested in the future, sup-
porting local charities and promot-
ing events such as Concerts in the
Park and the Hemp Heals Festival,
which supports sustainable agricul-
ture and health.

Although Paint Zoo designs cus-
tom artwork for cars and motorcycles,
the shop also specializes in painting
helmets, especially hockey masks.
Drummond has acquired a name and
great reputation for himself, attracting
customers from around the world
looking for a unique way to express
their individuality. A huge hockey fan,
Drummond has painted goalie masks
for greats such as Steve Mason,
Brian Boucher, Michael Leighton,
Johan Backlund, Sergei Bobrovsky
and Ilya Bryzgalov.

Drummond has been featured in
a number of magazines and videos
which showcase his impressive artis-
tic sensibilities. His talents were also
displayed at AASP/NJ’s NORTH-
EAST 2016 Conference and Trade
Show, where he demonstrated his
painting techniques.

Love for art in all of its forms
shines through in Drummond’s work.
In fact, he boasts his willingness to
work on just about any medium, stat-
ing he will work on “whatever takes
paint and is fun to do! It all starts with
the concept, and then I create some-
thing I hope the customer will love. I
enjoy what I do, and I like challenges!”

Paint Zoo specializes in custom
artwork on motorcycles, cars
and helmets.

Franny Drummond demonstrates how easy it is to use Vibac’s
fine line tape.

Vibac’s fine line masking tapes
allow Paint Zoo to implement
precision in their custom paint
jobs.

by Autobody News Staff Paint Zoo
Location: Langhorne, PA
(215) 891-8403
www.paintzoo.com

Company At A Glance...

Type: Custom Paint

Facility Employees: Two

In Business Since: 1998

DRP Programs: Zero

Number of Locations: One

Combined Production Space:
2,200 square feet

Vibac
Company Contact: Monty Seawright
(800) 557-0192
Monty.Seawright@vibac.com
www.vibacgroup.com

Paint Zoo Keeps Chaos Caged with Vibac
Fine Line Tape



     T      

  

    
 

  
   

 
    

  

 
  
 

   
    

 

   
  

   

   
   

 

  
  

 

  
   

 

  
 

 

  
  

  

  
  
 

 
   

 

  
  

  
      

  

 
  

 

    
  

   
 

 
    

 

 
 

   
  

 

  
 

 

 
  

 

  
   
   

 
  

 

  
    

 

  
  

 

        

Autobody News produces the
Shop and Product Showcase (SPS)

insert twice yearly in June and October

www.autobodynews.com/sps/product-showcase.html
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