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Mignogna Collision  Center Proves Perseverance
and Partnership Make Dreams Come True
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Four decades ago Patsy Mignogna’s
father invited him to work at a dealer-
ship body shop where he had been
employed for 53 years, but Patsy
wanted his own independent shop.
Patsy opened Mignogna Collision
Center “in a two-car garage, with no
money,” he recounts. For the first six
years that his business was open,
Mignogna could not afford employ-
ees, so he did all of the repair work on
his own, while driving trucks part-time
to support his family. Eventually,
Mignogna was able to hire body techs
and painters; however, his shop was
not producing as he wanted. He was
driven to succeed but he didn’t have
the tools he needed.

Mignogna’s shop is now a $5 mil-
lion per year facility that is one of the
largest independent body shops in
western PA. How that happened is a
story of perseverance and partner-
ship.

It started in about 1980, when
Mignogna switched to AkzoNobel’s
Sikken refinish brand because “it was
a superior product,” also installing
one of the company’s very first Mixit
carousel machines. Mignogna was
immediately happy with the brand,
finding its use resulted in “very few
redos, improving profitability and
meeting deadlines. We don’t get cus-
tomer complaints, and it was easy to
implement, due to the user-friendli-
ness and the superiority of the prod-
uct.” Thus began his relationship with
AkzoNobel which progressed over
the years as his business grew.

Mignogna began attending Ak-
zoNobel’s Acoat Selected meetings to
learn new business techniques and to
network with other shop owners.

With the help of his AkzoNobel sales
rep and several Acoat Selected instruc-
tors, Mignogna developed a better busi-
ness strategy. Mignogna is especially
grateful for the aid provided by Paul 
Satterlee, his AkzoNobel sales repre-
sentative, and his LKQ Distributor, Jim
McGonigle—and the assistance of
Acoat Selected instructors Henry
Rich, Bob Quigley and Jeff Warren.
Mignogna knows his employees have
played a role in his success and feels
blessed to have such a dedicated team
of professionals.

In addition to expanding and up-
grading his facility, Mignogna im-
proved productivity and customer

service. Mignogna collaborated with
his employees to come up with their
slogan, “Every customer leaves with
a smile,” and affirmational banners
were hung in various work stations
throughout the shop.

Recognizing that customer serv-
ice begins when a customer walks in,
Mignogna designated estimators to
assist customers right away. Em-
ployees complete a work check-list
which includes the repair inspection,
insurance quote, work required, de-
livery date, lifetime warranty, etc.
This information is logged on a 7’ by
4’ production board. Mignogna insti-
tuted a flat hourly rate within each
department and set a minimum goal
of 1000 labor hours weekly with a
$100 bonus for those logging the
most hours. By creating a team men-
tality, this process measures em-
ployees’ efficiency and encourages
them to strive to work more hours.
Mignogna hired a “quality checker” to
inspect vehicles once they’ve exited
the paint booth. At this stage, any
minor re-dos are conducted. Electing
team leaders and managers to run
each work area has also freed up
Mignogna’s time, allowing him time
to focus on the business.

Mignogna’s $2 million investment
served to upgrade equipment, build a
new lobby area, and expand the shop
by 12,000 square feet. Now, Mignogna
Collision Center boasts a beautiful,
two-story facility with 30 bays in the
30,000 square foot building. Thirty-one
employees utilize the shop’s two frame
machines, two spray booths, and all-
aluminum repair equipment to restore
an average of 200 vehicles monthly.

Mignogna Collision Center has
12 DRPs and provides towing, stor-

age and PDR services. Mignogna
has managed to increase his monthly
sales in a year by an average of
$130,000, and he has seen improve-
ments in labor hours, CSI, and paint
and materials. Mignogna’s team from
AkzoNobel was cheering him on, and
Mignogna notes that AkzoNobel of-
fers “excellent customer service.
They’ve been very helpful.”

Mignogna Collision Center also
boasts certifications from I-CAR,
Assured Performance Network,
Ford, GM, Chrysler, Nissan, Toyota,
Hyundai, Honda and multiple ASE
certifications. The shop also en-
gages in a company-wide recycling
program.

The shop is devoted to the com-
munity. Mignogna states, “I sit on nu-
merous boards, including Red Cross,
the Chamber of Commerce and the
Better Business Bureau with whom
we have an A+ rating. We support
local charities and youth sports, such
as a Little League baseball team, and
we sponsor free annual concerts for
the public. We also sponsor charity
walks and I run an annual 5K for
American Red Cross.”

Mignogna has noticed that it’s
become increasingly difficult to meet
customer’s expectations, but he be-
lieves this can be rectified through
“more reliance on technology to both
run the shop and to keep customers
satisfied. The collision repair industry
is a demanding one and shop own-
ers need to continually adjust their
perspective and processes in order to
be sustainable and profitable. I’m
very grateful for the help my AkzoNo-
bel team has provided in helping im-
plement these important changes to
help me finally live my dream.”

Although Mignogna started in a
small, two-car garage, Mignogna
Collision Center has grown to 
become one of the largest inde-
pendent shops in western PA

Owner Patsy Mignogna and his wife, Michelle, proudly pose in front of
the $5 million per year facility.

Mignogna’s 31 employees use his
30,000 square foot shop to repair
an average of 200 vehicles
monthly

by Autobody News Staff Mignogna Collision Center
Greensburg, PA
(724) 838-0444
www.mignognacollision.com

Company At  A Glance...

Type: Collision Repair

Facility Employees: 31

In Business Since: 1974

DRP Programs: 12

Number of Locations: One

Production Space:
30,000 square feet

AkzoNobel
www.akzonobel.com
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MSO Uses BASF Solvent and Waterborne
Products for Success

Cushman Paint and Body’s six loca-
tions in Georgia all use both BASF’s
Diamont® solvent line and its water-
borne product, Onyx HD™, side by
side, to get the best paint jobs possi-
ble on each and every car. It’s a great
relationship that has worked well for
more than three decades. The prod-
ucts perform at a high level and switch-
ing from the solvent to the waterborne
or vice versa has been virtually seam-
less for Cushman.

With more than 50 years experi-
ence overall in the collision industry,
Cushman Paint and Body fixes ap-
proximately 500 cars a month. Founder
Jimmy Cushman started the business
in a two-bay shop in rural Columbia
County while also working at another
body shop. Back then, Cushman, his
family and a handful of friends worked
together to restore old cars and painted
golf carts for the Club Car company.
With the support of his wife Ann and
with help from his sons Scott and Ed-
ward, Cushman quit his job and for-
mally opened Cushman Paint and
Body in 1988. Cushman has grown
into one of Georgia’s largest MSOs.

Ron Newman, 38, is the head
painter at the original Cushman’s loca-
tion in Evans, GA. He’s been working
in collision for 25 years and has spent
15 years of those with Cushman Paint
and Body. His career path began as a
teenager, when he painted his first car
and got hooked.

“My dad was a car guy and he was
always restoring something or painted
a vehicle, so I was always around it,”
Newman said. “I loved watching him
painting the vehicles and I just took to
it right away. The first car I painted was
a red Toyota Corolla and it was awe-
some. I was a painter’s helper for sev-
eral years, then I became a full-fledged
painter when I was 22. I love the satis-
faction that I get when I look at a car
that I painted. I never tire of that.”

Newman is part of a three-man
paint crew that meets the shop’s
high-volume production. “We have a
team system here where we’re all as-
signed to our own estimators. I have
three estimators that I work with and
I paint 80-100 cars every month. By
working with the same group of esti-
mators, I know how they operate and
it makes everything work better.”

Cushman Paint and Body uses
BASF’s Diamont® solvent-based paint

the majority of the time, but in some in-
stances, they prefer using their water-
borne product, Onyx HD™. Diamont®
is the high performance solution for
solvent borne basecoat and clear col-
ors, whether solid, metallic or pearl.

Diamont®’s success is clearly
proven by its efficiency, ease of use
and the clear economic advantages
of rapid flash off times and minimum
material consumption.

Hitting the market back in 1995,
Onyx HD™ works well for a shop that
wants to use both waterborne and sol-
vent, because they don’t have to mod-
ify their usual processes while still
getting an outstanding finished product.

“We mostly spray the Diamont®,
but with many of the newer vehicles,
we’ll go with the BASF waterborne
paint, because the car manufacturers
used waterborne to paint them out of
the factory,” Newman said. “To emulate
that same paint job and truly return the
vehicle back to its pre-accident condi-
tion, we use Onyx HD™ in those cases.
In Georgia, we do encounter humidity,
so when the weather isn’t favorable for
waterborne, we use the Diamont®.”

Switching over from solvent to
water is fast, easy and virtually seam-
less, according to Newman. “All we
have to do is clean the guns carefully
and run some of the BASF 909 wa-
terborne cleaner through it and we’re
good to go. When it’s humid, the wa-

terborne takes a little longer to dry,
but I love them both—for the way
they lay down and the fact we can get
good color matches without tinting.”

Mark Young, an account manager
for BASF used to work for Cushman
Paint and Body as a refinish technician
for more than a decade before landing
a job with the paint manufacturer.
When Young makes his rounds to the
six Cushman locations, it’s like return-
ing to visit his alma mater as an alum-
nus, he said.

“Using BASF products and then
selling them to the same company I
worked at for many years feels sat-
isfying,” he said. “The shops are suc-
ceeding with high production and the
paint is playing a big role. There is
definite teamwork to fixing cars at
Cushman Paint and Body. All of the
painters and preppers work together
to make it all click.”

Newman also appreciates Young’s
support and values his knowledge
about all of the BASF products he sells.
“He comes by every week without fail
to make sure everything is running
smoothly. If we have issues trying to
match a car, for example, Mark comes
by and does spray outs with us to dial
it in. He’s invaluable because he knows
how we do things. He did them first
hand for so many years. It’s like having
an additional member of our team and
assisting us in our production.”

Painter Ron Newman (left) greatly values the support provided by BASF
Account Manager Mark Young, a former employee at Cushman Paint
and Body in Georgia

by Autobody News Staff Cushman Paint and Body 
Location: Augusta, GA 
(714) 828-1550
www.cushmanpaintandbody.com 

Company At  A Glance...

Type: Collision Repair

Facility Employees: 100

In Business Since: 1988

DRP Programs: Two

Number of Locations: Six

Production Space:
100,000 square feet (combined)

BASF Automotive Refinish 
North America
(800) 825-3000
www.basfrefinish.com/rm

The BASF products give Ron
Newman excellent color matches
without tinting

Cushman Paint and Body uses
both BASF’s Diamont® (water-
borne) and Onyx HD™ (solvent)
at all of its six locations
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PLIOGRIP® by Valvoline now o�ers Heavy Duty Truck Repair Products 
in convenient, and coste�ective, 400ml and 600ml cartridge formats

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

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

FASTER    BETTER    STRONGER
WWW.PLIOGRIPBYVALVOLINE.COM
888.954.5390

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

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

EASIER TO USE    FASTER TO CURE    PROVEN TO PERFORM

www.pliogripbyvalvoline.com

pliogripbyvalvoline.com

pliogripbyvalvoline.com



Shop and Product Showcase   |   AUTOBODY NEWS JUNE 2015 7

PLIOGRIP Adhesives Help Collision Center to Repair
Plastic, Aluminum and Metal  

Bob-Boyd Lincoln Collision Center is
a high-production shop that has been
fixing cars for the people of Columbus,
OH, since the 1950’s–back when the
hottest cars on the road were Conti-
nental Mark IIs, Cadillac Eldorados
and Ford Thunderbirds. The collision
industry has also changed drastically,
but Bob-Boyd Lincoln Collision Center
is keeping pace with the new materi-
als by learning how to repair them ef-
fectively and efficiently. No more so
than in the area of plastic repair where
Bob-Boyd has learned how to make
the process pay.

Shop Manager Wilbur Williams,
57, has been in the automotive repair
industry ever since he can remem-
ber. He entered the business as a
teenager, which turned out to be a
fortunate career choice, because the
alternative in his part of the world
didn’t have a such a rosy future. 

“I grew up in a small mining town
in West Virginia and most of my friends
ended up in the coal mines,” Williams
said. “They’re all gone now, due to
black lung and other health issues, so
in a way collision repair saved my life!”

Williams learned the business
from his dad Charlie, who was a
taskmaster but also an effective
teacher. “We were working on a lot of
big trucks back then, doing both the
mechanical and the body work,”
Williams explained. “I would wash the
vehicles, sand them, mask them and
get them ready for paint. Then, my fa-
ther would come in and paint them.
He expected that all the prep work to
be done when he hit the shop floor,
because he just wanted to spray and
keep moving.”

Wilbur’s dad passed away in
1996, but to this day he credits Char-
lie for helping him to be where he is
today. “I went through the school of
hard knocks and my father was the
teacher,” he said. “He taught me how
to do quality work and he gave me
some insights that I still use in my job
today.”

At Bob-Boyd Lincoln Collision
Center, Williams’ crew uses the PLI-
OGRIP Adhesive system by Valvo-
line that utilizes an aerosol adhesion
promoter, two high-strength and
rapid repair adhesives, and a finish-
ing cream to get the job done.

PLIOGRIP can be used to repair
bumpers, bumper tabs, plastic body
panels, interior tabs, ground effects,

moldings and claddings. With a two-
year shelf life, the multi-component
plastic repair system offers ease of
use and excellent sandability.

Williams recommends the PLI-
OGRIP Plastic Repair System for its
reliability and ease-of-use, he ex-
plained. “Everywhere I’ve worked I
have used the PLIOGRIP system. If
they were using something else when
I got there, one of the first things I
would do is switch over, because it
works well and allows us to do more
plastic repair.”

There is a learning curve with
any new product and getting his crew
accustomed to the PLIOGRIP wasn’t
drama-free, according to Williams.
“Techs are used to doing things the
same way, so when I came here they
were a little resistant to changing to
the PLIOGRIP at first,” he said. “But
after they got trained and certified on
the system, they didn’t want to use
anything else.”

Williams values the support that
comes along with the PLIOGRIP Ad-
hesive system. “When we have a
problem, they come out, they look at it
and determine the problem and we fix
it. But truthfully, in the past five years
we’ve had maybe one issue, so it has
been literally trouble-free.

At Bob-Boyd Lincoln Collision
Center, PLIOGRIP is now an integral
part of their production. “We’re able to
save more bumpers with this system,”
Williams said, “We can fix just about
anything with it, but in the end you
have to determine if it’s cost-effective.

So, we sit down and weigh our op-
tions in each case. Should we fix it,
get it reconditioned or replace it and
of course, our goal is to fix it. Replac-
ing bumpers would cost several hun-
dreds of dollars each, so repairing
them is a big deal. We’re also doing a
lot of door skins, which is great. We
can make more money by fixing them
and the PLIOGRIP Adhesive system
lets us do that.”

Jeff Miller is PLIOGRIP’s tech-
nical sales manager and has been
with the company since 2004, so he
knows the system inside and out.
“The system contains of 18-20 prod-
ucts to do plastic repair, including
metal bonding, plastic repair, fiber-
glass repair and seam sealing,” he
said. “Aluminum bonding is at the
forefront of this industry and we are
too. We are also the first to accu-
rately measure materials for cost re-
covery. With our OEM recognitions
and the fact that we’re backed by
Valvoline, a 140 year-old company,
PLIOGRIP is a better value than any-
thing else out there.”

Bob-Boyd Lincoln Collision Cen-
ter’s crew has become adept with the
products and in making repairs they
could not do before. “PLIOGRIP is an
I-CAR Alliance member, which means
technicians can take a four-hour class
in plastic repair and get a certification
in the process,” Miller said. “That also
means that they can be more valu-
able to the shop, because they pos-
sess the knowledge to properly use
the system.”

Bob-Boyd Lincoln Collision Center
is using the PLIOGRIP Adhesive
system by Valvoline and getting
exemplary results and amazing
support

Body Technician Jim Carter (left) works on a bumper with the PLIOGRIP
Adhesive system at Bob-Boyd Lincoln Collision Center while Shop 
Manager Wilbur Williams looks on

With the PLIOGRIP Adhesive
system, the shop can fix more
bumpers than ever before

by Autobody News Staff Bob-Boyd Lincoln 
Collision Center 
Location: Columbus, OH 
(614) 863-2800
www.lincolnofcolumbus.com

Company At  A Glance...

Type: Collision Repair

Facility Employees: 10

In Business Since: 1955

DRP Programs: Six

Number of Locations: Two

Production Space:
20,000 square feet (combined)

Bonding Solutions 
3703 West Parkway Blvd.
West Valley City, UT 84120
(888) 954-5390
www.pliogripbyvalvoline.com 
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When a busy Multiple Shop Operation
(MSO) grows at a rapid rate, there are
so many management requirements
such as: scheduling workflow, tracking
cycle times, updating customers, pro-
cessing parts orders, and generating
all manner of reports, that a powerful
management system is more impor-
tant than just about any other tool or
process in the shop.

H&V Collision Center, with seven
locations in New York was looking for
the best of the best to help run their
daily operations.

After much research and doing all
due diligence, H&V Collision Center
sealed a deal with CCC ONE™ in
2014. “We started thinking about CCC
a year ago because of the growth of
the company,” H&V’s Assistant Vice
President Rich Tanchyk said. “We re-
alized that we needed a management
system that could handle all the
processes with our customers and our
carriers. We wanted something that
would keep us on the cutting-edge of
the technology that is just exploding in
this industry right now and we wanted
to be as efficient as we could be in
every aspect of our operation.”

Tanchyk signed up for the CCC
ONE UpdatePlus package, which al-
lows all seven locations to easily up-
date all of its customers via text or
email. “That is a real advantage in
these days where customers don’t
often have enough time during the
day to receive a phone call,” he said.
“On top of that, CCC offers us the
ability to access all the important data
that we need to assess ourselves–
not only quarterly, but monthly and
even daily.”

H&V Collision Center’s 25 estima-
tors are now using CCC ONE Touch
and are giving it high marks across the
board. One of the most important
things it does is strengthen the shops’
relationships with its customers.

“New York is competitive because,
by law, customers can select any col-
lision shop they choose. We have to
use everything to show the customer
they made the right choice in coming
to H&V, whether as an insurance claim
or recommendation. That is why we
rely on CCC ONE Touch,” Tanchyk
said. “CCC One Touch helps H&V en-
hance the customer’s experience right
at the curb. This tool helps in commu-
nicating the repair process to our cus-
tomers, building their confidence in the
work being done, and is more efficient
in meeting their needs. It’s all about the

customer, and CCC ONE Touch helps
H&V in providing outstanding service
and care.”

H&V Collision Center was started
in 1973 by Vartan Jerian Sr. in a tiny
1,500 square foot building in Troy, NY,
with two employees. In the 1990s, Var-
tan Sr.’s three sons, Vartan Jr., James
and John, joined the operation, spark-
ing a period of strong growth for the
company. Today, H&V Collision Center
locations are in Queensbury, Saratoga
Springs, Clifton Park, Troy, Albany,
Schenectady and Kingston.

Having expanded to seven shops
throughout upstate New York, H&V
Collision Center now relies more and
more on CCC. “CCC helps guide our
production managers, especially
given the demands of our industry,”
Tanchyk said. “We can have over 150
cars in different stages of repair at
any given time at our Albany location.
We would face a real challenge if we
did not have an effective manage-
ment system helping schedule work,
track every repair, process all the
parts and keep customers in the loop.
When you consider that at all seven
H&V locations, we have 300 to 350
vehicles per week; you can see why
we rely on CCC to help manage that
kind of traffic.”

Virtually all the team members at
the seven H&V Collision Center loca-
tions received training from CCC on
the new management system. “Train-
ing was done in two stages and was
very effective. H&V team members
received relevant on-line training that
was backed up by a local CCC rep-
resentative. The CCC representative
traveled to all H&V locations, spend-

ing two or three days at each one.
The training reached all aspects of
the H&V operation, estimators, shop
managers, parts people, call-center
folks and the entire customer care
team. They picked up on it quickly,
because the CCC system is so user-
friendly,” said Tanchyk.

H&V Collision Center is always
working for better cycle times and
CCC is helping H&V achieve that
goal, along with maintaining the high
level of customer service and satis-
faction H&V has been guided by for
more than forty years.

“By using the production calendar
and parts procurement systems, H&V
will become even more efficient,”
Tanchyk said. “We are able to com-
plete repairs in a timely fashion so ob-
viously the cycle times are going to
get better. Insurance companies look
at that all the time, which is good, but
our priority is always the customer.

“Don’t get me wrong—we also
have to satisfy the needs of the insur-
ance companies,” he continued. “We
understand that because we are in ef-
fect representing them—our cus-
tomers are their policy holders. If we
don’t produce a repair in a timely fash-
ion, we know that directly reflects on
the insurance company and definitely
do not want that to happen. We serve
two masters, the customer and the in-
surance company, and we want to
keep both happy.

“H&V Collision Center takes
pride in providing a high level of cus-
tomer service, and CCC is making us
even better and stronger, by making
H&V more efficient and responsive,”
Tanchyk said.

With seven locations, H&V Colli-
sion is a quickly growing MSO
that needs a management system
that can save time and improve
cycle times

Assistant Vice President Rich Tanchyk and Customer Care Rep Ashley
Fisk call upon CCC ONE every day to make their jobs easier at H&V 
Collision Center.

Estimator Jon Lee uses CCC ONE
Touch to build customer confi-
dence and make each repair
seamless from start to finish

by Autobody News Staff H&V Collision Center
Location: Albany, NY
Telephone: (518) 271-1873
www.handvcollision.com

Company At  A Glance...

Type: Collision Repair

Facility Employees: 200

In Business Since: 1973

DRP Programs: 15-Plus

Number of Locations: Seven

Combined Production Space:
100,000 square feet (combined)

CCC Information Services, Inc.
Company Contact: Lou Kikos
Phone: (312) 229-3754
Website: www.ccc-one.com

CCC ONE™ Enables a 7-Shop NY MSO to Achieve 
Growth and Profitability
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Ruxer Ford Relies on Chief Measuring and Pulling
Equipment for Sustained Productivity

Running a collision repair facility suc-
cessfully and profitably is always a
challenge in today’s industry. It’s no
less difficult when the shop is part of a
dealership as Chad Petry, collision
center manager at Ruxer Ford in
Jasper, IN, can attest. In addition to the
Jasper shop, Ruxer Ford also has a
heavy truck repair facility in Evansville,
and between the two locations, they
repair an average of 80 cars and light
trucks plus 20 heavy trucks monthly.
Petry says, “I like to think of myself as
a circus performer in a juggling act with
properly repaired vehicles, happy cus-
tomers, content insurance companies,
and the smooth operations of the shop
all being tossed in the air at the same
time, carefully so as to not drop any-
thing.”

Ruxer Ford’s 11,000-square-foot
production center requires nine em-
ployees including two office person-
nel, one dedicated parts person,
three body techs, one heavy truck
tech, and two painters. The shop is
certified through Ford Motor Com-
pany and I-CAR, and it participates in
eight DRPs. The shop is equipped
with the latest equipment for per-
forming quality repairs. Technicians
use the Chief Elektron MultiMig 511
MIG/MAG welder and all necessary
aluminum hand tools for repairing the
new 2015 Ford F-150. Ruxer Ford
also relies on its Chief Elektron MUL-
TISPOT® MI-100control T inverter
spot welder, Chief LaserLock™ Live
Mapping™ system and Chief Go-
liath™ frame machine.

Petry recalls, “We started using
the Chief measuring and pulling
equipment in the summer of 2014 for
a couple reasons. First, we did our
research on the product, and we
liked what we saw and read. We also
talked to people who were already
using the products, and liked what
we heard about them. I always like
getting our technicians’ opinions on
these things as well, and they were
all in agreement on quality of the
Chief equipment.”

Initially,Ruxer Ford’s collision cen-
ter was set up with a separate frame
department, so their body techs didn’t
perform their own structural pulls.
Petry says, “When we installed all the
equipment in the collision center last
year, it made for happier techs as they
wanted to be able to do their own pulls
and fitting of parts. It changed all the
past procedures in a good way be-
cause there was no waiting on the
schedule to get the vehicle on the
rack. The tech could pull it on the rack
and go. Time is money!”

Petry has been very pleased with
the performance of the Chief measur-
ing and pulling equipment. “The user-
friendliness of Chief’s products has
played a big role in upping our pro-
ductivity, not to mention the homework
Chief has done to ensure a quick set-
up with their structural holding pack-
age,” he states.

“Using LaserLock lets us know
the vehicle is back to factory specs at
the end of the job and will not have to
go back on the rack a second time.
Our techs wouldn’t trade the Chief
equipment for any other. It has made
their lives easier knowing they have
the equipment to do the job and that
it will be right when it is completed.”

Petry also praised the service
and support his team has received
from Chief and his local distributor,
Lee Equipment.

“Chief’s customer service has
been great. Any issue we’ve had, they
have been able to address it quickly
so we can resume our repairs. Also,
Mark Lee and his son from Lee Equip-
ment have been here for us from the
beginning and have done a great job
getting everything set up for us. They
are always checking with us to make
sure things are going as planned.”

Founded by Jacob Ruxer in 1921
as a small-town wagon repair facility
in St. Meinrad, IN, Ruxor Ford relo-
cated to Jasper in 1937 as a dealer-
ship. Growing business necessitated
moving to a larger facility on Jasper’s
south side in 1980. In 2012, the new
collision center office and the heavy
truck building were both erected. Petry
says he is grateful to Doug Abbett,
the dealer principal at the time, for
making the renovation possible.

“Doug passed in 2013 and is
deeply missed here at the dealership,
but his sons, Nick and Phil, have
taken over the reins,” Petry says.
“Their hard work and vision will con-
tinue to move Ruxer Ford into the fu-
ture for many more years.”

Petry shares a growing concern

about fewer young people interested
in joining the field. “We need to figure
out a way to bring those young tech-
nicians to the shops. It is hard work,
but techs have an opportunity to
make a great living in this industry.”

Although Petry is reluctant to
compare Ruxer Ford to other facili-
ties in his area, he believes he has
“the best group of guys a shop could
want. We are a tight-knit group who
come to work every day to produce
the best quality work we possibly
can, knowing that this way of doing
businessm encourages customers to
return and to tell others about the ex-
cellent work and customer service
they received.”

According to Petry, providing su-
perior customer service begins the
moment a vehicle owner walks into
Ruxer Ford’s collision center. “Let’s
face it—people don’t want to walk in
our door because that means some-
thing has gone terribly wrong for them.
We take charge of their claim and do
our best to take the bad part out of the
situation and turn it into something
positive. I think what makes us unique
is that our customers know they can
count on us and that we go above and
beyond for them. I say this makes us
unique because, so often, we hear
that people aren’t treated this way with
other facilities, and it brings a warm
feeling to our collision center knowing
that people feel at ease and trust us to
take care of their issues.”

With constantly evolving technol-
ogy requiring new equipment and ad-
ditional training, Petry notes that “the
days of doing a simple repair are al-
most gone, [but] customers haven’t re-
ally changed much. They are usually
just happy to get their newly repaired
vehicle back. We handle everyone’s
issues the best we can to achieve a
happy customer at the end of their re-
pairs, and sometimes that means tak-
ing care of small issues to ensure that
our customers receive the best expe-
rience we can offer.”

Body tech Trevar Fischer has set
up a vehicle for repair using Chief
structural holding equipment on
the shop’s Goliath frame rack. The
LaserLock Live Mapping system is
in place to enable him to monitor
changes across the vehicle in real
time while making pulls

Ruxer Ford’s Collision Center Team. Left to right: Dennis Steinhart
(assistant manager); Trevar Fischer (body tech); Mike Kuebler (heavy
truck tech); Paul Glendening (body tech); Lee Petry (painter); Neil
Hellman (body tech) & Chad Petry (Manager). Not pictured: Luke
Begle (painter) & Brian Kellams (parts)

Body tech Neil Hellman uses
Ruxer Ford’s new Chief Elektron
MULTISPOT MI-100control T
resistance spot welder to put on
a bedside

by Autobody News Staff Ruxer Ford
Jasper, IN
(888) 431-9366
Ruxerford.com

Company At  A Glance...

Type: Collision Repair

Facility Employees: 9

In Business Since: 1921

DRP Programs: Eight

Number of Locations: One

Combined Production Space:
11,000 square feet

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

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

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

First Gas Powered Infra-Red 
Curing Robot in the USA

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

Kelly Lindell, owner of 
Active Auto Body, Inc.
was until she learned
about the Ionitec
Aton Gold curing 
Robot.

Cures paint in minutes
with energy savings to 95%

Exclusive North American Distributor

971-563-3429

Watch our video!
www.dscuringsolutions.com

R d C l TiiTiTTllCCCdddRRR

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

IONITEC    st in the USA1
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Ionitec Robot Changes the Game 
for Active Auto Body

Constantly changing technology is
both a challenge and an opportunity
for owners of collision repair facilities,
but Kelly Lindell, owner of Active
Auto Body, Inc. in Portland, OR, is
seeing some new technology in a pos-
itive light. Active Auto Body special-
izes in upper end European brands,
and Lindell points out, “our schooling
at BMW is showing us that cars are
becoming more high-tech in every
new generation. Our auto body repair
industry is quickly becoming one of
the most highly technical businesses
in the world, and along with the pres-
sure the insurance industry is putting
on the cost of repairs and cycle times,
it creates a very large challenge that
is going to be tough to overcome.”

In looking to improve cycle times,
Lindell found an answer with the Ion-
itec Aton Gold curing robot. “Our fully
robotic paint curing equipment was
the first one installed and running in
North America as of October, 2014.
D&S Curing Solutions installed the
equipment. Sam Midgley, the Vice
President of International Sales for
D&S Curing Solutions, and their proj-
ect manager stayed on the project
until our paint crew totally understood
everything about the new machine
and how to run it. We are very inter-
ested in reducing our cycle times, and
with this curing robot, we can turn out
paint work in record time.

“After doing our research in Eu-
rope, we felt this was a piece of
equipment we had to have. It gives
us the opportunity to cure our Spies
Hecker waterborne base in minutes,
which is a better application than the
bake cycle.” Active Auto Body sprays
with Axalta’s Spies Hecker water-
borne system which Lindell says “is a
great product for color match, and it
is OEM on a lot of brands, so it holds
up very well. Our customers can’t be-
lieve what their cars look like when
we are finished painting them.”

Of course cycle time isn’t Active
Auto Body’s only hurdle. “While keep-
ing up with all of the new high-tech
changes on vehicles is an ongoing
challenge, keeping up with OEM col-
ors is not a walk in the park either, but
our partners at Axalta have always
been willing to help us get over these
challenges.”

Lindell believes that the Ionitec ro-
botic curing system is “a game
changer. If used properly with a great
product like we use, Spies Hecker wa-
terborne, and integrated into a lean
system, like Tim Beal’s lean process,
I think you can have a very positive

change as a shop owner. There have
been a lot of great tools and equip-
ment in the last 30 years, but we feel
this is one of the best. The painters
love it. The bodymen feel confident
when they start putting a fresh painted
job back together, knowing that they
are not going to leave any prints in the
fresh paint. The office crew loves it be-
cause they know they are sending a
job out that is cured.”

Setting the Ionitec up in the
shop “was not a difficult process,”
Lindell reports. “Sam Midgley made
sure we understood the machine
and how it worked. D&S set our
system up so we are hooked up to
the internet so it can be accessed
by their Team Watch who can diag-
nose any problems that come up. I
would say it took about two to three
weeks until our crew felt very confi-
dent using the robot.”

Investing in the Ionitec robot has
also improved productivity for Active
Auto Body. Lindell feels “we can get
25–50% more work through the paint
shop per day. The paint is cured and
as hard as OEM paint so it can be
handled and put back together ASAP.
Spies Hecker waterborne and Hi-
Solid clear comes out cleaner. We
are also using less natural gas.”

In fact, Lindell estimates that the
Ionitec curing robot reduces their
natural gas use and cost by any-
where from 20 to 75%. Active Auto
Body supports the environment by
spraying with waterborne as well as
recycling all thinner and everything
else possible. They also support their
local community by sponsoring high
school sports teams.

In addition to the Ionitec curing
robot, the 20,000-square-foot facility
utilizes two downdraft booths, two
prep booths, a Car-O-Liner bench, a

Celette bench, a six-post Continen-
tal frame bench, two MIG welders
and a three-phase spot welder. The
shop’s 13 employees repair an aver-
age of 80 vehicles monthly.

Active Auto Body was founded in
1978 by Doug Verdier who special-
ized in Porsches, and the shop still
works on high-end vehicles. They are
certified by I-CAR, as well as BMW
and Mini-Cooper. Lindell notes, “we
have always worked on upper end
European brands, and we have very
few problems with customers as long
as we educate them about what we
need to put their European vehicles
back together properly. We specialize
in doing perfect work, working for the
customer, and making them happy –
we take great pride in making your
car look like it’s never been in an ac-
cident.”

Although Active Auto Body partic-
ipates in two DRPs, with State Farm
and MetLife, Lindell insists, “we are
not an insurance-driven shop. The
use of third-party parts ordering is very
demanding and time-consuming on
our office staff, and it doesn’t seem to
have a positive effect on our produc-
tivity and cycle times. The demand for
the use of inferior aftermarket parts
also causes many problems. Insur-
ance companies are always pushing
their inferior aftermarket and recondi-
tioned parts that we have been reject-
ing for years; yet, they still want to
waste our time and money, again and
again. When the insurance compa-
nies demand these inferior parts, it
doesn’t allow us to put the car back to
pre-loss condition as we would like to
do. We don’t have a problem using
high-quality used parts that are read-
ily available; however, waiting for poor
quality used parts is very counterpro-
ductive.”

2014 BMW 235i – before and after
being repaired with the Ionitec

Active Auto Body’s team: From left to right- Marcos Juan, Sam Cav-
iglione, Rocky Alvarez, Kelly Lindell, Rich Smith, Magin Black, Rodrigo
Campuzano and Juan Vazquez

Active Auto Body shows car
being repaired using Ionitec
machine in one of their booths

by Autobody News Staff Active Auto Body
Location: Portland, OR
Telephone: (503) 228-7609
www.activeabi.com

Company At  A Glance...

Type: Collision Repair

Facility Employees: 13

In Business Since: 1978

DRP Programs: Two

Number of Locations: One

Production Space:
20,000 square feet 

D&S Curing Solutions
(971) 563-3429
www.dscuringsolutions.com



14 JUNE 2015  AUTOBODY NEWS   |   Shop and Product Showcase



Shop and Product Showcase   |   AUTOBODY NEWS JUNE 2015 15

BMW Concord Collision Center Sees Results 
with the Eco Repair System

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

Kevin Miller, 50, is the collision
center Director for BMW Concord,
Mini of Concord and Weatherford
BMW, but his path took a few turns
before he became a BMW veteran.
“I was a journeyman painter for a
while and then I became a paint rep
for four years in the late 1980s, be-
cause I wanted to get out there and
see California and figure out where I
wanted to be. I made a lot of con-
tacts and that’s why I am where I am
today, working for BMW for the past
25 years,” Miller said.

The shop is fixing 220 vehicles
every month, 99% of which are either
BMWs or MINIs. “We’ll work on any-
thing as long as it comes within our
skill set,” Miller explained. “We’re spe-
cialists with BMW and MINI. If I get a
Mercedes, Porsche, or Audi in here
and I don’t have the tools or the spe-
cialty knowledge to fix it, I’m not going
to do it. But, if it needs a fender and it
doesn’t require a bunch of OEM in-
formation to do the repair, I’ll do it.”

Robaina Direct LLC, on behalf of
Eco Repair Systems of North Amer-
ica LLC, is the exclusive authorized
importer for Eco Repair Systems Ltd.
in North America. Robaina Direct LLC
imports Eco Repair System Products,
the Flatliner systems and other
BETAG Products for all OEM Vehicle
Manufacturer Certified programs.

Eco Repair Systems products
are now approved by BMW AG and
BMW of North America for panel re-
pairs as instructed by BMW's body
repair training programs and through
“BMW Ista.” Global approval by BMW
AG Group covers BMW, MINI and
Rolls Royce. The company’s mantra

is “repair rather than replace when
following the new OEM approved
techniques.” It’s achieved by showing
body shops and CCRCs exactly how
they can use the approved Eco Re-
pair System’s equipment and tools to
help reduce the severity of repair,
cycle time, improve cash-flow and
their bottom line while being a more
responsible and efficient facility.

Miller started working with the
Robaina Group several years ago, so
he already trusts them for their knowl-
edge and commitment to quality.
“Bryan Robaina and his father’s com-
pany got us all of our select equipment
for years and then when Bryan told us
about the Eco Repair equipment, we
starting demonstrating it about a few
months ago,” he said. “We decided it
was really good for us, because we
were struggling with aluminum repair.
We had to replace a lot of doors and
panels that we knew were repairable,
but we just didn’t have a good way of
repairing them.”

Miller is currently using the 3650
T-Hotbox, supplied by Eco Repair
Systems. “It’s a little box with a cable
connecting a little head unit that pul-
sates (heat, vibration & magnetism)
similar to an induction heater (with
more advanced technology) that we
use for PDR work,” Miller said. “It’s a
small unit that pulses and you can ac-
tually (reduce or) remove soft dents
by just zapping the area a few times,
working around the dent and extract-
ing it. It works incredibly well.”

Miller appreciates the 3650 T-Hot-

box for its timesaving capability. “We
can get the soft dent out without dam-
aging the paint. We just did a roof re-
pair with this machine recently and
the technician thought he needed a
new roof skin, but I said ‘let’s do the
pull with the Hotbox and see if we can
save it,’ which it did. We’re saving a
ton of time as far as not having to tear
the car apart with this device.”

BMW Concord Collision Center
is also using the 4100 Dentliner glue
bridge system from Eco Repair Sys-
tems. “It definitely makes more of the
panels repairable as opposed to hav-
ing to replace them. It gives you a
working surface to actually pull
against rather than using a hammer,
plus you’re not welding on the panel
so you’re not doing any damage be-
hind the panel. You’re able to do the
job without disassembling the insides
of the panels. You don’t have to pull
the door trim panels off to repair it
and that’s huge. It definitely reduces
the severity big time, because  it re-
duces the amount of time it takes to
repair them.

“So now that you’ve bought into
the Eco Repair System, are you going
to be ordering the remaining tools
within the package?” we asked Miller.
“Yes we’ll end up getting the entire sys-
tem, because the equipment works
well and it helps us to be a better shop
overall. That’s how strongly we believe
in the Robaina family and in Eco Re-
pair Systems. I believe these tools will
eventually be the certified tools BMW
collision shops will require.”

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

BMW certified Technician George Curran uses the 4100 Dentliner glue
bridge system from Eco Repair Systems at BMW Concord Collision 
Center to do PDR work on a hood

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

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

Company At  A Glance...

Type: Collision Repair

Facility Employees: 18

In Business Since: 2007

Number of Locations: One

Production Space:
16,000 square feet

Eco Repair Systems 
of North America LLC
Robaina Direct LLC
4695 MacArthur Ct. 11th Floor
Newport Beach, CA 92660
(949) 245.2163
www.ecorepairsystems.com
Store: www.robainadirect.ecore-
pairsystems.com 
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Faster & Easier
Steel & Aluminum Repair

NEOPULSE 
Inverter MIG

M3 GYS
AUTOMIG

SMART RESISTANCE
SPOT WELDER

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

Three-gun MIG
steel, MIG-braze

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

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

extremely simple.

GYSPRESS 8T

Join our distributor network

GYSLINER 
COMBI 

230 E.PRO
Repair instead
of replace for

less downtime, 
more pro!t.

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

parameters for a truly 
professional welding 

solution.

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

pneumatic closed hydraulic 
system.  Adjustable speed
and pressure up to 8 tons. 
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Missouri Collision Veteran Loves GYS Welding
USA’s Products

At the peak of his long career, Rich
Lanfersieck, 72, the owner of Sprit
West Auto Body with four locations in
Missouri, isn’t afraid to adapt to new
things and ideas and take chances
along the way. This collision “lifer”
was the first person in the St. Louis
area to purchase a backdraft paint
booth at the first SEMA Show held in
Las Vegas in 1984. He’s opened
three additional locations as the busi-
ness grew. Recently he applied his
expertise when he bought welding
and dent pulling machines from GYS
Welding USA.

Each pivotal move Lanfersieck
makes, from acquiring new equip-
ment all the way to mentoring young
techs and bringing his son Randy
into the business is done with careful
research and much thought. By mak-
ing sage decisions, this second-gen-
eration shop owner has succeeded
in an industry where others would
have retired many years ago.

The story goes all the way back
to 1960, when Lanfersieck became
an apprentice at Northwest Auto Body
& Service in Bridgeton, MO, to learn
the business firsthand. “I was 18 and
I was hungry to learn,” Lanfersieck
said. “I started out washing cars and
sweeping floors and eventually they
gave me more and more responsibil-
ity. The first significant job that they
gave me to do was cut a car in half
and clip it. Unfortunately the car slid
off the rack on me! Seventeen years
later I was still there, but now I was
managing the shop.”

Then the time came for big deci-
sion #2. “I knew I was ready, so I
opened my own shop and I haven’t
looked back once,” Lanfersieck said.
“People ask me when will I retire and
I tell them ‘never.’ I enjoy what I’m
doing and I’ve always been a very
hands-on owner, because that’s the
only way I know.”

Spirit West Auto Body now has
four locations in the Show Me State—
one in St. Charles, another in Man-
chester, a smaller satellite location
(Spirit West Fast Refinish) and another
facility for overflow work. In 1995, Lan-
fersieck bought a golf course called
Meramec Lakes Golf Course in St.
Clair, MO, although he says that his
friends play there more than he does.

Two years ago, Mike Hilde-
brand, the owner and local distribu-
tor of GYS Welding USA and told
Lanfersieck about his new line of
French welders, dent pullers and as-
sociated equipment and he was in-

stantly impressed. “I’ve known Mike
for many years and he always brings
us the best brands out there, be-
cause he really does his research
and knows the market. The welders
and dent puller we purchased from
him are excellent and work well, but
maybe most importantly, the prices
are better than other competing ma-
chines, without sacrificing quality or
performance.”

Specifically, Spirit West Auto Body
uses two welders from GYS Welding
USA—the Gyspot Inverter BP.LCX-s7-
230 V and the Gyspot Inverter Evolu-
tion PTI-S7. Lanfersieck is pleased
with both machines for their perform-
ance, ease-of-use and the way they
utilize smart technology.

“We’re able to work with high-
strength steel with these welders
and the PTI Evolution is approved
by Audi, Volkswagen and Porsche,
which is ideal,” Lanfersieck said.
“These spot welders are just fantas-
tic. The BP.LCX features smart tech-
nology, which means it really takes
the tech out of the picture. By put-
ting the welder in its Easy Mode,
they don’t need to re-adjust it, which
saves a lot of time and makes it sim-
ple for the techs.”

The Gyspot Inverter BP.LCX-s7-
230 V spot welding machine fulfills all
of the requirements for welding on high
strength steels and adjustable currents
depending on the job. Equipped with
two clamps (X and C), this welder pro-
vides more access possibilities to the
car body, according to GYS USA’s
web site.

The other resistance welder used
at Spirit West is the Gyspot Inverter
Evolution PTI-S7, which can also allow
the shop to weld on high-strength
steel. This unit has a welding current
that can reach 14 500Amps and also
brings a solution to limited power sup-
ply issues, by operating with either 32
Amps to 40 Amps fuses only. With an
18-foot cord and 10 arm assemblies,
this unit is cutting-edge while cutting
costs.

Lanfersieck has seen many dent
pullers come and go during his lengthy
career in collision, but he’s never ex-
perienced anything even remotely like
the Gysliner, a complete dent pulling
workstation that is ideal for repairing
small, medium and big dents. “This
unit is sophisticated and my veteran
tech Mike really likes it, especially on
all of the thin metal with these newer
vehicles. It is performing as advertised,
because it’s saving us time and im-
proving our cycle times. We can re-
move dents without disassembly and
that of course is a huge plus.”

As new GYS products come into
the North American market, Lanfer-
sieck will be embracing those as well,
he said. “At this point, I believe in Mike
Hildebrand, because he knows these
machines and he has definitely proven
himself with us, that’s for sure. We’ve
already ordered a MIG/MAG pulse in
pulse welder from GYS Welding USA
and they also have a new mobile lift
we’re excited about. Mike is an invalu-
able vendor and these machines are
superior and cost less, so it’s a win-
win!”

Spirit West Auto Body has four
locations in Missouri and repairs
approximately 100-plus cars
every month

The Gyspot Inverter BP.LCX-s7-230 V spot welding machine is used
on a daily basis at Spirit West Auto Body in Missouri. It fulfills all of
the requirements for welding on high strength steels and features
adjustable currents

Spirit West Auto Body depends
on GYS Welding USA’s products
to save time and make more
money, according to owner Rich
Lanfersieck

by Autobody News Staff Spirit West Repair 
Location: Manchester, MO 
(314) 393-5964
www.spiritwestautobody.com

Company At A Glance...

Type: Collision Repair

Facility Employees: 45

In Business Since: 1962

Number of Locations: Four

Production Space:
30,000 square feet (combined)

GYS Welding USA
18130 Manchester Road 
Wildwood, MO 63038
(636) 405-2800
www.gysweldingUSA.com 



18 JUNE 2015  AUTOBODY NEWS   |   Shop and Product Showcase



Shop and Product Showcase   |   AUTOBODY NEWS JUNE 2015 19

Tony’s Auto Body Sprays Its Way to Improved Productivity
and Profitability with Lusid Technologies

Tony’s Auto Body has a long record of
providing quality repairs to the cus-
tomers around Totowa, NJ. Their his-
tory stretches back more than half a
century, but in the past two years, the
shop has enjoyed improvements in pro-
ductivity and profitability since switching
to Lusid Technologies’ Gen2o water-
borne and GenMax solvent-based
paint systems. Domingo Vargas, man-
ager at Tony’s Auto Body, notes, “It’s a
great product and is priced so that we
can still make a profit. It’s easy to mix,
and it’s quicker, so we’ve also seen sig-
nificant improvements in productivity.”

A small, family-owned shop in a
tiny town, Tony’s Auto Body’s origins
began long before the current facility
opened in 2001. From his childhood,
Tony Longo was intrigued by cars,
and after years hanging around his
uncle Guerino’s shop in Paterson,
Tony learned the trade and began
working for his uncle. In 1952, he pur-
sued his dream of his own business
by opening a shop with his father in
his grandfather’s backyard. As more
customers learned of his quality serv-
ices, Tony and his father expanded
into a new shop on Sherwood Avenue
Paterson in 1955.

By the early 1980s, Tony’s son,
Joseph Longo, had begun express-
ing the same passion for cars his fa-
ther had always possessed. Joseph
grew up in Tony’s Auto Body, learning
all his father could teach him about col-
lision repair, and after receiving a Busi-
ness Degree, Joseph returned home
to help his father run the shop. Tony re-
tired in 1998 and in 2001, Joseph re-
located Tony’s Auto Body to a larger
facility in Totowa, a mile from their orig-
inal location. Tony’s daughter, Toni,
also worked at the shop in her youth,
and after pursuing her education, she
now works as Office Manager at
Tony’s Auto Body.

Joseph developed the 12,000
square foot facility into a state-of-the-
art shop with the latest equipment and
technology. In fact, the beauty of the
facility is one of the things that sets
Tony’s Auto Body apart from other
shops in the area. “It has a great ap-
pearance, when you walk in, you
wouldn’t think you are in a body shop
reception. We provide great customer
service and offer a lifetime warranty –
our customers keep coming back over
and over so we must be doing some-

thing right.” In 2007 Domingo Vargas
joined Tony’s Auto Body as a techni-
cian bringing more than a decade of
experience in the industry. Through
hard work Vargas progressed through
the company and is currently the man-
ager.

Tony’s Auto Body is I-CAR Gold
Class and BMW Aluminum certified,
and in addition to repairing around 100
vehicles each month, they also offer
towing and paintless dent repair serv-
ices, as well as tires and wheel align-
ment. The shop participates in ten
DRPs, and Tony’s Auto Body’s 14 em-
ployees use the shop’s six Car-O-Liner
frame matches, Pro Spot welders,
three USI downdraft spray booths and
their computerized paint mixing ma-
chine, promising to “perfectly match
your vehicle’s color [and] to reproduce
the original factory-like finish in both
appearance and durability.”

Keeping this goal in mind but also
interested in finding more efficient and
cost-effective options, Tony’s Auto
Body teamed up with Lusid Technolo-
gies and General Paints early in 2013
and made the transition. Vargas states,
“It was priced right and was very easy
to use. Using it is not difficult at all; it’s
very user-friendly, and our guys love it.
The combination of our Jobber, Auto-
body Distribution and Lusid have
helped us a lot. Our rep John Panto
came out and helped us set up the new
system. He’s great and always goes
above and beyond for us. Karyn the
manager from Autobody Distribution
and Ryan their technical sales guy fol-
low up on a daily basis are an impor-
tant part of our local support.”

Although Tony’s Auto Body also

uses Lusid Technologies’ solvent-
based spray, they have their eyes
fixed firmly on the future and are in
the process of transitioning to water-
borne as a part of their initiative to go
green. The shop’s environmental ef-
forts also extend to recycling. As an
established part of their community,
Tony’s Auto Body supports the local
police department, schools, sports
team and a variety of local charities.

Still, Vargas resents that they
can’t do more for their customers due
to insurance influence in the industry.
“Insurance companies are getting
harder to work with. They keep nickel-
and-diming us. We like to fix cars with
the best possible components, but the
insurance companies want to use af-
termarket parts. It’s not fair to the cus-
tomer. It’s also not fair that insurance
policies have such low limits. We’re
seeing more customers whose liabil-
ity insurance doesn’t cover the cost of
the repair so they’re responsible for
paying the difference or they go home
without a car.” At least with the Gen-
eral and Lusid products, Tony’s Auto
Body are not forced to compromise
on the quality of their paint products.

Vargas recognizes that the colli-
sion repair industry faces challenges
but he is confident for a better future.
He has observed that it’s becoming
more difficult to attract good techs
because so few in the younger gen-
eration are joining the industry. He
hopes more vo-tech schools will offer
programs because he really believes
in training. He believes that a great
future can all be achieved by pro-
moting “a better respect and under-
standing of the trade.”

The team at Auto Body Distributors
has been incredibly helpful in
getting Tony’s set up with
Lusid’s spray system

Vargas enjoys welcoming repeat
customers in Tony’s Auto Body’s
beautiful lobby and office area

by Autobody News Staff Tony’s Auto Body
Totowa, NJ
(973) 942-2070
www.tonysautobodynj.com

Company At  A Glance...

Type: Collision Repair

Facility Employees: 14

In Business Since: 1952

DRP Programs: Ten

Number of Locations: One

Combined Production Space:
12,000 square feet

Lusid Technologies
5195 W 4700 S 
Kearns, UT 84118
(801) 966-5300
http://lusid.biz

Although Tony’s Auto Body has only been in their current location since
2001, the shop was founded in 1952



20 JUNE 2015  AUTOBODY NEWS   |   Shop and Product Showcase



Shop and Product Showcase   |   AUTOBODY NEWS JUNE 2015 21

Head Painter on “Counting Cars” Counts on Matrix

Count’s Kustoms is a one-of-a-kind
hot rod and chopper customization/
restoration shop in Las Vegas and
owned by Danny “Count” Koker and
the site for the reality show “Counting
Cars” (History Channel). As a one-
stop shop for in-house paint, uphol-
stery, frame-up builds and service, the
shop is well-known for creating  cus-
tom hot rods and choppers that have
gained international attention for their
creativity and die-hard quality, not to
mention their handling and ride-ability.

Every car created at Count’s Kus-
toms is a star—for its unique look and
for the amazing paint jobs, done with
Matrix and performed flawlessly by
Ryan Evans, the head painter/graphic
designer at Count’s Kustoms. Every
car that has appeared on the show (at
least 200) has been painted in 
Matrix basecoat by Evans and his as-
sistant Lonny Spear. Many have ap-
peared at car shows and on the covers
of automotive magazines and most
have garnered top reviews worldwide.

Evans got the painting bug early
on in life and could never shake it, he
said. “During my senior year in high
school, my art teacher told me that
my parents should get me an air-
brush and eventually it helped me to
pay my way through college at Cen-
tral Texas College. I was airbrushing
anything I could find back then—mo-
torcycles, t-shirts, cars, helmets, gui-
tars, you name it. Then in 1994, I
graduated from college and opened
my own shop–Chaotic Customs in
Texas.” Five years later, Count’s
Kustoms was calling Evans, which
eventually led to the reality show and
the gig of his life.

As he got better and people began
to recognize his work, great things
started happening for Evans. “This is
not a hobby for me, it’s a passion,” he
said. “Everything I’ve done has been
in preparation for what I’m achieving
today. I learned most of what I know
from doing it myself without formal
training. It’s been trial and error and in
some ways that’s better than book
learning.”

Evans, 41, has been painting cars
with Matrix exclusively since 1999 and
credits much of his success to the
product. “I use the Matrix MPB/MSB
solvent line and most graphic artists
like it because it’s very user friendly.
You can sand on it, tape on it, mix
products and within reason they can

all get along together. The Matrix line
is forgiving and you don’t have to be
exactly precise all the time, because it
won’t make you pay and the finished
product is always excellent.”

Evans is a long-term devotee of
Matrix paint, because he loves the
products and appreciates the com-
pany’s support and customer service
as well. “Our rep Jeff Parker is an
outstanding rep, because he does
things most would not do. He brings
new samples by here all the time for
us to play with and if we ever have
any issues, which we rarely do, he is
here to help us. If I ever ask him for
a special custom paint, he is great
about tracking them down and get-
ting them for us. The technical sup-
port that Matrix provides for us is
top-notch and we couldn’t be any
happier with Jeff.”

Founded in 1983, Matrix is well-
known for its quality high performance
clearcoats, primers and hardeners, but
it’s also known for its uncanny ability to
come up with dead-on color matches
time and time again. In 1994, the com-
pany began developing its revolution-
ary AccuShade® computerized formula
retrieval system. Painters love using it,
because it’s fast, accurate and easy to
use and gets them color matches they
can’t find anywhere else.

Evans calls upon Matrix time and
again for custom colors and the com-
pany comes through without fail. For
a painter who has used more than

200 different colors on just one vehi-
cle, this is a huge advantage, he ex-
plained.

“Matrix has a diverse variety of
colors and I know I can get any color
from any manufacturer in existence
from them. Even the very hard-to-
find strictly custom colors are avail-
able through Matrix and it’s not like
I have to call some weird hotline or
have to know some inside guy who
can do a favor for me, because all
of the colors are right there in their
computer.”

Projects that really stand out for
Evans during his painting career in-
clude a ‘51 Mercury he painted for
Dick Dean; a truck that became a
Hot Wheels Car called “Steel Flame,”
and the “Big Twin”, a five-wheel trike
that was built in 1969 and looks like a
space ship.

“The Hot Wheels vehicle is prob-
ably the biggest thing I’ve done up to
this point, because only three restor-
ers/painters ever got a Hot Wheels
car and I am the only one still alive,”
Evans said. “Whether it’s a show bike
or a classic car, or even a helmet or a
boat—I put everything I have into it.
So, when other people recognize it—
that’s really satisfying.”

Is there one thing that Evans
would like to paint on his painter’s
bucket list? “I haven’t painted a heli-
copter yet, so that’s still something to
look forward to,” he said with a hearty,
hopeful laugh.

Head Painter/Graphic Designer
Ryan Evans (left) paints every car
on “Counting Cars” at Count’s
Kustoms with Matrix’s MPB/MSB
solvent line and is always assisted
by Lonny Spear (right)

Painter Ryan Evans has been using Matrix since 1999 and loves the
company’s variety of colors

From left, “Horny” Mike, Danny
“Count” Koker and Kevin Mack at
Count’s Kustoms have featured
more than 200 cars on “Counting
Cars.”

by Autobody News Staff Count’s Kustoms
Location: Las Vegas, NV
(702) 733-6216
www.countskustoms.com 

Company At A Glance...

Type: Collision Repair

Facility Employees: 30

In Business Since: 1999

Number of Locations: One

Production Space:
55,000 square feet

Matrix Automotive Finishes
A Quest Automotive Brand 
600 Nova Drive SE
Massillon, OH 44646
(800) 321-0672
www.matrixsystem.com 
facebook.com/matrixsystem
instagram.com/matrixsystem
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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
281-786-4584 ph.  800-416-4230 fax

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

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

Positive Pressure Cross Flow Filtration

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

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

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

Perfect for mobile technicians or over"ow in 
bodyshops

Bigger and smaller sizes available

CALL TODAY 281-786-4584

www.mobileenvironmentalsolutions.com
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Mobile Environmental Solutions Portable Paint
Booth Keeps Atlanta Auto Color Mobile

Atlanta Auto Color, Inc. is owned
and operated by Roy Taylor and
Troy Loupe. Founded in July 2009
as a one-stop shop for exterior au-
tomotive reconditioning, Atlanta
Auto Color provides an affordable
alternative to body shop painting for
minor collision repair and paint dam-
age. Taylor said, “anything needed
cosmetically, we can do it. We offer
a wide range of cosmetic services
from interior restoration to paintless
dent repair. It’s like plastic surgery
for your car!”

Taylor first became involved
with the collision repair industry at
a paintless dent repair company.
Taylor and his partner, Troy Loupe,
founded Atlanta Dent Company in
January 2000. In March 2008, the
pair acquired the local franchise for
Interior Magic International, and
added Atlanta Auto Color, Inc. to
round out the services they offered
clients.

Their operations are unique be-
cause the core of their business is
actually wholesale. They service
more than 300 accounts including
dealerships, rental car companies
and local body shops.

Although Taylor has a down-
draft spray booth, the majority of the
repairs performed by Atlanta Auto
Color are completed at the client’s
location.

Says Taylor, “Most of our busi-
ness is wholesale. We transport all
the equipment necessary to com-
plete cosmetic repairs.” Since it’s
not realistic to transport a downdraft
booth to each location where their
50 employees service their clients’
needs, Taylor needed an alternative
solution for spraying on site. The
answer was Mobile Environmental
Solutions’ inflatable paint booth. “It
allows us to perform mobile paint
repair. It has a cross-flow filtration
system to remove contaminants so
it’s environmentally friendly and
EPA-certified.”

After receiving a demonstration

from a friend, he decided to “give
one a shot. Our employees like it
because it’s easy to use and it pro-
duces a cleaner product. Clients
like to see it because it protects the
other cars on their lot, plus it shows
that we’re just as environmentally-
conscious as they are. We now
have three inflatable booths in op-
eration.”

Atlanta Auto Color’s business is
OSHA and EPA compliant. They
also recycle materials, and though
they currently use Sherwin-Williams’
solvent-based paints, they are plan-
ning to transition to waterborne in
the near future.

In addition to being a “more
economical way to maintain EPA
compliance,” Mobile Environmen-
tal Solutions’ inflatable booth is
more efficient, according to Taylor.
“It gives us a leg up on our compe-
tition since they don’t all use this
type of product—it also shows that
we take care of our clients’ prop-
erty as if it were our own. We’ve
also seen improvements in quality;
we’re able to do it right the first
time,” he said.

Taylor says that implementing
the product was simple. “It took
about 3-4 hours to train our techs
and get them up and rolling. They
need to understand the product
and the different process, but now

they see it as a benefit. It’s also
helpful that MES’s customer serv-
ice is just a phone call or email
away. They are prompt in returning
our calls and shipping supplies
when needed.”
Atlanta Auto Color repairs an av-

erage of 200 vehicles monthly. The
facility performs all types of automo-
tive cosmetic work, including leather
drying, paintless dent repair, alloy
wheel repair and headlight restora-
tion. Taylor sponsors various charity
golf tournaments, local school and
recreational sports teams, and
Three-Day Cancer walks. Last year,
they were a major sponsor for the
American Diabetes Association’s
annual Step Out Walk Alpharetta.

As for current trends and the fu-
ture of the industry, Taylor has no-
ticed increases in “consolidation,
especially on the wholesale side.
There’s a bigger group of big play-
ers, but we have good relationships
with them. We need to offer more
services to be a one-stop shop.
People are paying more for cars
and keeping them longer, so the re-
tail business is the future. We don’t
do major collision repairs, just cos-
metic work, and most of our retail
repairs range from $750-2000. We
are putting a lot of effort into ex-
panding our brand to get a bigger
piece of the retail pie.”

The Inflatable Paint Booth con-
tains a filtration system so it only
releases clean air back into the
environment, and it is EPA -com-
pliant

Atlanta Auto Color’s vans transport everything the techs need to 
perform cosmetic repairs remotely so they can service their clients’
needs

Roy Taylor has found that Mobile
Environmental Solutions’ Inflatable
Paint Booth improves efficiency
and quality

by Autobody News Staff Atlanta Auto Color, Inc.
Roswell, GA
(866) ATL-DENT 
(866) 285-3368
www.atlantadent.com

Company At  A Glance...

Type: Collision Repair

Facility Employees: 50

In Business Since: 2009

DRP Programs: Two (Atlanta Dent Co)

Number of Locations: One

Production Space: 9,000 square feet

Mobile Environmental Solutions
1150 McCaleb Rd, Suite E-1
Montgomery, TX 77316
(281) 786-4584
www.mobileenvironmentalsolutions.com
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Progressive Chevrolet Collision Center Pursues 
Perfection with PPG Waterborne

Two years ago, Progressive Chevro-
let Collision Center in Massillon, OH,
made PPG’s Envirobase® High Per-
formance waterborne basecoat its go-
to paint. Today, the shop produces an
average of 25-30 flawless paint jobs
each and every week using this envi-
ronmentally-preferred paint, even
though waterborne is not required in
Ohio.

Progressive Chevrolet Collision
Center is owned and operated by the
Progressive Auto Group, a company
that owns three dealerships in Massil-
lon, OH—Progressive Chevrolet, Pro-
gressive Chrysler Jeep Dodge Ram
and Economy Auto Outlet.

Massillon is the proud home of
The Massillon Tigers, one of the
finest high school football programs
in the country. Progressive Chevro-
let Collision Center aims to replicate
the winning results on the football
field in their paint booth, according
to Center Manager Dennis Notting-
ham, whose record for painting per-
fection is nearly, well, perfect.

“The paint has never failed us
and we’re happy to be working with a
paint that our painters like working
with and with a finished product we
can all be proud of,” Nottingham ex-
plained. “Switching over has been a
great experience and the whole con-
version was seamless from start to
finish.”

With high standards, Progres-
sive Chevrolet Collision Center ap-
preciates the fact that the PPG’s
Envirobase® High Performance wa-
terborne basecoat will allow them to
use an environmentally responsible
product without compromising qual-
ity.

“We’d already been using PPG
products for at least 20 years, so we
know that the company has incredible
products that perform well,” John
Dunn, General Manager of Fixed Op-
erations said. “We’re totally focused on
customer service here, so we wanted
to make sure that we could get the
same results with the waterborne and
that our painters would be comfortable
applying the paint. When we started
looking at the PPG Envirobase® High
Performance brand, we quickly real-
ized that this was the way to go. Now
we have reduced the volatile organic
compounds (VOCs) in our shop envi-
ronment by half. We’re not sacrificing
any quality and the color matches are
on the money, so we’re succeeding on
several levels, which is great.”

Being green is important to Pro-
gressive Chevrolet Collision Center,
but taking the leap to changing its

processes to adapt to waterborne
paint was a little scary at first. “The
waterborne basecoat has to be ap-
plied differently from the solvent and
some of our painters were maybe
just a little reluctant about changing
after using the same paint for many
years,” Nottingham said. “But by
using the product on a daily basis
and going through PPG’s outstand-
ing Convert with Confidence training,
they realized they could do this and it
wouldn’t affect their production.”

During the shop’s PPG water-
borne training, Nottingham sent five of
his people to their local PPG Training
Center in Columbus, OH in groups of
two, he said. “We staggered it, so that
it would not impact our production
while we went through the training.
After that, our Service Technical Rep-
resentative from Painter’s Supply and
Equipment, Pat Berg, 56, came here
and worked with all of our painters to
dial in the Envirobase® High Perform-
ance paint and learn all of the intrica-
cies of using it. He was here every
single day during our first week using
the new product. He jumped right in
and started painting cars one after an-
other. We were obviously very im-
pressed by Pat and his knowledge of
the process and the product.”

Berg works with 50 body shops
in his territory and logs more than
65,000 miles every year to train their
painters and answer their questions.
“I painted cars myself for 30 years
before getting hired by Painter’s
Supply and I can say without hesita-
tion that this Envirobase® High Per-

formance brand is the easiest paint
to apply ever,” Berg  said. “When I do
a demo, I completely paint a car from
start to finish and I keep painting cars
as long as they ask me to. During
one demo I painted 54 cars at a shop
without one re-paint and after that
their only question was when can we
start using it? It’s gratifying to see
when they get it, because when they
do—they’re sold.”

In addition to PPG’s waterborne
paint and its exemplary world-class
training, the people at Progressive
Chevrolet Collision Center also greatly
value their MVP Green Belt Training, a
comprehensive program that’s based
on the practical application of Lean Six
Sigma tailored for collision repair.
“We’ve taken full advantage of this
training from PPG and we know that it
has definitely helped us in so many
aspects of our production,” Dunn said.
“The classes they offer give us infor-
mation that we can put to use here at
the collision center literally the very
next day, which is exceptional.”

Do customers in Ohio care that
the Progressive Chevrolet Collision
Center is using a paint that is better for
all of us sharing the planet? “We ad-
vertise the fact that we use the water-
borne paint system on our web site,
display ads and marketing materials,
but I haven’t heard about any cus-
tomers mentioning it,” Dunn said. “I do
know they respect and appreciate the
fact that their paint job carries PPG’s
lifetime guarantee and of course we
hear the oohs and aahs when we
show them their finished car!”

John Dunn, General Manager of
Fixed Operations (left) and Center
Manager Dennis Nottingham
appreciate PPG for its products
and support

Eric Boothe preps a vehicle before
it gets masked off and sent into the
paint booth

by Autobody News Staff Progressive Chevrolet 
Collision Center
Location: Masillon, OH 
(800) 582-7479
www.progressiveautogroup.com 

Company At  A Glance...

Type: Collision Repair

Facility Employees: 15

In Business Since: 1937

Number of Locations: One

Combined Production Space:
10,000 square feet

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

  

Painter Howard Grable at Progressive Chevrolet Collision Center sprays
PPG’s Envirobase High Performance waterborne basecoat as this busy
shop paints 25-30 cars dailyt
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Prospray Impresses Paint Prodigy with Productivity,
Cost and Quality 

When Scott Nelson, the owner of
Nelson’s Collision in Fowlerville, MI,
was nine years old, his beloved bicy-
cle broke down. He realized his fam-
ily could not afford to buy him a new
bike, so if he wanted to ride again, he
was going to have to learn how to fix
the one he had. What started out as
a chore eventually turned into a pas-
sion for the young Nelson and great
things then followed.

By the time he was 12, Nelson
was already working for a body
shop and learning the business from
the ground up. He figured out rather
quickly that he was born to paint
cars and pretty soon his employer
saw the same. Nelson became an
artist at painting cars and even col-
lision veterans were impressed by
his finished product.

“They would completely prep the
cars and when I got there after school,
I’d start spraying,” Nelson said. “I have
a natural gift for painting, I guess. I
loved it, but I had bigger plans and
eventually opening my own shop was
the goal. I tell people I gave up part of
my childhood to pursue my dream, but
I don’t regret one minute of it.”

By the time was 18, Nelson went
on to become the go-to guy at a local
dealership with a collision center,
working as the shop’s manager, run-
ning the office and painting cars for
almost six years. In 1988 Nelson
opened Nelson’s Collision and turned
a small barn into an auto repair cen-
ter consisting of a large mechanical
shop with five bays and a collision
shop with 12 bays and a state-of-the-
art paint booth.

Nelson’s Collision is a one-stop
repair company. “In addition to our re-
pair business, we also do truck ac-
cessories, auto glass and even have
storage right here at this location,”
Nelson said. “From the beginning, I
wanted to be able to do all of the work
in-house, so that I could control every
aspect of the process. This way, we
don’t have to stop and re-start or go
back and forth and there is a lot of
less downtime, so I can keep my peo-
ple busy.”

Nelson’s switched to Prospray
solvent paint three years ago and
Nelson loves how it performs, saving

him money and significantly improv-
ing his production.

Nelson’s experience with Prospray
has been an excellent one and the
biggest part is the savings. “It’s com-
parable to anything out there, but the
best thing is that it’s affordable,” he ex-
plained. “I was getting tired of spend-
ing a fortune on paint, so Prospray
definitely got my interest, due to the
price. It lays down real nice and our
two painters like using it, so if we can
also cut costs, that’s great.”

Support is always key with any
paint and Nelson knows that all too
well after so many years in the collision
game. “We’re having real good luck
with this product, but if we do have any
difficulty with it, our rep is there to help
us right away. Chuck Rollins is our
Prospray rep and he’s very knowl-
edgeable. Our concerns about the
Prospray line have been few and that’s
the way we of course, prefer it.”

The Prospray training was seam-
less and effective, according to Nel-
son. “John, our head painter picked it
up quickly and was adept at it within
weeks. Getting comfortable with
Prospray has really helped our pro-
duction overall. The color matching
saves us time, because we can dial it
in fast and since we don’t really have
any climate issues to consider here,
we can be very efficient.”

One concern Nelson has to deal
with in his neck of the woods is wild
animals that collide with cars and

trucks, he said. “We get a lot of deer,
turkeys, pheasants—even coyotes
around here—and they cause bigger
accidents, averaging $2,500 to
$3,500, in many cases. We do get a
few smaller fender benders but most
of them are pretty significant, espe-
cially when they’re animal-related.”

The Prospray solvent line’s ver-
satile intermix system delivers single
stage and basecoat finishes from a
single set of high-strength mixing ton-
ers to provide both domestic and im-
port formulations for interior, exterior,
engine bay, motorcycle, multi-tone
and VOC complaint applications. The
Prospray European Intermix System
is comprised of an array of exclusive
toners, balancers and binders giving
you the ability to mix over 225,000
color formulations.

Already a “collision lifer” what does
Nelson, 51, have planned for an en-
core? “We want to keep doing good
work, but also having time to enjoy life,”
he said. “In this industry, it’s very easy
to make it all about the work, but I tell
my people that you also have to enjoy
the free time too, because you’ve
earned it. For me, it is golf - it really
helps me to re-energize myself while
relaxing.”

And now that he can trust his
Prospray, it looks like more golf is in
Nelson’s future. “Prospray has come
through for us. We’ve saved money
and time and the product has really
helped our production.”

Owner Scott Nelson runs a one-
stop “do it all” shop that does
mechanical and collision repair
as well as truck accessories, auto
glass and storage

Head Painter John Szumlinski calls upon Prospray every day to pro-
duce an exemplary paint job every time

Nelson’s Collision in Fowlerville,
MI is saving money by using
Prospray and the color matches
are precise

by Autobody News Staff Nelson’s Collision
Fowlerville, MI 
(517) 223-7593
www.nelsonsinc.com

Company At  A Glance...

Type: Collision Repair

Facility Employees: Ten

In Business Since: 1989

DRP Programs: Two

Number of Locations: One

Production Space:
10,000 square feet

Prospray Automotive Finishes
A Quest Automotive Brand 
Phone: (800) 776-0933
email: info@prosprayfinishes.com
www.ProsprayFinishes.com
www.facebook.com/prospray
www.youtube.com/
prosprayautofinishes
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Painter is Known for his “Invisible Paint Repairs”
Using SATA Guns

Tony Del Vacchio has been paint-
ing cars for more than three
decades and it has not gone unno-
ticed. His work has been seen on
the covers of at least 70 national
automotive publications. He’s won
major paint manufacturer awards
and has painted many of the world’s
most refined vehicles, including
high-end Porsches, Bentleys and
Rolls Royces. Del Vacchio is proud
of what he has achieved over the
years and is not reluctant to advise
the world that he uses SATA spray
guns on every vehicle he paints.

Currently, Del Vacchio, 45, is the
head painter at Georgia Square Col-
lision in Athens, GA, where he works
with the younger painters and shares
his knowledge and experience as he
paints cars for this high-volume shop.

Known for his uncanny ability to
perform what’s known as “invisible re-
pairs” especially on flat finishes, Del
Vacchio specializes in texture-match-
ing that continually amazes people
across the globe. After Del Vacchio
has done his magic on matte finishes,
even the most highly-trained eyes in
the industry can’t tell the difference.

Del Vacchio’s career as a painter
began in 1985. While most kids were
out playing Little League baseball or
riding their bikes, he was learning as
much as he could about cars and
how to paint them.

“I started out like most people—
14 years old and pushing a broom
and learning how to do prep work at a
body shop in Stone Mountain, Geor-
gia,” he explained. “Three years later
I had the opportunity to paint cars and
I took to it right way. They saw that I
wanted to paint, so they tried me out
on little things. I knew early on that
this was what I wanted to do the rest
of my life.”

Del Vacchio painted his first car
without any help was when he was
16. It was a 1970 Olds Cutlass 442 to
which he applied the iconic bright red
that GM used on their Corvettes and
Camaros. One year later, Del Vacchio
was a full-time painter and as happy
as any teenager could be.

“I was making around $300
every week back then, so I thought I
was on top of the world,” Del Vacchio
said. “After a while, I started painting
cars on commission and that’s when
the money started rolling in. I was
making almost $3,000 a month at

that point, which wasn’t bad for a kid
just out of high school.”

In 1993, Del Vacchio was intro-
duced to the SATAjet 90 for the first
time and it was a game changer for
him almost instantly. “I was looking
for a better gun and a lot of my
friends were telling me to go to the
SATAjet 90. I picked it up and I liked
it instantly. I’ve tried other guns over
the years, but SATA is definitely what
I use today. Every time they come
out with a new gun, I’m all over it.”

Everybody’s approach to paint-
ing is different, Del Vacchio admitted,
but after many years in the booth,
he’s discovered techniques that work
for him—tips that he’s more than will-
ing to show with other painters.

“Most painters use a one-finger
application method, but that can lead
to problems like carpal tunnel syn-
drome down the road, so I use a two-
finger technique. I use my trigger
finger (index) and my middle finger
and I try to teach other painters to do
the same. The grip is also important
and I use a medium-to-hard grip, be-
cause I want to make sure I have
complete control of my spray gun
and that works for me. The SATA
guns are designed to fit the painters’
hands correctly and that way you
won’t fatigue after painting continu-
ally for several hours non-stop.”

While under the gun with tight
deadlines, Del Vacchio is not afraid
to ask his SATA guns to work a little
overtime for him, he said. “One time,
I painted 72 hours straight, although
I wouldn’t recommend it. We had to

get a car done for an upcoming
show, so we pushed it.”

Can a good spray gun save a
painter time, especially in a high-pro-
duction environment? “I believe it
can. It can save you time with its
transfer efficiency and SATA shines
in that area. Some guns will dump
too much material on the car and of
course that wastes time and paint.
They either over atomize the paint or
they’re too aggressive with the trans-
fer. The droplets are smaller, but
they’re further apart. I’m always look-
ing for a smaller droplet, because the
larger droplet will be wetter, and it will
make it look darker, especially with a
silver, for example.”

Del Vacchio carefully documents
every paint job he does, so that he
can emulate the process again, if
needed. “By taking notes and keep-
ing records on colors, conditions,
methods and the results, I have as-
sembled a whole library of valuable
information that I can use later.”

Del Vacchio is known for being
able to answer even the most tech-
nical painting questions about matte
finishes, painting high-end cars, ap-
plication techniques and the right
equipment to use and that’s why
you’ll often see his name in more
than a few online forums.

“Painting cars involves a lot of
physics and chemistry and I love that
part of it,” Del Vacchio said. “I like to
help younger painters and one thing
I would tell them is use SATA guns.
I’m a perfectionist, so the only guns
that I can use are made by SATA.”

Del Vacchio is known as a 
passionate painter who loves to
mentor and teach young painters
about painting techniques

Painter Tony Del Vacchio did his magic on this 1932 Ford, painted in his
signature black and sprayed with a SATA gun

Del Vacchio performed one of his
“invisible” repairs on this 2011
Toyota Highlander with the aid of
his reliable SATAjet 3000 B RP

by Autobody News Staff Georgia Square Collision
Location: Athens, GA

(706) 286-7017
www.gasqcollsion.com

Company At  A Glance...

Type: Collision Repair

Facility Employees: 24

In Business Since: 1977

Number of Locations: One

Production Space:
20,000 square feet

SATA
One Sata Drive 
P.O. Box 46
Spring Valley, MN 55975
(800) 633-7282
www.sata.com
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Roberts Collision Center Gains Space and Versatility 
with Spanesi Americas’ Multibench

Two years ago, Roberts Collision Cen-
ter in Clearwater, FL, realized that their
25,000 square foot facility wasn’t big
enough to properly repair the car count
quantity they were experiencing. Tom
Layton, Manager for Roberts Collision
Center, started thinking about a solu-
tion to the shop’s space issues. He
found the answer with Spanesi Amer-
icas’ Multibench.

Back in 1999, Layton learned that
owner John Roberts was building a
collision repair facility. Layton began
heading up the shop as manager. He
says, “I’ve been with the shop all 16
years it’s been open, and some of our
other original technicians still work
here. Mr. Roberts owned another shop
at the time, but he has since sold it.”

The years Layton has invested
makes him dedicated to the shop’s
success, but he has struggled to ac-
comodate the 70 cars the shop re-
pairs on a weekly basis. “We had our
five original Chief frame machines,
but they took up a lot of room, leaving
that space unused when vehicles
weren’t being pulled. I call our local
Chief vendor and told him I was look-
ing for a machine that lowers into the
floor and doubles as a workstation.”

Layton’s vendor provided him with
brochures for Spanesi’s Multibench,
and Layton became interested in a
medium-duty machine that doubles as
a workstation. “Setup was quick and
easy compared to other machines,
and the drive-on Multibench from
Spanesi is extremely versatile. The
machine lifts high enough to allow ac-
cess under the car to perform sus-
pension work, for example. After our
guys got used to the new machine,
production increased significantly. Our
bottom line has improved, and I’m
sure the four machines we’ve bought
have paid for themselves.”

Roberts Collision Center also
uses a variety of welders, three Ve-
locity measuring systems, four US
Italia downdraft booths, Spanesi’s
Touch Computerized Measuring Sys-
tem and Spanesi’s Universal Jig Sys-
tem. “We have just about all the latest
and greatest equipment,” Layton
boasts. The shop sprays PPG Global
solvent-based, and several techni-
cians are I-CAR certified. Technicians
also have welding certifications, and
one is certified by Mercedes-Benz.

The variety of equipment and the
fast-paced nature of the business
make fast service critical for Roberts
Collision. Layton says that Spanesi’s
customer service is a “great resource.

They don’t have a complicated sys-
tem like some other big companies.
Our rep is just a phone call away, and
that’s important because the techs
need answers at the time they’ve per-
forming the repair. Spanesi’s reps are
very knowledgeable with extensive
technological backgrounds.”

With 24 employees, including six
body men, five painters, four service
writers, two bookkeepers, a parts per-
son and three detailers, employee
buy-in is important when it comes to
new equipment and implementing its
use into the repair process. Imple-
menting Spanesi’s Multibenches,
Layton says, was “very easy. There
was an adjustment period, but our
techs soon saw its great operations
and  our employees really liked the
usability of the product. With the Multi-
bench, it only takes an hour, hour and
a half, compared to most of the day
for other machines. We also pur-
chased Spanesi’s Touch Computer-
ized Measuring System recently,  it’s
amazingly accurate and definitely an
asset worth the cost.”

Although Layton found the
Spanesi Multibench to be “quicker,
easier and more space-efficient,” he
found that in order “to be efficient, we
needed to define the processes the
cars have to go through, but we’ve
done very well adjusting to the new
processes and moving cars through
the shop.”

Roberts Collision Center has built
a process based on a repair versus
replace philosophy. By participating in
five DRPs, Layton reasons, “cycle
time and average loss payment is
crucial to being in business, so we re-
pair anything we possibly can from
bumpers to headlights. This is not a
replacing environment. Sometimes, it
can be challenging to get new techs
on the same wavelength, but it helps
with cycle time and boosts the shop’s
income, and we still produce high
quality work. In fact, our local Honda
dealer and several mechanical shops

in the area refer business to us. We
have a huge referral base, but we al-
ways work to win our business, one
customer at a time.”

Layton feels that cycle time and
cost-effective repairs are positive
trends in the industry. “A lot of the
competition thinks the insurance com-
panies just want to fix cars cheaply,
but we believe it makes shops ac-
countable for everything. Our philos-
ophy is to only ask for what you need,
and then fix the car correctly and
move on to the next job. The cycle
time is a little tough, but it makes us
think outside the box to make it hap-
pen. We embrace the insurance com-
panies as our partners in business,
and we don’t experience steering. We
just don’t run our business that way –
it’s a different environment, and it can
be difficult to get people on the same
page, but we’ve done a good job of it.
Sales are steady at just under
$6,000,000 last year.”

One area where Layton would like
to improve is getting techs to meet
goals. “They’re not really as goal-ori-
ented as the office staff, and we need
them to buy in and feel the urgency to
get something accomplished in the
designated timeframe.”

In the future, Layton foresees the
addition of more customer-service-
oriented responsibilities regarding
the status of the repair. CCC has a
wonderful program for keeping cus-
tomers informed, though it takes a lot
of time for his staff to input the infor-
mation. Still, “customers respond
well to being kept informed. An in-
formed customer is a good customer.
People usually aren’t happy to come
to the shop. These days, everyone
has busy lives, and everything is
very high tech.  If we move with the
times, the customer will have a better
experience, and that’s what’s impor-
tant. Our success comes from taking
good care of our customers. We
want to do a great job all of the time,
not just some of the time.”

Roberts Collision Center has a
unique repair over replace 
philosophy that allows them to
meet cycle time demands and 
repair more vehicles

Roberts Collision Center has been in business since 1999 and perform
quality repairs out of their 25,000 square foot facility

Spanesi America’s Multibench’s
raise up to allow repairs under
the vehicle or they lower into the
floor, solving the space problems
Roberts Collision Center was 
having before investing in the
new equipment

by Autobody News Staff Roberts Collision Center
Location: Clearwater, FL
Telephone: (727) 723-3328
www.facebook.com/RobertsCollision
Center

Company At  A Glance...
Type: Collision Repair
Facility Employees: 24
In Business Since: 1999
DRP Programs: Five
Number of Locations: One
Production Space:
25,000 square feet

Spanesi Americas, Inc
A Subsidiary of Spanesi SpA, 
of Padova, Italy
123 Ambassador Drive
Naperville, IL 60540
(224) SPANESI (772-6374)
www.spanesi.com
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Shops Fixing 73% of all Bumpers with Urethane
Supply’s 6059-C Nitro Fuzer Welder

Becoming a body shop owner some-
times happens by necessity rather
than by choice. Steve Springer grad-
uated from San Jose State University
with a degree in communications in
1979 and then did a stint as a pilot in
the Marine Corps. When he re-en-
tered the civilian world, Pan Am had
just gone out of business, so com-
mercial pilot jobs were scarce. So, in
1992 while looking for a business to
jump into, Springer re-invented him-
self and entered the collision business
when he opened a shop in Silicon Val-
ley. In 2007, Springer opened his sec-
ond location in Gilroy, CA, and in 2011
both shops joined Fix Auto.

Today, the two shops repair ap-
proximately 250 cars monthly, and as
you’d expect, bumper repair and re-
placement is a big part of their work-
load. After a recommendation from
Fix Auto, Springer looked into Ure-
thane’s 6059-C Nitro Fuzer plastic
welding system and decided to pur-
chase one for each of his locations
approximately 18 months ago. Now
they’re able to fix a lot more bumpers
without replacing them.

“We were using a different plastic
welder until Fix Auto corporate started
telling us about that these new welders
and how they will be changing every-
thing,” Springer said. “They did their
research and told us that Urethane
Supply was the company to buy from,
so we went for it and bought two.”

Urethane Supply Company’s
6059-C Nitro Fuzer Welding System
has received positive reviews from
body shops all over the world for being
the most complete plastic welding re-
pair system on the market today. The
system includes an Airless Plastic
Welder and a Hot Air Welder coupled
to a Nitrogen/Air controller, along with
a large supply of welding rods and a
fully assembled welding cart. After
connecting it to a nitrogen tank and
compressed air supply, the user sim-
ply just plugs it in and it’s ready to go.
Nitrogen acts as a shielding gas, pre-
venting oxidation and creating a much
stronger weld on bumpers, fenders
and headlight assemblies.

One of Springer’s auto body techs
is Oscar Ruvalcaba, who worked for-
merly for a bumper repair company.
To learn collision repair, Ruvalcaba
joined Fix Auto San Jose and now
he’s the shop’s in-house expert on ni-
trogen plastic welding.

“Oscar is our stud when it comes
to fixing bumpers and that’s why
we’ve been able to fix 73% of them, a
number that has doubled since we
bought the 6059-C Nitro Fuzer Weld-
ing System. Oscar is confident that we
can save 7 out of every 10 bumpers
that come in our shops and that has
spread to the rest of the crew. He’s
been telling them ‘hey guys we don’t
have to re-condition this bumper, we
can actually fix it!’

“We’re retaining a lot more busi-
ness now, because we can fix these
bumpers in-house instead of sending
them somewhere else to be repaired,”
Springer said. “When we fix a bumper
ourselves, we make 65 cents on the
dollar, but when we have to change
the part, we get only 25 cents, so it’s
very significant. There is no mystery
about the fact that all of the money in
this industry is from labor and not with
parts, because obviously the margins
on parts are much smaller.”

Ruvalcaba gets better and better
at using the Nitro Fuzer Welder as he
gains experience, he said. “Plastic
welding is a lot like old-school oxy-
acetylene welding, where you have a
torch and the stick. But, instead of the
torch, we’re using hot nitrogen gas.
I’m able to fix these bumpers fast and
correctly the first time. We’re repair-
ing at least 2-3 bumpers every day,
so it’s a big part of what I’m doing
here. From a big hole to a little nick,

we can know fix more of them now
with the Urethane Supply’s 6059-C
Nitro Fuzer Welder.”

The insurance companies love
Urethane Supply’s 6059-C Nitro Fuzer
Welding System because by using it,
shops can fix cars more quickly,
Springer said. “If we can start fixing a
bumper right away, we can save tons
of time, as opposed to stopping, or-
dering the part, parking the vehicle in
the back of the shop and waiting for
the part to arrive. By immediately fix-
ing the bumper, it helps us to get bet-
ter cycle times. In reality, anything that
can be fixed, but the question is, can it
be fixed economically? And 7 out of 10
times, the answer with this welder is
yes!”

The training on the new welder
was included with the purchase of the
units, Springer said. “Of the 10 guys I
have working here, six of them are
confident using the welder and of
course, Oscar is highly adept at it. This
is a fairly new technology and to be
honest, most body techs want to re-
place a bumper because in the past it
was difficult for them to fix it. But, now
with the 6059-C Nitro Fuzer Welding
System, it’s something we can do. So,
we need to change their thinking and
get them to see that it is definitely bet-
ter all round to fix instead of replace.
The finished product is absolutely flaw-
less. Once it’s painted, it’s invisible and
you can’t tell it’s been repaired.”

The two shops repair approxi-
mately 250 cars monthly and by
using Urethane’s 6059-C Nitro
Fuzer Welding System, they’re
able to fix more bumpers without
replacing them

Tech, Oscar Ruvalcaba at Fix Auto San Jose has become very adept at
fixing bumpers with Urethane Supply’s 6059-C Nitro Fuzer Welder. 

Fix Auto San Jose is now fixing
73% of all the damaged bumpers
that enter their shop

by Autobody News Staff Fix Auto San Jose
Fix Auto Gilroy 
Locations: San Jose, CA & Gilroy, CA

Telephone: 951.858.4534
(866) 947-7858
www.fixautosanjose.com 

Company At  A Glance...

Type: Collision Repair

Facility Employees: 24

In Business Since: 1992

DRP Programs: Ten

Number of Locations: Two

Combined Production Space:
20,000 square feet (combined)

Urethane Supply Company
1128 Kirk Road
Rainsville, AL 35986
(800) 633-3047
www.urethanesupply.com 
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Ohio MSO Uses Varied Winning U.S. Chemical
& Plastics Products

Life is good for Tim Wood, the sec-
ond-generation owner of Wood’s Col-
lision Centers with three successful
shops in the Cincinnati, OH area that
fix almost 200 cars every month. His
business is a family affair with Tim
managing the shop’s daily operations
including production, parts, schedul-
ing, estimating and billing while his wife
and partner, Amy, is in charge of all the
behind-the-scenes activities, including
accounting, IT and H.R.

Tim’s father, Lloyd, in his mid-70s
and runs the company’s detailing and
quality assurance departments and
Tim’s son, Zachary, goes out on tow
calls and details cars.

The company’s growth began
back in 1980 when father and son
began working together in the family’s
four-car garage. “My dad did the me-
chanical work and I did the body work,”
Tim Wood said. “It just grew and the
collision part of it just eventually gob-
bled up the business. We still do me-
chanical as well as collision repair and
we keep 99% of the work here in-
house.”

To handle the increase in business,
Tim moved his shop into a commercial
building and started adding new loca-
tions. In 1984, he opened in Williams-
burg; in 1999 he started a facility in
Eastgate and then in 2007 he added a
shop in Hillsboro.

Wood’s success in the ever-
changing collision industry has been
enabled by a series of strategic moves
and metered expansion. “If you do a
good job and retain your customers,
growth is just a natural evolution,” he
reasons. “We continually plug away at
the things that are important, like cus-
tomer service, quality work and follow-
ing through and we let the other things
happen.”

By being an honest employer and
caring about his employees, em-
ployee retention is high at Wood’s
Collision Center. “I have four people
who have been here for more than 15
years and another five or more who
have been working for us for more
than a decade. By supporting them
and giving them the right tools and
training, they’ve excelled here and
that’s pretty cool!”

By getting the very best tools in the
collision industry into the hands of his
employees, Wood is setting his people
up for success. Switching to U.S.
Chemical & Plastics (USC) for his abra-
sives, fillers and finishing glazes about

a year ago has proven to be a good
move for the company, Wood said.

“Their products are about 25%
cheaper and the quality is superior.
Price attracted us and then the per-
formance sealed it. When you look at
all of the USC products that we’re using
right now, it’s a great package.”

For his abrasives, Wood uses
USC’s GOLD PRO in conjunction with
their ORION™ premium bright-orange
film that gets rave reviews from body
shops nationwide. He also uses three
of USC’s leading fillers, including its
AU79, AG47 and Duraglas, the well-
known fiberglass filled fiber that has
been serving the collision industry for
many years.

USC’s AU79™ Advanced Light-
weight Filler is the company’s crème
de la crème of fillers and Wood’s techs
are enamored with it. “We love the
AU79 because it’s so easy to sand and
we don’t get pinholes, which is a real
plus,” Wood explained. “It’s a top of the
line product and it proves itself time
and time again.”

Wood also calls upon USC’s
AG47™ Lightweight GRIP Filler for a
pinhole-free finish on bare steel, gal-
vanized metals and aluminum. “The
AG47 goes over aluminum and steel
and that is a great benefit of this filler,”
Wood said. “It’s our work horse and we
use it most of the time, because we
know it will perform well and gives us a
great result.”

In many situations, Wood also
uses USC’s Duraglas® Fiberglass
Filled Filler, the company’s original
fiberglass reinforced automotive body
repair filler. Formulated with short-

strand fiberglass fibers, Duraglas pro-
vides ultimate strength and durability
on rust-outs, holes, tears and cracks
and is designed for use on metal and
fiberglass panels.

“We use Duraglas on our first coat
and it’s definitely one of our staples
here,” Wood said. “It’s proven itself
over time and that’s why we love it.”

Another integral player at Wood’s
Collision Center is USC’s glazes and
putties, including its Icing® Lite Gold
Finishing Glaze, the company’s best-
selling polyester finishing putty.  “It
spreads on smoothly and dries to the
point where it’s easy to sand on,”
Wood said. “We use it right before we
prime, to take out any small micro-
scopic imperfections and it has never
failed us.”

Wood isn’t reluctant to praise his
USC’s products and not shy about giv-
ing his jobber and manufacturer’s rep
an “A” grade for support and their will-
ingness to step up when needed.

“Our jobber is Smyth Automotive
located here in the Cincinnati area,”
Wood explained. “Our rep is Chuck
Meyer and he’s the ideal jobber be-
cause our employees like him and
he’s 100% accessible. Chuck will
show up with pizzas to meet with our
techs during lunch in order to educate
our people and introduce the new
USC products. Tom Smith is our rep
from USC and he’s been the driving
force behind us switching over. His
knowledge of all the USC products is
impressive and we see him around
here every quarter, but we have him
on cell phone speed dial, so we can
reach him at any time.”

Wood’s Collision Center, with
three locations in Ohio, uses
USC’s products in order to save
time and money while aiding its
cycle times

Body Tech, Dave Gregory, at Wood’s Collision Center is applying USC’s
Icing® Lite Gold Finishing Glaze to a vehicle

Truly a family-run business (from
left) Amy, Tim, Zachary and Lloyd
Wood all play important roles at
Wood’s Collision Center

by Autobody News Staff Wood’s Collision Center 
Location: Williamsburg, OH (HQ)
(513) 724-7511

Company At  A Glance...

Type: Collision Repair

Facility Employees: 37 (combined) 

In Business Since: 1980

Number of Locations: Three

Production Space:
85,000 square feet (combined)

U.S. Chemical & Plastics
A Quest Automotive Brand
600 Nova Drive SE
Massillon, OH 44646
(330) 830-6000
www.uschem.com
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Fortune Collision Centres and Valspar Make
a Winning Team

Collision veteran David Wilson wears
two large hats; one as the Collision Di-
rector overseeing six locations for For-
tune Collision Centres and the others
the Fixed Operations Director at Paul
Miller Ford, both in Kentucky. Wilson
began his career at the dealership
starting back in 1976 as a parts run-
ner, then worked his way up to esti-
mator and eventually the company’s
body shop manager, while taking a
small hiatus to work for an insurance
company for a decade in between.

So, Wilson knows the collision re-
pair game inside and out by working
nearly every job within the industry.
He’s acutely aware of the value of
having the right paint in order to suc-
ceed in a multi-shop environment be-
cause, in the end, cycle times and
doing the job correctly the first time
are most critical. But, finding the ideal
paint for his shops wasn’t an easy
task—at least until he found Valspar
and its DeBeer BeroBase 500 Series
1K solvent base paint and a jobber,
Kentucky Autobody Supplies, that
could provide the training and sup-
port he needed.

“We kept looking for the best paint
for us and we were striking out across
the board,” Wilson explained. “After
working with the same leading brand
for 24 years, we began looking around
for another solution. We started work-
ing with another company for two
years and encountered a whole new
set of problems with them, then
switched one more time before finding
Valspar. We’ve been using the De-
Beer BeroBase 500 now for four years
and it’s one of the best paints I’ve ever
used without a doubt.”

The issues that Wilson encoun-
tered with the three previous paint
companies he worked with revolved
around dry times and color. But with
Valspar, all of the drama just disap-
peared, he explained; “Now we have
no issues and almost zero re-do’s,
that’s for sure. In this climate here in
Kentucky, we’re going to get a re-
paint now and again, but with Valspar,
I can say that it isn’t even measura-
ble. My color matches are nearly per-
fect and I surely couldn’t say that with
the other paint brands we wrestled
with.”

When you start a relationship with
any vendor, you’re always hoping that
the package includes outstanding
hands-on and detail-oriented technical

support. “Valspar and Kentucky Auto-
body Supplies have provided every
amenity we could have asked for all of
our collision centres,” Wilson said.

“If I ever have a question, Valspar
has the technical support on-hand
that is available quickly if I need it. If
we ask them to come here, they have
no problem with it and they’re happy
to help us through any issues we may
have. With any paint, you’re going to
have occasional problems that you
can’t anticipate, but the real test is will
they be there when you need them?
The answer with the Valspar people
is a definite ‘yes’.”

The initial and ongoing training
from Valspar also helped to reinforce
Wilson’s decision to switch to the De-
Beer BeroBase 500 Series. “They
have refresher courses for us every
four months, which is very beneficial.
We have eight painters and seven
preppers and they’re all comfortable
working with this paint. The training
they gave us at the beginning was
seamless and everyone was pretty
much up and running with it after just
about two weeks.”

The shops and the dealership
are riding a wave of success. After
operating out of one location for 34
years the company began to grow
rapidly starting in 2000, Wilson said.
“Now we have six locations and fix
more than 600 cars every month.
People ask me how we were able to
grow and I think it’s all about getting
the right people in the right jobs who
share the vision and a desire to grow

the business. We’ve been able to
emulate our business model, and as
a result, all of our locations operate
exactly the same. This allows us to
move staff around based on our
needs and the workload. Everybody,
including managers, techs and esti-
mators—they’re all interchangeable.”

The DeBeer BeroBase 500 Series
by Valspar is a 1K acrylate high-vis-
cosity solvent base paint with 66 mix-
ing colors including pearl, metallic,
xirallic and wizard. The system con-
tains 25% fewer mixing colors than
comparable systems, meaning you
need less stock and can keep your in-
ventory costs down as a result.

Wilson keeps copious records
and can agree that his shops have in-
deed saved money and time since
using the DeBeer BeroBase 500 Se-
ries by Valspar. “We look carefully at
all of our production reports; analyz-
ing cycle times, how much paint
we’ve sprayed and how much it costs
to spray every hour, so that I can see
clearly what my profit is. I can tell
you—we’re making more money
using Valspar. We’re using less prod-
uct and accordingly our profit margins
have gone up.”

Wilson sees no reason to ever
switch again. “For the past four years,
Valspar has done everything that
they’ve promised, so what more can I
say. Would I ever consider changing?
No way— we’ve had too many false
starts and I don’t want to go through
that again. When I find something that
works, my attitude is why change?”

Jones is also enamored with the
way Valspar’s DeBeer BeroBase
500 Series 1K solvent base paint
sprays easily and lays down right

David Wilson, the Collision Director for Fortune Collision Centres and the
Fixed Operations Director at Paul Miller Ford in Kentucky uses Valspar’s
DeBeer BeroBase 500 Series 1K solvent base paint and loves it.

Painter Lester Jones at Fortune
Collision Centres relies on the
product’s amazing color matching
abilities

by Autobody News Staff Fortune Collision Centres
Location: Kentucky
(859) 253-2337
www.fortunecollision.com

Company At  A Glance...

Type: Collision Repair

Facility Employees: 82

In Business Since: 1966

Number of Locations: Six

DRP Programs: 15-Plus

Combined Production Space:
110,000 square feet

Valspar® Automotive North America
P.O. Box 1461
Minneapolis, MN 55440
www.Valsparauto.com
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VIBAC Masking Tape Consistently Delivers for
Virginia Collision Center 

When it comes to automotive mask-
ing tape, the goal is to buy it, use it,
throw it away and start again. A good
tape will allow preppers and painters
to call upon it over and over and be
confident that it will perform the same
way every time. At Beyer Collision
Center in Alexandria, VA, a shop that
repairs roughly 90 cars monthly, they
use VIBAC Automotive Masking Tape
#313, a sturdy, reliable tape that has
been consistently performing at a
high level for the shop.

Allen Andre, 53, is the body shop
manager at Beyer Collision Center, a
company that is associated with Don
Beyer Volvo, Subaru and KIA, also in
Alexandria, VA. He gets a lot of high-
end cars in his shop, because he is lo-
cated near Washington, D.C., known
as the country’s most expensive city
to live in.

Andre’s shop doesn’t have any
DRPs, which means they have to go
over the top with the customer serv-
ice, especially for its regulars. “Some
of our customers get into quite a few
accidents, but fortunately they’re not
serious,” Andre explained. “We see
some people 5-6 times a year and
I’m not kidding. We stress customer
service big-time and the customers
keep coming back, because we try to
please everyone here.”

A pivotal moment in Andre’s ca-
reer in collision took place in 1980
when he attended a General Motors
body repair training center for eight
weeks. “We disassembled an entire
car and put it back together and that
helped me tremendously. The car
manufacturers don’t do training like
that anymore, but they should, be-
cause in those eight weeks l learned
so much in a short time, it was great.”

Today, Andre is a hands-on man-
ager who can jump in and do every
aspect of collision repair at Beyer Col-
lision Center. “If my painter takes a
vacation, I’m down there in the booth
painting cars,” he said. “If a body man
is sick, for instance, I can take his jobs
and get them done. It works well, be-
cause we have a fairly small crew for
doing the volume that we do.”

Andre and his painter Donnie
Stemetski adhere to the theory that
masking tape is something you should
be able to rely on and then forget
about. “If it works, it works and that’s

the best review I can give you,” Andre
said. “The VIBAC tape masks well, it
holds the paper down and we haven’t
had one single comeback or re-paint
with this tape. Switching to VIBAC
Masking Tape about 18 months ago
has definitely been a smart move.”

Andre appreciates the VIBAC
tape for the fact that it’s water and
solvent resistant and has superior
adhesion properties, he explained.
“It’s a very smooth product that rolls
off real nice, which is a big plus. Plus,
it sticks perfectly to almost every sur-
face, so it’s versatile as well.”

Stemetski has been painting cars
for 25 years, so he knows a quality
tape when he uses one. “The #313 is
a very good product for us because
there is no bleed-through and it does
not leave any residue when re-
moved,” Stemetski said. “It works well
with a baking cycle and there is no
‘glue’ or adhesive transfer. The #313
works very well for us and unlike a lot
of other similar products that leave
residue we don’t have issues and our
production efficiencies stay high.”

As a seasoned painter, Stemetski
knows that a quality tape can play an
important role in getting a great fin-
ished product on each and every car
that comes through the door at Beyer
Collision Center. “Becoming familiar
and comfortable with any product
makes me a better painter,” he said.
“If we can get a product that we don’t
have to worry about, that makes all of

our lives much easier.”
The VIBAC Group is one of the

world's leading privately owned com-
panies focused on the development
and manufacturing of a diversified
line of specialty packaging films and
pressure–sensitive tapes.

The VIBAC Group manufactures
a wide range of packaging, and
masking tapes for various applica-
tions that cover several markets.
Featuring a wide variety of masking
tapes designed specifically to cater to
most all automotive applications, the
VIBAC Group has been making pres-
sure sensitive tapes since the 1970s.
Today, the group has four production
facilities across the globe, employing
over 750 people. This summer the
company will be opening a new super
facility for high performance masking
tapes in Europe. This new high
speed production facility will continue
to provide only the highest quality
and “top notch” performing products
to all of their current markets.  The fa-
cility will have the latest in technolog-
ical advancements.

As the summer heats up and
more and more people drive on the
roads of Alexandria, VA, Beyer Colli-
sion Center will be there for its fre-
quent customers as well as those
who visit less regularly, Andre said.
“We will continue to do some of the
best work in the area and this VIBAC
tape is going to help us to make
these cars shine!”

VIBAC tape is known for being
sturdy,reliable and of the highest
quality

Beyer Collision Center in Alexandria, VA, uses VIBAC Automotive 
Masking Tape #313 on every car that comes into this busy shop

Beyer Collision Center appreciates
the VIBAC tape because there is
no bleed-through and it does not
leave any residue when removed

by Autobody News Staff Beyer Collision Center 
Location: Alexandria, VA 
(703) 780-7200 

Company At  A Glance...

Type: Collision Repair

Facility Employees: Nine

In Business Since: 1997

Number of Locations: One

Production Space:
8,000 square feet

VIBAC Tape Division North America
12250 Industrial Blvd.
H1B 5M5
Montreal, Quebec, Canada
www.vibacgroup.com 
sales@vibac.com
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   Autobody News produces the 
Shop and Product Showcase 
insert twice yearly in June and October.   
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