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Mid-Island Collision’s Reputation is Built on Manufacturer
Certifications and Superior Training

Acquiring factory certifications is no
easy feat, yet Mid-Island Collision in
Rockville Centre, NY, has been certi-
fied by “every manufacturer that offers
a certification,” according to Robert
Jesberger, owner of Mid-Island Col-
lision. Although the shop is comprised
of two facilities located directly across
the street from one another, they are
a single-shop operation. Mid-Island
Collision has been called one of the
most successful single-shop opera-
tions in the country.

In 2013, the Mercedes-Benz
dealership across the street changed
locations, and Jesberger purchased
the four-acre property, transforming
the 50,000 square foot dealership
into a collision repair center which he
believes complements his original fa-
cility nicely.
Vincent Brett founded Mid-Is-

land Collision as a 35,000 square
foot shop in 1955 and, since buying
the business in 1987, Jesberger has
devoted himself to establishing a rep-
utation for superb collision repairs.

So how does an independent
shop owner acquire this kind of repu-
tation? For Jesberger, it all boils down
to acquiring the necessary training
and equipment to perform the best
quality repair possible for the cus-
tomer. With certifications from high-
end manufacturers such as Audi,
BMW, Mercedes-Benz, Volkswagen,
Porsche, Nissan and Lexus, Jes-
berger places a lot of emphasis on
ensuring that all of his 55 employees
have been more than adequately
trained on factory requirements and
equipment.

In fact, training is something that
Jesberger specializes in at his own
shop. Jesberger converted the 50,000
square foot second floor of his facility,
previously used as a call center, into a
training center earlier this year. He has
collaborated with Axalta Coating Sys-
tems to offer monthly training on-site,
and he also holds some manufacturer
training on the premises. Jesberger
began his relationship with Axalta over
20 years ago when he found that
“after trying every paint company and
comparing them all, Axalta came out
on top.”

Mid-Island Collision was among
the first in the country to convert to a
waterborne paint system several
years ago, utilizing Spies Hecker®
Permahyd® Hi-TEC waterborne
basecoat which offers great color
matching. This is the next generation
of waterborne basecoats, featuring a
revolutionary paint chemistry that al-
lows water and pigment to work to-
gether, giving refinish technicians
greater control—especially with so-
phisticated aluminum flakes and
pearls—for easier product handling in
a wide range of shop conditions. With
a higher pigment concentration than
other waterborne basecoats, Spies
Hecker® Permahyd® Hi-TEC offers
several distinct advantages, includ-
ing: exceptional coverage in less than
two coats—without losing the ability
to adjust color; lower materials usage;
lower film build; and a continuous ap-
plication process.

While implementing the Permahyd®
Hi-TEC system does not require new
equipment, Axalta recommends tech-
nical training, but they offer assistance
with the upgrade and installation. Jes-
berger believes the investment is well
worth it. “With Spies Hecker® Per-
mahyd® Hi-TEC, we have increased
our productivity and seen a reduction
in failure rates and redos, resulting in
a better finished product. We’ve also
received excellent customer service
each time we’ve called them. No one
likes change, so implementing any
new product is always difficult, but we
move forward, and my employees feel
great about the paint,” says Jesberger.

In addition to using environmen-
tally-friendly coatings, Mid-Island Col-
lision also makes other efforts to run
a green facility, such as by recycling
solid waste and all materials removed
from damaged vehicles. Jesberger
has made a real effort  to be “green
all the way.”

Jesberger’s 85,000 square foot fa-
cility is unique in many ways, but the
most noticeable difference between
Mid-Island Collision and other shops in
the area is the appearance of the shop
itself. Besides the continuous training
and the unique skill sets of all 55 em-
ployees, Mid-Island Collision also trains
employees in maintaining the tools and
equipment necessary to repair compli-
cated modern vehicles. Having been
lauded as a “showcase of equipment,”
Jesberger agrees “not too many shops
look like this—even dealerships are
showcasing their vehicles in the front
room as a means of promotion!”

Mid-Island Collision believes in
supplementing food for some strug-
gling residents of Long Island.  Mid-Is-
land Collision participates in local food
drives continuously year-round, and of
course during the holiday seasons as
well. Jesberger also contributes to
charities that aid the underemployed
and underpaid members of the com-
munity. In addition he makes regular
donations to various other causes
such as the Wounded Warrior Project,
the Interfaith Nutrition Network, Island
Care, and Island Harvest. Despite his
multiple charitable contributions, Jes-
berger insists, “We don’t do enough.
We need to do a lot more!”

Mid-Island Collision is so well-
known for their quality collision
repair services that local dealer-
ships use their lobby to showcase
their high-end vehicles

Mid-Island Collision offers a plethora of manufacturer certifications and
a showcase of equipment

The quality repairs completed at
Mid-Island Collision have helped
build their reputation, thanks in
part to their use of Spies Hecker®

Permahyd® Hi-TEC waterborne
paint system

by Autobody News Staff Mid-Island Collision
Location: Rockville Centre, NY

Telephone: 516-766-0101
www.midislandcollision.com

Company At  A Glance...

Type: Collision Repair

Facility Employees: 55

In Business Since: 1955

DRP Programs: Zero

Number of Locations: One
(Two buildings located across
the street from one another)

Combined Production Space:
85,000 square feet

Spies Hecker®

50 Applied Card Way, Suite 300
Glen Mills, PA 19342
Phone: (888) 371-3313
www.spieshecker.us
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Armando Nogueiras began his
collision repair career at age 15
and feels that his success can be
attributed to the relationships he
has built with insurers, vendors
and employees.

Although most repair facilities strive to
perform the best possible, OEM-com-
pliant repairs for their customers, there
is often a lack of symmetry between in-
surance companies’ requests and
OEM-compliant facilities’ requirements.
This creates a challenge for many DRP
shops. Luckily vehicle owners and in-
surers in the area of Costa Mesa, CA,
now have an option for receiving a high
level of professional care with the
emergence of Red Hill Collision Cen-
ter, a DRP-friendly facility specializing
in the most efficient cycle times and fo-
cusing on repairs that meet or exceed
the requirements and recommenda-
tions of the vehicle OEM manufactur-
ers for the benefit of all parties.

One way that Armando and
Christian Nogueiras, the father-son
team who own Red Hill Collision, have
accomplished this feat is by collaborat-
ing with Eco Repair Systems of North
America to become the first facility li-
censed to implement the Eco Repair
System process which addresses the
concern of facilities over-repairing vehi-
cles. Vehicles manufacturers, such as
the BMW / Mini & Rolls Royce Group,
now have and utilize the Eco Repair
System and its products to repair both
structural and bolt-on vehicle panels.

In April 2014, less than six months
after Red Hill Collision opened for
business, the Nogueiras were con-
tacted by Bryan Robaina, President
of Eco Repair Systems of North Amer-
ica, about the opportunity to imple-
ment a new OEM-approved process.
Armando recalls, “Bryan Robaina and
his ‘Eco Repair System Team’ had just
finished delivering and installing their
products in all four BMW of North
America Training Centers. The week
prior, they were filming sample repairs
at the BMW Body and Paint Training
Center in Oxnard and were in town.
Orange County is a hot spot market
area for European branded vehicles,
so when we were approached with the
opportunity, we immediately saw the
importance and value and made the
commitment. We received training for
our lead technicians and had our esti-
mating team members trained as well.
We’ve launched a number of insur-
ance company/DRP campaigns, all of
which have been received extremely
well.”

Although Red Hill Collision is a
fairly new facility, the Nogueiras have
over 50 years of collision repair expe-
rience between them. At age 15, Ar-
mando began working in his father’s
Los Angeles shop, eventually owning
and selling two additional shops.
While Christian did not officially begin

working with his father until 2004, this
third-generation collision repair pro-
fessional has been involved in the in-
dustry practically since birth.

A few months after selling his sec-
ond shop, Firestone, Armando was
ready to start again. Considering mul-
tiple variables and employing a num-
ber of market research tactics, the
Nogueiras chose to open their state-
of-the-art facility in Orange County,
breaking ground in April 2013 and
completing construction in November.

Armando explains: “In the tri-city
location surrounding Red Hill Collision,
we are able to lower the severity of re-
pairs with OEM-approved processes.
We have a diverse range of vehicles 
in our area from exotic sports cars, 
European luxury vehicles as well as
your Asian or domestic vehicles. 
Eco Repair Systems of North America,
through its exclusive importing partner
Robaina Direct LLC, has delivered, in-
stalled, trained and licensed us with
the tools, know-how and operating
procedures that fine-tuned our serv-
ices for our market. We offer a true
triple win solution. The insurers bene-
fit with the lower cost of repairs, and
the vehicle owner benefits from the
factory integrity of the vehicle structure
being maintained whenever the OEM
approved panel process is applicable
by OEM standards. Here at Red Hill
Collision, we benefit from a high CSI,
reduced liability that’s typically related
to the over repairing of vehicles, pre-
dictable outcomes, higher quality fin-
ish due to our metal finishing of panels,
and an increase in cash flow as a re-
sult of our reduced cycle time. We sim-
ply increase the quality of repair
through the use of Eco Repair Sys-
tems’s OEM-approved process for
light to medium repairs while main-
taining OEM structural integrity without

unfairly taking advantage of the insur-
ance company or the owner of the ve-
hicle.”

The Eco Repair System has also
aided Red Hill Collision in their environ-
mental efforts. Now, with fewer panels
replaced and contained repairs areas for
the existing panels, less refinishing is
necessary resulting in a reduction of ma-
terial use and VOC emissions. Robaina
Industries Inc’s System 51 mesh abra-
sives also allow for dust-free sanding,
and Red Hill sprays with PPG water-
borne to reduce the amount of solvent
waste produced. The Nogueiras have
noticed a lot of benefits from using the
Eco Repair process, including OEM ap-
proval, insurers favoring the process, a
reduction in liability, and the use of fewer
body and paint materials that result in the
winning formula for the vehicle owners.

Currently participating in four
DRPs, Red Hill Collision’s 20 employ-
ees repair an average of 100 vehicles
each month, but both their monthly
car count and their number of DRP
relationships are growing consistently,
due to their unique production meth-
ods that focus on superior customer
service and OEM-compliant repairs.
In addition to providing personalized
training for the technicians and cus-
tomer service specialists at Red Hill
Collision, the Eco Repair System
Team “continues to present on our
behalf the process benefits to our in-
surance company partners and the
dealerships that we’re building busi-
ness relationships with,” Armando
says. “As a result of the benefits as-
sociated with the Eco Repair process,
we’re gaining additional DRP ac-
counts as well as new dealership ac-
counts. Our business is growing! We
chose the Eco Repair Systems prod-
uct and process, and we have bene-
fitted from it exponentially!”

Christian Nogueiras officially
began working with his father in
2004, but he began visiting his fa-
ther’s shop at only two weeks old
and learned to identify the various
makes and models of cars before
he could read or write.

Red Hill Collision provides OEM-compliant repairs with assistance from
Eco Repair Systems.

by Autobody News Staff Red Hill Collision Center
350 McCormick Avenue
Costa Mesa, CA 92626
www.redhillcollision.com
Telephone: 949-943-3333

Company At  A Glance...

Type: Collision Repair

Facility Employees: 20+

In Business Since: 2013

DRPs: 4

Number of Locations: one

Combined Production Space:
30,000 square feet (combined)

Eco Repair Systems
of North America LLC
Ph: 949-629-8342
Email: sales@robainadirect.com
www.ecorepairsystems.com

Red Hill Collision Offers a DRP-Friendly,
OEM-Compliant Repair Solution
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Manager Paul Kapla ensures that
visitors to Hoslchuh’s Collision
receive the level of customer
service they’ve come to expect

Replacing a roof, from welds to
paint, takes two hours less with
the Elektron inverter spot welder
since the welds do not need to
be ground or dressed

Holschuh Collision Center Inc.
Location: Green Bay, WI

Telephone: 920-434-9393
www.holschuhcollision.com

Company At  A Glance...

Type: Collision Repair

Facility Employees: Six

In Business Since: 1984

DRP Programs: 10

Number of Locations: One

Combined Production Space:
7,500 square feet

Elektron
Phone: (800) 445-9262
email: salesorders@chiefautomotive.com
www.chiefautomotive.com

Elektron Welder Allows Holschuh’s Collision
to Improve Speed and Efficiency

With 30 years spent in the collision re-
pair industry, Jim Holschuh, owner
of Holschuh’s Collision in Green Bay,
WI, has the experience to know what
works and what doesn’t work for his
business. Recently, he found a piece
of equipment that benefits his shop
and employees when he decided 
to install an Elektron MULTISPOT 
MI-100control T inverter spot welder
in his shop.

Holschuh got into the collision
industry back when he was “young,
dumb and broke,” as he puts it. In
high school, he began fixing cars
and quickly realized that he wanted
to make a career in the collision re-
pair industry. He opened the doors
of Holschuh’s Collision in 1984.

Holschuh built his business on
the concept that customer service is
the highest priority and he still be-
lieves foremost in performing qual-
ity repairs in a timely manner. In the
three months since he installed the
Elektron spot welder, Holschuh has
witnessed first-hand how the prod-
uct reduces repair times by improv-
ing technician speed and efficiency.
In fact, he notes that replacing a
roof, from welds to paint, takes only
45 minutes, a time savings of nearly
two hours over the welder he was
previously using because no grind-
ing or dressing of the welds is re-
quired.

With a 7,500 square foot facility
and six employees churning out ap-
proximately 110 repairs monthly,
time is a major factor in performing
to the best of their abilities, but pro-
viding customers with a quality repair
is no less important. Holschuh ex-
plains, “I decided to buy the Elektron
MI-100control T welder because I
wanted a welder that could exactly
duplicate the factory welds, and the
Elektron welder does just that. An in-
surance adjuster told me that he
could not tell that the panel had even
been replaced on a vehicle we re-
paired using the Elektron welder be-
cause it helps restore the same
exact appearance as when the vehi-
cle left the factory. It is also less in-
trusive and does less damage to the
vehicle compared to other welders,

all while increasing our speed and ef-
ficiency.”

With its reliable, top-quality Ger-
man engineering and perfect spot
welding results, the Elektron MI-
100control T inverter welder boasts
high-performance transformer pli-
ers, impedance measurement for
perfect results and automatic read-
justment of welding parameters.
The welder also automatically de-
tects interference factors, such as
dirt, and its 16-foot welding cable al-
lows for increased reach, making it
easier to use in multiple locations
around the shop. Designed for all
car body repairs with high-strength
steels, the Elektron welder has re-
ceived approval from a wide range
of OEMs which is an important con-
sideration for Holschuh who sees
his niche in the market as “dealing
with new car collision repair while
providing high-end customer serv-
ice.”

Holschuh found that implement-
ing the Elektron MI-100control T
spot welder into his current business
practices was “quite easy. We had to
get the shop wired for it, but other
than installation, it was a seamless
merge to get it ready to use in our
daily production environment.”

In addition to being more efficient,
this spot welder is easier to use than
most other welders because it is all

automatic. “The automatic calibration
feature removes the guesswork from
the equation,” Holschuh states. “It
knows what it has to do. My employ-
ees love the Elektron welder. They
like the look of the welds since it
mimics the factory appearance ex-
actly, and they like how fast it works.
Even better, it eliminates the neces-
sity of grinding welds altogether, and
if damage is done to the same panel
we’ve already repaired, the repair is
even quicker and easier the second
time around.”

Holschuh’s Collision is an ASE-
certified shop, and Holschuh is cur-
rently working on obtaining his
I-CAR Gold status. As part of their
environmental efforts, Holschuh’s
Collision utilizes PPG’s waterborne
paint system, allowing them to re-
duce the amount of solvent waste
yield in the shop. They have also
converted to low-consumption light-
ing, plus the shop recycles every-
thing possible because Holschuh
recognizes the value of preserving
natural resources for future genera-
tions.

Holschuh also sees the value of
supporting his local community. In
addition to participating in local busi-
ness associations, Holschuh’s Colli-
sion frequently donates funds and
other resources to local charities in
his area.

Holschuh’s Collision is now able to perform welds in less time thanks to
the Elektron MULTISPOT MI-100control T welder, allowing them to
repair even more vehicles

by Autobody News Staff
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Shop Loses a Tech When Inventor Makes a Stand

Eighteen years ago, Innovative
Tools & Technologies was estab-
lished when a body tech working at
Fairway Collision and Automotive in
Vadnais Heights, MN, came up with
the idea of a simple invention called
the SuperStand. Although it is simple
it is highly reliable and very useful.

It all began when Bryan John-
son, an auto body technician for more
than 21 years saw a dilemma and
sought a practical solution. Prior to
Johnson’s invention, plastic bumper
covers were customarily placed over
trash barrels for painting, baking and
curing and the results were often un-
even paint coverage, irregular tex-
tures and distorted shapes.

After going through this clunky
and time-consuming process over
and over, Johnson had a “light bulb
moment” while searching for a better
way to support and secure bumpers
during the repair and paint process.

Today, Innovative Tools & Tech-
nologies manufactures more than 40
products, including bumper and
panel storage racks and carts, parts
management carts, material han-
dling carts, repair and paint stands,
masking machines and dispensers
and parts cart accessories, but it all
began with the simple SuperStand.
The company has grown 15-20%
every year since its inception in 1996
and is developing new products all
the time. Today Johnson’s products
are also sold to aviation, material
handling and home markets and
more than 250,000 Innovative prod-
ucts are currently in use throughout
North America, Europe, Australia
and Asia.

The idea behind this amazing
company began at Fairway Collision
and Automotive; a 40 year-old third-
generation shop operating out of a
23,500 square foot facility, fixing 325
cars monthly and employing 30 peo-
ple. Kevin Lund is the shop’s gen-
eral manager, Cary Lund is the sales
manager and Pam Caruth, their sis-
ter is the office manager. Kevin’s son
Kollin and Cary’s son Connor both
work at the shop show, ensuring that
Fairway will continue on once their
dad decides to step down and hand
the business over to the pair.

Even though Kevin Lund wasn’t
crazy about the idea of losing a top
body tech, he was also pleased for
Johnson’s success at Innovative
Tools & Technologies, he explained.
“We’ve been Bryan’s beta testing
shop forever for all of his products
and two of his employees are my
brothers-in-law, so we’re still pretty

connected to him and the company.
We hired Bryan when he was 19
years old and he was our second
employee.”

The Lunds aren’t afraid to think
outside of the box, so to this end they
do a lot of mechanical work, have a
wide range of fleet accounts, do
PDR, foster a great relationship with
a local Lexus dealership and are
setup to do aluminum work. “When
my father retired 15 years ago, we
started adding services and expand-
ing our PDR services and glass side
of the business, including towing,
which we added about seven years
ago. It’s worked out well, because
our numbers are getting better every
year.”

Witnessing the formation of In-
novative Tools & Technologies and
watching the company grow is highly
satisfying for Kevin Lund and his
family. “Obviously, we’re a little bi-
ased, but we use all of their products
and have a huge inventory of Innov-
ative’s carts, racks and stands—
more than a 100 of them total,” Lund
said. “We’ve played a role in all of it,
because we’ve provided feedback
for Bryan on each and every one of
his products as he’s invented them.
We have some of the original proto-
type SuperStands here and they still
work great.”

Innovative’s products have defi-
nitely become an integral part of al-
most every repair function that
happens at Fairway, Lund said. “The
parts carts are a huge part of our ve-
hicle blueprinting process, because
in our system we keep all of the parts

in a specific location within our shop
and the carts are excellent for that.
We paint all of our parts right off the
carts, so it works very well.”

Lund saw early on that Johnson
had the inventor’s bug and was dedi-
cated to looking for a better mouse-
trap, he said. “He would work here late
at night, thinking of new products and
coming up with new ideas to make
more products. For instance, he was
having issues getting a hood blanket
clip off, so he designed a set of pliers
to make it easier. ‘I could mass pro-
duce this,’ he said. So, he got a patent
on it and then met with the people at
Snap-On and they started buying
some of his smaller hand tools around
that time. He also invented a little
sanding block and make crude proto-
types on a regular basis. It was fasci-
nating to see him designing tools and
watching them as they became a re-
ality.”

Innovative Tools & Technologies
has allowed Johnson to become a
wealthy man and it all began with a
simple bumper stand. “It didn’t happen
overnight and it sure wasn’t easy,”
Johnson said. “At the beginning I was
running around with these stands in
my car, knocking on doors and meet-
ing with distributors. Now I have sev-
eral big accounts, including 3M,
Sherman Williams and FinishMaster.
We sell products all over the world—
New Zealand, the Netherlands, the UK
and Israel. It’s been an amazing jour-
ney and we have a ton of very loyal
customers. I could retire right now, but
I enjoy this business too much to quit
anytime soon.”

It’s a family affair at Fairway, with
Cary Lund (back row 1st from
left); Kevin Lund (back row far
right); Pam Caruth (front row far
right); Kollin Lund (front row 3rd
from left) and Connor Lund, (back
row 5th from left)

Blueprint Technician Chad Ringen at Fairway Collision and Automotive
uses the SuperStand by Innovative Tools & Technologies almost every day

Fairway Collision and Automotive
in Vadnais Heights, MN is a 40
year-old, third-generation shop
fixing 325 cars monthly

by Autobody News Staff Fairway Collision and 
Automotive 
Vadnais Heights, MN 
(651) 483-4055

Company At  A Glance...

Type: Collision Repair

Facility Employees: 30

In Business Since: 1975

Number of Locations: One

Combined Production Space:
23,500 square feet

Innovative Tools & Technologies, Inc.
Phone: (866) 438-4884
P.O. Box 1461,
Minneapolis, MN 55440-1461 USA
www.innovativetools.com
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The Matrix Wand is the world’s most advanced
vehicle 3-D blueprint and discovery system.

• Virtual Measuring “Sees Through” Solid Objects
• Technicians can measure unlimited points of damage with full 3-D XYZ coordinates
• Trial and error in the repair can be reduced to a minimum
• Have replacement parts fit on the first try

Estimate more accurate, reducing supplements, increasing
efficiency and profitability throughout the repair

p p y

Post Repair Report = Peace of Mind

3-D Virtual Data allows
for infinite measurement
analysis possibilities...

Contact us at:
matrix@thematrixwand.com800.424.8023

EEEEEsssttttiiiiimmmaaatttteee mmmooorrr

full 3-D XYZ coordinates

nnntttttsss, iiiiinnncccrrreeeaaaasssiiiiinnnggg
ut the repair

of Mind

thematrixwand.com

raaatttteee, rrreeeddddduuuccciiiiinnnggg sssuuuppppppllllleeemmmrrreee aaaccccccuur meenn

www.matrixelectronicmeasuring.com

•  Handheld! Portable! Get 3-D Data in Minutes
•  Choose & Measure Any Point
•  Pre-Damage Estimate Report in Minutes 
•  Proves Hidden & Severity of Damage
•  Zero Structural Supplements
•  Parts Order for Suspension in Minutes
•  Suspensions Align the First Time!
•  Provide 3-D Data Validation to 
     Insurance Companies
•  Post Repair Report: Verify Quality Repair
•  Improved Cycle Times
•  Increased Profitability
= One-Year or Less Return on Investment
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Matrix Wand Provides GW & Son Accurate 3-D 
Blueprinting and Discovery of Damage

       
     

      
            
            
        

     
     

      

   
  

 

  

        
      
       
       
    
       
      
       

      
       
    
   
      

In April 2012, Gary Wano Jr., co-
owner of GW & Son Auto Body Inc. in
Oklahoma City, OK, along with his fa-
ther and founder Gary Wano Sr.
made a dramatic discovery. In addition
to GW & Son, Wano owns two more
body shops in the Oklahoma City area
for a combined production space of
56,500 square feet . He has 31 em-
ployees repairing approximately 270
vehicles monthly. With so many irons
in the fire, efficiency plays a large role
in Wano Jr.’s ability to maintain suc-
cessful operations, and producing ac-
curate blueprints has aided Wano Jr.
in this endeavor.

Every collision repair expert will
acknowledge that the first step to
properly repairing a vehicle is making
an accurate blueprint and anything
that improves that process is a win-
win. Wano Jr’s discovery was Matrix
Wand, an ingenious tool developed to
use computer analysis in blueprinting
and winner of the 2012 Best New Col-
lision Product award at SEMA.

“I’ve found that, with the Matrix
Wand, we are better equipped to pro-
duce an accurate blueprint, allowing
us to provide full repair documentation
to our insurance partners, eliminating
multiple visits and repair negotiations,”
says Wano Jr. “The system allows for
comparative measurements and gen-
erates all chosen dimensional data
within 15 to 20 minutes in a 3-D color
photo of the customer’s vehicle, so we
are aware of all damage done to the
vehicle. It is imperative that we get the
blueprint right the first time so we don’t
have to halt the repair to wait for a
second inspection. Before purchasing
the Wand, our final supplement to
State Farm was at 10% plus, but now,
it’s at or around 3%. Our blueprints
went from approximately 90% to
around 97% accuracy. I’ve gained a
lot from using the Matrix Wand; my re-
turn on investment with the Matrix
Wand began the first day the technol-
ogy was implemented.”

Wano believes that modern vehi-
cles and their constantly changing
technology make the need for accu-
rate blueprints even greater. “The
technology of the vehicles and repair
procedures are advancing in cost
and complexity every day. The very
nature of blueprinting requires full
discovery of cosmetic and structural
damage. The Matrix Wand was cre-
ated for this very purpose; ease of
use, portability, accuracy and exclu-
sive 3-D documentation brings
today’s technology to the blueprint-
ing process. Our blueprinting techni-
cians quickly and easily discover and

document all structural damage dur-
ing the discovery process.

The key is to create objective doc-
umentation in 3-D, creating compre-
hensive estimates with near zero
supplements. In addition to blueprint-
ing and discovery, the Matrix Wand
has been of great value in upper body
measuring and part fitting. The tool
gives us great flexibility to find and cre-
ate infinite data for upper body and
suspension repair.”

“We have not invested the effort
to see how long we actually wait for
insurers on claims, but we haven’t
experienced any increases in cycle
times despite increased hours per re-
pair due to the complexity of modern
vehicles, as well as detecting dam-
age that could/would have been
overlooked without the Matrix Wand’s
precision for accurate blueprints. The
Matrix Wand has met our expecta-
tions and does everything we desired
it to do.”

It was fairly easy for Wano to im-
plement the Matrix Wand into his
normal business practices since he
has a three-man team dedicated to
writing blueprints, and his team en-
joys the product’s accuracy as it al-
lows them to identify all the damage,
procure the needed parts, and nego-
tiate the appropriate labor allocations
before putting the vehicle into pro-
duction. Wano feels that the product
has enhanced his team’s efficiency,
and he appreciates the haste with
which Matrix customer service re-
sponds to any of his questions.

Wano Sr. opened GW & Son in
1985 after spending years in the in-
dustry as a refinish technician, an es-
timator and, finally, a manager at a
local dealership. Wano Sr. had dis-
cussed opening his own facility, so
when the opportunity to acquire a
4000 square foot shop presented it-
self, GW & Son came into existence.
The shop is unique in its area because
of their focus on OEM certification; in

addition to being BMW-trained, GW &
Son is certified in Mercedes-Benz,
Jaguar, Volvo, Corvette Z06 and Tesla.
Wano proudly states, “we are the only
repairer in OK with these particular
brands of certification, creating a bit of
a niche.”

The Matrix Wand is particularly
useful on high-end repairs because,
as Wano notes in reference to a spe-
cific BMW repair, “unlike the dimen-
sional reporting from the measuring
systems that offer a generic dimen-
sional illustration of both pre- and
post-repair, the Matrix Wand is indi-
vidualized! Not to mention, it allows
the technician to pick and choose the
areas of concern in the preliminary
diagnosis, illustrated on a 3-D photo
of the damaged BMW, then the
same actual 3-D photo, with re-mea-
sured dimensions post-repair. 

Imagine, a pre- and post-repair
report seeing the actual vehicle,
identifying the damaged parts and
misaligned control points, then the
alignment of the points, and the parts
that were repaired as well as the
parts that were replaced pre-paint. I
am unaware of any other tool in the
market that can offer such an elabo-
rate reporting feature.”

In August 2012, Wano Jr. opened
a second shop which focuses on re-
conditioning and wholesale. “It’s fis-
cally challenging to perform wholesale
work in a facility that is harnessed with
the overhead of a retail repair environ-
ment,” Wano admits, “but we’re able to
be successful within this endeavor be-
cause we operate this facility at such
low overhead.” In August 2014, Wano
partnered with a local VW dealership
to open his third facility.

Wano credits his team of trusted
and trained employees for his suc-
cess; “as a single shop operator, it can
seem difficult to make things happen,
but when you have the right team in
place, with common goals and objec-
tives, it’s easier than expected.”

Using the Matrix Wand has
helped GW & Son improve their
supplement rate by producing
accurate blueprints.

GW & Son Auto Body Inc. enjoys the ease of writing an accurate
blueprint with the assistance of the Matrix Wand.

Gary Wano runs three repair facili-
ties in the Oklahoma City area and
relies on the Matrix Wand to save
time in producing accurate blue-
prints. Wano says, “I’ve gained a
lot from using the Matrix Wand;
my return on investment with the
Matrix Wand began the first day
the technology was implemented.”

by Autobody News Staff GW & Son Auto Body Inc.
13417 N. Santa Fe
Oklahoma City, OK 73113

Telephone: (405) 751-1337
www.gwandson.com

Company At  A Glance...

Type: Collision Repair

Facility Employees: 31

In Business Since: 1985

DRP Programs: One

Number of Locations: Three

Combined Production Space:
56,500 square feet

Matrix Electronic Measuring, Inc.
Phone: (800) 424-8023
Email: matrix@thematrixwand.com
www.thematrixwand.com
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A “Do It Everything” Shop Does It All with Matrix
System’s MPB-LV Premium Low-VOC Solvent 

Truly a one-stop shop, Dick Lumpkin’s
Auto Body in Piqua, OH, provides an
impressive menu of services, includ-
ing collision repair, mechanical repair,
full auto restorations, towing services,
roadside assistance, semi-truck and
heavy-duty truck repairs, service to
boats, RVs motorcycles, fleet services
and the shop even occasionally paints
an airplane or two. So, we asked shop
owner Mike Lumpkin, do you serve
breakfast and walk dogs as well?

With a hearty laugh, Lumpkin said
no to being a short-order cook, but
likes the fact that his family’s business
has been doing just about everything
that they’re capable of and doing it
well, with an emphasis on customer
service and quality.

“My father, Dick, now 74, and I in-
corporated mechanical repair into the
shop about 12 years ago when we
built a 22,000 square-foot state-of-
the-art facility at a new location in
Piqua to accommodate it,” Lumpkin
said. “Within the last three years, dad
retired and I took over the business
100% and we’ve expanded our ca-
pabilities even more, including semis,
watercraft, RVs, aircraft and towing.
Collision still makes up 80% of our
revenues and the mechanical divi-
sion supports itself, so it’s been a
good thing for us across the board.”

Mike Lumpkin, 47, is what he calls
“a collision lifer” because fixing cars is
all he and his family have ever done.
“This business is absolutely in my
blood,” Lumpkin said. “I was born and
bred in this industry and, yes, it’s the
only thing I know. I started out sweep-
ing the floors at age 11 and then my
father allowed me to do more and
more as I got better at things. I even-
tually progressed to washing the cars,
then buffing them, painting them and
repairing them and then ending up in
the front office.”

This second-generation shop will
soon welcome its third generation
when Mike’s son Cody starts work-
ing at the shop full-time at summer’s
end, his proud dad said. “Cody is 20
now and he decided to take one year
off before jumping into the fray here.
He wants to learn it all and keep it
going. It’s great to be able to know
that when the time is right for me to
step down (not anytime soon), Cody
will be ready and prepared to take us
to the next level and beyond.”

Part of the “let’s do it all” busi-
ness model at Dick Lumpkin’s Auto
Body entails painting all these vehi-
cles, boats and airplanes with Matrix
System’s MPB-LV Premium Low-
VOC solvent basecoat, a paint sys-

tem he began working with approxi-
mately two years ago.

“We were working with another
large paint company pretty much
from the first day my father opened
the doors here, but at one point we
started looking at the cost and real-
ized they weren’t competitive in our
market area. I saw Matrix advertised
on TV actually and started doing my
research. And I can tell you without
hesitation that it’s been a very good
marriage. We can’t ask for a better
product and our painters love it. So,
we’ve been a Matrix shop since and
couldn’t be happier with it.”

Lumpkin loves the product and
the amazing support that comes with
it. “It seems like we see the Matrix
people here every other day, to be
honest,” he said. “It’s either our jobber
or the company itself. Their customer
support is incredible and extremely
hands-on.”

Lumpkin knows that every car,
truck, RV, boat or airplane painted with
Matrix System’s MPB-LV Premium
Low V.O.C. solvent basecoat will
come out looking amazing, because
he sees them all firsthand upon com-
pletion. “There isn’t anything leaving
here that I don’t carefully inspect and
I’m picky,” he said. “We paint 20-25
vehicles every week and our painter
Nick Workman makes sure that
everything is flawless. We work hard
at our cycle times, but quality comes
first and the Matrix system helps us to
achieve both.”

The switch to the Matrix Sys-
tem’s MPB-LV Premium Low-VOC
solvent basecoat was seamless and
definitely convenient, according to
Lumpkin. “The Matrix people came
here and trained us on-site. They
were there for around seven days
and the more we used the product
the easier it became. We were up
and running with it fast, literally within
days.”

“The color matching is awesome
and Matrix is great about listening to
us when we can’t easily dial a color
in,” Lumpkin explained. “We give
them a spray out or a piece of a cer-
tain vehicle and they match it. We do
several fleets and they have their
own special color, so we take a piece
of one of these semi trucks and they
formulate the color to match it. If you
can get a piece of it to the people at
Matrix, they will create a color to
match that truck.”

How is the marriage between
Dick Lumpkin’s Auto Body and Ma-
trix now that the honeymoon phase
has passed?

“It was love at first sight and it
still is,” Lumpkin said. “This paint is
everything we wanted it to be and
then some. The durability is there
and the coverage is outstanding.
With 98% of the colors, the Matrix
System gives us coverage with one
coat. And a huge thing is that the
cost is great and the warranties are
better than what we had with our for-
mer paint.”

Dick Lumpkin’s Auto Body
operates in a 22,000 square-foot
state-of-the-art facility and will
paint just about anything,
including boats, semi-trucks
and airplanes.

Owner Mike Lumpkin at Dick Lumpkin’s Auto Body in Piqua, OH sprays
Matrix System’s MPB-LV Premium Low V.O.C. solvent basecoat and is
loving it.

Painter Nick Workman at Dick
Lumpkin’s Auto Body tapes a car
before painting it with Matrix
System.

by Autobody News Staff Dick Lumpkin’s Auto Body 
Location: Piqua, OH

Telephone: 937-778-9792

Company At  A Glance...

Type: Collision Repair

Facility Employees: 19

In Business Since: 1962

Number of Locations: 1

Combined Production Space:
22,000 square feet

Matrix System Automotive Finishes
600 Nova Drive SE
Massillon, OH 44646
(800) 753-0303
www.matrixsystem.com
facebook.com/matrixsystem
instagram.com/matrixsystem
Pinterest.com/matrixsystem
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Third-Generation Shop Considers 
PPG a Family Member

  

When a body shop is a family opera-
tion it means a little more, especially
if their last name is on the signage. It
means their reputation is on the line
and that’s why it’s more important
that the work is fair, honest and of
high quality. And in the Twin Cities,
the name of Bonfe’s Auto Service
and Body Repair is well-known for
exactly that and PPG, the shop’s go-
to paint since day one, also plays a
vital role in the big picture at this
third-generation body shop.

Established in 1951, Sam Bonfe
began his automotive repair shop
with a 10-stall mechanical shop and
one employee. In 1972, Sam’s son,
Roger Bonfe took over the business
with a passion to continue his legacy,
by stressing customer service and
growing the shop. Today, Bonfe’s
Auto Service and Body Repair has 35
employees, 55 stalls and performs
complete collision, painting, detailing,
glass and automotive repairs. The
collision shop fixes approximately
150 cars monthly and the mechani-
cal side does twice that.  In 2005,
Bonfe’s constructed a 25,000 square
foot addition to its collision center,
giving them the capability to repair
more vehicles in a timely manner and
allowing them to store all vehicles in-
doors.

The shop’s workload is 75% col-
lision and 25% mechanical, but the
mechanical department is a valuable
part of the business, Tony Bonfe
said. “I know that other body shops
have tried to add mechanical, but
they don’t succeed, because they try
to run it as part of their body shop op-
eration and that doesn’t work. We run
it as a completely separate business,
with seven employees working in a
separate building one block away
with its own receptionist, estimators
and detailers. It costs us more to do it
that way, but it works.”

Roger Bonfe’s sons, Tony and
Tom now run the business with Tony
as the general manager of the body
shop and Tom in charge of the me-
chanical side. Tony Bonfe started
working at the shop as a kid on week-
ends and remembers those early
days fondly. “Dad took us to the shop
on Saturday mornings and gave us a
list of things to clean,” he said. “He
locked the door and my brother and I
would have at it. Four or five hours
later he would come back and take
us for burgers at White Castle. It’s the
only job I’ve ever had, so I don’t know

anything different. We never com-
plained and neither of us ever con-
sidered another career path. The day
we graduated from college was the
day we started working full-time.”

Bonfe’s is a PPG shop and proud
of it. “We’ve been with PPG almost
from the beginning,” Bonfe said. “We
used to use two paint companies, but
back in the ‘80s we got rid of the
other brand and since then we’re
100% PPG and it’s been great. In my
opinion, you need to find a paint
company that provides good support
and has good management at the
top. We’re happy with PPG and a lot
of other paint companies have tried
to get us to change, by offering us a
lot of money and huge discounts, but
we’re committed to PPG because
they’ve served us well. PPG takes
excellent care of me, so there is no
reason to change.”

PPG’s support really puts the
company at an elite level, Bonfe said.
“If there is ever an issue, they’re at
our door right away. Sure, you’re
going to encounter some problems,
regardless of whom you work with.
But, PPG is always here when some-
thing happens and they handle it
seamlessly. They’ve been faithful to
me, so why shouldn’t I also be faithful
to them?”

After using PPG’s solvent product
for several decades, Bonfe’s made
the switch to PPG’s Envirobase® High
Performance waterborne basecoat
system, one of the world’s most-used
automotive paints. “We made the con-

version three years ago,” Bonfe said.
“Waterborne isn’t yet mandated here
in Minnesota, but they keep telling us
it’s on the way. I would guess that 90%
of all the body shops in this state are
still spraying solvent. We switched be-
cause we wanted to and secondly,
some of my friends had made the
change and they were telling me how
great it was. But, another major rea-
son is that we have had some demo-
graphic changes here in our area and
more and more families have moved
in around us. Now we have a lot of
stay-home moms with young children
walking around with strollers. We were
getting complaints about the smell of
paint emanating from the shop, which
had never occurred before. As a re-
sponsible business owner, I knew I
had to change, because the last thing
I want is mad neighbors. We’re right
smack in the middle of a residential
neighborhood and there is a family
that lives directly behind us and they
have kids. So, that was one of the
main motivating factors behind the
switchover.”

Has the move to PPG’s Envi-
robase® High Performance system
paid off for Bonfe’s? “At the begin-
ning, my equipment was a little dated,
so we had to upgrade our paint booth,
spray guns and water drying system,
because it was old technology. We
had to put blowers in our booth and
totally rebuild it, with new ducts, etc.
So my advice to any shop is get your
equipment where it needs to be be-
fore you switch to waterborne.”

Bonfe’s Auto Service and Body
Repair is a leader in the Twin
Cities and known for its family 
approach to doing business.

Bonfe’s Head Painter Brice Miller is tinting the base color to assure a
perfect color match with PPG’s Envirobase High Performance system.

At Bonfe’s Auto Service and Body
Repair, Tom Bonfe (left) runs the
mechanical division of the com-
pany; Tony Bonfe (right) manages
the body shop and their father
Roger Bonfe (center) began the
business in 1951.

by Autobody News Staff Bonfe’s Auto Service
and Repair
Location: St. Paul, MN

Telephone: (651) 222-4458
www.bonfesauto.com

Company At  A Glance...

Type: Collision Repair

Facility Employees: 35

Number of Locations: One

Combined Production Space:
40,000 square feet

PPG Automotive Refinish
Company Contact: Cindy Schauer
(440) 572-2800
Email: schauer@ppg.com
www.ppgrefinish.com
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Solvent-based Pro-Spray® Gets it Done for 
Performance Collision in West Virginia

Warren Judy, 35, owns Perform-
ance Collision, with two WV loca-
tions approximately 60 miles apart:
one location in Parsons; another in
Morgantown. By working hard in two
growing cities, Performance Collision
is fixing 100-150 cars every month,
employing 35 people and maintain-
ing an impressive list of DRPs.

It’s an exciting time for the young
body shop owner. “We have West
Virginia University here in Morgan-
town and the school has been grow-
ing at leaps and bounds,” Judy said.
“We get a lot of cars in here from stu-
dents all over the country who to at-
tend WVU and yes, they get in
accidents. So, we’ve capitalized on
that growth and definitely benefitted
from it.”

Judy’s career path from body tech
to body shop owner started when he
was a teenager looking to build his
dream car. “I grew up a block away
from Bonner’s Body Shop in Parsons
and it’s still there. I would get off the
school bus and then just walk over
there to hang out with these guys. I’ve
always been fascinated by the colli-
sion repair business and this was a
great classroom.”

Judy wasn’t old enough to get a
driver’s license when he first bought
a car and restored it. “I got a 1989
Chevrolet S-10 for $1,500 when I
was 15 and I wanted to do everything
I could to it. I took it up to Bonner’s
and they put me to work sanding.
They had me prep it and then they
painted it, but in the process I learned
a lot about how to fix cars, mostly by
watching.”

Judy began working at a body
shop the day after he graduated from
high school. He was able to restore
more cars on his own at his father’s
shop on their property. In 2005, he pur-
chased an enormous turnkey shop in
Parsons and three years later opened
a smaller shop in Morgantown. The
Parsons shop (40,000 square feet)
does most of the larger work while the
Morgantown location (9,000 square
feet) is more of a feeder location.

Judy credits his father for much
of his success. “My dad Jimmy
Judy is my hero and he still works
with me almost every day. He’s 67
and still going strong. He made it all
possible for me and never ques-
tioned what I was doing. He financed
half of the rebuild jobs I got involved
in and I learned so much in that

garage we had in our backyard. He
is an amazing person. I’m lucky to
have a great family—my wife Sarah
helps out with the front office and my
mother Dorothy has also been amaz-
ingly helpful.”

Judy has succeeded because he
focuses on the three most important
things that affect his business. “I’m al-
ways trying to do a better job at fixing
cars and that includes stressing qual-
ity, communicating with customers
and improving our cycle times,” Judy
said. “I know there’s always more to
do and new ways to be better at what
we’re doing.  Our managers and peo-
ple on the shop floor here are amaz-
ing and they definitely play a huge
role in our success.”

Part of Judy’s formula for prof-
itability included his switchover to
Pro-Spray® solvent basecoat, a Eu-
ropean-developed product that Per-
formance Collision began using
nearly four years ago. Judy also has
the Pro-Spray waterborne paint on-
hand and intends to change over to it
in the very near future.

“I tried to do too much at once
after leaving our old paint company,”
Judy explained. “I was changing paint
companies and trying to incorporate
waterborne at the same time and we
were busy. So, my painters looked at
me and said, ‘really?’ My painters
have been spraying solvent for many
years and we’re all creatures of habit
and switching to waterborne is com-

pletely different. So, we’re going to roll
out the Pro-Spray® waterborne paint
when the time is right. Our booths are
all set up to shoot waterborne, so
we’re totally prepared for when we
make the move.”

In the meantime, Judy is enam-
ored with the Pro-Spray solvent and
the support that he gets from the
company. “It’s been excellent across
the board,” Judy said. “The coverage
is outstanding and we can do the job
with just one coat, in many cases,
but we usually use 2-3 coats to make
sure it’s perfect. We’re saving 30%
by using less paint to achieve better
results than what we got from our for-
mer paint. And the color matches are
also excellent with the Pro-Spray.
Our success is very high and we’re
dialing these colors in like clock-
work.”

The support Judy receives from
Pro-Spray also has been singing their
praises. “I call their customer service
‘right now support’ because that’s ex-
actly what it is,” Judy said. “You call
them and they respond almost imme-
diately. They care about us and want
to set us up for success, which is re-
ally nice. The other paint company we
were working with before was too big
to give us the type of service we’re
getting from Pro-Spray. Their goal is
the same as ours—to keep our cus-
tomers, employees and insurance
companies happy and we’re getting it
done with Pro-Spray.”

Pro-Spray has the people at 
Performance Collision raving
about its color matching qualities
and the amazing finished product

Owner Warren Judy credits his father Jimmy (left) for much of his 
success at Performance Collision, a second-generation shop with
two locations in West Virginia

Performance Collision is fixing
100-150 cars every month out of
its two locations combined and
employing a total of 35 people

by Autobody News Staff Performance Collision
Location: Morgantown, WV

Telephone: (304) 614-8355

Company At  A Glance...

Type: Collision Repair

Facility Employees: 35

In Business Since: 2005

Number of Locations: Two

Combined Production Space:
49,000 square feet (combined)

Pro-Spray Automotive Finishes
Phone: (800) 776-0933
email: info@prosprayfinishes.com
www.ProSprayFinishes.com
www.YouTube.com/ProSprayAutoFinishes
www.NavigatorColor.com
www.facebook.com/prospray
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QUICK CUT SANDERS
Worlds Best Wet Sanding System

www.quickcutsanders.com

800-262-4614 4044 Auburn Way N, Unit 12
Auburn, WA. 98002

TRY OURTRY OUR
PRODUCTPRODUCT
TRY OUR
PRODUCT
WWe ggguuaraaa    
WWe gguuarraaanttteeee tthaat it 

dooess  wwwhhat iitt sssaaayys oor 

yyouurr mmoonneeyy bbacckk.....

PPEERRIIOODD.

We guarantee that it 

does what it says or 

your money back....

PERIOD.

follow
us

The quickest, easiest way 
to achieve that show car 
shine.  Quick Cut Sanders 
are the secret weapon used  
by custom and premier 
restoration shops around 
the world.
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Street Rods by Denny Inc. Provides Custom 
Rebuilds on Classic Vehicles  

    

      
  

  

    

     

  

    
     

     
      

    
   

 

Of all car enthusiasts, street rod
builders tend to be the most demand-
ing of their tools, but with such an ex-
pensive and time-consuming hobby, it
is no surprise that they desire the best
of the best to work on their precious
vintage vehicles. For many in or near
Washington state, this means a visit to
Street Rods by Denny Inc. in Enum-
claw where owner Denny Olson has
developed an international reputation
for the finest custom-built cars and
services, attracting customers from all
over the U.S. and Canada.

Though Olson worked on cars his
entire life as a hobby, he founded
Street Rods by Denny Inc., a 5,500
square foot facility, in December 1980
as a wholly-owned, local corporation,
thus beginning his professional career
in the street rod industry. Olson feels
fortunate that many of his customers
have returned to him for multiple proj-
ects.

While Olson farms out some proj-
ects, such as upholstery repair, he
and four employees complete all the
heavy metal cutting and molding,
often needing to reinforce old frames
to accommodate modern motors and
transmissions which sometimes even
require a complete rebuild of the ve-
hicle’s body. Once the body of the
street rod is assembled, the vehicle is
primed and painted with three coats
of DuPont color and four clear coats.
Finally, the vehicle is sanded and
buffed.

Around four years ago, the sand-
ing process was made much easier
when Olson purchased an Air Sander
with its various pads and grits from
Quick Cut Sanders. Olson says,
“Quick Cut Sanders called me to tell
me about their products, mentioning
the names of other shops who use
their sanders. They came to the shop
to demonstrate the product and let us
try it. We were sanding cars by hand
before, which is a much more tedious
and labor-intensive process that took
a lot of time, and the Air Sander is a
real time saver.”

Olson praises the ease and con-
venience of Quick Cut Sanders also.
“When it was time to implement the
Air Sander, it fit right in—there was

virtually no learning curve after the
initial demo—and Quick Cut’s cus-
tomer service department is excel-
lent. When we call for supplies, they
always deliver them promptly.”

Quick Cut Sanders promises
their products make it quicker and
easier to achieve a “show car finish”,
and Olson agrees. “Time is money,
and it saves us time. My painter and
fabricator both use and love the Air
Sander. We’re able to reach that flat,
award-winning finish much quicker!”

Winning awards is something with
which Olson is familiar; his projects
are consistently featured in maga-
zines and were finalists in America’s
Most Beautiful Street Rod in 2012 and
2013. In 2013, Olson’s personal vehi-
cle, a 1934 Dodge pick-up, was one
of five finalists in Goodguys Flowmas-
ter America’s Most Beautiful Street
Rod.

The highly modified Dodge took
ten years for Olson to finish due to
his preoccupation with other proj-
ects. Because he wanted a bed that
flowed with the lines on the rest of
the truck, he solicited the assistance
of his fabricator, Ryan Butler, who is
now deceased, to create a wooden
buck and construct the bed from
sheet metal, integrating it into the
rest of the cab and following the con-
tours from every angle. He also win-
dowed the hood side panels to
display the 392 Hemi. The truck’s en-

gine is backed by an overdrive trans-
mission and bolted to an Art Morrison
Chassis. Now, Olson says “it’s a
blast to drive.”

Although Olson does not partici-
pate in any DRPs and his customized
projects frequently take up to 18
months to complete, he has created
quite a niche working on classics. “We
assemble all of the components at the
shop, and though we do some colli-
sion repair, it’s only on pre-1948 clas-
sics and some muscle cars. Though
we take on projects of all sizes, we are
capable of building six-figure vehicles,
so we’re definitely a specialty shop
with a unique niche.” Due to the ex-
pensive nature of his projects, Olson’s
shop is protected with state-of-the-art
alarms, motion detectors and infrared
cameras.

As a former Associate Editor and
consultant of the “Good Guys Gazette,”
Olson has published over 70 national
articles for do-it-yourself street rodders,
and he’s always willing to share his ex-
pertise, as demonstrated by the men-
toring program he has established for
high school students to complete in-
ternships and senior projects in his
shop. “We usually bring in a couple stu-
dents each year and allow them to
work side by side with seasoned pro-
fessionals. For many students, it’s an
eye-opening experience that wakens
previously unknown desires to work
and build things with your own hands.”

Denny Olson poses with his 
company’s 1938 Ford COE tow
truck and matching 1933 Ford
Victoria

Olson’s personal 1934 Dodge Pick-up was a finalist in the 2013 Goodguys
Flowmaster America’s Most Beautiful Street Rod competition

Olson’s highly modified vehicle
took 10 years to build, but it’s a
beauty and fun to drive

by Autobody News Staff Street Rods by Denny Inc.
38224 244th Ave SE
Enumclaw, WA 98022

Telephone: 360-625-8327
www.carbuffnetwork.com/service-
profile/street-rods-by-denny/

Company At  A Glance...

Type: Vehicle Restoration

Facility Employees: Four

In Business Since: 1980

Number of Locations: One

Combined Production Space:
5,500 square feet

Quick Cut Sanders
Phone: (800) 262-4614
www.quickcutsanders.com
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Painthouse Creates Magical Vehicles
with Help from SATA

A highly successful car restoration
company, known for its world-class
creations, started many years ago
when the owner at Painthouse in
Cypress, TX, began building car
models as a child. “I used to build
smaller cars and now I build bigger
ones,” Randy Borcherding, 48,
said. “I think a lot of car builders
began that way, assembling and
painting those little plastic car mod-
els made by Revell, AMC and Mono-
gram.”

As he progressed to real, full-
size vehicles, Borcherding found a
calling and eventually a career. “A
buddy of mine in high school painted
my first car, a 1971 Chevy Nova, and
I was fascinated by the process,” he
said. “He took a pretty ugly car and
made it beautiful and that really im-
pressed me as a teenager. After I got
out of high school, my father helped
me to get some minimal equipment
and I started painting cars in our
garage.”

Painting cars was still more of
a hobby for Borcherding and he
needed a paying gig, so he landed
a job at an air conditioning com-
pany. “One day they found out that
I knew something about cars, so I
suddenly became the company
mechanic. Then, eventually they
asked me to paint their fleet of
trucks, which I did. I embellished a
little about my painting experience
and told them get me a compressor
and a spray gun and I’ll go at it. It
was a great experience, because I
was able to practice a lot on that
fleet with shiny white paint that is
very forgiving and that’s where it
basically started.”

It’s been more than 25 years
now since the day Borcherding
took the leap and started his own
small shop. The shop was origi-
nally called Color, Etc. and eight
years ago he renamed it Paint-
house. Borcherding’s shop is
housed in two buildings located on
his own property, so he’s always
home. “I like to work at home, be-
cause I can be a workaholic and
still see my family. I have four
craftsmen and my wife working
with me and I never think of them
as employees. Each one of them
has their own specialty, but they
can switch gears pretty darn quick,
so they’re very versatile. One day

they might be color sanding and
the next day they’re putting an en-
gine in or building an exhaust sys-
tem.”

Painthouse produces 2-3 cre-
ations every year, but there are al-
ways at least 4-5 vehicles in
production all the time, supple-
mented by smaller jobs, including
motorcycles. Each build averages
1.5-2 years from design to comple-
tion and the average ticket (sit
down) is around $250,000 with
some projects going well beyond
that number. It all depends on not
only what you start with, but also
what your taste is in vehicles and
the intended result.”

In actuality, Painthouse creates
cars, instead of restoring them.
“You take a ‘57 Chevy or a ‘55
Thunderbird and those are iconic
classic shapes that quite honestly,
I’m not arrogant enough to think
that I can make it better than the
manufacturer did many years ago.
I can make it drive better and brake
better and with a prettier paint job,
but I don’t want to ruin it. I want
people to look at that ‘55 Thunder-
bird and say, ‘wow that’s a nice
Thunderbird, but there’s something
different about it.’”

To do this type of custom work,
every vehicle needs a spectacular
paint job. Painthouse sprays PPG
with SATA guns on every project
through the door. “All of our colors
are custom made and we’ve been
a PPG shop forever. There are a
lot of paint companies out there
and I always tell people, find one
and learn how to use it. I picked

PPG and I’ve learned how to use it
and I’ve never looked back. It’s the
most user-friendly, well-supported
system I have found. “

For spray guns, Borcherding is
100% SATA, for a wide range of
reasons. “We have quite an inven-
tory of SATA spray guns here at the
shop and I love them all. We have
two airbrushes, five of their 4000
series guns and several of their
new mini-jets, which are probably
my favorites. I’ve been working with
SATA guns for the past 15 years,
because they’re comfortable, which
is important. With this type of work,
we can be working in the booth for
hours, so you don’t want to get fa-
tigued, due to the way it fits your
hand. We paint at weird angles a
lot, so if we don’t have a comfort-
able gun, our hands, wrists and
shoulders can wear out and SATA
has the best ergonomics in the in-
dustry, in my opinion.”

When it comes to a spray gun,
he expects it to do what it claims to
do, Borcherding said. “SATA guns
continue to serve me perfectly from
the finest metallic basecoats and
pearls to the highest-solids clears
and the heaviest polyester primers
every time.”

Borcherding also covets the cus-
tomer support he gets from SATA, he
said. “I’ve developed a great relation-
ship with Tony Larimer at Dan-Am
Company (the distributor for SATA.)
He’s always available and he an-
swers emails promptly and helps us
solve problems when they arise. Tony
and his support people couldn’t be
better and easier to work with.”

Each creation averages 1.5-2 years
from design to completion and the
average ticket is around $250,000
with some costing much more
than that

Owner Randy Borcherding at Painthouse in Cypress, TX doesn’t just 
rebuild cars; he creates new ones while retaining the overall iconic
shape of each vehicle

Painthouse sprays every car with
SATA guns and PPG 

by Autobody News Staff Painthouse
Location: Cypress, TX 

Telephone: 281-477-7781
www.painthousetx.com

Company At  A Glance...

Type: Vehicle Restoration

Facility Employees: five

In Business Since: 1989

Number of Locations: one

Combined Production Space:
7,000 square feet (combined)

Dan-Am Company
Phone: (800) 633-7282
One Sata Drive 
P.O. Box 46
Spring Valley, MN 55975
www.sata.com
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Phoenix Shop Gets Job Done Right 
Every Time with USC

I-17 Collision Repair in Phoenix, AZ
has been fixing cars for 15 years and is
well-known for working on newer
model, high-end vehicles for a dis-
cerning customer base. To succeed,
the shop must provide customer serv-
ice that is over the top while returning
every car to its pre-accident condition
each and every time. A “good enough”
fix is not acceptable to the shop’s Man-
ager Xavier Moreau and his shop, es-
pecially in a highly competitive market
like Phoenix.

Moreau, 40, is a former body tech
who entered the collision industry 22
years ago. He’s fairly young to be man-
aging a busy shop that repairs 200 cars
monthly on average, but by embracing
new technology and always looking to
be better, I-17 Collision runs like a well-
oiled machine.

To this end, Moreau knows he has
to do a better job than a competing
shop, whether it’s a Multiple Shop Op-
eration (MSO) or a small independent.
When it all comes down to things like
efficiency, customer service and the
willingness to change with the times,
Moreau and owners Kevin and Shari
Rowe are in it to win it.

“You need to work at every aspect
of this business to make it and staying
in front of the technology is a big part
of that,” Moreau said. “Quality has to be
#1, of course, but cycle times are im-
portant too. We have two masters in
this industry, the consumers and the in-
surance companies, and to make it
work we have to satisfy both of them.”

Part of I-17’s formula for success
involves aligning itself with top compa-
nies and using products that will back
them better. U.S. Chemical & Plastics
(a.k.a. USC), A Quest Automotive
Brand is one of these building blocks
on which the shop’s business model is
constructed.

“We were using USC’s Fuzion®

filler and now we’re using the AG47™
Lightweight GRIP Filler,” Moreau said.
“It’s a great product and easy to use
and we love the results. The people
from USC gave us a sample and we
used it on a trial basis. We were able
to dial it in quickly, because it’s a very
user-friendly filler. It’s our primary filler
and its sandability is a big thing for us.
We go through six gallons of it every
month and the AG47™ works beauti-
fully.”

Unveiled at last year’s SEMA
show, AG47™ is formulated with a

proprietary resin blend, providing
maximum adhesion, sanding and
performance. It’s known for its ability
to bond to bare steel, galvanized
metals and aluminum and providing
a smooth, pinhole-free finish, accord-
ing to the company’s web site.

In addition, I-17 Collision also uses
USC’s new Icing® LITE Gold Finishing
Glaze, for when the job calls for final
finishing or covering scratches and the
smallest imperfections. Moreau ex-
plained. “It’s the best product we’ve
ever encountered to take care of those
tiny little pinholes and sand scratches.
The people who own these types of
cars are very particular. Poor quality
glazes will bleed through the paint,
which can lead to cracking and bub-
bling down the road and we don’t have
to deal with these problems with USC’s
LITE Gold Finishing Glaze.”

Moreau loves the quality, versatil-
ity and durability of all the USC prod-
ucts he relies upon daily at I-17
Collision, but he also values the com-
pany’s excellent support, he said. “I
have my jobber, John Williams at Old
School Paint, on my speed dial. He’s
the owner and we deal directly with
him, which is increasingly rare in this
industry. Our USC rep, Tim Walsh, is
a veteran of the collision industry and
we have a long track record with him.
Between the two of them, we’re get-
ting amazing customer support and I
can say without hesitation it’s the best
anywhere.”

The user-friendly nature of USC’s
fillers and glazes mean that Moreau’s

techs can use them expertly almost im-
mediately. “There is literally no train-
ing involved with either the AG47™
Lightweight GRIP Filler of the Icing®

LITE Gold Finishing Glaze,” Moreau
said. “It works seamlessly and we’ve
never had one single comeback due
to these products, which is everything
you can want from any product.  We
want to be able to use it, rely on it and
just let it do its job!”

USC Western Regional Manager
Tim Walsh has seen body shops
throughout the West gravitating toward
his company’s products for a very sim-
ple reason—they work. “At USC our
focus remains on providing innovative
products and packaging to meet the
changing demands of the collision re-
pair market,” Walsh said. “One example
is our unique half gallon packaging on
both our AG47™ GRIP Filler and our
AU79™ Advanced Lightweight Filler.
With the half gallon, the acquisition cost
is less per container, and the product
stays fresher, with less waste.”

Avoiding waste is a huge factor for
any shop. Walsh explained. “We know
that products get wasted in a body shop
environment, costing them money and
impacting their bottom line, so we’re
very conscious about reducing waste
whenever we can with any product we
develop. Our Icing®LITE comes in a 12
ounce foil pouch with an extra large
opening, making it easier to get virtually
all the product out of the package,
thereby decreasing the waste found in
competitive products and providing
more value for our body shops.”

I-17 Collision Repair in Phoenix,
AZ repairs approximately 200 cars
monthly. 

I-17 Collision Repair’s Owner Kevin Rowe (left) and Manager Xavier
Moreau rely on USC’s products to do a better job.

I-17 Collision Repair’s Tech Cory
Harman uses USC’s fillers and 
finishing glazes on a daily basis. 

by Autobody News Staff I-17 Collision Repair
Location: Phoenix, AZ

Telephone: 507-333-1255

Company At  A Glance...

Type: Collision Repair

Facility Employees: 20

In Business Since: 1999

Number of Locations: one

Combined Production Space:
9,500 square feet (combined)

U.S. Chemical & Plastics
A Quest Automotive Brand
Phone: (330) 830-6000
600 Nova Drive SE
Massillon, OH 44646
www.uschem.com
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De Beer 900+by Valspar Makes Collision Center
a Waterborne Shop

Body Shop Manager Brian Forester
has been running the show at Legacy
Ford Body Shop in Pasco, WA, since
last March. In this short time, this colli-
sion center’s revenues have doubled,
by incorporating new equipment, prod-
ucts and techniques. Another part of
the plan involved switching over to De
Beer 900+, a European waterborne
paint line that is owned by Valspar Cor-
poration U.S.A.

The shop was struggling with a
competing paint brand when he took
the job at Legacy, Forester said.
“When I came onboard here they
were using a competing waterborne
paint and when I saw that we had to
go through a lot steps to get these
cars painted, I started to question my
painter’s ability. But, then I saw that
his work was excellent, so I knew he
was the real deal. We talked about it
and he told me he had to go through
all these steps in order to make this
product work!”

To see firsthand what his painter
was experiencing, Forester did a few
panels himself and agreed with Falko,
his painter. “Our paint jobbers were
saying Falko wasn’t spraying it cor-
rectly,” Forester said. “But, Falko has
been spraying waterborne his whole
working life so when we saw a prob-
lem, we knew it wasn’t the painter. It
was the paint.”

Right around the same time,
Forester started hearing the name De
Beer, so he did his due diligence and
some research upfront. “We learned
that the company has been around for
more than 100 years and the reviews
were good, so we did a one-week line
trial with the De Beer 900+ and did
every car through the doors that week
with the De Beer 900+. I sprayed it
myself and found out that their high
solids clear is definitely on the money.”

Legacy Ford Body Shop has
been using De Beer 900+ for almost
a year now, the shop is seeing cars
coming through the second time and
are very pleased with the results,
Forester said. “We’ve had a few cars
come back to the shop from repeat
customers and they still look just like
they left here yesterday. We were
looking for any shrink back or hazing,
but the cars painted with the De Beer
900+ still looked amazing.

“Our owner Josh Dykes wants
to be ahead of the game and pro-
gressive in everything we do—from

using waterborne paint to tooling up
to work on aluminum cars, especially
the new Ford F-150s,” Forester said.
“We decided to go the waterborne
route well before it’s mandated here
in Washington. The waterborne paint
is a cleaner alternative to the solvent
paint and we’re adhering to the
EPA’s requirements, so it’s just a bet-
ter way to be doing things. We’ve got
two painters here and we want them
to be working in a safer environment,
so that’s another big factor too.”

De Beer Refinish is a brand of
Valspar, which was founded in 1910
and making car refinish paints since
1951. Fourteen years ago, De Beer
released its first water-based products
when VOC legislation began to go into
effect. De Beer’s WaterBase 900+ Se-
ries system, in combination with the
HS420 3000 Series, has now grown
into a complete VOC compliant prod-
uct range. Since 2004, the company
has been part of the Valspar Corpora-
tion U.S.A., representing a major ad-
vance in terms of global coverage.

The Valspar Corporation, one of
the largest paint manufacturers in the
world, was founded in 1806 and is
based in Minneapolis. With over 9,500
employees at more than 80 locations,
Valspar is in the unique position of
being able to satisfy the need for a
wide selection of paints and coatings
for many different applications.

The color matches are on the
money each and every time with the
De Beer 900+, Forester said. “We’ve
had zero color match problems on

any of the colors and that’s unusual,
from my experience. We never have
to re-shoot anything, because we
can dial in the colors easily, which
helps us to save time and helps us
with our cycle times.”

The prices on the De Beer 900+
definitely attracted Forester as well, he
said. “It’s some of the best pricing I’ve
seen on any paint. When we choose
any product, it’s not all just about price,
but it doesn’t hurt when it’s reasonably
priced and also performs well.”

Continual change and improve-
ment is Forester’s mindset when it
comes to everything he does at
Legacy Ford Body Shop and chang-
ing to De Beer’s waterborne product
is a big part of that, he said. “We’re
not perfect and we’re surely not
where we want to be yet, but the De
Beer 900+ series and painting these
vehicles with a waterborne paint is a
great start in the right direction.”

Does the fact that Legacy Ford
Body Shop uses a planet-friendly
paint line help Forester with either
his customers and/or insurance part-
ners? “I’m not sure about the cus-
tomers, but I would imagine some of
our younger ones would appreciate
the fact we use waterborne,” he said.
“I know our insurance companies
definitely do like it, because it allows
them to be green as well, indirectly.
We didn’t changeover to get more
business, that wasn’t our motiva-
tion—but if it does lead to increased
revenues as a result, that’s obviously
good too.”

Legacy Ford Body Shop uses 
De Beer 900+, a European water-
borne paint line that is owned by
Valspar Corporation U.S.A.

From left, Manager Brian Forester, Body Tech Harlan Olsen, Painter
Falko Spath and Body Tech Dan Stroud have more than 100 years of
cumulative experience at Legacy Ford Body Shop

From left, Painter Shawn Van-De-
Mark, Painter Falko Spath, Man-
ager Brian Forester, Manager
Painter Cooper Leishman and
Prepper Alex Gonzalez make up
an all-star crew at Legacy Ford
Body Shop in Pasco, WA

by Autobody News Staff Legacy Ford Body Shop 
Pasco, WA

www.legacydirect.com

Company At  A Glance...

Type: Collision Repair

Facility Employees: 10

In Business Since: 2008

Number of Locations: One

Combined Production Space:
12,000 square feet

Valspar Automotive North America
Phone: (800) 845-2500
P.O. Box 1461,
Minneapolis, MN 55440-1461 USA
www.valsparauto.com
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Cutting
Drying Times

25-40%LEAN
PROCESSING

100 Minnesota Avenue #6, Warwick, RI. 02888   TEL: 401-293-0200
WALCOMTHERMODRY.COMFAX: 401-293-0925   

THERMO DRY TECHNOLOGY IS THE LEAN 
PROCESSING MACHINE FOR YOUR BODY 
SHOP’S PAINT DEPARTMENT

THE BENEFITS OF THERMO DRY TECHNOLOGY

Heat your materials at the point of atomization within your spraygun nozzle and 
eliminate costly spraybooth retrofits. The complete and efficient solution to 
resolve problems related to new generation paint application.

Deliver to your customer faster because clean 
paint work equals considerably less buffing.

Works with your existing compressed air system 
and 110 volt outlet.

Simple installation, cutting downtime.

Superior atomization with zero impurities gives 
your customers the quality finish they deserve.

►

►

►

►

►

►

►

Reduce drying time by 25% to 40% for 
waterborne and solvent based paints.

Save 15% to 30% in materials because of higher 
transfer efficiency with maximum coverage.

Reduce cycle times and operating 
temperatures of your existing spraybooth, 
saving time and energy.

Financing Available, call now for more information!

Our system makes a waterborne coating dry
like a solvent-based coating. 
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Rikert’s Auto Body Uses Walcom’s TD1 Pro
to Stay Ahead of the Competition 

          
    

      
     

  

     

             
          

       

       
     

       
   

   

      
      

        
    

         
    

     
     

   

      

      
    

When John Rikert first opened Rik-
ert’s Auto Body in Rhinebeck, NY, in
1959, he established his shop’s repu-
tation with hard work and dedication
to the business, two concepts that “re-
ally got you ahead back then,” says
John’s son, Steven Rikert.  Steven
was brought up in his father’s shop,
sweeping floors and washing cars in
high school before spending two
years in a collision repair trade school
program in preparation for his current
position as co-owner of Rikert’s Auto
Body. Steven Rikert has seen a lot of
changes in this industry, both good
and bad. Because of the ever-in-
creasing sophistication of modern
and future vehicles, Rikert foresees
an increase in the number of vehicles
being declared total losses as ad-
vancements in technology will lead to
increased repair prices.

However, a positive change that
he has noticed is the improvement in
equipment, paint and spray booth
technology which “allows us to do our
jobs better. The repairs have better
longevity and are practically unde-
tectable.”

One improvement that Rikert has
found particularly helpful in their 7500
square foot facility is the implementa-
tion of Walcom Thermodry Technolo-
gies’ TD1 Pro. The TD1 Pro is just
one example of how utilizing modern
equipment has aided the shop’s op-
erations. This compressed air heating
and conditioning system is applied di-
rectly to the spray booth airline. The
TD1 Pro mounts directly to the spray
booth and decreases flash-off and
bake times, especially with water-
borne paints, such as Glasurit’s 90-
line waterborne system which Rikert’s
Auto Body endorses.

“We installed the first TD1 Pro two
years ago,” Rikert recalls, “and we re-
cently installed a second unit on a
new spray booth. In addition to im-
proving the flash-off time for water-
borne paints, the product also allows
clear and glosses to lay out better and
more brilliantly. It definitely speeds up
the process; if we were doing three
cars a day before, we could do four or
five now because the TD1 Pro has cut
our flash-off time in half.”

In addition to being a family-
owned business with two working

owners on the shop floor, Rikert be-
lieves that the equipment they use
helps to set Rikert’s Auto Body apart
from the competition. “We try to stay
on the cutting edge. We’re a pretty
modern shop for our area.” 

The TD1 Pro’s time-saving fea-
tures are definitely a huge benefit for
Rikert’s Auto Body as it reduces
cycle time which allows for more time
to keep up with the frequent changes
in vehicle technology. These fre-
quent technological changes are a
negative trend that Rikert has no-
ticed in the collision repair industry
which is only compounded by the dif-
ficulty of staying abreast of all these
changes for multiple manufacturers.

Rikert’s employees agree with
his analysis of the TD1 Pro, and
they see the benefits of using it in
their daily operations, especially as
Rikert has noticed a real side bene-
fit of the product. “Because it heats
up the spray gun handle, it keeps
the painter’s wrist at a constant tem-
perature which is definitely helpful
during the colder months. It helps to
combat operator fatigue and im-
proves painter longevity – it’s kind of
like getting a massage while you’re
painting!”

Walcom USA’s TD1 Pro is also
easy to use. Rikert shares, “Walcom
came out to assist with installation,
but using the TD1 Pro is pretty self-
explanatory. Because the TD1 Pro
responds to the user’s suggestions,
an experienced collision repair pro-

fessional should have no problem
figuring it out within two jobs. We
haven’t had any problems with the
units since they were installed; Wal-
com’s products seem to be engi-
neered well. Not only does the paint
dry quicker with the TD1, the clear
lays out better, and less buffing is re-
quired. Also, because the heating el-
ements promote a more even flow,
we’ve seen a lot of improvement in
texture matching which is great since
it is so important to duplicate the tex-
ture.

According to Walcom USA, the
TD1 Pro offers the following benefits:
up to 40% reduction in drying time
compared to traditional systems, bet-
ter paint layout, higher application
speed, elimination of lost brilliancy, re-
duced risk of spotting and the “orange
peel” effect, complete elimination of
solid and gaseous impurities, breath-
able filtered air, a lowered dew point,
automatic and timed silica regenera-
tion, and constant compressed air
and hose temperatures to guarantee
the system’s efficiency.

Rhinebeck is a small town, so
Rikert’s Auto Body is very involved
with their community and frequently
makes donations to local charities. In
addition to converting to waterborne
paint, they’ve also installed high-effi-
ciency LED lighting and take pains to
recycle since Rikert understand the
need to preserve the environment.
Rikert’s Auto Body repairs approxi-
mately 30 vehicles monthly.

Walcom’s TD1 Pro helps improve
flash-off times for Rikert's Collision
repair technicians.

Rikert’s Collision has seen an increase in productivity since installing
the TD1 Pro

Rikert finds the TD1 Pro easy to
use; it hooks up right to his spray
booth and decreases the time
needed for each job.

by Autobody News Staff Rikert’s Auto Body
Location: Rhinebeck, NY

Telephone: 845-786-4740
www.rikertsautobody.com

Company At  A Glance...

Type: Collision Repair

Facility Employees: Three

In Business Since: 1959

DRP Programs: One

Number of Locations: One

Combined Production Space:
7,500 square feet

Walcom USA
Phone: (401) 293-0200
email: info@walcom-usa.com
www.walcomthermodry.com
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