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Heppner’s Auto Body Increases Productivity with 3M™
PPS™ Series 2.0 Spray Cup System

Since its humble beginnings in 1956,
Heppner’s Auto Body in St. Paul,
MN, has grown from one location to
six. 
“The original owner, Elmer, sold

Heppner’s to my father-in-law in
1985, who made it into a multi-shop
operation (MSO),” said co-vice pres-
ident Jesse Jacobson. His wife,
Laura, is also vice president, while
his mother-in-law, Linda Klatt, took
over ownership after her husband,
Bill Klatt, passed away five and a
half years ago.
“We are proud to have quite a

few employees who have been with
the company over 20 years, and
three who have been with us for over
30 years,” said Jacobson. “It’s clear
that we’ve been able to build a two-
way loyalty and trust with employees
to have them stick with us for that
long.”
He added that Heppner’s loves

to promote employees from within. 
“Many of our top painters and

estimators started out as detailers;
sometimes that takes five years,
sometimes it takes 20,” Jacobson
explained. “It’s nice to know they’re
not jumping around the city to differ-
ent employers—they like working for
us.”
He added that when employees

have considered leaving in the past,
one of the veterans is there to tell
him or her that “the grass may not be
greener on the other side.”
“They have those conversations

on our behalf so we don’t have to,”
Jacobson said. “It’s nice to have that
support and loyalty.”
When it comes to finding qual-

ity employees, he said it “ebbs and
flows.”
“Sometimes you can’t find any-

body, and other times your inbox is
overflowing with applicants,” Jacob-
son said.
He added that everyone is aware

that the technical schools are having
trouble recruiting people, but they’re
finding ways to deal with it.
“It’s a different generation,” Ja-

cobson said. “We’re just trying to
stay connected with the local tech-
nical schools and have great rela-
tionships with the instructors, so we
can have some influence on the re-
ally good kids coming out of these
schools.”

He added that another big chal-
lenge is keeping up with technol-
ogy advancement, especially as an
MSO.
“We have to constantly educate

our employees, from estimators to
technicians to painters, on what you
can and can’t do to these vehicles,”
Jacobson said. “It happens so fast,
and a lot of the time we don’t get the
support from the OEMs on manufac-
turer standards, and then insurance
companies will say it has to be done
one way, but there’s no documenta-
tion from the OEMs yet. It’s a huge
effort to keep up with it all.”
He added that it’s very important

to make sure every location is on the
same page.
Training and building a quality

team go hand in hand with providing
employees with the most efficient
equipment.
“We recently upgraded to 3M’s

PPS 2.0 system with a quarter-turn
locking lid,” said Jacobson. “I asked
the painters about it, and they had
great feedback: It’s easier to use,
has fewer moving parts, takes up
less shelf space, and the clean-up is
much easier compared to the origi-
nal. It generates less paint build-up,
is easier to clean up and easier to
use. It doesn’t accumulate as much
overspray, which prevents the con-
tamination of other jobs.”
He said that the MSO’s produc-

tivity has improved in the last several
months thanks to these product ad-
vancements.
“The handling of the new 3M

PPS Series 2.0 Spray Cup System is
much better,” Jacobson explained.
“This version only requires a quarter
turn, versus two full turns, to get the
collar on.  The improved preciseness

prevents the painters from losing
track of how many times they’ve
turned it. Because my painters know
the quarter-turn locking lid is se-
curely fastened, they’re able to focus
more on the job at hand. They said
the more control they have over the
gun, the more confidence they have
in their work.” 
Advertising is another big factor

that contributes to Heppner’s Auto
Body’s success.
“We use a diverse mix of tradi-

tional media and digital media,” said
Jacobson. “We rely heavily on social
media and Google Ads, as well as
billboards and radio.”
He said when a good advertising

opportunity presents itself, he and
Laura will take advantage. 
“We also have strong relation-

ships with insurance agents, which
helps with referrals,” Jacobson added.
Jacobson and his team also

reach out to the community by spon-
soring sports teams and being in-
volved with five local chambers of
commerce.
“We are always attending net-

working and training events,” he
added.
Relatively new to the industry,

Jacobson said he’s been “pleas-
antly surprised” by how friendly
other shops in the area are.
“I’ve been active with AASP-MN

and am currently a member of the
collision advisory and legacy com-
mittees,” he said. “There are quite a
few shop owners who talk and get
together, whether it’s for a trade
show or other event. We’re not
fierce competitors who can’t say hi,
have a conversation and see how
business is going. It’s a very friendly
environment.”

Heppners Auto Body recently
upgraded to 3M’s PPS 2.0 system
with a quarter-turn locking lid be-
cause it’s easier to use, has fewer
moving parts, takes up less shelf
space, and the clean-up is much
easier.

Heppner’s Auto Body spans St. Paul, Hudson and Minneapolis, MN.

How Does Heppner’s Keep 
Improving Performance after 60
Years in Business?
• Long-term employees mean
continuity, but promotion and
training is key to employee satis-
faction
• Keeping up with technology is
critical, such as adopting new so-
lutions like the 3M PPS Series 2.0
Spray Gun System to continually
improve performance and effi-
ciency
• Standardized process across
multiple locations ensure reliable,
repeatable KPIs
• Ongoing education on new re-
pair process and industry certifi-
cation drives high-quality repairs
• Community involvement builds
awareness and customer affinity

by Autobody News Staff Heppner’s Auto Body 
Location: St. Paul, MN
www.heppnersautobody.com

Company At A Glance...

Type: Collision Repair

Facility Employees: 80

In Business Since: 1956

Number of Locations: Six

DRP Programs: Three

Combined Production Space:
70,000 square feet

3M Automotive Aftermarket Division 
Andy Boyd
(651) 737-5856
amboyd@mmm.com
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Joe Hudson’s Collision Center Finds Accudraft
Products “Second to None”

At Joe Hudson’s Collision Center,
the motto is, “Customers come first.”
If you ask any of the company’s 800
employees what sets the business
apart from the competition, they will
most likely tell you that it’s their ded-
ication to providing customers with
outstanding service and a quality re-
pair experience.

As the fifth-largest MSO in the
country, Joe Hudson’s has 63 loca-
tions that span from Texas to Florida.
They include Alabama, Florida, Geor-
gia, Mississippi, Tennessee and Texas.

“The way we take care of busi-
ness is more like a local repair facility
than a large corporation,” said Ken-
neth Fifield, president of operations.
“We have a personal relationship with
our customers and make sure they
are happy—usually the work will fol-
low.”

Fifield originally established his
own body shop in Garland, TX, in
1992 and quickly grew his business
to include eight locations. Two years
ago, he merged with Joe Hudson’s
Collision Center, which first opened
its doors in 1989.

While running his own business,
Fifield recognized the importance of
using modern equipment to ensure
vehicles were repaired properly. As
a former painter, Fifield put a lot of
time and effort into researching and
choosing a superior paint booth, and
began using Accudraft products in
1994.

When he joined Joe Hudson’s in
2015, one of Fifield’s top priorities
was to ensure the MSO also utilized
dependable, high-quality equipment,
so he recommended Accudraft prod-
ucts.

“Having good equipment in the
shop is first and foremost to running
a successful business,” said Fifield.

Established in 1977 by Guy
Pippa, Accudraft specializes in pro-
viding its customers with high-quality
paint booths, mixing rooms, prep sta-
tions and accessories. Each booth or
station can be specially customized in
size or features by the company to
meet specific product needs and chal-
lenges. Accudraft prides itself on pro-
viding paint booths that help shops
improve speed, durability and effi-
ciency while enabling a faster curing
and drying time and reduced over-
spray contamination.

Currently, most of Joe Hudsons’
Texas locations now have the Ital-
ian-manufactured paint booths in
their shops.

“If we’re installing a new booth,
then we’ll install Accudraft,” he said. 

Depending on the needs of the
shop, they will install the Accudraft
model that is the best fit for that lo-
cation. Accudraft offers four different
types of paint booths, including a
crossdraft, semi downdraft, sidedraft
and downdraft paint booth. Joe Hud-
son’s currently utilizes both the semi
downdraft and the downdraft booths.

Recently, the collision repair fa-
cility installed two Italian downdraft
paint booths at the San Antonio lo-
cation and two more in Houston. Fi-
field said Accudraft’s new flagship
paint booth, known for having high
airflow and fast curing speeds, was
designed for high production and has
helped cycle time in the body shops.

“The airflow in the Accudraft is
second to none,” he said. “The bak-
ing cycles do what they are sup-
posed to, and that is obviously good
for pushing cars through the shop.”

Joe Hudson’s also uses Accud-
raft’s Accumix Paint mixing rooms,
which can be attached to the paint
booth to maximize productivity. Fi-
field said it has been very helpful to
have one well-ventilated area to mix
paint, wash the paint guns and keep
all of the tools and hazardous liquids
contained.

Fifield said he has consistently
been impressed with the excellent
service and support received from
Accudraft as well as Joe Hudsons’
rep, Chris Curran. This includes
training employees on how to prop-
erly operate the equipment.

Curran, owner of EcoTech Sys-
tems, has been in the automotive
equipment service business since
1992. He began selling Accudraft
paint booths two years later and
was very impressed with the prod-
ucts. He soon became a distribu-
tor.

“What sets Accudraft apart from
many other paint booths is the quality
and the workmanship of the product,”
said Curran. “It is very dependable
and a long-term paint booth for colli-
sion repair shops, which enables the
collision centers to repair more vehi-
cles.”

Fifield said that Joe Hudson’s
repairs thousands of vehicles every
year. The company implemented a
Repair Tracking System (RTS) that
updates customers on the repair sta-
tus of their vehicles 24 hours a day,
seven days a week by text or email.

“We believe that our customers
come first, and great service is
something they absolutely deserve,”
said Fifield.

The company also supports the
local community in a variety of civic
projects such as Keys to Progress,
a car giveaway program that bene-
fits deserving veterans and veteran
organizations, as well as local char-
ities such as Community SEEDS
Program and the Children’s Advo-
cacy Center. 

“Not only do we want to be the
collision repair facility of choice for
customers, but we also want to be a
good neighbor,” said Fifield.

Joe Hudson’s plans to continue
growing and meeting customers’
needs. Fifield said this includes re-
lying on state-of-the-art equipment,
such as Accudraft’s products.

Accudraft paint booths have
helped the shop with faster curing
and drying times and reduced
overspray contamination.

Joe Hudson’s has 63 locations that span from Texas to Florida.

Kenneth Fifield said most of Joe
Hudsons’ Texas locations now
have the Italian-manufactured
paint booths in their shops.

by Autobody News Staff Joe Hudson’s 
Collision Center
Location: Garland, TX 
(972) 203-8321
www.jhcc.com

Company At A Glance...

Type: Collision Repair

Facility Employees: 800

In Business Since: 1989

Number of Locations: 63

DRP Programs: 15

Combined Production Space:
18,000 square feet (Texas Shops)

Accudraft
961 Rt 10 e ste 2K
Randolph NJ 07869
800-524-0340 x 112
Info@accudraft.com
www.accudraftpaintbooths.com
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North Texas 2-Shop MSO Loves Color Matching,
Coverage and Support from AkzoNobel

Pro Care Collision is a family-owned-
and-operated business that was
founded 16 years ago by owners
Kevin and Laura Pyle, and currently
has two locations open in the North-
ern Dallas area.  Involved in the au-
tomobile industry in some capacity
his entire life, Pyle learned how to do
body work and paint at his father’s
shop, starting at a very young age.

After working with his father for
several years, Pyle earned a BBA
in Marketing from Texas State Uni-
versity in 1993, and landed a job
with a major advertising agency
right out of college. Working as an
account executive coordinating
huge national accounts such as
Bank One (now Chase), 360 Com-
munications (Sprint) and General
Motors, Pyle learned a lot while re-
fining his business and manage-
ment skills.

Eventually, Pyle’s entrepreneur-
ial spirit kicked in when he decided to
enter the collision repair industry and
continue his family’s legacy. In 2001,
he founded Pro Care Collision, a
business that has grown every year
since first opening its doors.

It hasn’t been easy, but nothing
important ever is.

“2016 was our best year yet, and
we are tracking to exceed those
numbers this year,” Pyle said. “We’ve
grown from three employees to 30
and now have two locations. It has all
been built on customer service and
being relentless when it comes to
quality.”

One of the quality decisions that
Pyle made last year was switching
over to AkzoNobel and starting to
use its Sikkens product. Although
his crew of two painters and two
preppers at each location has only
been spraying the product for about
a year, Pyle saw immediate im-
provement, and hasn’t looked back
since.

As a shop owner who works on
a lot of high-end cars, Pyle said he is
always looking to provide his cus-
tomers with the best finished prod-
uct he can get, and Sikkens provides
that.

“We want to exceed people’s
expectations with our work, and this
product helps us achieve that,” he
said. “We work on Maseratis and

Rolls Royces here, but we also
have a few Hyundais and Kias in the
shop. Regardless, we want all of
them to look amazing, whether it’s a
$100,000 car or a 10-year-old Toy-
ota.”

Pyle has been boosting his bot-
tom line since switching over to the
Sikkens product.

“The color covers amazingly
well,” Pyle said. “We’re normally get-
ting 1.5 coat coverage, even on the
lighter colors that usually like to bleed
through, so we’re saving time and
product as a result.”

In addition to being a big fan of
the Sikkens basecoat, Pyle and his
crew are also delighted with the
clear coat for its beneficial features.

“The Sikkens clear has a deeper
and more luxurious shine that is no-
ticeable to the eye, and that is what
registers with the customers,” he
said. “I can’t say enough about the
depth of the clear even from the first
coat, because it makes us smile
every time we walk by a car that just
rolled out of the booth.”

The color matching that Pyle
has seen with the Sikkens system
is top-notch across the board, he
explained.

“Any time there is a tinting issue,
with the help of the Automatchic Vi-
sion (camera) combined with the
painters’ skill set, it becomes a non-
issue, and they keep moving with lit-
tle or no wasted time,” he said. “This
means we have happier techs, more
money for them and improved cycle
times for the shop, so it helps us on
several levels.”

When it comes to any product
that you’re using in a high produc-

tion environment, support is key,
and Pyle knows he gets world-class
customer service from Sikkens.

“The amount of quality support
that we have received from the Ak-
zoNobel team is immeasurable,”
Pyle said. “Every employee from
AkzoNobel whom we have met is
always a phone call away and
never above trying to help with any
request that we have. From the top
to the bottom of this organization,
the AkzoNobel people are all very
knowledgeable and up to speed on
what is going on in the industry. The
information that they give us is in-
strumental, because they know
the market—what other successful
shops are doing and what will be
coming along next.”

With possible expansion in his
future, Pyle relies on AkzoNobel to
help him when that time comes, he
said.

“AkzoNobel has been a solu-
tions-driven partner with us since
day one, and it has been a great re-
lationship,” he said. “They are al-
ways taking that extra step to help
our facilities succeed, and we often
meet with them to discuss our plans
for opening a third location and what
we can do to work together to meet
their goal.”

Pyle is proud of his flourishing
business and credits much of his
success to companies such as Ak-
zoNobel.

“The bottom line is this—we are
extremely pleased with the quality
of the product, the strategic input
from the company and the notice-
able improvements it has made to
our business as a whole,” he said.

Pro Care Collision's Owner Kevin
Pyle is looking to add locations
and knows that he count on
AkzoNobel to help him as a
solutions-driven partner.

With two locations, Pro Care Collision employees rely on AkzoNobel for
providing a quality finished product on all of the high-end luxury cars they
repair.

Painter Chad Montgomery at Pro
Car Collision loves the coverage
he is getting with Sikkens by
AkzoNobel.

by Autobody News Staff Pro Care Collision
Location: Flower Mound, TX
(972) 724-4434
www.pccollision.com

Company At A Glance...

Type: Collision Repair

Facility Employees: 30

In Business Since: 2001

Number of Locations: Two

DRP Programs: Three

Combined Production Space:
30,000 square feet

AkzoNobel
1845 Maxwell Drive
Troy, MI 48084
www.akzonobel.com
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Barry’s Paint Shop Stays on Top of OE Certification
Requirements with ALLDATA

Barry’s Paint Shop has been in busi-
ness since December 1975, and
has remained at its current location
in Ephrata, PA, since 1981.

In August 2016, owner and CEO
Barry Burkholder, whose son and
son-in-law also help out with the fam-
ily-owned business, acquired a sec-
ond location in Lititz, just 20 minutes
outside of Ephrata. They also own a
small towing and mechanical shop in
Neffsville.

“We kept the name�Roy’s Body
Shop�but it’s operated by the same
management as the Neffsville loca-
tion,” explained Burkholder.

For quite a few years now, Burk-
holder has been implementing lean
processes with his team, and has
been satisfied with the results.

“We have an hourly set-up, plus
a bonus, and team members can
move around wherever needed,”
explained Burkholder. “If everyone
works together and gets cars out,
there’s a bonus shared amongst all
the guys. In a sense, it almost makes
them like shareholders.”

He added that whether it’s a
good month or a slow month, every-
one works together as a team,
which he feels is an ideal business
model.

“We do go after a lot of factory
OE certifications, which means a lot
of our budget goes toward training
and equipment,” said Burkholder.

To ensure factory OE certifica-
tion requirements are met, Barry’s
Paint Shop and Roy’s Body Shop
use ALLDATA for quick access to
OE-direct diagnostic and repair in-
formation.

“Everything is a lot more tech-
nical nowadays, and there’s no way
anyone could remember how to
handle all these vehicles [off the
top of their head],” said Burkholder.
“We have to know OE manufac-
turer specifications, repair proce-
dures, and where parts need to be
sectioned. Even when doing a
damage analysis, you need to
know what the manufacturer wants
and how it needs to be repaired be-
fore you can write an estimate on
it.”

Burkholder said his team is con-
stantly using ALLDATA to look up
and back up information. By using
ALLDATA Collision Advantage for

the estimate, they see line-by-line
the OEM procedures, alerts, and
vital repairs necessary for the repair
they’re working on, so they get it
right the first time. They can also ac-
cess manufacturer positioning state-
ments with just one click.

“No matter how many classes
you take, you’ll never know it all,” he
said.

Barry’s Paint Shop started using
ALLDATA three years ago. Burk-
holder said a lot has changed in the
industry, even since then.

“Everything is constantly evolv-
ing, especially with the scanning,”
he said. “Pretty much every car is
going to have a collision avoidance
system in the future. If you don’t re-
pair it right, it may look good on the
outside, but without the ability to
verify information, someone could
get hurt and you could have a big li-
ability case on your hands.”

Burkholder added that he’s had a
positive experience with ALLDATA’s
reps and the company’s other meth-
ods of communication.

“There’s also an 800 number
you can call, as well as a button you
can click if you can’t find something
and need to request info, and ALL-
DATA will promptly get back to you,”
he explained.

A top concern for Burkholder is
finding technicians of the right cal-
iber who can work on technical ve-
hicles, which is why he maintains
a connection with local technical
schools.

However, he found it difficult to
explain the type of auto body stu-
dents they were looking for to the
guidance counselors.

“For a while, the guidance coun-
selors were sending students who
didn’t think they could make it

through college to the trade schools,”
Burkholder explained. “They’d try to
take up auto body, but it’s extremely
advanced compared to what it was
years ago, especially with the ad-
vanced electronics.”

Barry’s Paint Shop and Roy’s
Body Shop now have five major DRP
programs after recently dropping a
few.

“We did need to turn off some
DRPs because they were asking for
a lot of things that were not in the
best interest or safety of the vehicle
owner,” Burkholder explained.

Because he prioritizes his cus-
tomers’ needs, safety always comes
first, whether it’s choosing a DRP,
new equipment or hiring a team
member.

“We are Ford aluminum-certified
on the F-150 and soon to be F-250,”
Burkholder said. “A lot of owners of
aluminum vehicles don’t know they
should go to an aluminum-certified
shop for repairs.”

He added that OEs can be re-
luctant to share this information for
fear that the customer might be de-
terred if they know they have to
bring their vehicle to a potentially
more expensive specialist.

“There are a lot of benefits to alu-
minum: light weight, better fuel econ-
omy, handles better and won’t rust,”
Burkholder explained. “And even
though a non-certified shop may be
able to make it look good on the out-
side, there’s a high risk for corrosion
later on.”

As far as advertising, the dual
shop owner added that even though
he doesn’t budget much for it, he
does put money toward making sure
the customer is satisfied, which will
help spread the good word about his
shops’ services.

Throughout the process of damage
analysis, estimates, parts, repairs
and paint�Barry’s Paint Shop uses
ALLDATA to deliver accurate re-
pairs, completed to OE specifica-
tions.

ALLDATA Collision Advantage enables Barry’s Paint Shop to see line-by-
line the OEM procedures, alerts, and vital repairs necessary for the repair—
so they get it right the first time.

Techs use ALLDATA Collision to
get both OEM-direct information
and experience-based repairs

by Autobody News Staff Barry’s Paint Shop
Location: Ephrata, PA
(717) 733-6900
www.barryspaintshop.com

Company At A Glance...

Type: Collision Repair

Facility Employees: 29

In Business Since: 1975

Number of Locations: Three

DRP Programs: Five

Combined Production Space:
21,000 square feet

ALLDATA
(877) 380-3084
www.alldata.com/collision
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Service King Sees Major Value in Its American
Honda ProFirst Certifications

In an age where OEM certifications
are more important than ever, collision
repairers all over the country are
clamoring to join programs that can el-
evate their status and help them pro-
duce best-in-class repairs. If you want
to see what is going on in the collision
industry, you should first look at the
larger MSOs for things such as best
practices, cutting-edge tools and cer-
tifications. Why? Because these busi-
nesses are doing something correctly
and figuring out a way to emulate it
over multiple locations.

That is why it isn’t at all surpris-
ing that Service King, one of the
largest MSOs in the U.S., currently
has 89 Honda ProFirst shops within
its extensive nationwide network. It
has been a great relationship that
started only 10 months ago.

“Service King has steadily in-
creased its Honda ProFirst lineup
since early 2017,” said Jeff McFad-
den, Service King President. “We
recognized the value the program re-
inforces to our customers and carrier
partners and proceeded to build out a
strategic onboarding process across
our network of repair centers.”

To strengthen their position in the
market as well as enhance their rela-
tionships with their customers and in-
surance partners, Service King and
Honda are definitely on the same
page.

“The ProFirst certification is yet
another opportunity for Service King
to validate and reinforce our focus
on superior repair quality,” McFad-
den said. “We have seen a tremen-
dous value in that validation for both
our customers and carrier partners.
Overall, seeking and obtaining certi-
fications, such as Honda ProFirst,
falls directly in line with our pursuit to
operate best-in-class repair centers
across the country.”

Based on feedback Service King
has received from its Honda cus-
tomers, McFadden can see that the
ProFirst certification program is bring-
ing in more Accords, Civics and Ele-
ments to repair.

“We have coordinated ample pro-
motion and communication for Serv-
ice King’s bolstered ProFirst lineup,”
he said. “We view a Honda certifica-
tion as a validation of Service King’s
superior quality and a distinct value
proposition for our brand. We also

believe OEMs continue to focus on
certifications as vehicle technology
changes, and that certainly influ-
ences motorists across the country –
especially when they seek out quality
repair services.”

To attain a Honda ProFirst certifi-
cation, every facility has to meet a set
of stringent requirements, but Service
King wasn’t afraid to meet them all at
its 86 locations.

“We continually invest in tools,
training, and technology at all of our
repair centers as a result of rapidly
escalating vehicle technology,” Mc-
Fadden said. “We take deep pride in
embracing technology within our re-
pair centers and take every step to
ensure that it remains a priority for our
teammates.

“The Honda ProFirst certification
program was a natural component of
that evolution, including the specific
and strict parameters therein. Specif-
ically, over the last few years Service
King has bolstered its investment in
tooling for our repair centers, and the
Honda ProFirst program certainly val-
idated that investment as an opportu-
nity to reinforce Service King’s brand
message of quality and trust.”

By using the American Honda
shop locator found at www.collision
.honda.com, more customers are
now bringing their vehicles to Service
King.

“The Honda ProFirst certification
search feature is a fantastic benefit to
the program,” McFadden said. “It al-
lows Service King to reinforce its mis-
sion to be the collision repair operator
of choice. Featuring our brand on the
Honda search engine validates that
messaging for our team and positions
Service King as a preferred repair so-
lution for our customers.”

Service King also provides direct
access to all of Honda’s important OE
information.

“The tools provided to our team-
mates through the ProFirst program
are incredibly valuable,” he said.
“We believe in utilizing technology
to quickly and reliably connect our
technicians, service advisors and
management with all of the infor-
mation required to complete safe,
timely repairs for our customers.
This led us to launch the industry’s
very first technician-focused mobile
app, OverdriveMD, and develop-
ment of several cutting-edge busi-
ness intelligence dashboards for our
repair center teammates. Communi-
cation is certainly powerful, and lever-
aging additional channels provided
by the Honda ProFirst program pro-
vides even more resources to ensure
a best-in-class repair every time.”

Another huge plus for Service
King is its ability to keep all of its tech-
nicians and service advisors updated
through Honda-specific training of-
fered in conjunction with the certifica-
tion.

“Teammates at Service King
Honda ProFirst locations actively
engage with specific Honda training
through I-CAR as part of their an-
nual Gold Class commitments,” Mc-
Fadden said. “These classes earn
credit for ongoing training, and have
proved to be a valuable training re-
source that includes real-world vehi-
cles and scenarios.”

Will Service King continue to pur-
sue more Honda ProFirst certifications
for more of its locations in the future?

“Absolutely,” McFadden said. “Pro-
First certification continues to validate
Service King’s efforts to focus on a su-
perior quality repair. In fact, Honda is
one of the top makes that we repair.
Therefore, the value to our carrier part-
ners and customers is at a premium.
With that, we are proud to report addi-
tional Service King locations are in the
certification process today.”

With 89 Honda ProFirst Shops in
the Service King chain and count-
ing, the huge MSO sees definite
value in being part of this exclu-
sive OE certification program.

By continually investing in tools, training and technology, Service King
is adept at repairing Hondas with a high level of skill.

Technicians at Service King
Honda ProFirst locations actively
engage with specific Honda train-
ing through I-CAR as part of their
annual Gold Class commitments.

by Autobody News Staff Service King Collision
Repair Centers 
Repair Service: (866) 225-8111 
Natl. Support Center: (972) 960-7595

Company At A Glance...

Type: Car Restoration and
Collision Repair

Facility Teammates: 6,000+

In Business Since: 1976

American Honda Motor Co., Inc.
Gary Ledoux
Assistant National Manager Collision
Parts Marketing
ProFirst Administrator
310-783-2818
gary_ledoux@ahm.honda.com
www.profirstinfo.honda.com
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Lefler’s Collision & Repair Center Shines with Axalta

Jimmy Lefler is a third-generation
body shop owner who knows his
production and sales numbers like
the back of his hand. That is why
he’s delighted to be using Spies
Hecker® Permahyd® Hi-TEC water-
borne basecoat by Axalta, a product
that he uses to paint roughly 380–
400 cars every month at Lefler’s
Collision & Glass Repair Centers.

Lefler has expanded his family’s
business from one location to four
in Indiana and Kentucky since pur-
chasing the company stock from his
uncle and dad in 2006. An integral
part of his continued success and
expansion can be credited to Ax-
alta, the coatings manufacturer that
Lefler has been partnered with for
the past dozen years, with exem-
plary results.

Back in 1952, Jimmy’s grandfa-
ther, Leroy Lefler, opened the shop’s
doors and named it Leroy’s Paint &
Fender Repair. In 1976 his dad, Jim,
took over the business. Jimmy cred-
its his father for teaching him the
technical side of the industry and
stressing things such as quality and
customer service, he said.

“He was a great man and an ex-
cellent tech, and he really taught me
a lot,” Lefler said. “After the purchase,
I was able to build my team and im-
plement new processes and ideas.
Hiring the right people who shared
my values allowed me to build the
kind of culture that I wanted to pro-
vide and be surrounded by. I don’t
micromanage people. I give direc-
tion and allow them the freedom to
think and decide how to handle the
daily operations. Give your people
clear guidelines and let them do their
jobs. Trusting them and empowering
them is probably one of the biggest
reasons for our success.”

One very important number
Lefler knows is that out of the 51
body shops in his region, he is cap-
turing 28 percent of the overall mar-
ket share, a number that he knows
by a calculation devised by the peo-
ple at Axalta. Information is king, and
by tapping into Axalta’s resources,
Lefler can know when and where to
think about opening up new loca-
tions in the future.

“We are always looking to ex-
pand, and Axalta provides us with a
lot of useful data that can help us,”

Lefler said. “Is there going to be
enough work in a market, because
we don’t want to build a 20,000-
square-foot shop there and find out
later we should have built a 5,000-
square-foot facility there. Those are
the things we obviously want to know
up front.”

One sure thing that Lefler knows
is that Axalta is providing him with
precise color matches, something his
former paint provider wasn’t doing on
a consistent basis.

“We were having a terrible time
with the golds and the silvers match-
ing up on the imported cars,” he said.
“So, we brought three paint compa-
nies in at the same time and said,
‘Have at it.’ We let them all mix and
spray out test panels for the silvers
and golds we were working on, and
Axalta won easily. It was a no-brainer
at that point.

“We use their camera and also
have some very good color decks.
The people at Axalta are constantly
on top of it and easy to communicate
with. We have had some really tough
colors in here, like a washed-out tan
color that the local sheriff cars have,
so that was a color matching issue
we were having. So, when we finally
dialed it in and got it perfected, the
lab at Axalta changed the formula on
their end. Now when we have to
paint sheriff cars, we have that match
and anyone else using the product
has it too.”

Lefler is happy with the brand,
but he also knows that the other

things Axalta does for him and his
business are just as important as
featuring a quality product. 

“Our jobber is Performance Re-
finish, and Bill Payne is our guy,”
Lefler said. “Their support, training
and customer service are phenom-
enal and the best in the industry, in
my opinion. When we get busy and
have a painter on vacation, they will
come in and give us a hand. I don’t
know of any other jobbers providing
that level of service.” 

Accessibility and flexibility are
two qualities that Lefler appreciates
from his jobber and Axalta itself, he
said. 

“The entire team at Axalta from
the top to bottom is very quick to re-
spond to our calls providing solu-
tions and assistance,” he said. “You
call them anytime that you need as-
sistance and they are on it. The
dedicated MSO team provides an
additional layer of support that has
been instrumental in our continued
improvement and growth.”

The training from Axalta is ongo-
ing and hands-on, Lefler explained.

“Any time they have a new
product, they come into our shops
and do an in-house training,” he
said. “We also send our painters to
an Axalta Learning and Develop-
ment Center. Either way, the infor-
mation is disseminated in such a
way that our painters are up and
running and knowledgeable about
the new products quickly and thor-
oughly.”

Owner Jimmy Lefler appreciates
Axalta for its quality and the
support he receives from the
company. Credit: Elizabeth Thang 

Head Painter Kyle Arnold at Lefler’s Collision & Repair Center gets
great coverage and an amazing finished product with Spies Hecker®

Permahyd® Hi-TEC waterborne basecoat by Axalta. Credit: Elizabeth
Thang.

Arnold achieves precise color
matches with the Axalta system,
something Lefler’s former paint
provider wasn’t doing on a
consistent basis. Credit: Elizabeth
Thang 

by Autobody News Staff Lefler’s Collision & Repair
Glass Center
Location: Evansville, IN
(812) 423-4044
www.leflers.com

Company At A Glance...

Type: Collision Repair

Facility Employees: 97

In Business Since: 1952

Number of Locations: Four

DRP Programs: 18

Combined Production Space:
70,000 square feet (combined)

Axalta Coating Systems
Company Contact: Heidi Stilwell
heidi.stilwell@axaltacs.com
(610) 358-5353
www.axaltacs.com/us
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PA’s Glass & Sons Collision Finds Similar Values,
High Service Level with BASF Paint Line

Family values and customer service
are the cornerstones upon which
Glass & Sons Collision in Reading,
PA, has built its reputation and its
business. In 1999, Charles Glass
decided to apply his 23 years’ worth
of collision repair experience, ac-
quired while working for a dealership,
to his own pursuit of going into busi-
ness for himself. Thus, he founded
the family-owned-and-operated facil-
ity, naming it Glass & Sons Collision
with the hope that his progeny would
one day join him in his new venture.
Now, his son, Trevor Glass, serves
as the shop’s General Manager, while
his daughter and son-in-law also work
in the shop.

“My sister and I both started
working at the shop a few years after
it opened, once we finished school,”
Trevor Glass explained. “Each of us
has a son and daughter, and we
hope that they will also have roles in
the business someday.”

In 2015, when Glass & Sons
Collision started buying supplies
from Zimmerman’s Auto Supply, a
company with similar family values,
their jobber introduced the shop to
BASF’s R-M® Onyx HD waterborne
paint system.

Pleased with the fact that BASF
also valued the importance of fam-
ily, Glass noted, “They provide a
very high level of service, and the
customer support and their product
lines are awesome! This industry re-
quires a survival-of-the-fittest men-
tality, and to thrive, a shop has to
evolve with the industry’s changes
and keep looking to the future. BASF
encapsulates all of that and offers a
really great product.”

Designed to reduce overall pro-
cessing time by providing faster
spray and dry times, BASF’s Onyx
HD waterborne system improves
throughput, lowering labor rates as
a result, without sacrificing the high
quality needed to keep customers
happy. Onyx HD can be applied in
3.2 minutes with a flash-off time of
just 8.4 minutes, and BASF prom-
ises independent facilities the same
level of reliability experienced by
OEMs. Formulated to smoothly in-
tegrate with existing spray equip-
ment, the low-VOC Onyx HD allows
shops to remain compliant as well

as competitive.
Although the paint previously

used by Glass & Sons Collision
was also a good product, Glass
notes that BASF’s R-M Onyx HD
gets the same job done with less
material, which is hugely beneficial.
The biggest difference he has no-
ticed, though, comes in the form of
customer support.

“BASF has been truly top notch!”
he stated. “Their sales team, market-
ing department and tech support…
everyone I’ve dealt with at the com-
pany has been extremely knowl-
edgeable and helpful. We had issues
with our prior product that we could
never get resolved, but BASF is great
at providing the assistance we need
to get the job done. I am so happy we
made the switch. I just wish we had
done it sooner!”

Additionally, the conversion pro-
cess was stress-free thanks to the
support BASF provided, as well as
the assistance the shop received
from Zimmerman’s.

“Once the decision was made,
we did not rush,” Glass said. “We
gave ourselves a month to plan and
prepare. BASF and Zimmerman’s
provided two full weeks of onsite
training, and then they visited the
shop weekly to ensure things were
running smoothly. They really made
the transition so easy.”

Another factor that aided the
conversion was receiving 100 per-
cent buy-in from his employees. 

“Our technicians were really ex-
cited when we told them we were
going to switch, and they are even
happier using the product,” Glass re-
ported.

The shop’s 28 employees repair
an average of 225 vehicles each
month using some of the industry’s
best equipment, including four Car-
O-Liner frame racks, two Pro-Spot
spot welders, and aluminum repair
equipment. Glass & Sons Collision
has established its reputation by pro-
viding a high level of customer serv-
ice. They offer drive-thru estimating,
towing services for their customers,
free pickup and delivery, as well as
automated status updates via text
and email in order to keep cus-
tomers apprised of their vehicle’s
current status in the repair process.

Glass & Sons Collision is alu-
minum-certified and I-CAR Gold cer-
tified as Glass strives to keep up with
industry trends, such as the influx of
new materials being used in vehicles
and the need to acquire OEM train-
ing and certifications. Glass has also
noticed that there appears to be an
increase in total losses.

“It seems like cars are becoming
more disposable,” Glass said. “They
are being built for safety, but not with
repairs in mind.”

Beyond the business of repair-
ing vehicles, Glass & Sons Collision
keeps the environment and their
community as part of their family val-
ues. In addition to spraying with
BASF’s R-M Onyx HD waterborne
paints, the shop recycles all card-
board and metal, plus it is lit with 100
percent LED lights. Glass & Sons
Collision sponsors a local high school
girls’ summer basketball league and
is heavily involved with Moment of
Peace Adventures, which provides
an opportunity for disabled and ter-
minally ill children to go hunting.

Glass’ technicians love BASF’s R-M®

Onyx HD waterborne paints because
they are easy to use and require less
material for the same job.

Glass & Sons Collision focuses on family values and quality repairs.

BASF provided training to ensure
a smooth transition when Glass &
Sons Collision switched paint
products.

by Autobody News Staff Glass & Sons Collision
Location: Reading, PA
(610) 610-478-9007
www.glassandsons.com

Company At A Glance...

Type: Collision Repair

Facility Employees: 28

In Business Since: 1999

Number of Locations: One

DRP Programs: 10

Combined Production Space:
27,500 square feet

BASF
Customer Care
(800) 825-3000
refinish_order_management@basf.com
Color and Technical
(800) 758-2273
Refinish_color_request@basf.com
www.basfrefinish.com/
www.refinish.basf.us/distributor_locator.html
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CCC ONE® Lobby Helps Successful MSO in Capital
Region Streamline Customer Service Process

H&V Collision Center was founded
in Troy, NY, in 1973 by Vartan Jer-
ian Sr. as a two-man shop on one
of the busiest roads in the Collar
City. H&V’s original 1,500-square-
foot location was where the com-
pany began building a reputation for
repair excellence and customer
service, and remains H&V’s home
today—though it has expanded by
more than 10,000 feet and has over
200 employees.

In the 1990s, Vartan Sr.’s three
sons, Vartan Jr., James, and John,
joined the operation, sparking a pe-
riod of growth for H&V Collision Cen-
ter throughout upstate New York.

Shortly after joining the family
business, following service in the Ma-
rine Corps, Vartan Jr. convinced his
father to buy an old-style Gateway
computer for the business.

“From there, we proceeded to
take the first step toward where we
needed to be as a progressive, for-
ward-thinking company,” said Rich
Tanchyk, assistant vice president at
H&V Collision who has worked there
since 2009. “We took a big and quick
leap from the 1980s-1990s to where
we are today.”

The second H&V opened in 2006.
The MSO now includes seven loca-
tions in the Capitol Region, including
Troy, Queensbury, Colonie, Saratoga
Springs, Schenectady, Clifton Park
and the newest shop in Kingston,
which opened in 2014. Vartan Jr., who
has spearheaded much of the growth,
is vice president of the company, while
John is controller and James is head
of parts procurement.

H&V’s business model is to grow
multi-shop operations that focus on
providing excellent customer service
and performing quality repairs in a
timely and efficient manner.

Since taking on their first DRP
relationship with GEICO in 2006,
Tanchyk said the company has part-
nered with every major insurance
carrier in the industry, and that it’s
common to see a full-time insurance
adjuster daily in all the shops.

H&V employees regularly add or
look for products and equipment they
can depend on to help manage the
hundreds of repairs worked on weekly.

Five years ago, H&V and State
Farm sat down with CCC at H&V

Saratoga Springs and had a “meeting
of the minds.” They discussed the
shop’s needs in terms of a manage-
ment system and future processes
that would help the business continue
to prosper.

Soon after, H&V began using the
CCC ONE® Repair Workflow product.
Over time, the facilities incorporated
additional CCC ONE products after
realizing how beneficial they were.
Tanchyk said the Update Plus feature
allows timely updates with customers.

“We now use multiple CCC ONE
products in the H&V operation,” said
Tanchyk. “We have a really good re-
lationship with them and receive ex-
cellent support.”

In 2016, H&V began testing one
of CCC’s newest products—CCC
ONE Lobby—at the Troy location. An
iPad is set up on a floor stand in the
front lobby so customers can enter
relevant information about their vehi-
cle when they first enter the collision
repair facility.

The iPad is placed near a cus-
tomer care representative in case
there are questions or individuals re-
quire help filling out the information.

“Rather than a customer care rep-
resentative asking questions, in five
minutes or less, customers can type
in their information and the repair or
request is addressed more efficiently,”
said Tanchyk. This has been espe-
cially helpful when a staff member is
assisting a customer on the phone or
at the facility.

Once information is entered, the
details are synchronized with CCC
ONE Estimating software. Mean-
while, estimators are notified by a
flashing red light in the upper corner
of their computer screen.

“Now we know a customer has

arrived and the clock is ticking on a
repair,” said Tanchyk.

He said the CCC software not
only helps streamline the process,
but also reduces paperwork and
saves time normally spent rekeying
customer information.

“It’s a really sweet system,” said
Tanchyk. “Really simple, user-friendly
and efficient.”

He has also found that customers
across a wide spectrum of ages have
been receptive to the new self-ser-
vice process, which has modernized
their lobby experience.

“It assists us with our customers’
needs,” said Tanchyk. “I would defi-
nitely recommend it to other shops.”

By year-end, H&V plans to im-
plement the CCC ONE Lobby at all
seven locations.

“This is another example of H&V
embracing forward-thinking, progres-
sive types of systems that can make us
stand out, be better and most impor-
tantly, satisfy our customers’ needs,”
Tanchyk said.

Part of running a progressive
company, said Tanchyk, is offering
ongoing employee training to remain
competitive.

“It takes time, money and people
who care to be successful,” he said.
“I think we have that business model,
and our history demonstrates it.”

Tanchyk said that by incorporat-
ing forward-thinking products in their
business, such as the ones from
CCC ONE, H&V remains competi-
tive in the marketplace.

“The way vehicles are manufac-
tured today, unless you are a pro-
gressive company and training your
employees and using the right equip-
ment to repair these vehicles, you are
never going to survive,” he said.

Rich Tanchyk, assistant vice pres-
ident at H&V Collision Center, and
staff member Daphne Braun use
CCC ONE Lobby

Using CCC ONE Lobby, a customer can begin the check-in process
while a staffer is on the phone.

H&V Collision Center operates
seven locations in the Capitol
Region of New York.

by Autobody News Staff H&V Collision
Location: Capitol Region, NY
(518) 273-1834
http://handvcollision.com

Company At A Glance...

Type: Collision Repair

Facility Employees: 200+

In Business Since: 1973

DRP Programs: 15+

Number of Locations: Seven

Combined Production Space:
125,000 square feet

CCC Information Services, Inc. 
(800) 621-8070
222 Merchandise Mart Plaza, Suite 900
Chicago, IL 60654
www.cccis.com 
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When a shop is affiliated with a deal-
ership, repairing vehicles to OEM
specifications assumes a heightened
level of importance. Automark Colli-
sion in Farmington Hills, MI, along
with its new location in Bloomfield
Hills, provides collision repair serv-
ices for Erhard BMW, which owns
the shops in conjunction with body
shop manager Andrew Lekosiotis.
While the facilities repair all makes
and models, Automark Collision spe-
cializes in European imports and has
acquired OEM certifications through
BMW, Jaguar and Land Rover.

Although Automark Collision is
part of Erhard BMW’s network, the
shops operate separately.

According to Lekosiotis, “Our
highly skilled and trained technicians’
top concern is quality and giving our
customers a premium experience.
We want to do an excellent job and
return their vehicle to its pre-accident
condition so that it looks, drives and
smells the same. It’s important to
provide the customer with the repair
they want.”

When it comes to structural re-
pairs, Automark Collision relies solely
on its Sevenne frame benches from
Celette.

“When we first opened in 2004,
we bought a Celette bench and a
competitor’s product, but we had a
really bad problem with the other
bench within our first three months.
When we moved the car to the
Celette bench, the repair went per-
fectly, the fixtures lined up exactly,
and every alignment point married
precisely as when the vehicle was
manufactured,” Lekosiotis shared.
“When I’d done my research, I chose
the Sevenne bench because of its
dedicated fixtures and Celette’s ded-
ication to restoring the vehicle to its
pre-accident condition—but seeing
how the bench made our customer’s
car perfect again was an eye-open-
ing experience. We sold the other
machine because it was just taking
up space, and ever since, we’ve
used nothing else for our structural
repairs because we know Celette is
the best.”

Automark Collision has invested
in four Celette Sevenne frame
benches—two for each location—
and Lekosiotis feels the product has

dramatically helped his employees’
efficiency. 

“We merely measure the frame
damage and get the car on the
bench,” Lekosiotis said. “When we
fix a car with the Sevenne bench, we
know it is being done right and the
repair will be exactly the same the
first time around. There’s no guess-
work, so it speeds up the process
and takes less time to fix, allowing
us to be more productive and prof-
itable while improving the quality of
the repair.”

Training on the Sevenne bench
was also easy for Automark Collision.

According to Lekosiotis, “It was
a quick, almost instantaneous, im-
plementation process; it’s just a new
way to do things, but it’s a simpler
way to pull the structure of the vehi-
cle and measure it. Celette taught us
how to set up the fixtures where they
belong, and we were done.”

Lekosiotis has also had very
positive experiences with Celette’s
customer service team. 

“They’re fantastic, knowledge-
able guys, and they’re always avail-
able if we need anything,” Lekosiotis
said. “Our technicians absolutely
love Celette’s Sevenne bench and
never want to go back to the old way
of doing structural repairs. Celette’s
benches are easy to set up and use
under any conditions. We only use
Celette, whether there’s a small or
large amount of damage.”

Investing in the industry’s best

products and equipment is important
to Automark Collision because of the
dramatic increases in the complex-
ity of modern vehicle technology. 

Lekosiotis noted, “It’s becoming
harder to work on today’s vehicles
because they require more training
and awareness to properly repair
since vehicle structures are being
constructed from lighter metals. Tech-
nicians require more training, which
results in increased labor costs. This
trend is pushing more work toward
dealer networks, which are becoming
a driving force in determining how
cars should be repaired. Consumers
are more educated now, and due to
vehicle purchases being such a large
investment, many customers are re-
questing the use of new OEM parts
to ensure their car is repaired prop-
erly.

“Insurance companies are also
more involved in the repair process,
but as a result of consumer de-
mands and new technology, many
of the insurers we deal with are of-
fering different policies that provide
the customer with more choices re-
garding the parts used. However,
insurers are also pushing hard to
advocate their DRP facilities, which
may not be the best shop to per-
form the repairs. This is confusing
some consumers who aren’t certain
how to make the best decision, yet
their expectations are high because
they’re investing a lot of money in
their vehicle.”

Automark Collision opened its
second facility in Bloomfield Hills
in July 2017.

Automark Collision relies on Celette’s Sevenne frame benches for accu-
racy and to increase the speed of its repairs.

Automark Collision’s focus on
quality has led to constant invest-
ments in training and equipment
to ensure customers’ vehicles are
restored to pre-accident condition.

by Autobody News Staff Automark Collision
Location: Farmington Hills & 
Bloomfield Hills, MI
(248) 473-8100
www.automarkcollision.com

Company At A Glance...

Type: Collision Repair

Facility Employees: 38

In Business Since: 2004

Number of Locations: Two

DRP Programs: Two

Combined Production Space:
35,000 square feet

Celette
Bastien Dias Da Costa
(630) 396-6100
www.celette.com
1-800-CELETTE

Automark Collision Relies Exclusively on Celette
Sevenne Frame Benches
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To say that Edward Peña, owner of
North Texas Collision Center, is
driven to be one of the best opera-
tors in the state of Texas would be a
major understatement. Just 34 years
old and already the owner of two lo-
cations, Peña is not afraid to invest
his profits in new equipment and
training, and has plans of expanding
even further.

A consummate salesman, Peña
entered the automotive industry
from the accessory side in 2006
when a friend of his asked him to do
sales for his customization shop that
sold primarily tires, wheels, stereos
and custom paint on high-end cars.

“There was a body shop in the
same location, so I started seeing
what they were doing there and de-
cided that was something I wanted
to try,” Peña said. “After that, I
worked at a couple shops in the
Dallas area to learn the business
from several different perspectives,
and that’s when I decided to go out
on my own.” 

In the beginning, North Texas
Collision Center had two employees
working out of a 4,000 square-foot
facility, but by working 70-plus hours
weekly, the shop was repairing
roughly 100 vehicles every month.
Within just 18 months, Peña outgrew
his current location and moved into a
15,000-square-foot shop. Now, he
fixes 500 cars monthly and has 43
employees between his two loca-
tions.

Recently, the business cele-
brated its 10,000th repair, a shock-
ing number when considering the
company is only 4 years old. It has
been a wonderful journey, Peña
said, but bigger plans are ahead. 

“This is a huge market in the
Dallas area, and we believe that we
can expand as long as we do it the
right way,” Peña said. “We opened
our second shop in January of this
year and are gearing up to add two
more before the end of 2017. It’s an
exciting time and if we can expand
strategically, the sky is the limit.” 

Peña knows that to successfully
build his business, he needs to ac-
quire the proper equipment to repair
today’s vehicles, which is why he

ventured to Las Vegas last year to
hit the SEMA show with a definite
goal in mind. 

“I met with all of the equipment
companies and got bids and pro-
posals from each of them,” he said.
“I know that if I want to be consid-
ered a top shop, I have to have the
best equipment out there to return
these vehicles back to their OEM
standards. So, I did my research and
decided to go with Chief. We made a
significant investment with Chief and
couldn’t be more pleased with the
equipment, as well as the training
and support that we’re getting from
them.” 

Through his distributor Profes-
sional Collision Equipment (PCE)
and Chief itself, Peña purchased
equipment and accessories that in-
cluded two computerized measuring
systems with collet kits, rivet guns,
spot welders and an aluminum re-
pair station. Although he has had the
equipment for less than a year, Peña
said that his investment has already
paid for itself, especially when it
comes to the aluminum repair tools.

“We received training through
Chief and are currently pursuing an
I-CAR aluminum certification as
well,” he said. “We are already doing
a lot of aluminum work on Fords,
Hondas and Dodges, so we know
it’s a viable market and something
we will continually pursue. Some
shops invest in the equipment and
then let it sit in the corner of the shop

collecting dust, but our Chief alu-
minum equipment became a big part
of our production the same day we
got it.”

Another valuable thing that Peña
and his crew received when they
signed on the dotted line with Chief
was the company’s world-class train-
ing and support, Peña explained.

“The service from Guadalupe
Hererra at PCE is hands-on and
amazing, without a doubt,” he said.
“If we need any additional training or
have any questions about any of our
Chief equipment, they respond on
the drop of a dime. For a smaller
MSO like me, support and training
are what I’m focusing on, and that is
why we went with Chief. The service
is unbelievable and the initial train-
ing was excellent. They came to us
at the shops and now every one of
my technicians can operate the
equipment. Chief equipment is user-
friendly and the techs picked up on it
quickly, so it was easy to plug it into
our production system right away.”

With a bright future ahead at
North Texas Collision Center, what
are Peña’s long-term goals? 

“I have three sons and another
child on the way, so hopefully one or
more of them will want to take over
this business, because it is a good
industry with a lot of opportunity,” he
said. “With the technology changing
all the time, we want to be cutting-
edge, and Chief is going to help us
to get there.”

Every technician on the crew at
North Texas Collision Center is
adept at using all of their Chief
equipment.

Edward Peña recently invested in a wide range of equipment and
accessories from Chief with plans of adding new North Texas
Collision Center locations.

Peña is only 34, so he has a
bright future in collision repair
and hopes someday that one of
his children will take over the
business.

by Autobody News Staff North Texas Collision Center
Location: Arlington, TX
(682) 276-3307
www.ntxcollisioncenter.com 

Company At A Glance...

Type: Collision Repair

Facility Employees: 43

In Business Since: 2013

Number of Locations: Two

Combined Production Space:
40,000 square feet

Chief 
996 Industrial Drive
Madison, IN 47250
(800) 445-9262
www.chiefautomotive.com

Shop Owner Invests in Chief Equipment with an
Eye on Expansion
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The son of a Cuban refugee who
immigrated to the United States in
1968 to escape communism and
offer his family an opportunity at a
better life, Nivio Diaz, the second-
generation owner of D’Professional
Collision Center in Hialeah, FL, is al-
ways trying to make his business
better. To achieve this, he is always
looking for the best ways to repair
today’s cars to OE standards. One
of those ways includes his use of
DeBeer® Refinish WaterBase 900+
Series, a product that has allowed
him to succeed in a highly competi-
tive market.

In Florida, if you spray a water-
borne paint, you are unique—using
this type of paint is not currently the
norm there. While many collision re-
pairers throughout the Southeast
have recently stepped up to help the
planet by changing over to low VOC
or waterborne products, Diaz has
been using waterborne for years with
great results.

Always intrigued by cars, even
as a young child, Diaz has taken his
father’s shop that opened in 1983
and turned it into a Class A collision
repair facility that repairs approxi-
mately 200 cars every month.

“Over time we have established
best practices, which means we
never have to rush the work in order
to stay on schedule,” he said. “We’re
proud of the awards and recognition
we’ve received for excelling in cus-
tomer service and repair quality as
reported by our partners and cus-
tomers.”

When he isn’t running a busy
shop, Diaz is an avid cyclist who logs
almost 500 miles of riding every week
without exception, and sponsors his
own team that has competed in hun-
dreds of cities worldwide. He admits
that his love for the sport is extreme,
but that he is equally dedicated to his
business. Part of that is investing in
himself, his shop and his crew, Diaz
said.

“We credit much of our success
to the fact that we continually rein-
vest our profits back into the shop
whenever we can,” he said. “Our
customers have relied on D’Profes-
sional for over 34 years to accurately
diagnose the condition of their vehi-
cles and trust in our capability to
complete original equipment-speci-

fied repairs using in-house equip-
ment with certified technicians.”

After visiting other shops using
the DeBeer Refinish system, Diaz
decided to switch to DeBeer Refinish
from another waterborne product five
years ago.

“When we decided to research
the DeBeer Refinish waterborne
product, we liked everything it of-
fered, especially when measuring
profitability,” he said. “We also
wanted to be a more planet-friendly
company without skimping on the
quality, and we can do that with the
WaterBase 900+ Series. Waterborne
is a much cleaner paint and our
painters are comfortable with it, so
we’re in a very good place with De-
Beer Refinish.”

If you’re not familiar with the
DeBeer Refinish WaterBase 900+
Series, it is one of the most user-
friendly coating systems currently
on the market, featuring high-opac-
ity mixing colors to quickly create
amazing solid, metallic, xirallics and
pearl colors—something that Diaz
and his two painters are enamored
with.

“These new cars were all origi-
nally painted with waterborne, and
the DeBeer Refinish brand system
enables us to match those factory
finishes time after time,” Diaz said.
“When our customers come here to
pick up their vehicles, they’re thrilled.
So we’re as happy as can be with
DeBeer Refinish’s waterborne sys-
tem, and are pleased to be spraying
it.”

The DeBeer Refinish WaterBase
900+ Series allows his paint crew to
work efficiently and get the work

done on time, thereby improving their
cycle time.

After using a waterborne product
and seeing how it behaves in differ-
ent scenarios with a wide range of
vehicles and colors, Diaz can say
without hesitation that waterborne
will trump solvent every time.

“For us, it’s the only way to go,”
he said. “It’s so much cleaner, does-
n’t have the smell and there is zero
waste. We don’t ever get things such
as dye back and shrinkage. DeBeer
Refinish has a very streamlined fam-
ily of products. We like that too, be-
cause they have fewer toners and
clearcoats to deal with.”

When it comes to any product,
Diaz wants four things that any shop
should expect.

“It comes down to performance,
training, support and profitability, and
with DeBeer Refinish, we’re getting
all of that and more,” he said. “It’s not
all about price all the time, although
we are saving quite a bit. The sup-
port from the DeBeer Refinish team
is excellent too, but to be honest we
rarely need to contact them, because
the product and the system are so
good.”

Hoping to retire in a few years,
there is little chance that D’Profes-
sional Collision Center will become
a third-generation business, Diaz
said.

“I have four daughters and none
of them have expressed interest, so I
would like to sell the shop to my em-
ployees when the time comes,” he
said. “But, I still enjoy what I’m doing
and I like the challenge, so I am not
going anywhere at least for the im-
mediate future.”

D'Professional Collision Center is
a Class A collision repair facility
that repairs approximately 200
cars every month.

D’Professional Collision Center in Hialeah, FL, uses DeBeer® Refinish
WaterBase 900+ Series to succeed in a highly competitive market.

Shop owner Nivio Diaz looks for
four main things when it comes
to any product. He has found
them all with DeBeer® Refinish—
performance, training, support
and profitability.

by Autobody News Staff D'Professional 
Collision Center 
Location: Hialeah, FL 
(305) 825-1323

Company At A Glance...

Type: Collision Repair

Facility Employees: 32

In Business Since: 1983

Number of Locations: One

DRP Programs: One

Combined Production Space:
14,000 square feet

DeBeer® Refinish, 
A Valspar®Automotive Brand
600 Nova Drive, SE
Massillon, OH 44646
(800) 321-0672
www.de-beer.com
Facebook: @ValsparAutomotive
Instagram: @ValsparAuto
Twitter: @ValsparAuto
YouTube: @ValsparAutomotiveRefinish

Florida Collision Facility Relies on DeBeer®
Refinish WaterBase 900+ Series
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Repairing and restoring vehicles is
more than just a 9–5 job for Guillermo
Osorio, owner of Classic Vision Res-
toration in Burbank, CA�it’s his pas-
sion. During a typical day at the shop,
Guillermo and his son, Brian, may
work on a 1936 Bentley, a 1939 Lin-
coln Zephyr, a 1948 Delahaye and a
1971 DeTomaso Mungusta�all worth
at least $100,000.

Currently, the shop is focusing on
a one-of-a-kind project for the Pebble
Beach Concours d’Elegance, a pres-
tigious automobile charitable event
held at Pebble Beach Golf Links in
California. Vehicles are included in
the competition on an invitation-only
basis. Guillermo was asked to restore
a very rare 1940 Packard manufac-
tured by Rollson for the event. The
aluminum-bodied vehicle is believed
to be the only one in the world.

Guillermo has worked on vehi-
cles for the world-renowned event
for the past 12 years.

“It’s unbelievable to see these
types of cars and the restorations
around the world,” he said.

Over the years, Classic Vision
Restoration has been awarded two
Best of Show awards and six Best in
Class awards for vehicles Guillermo
has worked on for the event. In ad-
dition, the shop received awards at
the Santa Barbara Concours, New-
port Beach Concours, Rodeo Drive
Concours and Los Angeles d’Ele-
gance.

An immigrant from San Salvador,
Guillermo started as a painter’s helper
cleaning cars, stripping them down,
cleaning the metal and sandblasting
parts. Over time, he gained a reputa-
tion for doing extraordinary restoration
work.

After five years there, he took a
job as a painter for nearly a decade
at Hill and Vaughn, a car restoration
business owned by award-winning
race car driving legend Phil Hill and
his partner, Ken Vaugh. While work-
ing on high-end vehicles at the shop,
he learned the importance of utiliz-
ing top-of-the-line products. When
he opened Classic Vision Restora-
tion in 2004, he made it a priority to
put the same time, effort and quality
into his projects.

“I am the first person in the shop
and the last person in the shop
every day,” said Guillermo. “I want

to make sure everything is the way
people love to have it.”

An important part of this is utiliz-
ing top-of-the-line products for all
the vehicles that come into the
shop. He often finds customers ask
him to work on their cars even when
they have a simple fender-bender.

“They don’t want anybody else
to touch them, because I use the
same products and quality that I use
for the classics,” he said.

About five years ago, his paint
rep, G & M Paint, suggested that
Classic Vision try using Dominion
Sure Seal products in the shop.

“The competition is stiff out
there,” said Guillermo. “As a painter,
I have to test each product before I
can say, ‘Let’s use it for everyday
cars or for classic cars worth a mil-
lion dollars.’”

He was impressed with the
products and began using them on
some of the vehicles in the shop. He
quickly realized the products helped
him achieve excellent results, and
now uses them on a daily basis.

Some products he often de-
pends on are Dominion Sure Seal’s
Fast Dry Undercoating and Domin-
ion Sure Seal’s E-coat.

“I can use them on [all] vehi-
cles�everyday vehicles as well as
classics,” said Guillermo.

He has also found tremendous
benefits using Dominion Sure Seal
1K Aerosol INSTANT CLEAR COAT.

“The result I get when I spray is
very unique and gives me a great
finish,” said Guillermo.

The shop also uses Dominion
Sure Seal’s One Step Self-Etch pri-
mer.

“It goes onto bare metal, and you
can literally spray a good paint job
after using the primer,” said Guillermo.
“If you have to do a quick repair, the
self-etching primer is the product to
use, especially during emergencies
when you need to touch up parts.”

Because the self-etching primer
dries quickly, Guillermo said it also
helps save cycle time in the shop.
Since the product is so efficient, he
used it on the vehicle he worked on
for the Pebble Beach Concours
d’Elegance.

“We used it on the floor panels
of the car to seal anything that we
were going to put carpet on, and
also used it to spray in small areas,”
he explained. “We used Dominion
Sure Seal products on this vehicle,
everywhere we could, because of
the quality.”

His favorite part of the business,
according to Guillermo, is the chal-
lenge of restoring a vehicle back to
its original condition.

“Every car, from the beginning
to the end, has a different story,” he
said. “I’ve worked for people who
have cars that have been in their
families for 80 years. I want to see
their faces when I’m finished. It’s a
feeling I can’t describe. I’m dream-
ing and not waking up yet.”

After 30 years of working as a
painter, Guillermo’s son, Brian, has
joined the business.

“He sees the challenge and has a
good eye,” said Guillermo. “It’s the
greatest thing that can happen to any
father�his son enjoying his involve-
ment in the business. The reasons
why I wake up every morning are my
family and beautiful cars.”

Guillermo Osorio said his shop
depends on Dominion Sure Seal
E-Coat for everyday vehicles as
well as the classics.

Guillermo Osorio, owner of Classic Vision Restoration, was recognized
for his restoration work on the 1936 Silver Bentley pictured.

The shop also restored this 1969
DeTomaso Mungusta.

by Autobody News Staff Classic Vision Restoration
Location: Burbank, CA
(818) 840-0511
http://classicvisionusa.com

Company At A Glance...

Type: Collision Repair

Facility Employees: Six

In Business Since: 2004

Number of Locations: One

Combined Production Space:
6,000 square feet

Dominion Sure Seal
Larry Cook lcook@dominionsureseal.com
(800) 265-0790
www.dominionsureseal.com

Award-Winning Shop Depends on Dominion Sure Seal
Products for First-Class Results
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Gustafson Brothers Inc. Finds an Equalizer Tool
that Fits Every Situation

Gustafson Brothers Inc. in Hunting-
ton Beach, CA, is truly a one-stop
shop for automotive customers. The
12,500-square-foot collision repair
facility opened in 1971 and is co-lo-
cated with its 7,500-square-foot me-
chanical shop and 5,000-square-foot
training center and parts warehouse.
In addition to offering smog, brake
and lamp certification, the facility has
been servicing glass customers since
2007, thanks to its investment in sev-
eral indispensable Equalizer prod-
ucts.

Dave Baylor, Senior Production
Manager and Trainer for Gustafson
Brothers, explains, “As a body shop,
we saw an opportunity to expand our
service offerings by doing our own
glass. If you call a glass company to
remove glass, you usually wait until
the next day. That is a day of cycle
time lost, plus paying out money
that could stay in-house. We had to
cut cycle times and eliminate these
delays in the process. We also han-
dle broken windshield replacement,
which is not normally part of the col-
lision repair world.

“We started with Equalizer back
in 2007 by building our initial glass
tech tool box and continued to add to
it as we discovered additional tools
that we needed. We use numerous
cutout tools, including the Viper and
Python, depending on the applica-
tion, and in conjunction, we use the
squire wire and rip cord – they make
such a nice cut without damaging the
pinch weld. We also have quite the
assortment of hand tools from Equal-
izer, such as urethane guns and cold
knives. Equalizer seems to have
something that fits every situation!”

Baylor also praises the customer
service he has received from Equal-
izer, noting that he receives great
support and a quick response when-
ever he has problems or questions. 

“They have been at it for so long
that whoever you talk to has the
knowledge and expertise to help,”
he said. “We have tried other prod-
ucts and still have them around here
somewhere, but I cannot even tell
you the brands because we do not
use them often enough.”

Although the Gustafson Brothers
faced some initial reluctance from

their technicians when switching to
Equalizer’s products, Baylor recalls,
“Once they got used to doing some-
thing new and gained proficiency,
everything fell right into place. Now
they love the products, and they all
have Equalizer catalogs in their
boxes.”

Founded in 1971 by John and
Frank Gustafson, who originally
began repairing neighbors’ cars in
their father’s garage, Gustafson Bro-
thers Inc. has evolved into a home
for 24 collision repair employees
who repair an average of 250 vehi-
cles monthly.

The collision repair facility is cer-
tified through Honda and Acura’s
ProFirst program, plus it is certified
for GM, Chrysler and Nissan through
Assured Performance. Additionally,
two of their technicians are certified
for glass repairs. 

One of the things that separates
Gustafson Brothers from the compe-
tition is the shop’s focus on training
and education. 

According to Baylor, “We have
built a training center plan to aid in
training technicians for our industry.
The first wave will be for our shop,
but we are not stopping there! All
shops are hurting for properly trained
techs, and we want to help with that
as well.”

Baylor feels that continuous
training is imperative because “ve-
hicles are losing a certain amount of
standardization. One manufacturer
might want adaptive cruise cali-
brated one way, while another OEM
wants it done a different way. With
all of the different technology going
into cars, that problem gets worse,
increasing the importance of ensur-
ing our shop’s employees have the

necessary knowledge to safely re-
pair any of these vehicles.”

Focusing on current technicians
is not the only way this shop empha-
sizes the importance of proper train-
ing. John Gustafson is also closely
involved with automotive program
administrators at the local commu-
nity college, providing input on what
the industry is seeking in a technician
to give them a better idea of what
they should be teaching.

Baylor believes the current tech
shortage that the industry is experi-
encing is related to its poor reputa-
tion. 

He explains, “This reputation of
a dirty old shop does not appeal to
the younger crowd, so there is no
new talent coming in. But the older
technicians are still going to retire at
some point, and there will be noth-
ing to fill the void if we do not act to
correct it.”

Gustafson Brothers’ partnership
with local training programs allows
them to help correct some of these
misconceptions. 

Baylor states, “We have a cou-
ple of UTI students working for us
on a part-time basis while attending
school, and in June, we began the
first of what we hope to be many ap-
prenticeship programs where we
train four students at a time for 10
weeks through classroom, lab work
and real-world shop work to prepare
them for work in the collision repair
industry.

“We are also offering a ‘Summer
Boot Camp’ to young adults that will
teach the basics of how cars work.
Hopefully, the apprenticeship pro-
gram and the boot camp will help al-
leviate that problem, starting with our
local market.”

Gustafson Brothers partners with
local collision repair programs
and provides internship opportu-
nities through its onsite training
center to prepare the next
generation of collision repair
professionals for success.

Gustafson Brothers offers automotive customers a one-stop shop with
collision repair and mechanical services available at one location.

Equalizer products allow
Gustafson Brothers to repair
glass in-house. Here, a glass
technician removes the gate
glass on a Honda Odyssey
using the Equalizer Viper.

by Autobody News Staff Gustafson Brothers, Inc.
Location: Huntington Beach, CA
(714) 756-0366
www.gustafsonbros.com

Company At A Glance...

Type: Collision Repair / 
Mechanical Repair

Facility Employees: 74

In Business Since: 1971

Number of Locations: Two

DRP Programs: Three

Combined Production Space:
20,000 square feet

Equalizer
Monique Stearns
800-334-1334
www.equalizer.com
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12 Years Later, CARSTAR Atlantic Owner Says GFS
Booth Still “Superior” to Competitors

CARSTAR Atlantic Collision Center in
Lowell, MA, is a family-owned shop
that has been in business for 38
years, and a part of the CARSTAR
franchise for 28 years. The Blaisdell
family also owns a second CARSTAR
Collision Center in Fitchburg, MA.

One reason the two locations, re-
ferred to as CARSTAR Atlantic, have
remained successful businesses for
so many years is because they use
efficient, high-quality equipment.

“We bought the Global Finish-
ing Solutions (GFS) booth about 12
years ago, and the quality of the
booth at that time was far superior
to anybody else’s,” explained shop
owner Justin Blaisdell. “The booth
has dual-skin insulated walls and
better exhaust equipment.”

Justin co-owns CARSTAR At-
lantic with his father, Gary, and his
two brothers, Corey and Randy.
When the Blaisdells looked to up-
grade their equipment in the newer
store, he did the same thing he did
12 years ago.

“I went to a lot of local stores and
looked at all the local vendors and
reps who sold equipment. GFS was
still superior in my opinion,” Justin
said. “I purchased an Ultra XC Paint
Booth and Ultra XD Mix Room for
our newer location.”

He said that his productivity has
certainly improved thanks to his GFS
equipment.

“It’s hard to put an exact number
on it as far as efficiency, because
when jobs are cleaner you don’t have
to polish the work as much,” he ex-
plained. “But baking is much better—
the airflow of the booth and the heat
and technology has made it so paint
jobs come out fully baked a lot faster.”

Justin stated that they’re very
proud to be part of the GFS family. 

“GFS partners with an exten-
sive, experienced distribution net-
work to ensure their customers have
access to local support,” said Troy
Volbrecht, Territory & National Ac-
count Manager with GFS.

Justin added that he has a strong
relationship with his personal GFS
distributor, Rob Mercier of Collision
Center Design.

“Rob did a fantastic job,” he said.
“He is extremely knowledgeable and
a great person to be selling GFS
products.”

Another major reason for CAR-
STAR-Fitchburg’s stamina in the in-
dustry is its well-trained, passionate
staff. 

“We have an incredibly young
crew with a ton of energy,” said Justin.
“Everybody wants to learn the new
techniques.”

Even though Justin, like many
owners, agrees that it can be diffi-
cult to find top techs, he has figured
out a way to deal with the issue.

“We’ve had a lot of success in-
vesting in local technical schools,
as well as hiring from other indus-
tries,” he said. “The two schools
we’ve invested in the most are
Montachusett Regional Vocational
Technical School and Noshoba Val-
ley Technical School”

Justin explained that the collision
repair students at the local technical
high schools can start working and
getting paid in the industry their jun-
ior year if they earn strong enough
grades.

“They’re able to switch off be-
tween one week of work and one
week of classes,” he added. “So,
when they graduate they already
have a two-year advancement in the
industry with real-life experience.”

Blaisdell went on to say that a lot
of owners struggle to find technicians
who have an “owner mentality,” but
he doesn’t see that as a necessity for
his hires.

“Sometimes they just want to be
a technician without worrying about
owning a store, which means they’re
probably not going to have the same
drive you had when you were in their
position,” he explained. “But I don’t
think that’s a bad thing. I look at it as

someone we can work with who
wants to stay in the position and isn’t
going to open a store down the
street. It’s a win-win for us and the
employee. This does not mean that
they are not efficient either. It means
they want to work hard, get great pay
and then go home.”

In order to keep his crew up-to-
date on the constant influx of new
technology, Justin has manufactur-
ers come to the shop and demo
tools and techniques.

“We invest time and money into
training, but the reimbursement part
can be a little bit more difficult,” he
said. “Insurers want to keep things
even keel, even though technology
advancements and purchasing pro-
ducts have become the norm.”

Apart from training and technol-
ogy, Justin also stressed the impor-
tance of investing in customers.

“The best form of marketing for
us, as well as our number one focus,
is the customer,” he said. “If we do a
really good job with the customer,
they tell their friends, they keep com-
ing back, they give us good reviews
online, and so on.”

Justin said CARSTAR Atlantic
also donates to local sporting events,
schools, and charities to stay in-
volved with the community.

“We do some ground marketing
as well, but none of that pays off as
much as taking care of the customer
who comes in the door,” he added. 

Investing in high-quality equip-
ment, an excellent crew, training in
new technologies and maintaining
customer relationships have led to
long-term success for the Blaisdells
and CARSTAR Atlantic.

(l to r) Justin Blaisdell, Chad
Perry, and Gary Blaisdell pose
inside the GFS Ultra XC Paint
Booth.

The Blaisdell family (l to r): Randy Blaisdell, Angel Blaisdell,
Gary Blaisdell, Corey Blaisdell, and Justin Blaisdell

CARSTAR Atlantic Collision Center
in Fitchburg, MA.

by Autobody News Staff CARSTAR Atlantic
Collision Center
Location: Lowell & Fitchburg, MA
(978) 458-0888
www.carstar.com/locations/
ma/fitchburg-15075

Company At A Glance...

Type: Collision Repair

Facility Employees: 40

In Business Since: 1979

Number of Locations: Two

Combined Production Space:
22,000 square feet

Global Finishing Solutions
Troy Volbrecht 
(800) 848-8738  
autorefinishsales@globalfinishing.com
www.globalfinishing.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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Baker Collision Express Achieves Success with
Faith and GYS Welders

The original Baker Collision was
founded in Mansfield, OH, in 1952 by
Mervin Baker, who learned the trade
from his brother-in-law who had just
returned home from World War II. His
daughter now runs the Ohio shop,
but in 2011, Mervin’s son, Larry
Baker, relocated to South Carolina,
opening Baker Collision Express in
Irmo before expanding his operation
to include shops in Lexington and
Columbia, SC, where his son and
daughter both have active roles in the
business.

Since beginning work in the colli-
sion repair industry in 1977, Larry
Baker has achieved a great deal of
success in his business, which he
credits to his religious beliefs.

“My faith has played a large part
in my business and its success. I try
to be true to my faith in Jesus and fol-
low his principles of respect, dignity,
honor and love by treating others the
way I want to be treated. That in-
cludes everyone from my employees
to vendors to customers; treat them
right, and hopefully, it will bring suc-
cess,” Baker said.

Baker’s philosophy extends to
the way he views customer service,
and the value of treating people well
is evident by the fact that 35-40 per-
cent of his customers return to Baker
Collision Express for their future auto
body needs.

“When shops do a lot of volume,
they have a tendency to start pro-
cessing people, but we take customer
service seriously,” Baker explained.
“Your view of people and your inter-
actions with them make you stand
out, because people can tell if you
care or if you’re just trying to turn a
buck. Making money is a by-product
of doing business well. You lose your
focus on the customer if you see mak-
ing money as the top priority.”

This emphasis on customer serv-
ice is one of the many reasons Baker
looks to GYS Welding USA for his
welding equipment.

He said, “I work directly with GYS
owner Mike Hildebrand, and he takes
great care of me. We’ve had no prob-
lems with any of GYS’ equipment,
and it was very easy to implement.
GYS did a wonderful job training my
employees, so they were ready to use
the equipment immediately. The tran-
sition was seamless. My technicians

love our GYS products because it
makes their jobs easier.”

Baker Collision Express began
using GYS Welding’s best spot wel-
ders and pulse welders in all three lo-
cations during the fall of 2015. Baker
has also invested in a dent system
from GYS.

According to Baker, “You can see
by looking at the water-cooled equip-
ment that it’s high quality, and I feel it’s
much better than other options on the
market. It is definitely much easier
and faster than plug welding which
we did before, and which did not truly
replicate the factory weld like GYS
welders do. You simply squeeze the
trigger, spot weld it, and that’s it—it’s
much faster and better! I’m very
pleased with the equipment from
GYS Welding, and I’m grateful for
the opportunity to share my experi-
ences with other people. I highly rec-
ommend GYS’ products!”

With 40,000 square feet of pro-
duction space between the three lo-
cations, Baker Collision Express re-
pairs an average of 500 vehicles
monthly. In addition to being I-CAR
Gold certified, all three South Car-
olina facilities have been OEM-certi-
fied by Honda/Acura, Nissan, Infiniti,
Chrysler, Jeep and Ford (including
aluminum).

Their use of GYS products has
also been helpful since they comply
with most OEM certification require-
ments. The shops service three DRPs
and spray with Spies Hecker paints.

Beyond complying with all EPA
guidelines, Baker Collision Express is
very environmentally conscious and
involved with its community. Baker
Collision in Ohio has donated 15 cars
to Recycled Rides, and now Baker is

excited that his South Carolina shops
are preparing to donate their first Re-
cycled Ride to a local veteran this fall. 

“We support community efforts
and are heavily involved in the greater
good of our community because it’s
important to make where we live a
better place,” Baker said.

Looking at advancements made
in the collision repair industry, Baker
said he feels the biggest game chan-
ger is the technology coming out in
new cars, such as advanced safety
features and autonomous vehicles.

“Shops need to pay close atten-
tion and elevate their training and
equipment,” he said. “Changing tech-
nology is one of the reasons GYS
welders are so high-tech and meet
OEM certification requirements—I
call them ‘smart welders’ because
they measure and gauge metal thick-
ness automatically.”

He said the industry has gone
nearly unchanged for half a century,
but we will see more change in the
next five years than in the past 50. 

“Cars are stronger and lighter
with more technology, and that’s
only increasing,” he said. “There’s
more code in 2017 vehicles than in
an F-15 fighter jet! Everyone’s talk-
ing about it, but we need to do more
than just talk—we need to accom-
modate it because these technolog-
ical advancements will require more
training and equipment to properly
repair vehicles.”

When asked about problems
he’s noticed in the industry, Baker
responded that they have none, be-
cause it’s all about perspective.
. ”Instead, we have learning op-
portunities that we use as triggers
for improvement,” he said.

Baker’s belief in treating everyone
with respect and dignity extends
from his employees to his vendors
to his customers.

When Larry Baker moved to SC, he first opened a shop in Irmo before
expanding to open locations in Lexington and Columbia.

Employees at Baker Collision
Express are happy with GYS
welders, which make it easier
for them to perform a high
quality repair.

by Autobody News Staff Baker Collision Express
Location: Irmo, SC
(803) 407-5288
www.bakercollisionexpress.com

Company At A Glance...

Type: Collision Repair

Facility Employees: 52

In Business Since: 1952

Number of Locations: Three

DRP Programs: Three

Combined Production Space:
40,000 square feet

GYS Welding USA
Mike Hildebrand
(636) 405-2800
www.gysweldingusa.com
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Brendan’s Collision
Chooses Lusid

Lusid Technologies is proud to be partnered with 
Brendan’s Collision and their local jobber Black 
Horse Auto Body Supply.

Lusid, Brendan’s Collision and Black Horse Auto 
Body Supply are all committed to excellence. They 
all share the core values of honesty, integrity and a 
'can do' attitude. Being close to customers and 
treating them more like family can be a rare 
combination. Brendan’s Collision is living proof 
that 'fair trade practices' still breed success in 
today's tough business world.

Many thanks for your business Brad, we wish 
you and your team success with a long and 
prosperous future.
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When you’re in the very competitive
market of collision repair, you have
to find a way to separate yourself
from the other shops down the
street. One way of doing that is by
using a superior paint. Of course,
you need to apply it correctly and
learn the nuances of the product,
but if you can find a reliable paint
that is easy to use, it can make your
life a whole lot easier.

These are the thoughts of Brad
Kelly and his father, Gene, who op-
erate Brendan’s Collision in Haver-
town, PA, in a small market where
there are multiple shops on every
block. By refining their processes
and striving to be a better shop, they
stay busy while repairing 50-75 cars
monthly.

One product that the shop em-
braced roughly a year ago is     Gen-
Rock, a European polyester resin
paint system manufactured by Lusid
Technologies. By switching over to
GenRock, they are winning in three
ways: by getting better color matches,
saving significant amounts of money
and using less paint overall.

Kelly, 42, worked in the shop for
nearly 15 years as a technician be-
fore officially taking over the busi-
ness from his father in 2015.

“I wanted to learn the other side
of the business, so one day I just
changed hats and went into the
front office, writing estimates, deal-
ing with the insurance companies
and customers and everything else
involved,” he said. “Since I feel more
comfortable working with comput-
ers, it was a good move and one
that I am happy I made.”

One thing that both Brad and
Gene are most concerned about is
keeping their operational costs down
without affecting repair quality or
cycle time.

“It seems like the prices of
everything are always going up, so
we have to stay on top of all the
costs and where the money is
going,” Kelly said. “With our former
paint provider, we were running
into some technical support issues
and a few color match problems
while their prices were going up.
So, we reached out to our jobber
and began the process of looking
around for a better solution.”

The jobber that Kelly is referring
to is Black Horse Auto Body Supply
of West Chester, PA, a company
that represents Lusid Technologies
throughout Delaware County. Vice
President John DiMino, Jr. helped
Brendan’s Collision by providing
them with a detailed price compari-
son involving all of the major paint
companies available.

“When Brad and Gene saw the
numbers, they could see the ad-
vantages of using Lusid Technolo-
gies,” DiMino said. “They are saving
at least 30 percent while getting
precise color matches, and the cov-
erage is exceptional.”

With more than 70,000 unique
formulations available, Brendan’s
Collision is able to achieve superior
color matches with Lusid’s 4-Angle
Spectrophotometer that they could
not accomplish with their former
brand.

“We get a fair amount of high-
end cars here, and that is when we
really need to be able to accurately
color match these colors on these
newer vehicles,” Kelly said. “Our li-
brary of chips is extensive and the
digital camera system that Lusid
Technologies gave us is a great tool.”

When Kelly shows his cus-
tomers their newly painted vehicles,
he and his crew are anxious to see
their happy faces and in some
cases, shocked expressions.

“The finished product is pretty
amazing,” Brad Kelly said. “We don’t

need to polish the cars a lot, which
saves us time and helps us when
we’re jammed and pushing to get the
cars out on a busy Friday.”

Once they agreed to make
Lusid Technologies their new paint
provider, the training and support
that the shop received through
Black Horse Auto Body Supply was
quite helpful, according to Kelly.

“John Panto, our Lusid techni-
cal rep, came down to the shop to
train our crew and demo the prod-
uct line on several vehicles that
were all ready to be painted. They
worked closely with our painters and
showed them the ins and outs of the
product, and within 1-2 days it was
like old hat already,” he said.

Gene Kelly, 68, is a 30-year vet-
eran technician and has been a
shop owner since 1999, so he has
seen the collision industry long be-
fore the existence of DRPs or low
VOC paints. He didn’t dance around
any topics he was asked, including
about his new paint and its capabil-
ities.

“Yes, the industry has changed
in a lot of ways, but by stressing
customer service and working with
good vendors such as Lusid Tech-
nologies, we have been able to
keep our customers and the insur-
ance companies happy. When they
come to pick up their vehicles and
we see their reactions, it reinforces
our decision to work with Lusid,” he
said.

Brendan’s Collision is able to
match colors on today’s newer
vehicles thanks to Lusid Technol-
ogy’s 70,000 unique formulations.

Lead Painter Javier Gonzalez at Brendan’s Collision uses 4-Angle
Spectrophotometer to achieve superior color matches.

Brad Kelly (left) and his father,
Gene, run the show at Brendan’s
Collision.

by Autobody News Staff Brendan's Collision
Location: Havertown, PA
(610) 446-4744
www.brendanscollision.com

Company At A Glance...

Type: Collision Repair

Facility Employees: Seven

In Business Since: 1999

Number of Locations: One

DRP Programs: Six

Combined Production Space:
7,500 square feet

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

Father and Son Shop Operators Agree that Lusid
Technologies is a Triple Win
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Bruce Bentley is a second-genera-
tion shop owner who started working
for his father full-time after graduat-
ing from high school in 1978. Today,
Bentley’s Body Shop serves the tiny
town of Mount Sterling, KY, (popula-
tion 7,000) out of a 7,500-square-foot
shop and employs seven people. He
fixes primarily American cars and
paints them all with the Matrix® Auto-
motive Finishes MPB Low VOC Com-
pliant Basecoat because it is saving
him money without sacrificing an iota
of quality. The finished product con-
sistently impresses Bentley and more
importantly, his painter loves using the
system.

Bentley, 56, learned the business
from his father, Glen, before retiring
and handing the shop over to his son
seven years ago.

“Back when my dad started, if
you were a body man, that meant
you did both body and paint your-
self,” he said. “He worked hard and
taught me a lot about the business
and life in general. I started out doing
disassembly and eventually learned
every aspect of the business, just
like him. My father retired in 2010
and passed in 2014, so he had a
great career in this industry. I credit
my success to him.”

Many things have changed in
the body shop world since Bentley
entered the industry almost four
decades ago, but cutting costs is al-
ways a constant battle, he said.

“The technology has changed
this business in a lot of different
ways, but running a small independ-
ent shop like ours is still not easy,”
he said. “We have problems finding
good, skilled people in this area to
work for us, and with taxes and in-
surance, it gets more and more ex-
pensive to hang in there.”

Switching to the Matrix system
four years ago turned out to be a
smart move, especially from a fi-
nancial standpoint, Bentley said.

“We’re saving money, and that’s
the bottom line,” he said. “We were
going through about $9,000 every
month on average, and now we’re
spending around $4,000 and paint-
ing roughly the same amount of cars.
When you add in all of the great mix-

ing toners and their clears, it was just
so much more cost-effective, so it re-
ally was an easy decision to switch
to Matrix.”

The conversion over to the Ma-
trix MPB Low VOC Compliant Base-
coat was also effortless and seam-
less for his painter, Michael “Dag-
wood” Daugherty. One day, he was
assembling an enormous multi-level
sandwich at lunch, prompting the
Dagwood sandwich-inspired nick-
name. He loves spraying Matrix al-
most as much as he likes a BLT now
and again.

“This product is forgiving and
easy to work with, so when we started
using it, it was like something we were
already familiar with,” Daugherty said.
“The application is simple and the
basecoat covers well, so it’s business
as usual. I’ve worked with a lot of the
major brands over the years, and Ma-
trix is right up there at the top of the
list.”

Daugherty is able to hit most
color matches dead-on without wrest-
ling with them or guessing, simply by
using the Matrix AccuShade® Inter-
mix Paint System. Featuring the Ac-
cuShade® Formula Retrieval System
along with domestic and import color
books and a high-performance line of
toners and pearls, Bentley is able to
achieve accurate color mat-ches time
and time again.

“Sure, we run into issues with
some of these colors every once in a
while, but overall Matrix’s color chips
are accurate and match up well,” he

said. “We don’t have to spend a lot
of time toning and doing extra stuff
to get them to match, which is nice.”

Matrix Automotive Finishes was
the very first aftermarket automotive
paint manufacturer to successfully
formulate, manufacture, distribute,
and bring to market a complete line
of advanced technology paint and
coating systems to professional re-
finishers nationwide, according to
the company’s website. But when
Daugherty and his prepper are paint-
ing a car with Matrix, all they really
care about are things such as cover-
age and the finished product.

“A good paint will make your life
easier and can make you look like a
great painter,” he said. “But a subpar
product can make your life miser-
able. We don’t have time to worry
about the paint, and Matrix helps us
do that. We can concentrate on
doing a great job and not worry about
re-doing work, which is the only way
to travel.”

Does Bentley have an exit plan
for when retirement comes around?

“The plan is to work for nine
more years and then step down, if it
all works out,” he said. “The collision
repair industry has been very good
to me, and I surely can’t complain.
But at some point, I would love to just
fish with my grandson and catch
some nice bigmouth bass. I have two
daughters who are not interested in
this business, so who knows what
the future will hold, but it’s been a
good run and it sure ain’t over yet.”

Bentley’s is a second-generation
body shop that recently cele-
brated its 55th anniversary.

Bruce Bentley, the owner of Bentley’s Body Shop, uses Matrix®

Automotive Finishes MPB Low VOC Compliant Basecoat because
it is saving him money without sacrificing quality.

For precise color matches,
Michael “Dagwood” Daugherty,
the painter at Bentley’s, relies on
the Matrix AccuShade® Intermix
Paint System.

by Autobody News Staff Bentley’s Body Shop
Location: Mount Sterling, KY
(859) 498-5628

Company At A Glance...

Type: Collision Repair

Facility Employees: Seven

In Business Since: 1962

Number of Locations: One

Combined Production Space:
7,000 square feet

Matrix® Automotive Finishes 
A Valspar Automotive Brand 
600 Nova Dr., SE
Massillon, OH 44646
(800) 321-0672
www.matrixsystem.com
Facebook: @ValsparAutomotive
Instagram: @ValsparAuto
Twitter: @ValsparAuto
YouTube: @ValsparAutomotiveRefinish

Matrix® Automotive Finishes MPB Low VOC
Compliant Basecoat Serves KY Shop Well
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Some second-generation body
shop owners aren’t particularly en-
amored with the collision industry
initially, but over the years they
learn to love and embrace the fam-
ily business and go on to achieve
amazing things. Many sons and
daughters grow up in a shop envi-
ronment and take to it instantly, but
in this case, Tony Perrino, the sec-
ond-generation owner of Action
CARSTAR Auto Body and Frame in
Euclid, OH, left the industry for a
short period of time to pursue an-
other opportunity. But he soon re-
turned to assist his father with the
growth of the shop due to increased
volume and the demand for per-
sonnel.

“I was 23 years old and decided
it was time to learn the business,”
Perrino said. “So I started estimat-
ing school, and that’s when I de-
cided this is where I belong. That’s
where it all began.”

One day, the manager at Action
CARSTAR Auto Body & Frame was
fired, and Perrino’s father made a
quick decision.

“He told me that I was going to
be the new manager, and there was
really no other choice at that point,”
Perrino said. “He said ‘You’re it,’
and it ended up being a good deci-
sion, but it definitely was a little
scary initially.”

When Perrino obtained the
shop, it was producing $1.2 million
annually. As of today, the shop is re-
pairing 120 cars a month and earn-
ing $3.4 million annually. 

It has been a good run, but Per-
rino said that it’s only the beginning.
He credits some of his success to
adopting new and innovative tools,
techniques and equipment to take his
company to the next level. Going on
its 20th year as a CARSTAR facility,
Perrino relies on CARSTAR to help
him with his production processes
and to attain valuable direct repair re-
lationships with a wide range of in-
surance companies, among other
things.

“Talking to top CARSTAR shop
owners from all over the country is a
big deal because I can get straight
answers that I wouldn’t be able to
get from my local market,” Perrino
said. “It’s a great mix of single-shop

and multi-shop owners, and by tap-
ping into their experience, it’s been
invaluable to me and my business. I
wouldn’t be here without them.”

Another smart move that Per-
rino made a short while ago was his
purchase of a Matrix Wand and in-
stallation of it into his production, a
decision he made only after being a
little skeptical initially.

“I saw a demonstration video
about the Matrix Wand just briefly,
maybe two years ago, at a trade
show. My first impression was that it
was another tool that would sit in the
corner of my shop,” he said. “So, I
passed on the Matrix Wand the first
time, to be honest. But, after looking
at it a couple more times, I saw the
benefits and realized that the Matrix
Wand is the way this industry is
going, and we didn’t want to get left
behind. When we found out that the
Matrix Wand is part of the Special
Tools and Equipment Program for
Honda/Acura, we were thrilled. As a
Honda ProFirst shop, we have to be
at the cutting-edge of everything we
do, and having tools like the Matrix
Wand can help us get where we
want to be.”

Quickly, the Matrix Wand be-
came an integral part of everyday
activity at Action CARSTAR Body &
Frame.

“By using the device up-front be-
fore the repair, we are saving a ton
of time,” Perrino said. “If the bumper
comes off, we scan it with the Matrix
Wand to see if there was any move-
ment. You would be surprised what

moves the structure of a car—just by
being hit in the bumper. That’s why
we scan them up-front and post-re-
pair. It helps us with our blueprinting
process, because we can now see
clearly whether or not we have to put
the vehicle up on the rack. The Wand
measures more than structural dam-
age.  We measure OEM parts, after-
market parts and used parts to
confirm proper fitment.  One fantas-
tic feature is the Wand easily meas-
ures sensor mounting locations and
sensor brackets. Accurate locations
and angles are verified, and now will
calibrate the first time.”

Perrino is enthused about the
Wand’s discovery of suspension is-
sues that were nearly impossible to
find before.

“We like the fact that it gives us
the ability to diagnose suspension
damage right away, so that we can
get the correct parts to fix the sus-
pension as soon as possible,” he
said. “By using the Matrix Wand,
we’re saving 1–2 days on a car with
suspension damage, because we’re
not waiting around for the parts by
ordering them at the beginning of
the repair.”

Overall, Perrino is delighted
with his Matrix Wand, a device that
has already paid for itself several
times over, he said.

“The Matrix Wand has us work-
ing smarter, so it helps our cycle
time and strengthens our relation-
ships with the insurance compa-
nies,” he said. “So it’s been a huge
plus for us!”

To be a top shop both locally and
nationally, Action CARSTAR Auto
Body and Frame employees want
to use the best equipment in the
world, which is why they value
their Matrix Wand.

Tony Perrino, the owner of Action CARSTAR Auto Body and Frame in
Euclid, OH, can’t imagine work life without his Matrix Wand.

Currently, the shop is repairing
120 cars a month and earning
$3.4 million annually.

by Autobody News Staff Action CARSTAR
Auto Body & Frame 
Location: Euclid, OH 
(216) 486-6161

Company At A Glance...

Type: Collision Repair

Facility Employees: 16

In Business Since: 1982

Number of Locations: One

Combined Production Space:
15,200 square feet

Matrix Electronic Measuring, Inc.
(800) 424-8023
matrix@thematrixwand.com 
Website: www.matrixwand.com

The Matrix Wand is Doing Magical Things for
Action CARSTAR Auto Body & Frame
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Mobile Environmental SolutionsMobile Environmental Solutions
The leading U.S. provider of Portable Mobile Paint Booths with 

advanced technology air!ow for the collision repair industry.

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

Finally, a Portable Mobile Paint Booth created 
tto make your paint business e!cient and pro"table.

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

Positive Pressure Cross Flow Filtration

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

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

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

Perfect for mobile technicians or over"ow in 
bodyshops

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

CALL TODAY 888-321-1320

www.mobileenvironmentalsolutions.com

See us at SEMA
 Booth # 50427

in the Performance Pavilion.
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As one of four busy dealership shops
owned by the same Arkansas corpo-
ration, it is important for Waxahachie
Autoplex in Waxahachie, TX, to be
creative when strategizing ways to in-
crease business and revenue. The
100,000-square-foot collision repair
facility employs 36 industry profes-
sionals who repair more than 500 ve-
hicles each month, while also offering
onsite unpainted dent repairs and
storage for total loss vehicles. They
also provide small repairs and paint
touch-ups off-site with the use of their
portable paint booths, manufactured
by Mobile Environmental Solutions.

As part of their devotion to ensur-
ing a high-quality repair and superior
customer service, Waxahachie Auto-
plex uses the collision repair indus-
try’s best tools and equipment, in-
cluding Chief frame equipment, Car-
O-Liner’s aluminum workstation and
spot welder, and Mobile Environ-
mental Solutions’ portable paint
booths. In 2015, in order to meet
their customers’ needs, Waxahachie
Autoplex purchased a portable paint
booth to use for its mobile, off-site
touch-up work.

“The product is easy to use,
which means more productivity and
profitability,” said Waxahachie Auto-
plex Platform Manager Jon Parker.
“Using this product has increased
our business by giving us more op-
portunities to repair and paint a
larger number of vehicles off-site,
thus giving us increased revenue. It
has been so beneficial that we re-
cently purchased a second booth—
a newer model.”

Mobile Environmental Solutions
is proud to offer the only mobile paint
booths made in the United States,
allowing shops to achieve a clean,
uncontaminated working environ-
ment wherever needed. The com-
pany offers a variety of different
sizes for its paint booth customers,
as well as an unpainted dent repair
booth and even custom-built booths.
The product is easy to transport and
erect, going from bag to booth in
mere minutes, and Mobile Environ-
mental Solutions offers a one-year
limited manufacturer warranty.

When Waxahachie Autoplex
made the decision to purchase a

portable paint booth, Mobile Envi-
ronmental Solutions provided the
necessary training to get employees
started. Since then, they have not
experienced any problems with the
product.

“Our employees like this product
and use it every day,” Parker noted.
“The booth has held up very well in
the environment that it is subject to.”

Mobile Environmental Solutions’
portable paint booths are also de-
signed to aid with environmental
compliance, as the booths’ exhaust
filters exceed the required 98 percent
capture efficiency by using advanced
technology airflow with positive pres-
sure cross-flow filtration. Intended to
promote efficiency and profitability,
the booths are EPA certified and
OSHA airflow compliant in addition to
being compliant with NFPA’s 701
rule.

Taking care of the environment
is vital to Waxahachie Autoplex. The
shop follows all EPA regulations for
removal of hazardous waste, and
Mobile Environmental Solutions’
portable paint booth ensures that
they are protecting Mother Nature
even when they work off-site.

“We use both waterborne and
solvent-based paints from Axalta,”
Parker said. “We use the solvent-
based paints in the mobile units be-
cause it dries faster without heat,
whereas the waterborne paints re-
quire a heat source to dry at a faster
pace. The use of the portable paint
booth helps reduce the escape of
solvents and inosinates into the at-
mosphere. Touch-ups and small re-

pairs are made in these units when
paint booths are not available.”

Mobile Environmental Solutions
is fully in tune with the daily chal-
lenges faced by collision repair pro-
fessionals. In response, they have
created their booths as a solution to
help mobile paint techs become
more efficient and profitable while
maintaining compliance with EPA’s
6H rules. Controlling overspray and
reducing product waste are addi-
tional benefits offered, and this tax
depreciable asset allows painters to
perform a better quality job while si-
multaneously enhancing the appear-
ance of professionalism portrayed by
the collision repair facility.

Some of the challenges Parker
has noticed recently in the industry in-
clude customers demanding more
OEM parts and better color matching,
the need for factory-trained person-
nel to perform complicated special-
ized repairs, and an increased use of
aluminum panels, as well as more
safety equipment and more electron-
ically controlled components in mod-
ern vehicles. Parker’s response to
these obstacles is to provide more
training to his employees.

“We prepare for the industry’s
changes by increasing training of
current employees, plus we are al-
ways looking to hire and train new
technicians,” Parker added. “We
provide hands-on training from vet-
eran technicians in our facility, plus
we train our service advisors on the
increased cost and time associated
with repairing new vehicles and
how to write estimates accordingly.”

Waxahachie Autoplex believes in
ongoing training and equipment
investment to ensure future suc-
cess.

Portable paint booths from Mobile Environmental Solutions have
allowed Waxahachie Autoplex to increase revenue.

The ability to perform repairs
remotely has allowed the Texas
shop to conveniently service its
customers.

by Autobody News Staff Waxahachie Autoplex
Location: Waxahachie, TX
(214) 641-7459
www.waxautoplex.com

Company At A Glance...

Type: Dealership

Facility Employees: 36

In Business Since: 1975

Number of Locations: Four

DRP Programs: One

Combined Production Space:
100,000 square feet

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

Waxahachie Autoplex Increases Business and Revenue with
Mobile Environmental Solutions’ Portable Paint Booths
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Second-Generation Utah MSO Has Polyvance
Welders in All 3 Locations

When operating their shop together,
Higgins brothers Matt, 27, and Ja-
cob, 25, are not afraid to adopt new
technology that helps them repair
cars more efficiently at Higgins Paint
& Body, a body shop with three lo-
cations in the Salt Lake City, UT,
area. While other shop owners and
managers are sometimes a little re-
luctant to embrace cutting-edge tools
and equipment, the Higgins brothers
have quickly made their Polyvance
6059 Nitro Fuzer Welding System an
integral part of their daily operations,
which is why they have at least one
unit in all of their shops.

One year ago, the Higgins fam-
ily, led by their father Gerald who
started the business back in 1981,
purchased a Polyvance 6059 Nitro
Fuzer Welding System for all three
of their shops’ locations. They were
motivated to make the purchase
once they saw the machine in action
after hiring a new technician from a
large MSO who had his own Poly-
vance unit.

“We found out rather quickly that
our new tech does nothing but plas-
tic repair and is making more than
$100,000 every year by recondition-
ing strictly plastic parts,” Matt Hig-
gins said. “He came here and taught
me the plastic side of things and I
am not an expert yet, but we have
him working for the company, which
is nice. He is an expert with the
welder, so if we ever have any ques-
tions about the machine or how to
use it, he’s right there to help us.”

Adhering to the mantra of “repair
rather than replace,” Higgins is fixing
items that before were headed for
the dumpster, he said.

“The potential to repair bumper
covers, splash shields, washer bot-
tles—you name it—if it’s plastic,
you can repair it with this equip-
ment,” he said. “All three shops get
a fair amount of bumper covers to
fix rather than replace, and we can
save a lot of wheelhouse liners as
well. The more you learn about the
Polyvance 6059 Nitro Fuzer Weld-
ing System, the more it enables you
to do more things with it.”

By using the plastic welder, Hig-
gins can see that it is strengthening
his relationships with his DRPs.

“All of the insurance companies
are definitely promoting plastic repair
for basically two reasons—they can
save money on the paint side of
things and the turnaround is signifi-
cantly better,” he said. “We can get
these types of repairs in and out of
here a lot faster and our people are
getting better at using it, which
means we’re fixing more things with
the machine. We have at least two
people in each shop who are adept
at using the Polyvance 6059 Nitro
Fuzer Welding System and in fact,
two of our apprentices are already
using it with a certain amount of skill.
They spent roughly 10 hours work-
ing with the unit and picked it up
rather quickly, but it’s like anything
else—practice makes perfect.”

Saving a plastic bumper keeps
more money in the shop, and by
using less paint during the process,
it’s a win-win, Higgins explained.

“For instance, if you have a diffi-
cult color to match on the fenders and
the repair is needed in the middle of
it, by repairing that section of the
bumper, we don’t have to paint the
entire thing,” he said. “This makes
our color matching easier and we
can hit it dead-on, which is of course
a big plus.”

The Polyvance training was com-
prehensive, hands-on and conven-
ient, Higgins said.

“They came here and spent a
full day demonstrating the welder
and answering all of our questions,”

he said. “They did not leave until
they were confident that we knew
the ins and outs of the system.
Since then, their technical support
has been great and we couldn’t be
happier with the company and the
product. When you get the Poly-
vance 6059 Nitro Fuzer Welding
System, you also get their great sup-
port, including the training, which is a
big part of it.”

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

With long careers in collision re-
pair still ahead of them, Matt and
Jacob enjoy working with each other
and are excited about the future of
the industry.

“My brother and I learned from
my dad, who set us up for success,”
Higgins said. “I run the front and
Jacob runs the back, and it works
very well because we have a crew
that shares our passion for this busi-
ness. That’s why we enjoy coming to
work every day.”

Higgins Body & Paint has three
locations, all of which include a
6059 Nitro Fuzer Welding System
in-house.

The management team at Higgins Body & Paint (from left) consists of
shop manager Matt Higgins, owner Gerald Higgins and office manager
Jake Higgins.

By using the Polyvance 6059
Nitro Fuzer Welding System on a
daily basis, the shops are saving
money and improving their cycle
time.

by Autobody News Staff Higgins Body & Paint 
Location: West Valley, UT
(801) 897-4021
www.higginsbodyandpaint.com

Company At A Glance...

Type: Collision Repair

Facility Employees: 55

In Business Since: 1981

Number of Locations: Three

DRP Programs: Eight

Combined Production Space:
52,000 square feet

Polyvance 
1128 Kirk Road 
Rainsville, AL 35986 
(800) 633-3047 
www.polyvance.com
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Located in an old movie theater in
Livonia, MI, the Bill Brown Ford Col-
lision Center is expanding its oper-
ation to accommodate the 270–290
cars its employees repair every
month and maintain its status as
the #3 Ford dealer in new unit sales
in the country. Working closely with
Ford Motor Co., which is located
within 10 miles of the Ford World
headquarters in Dearborn, MI, this
collision center is hitting its num-
bers month after month under the
direction of body shop manager
Joe Hershey.

Hershey has 33 years of experi-
ence in the collision industry and
runs a crew of 35 people in a very
competitive market, he said. 

“In Motor City, 70 percent of all of
the car dealerships have their own
collision centers, unlike the rest of
the country where it’s the opposite,”
he said. “So, this is a very tough mar-
ket, because we’re all competing for
a lot of these same cars.” 

The building where Bill Brown
Ford Collision Center is today was
built in 1962. In 2002, the Brown fam-
ily purchased the theater and turned it
into a body shop along with one of its
used car departments.

“Over the years, people have
come to share their stories about the
movie theater,” Hershey said. “They
tell me that they worked here making
popcorn or saw Star Wars here, and
one guy told me about a hot date, so
it’s pretty cool.”

With three painters and three
helpers working in three separate
paint teams, it’s a busy scene at Bill
Brown Ford Collision Center. But by
working closely with Mark Bono, the
shop’s resident technical trainer,
they’re doing things right. He is an I-
CAR instructor and a trainer for PPG,
so he knows of what he speaks when
he talks about PPG’s ENVIROBASE®

High Performance paint system.
Hershey had used PPG for nearly

26 years at another collision center
before coming onboard at Bill Brown
Ford Collision Center back in 2010. In
the summer of 2012, the shop had ful-
filled its contractual obligation with its
former paint company, and at that
point decided to start looking around

for its next one.
“There were two contestants,

and PPG was one of them,” Hershey
said. “The PPG people and Painter’s
Supply gave us a presentation that
really wowed us at their training fa-
cility in Wixom, MI. They let us know
that they really wanted our business
and they were extraordinarily pro-
fessional about it.”

Once the people at Bill Brown
Ford Collision Center were ready to
switch over to PPG’s waterborne
product, they wanted to become ex-
perts on how to achieve amazing re-
sults with the system. 

“We took our paint crew to the
PPG training course and also visited
two shops spraying the product, ob-
serving for two days,” he said. “Very
quickly, our painters became adept at
using the product and learning all of
the ins and outs of PPG waterborne
basecoat.”

According to Bono, there are
fewer intricacies involved with using
Envirobase High Performance base-
coat and the product is more forgiv-
ing than its solvent cousin. 

“When it comes to using solvent-
based materials, much is dependent
on the painter’s technique and the
equipment he is using,” Bono said.
“But with the waterborne product,
you’re going to get more consistent
performance and more uniformity
without relying on a lot of technique,
so it’s easier for the painters.

“When you spray solvent, the
color that’s coming out of that gun is
what you’re going to end up with.
When waterborne completely dries,
it’s going to look different from when it
was sprayed. But, with the proper air
movement you don’t have to wait long
before you can see the final product.
Once our painters were comfortable,
they were able to build their confi-
dence and really step up.”

Another reason why Hershey is
happy to be using the Envirobase
High Performance paint system is the
simple fact that it is a more planet-
friendly product for the community
and his employees alike.

“It is better for the environment
and I respect that,” Hershey said.
“When I go into that mixing room,
there is a huge difference in the odor,
and that’s a big plus. But in the end, if
it didn’t work at a high level for us, we
wouldn’t be using it. Saving money
and time is a big deal, of course, but
if it leads to compromising quality in
any way, we’re not interested.”

Hershey and Bono both appre-
ciate PPG’s patented anti-settle
tech- nology, which enables them
to achieve better results across the
board.

“Essentially, the color stays at the
top of the pool, unlike with a solvent
product where it sinks to the bottom,”
Hershey said. “That’s where we get
that sparkle and depth with PPG wa-
terborne color.”

Located in an old movie theater,
Bill Brown Ford Collision Center
opened its doors back in 2002.

Painter Adam Galindo loves the coverage he gets from PPG’s
Envirobase High Performance waterborne basecoat.

From left, Mark Bono, Jose
Sanchez, Dianna Brown, Justin
Furman and body shop manager
Joe Hersheymake up a strong
front office team at Bill Brown
Ford.

by Autobody News Staff Bill Brown Ford Collision
Center
Location: Livonia, MI
(734) 784-2365
www.billbrownford.com

Company At A Glance...

Type: Collision Repair

Facility Employees: 35

In Business Since: 2002

Number of Locations: One

DRP Programs: Five

Largest Production Space:
53,000 square feet (combined)

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

Bill Brown Ford Gives Great Reviews for PPG
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With 34 employees repairing an av-
erage of 232 vehicles monthly at its
two facilities, Mountain View Auto
Body in Wayne, NJ, knows it’s im-
portant to make the most of its
24,000 square feet of production
space, where it also offers mechan-
ical services, towing and storage for
non-DRP customers. One way the
shop achieves this is by using equip-
ment from Pro Spot.

Body shop manager Mike Daniel
shared, “The first product we pur-
chased from Pro Spot was an i5
Smart Spot Welder in 2013, and we
haven’t looked back. The products
are user-friendly, more than capable
of completing the task at hand, and
competitively priced.”

In the years since acquiring the
i5, Mountain View has also pur-
chased two i4 Spot Welders, two
SP-5 three-torch Smart MIGs, and
an AL-5 Aluminum Dent Repair Sta-
tion with fume extraction, in addition
to other products.

According to Daniel, “From Pro
Spot’s Dustless Sanding System to
the PR-5 Rivet Gun to our Aluminum
Station, our technicians have more
time to keep their hands on the car.
Running around cleaning the shop
or fumbling with multiple welders to
get a job done became a thing of the
past. Everything from Pro Spot was
built with the shop in mind. Multiple
torches on the SP-5 with the capa-
bility of quickly switching from alu-
minum to silicon bronze to steel,
from MIG to TIG, give the tech valu-
able time back to truly diagnose and
complete a repair properly, knowing
they have the right tools.”

Using Pro Spot’s equipment has
improved cycle time, CSI and repair
quality at Mountain View Auto Body,
plus the products required very little
training, allowing technicians to focus
on repairs.

“The ease and use of Pro Spot’s
products, especially welders and
dust-free sanders, have drastically
reduced our cycle time and in-
creased our CSI as well as increas-
ing repair quality,” Daniel shared.
“Without the use of Pro Spot’s ma-
chines, I don’t think we’d be able to
reach our outstanding touch time of
7.2 hours per vehicle on average for
our largest DRP.

“Pro Spot’s products are priced

fairly, easy to use and quick to im-
plement, so the break-even point is
very quick. Additionally, the techni-
cians can be trained to use the
product within a day, using them on
vehicles within hours. Implementa-
tion of the products was seamless
with little-to-no learning curve. Our
techs love Pro Spot—whenever
they see the Pro Spot delivery van,
they know they’re getting a tool that
will make their job a little easier.”

Of course, every busy shop
knows it’s bound to experience main-
tenance issues with frequently used
equipment, but Pro Spot’s customer
service department excels at provid-
ing quick solutions.

“Nothing hurts a shop more than
downtime without a particular piece
of equipment, but this is what truly
sets Pro Spot apart,” Daniel said.
“One single call is usually all it takes
to get a trained tech to the shop
within a reasonable amount of time.
Once onsite, they can usually deter-
mine the issue fairly quickly, and
often have the answer on the truck.”

Les Daniel II established Moun-
tain View Auto Body in 1957, repair-
ing five cars weekly with one other
employee as he built a reputation for
his shop. Les Daniel III took over in
1980, expanding the shop to be-
come one of the leading repair shops
in the tri-state area and opening a
second facility in October 2016.

Ensuring a high-quality repair is
imperative at Mountain View, and
the shop has ensured its ability to
work on a wide variety of vehicles
by obtaining OEM certification from
Honda/Acura, Ford (including alu-
minum), Hyundai, GM, FCA, Nissan
and Infiniti.

Daniel explained that his pre-

dominant concern in the industry is
related to OEM requirements.

“We’ve already begun to see the
paradigm shift as advanced safety
systems become more prevalent,”
he said. “Shops who don’t take OEM
position statements seriously will not
be able to provide safe and accurate
repairs for their customers.

“Recently, on a 2012 Tacoma
that was T-boned in the center post
with both side curtain airbags de-
ployed, our physical test of the seat
belts showed they operated as de-
signed. However, our pre-scan re-
vealed that the seatbelt tensioner
had blown and needed to be re-
placed. Not only, and most impor-
tantly, could this have endangered
the occupants if it had been missed,
but it could also have added days to
the end of the repair, costing the in-
surance company rental days as
well as delaying the return of the
vehicle to the customer.”

Although Daniel encountered
some reluctance from the insurer to
pay for scans, he said he feels the in-
surance industry is becoming more
receptive to shops’ requests that cer-
tain repairs be required to bring the
vehicle back to OEM standards.

“I don’t believe that an insurer
means ‘no’ when they say ‘I won’t
pay for that’ – it just means ‘I don’t
understand why you need to do
that,’” he said. “After scanning a cou-
ple vehicles at no cost to the insurer,
I was able to document that faults
were occurring that didn’t result in a
dash light, which could be dangerous
to the occupants if not corrected.
After teaching the insurance com-
pany why such scans were important
to me and our shop, they were more
than willing to pay for the scans.”

Mountain View uses the industry’s
best equipment, and Daniel be-
lieves Pro Spot’s products were
built “with the shop in mind.”

Mountain View Auto Body has been in business for 60 years, and its
34 employees repair more than 200 vehicles monthly.

Customer service is important at
Mountain View Auto Body, and its
employees appreciate how well
Pro Spot takes care of their con-
cerns whenever they have an
issue with equipment.

by Autobody News Staff Mountain View Auto Body
Collision Center
Location: Wayne, NJ
(973) 694-1433
www.mtviewautobody.com

Company At A Glance...

Type: Collision Repair

Facility Employees: 34

In Business Since: 1957

Number of Locations: Two

DRP Programs: 11

Combined Production Space:
24,000 square feet

Pro Spot International
Company Contact: Ashley Olsson
(877) PRO-SPOT
Prospot.com
Prospotwelding.blogspot.com

Pro Spot Equipment Allows Mountain View Auto’s
Techs More Time to Keep Hands on Repairs
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Matt Howard, owner of Deluxe Cus-
toms in Tempe, AZ, has a lengthy
waiting list that has him backed up
for the next five years. So if you’re
looking to get a high-end car restored
(especially if it’s a classic Porsche
356), you’ll need to get on the shop’s
2–3 year waiting list.

With 27 years of paint, body and
restoration experience on cars and
motorcycles, Howard can do it all, in-
cluding metal fabrication, collision re-
pair and complete restoration, all the
way to the Concours paint and body
standard for his highly discerning
clientele, which spends six figures on
average to get the job done right.

“We’re what is known as a bare
metal rotisserie capable restoration
facility, specializing in but not limited
to Porsche and Volkswagen restora-
tion,” Howard said. “Our people have
more than 100 years of combined
experience, and that’s why we have
built a reputation for doing complete
high-end turn-key restorations.”

To find out exactly what a Con-
cours restoration is, we went to the
Pebble Beach Concours d’Ele-
gance’s website, which states that
“to contend in the Pebble Beach
Concours d’Elegance, an automo-
bile must be a well-preserved or ac-
curately restored vehicle.”

Howard is well-known for having
the knowledge and skills to do this
highly detailed and intricate work. He
loves it and has made it his bread
and butter, so to speak.

“A Concours restoration means
that if a car has a bolt that came
from a hardware store years ago,
we’ll find it and replace it with an
original part,” Howard said. “That is
how precise and careful we have to
be, because these vehicles have to
be 100% OE without exception.”

By meeting deadlines and im-
pressing its customers with its em-
ployees’ work, Deluxe Customs is
growing year after year.

“We take pride in getting our work
done on time,” Howard said. “There
are some companies out there that
have gained the nickname ‘body
shop jails,’ so we stress meeting
deadlines with every restoration. We
tell people that you’ll have to be on a
waiting list, but once a car is in the
shop, we will do a turn-key restora-

tion for you in 10 months.”
For 14 years, Howard worked at

a local shop where he painted ap-
proximately 25,000 motorcycles,
which allowed him to refine his skills.

“We were doing 30 a week with
my brother Stopher at one point, in-
cluding the first 5,000 Titan bikes
produced in 1995 and a lot of work
for Harley Davidson,” he said. “But
after a while I decided to get back to
my roots and start my own business
and work on cars, instead of paint-
ing cookie-cutter bikes all day long.”

That was 12 years ago, and
since then the business has bur-
geoned at an impressive rate.

“I started out in a one-bay shop
that held two cars and a spray booth,
and today we have seven guys work-
ing here in a 10,000-square-foot
building,” he said. “We have five
boys in our family and I work with
two of my brothers (Brandon and
Stopher), and even though the other
two don’t work here, we own the
property together. Everyone here is
like family, including Quintin, Dal-
las, Dave, Sven and Mason. It’s a
tight-knit group and we all really ap-
preciate one another.”

Something else Howard is very
proud of is his 12-year relationship
with Prospray® Finishes, a product he
trusts to please his customers who
pay top dollar for that “wow” factor.

“We gave it a shot back in 2005,
and now it’s our favorite product,” he
said. “We all use it here. With our for-
mer paint company, we were fighting
the battle we always do with any

product—quality versus what it costs
and what our customers are willing to
pay for the work we do. Our old paint
was too expensive and we couldn’t
pass it on to our clients, so we had to
change. We found Prospray after try-
ing a few other brands.”

The product is helping Deluxe
Customs in two areas that benefit
the business—color match and cov-
erage.

“The color matches right out of
the computer are OE-accurate 99
percent of the time, and the cover-
age is exceptional,” he said. “With
every color, including reds, whites
and yellows, everything covers in
just two coats and reduced one-to-
one, so the product goes further.
We are saving time and money be-
cause of the product’s coverage ca-
pabilities, which is obviously a huge
benefit of using Prospray.”

The product is performing at a
high level for Howard, but aside from
that, he also values the company’s
customer service level.

“We get great support from
Prospray, without a doubt,” he said.
“If we have a problem, we contact
our rep and he is here within a few
days at most. I had a customer in
Santa Barbara, CA, who had some
questions about his paint job, and
they actually went to his home to
look at the job and confirm that it
was of the highest quality. If we
have a problem with anything, they
replace it immediately, no questions
asked. Prospray’s customer service
has been excellent.”

The shop is known for its
Concours restorations, and
many of its vehicles have
won awards.

The crew at Deluxe Customs, led by owner Matt Howard (fourth from
left), is well-known for its amazing restorations worldwide.

Deluxe Customs has been using
Prospray for 12 years because
they love the finished product
and the support they receive.

by Autobody News Staff Deluxe Customs 
Location: Tempe, AZ
(602) 909-3335 
www.deluxecustoms.com

Company At A Glance...

Type: Car Restoration and
Collision Repair

Facility Employees: Seven

In Business Since: 2005

Number of Locations: One

DRP Programs: One

Combined Production Space:
10,000 square feet

Prospray® Finishes 
A Valspar Automotive Brand 
600 Nova Dr., SE
Massillon, OH 44646
(800) 321-0672
www.ProsprayFinishes.com
Facebook: @ValsparAutomotive
Instagram: @ValsparAuto
Twitter: @ValsparAuto
YouTube: @ValsparAutomotiveRefinish

Deluxe Customs Exceeds Its Discerning Customers’
Expectations with Prospray® Finishes
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Ham’s Body Shop Saves “Thousands in Labor
Hours” with Rapid Tac Products

Ham’s Body Shop has been serving
Grants Pass, OR, for 51 years.

“We are the longest running fam-
ily-owned-and-operated body shop in
our town, and value our reputation,”
said Dave Hamilton, who co-owns
Ham’s Body Shop with his wife, Tina.

The shop has been using Rapid
Tac since the products first hit the
market in 1987.

Rapid Tac products were cre-
ated for removing and installing vinyl
graphics. The company manufac-
tures vinyl application fluid, adhesive
remover, wax and silicone remover
for a multitude of industries, includ-
ing collision repair.

Their products include Rapid
Tac Application Fluid, Rapid Tac II
Application Fluid, Rapid Remover-
Adhesive Remover, Rapid Prep-
Wax, Silicone and Grease Remo-
ver, and Rapid Clear-Film and Poly-
carbonate Polish. The core differ-
ence between Rapid Tac and Rapid
Tac II is that the latter works with
any type of film in temperature ex-
tremes ranging from 20°F to 140°F,
compared to the original, which was
designed for “premium cast” films. 

“Rapid Tac is based in Grants
Pass, so we were probably one of
the first shops in the country to test it
out,” said Hamilton.

Ham’s Body Shop was originally
owned by Hamilton’s father, Charles,
who went by the nickname “Ham.”
Hamilton said his father knew the
man who started Rapid Tac, Roger
Bailey.

“He would come by and market
the products,” said Hamilton.

Hamilton said Rapid Tac has
saved him thousands in labor hours.

“I remember putting decals on
Firebirds and using Rapid Tac,” he
said. “I had other shops in town,
even dealerships, bring vehicles to
me because I got so good at putting
decals on without destroying them,
thanks to their products.”

Hamilton has used the Rapid
Tac Application Fluid and Rapid
Prep, as well as the Rapid Remover
for “forever.” 

“We recently got a sample kit
of their new products that I’m re-
ally excited to try—especially the
pre-cleaner and Rapid Clear,” he
said.

Hamilton said another source

of success for the small, single-lo-
cation shop is his dedicated em-
ployees.

“My guys truly care about Ham’s
Body Shop because of the history of
it,” he said. “They truly care about
the customers, which is why we’ve
had the same repeat customers for
years.”

Hamilton stressed the impor-
tance of adding a “personal touch.”

“We do a lot of little things for
people,” he said. “[If] it takes 10 min-
utes, I don’t charge them for it.”

Hamilton said doing so helps
him get more word-of-mouth adver-
tising than he’s ever gotten from so-
cial media.

“We have a Facebook, but that
platform doesn’t compare to cus-
tomers coming in and saying their
neighbor told them they were happy
with the work we did,” he said.

Hamilton added that he and his
crew enjoy doing favors because
it’s better for the customer.

Regarding concerns for his shop
and the industry, Hamilton said find-
ing employees, figuring out rates
with insurance companies, and last
but not least, the ever-changing
technical world were at the top of
his mind.

“It’s been a little bit difficult to
find employees, especially quality

ones who are I-CAR trained,” he
said. “But now I have a pretty good
team—I treat them right and they’re
making really good money, [so] they
don’t want to leave.”

Hamilton said mechanical shop
employees are making almost dou-
ble what his guys make because
they don’t have the same pressure
from insurance companies. He
added that collision repair techni-
cians have more strenuous training
requirements as well.

“Other shops that don’t do as
well as we do lose business when
the insurance companies raise
the rates, so it’s a little cut-throat,”
Hamilton said. “My dad didn’t
have nearly as hard of a time run-
ning the business, but I’m able to
manage because I watch things
closely.”

As far as technology goes, Ha-
milton said that in the last 10 years,
everything has “gone crazy.”

“I send my guys to school to
keep them up to date,” he said. “It’s
ongoing; they need schooling every
year, quite a few hours of it, to keep
up to speed.”

Ham’s Body Shop also offers
free estimates, car rental assis-
tance, lifetime warranty on repairs,
and is an I-CAR Gold Class certi-
fied shop.

Brown hot rod refurbished by
Ham's Body Shop.

Owner of Ham's Body Shop, Dave Hamilton, poses in front of the
shop’s paint booth with Rapid Tac.

Members of the Ham's Body
Shop team (l to r): Mark, Sara,
Jason, Ely, and Arthur with
owner Dave Hamilton.

by Autobody News Staff Ham’s Body Shop
Location: Grants Pass, OR
(541) 476-5155
www.hamsbodyshop.com

Company At A Glance...

Type: Collision Repair

Facility Employees: Seven

In Business Since: 1987

Number of Locations: One

DRP Programs: Four

Combined Production Space:
6,000 square feet

Rapid Tac
186 Combs Drive
Merlin OR. 97532
800-350-7751
mail@rapidtac.com 
www.rapidtac.com
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RAE has demonstrated superior customer service for over 30 years while tailoring its 
equipment solutions to the ever-changing automotive market. It is our goal to support 
new technology and provide our customers with the correct resources to repair 
vehicles consistent with manufacturers approved methods and procedures.

Start Fixing
“The Right Way”

RAE
Reliable Automotive Equipment, Inc.

RAE-NA35-10

X-press 800
Approved for Tesla.

InvertaSpot GT

RAE-ProWoTech Body Repair Station

Fully automatic spot 
welder developed 
according to car 
manufactures 
speci!cations. 

The OEM approved aluminum room.

Immersion separation 
vacuum.  The safest 
solution in the 
automotive collision 
repair market. (Fume 
arm sold separately)

Reliable Automotive Equipment    800-328-7855    raeservice.com
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Reliable Automotive Equipment Helps Fantastic Finishes Stay
Ahead of the Competition with Industry’s Best Products

As a shop specializing in high-end
vehicles, it is imperative that Fantas-
tic Finishes in West Palm Beach, FL,
be equipped with the best available
products and equipment to meet
their customers’ needs. 

According to Russ Swift, owner
of Fantastic Finishes, “We only use
the best equipment, products, parts
and materials to consistently pro-
duce high-quality repairs since our
very first day in business. This atten-
tion to excellence has earned us a
reputation for never shortchanging
repairs on any vehicle.”

Fantastic Finishes opened in
1986 as a one-man operation with
Swift completing all facets of the re-
pair process by himself. Swift’s pas-
sion for the collision repair industry
originated early on.

He recalls, “I’ve always had a de-
sire to get into this business. Ever
since I was a kid watching my next-
door neighbor restore old muscle
cars. Now I get to live my childhood
dream every day.”

As Swift’s client base grew, he
gradually hired staff and expanded his
building, but these developments in-
tensified the need to invest in better
equipment to streamline his team’s
processes. More than two decades
ago, he started purchasing his
welders, specialty hand tools, rivet
guns, and fume and weld extractors
from Reliable Automotive Equipment.

Swift explains, “Reliable Automo-
tive Equipment carries all the best
equipment and, as a result, is the dis-
tributor for most of our OEM certifica-
tions which include Porsche, Audi,
Rolls Royce, Bentley, Lamborghini and
Tesla. The industry has been exerting
more influence through their repair
programs. Of course, that’s designed
to ensure a proper repair on their ve-
hicles, and parts restrictions on some
models lead to these repairs being
driven to the shops that are qualified
to perform the repairs correctly. These
specialty repairs require the use of
specialty equipment, which Reliable
Automotive Equipment provides. By
utilizing state-of-the-art equipment, we
deliver the best repair possible to our
customers.”

Most recently, Fantastic Finishes
invested in five ProWo Tech Alu-
minum Repair Bays from Reliable Au-

tomotive Equipment. These bays are
equipped to fulfill the requirements of
each job with maximum efficiency and
in minimal time. 

“With our constant upgrades in
equipment, the employees are able to
process each repair much more effi-
ciently, so both the technician and the
company are more productive and
profitable,” Swift says. “Every year, the
products from Reliable Automotive
Equipment change and get better. If
you want to stay on top of the other op-
erators, you need to constantly invest
in new technologies and materials. If
you are not moving forward, you are
moving backward. Fantastic Finishes
has a different culture than most shops
because we believe that quality starts
at the very beginning of the repair
process and follows through to the
end.”

Reliable Automotive Equipment
shares Swift’s strategy in providing
superior customer service. 

Swift explains, “Reliable Auto-
motive Equipment services our ac-
count annually, and whenever there
is an equipment issue, they are spot-
on with support.”

Since being founded in 1987, Re-
liable Automotive Equipment has de-
veloped a first-class presence in the
automotive aftermarket arena by fo-
cusing on a superior customer service
experience. Because the company
recognizes that technology is con-
stantly changing, they strive to support
new technology and to supply cus-
tomers with the proper resources to
consistently repair vehicles according
to manufacturers’ recommendations.

Fantastic Finishes’ 17 employees
utilize the 12,500-square foot facility

to repair an average of 45 vehicles
each month, and the shop partici-
pates in five DRPs. The shop is envi-
ronmentally conscientious, recycling
cardboard, steel, aluminum, plastic,
hazardous waste, oil, refrigerant and
coolant. They also stay involved with
the community by supporting the
American Cancer Society, Special
Olympics and the Education Founda-
tion of Palm Beach County.

Fantastic Finishes sprays with
BASF’s 90-line paint system, allowing
painters to perform factory warranty
paint repairs on all of their OEM-cer-
tified car brands. All of the luxury col-
lision repair center’s technicians have
achieved I-CAR’s Platinum status,
plus they have all acquired a Master
Collision Repair certification from Au-
tomotive Service Excellence. Fantas-
tic Finishes guarantees all performed
repairs against defects in workman-
ship and materials for as long as the
customer owns the vehicle.

One of the recent problems Swift
has experienced in the collision repair
industry is parts availability with cer-
tain manufacturers. 

He elaborates, “Clients’ expecta-
tions are higher now, and sometimes,
their expectations are not realistic due
to the parts ordering and procurement
process. Additionally, some OEMs
want a complete teardown prior to any
parts being ordered, yet many insur-
ance companies still will not support
this.”

Looking to the industry’s future,
Swift predicts an increase in electric
and autonomous vehicles with a re-
duction in the frequency of collisions as
a result of more sophisticated accident
prevention systems in these vehicles.

Russ Swift, owner of Fantastic
Finishes, believes “Quality starts
at the very beginning of the repair
process and follows through to
the end.”

Fantastic Finishes outperforms the competition by using Reliable
Automotive Equipment’s products, including these ProWo Tech
Aluminum Repair Bays.

Specializing in high-end vehicle
repair makes it imperative for
Fantastic Finishes to invest in
the industry’s best equipment.

by Autobody News Staff Fantastic Finishes
West Palm Beach, FL
(561) 790-4090
www.ffpalmbeach.com

Company At A Glance...

Type: Collision Repair

Facility Employees: 17

In Business Since: 1986

DRP Programs: Five

Number of Locations: One

Combined Production Space:
12,500 square feet 

Reliable Automotive Equipment
Bill Nortrup
Bill@rae1.com
732-495-7900
800-328-7855
Fax: 732-495-7904
www.raeservice.com
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John Rost, owner of German Auto
Body in Santa Clara, CA, believes
that success is contingent on provid-
ing quality work. 

He noted, “Whether it’s the small-
est detail no one sees or something
obvious, the repair has to be done to
the best of our ability, and to do that,
we need the best equipment and
proper training. It’s all about quality,
so we only buy the best quality equip-
ment that’s available, which is why we
choose ROBAINA and its FAN250c
welder.”

In early 2016, the ROBAINA
team visited German Auto Body to
demonstrate the FAN250c, spending
six hours with Rost’s technicians to
ensure they were adequately trained
on the product’s many features.

According to Rost, “The FAN250c
is extremely easy to use and outputs
high quality welds quickly. Welder
setup is fast and very easy because
FAN made everything intuitive and
ergonomic. I was really impressed
with ROBAINA’s demonstration and
purchased two units: one welder
setup for steel and one for silicon
bronze.”

Rost continued on to discuss the
product’s ease of use.

“After setting up a practice weld to
ensure the proper settings, it’s ready
to go, and my employees love it be-
cause it makes an average welder so
much better at his job,” he said.

Rost’s father, Joe Rost, founded
German Auto Body in 1966, and John
began working in the shop at age 16,
taking over in 1988. Despite his vast
industry experience, Rost’s focus on
education has led him to pursue a
Mechanical Engineering degree, al-
lowing him to offer an educated per-
spective on the FAN250’s technical
aspects.

One of the features that makes
the FAN250c so easy to use is its op-
tion for user-defined and full digital
control of its digital, pulse-like ad-
vanced features.

“The parameters are set up to
take control of the welding opera-
tion in an adaptive manner in rela-
tionship to the torch distance and
hand speed when corrections are
needed. With other welders, this
does not happen, giving FAN250c
the advantage,” Rost explained.
“Once you dial in the metal thick-

ness, wire type, material thickness
and gas, the welder compensates for
any fluctuations in distance or am-
perage. You can hear the consis-
tency of the sound, which makes the
FAN250c different and results in
much smoother welds. It’s so easy to
use—the machine figures out the
rest, making good welders weld even
better!”

Rost continued on to discuss
some of the product’s other features.

“The torch swivels on the cable,
making it easy to get around tight
spaces and avoid bends in the cable
that can slow the wire and result in
imperfect welds,” he said. “There’s a
built-in LED on the torch too! The
second LED is an internal light that
assists with changing welding wire
spools in dark places, and it’s very
easy to change the rollers because
they’re color-coded for wire diame-
ter. Even the tensions on the rollers
can be set to certain preloads. The
FAN250c has many great features
that take the guesswork out of the
welding process.”

Due to the microprocessor and
software presets of the welder, there
is minimal splatter involved with MIG
welding, and the weld beads and
penetration look smooth when used
properly.

“The final appearance of the
welds comes down to the machine
and the welder,” Rost said. “As long
as the welders go through their sam-
ples and practice beads, a perfect
weld is very achievable with the
FAN250c, and we can put out good
quality welds all day. However, no

welding product can achieve this by
itself. It requires basic training to
make a very good welder, but RO-
BAINA is great at demonstrating its
products and providing the necessary
training.”

German Auto Body strives to set
itself apart from the competition by
constantly acquiring factory training.
The I-CAR Gold shop is also ASE-
certified in addition to being OEM-
certified by Porsche, BMW, Toyota,
Lexus and Infiniti.

“We’re our own worst critic,”
Rost said. “We’re constantly looking
for flaws in our work so we can im-
prove—[we] try to come up with
better processes for longer-lasting
repairs. The FAN250c definitely
helps out with the welding aspect of
our repairs, and it’s an excellent
welder for brazing. I’m not the least
bit surprised that many OEMs have
accepted it and approved it for that
use. This product definitely gives the
competition a run for their money!”

In response to whether he’d rec-
ommend ROBAINA’s FAN250c wel-
der, Rost said he definitely would, but
joked that he wouldn’t want everyone
to know his secret.

“But I guess that cat’s out of the
bag now!” he said. “Seriously, it’s an
amazing high-quality product with
many advanced features, and it’s
very easy to use with basic training.
Still, if you’re looking for a great
welder, the best thing to do is com-
pare the product to other brands and
try it for yourself. At the end of the
day, I’m confident that you’d choose
the FAN250c.”

The technicians at German Auto
Body love the FAN250c because it
makes them better welders.

John Rost of German Auto Body believes in constant improvement
through additional education on a consistent basis.

Rost praises ROBAINA’s FAN250c
welder as a high quality product
that produces smooth welds.

by Autobody News Staff German Auto Body
Location: Santa Clara, CA
(408) 727-3368
www.germanautobody.com

Company At A Glance...

Type: Collision Repair

Facility Employees: 22

In Business Since: 1966

Number of Locations: One

Combined Production Space:
32,000 square feet

ROBAINA Industries Inc.
(800) 692-3900
Email: info@robainaindustries.com
www.robainaindustries.com

Mechanical Engineering Student and Shop Owner
Raves Over ROBAINA’s FAN250c Welder
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Painter Names His 38 SATA Guns and Uses
Them with Amazing Results

Travis Harris of Braggs Body Shop
in Charlottesville, VA, is only 34
years old, but has been painting
cars since the age of 12 and is al-
ready a veteran of the industry. By
working at five shops throughout the
past 16 years, he was able to learn
the body shop business from a wide
range of very different perspectives,
making this millennial an early sea-
soned veteran of the paint booth.
Since 2011, Harris has been the
lead painter at Bragg’s Body Shop,
a 52-year-old, second-generation
shop that is run by Wayne Bragg
(the founder’s son), along with his
wife and son.

Earning a wage that most peo-
ple in his age group would be sur-
prised and delighted to receive,
Harris credits three things for his
success—his father, his aptitude for
painting cars and his 38 SATA guns,
all of which he has named over the
years.  

“My three favorite SATA guns are
named after the ladies from the TV
show “The Golden Girls”—Blanche,
Dorothy and Sophia, but my #1 go-
to gun is Rose,” Harris said. “I call my
SATA guns ‘my ladies,’ and they’ve
never done me wrong.”

The very first car Harris painted
was a 1984 Toyota pickup, which he
remembers as if it happened yes-
terday.

“It was my dad’s truck and I was
really worried that I was going to
mess it up, but he told me, ‘Don’t
worry, we’ll re-do it if we need to,’”
Harris said. “I did it in a beige but-
ternut color and it came out great. I
realized way back then that I can
spray just as well with either hand,
which alleviates some wear and
tear on the body.” 

When the time came, Travis’s
dad handed him his first SATA gun—
another day he will never forget.

“My father was using a SATAjet
90 for quite some time, but he was
old school and he never cleaned his
guns like you’re supposed to,” Har-
ris said. “So, one day I took the
thing entirely apart and my dad said
it will never shoot right again. I al-
ways take things apart to see how
they work. So, I cleaned it real good

and re-assembled it and it worked
like it was brand new. To this day, I
know my SATA guns like the back
of my hand. If I run into a problem
with any of them, which is rare, I
know how to fix them and get them
back in my arsenal.” 

Once his father introduced him
to the SATA brand, it was definitely
a clear case of love at first sight for
a 14-year-old rookie painter looking
to further improve. 

“I thought, ‘Wow—this is it,’” Har-
ris said. “It was like a light went on
and I knew this was the right gun for
me. It was more balanced than any-
thing I had ever worked with before.
Now, every two years when SATA
comes out with a new gun, I am right
there to buy it. They all have a defi-
nite purpose, but the main thing is
that they’re well-made and I can rely
on them to perform for me in every
situation.”

Some painters become very
possessive over their SATA guns,
but Harris said he makes his avail-
able to friends, colleagues and as-
sociates. 

“It’s a small community of painters
in this area. We all know one an-
other and try to help one another
out if we can,” Harris said. “My
cousin works for a small shop
where someone stole one of his
SATA guns and I told him to try this
one. If another painter runs into an
issue on a job, I will loan him one
of my own without hesitation. Some

of these painters became SATA
users after borrowing a gun from
me. Of my 38 guns, I must have 10
or more of them out on loan right
now, because I believe in them that
much.”

Obviously sold on the product,
Harris is also enamored with the
company’s amazing support and
technical know-how.

“They appreciate their cus-
tomers, and that’s what sets SATA
apart,” Harris said. “Tony Larimer
from the Dan-Am Company and my
SATA rep Keith Hoffnagle have
been amazing! What really im-
presses me is the warranty, because
they take care of problems without
making excuses or avoiding the sit-
uation. I had some minor problems
with one of my guns and they sent
me a brand new one right away.
When SATA sells you a gun, they
sell it for life.”

Always focused on doing a supe-
rior job, Harris believes that the right
equipment and tools can enable him
to continue to improve and grow as a
painter, just as SATA has done.

“If you know the gun and the
gun knows you, what more can you
ask for?” Harris said. “I have always
said that there is a definite difference
between a painter and a sprayer.
Anyone can pull the trigger, but a
real painter knows the equipment,
the product they’re spraying and
what they’re doing. To me, that’s a
real painter.”

Every great painter has to rely on
a good prepper, and Harris claims
that Austin Henshaw (left) is one
of the best in the business.

Travis Harris of Braggs Body Shop cherishes each of his 38 SATA guns,
all of which he has named over the years.

From left, Gayle Bragg, Wayne
Bragg, Travis Harris and George
Bragg at Braggs Body Shop, a 52-
year-old second-generation shop
in Charlottesville, VA.

by Autobody News Staff Braggs Body Shop 
Location: Charlottesville, VA 
(434) 979-3025
www.braggsbodyshop.com

Company At A Glance...

Type: Collision Repair

Facility Employees: 18

In Business Since: 1964

Number of Locations: One

Combined Production Space:
13,000 square feet

Dan-Am Company
One Sata Drive 
P.O. Box 46
Spring Valley, MN 55973
(800) 633-7282
www.sata.com 
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In northeast Texas, Brandon Dodd
and his wife, Mandy, pride them-
selves on operating their Gilmer col-
lision repair shop with trained tech-
nicians and state-of-the-art equip-
ment to repair vehicles back to pre-
accident condition. They often tell
customers that when “quality counts,
they can put their trust in the family
business—Lloyd’s Body Shop.”

When Dodd purchased his fa-
ther’s shop in 2011, he had little
knowledge of the collision repair busi-
ness. He was in the military and then
worked in the oilfield, so his only ex-
perience was detailing a few cars
growing up and helping at his dad’s
shop, established in 1975. 

While working as a petroleum
landman prior to purchasing the busi-
ness, Brandon said he was used to
doing research, asking uncomfort-
able questions and having uncom-
fortable conversations. He said the
research habits and communication
skills he learned were helpful as a
shop owner.

“I didn’t have any bad habits
where the industry was concerned,
because I didn’t have any good
habits,” said Brandon.

He began seeking out others in
the industry who were successful, at-
tending classes and tradeshows, and
asking questions. 

“I knew there wasn’t a question
that I might have that somebody else
hadn’t already had, and there was an
answer for it,” said Brandon, a mem-
ber of SCRS and a founder of ABAT.
“The more I learned, the more I real-
ized that we were so far behind.”

He began implementing repair
processes to grow the shop. 

“More than I love to win, I hate to
fail,” he said. “I invested a lot of
money. My wife and I went from mak-
ing a really good living doing some-
thing I loved to jumping off with both
feet and doing something I knew
nothing about, at a great investment.
I didn’t really have any choice but to
succeed.”

In fall 2014, his paint vendor,
Paint Works in Tyler, TX, suggested
watching a demonstration of the
Spanesi Touch electronic measuring
system. 

“I brought one of my techs over
who had been in the industry for a
long time, and after watching the

demo I immediately knew that we
needed this equipment,” said Bran-
don. “It’s used in our shop all day,
every day. We continue to find bet-
ter and new ways to use it.”

Brandon then purchased a
Spanesi downdraft Michelangelo
paint booth and mixing room. In ad-
dition to being fully customizable, the
spray booth has automatic pressure
control using inverter technology, an
electronic control panel with display,
and enough flow capacity for even
waterbornes without extra blowers or
fans.

Techs can paint vehicles and
bake them, and 30 minutes later they
are ready to be unmasked and go
into reassembly. In addition, the
equipment recycles 90 percent of the
heat and energy. 

“My energy bills have been cut
drastically while I’ve been able to
paint cars a lot faster and shorten
cycle times,” said Brandon. “We can
cut a day off of a job while conserving
energy. That’s huge.”

Since then, Brandon has added
a resistance spot welder, two multi
benches, fixturing equipment and a
three-torch inverter MIG/MAG welder
that includes silicon bronze and alu-
minum programs. 

Nearly every vehicle goes on a
Spanesi Multi Bench, which allows
techs to measure the underbody of
the vehicle and damaged areas in 20-
30 minutes, as opposed to an hour or
two using the previous equipment. It
also enables them to work at waist
and chest level. Not only does this
save time, but Brandon said it also al-
lows the shop to repair more vehicles
quickly, making techs happier. 

When Brandon began using
Spanesi equipment, the company sat
down with the team to help determine
the shop’s current and long-term ex-

pectations. They discussed how
many cars were currently brought
into the shop each day and then fig-
ured out the cost to operate the spray
booth. They also strategized how the
body shop could grow and be suc-
cessful in the future. 

Now, Spanesi regularly acts as a
mentor to Lloyd’s, which Brandon
said has helped him tremendously.
This ongoing support is what Spanesi
refers to as the “360-Degree Con-
cept.” In addition to providing high-
quality, dependable equipment,
Spanesi assists with overall training,
connecting with new vendors, setting
up processes and being aware of up-
coming legislation and certifications.

During a weekly conference call,
Spanesi checks in to ensure the shop
is working toward achieving its long-
term goals. Since implementing the
Spanesi “360-Degree Concept,”
Brandon said the shop has grown
200+ percent.

“Just in my five and a half years
of owning a shop, I’ve bought quite
a bit of equipment that just collected
dust. There was no support and it
ended up being a significant waste
of money,” said Brandon. “With
Spanesi, they’ve been here to help
us learn how to use the equipment
and support us in a variety of ways
to help us grow our business.”

He said that the day he bought
the shop, he told the crew who
worked there that he didn’t care to
be the best shop in Gilmer, TX—he
wanted to be the best shop any-
where.

“They thought I was nuts, but I
meant it,” he said. 

An important part of this is utiliz-
ing Spanesi’s top-of-the-line, reliable
equipment to repair vehicles properly
so customers are safely put back on
the road. 

Spanesi equipment has helped
Lloyd’s Body Shop reduce cycle
time.

Spanesi downdraft Michelangelo paint booth and mixing room at
Lloyd’s Body Shop.

Lloyd’s Body Shop in Gilmer, TX,
has operated since 1975.

by Autobody News Staff Lloyd’s Body Shop
Location: Gilmer, TX 
(903) 734-5175
www.lloydsbodyshop.com/autobody-
shop 

Company At A Glance...

Type: Collision Repair

Facility Employees: Eight

In Business Since: 1975

Number of Locations: One

DRP Programs: Two

Combined Production Space:
11,000 square feet

Spanesi Americas
Company Contact: 
Tim Morgan, Chief Operating Officer
tmorgan@spanesi-americas.com
(224) 772-6374
www.spanesi.com

Spanesi “360-Degree Concept” Enables Texas Shop to
Provide Quality Service with Top-of-the-Line Products
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Kevin Rowe, owner of I-17 Collision
Repair, had never been a car guy
when he initially started his journey
into the world of collision repair. By
now, however, he has gotten the
hang of it, to say the least. In 2000,
when he opened the doors of I-17
Collision, he had four employees and
zero DRPs. Today, the shop is fixing
200 cars monthly without exception.
It’s an impressive story that proves
that you don’t have to come from a
body shop background or go to tech
school to build a successful business
in the collision repair industry.

By tapping into a lot of fleet busi-
ness, Rowe has been able to sup-
plement his insurance work and
significantly boost his bottom line.

“We have a lot of fleet business
coming from a lot of different sources.
It works out nicely,” Rowe said. “We
work with several government enti-
ties, such as the Department of Fish
and Game and local school districts,
and have a fairly wide account base
when it comes to fleet work.”

Rowe, 52, started out in retail be-
fore deciding to enter a slightly more
sane industry, such as collision re-
pair.

“I was a manager opening new
stores for a major toy chain, and they
asked me to move from my home
state of Wisconsin to Arizona to open
up the market there,” he said. “The
hours got crazy after a while, so I
started looking around for a day job.
A friend owned a body shop and I
thought, ‘I can sell, I know about
budgets and management,’ and he
gave me a shot. I started as an entry-
level estimator to learn the business.”

Eventually, Rowe managed his
friend’s shop for five years before de-
ciding to open his own. 

“I realized that I had the drive and
desire to do this, so I reached out to
the original owner of I-17 to acquire
the business,” Rowe said. “He was
thinking about retiring, so the timing
was right. He sold it to me and we
were fixing 20 cars every month dur-
ing the good months at the begin-
ning.”

By aggressively pursuing new re-
lationships and accounts, Rowe was
able to outgrow his former location

and move into the 9,000-square-foot
facility where he is today. By getting
the proper people and processes in
the right places, Rowe has been able
to flourish rather than just survive.

“I was lucky to get an amazing
manager like Xavier Moreau,” he
said. “He’s been here 17 years now.
We’re like an old married couple in
many ways, but we see eye-to-eye
when it comes to the important stuff.”

One of the important things that
both his manager and he agree on
100 percent is their ongoing rela-
tionship with Valspar Refinish and its
low VOC refinishing system, which
is the only paint they will use. One
year ago, I-17 Collision switched
over to the brand, and hasn’t looked
back since.

“We were looking around for a
quality product that would still allow
us to make money, so we did a lot of
research,” Rowe said. “We talked to
other shops that were using Valspar
Refinish to make sure they were
achieving all the things you need
from a paint, including color match,
durability and a warranty.”

To do their due diligence, Rowe
and some of his crew traveled to
California to meet with shop owners
who were already reaping the myr-
iad benefits of using Valspar® Refin-
ish’s low VOC refinishing system.

“It was very educational be-
cause we were able to sit down with
the painters themselves, walk into
the paint booth and see the finished

product firsthand,” he said. “Those
are the guys who are using it every
day, so we obviously want their feed-
back.”

Now that Rowe has been using
the Valspar Refinish’s low VOC re-
finishing system for about a year, he
can see that one of the major bene-
fits of the product is the price.

“We’re saving at least 25 percent
over our former paint brand without
compromising anything,” he said.
“Valspar Refinish has done an in-
credible job with their VOC products.
It’s evident—the performance is ex-
ceptional, and the company’s sup-
port is over the top as well.”

Another advantage of using the
Valspar Refinish low VOC system is
its color matching capabilities, Rowe
said.

“Even in a perfect world, certain
jobs will have issues, but Valspar Re-
finish’s color lab in Arlington, TX, has
been great when it comes to getting
corrections made,” he said. “They’ve
been so helpful and present through-
out the whole process. If you have a
problem with a particular color and
your deck isn’t matching for whatever
reason, and you can’t get a blendable
match, all you have to do is call them
or send them a sample. They will re-
spond quickly and update their
database fast, so they can do their
variances rapidly. They’re an amaz-
ing partner and resource for every-
thing we’ve asked of them, and it
shines in their color matching.”

By stressing quality and using
the best tools, equipment and
products, I-17 Collision Repair
wins awards year after year.

Alex Aguilar, lead painter at I-17 Collision Repair, is a huge fan of
Valspar Refinish and its low VOC refinishing system.

Owner Kevin Rowe (left) and
Manager Xavier Moreau value
Valspar Refinish for its excellent
coverage and outstanding color
matching capabilities.

by Autobody News Staff I-17 Collision Repair 
Location: Phoenix, AZ 
(602) 249-1706
www.i17collision.com 

Company At A Glance...

Type: Collision Repair

Facility Employees: 21

In Business Since: 2000

Number of Locations: One

DRP Programs: Three

Combined Production Space:
9,000 square feet

Valspar® Refinish 
A Valspar Automotive Brand
600 Nova Drive SE
Massillon, OH 44646 
(800) 321-0672
www.valsparrefinish.com
Facebook: @ValsparAutomotive
Instagram: @ValsparAuto
Twitter: @ValsparAuto
YouTube: @ValsparAutomotiveRefinish

Arizona Shop’s Honeymoon Has Been Nothing
But Spectacular With Valspar® Refinish
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Business Owner Depends on WD-40 Products to Maximize
Time & Provide Excellent Results for His Shop

From a young age, Randy Begin
spent much of his time tinkering
around and fixing cars in his garage.
He recalls always having a can of
WD-40 Multi-Use Product within arm’s
reach. The owner of Mission Hills Au-
tomotive in San Diego, CA, said that
using WD-40 products in his shop has
been very beneficial over the years.

The business was established by
Woo Choi in 1981. Randy began
working for Choi in the early 1990s,
and eventually purchased the shop in
2008.

“I’m that guy in the shop who
could fix anything,” he said. “I would
do this for free. I love what I do.”

After buying Mission Hills Auto-
motive, Randy worked hard to grow
his business. He doubled the number
of employees and began operating
seven days a week.

“I pay rent seven days a week,
so why not,” said Randy, whose fa-
cility is located near two hospitals.
“Seven days a week is a very spe-
cific animal to tame. You need to be
a shop that is viable to be open with
people in the area.”

His plan is to begin running two
shifts, starting in 2018.

“If you don’t maximize the time
your shop is open, you’re out of busi-
ness,” he said.

Meanwhile, two of the top priori-
ties for the business owner are listen-
ing to customers’ needs and utilizing
top-quality products, such as the ones
from WD-40 Company.

“The most perishable commodity
on the planet is time,” said Randy. “If
you can get a product that saves five
minutes every time it’s used and it’s
used six times a day, you just bought
yourself half an hour of labor.”

He said another time-saver is
making sure to have enough of the
product in stock, so technicians can
easily find it and aren’t wandering
around wasting time while trying to lo-
cate what they need.

Mission Hills Automotive regu-
larly orders a wide variety of WD-40
products from its NAPA jobber. WD-
40 Company’s original Multi-Use
Product, recognizable to many by
its signature blue and yellow can,
was invented more than 60 years
ago. Since then, the company has
expanded its offerings, such as the
Specialist line of products used by

the crew.
These include high-performance

products, such as the sticking lubri-
cant WD-40 Specialist Spray & Stay
Gel, which Randy says is amazing
because the spray gel stays in place.

“Many times, we’re working in the
dark,” he said. “I used to call it ‘spray
and pray’ in the old days. Now, hitting
the target is much easier.”

He said the lubricant dries cleanly
and provides excellent results.

“It won’t run, drip or make a mess,
and it prevents rust for up to a year,”
he added.

One of the newest products he
has found to be beneficial in his shop
is the WD-40 Specialist Industrial
Strength Cleaner and Degreaser.

He said the water-based, non-
aerosol formula is very powerful and
easier to use than other degreasers
he has tried in the past. Not only can
it be used to clean parts and tools,
but it is also effective for the shop
floor and other equipment.

The unique bio-solvent has cor-
rosion inhibitors that were added to
help protect against flash rust. It was
also designed to not harm surfaces
such as glass, copper and aluminum.

Randy said the product has a re-
fillable port so a funnel isn’t neces-
sary, which means no mess. Prior to
that, he said you had to unscrew the
top and try to fill the liquid through a
tiny hole.

“Now it’s easy to use and de-
pendable,” said Randy. “What makes
it really convenient is that you can
buy it in bulk and then reuse the bot-
tles. It is amazingly economical.”

Being environmentally responsi-
ble is an important priority for Mission
Hills. Employees recycle all of the

metal products in the shop, as well as
other materials such as paper. It is an
EPA-certified green shop and uses
nearly all products in bulk.

WD-40 EZ-REACH is another
product used daily by Randy’s tech-
nicians. 

“It’s the best thing they have come
out with, other than the sticking spray
gel,” said Randy. “It’s magic. The new
directional nozzle is amazing.”

Equipped with an attached flexi-
ble straw, WD-40 EZ-REACH is help-
ful with a variety of tasks in the shop,
such as O2 sensors and exhaust
manifold flanges. Randy said the
bendable straw is perfect for getting
into hard-to-reach places such as
automatic shift linkages, and works
great on control arm bushings, heim
joints and other moving parts.

“It helps techs ‘reach the unreach-
able,’” he said.

One of the many things that
Randy said impresses him most
about WD-40 is the company’s open-
ness to listening to technicians about
the products offered. Over the past
few years, he has been asked to test
new and existing products in blind
packaging and provide feedback.

“They constantly keep asking
me questions and following up on
the products to find out how they are
working in my shop,” he said. “That’s
synergy.”

Many times, after sharing his opin-
ion, he finds that WD-40 Company
makes changes to enhance its prod-
ucts.

“I’ve yet to be handed a WD-40
product that doesn’t function the
way they claim it does,” said Randy.
“That’s something that as an indus-
try, we need.”

WD-40 EZ-REACH is used daily by
the technicians at Mission Hills
Automotive, such as John Gove.

Randy Begin, owner of Mission Hills Automotive, said WD-40 Specialist
Industrial Strength Cleaner and Degreaser has been very beneficial in
his shop.

WD-40 Specialist Industrial
Strength Cleaner and Degreaser
has a refillable port, so a funnel
isn’t needed and there is no
mess.

by Autobody News Staff Mission Hills Automotive 
Location: San Diego, CA
(619) 299-9367

Company At A Glance...

Facility Employees: 15

In Business Since: 1981

Number of Locations: One

Combined Production Space:
4,500 square feet

WD-40
(888)-324-7596
www.wd40.com
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Wizards Products Help WI Shop Maintain Reputation
for Quality Workmanship

Growing up in southern Wisconsin,
fixing cars was just a hobby for Ran-
dy Johnson. After attending tech
school and working in the industry
for a number of years, Randy de-
cided to forge his own path by open-
ing Body Crafters Auto Body Repair
in south central Wisconsin in 1986.
He ran the business out of a small
garage and eventually relocated to a
bigger shop.

As the company grew, Randy re-
alized he needed more work space.
This led him to design and build his
own state-of-the-art facility in 1997
from the ground up.

“I visited other shops to get some
ideas on flow and try to eliminate
some of the bottlenecks that a lot of
shops have,” said Johnson.

He said his previous location was
“…definitely a bottleneck shop. We
had one door, so it was a real incon-
venience to get in and out.” 

Once the new shop was com-
pleted, Johnson spent time focusing
on expanding the business, which he
now operates with his wife, Kim.

“She is good with people and
I’m good with cars. We make a good
team,” said Randy.

Over the years, the Johnsons
have built a reputation for quality
workmanship and ensuring every ve-
hicle is fixed properly.

“I personally try to inspect every
vehicle that leaves our doors,” said
Randy. “I’m very fussy.”

Part of this has always been done
using dependable and high-quality
products, such as the ones from Wiz-
ards.

“We always want to use the best
products that we can,” said Randy.
“If you have a cheaper product but it
doesn’t do the job as well and it
takes more time, then it’s not really
cheaper. Using Wizards Products
has really allowed us to deliver ex-
ceptional vehicle appearance and
performance in a timely fashion.”

About three years ago, Randy
learned about Wizards from one of
his reps. After watching a demo, he
and his team were really impressed
and have been using the specialty
appearance products ever since. 

One of the main products the
shop now depends on is the Mystic
Cut buffing compound. Not only have
the employees found that it is supe-

rior to what they had been using be-
fore, but Randy said it is an excellent
compound to quickly remove swirls,
defects, fading and water spotting.
He said the water-based product
uses a “Smart Abrasive Technology”
that levels and removes scratches
without causing a big mess.

The product is used in conjunc-
tion with the WIZARDS® Buffing Pad
System, and Randy said he appre-
ciates that only one compound is
needed rather than having to switch
to polish.

“I like that we just switch pads in-
stead of having to switch compounds,
so that means fewer products sitting
on the shelf,” he said.

Another favorite product in the
shop is Wizards Mist-N-Shine® Pro-
fessional Detailer. Since using Mist-
N-Shine, he has noticed a huge im-
provement in swirl marks, and said
the product adds gloss and slickness
without containing any wax or petro-
leum solvents. It also brightens paint,
chrome and plastic.

Although the shop does not spe-
cialize in restorations, Body Crafters
often uses Wizards Products on the
restoration projects that come into the
facility as well. A couple years ago,
one of their customers received a
Best of Show Award at the Stateline
Classic Car Show in Illinois for a 1926
Ford Model T, which was painted and
restored by Body Crafters after it had
been in a collision. Randy said a lot of
buffing is required on show cars, and
Wizards Products have been instru-
mental to helping him complete the
work in a more professional and de-
tailed manner.

“Ideally, we wouldn’t have to buff
anything, but in the real world, we do
have to buff things because there are
always imperfections,” said Randy.
“The thing that I don’t like about buff-
ing is that insurance companies don’t
like to pay for it, so a lot of times it
feels like you are doing it for free. Any-
thing that can speed up the time is an
advantage for us.”

In addition to utilizing quality prod-
ucts in the shop, he attributes part of
the shop’s success to his employees.

“You’d be nothing without your
employees,” said Randy. “I always
say, ‘Employees can make you or
break you.’”

The Johnsons regularly reach
out to the surrounding community.
They spend time volunteering at their
church helping with food ministries,
youth programs and clothing drives.

“It’s important to give back to the
community that has been so good to
us,” said Randy. 

Part of their community involve-
ment includes teaming up with a local
automotive repair shop and a few
other local businesses for the Wheels
to Prosper car giveaway. The two
shops work together each year to re-
pair a safe and reliable vehicle to do-
nate to a deserving family.

“The best part is seeing their faces
light up when we donate a car to
them. It’s a wonderful feeling to help
somebody out like that,” said Randy.

He said Body Crafters employ-
ees are passionate about what they
do, and products such as Wizards
help them provide customers with
the high standard of service they ex-
pect.

Tim Fisher buffing a Cadillac 
Escalade at the body shop using
Wizards Mystic Cut buffing com-
pound.

Randy Johnson, owner of Body Crafters Auto Body Repair, using 
Wizards Products for the final buffing on a 1972 Nova.

In southern Wisconsin, Body
Crafters Auto Body Repair has
built a reputation for quality work-
manship using top-of-the-line
products, such as the ones from
Wizards.

by Autobody News Staff Body Crafters Auto Body 
Repair, Inc
Location: Brodhead, WI
(608) 897-8447
bodycraftersautobody.com

Company At A Glance...

Type: Collision Repair

Facility Employees: Six

In Business Since: 1986

Number of Locations: One

DRP Programs: Seven

Combined Production Space:
5,000 square feet

Wizards Products 
11469 8th Street NE
Hanover, MN 55341
(800) 356-7223
www.wizardsproducts.com
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