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Why use a Public Insurance Adjuster to settle your auto claim?
We are experienced in negotiating claims with insurance companies.

We have teamed up with Vehicle Value Experts for access to the best vehicle valuing tool
available. Together, with the best knowledge and the best negotiating skills, we can ensure a fair
settlement on your auto claim. No One Else Comes Close to our Total Loss Value Assessment!

“Fair settlements come from knowledge and negotiation”

Why you can trust us.

We are a licensed Public Insurance Adjuster Agency. As such, we have a duty to
act solely on the behalf of you, the insured. We have passed rigorous state testing
and bonding requirements, and our conduct is regulated and monitored by our
respective State Insurance Commissions. We follow the Public Insurance Adjuster
Code of Ethics “to a T,” as it is only our Public Insurance Adjuster license that
allows us to legally represent your interests in insurance claim settlements.

Insurance Automobile Claim Mediator
Insurance Appraisal Clause Umpire
WE SUPPORT

771 East Southlake Blvd. Southlake, TX 76092
817-756-5482 Fax: 866-550-0484
claims@autoclaimspecialists.com
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President’s Message

leaving the island
“It’s great to know I’m not the only one.”

I

I hear this comment all the time
from shop owners who’ve become
aware of the work ABAT is doing on
behalf of our industry here in Texas. It
usually comes after someone new
attends one of our events, meets with
other members and gains a critical new
piece of knowledge that will help them
at their business. It’s often hard to keep
moving forward in this industry – and
being involved on the Board of a
volunteer association takes a lot of
dedication and time – but hearing
words like these makes it all worth it.
Before I became involved in ABAT
and reached out to shops nationally, I
felt like I was working on an island. I
would face obstacles with insurers that
made me feel like my voice wasn’t being
heard. But once I took the time to work
alongside my fellow shop owners in
Texas and beyond, I began to realize
that I wasn’t alone. Being active in
association life and reaching out to
people in other states and markets has
made me a happier and more educated

business owner. It was the best decision
I’ve ever made in my career.
I know this is a tough industry, but
complaining about it won’t get you
anywhere. By being a member of ABAT
or HABA, you learn about business
methods and solutions that you might
not find out about on your own. ere
are times when the business and
procedural knowledge you receive at an
association event will pay for your
annual dues before the lunch break! As
I’ve learned from my own experiences,
being a member means the diﬀerence
between making a profit and losing
money.
If you’re not currently a member of
ABAT or HABA, I urge you to join us
and be a part of the positive changes
happening here in Texas. In recent
months, our state has earned
tremendous national attention for
putting a spotlight on the dangers of
aftermarket parts and improper repairs.
We’ve worked with attorney Todd
Tracy, Texas Watch and various
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Burl Richards
ABAT President
legislators in bringing greater attention
to our issues with insurers and our
eﬀorts to improve consumer safety.
We’ve gone very far, but we need your
presence to continue to grow and gain
strength for our industry. Please don’t
hesitate to contact me if you have any
questions or would like more
information on how ABAT can make
your time in our industry less stressful
and more profitable. We’ll get you oﬀ
that island once and for all.

TXA

burl@burlscollision.com
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Visit CAR-O-LINERSW.COM to Learn More and Request a Demo.

www.car-o-linersw.com • 1-800-846-7221

www.car-o-liner.com • 1-800-521-9696
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executive Director’s Message
Let’s Talk Politics
I wouldn’t suggest talking politics at the Thanksgiving
table this year, but we can speak freely here.

I

I bring up this topic with no fear
of division among us, as I know we will
all be on the same side of this issue. As
you read in last month’s issue, so are the
politicians.
Everyone agrees that consumer
safety is and should always be at the
center of what we do. As shop owners,
you should be thinking about how you
are protecting your customers, your
staﬀ and your business with everything
you do each day. Every day, most
owners and shop personnel are faced
with the same question: Can we fix this

car properly? It’s possible, but not
without first facing these three
scenarios:
You perform a proper repair,
following all manufacturer
guidelines, and absorb the cost
because ABC Insurance Company
“doesn’t pay” for XYZ.
You perform a proper repair and
charge the customer for the
operations the insurance company
won’t pay for.

Jill Tuggle
ABAT Executive Director
You forego the operations that
you can’t get paid for and don’t
perform a proper repair.
Scenario A and B are most
common with shops that do the right
thing consistently. e only one that
wins in both A and B is the insurance
company. What about scenario C? We
all know there are shops out there that
take that road every day. Is it their
fault? A jury would probably think so.
is is an ongoing battle. It seems
to take months or even years for an
operation to be recognized as
“necessary” by the insurers, and
sometimes it never does. So, what do
we do about it? We have made eﬀorts
to support the case for safe repairs,
providing OEM documentation,
consulting I-CAR and our peers and
much more – but it’s still not enough.
We still get denied. We crash tested a
car using counterfeit parts, yet we are
still pressured to use them. Texas
Department of Insurance codes seem to
give the repairer the authority on what
parts and products to use to safely
repair a car. Do you feel you have that
authority?
Section 1952.301 of the Texas
Insurance Code specifies that an insurer
may not directly or indirectly limit the
insurer’s coverage under a policy
continued on page 29
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editor’s Message
Texas: Ground Zero for Getting It Right
In my position as editorial director at Greco Publishing, I have the privilege of
communicating with associations and covering industry events across the country.
For a solid year now, Texas has been a major topic of conversation wherever I go.

T

Todd Tracy’s history-making suit
against John Eagle Collision and his
subsequent crash tests set the stage for
an overdue and industrywide focus on
the undisputed dangers of non-OEM
repairs. Most recently, Todd joined
ABAT and HABA at the Texas Auto
Body Trade Show in revealing a new
crash test that provided scientific proof
that only OEM replacement parts act as
intended in a collision. e
reverberations from these events are felt
in every event I attend and every
conversation I have in this industry –
and it all started in Texas.

e critical crash test information
that continues to reshape this industry
was made possible by dedicated shops
and repairers joining forces to address
the issues that matter to them. e call
to use only OEM-approved parts and
procedures is louder than ever thanks to
ABAT, HABA and their supporters
throughout America.
Texas has set the example and
industry template for others to follow.
Of course, this means that shops in the
Lone Star State need to keep things
moving forward by always dedicating
themselves to proper repairs, providing

Joel Gausten
Editor

a safe and reliable experience for
consumers and supporting ABAT and
HABA. Collision repairers in Texas
have a lot to live up to, but your
continued involvement in associations
and unconditional dedication to quality
on the shop floor has the potential to
change the world of collision repair
forever.

TXA

joel@grecopublishing.com

CLASSIC CHEVROLET SUGAR LAND

YOUR SOURCE FOR GM GENUINE PARTS

13115 Southwest Freeway, Sugar Land, TX 77478

(800) 800-PART (7278)
www.classicchevysugarland.com
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Serving you from the LARGEST
Nissan wholesale parts
department in the country!
• $2 million in
inventory
• 10 wholesalers to
service customers

• Serving the Texas
and Louisiana areas
• Overnight delivery
Proud Member

12150 Katy Frwy.
Houston, TX 77079
Parts: 281-589-5309
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Industry advice: asK MIKe
What Should Owners
Keep in Mind When
Selling Their Shops?
This month, we “asK MIKe” to discuss his experiences
selling his popular businesses, Wagonwork Collision
Centers, in 2010 and oﬀer some advice for shops looking
to sell in the future. We at Texas Automotive hope you
ﬁnd this following exchange useful, and we encourage
you to reach out to us if you have a question for Mike on
this or any industry-related matter that he can answer in
a subsequent issue.
Texas Automotive: You ran two very
successful collision repair businesses in
Virginia. Why did you make the
decision to sell those facilities and
launch your consulting business,
Collision Advice?
Mike Anderson: ere were quite a few
things that really contributed to my
decision to sell. ere were a lot of myths
out there about why I sold. Some people
thought that insurers blackballed me out
of business and stuﬀ like that, and that’s
not true. When I decided to sell, it wasn’t
like I was looking to sell; it was just that
[former WMABA Board member] Chris
Pohanka [Pohanka Collision Centers, later
sold to Caliber] and I happened to be
talking one day, and he expressed an
interest. It was just the right time. Because
Chris and I were friends, we were able to
cut a deal pretty quickly. He intimately
knew about my businesses. It was just the

right time at the right place. At the time, I
wasn’t married; I didn’t have any kids. I
was just looking for a change in my life.
Honestly, I was pretty much consulting
full time before I even sold my businesses.
I was only at my businesses probably three
or four days a month. I had a really great
staﬀ. Probably the most important
influencer was that it allowed me to secure
my mom and dad’s future. I also got to
spend more time with my parents, which
in hindsight was a hidden blessing because
my mom passed away about a year later.
So it was the right decision.
TXA: What are some of the major
factors people need to keep in mind if
they want to implement and follow a
successful exit plan?
MA: When I do seminars, I tell everybody,
‘Every single thing you do from this day
forward should be focused with your
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Mike anderson is an
Accredited Automotive Manager
(AAM) and the former owner of
Wagonwork Collision Centers,
two highly acclaimed shops
located in Alexandria, VA. He
has served as a member of many
industry organizations
throughout his career, including
the WMABA Board of Directors,
the Mitchell Advisory Board, the
MOTOR Advisory Board, the
ASE Test Review Committee, the
National Auto Body Council, the
Collision Industry Conference
and the Society of Collision
Repair Specialists. Additionally,
he is a past Virginia SkillsUSA
chairman, serves as a facilitator
for Axalta Coating Systems’
highly recognized Business
Council 20 Groups in both the
US and Canada and facilitates
numerous courses for Axalta
Coating Systems’ Educational
Series. He currently oﬀers expert
industry consulting via his latest
venture, Collision Advice
(collisionadvice.com).
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Industry advice: asK MIKe

“

It truly is an emotional
decision to sell. My father
and I had employees who
worked for us 10, 15 years.
When you sell, you can
sometimes feel like you’re
selling out your employees.
They’re like your second
family, so you’ve got to
prepare yourself for that.

succession plan or end result in mind.’ You need to ask
yourself about your succession plan. Number one, if you
decide that you want to sell one day to an MSO or
something, understand that your sell price is going to be
based oﬀ a couple of things. An ‘asset sale’ is pretty much
your easiest, cleanest way to sell. Make sure you know what
assets you have, and keep that list up to date with
depreciation with your accountant. Some people sell at a
multiplier of EBITDA [earnings before interest, tax,
depreciation and amortization]. A lot of body shop owners
take a lot of personal perks out of their business. If I know I
want to sell my business in three years, I would start
minimizing some of my personal perks. You want to have a
truer idea of what your net profit is, because it might be a
multiplier of your net profit. At the end of the day, if I know
that my business is going to be sold at a multiplier, I have an
accurate reporting of what my net profit is. I want to make
sure I really have the financials to support my asking price.
You really want to remove the personal perks and improve
your bottom line. You also always want to work on increasing
your gross sales.
You also need to consider if you need a broker to help
you sell your business. If you think you don’t want to sell for
another seven to 10-15 years, you need to do everything you
can to grow sales. Also, try to get as debt-free as possible.
Every business owner should get with their corporate
attorney and run a uniform commercial code [UCC] report,
which will tell you if there are any liens on your business. It’s
not uncommon for you to go buy a spray booth that has a
lease or a loan. Equipment companies will sometimes put

liens against your building to secure the debt. You may have
paid oﬀ a frame machine, but nobody ever got the lien
removed. You may have a lien against your business that
you’re not even aware of.
A lot of business owners think their businesses are worth
a lot more than they are. If somebody is buying your business
and you haven’t upgraded your equipment in a long time and
don’t have people who are I-CAR Gold Class, the business
might not be attractive if the buyer needs to purchase and
invest in these things.
Most major MSOs are not looking to buy the property,
only the business. If you own the property and it’s part of
your business, you need to separate that. I would recommend
that they put that into a family trust. It is also important to
keep track of all of your leases and contracts. If you subscribe
to ALLDATA, Mitchell Estimating or a CCC management
system, then you want to see if any of those leases are
transferable. is also applies to any contracts you have with
a uniform company or a trash company.
When you go to sell your business and you get whatever
money you do for that business, you’re going to be
responsible for all of your receivables and payables. If you’re
in a paint contract, you need to learn whether it is
transferable or if you need to pay that oﬀ. You might have
received an upfront discount, commonly referred to as a
‘pre-bate.’ You are obligated to those terms.
A lot of times, people tell me that they want to sell to a
family member. ere are some pros and cons to that. If
you’re going to sell the business to your kids and that is going
to be part of your retirement or income, understand that
family members – even with the best of intentions – can run
the business into the ground. You may consider gifting your
children the 20 percent down payment they would need to
have for the Small Business Administration [SBA] or a bank
loan or hold the note on that part, and then get them to get a
loan for the other 80 percent. You may also want to consider
giving them a credit line to assist with cash flow purposes.
at way, you at least have some equity and some cash out to
protect you as a parent. If you’re going to hold the note for
your kids, I think it’s important that you put into the
agreement that they can’t spend over x amount of money
without your approval. You should also put in there that you
get to look at the financials every quarter so you can make
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sure that the kids are not getting themselves into trouble. If
you’re going to sell to several of your children – like two
brothers or a brother and a sister – make sure there’s some
type of arbitration clause in there that says if the brother
wants to do one thing and the sister wants to do something
else, there is going to be an arbitrator upon your death to
make sure the business doesn’t get paralyzed because two
siblings want to go in a diﬀerent direction.
Most MSOs that rent the business from you are going to
do a ‘triple-net lease,’ where they’re going to be responsible
for the taxes and insurance. Before you sell your business,
make sure you know what the going rate is for rent for a
building of your size. If you decide to sell your business and
you rent your property, find out if the lease on the property is
transferable.
A lot of times, people want to sell their businesses to
their employees. Most employees are probably never going to
save enough to be able to give you the 20-percent down
payment that the SBA would require. If your exit plan is to
sell to some employees 10 years from now, you should maybe
start giving them a bonus every year that you put into an
interest-bearing account. is could go towards the down
payment they will need.
ere is something called ‘golden handcuﬀs,’ which is an
agreement you have with your employees that if you ever sell
your business, those employees will stay on for at least a year
afterwards. at makes your business more valuable to
someone else. Let’s say you were going to sell your business
for $1 million and you tell an employee, ‘If you keep
working for me and managing the store for a year and
promise not to leave, you’ll get $100,000.’ at makes your
business more attractive to a buyer, because they won’t have
employees leaving right away and they have a chance to
transfer the business to their type of culture.
If you think having a bunch of OEM certifications is
going to make your business worth more, that doesn’t always
remain true. When you sell that business, the buyer may
actually have to get approval from that OEM. at OEM
may not choose to renew that certification with that new
buyer.
If you go to sell your business, there is certain
information that potential buyers are going to want to see.
ey’re going to want to see your tax returns, and they’re

going to want to see a list of your employees, how you pay
them and how long they’ve been with you. Let’s say you give
your employees two weeks’ vacation. If you have 20
employees and they have a week they haven’t taken yet when
you sell, you have to actually give that money back to the
buyer so they have it to honor those vacations. If you oﬀer a
401(k) or a retirement plan to employees and then you sell
your business, sometimes there is a cost to you as an owner to
discontinue that plan.
Anyone who buys your business is generally going to
look for a non-compete agreement that says you won’t open
up a shop or go to work for anybody within a certain
timeframe – usually one to three years and within a certain
mile radius. e more information you can have prepared in
advance, the quicker you’re going to get to that finish line to
sell your business.
It’s very emotional to sell your business. e name
‘Wagonwork’ was built by my dad. If there was one thing
that I really wrestled with, it was giving up that name. You
always have that concern that if you sell your business and it
then gets bad online reviews, it’s still a reflection on you –
not that Pohanka did that; I’m just using that as an example.
It truly is an emotional decision to sell. My father and I had
employees who worked for us 10, 15 years. When you sell,
you can sometimes feel like you’re selling out your
employees. ey’re like your second family, so you’ve got to
prepare yourself for that.
Of course, this is not everything you need to keep in
mind, but it’s a start.
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DEALERSHIP AND COLLISION SPECIFIC
ENVIRONMENTAL COMPLIANCE PROGRAM

THE AAMSTRAINING.COM

ADVANTAGE

Features:
• Employee and shop compliance
• MSO, corporate, franchise custom view
• Certificates and reports for OSHA & DRP requirements
• Online storage for all compliance documents
• Customized dashboard to see shop’s compliance status
• Unique owner/admin login to manage compliance progress
• Email reminders of uncompleted tasks
Annual Employee OSHA/EPA Training • Annual Fit Testing Training

& Notification • OSHA required Written Programs • Annual EPA Test and

Certification • Auto Lift Certified Inspection • Recordkeeping Training •

Job Hazard Analysis Training and Documentation • Unlimited Online

Respirator Medical Evaluations • and more!

For a full list of services included in the program visit aamstraining.com

Addressing safety
issues in the workplace
can result in:
• Increased productivity
• Higher quality products
• Increased morale
• Reduced turnover
• Reduced injuries
• Improved labor/management relations
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Hours of Operation
Monday - Friday: 8am - 5pm
Saturday: 9am - noon

Automotive Paint
Industrial Paint
Paint and Body Equipment
Detailing Supplies
Body Shop Supplies

Paint System Setup and Service

THREE LOCATIONS SERVING NORTH TEXAS
AND THE SURROUNDING METROPLEX
FOR THE LAST 25 YEARS!

309 S. Garland Avenue,
Garland, TX 75040

(972) 271-9921

301 West 16th Street
Mt. Pleasant, TX 75455

(903) 717-7330

Email: tarafoster@jjpaintsupply.com
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536 West Division Street
Arlington, TX 76011

(817) 861-9921
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Cover story
“The world has changed.”
When John Martin, director of
western regional sales for Mitchell,
spoke these four words to attendees
of ABAT’s recent Texas Auto Body
Trade Show in Fort Worth, he
summed up the moving target that is
the state of automotive repair in
2018. With everything from highprofile lawsuits to crash tests stressing
the need for OEM-required/
recommended parts, equipment and
procedures, shops in Texas and
beyond find themselves in a complex
age that shows no signs of letting up.
Fortunately, thousands of shops
across the country are staying ahead
of the game by pursuing their place in
various OEM certified programs. Set
for an oﬃcial launch in December,
General Motors’ much-discussed
Collision Repair Network body shop
program saw more than 750 facilities
nationwide enroll from August to
September alone. Mitchell has
partnered with GM in implementing
the Network, which has the lofty goal
of eventually serving 100 percent of
GM vehicles. Considering that the
manufacturer currently earns 20
percent of the American auto
marketplace, the new program has
the potential for tremendous growth
and could soon oﬀer an attractive
opportunity for repairers to sign on
for the ride and serve a wider
customer base.
“Our goal – our true north – is
a safe and proper repair of the
vehicle,” Martin said. “Everything
else is secondary.”
How Mitchell and GM intend to
achieve this is by implementing a
program structured around providing
technicians with everything needed to
guarantee an OEM repair. No
aftermarket parts, no focus on
severity and no parts restrictions –
just a stringent commitment to the
level of service GM believes will keep

s
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By Joel Gausten

John Martin (Mitchell International)

drivers safe and promote brand loyalty.
Under the Collision Repair Network,
access to procedures and position
statements is built directly into
Mitchell’s estimating software on a lineitem level. A checklist system will aim
to ensure that the vehicle has been
repaired as per OEM guidelines,
position statements have been reviewed
and repair standards and information
have been digested by the shop
throughout the process.
While the Collision Repair
Network is a major step in the
evolution of OEM-centric programs,
Martin cautioned that it won’t be for
everyone.
“Not all shops will qualify. GM
has a certain level and standard that
they want from shops; some people just
won’t meet the basic requirements for
it.”
Interested parties are strongly
encouraged to carefully review the
program’s CORE requirements
available at genuinegmparts.com.
Assured Performance has been
contracted to perform facility
inspections and audits for appropriate
I-CAR certifications and other key
requirements. Not surprisingly, shops
that are somehow still on the fence
with scanning won’t stand a chance of
getting through the door.
“Pre- and post-diagnostic scanning
is the requirement...All vehicles being
assessed for collision repair damage

must be pre-and post-[repair] scanned
to ensure that no DTCs [diagnostic
trouble codes] exist and that the vehicle
has a quality repair.”
Naturally, GM’s advancements are
only meaningful if drivers actually take
advantage of them. To direct customers
to its certified shops, GM will be
utilizing OnStar to capture work at the
First Notice of Loss (FNOL). Although
such practices have traditionally been
the calling card of insurers, this OEM
is taking a giant leap into the Direct
Repair playground.
“Everybody’s taking note of this.
First Notice of Loss is a big deal; it
changes the whole game.”
Recognizing the potential for some
in the industry to view this step as a
steering tactic hiding behind
innovation, Martin is quick to add an
important disclaimer to GM’s
intentions.
“It’s all about customer choice.
ey don’t force anybody to do
anything; they’re not going to tell you,
‘You have to do this.’ If [a customer]
wants to take [their vehicle] to a noncertified shop, it’s up to them.”
As more collision facilities
inevitably focus their energies on
becoming certified, they will also need
to embrace the reality that following
OEM position statements isn’t enough
to ensure a complete repair. While
these documents have been useful in
shops in the past as a quick reference
and negotiation tool with insurers,
modern vehicles demand a thorough
understanding of every element of a job
– and the only way to get that
information is to go directly to an
OEM’s repair procedures.
“General position statements are
just that – general,” oﬀered Texas Auto
Body Trade Show presenter Roger Cada
(Accountable Estimatics). “ey’re
telling you that there’s something that
you need to be aware of…If you open
up that door and look up that exact
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Roger Cada (Accountable Estimatics)

make/model/year information from
[the OEM repair information sites],
you’re going to find that the procedure
will take you farther in, which creates
more line entries on your estimate that
were not even thought of in the general
position statement.”
As OEMs gain a greater influence
over the repair process, shops will also
inevitably see stronger equipment
requirements. Mark Allen, collision and
equipment manager for Audi of
America, stressed to Texas Auto Body
Trade Show attendees that his company
only endorses products that it has
successfully tested to work on the
cutting-edge materials that comprise its
vehicles.
“Realistically, when we develop
our repair procedures, the tools and
equipment we specify as being part of
the program are used in those crash test
validations of the repairs. We crash the
cars, we repair them with those tools
and equipment and then re-validate the
repair with that.”
With new and future technologies
driving a unique era of requirements, it
is clear that OEM-specific shop
programs and procedures will soon be a
critical element – if not the definitive
deciding factor – in determining who
stays and who goes in the collision
repair industry.
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Accelerate
Your Growth
Business - like life - can be unpredictable.
That’s why your shop needs someone they can count on.
From inventory management to process analysis,
we pride ourselves on providing
high-quality service you can depend on.

Learn more about our team and capabilities at

nishmaster.com/locations

989-315-8946
prolinetoolsupply.com

Don’t do things the hard way....

do them the ProLine way!

Keep your techs safe & increase efficiency!

STANDARD PACKAGE

BIG TRUCK SPECIAL

FENDER PAINT STAND

VEHICLE DOLLY

BOX DOLLY

The Lift King
Standard Package is
a FAST, EASY and
SAFE way for ONE
OPERATOR to
remove or install a
pickup bed with NO
HUMAN LIFTING.

The Big Truck
Special is designed
for one person to
use! You can install
a semi hood with NO
HUMAN LIFTING.

The Fender Paint
Stand can boost your
profits by increasing
the efficiency of your
collision repairs and
painting process.

The best way to
move vehicles
around when
performing
restoration or
repair work!

Built to hold 600
pounds, this
adjustable box
dolly can easily fit
under small and
large truck beds.

THE SEMI HOOD
DOLLY
Designed to easily
maneuver a Semi Hood
around the shop with
only ONE operator and
no human lifting.
Completely adjustable
to better accommodate
most semi hood
designs.

PROLINE TOOL & SUPPLY is continually working on product development and new advancements in
the automotive and collision industries by releasing heavy duty built products that serve various needs.
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Industry Update
Technical Needs,
OEM Solutions:
Inside Reliable
Automotive Equipment

OEM-approved.

The collision repair industry can be complex and
confusing, but help and professional guidance are
within reach.
For 30 years, Reliable Automotive Equipment has stayed
ahead of the changes hitting the auto body world by oﬀering
top-of-the-line OEM products and education. Headquartered
in Belford, NJ, Reliable works to maintain an active national
presence through participation in various industry associations
and events. In addition to serving as a Board member of the
Alliance of Automotive Service Providers of New Jersey
(AASP/NJ), Reliable President Dave Gruskos is currently a
director for the Society of Collision Repair Specialists (SCRS).
He is also a well-known speaker and educator who regularly
presents at major trade shows including SEMA and
NORTHEAST®.
Since the beginning, Reliable has maintained a passion for
proper repairs and workers’ health and safety. e company
closely follows the direction of auto manufacturers to ensure
that only the best and most appropriate equipment is oﬀered to
customers.
“We always stay on the cutting edge of what our partners
on the car company side require,” Gruskos says. “We devote
our energy and resources to do our best for our customers
through shop visits, hosting clinics, informing the industry via
social media, etcetera. It’s our job to inform shops of the correct
ways the OEMs want their vehicles repaired.”
One Reliable-distributed product in particular, the XPress
800 rivet gun, has proven to be a huge benefit to repairers
working to adhere to OEM-approved methods and procedures.
“With so much technology in the types of rivets, shops
need to know if the tool they are using is actually doing the
correct job. Also, it’s important to have the right drill bit type
and size for the correct removal of a panel or rivet.”

As for the future of automotive technology, Gruskos has a
clear idea of what’s to come.
“ere is a big movement with carbon fiber as well as
multi-material mixes in joining car bodies together. ere will
be special tooling that will need to be used to take these panels
apart using special heat, for example. Additionally, there will be
new safety requirements that technicians will have to keep in
mind. We also see an increased need for shops to be
knowledgeable about electric vehicles. Reliable is always
available to answer any questions that techs have on this or any
other equipment-related topic that comes up on the shop
floor.”

TXA

For more information
on Reliable Automotive Equipment,
please visit raeservice.com or call (732) 495-7900.
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PHONE: 732-495-7900 FAX: 732-495-7904
E-MAIL: bill@rae1.com www.raeservice.com
VISIT US ON FACEBOOK
www.facebook.com/ReliableAutomotiveEquipment
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ask the expert

By Robert L. McDorman

Fighting Back
against Short-Pays
Dear Mr. McDorman:
I own a collision facility in San Antonio, and
we have no DRP agreements. Our business model is
simple and straightforward: “The OEM Way is the
Right Way.” We understand and respect that we
have a moral obligation to our clients and their
families to perform the safest repair as humanly
possible. Returning the vehicle to anything less
than its complete OEM pre-loss condition is not an
option. We have found ourselves in a position
where it is no longer economically possible to
perform collision repairs the safe and proper way
by only accepting the insurance carrier collision
estimate as the method of payment for our work.
We see our options as the following:
Continue to perform all operations and
procedures required by the OEM and present
our clients with a balance over and above the
insurance carrier estimate for our OEM
blueprint repair plan
Use an Assignment of Proceeds agreement
that would allow us to proceed against the
carrier for the deﬁcit between the carrier
collision repair estimate and our OEM
blueprint repair plan required to return the
vehicle back to its OEM pre-loss condition
Continue to accept the insurance carrier
collision estimate as full payment against our
OEM blueprint repair plan for the safe and
proper repairs completed and absorb the
deﬁcit into our operating expenses.
My question is this: There is no doubt that
some of your clients deal with the same dilemma.
How do they overcome this debacle, perform safe
and proper repairs and maintain a loyal client
base?

is is a great question that deserves a thorough
response. We see this sensitive issue in every state we
are licensed to operate. I commend you on your
business model. As you see, doing the right thing has
challenges. I observe many collision facilities and
have seen many diﬀerent operating plans over the
years, with some more successful than others. One of
the most successful operating plans to combat the
unsupported insurance carrier collision estimate is
education, education, education.
e successful collision facilities that embrace
education for their personnel and clients are
chipping away at these unsupported insurance
carrier collision estimate obstacles. e client should
always be educated and involved in every aspect of
the OEM blueprint repair plan for their vehicle.
Once the client is involved and understands what
the carrier is or is not paying for, they become the
collision facilities’ best ally and can help influence
that insurer’s decision as to what is best. e true bill
payer is the insured or the claimant; educating them
on a safe and proper repair is the quickest way to get
paid for the required operations and procedures. It
has been my experience that if we can justify,
support, prove and document why a specific part,
procedure or operation is needed, we will be paid.
Education is paramount in the explanation and
understanding of why a specific part, procedure or
operation is required.
I once heard a very wise man say, “If you don’t
write it down, it did not happen.” It is important to
list every part, fastener, operation and procedure that
was performed in the OEM blueprint repair plan on
your final invoice. If there are any adjustments or
concessions to the final invoice, they should be
itemized, explained to the client and signed oﬀ on
by all parties. is exercise alone will make you and

25 November 2018 Texas Automotive

Robert is a recognized
Public Insurance
Adjuster and Certiﬁed
Vehicle Value Expert
specializing in motor
vehicle-related insurance
claim resolution. As the
general manager of Auto
Claim Specialists, Robert
expertly leads this
National Public Insurance
Adjuster Agency, which is
currently licensed in 11
states and specializes in
providing automotiverelated claim liquidation
techniques, strategies and
motor vehicle valuation
services to all parties,
including individual
consumers, body shops,
auto dealers, repair
facilities, towing and
storage operations,
lenders, ﬁnance
companies, banks, legal
professionals,
governmental agencies
and others. The ﬁrm’s
consistent success can be
attributed to Robert’s 35plus years of automotive
industry knowledge,
practical hands-on
experience and multiple
certiﬁcations, including
licensure by the Texas
Department of Insurance
as a Public Insurance
Adjuster. Auto Claim
Specialists clients can
absolutely trust that they
will be provided with
analytical, sophisticated,
state-of-the-art,
comprehensive, accurate,
unbiased and up-to-date
data and information that
all parties can rely upon
as both factual and
objective.
Robert can be reached
at (800) 736-6816,
(817) 756-5482 or
rmcdorman@autoclaim
specialists.com.
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ask the expert

Once the client is involved and
understands what the carrier
is or is not paying for, they
become the collision facilities’
best ally and can help
inﬂuence that insurer’s
decision as to what is best.
your staﬀ realize what you are (or are not) being properly
paid for. is process will identify what you and your staﬀ
need to work on through training and education to
ultimately get paid. What gets checked gets done. Remember
that “no” is not forever; “no” is just for now. If we don’t ask
for it again and again, we will not get paid for the required
work we do. It is imperative that we educate our staﬀ as to
why we need what we ask for to perform a safe and proper
repair. Education opens doors today that were closed
yesterday.
In some cases, the Assignment of Proceeds method to
receive payment for all parts, procedures and operations
performed is successful. However, it is also slow and
aggressive. When using this method to address short-pays, I
strongly recommend each client fully understand they are
giving the collision facility the right to use any legal means
possible to collect on the invoice. It has been my experience
that most clients forget over time what led them to enter into
this agreement, and they can be easily swayed after the fact.
When using this method, it is important to identify and
prove each operation and procedure for which you seek

payment. At some point, you will have to swear under oath
that what you have done or asked for was right. If this can be
done, then what you are dealing with is an indemnity issue
that could have possibly been addressed in the OEM
blueprint repair plan. Most of the insurance policies in our
library prohibit Assignment of Proceeds by the insured. In
my professional opinion, the Assignment of Proceeds method
should be used after all other options have been completely
exhausted.
In closing, as you so well stated, we have a moral
obligation to our clients and their families to perform the
safest repair as humanly possible. Not returning the vehicle
to its complete OEM pre-loss condition isn’t an option. I
truly believe that education is the proper path to full
compensation for a safe and proper collision repair.
I thank you for reaching out and look forward to any
follow-up questions that may arise.
Sincerely,
Robert L. McDorman
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Norton VAC RACK™

A Cleaner Work Environment is a Call Away!
Phone: (800) 456-8444 | email: norton.automotive@saint-gobain.com
Set-up a demo and see the difference Norton makes.

The Norton VAC RACK is a powerful
vacuum system featuring:
•
•
•
•
•

Lightweight and versatile vacuum
Quiet/low running mode
Anti-static flexible hoses
Customizable work cart
Minimal maintenance needed

http://nortonsga.us/vacracktx

© Saint-Gobain August 2018

Glick Automotive
Enterprises
Where Quality Counts!

602 S. Buffalo Ave.
Buffalo, Texas 75831

Call or email for a quote
glickauto@gmail.com

We Deliver!
Serving Texas, Oklahoma,
Louisiana and Arkansas

866-322-5353

New Take-Off Pickup Beds, Tailgates, & Bumpers
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The 300 Advantage™
Providing real-time intelligence before,
during, and after a hail storm

Our network of local partners allows us to scale to any sized
hail event.
Our technology provides real-time visibility and performance
measurements to keep business moving.
Our people and repair management systems ensure the least amount
of business disruption as possible.

We offer timely next-day delivery to most of Texas, OK, AR and LA
with one of the largest GM inventories in the nation!

Fifteen professional sales representatives to serve all your GM parts needs.
We offer all programs for your convienience such as GM Collision Link,
Parts Trader, GM Repair Link , CCC1, GM Bump the Competition and GM Over
Power rebates for powertrain. We stock a full line of GM Performance parts.
We also provide a full line of Mazda collision and service parts.

Our business model protects our clients’ core business within auto
dealerships, body shops, fleet companies, and insurers alike.

But don’t just take our word for it...
CALL 901-300-6208
EMAIL info@the300advantage.com
To learn more!

Give us a call. We appreciate your business
and look forward to serving your parts needs.

(866) 410-6140
PARTS DIRECT:

2501 William D Tate Avenue, Grapevine, TX 76051
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executive Director’s Message

LET US
TURN THEM
AROUND!

continued from page 8
covering damage to a motor vehicle by: (1) specifying the brand,
type, kind, age, vendor, supplier or condition of parts or products
that may be used to repair the vehicle; or (2) limiting the claimant
of the policy from selecting a repair person or facility to repair
damage to the vehicle.
Legislation must change. We must do something to protect
ourselves from the liability that comes with making the business
decision to follow scenario A, B or C. Last year, we submitted
House Bill 3804, which made great progress but died on the
House floor. We plan to revise and resubmit the bill next session.
Why is it that an insurance company can dictate the way we
repair a vehicle when it goes against Texas Department of
Insurance (TDI) code without sharing any of the liability? is is
just one of the changes ABAT plans to make to HB 3804. We
have the attention of Texas representatives, and we must support
them. Please join our mailing list to find out more about the
Texas Autobody Political Action Committee Fund and how you
can support our eﬀorts. e insurance companies spend millions
on lobbyists and candidate support every year. You cannot win if
you don’t have a dog in the fight. We are many shops, but one
association. We are stronger together.

Contact Texas Automotive
Sales Representative
Michael Jackson

(903) 646.4082

TXA

MJACKSON@GRECOPUBLISHING.COM

jill@abat.com

7500 Youree Drive, Shreveport, LA 71105

Fax: (318) 425-1705
chevyland.com

Phone: (318) 425-3471
Email: jlawler@chevyland.com

Hours of Operation:
Monday - Friday
7:30am - 6pm
Saturday
8am - 2pm
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aBaT Member Proﬁle

By alana Bonillo

Eric McKenzie
For eric McKenzie, director of body shop operations at Park Place
Dealerships, success in the collision repair industry means giving
customers the quality and care they deserve.
“Our main focus is taking care of
the clients we sell to and being able to
service them. Because we are certified in
all the brands we sell, we are able to be
the foremost experts, the most prepared
and the most knowledgeable in all our
brands and get vehicles back to pre-loss
condition.”
McKenzie has been dealing with
luxury brands since the start of his 21year career. As a business management
student at Texas A&M University, he
had an opportunity to spend a summer
interning in any industry of his choice.
He soon found himself at a luxury
dealership, which later hired him upon
graduation. Twelve years ago, the
opportunity to oversee the operations of
Park Place Dealership’s three collision
centers presented itself.
Park Place Dealerships is
comprised of 14 dealerships within the
Dallas/Fort Worth area. e operation
includes Mercedes-Benz, Lexus,
Porsche, Jaguar, Lotus, Rolls-Royce,
Land Rover, Bentley, Bugatti, Maserati,
McLaren, Sprinter and Volvo.
“No day is the same – that’s for
sure,” says McKenzie of his work at the
Texas automotive enterprise. “I enjoy
getting to see the satisfaction of clients’
vehicles being restored back to pre-loss
condition and the enjoyment they have
in seeing their luxury vehicles
reconstructed, especially with as bad as
some of them look when they come in
here.”
But rewards do not come without
challenges. Working with insurance
companies has become more
problematic as they continue to
scrutinize the bottom line. Also, the

technological advances that have come
along in recent years have certainly
changed what is needed to get cars
properly repaired.
“We have to keep up with the
advanced systems and technologies that
are installed in these vehicles to make
them operate. Vehicles are changing so
quickly that it’s hard for the
manufacturers to stay up to date with
training, let alone stay abreast of it
when it becomes available. We work
diligently to keep up with it.”
McKenzie joined ABAT shortly
after its formation and currently serves
on the Board of Directors. He is pleased
with the association’s eﬀorts to become
an industry leader in both Texas and the
national scene.
“We have grown by leaps and
bounds. Our focus is education –
sharing and collaborating ideas and
trying to help each other become better
at what we do for a living. at is our
primary goal more than anything.”
Like many, McKenzie is pleased
with the growing success of ABAT’s
Texas Auto Body Trade Show.
“We hope that more and more
people will see the validity of having a
Trade Show of this magnitude and will
want to be a part of it.”
ABAT’s work has led McKenzie to
learn about resources like National
AutoBody Research, which has helped
improve Labor Rates with smaller
insurance carriers. His experiences as a
member have also encouraged him to
make strides in getting the attention of
legislators to enforce rules that will
ultimately benefit the industry.
Additionally, he credits ABAT’s
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Industry veteran and aBaT
Board member eric McKenzie

relationship with Todd Tracy for
opening the door to the importance of
fixing vehicles correctly and making
sure everything is returned to pre-loss
condition.
“It’s been phenomenal [working
with Tracy]. He is a great advocate for
our industry and is truly passionate
about it. We are very glad we teamed up
with him.”
While the industry has its share of
obstacles, McKenzie is feeling positive
that things are moving in the right
direction as the result of more shop
owners working together.
“It used to be every man for
himself, and now we move as a
collaborative unit.”
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Auto Body Association of Texas
Membership Application
Company Name:______________________________________________________________________
Primary Contact: _____________________________________________________________________
Position: ____________________________________________________________________________
Phone Number:________________________________ Direct Line/cell: ________________________
Email: _______________________________________________________________________________
Business address: ____________________________________________________________________
Years in Business: _____________ Website: _______________________________________________
⃝
Full 2018-2019 Dues $500 – MSO $250 per shop
⃝
2017-18 Affiliate Dues $500

Approved prorated first year dues: contact us for prorated amount*

*membership dues are owed in August of every year. By joining today, you will pay a prorated
amount and then will owe the full $500 August 2019
Signature:__________________________________________________________Date: ____________
Please pay online at http://www.abat.us/join-abat/ or make checks payable to ABAT
Please submit membership dues to:
ABAT
1207 N. Frisco St.
Henderson, TX 75652

Questions? Please contact Jill Tuggle at 817-899-0554 / jill@abat.us
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HOUSTON AUTO BODY ASSOCIATION
Membership Application
Please Print

Company Name:

Primary Contact:

________________________________

________________________________

Business Address, City, Zip Code

Phone:__________________________

________________________________

Years in Business: __________

Email:___________________________

Website:_________________________

____ Member Dues $450 (all body shops)

____ MSO dues $250 Per Shop

____ Af liate dues $450

____ Sponsorships - See Attached

NOTE: Please make your check payable to Houston Auto Body Association or (HABA)
and submit membership dues and application to:
Houston Auto Body Association
4619 Harrisburg Blvd.
Houston, Texas 77011
or sign up online @ www.HABAonline.org
All new membership applications require nomination and review from the Board and a majority
vote for nal approval.
(Please Sign Here) X _______________________________________
Referred By:

_______________________________________

By signing this form, I agree to abide by the Association code of ethics including all bylaws that
govern the Houston Auto Body Association.

OUR MISSION
The Houston Auto Body Association is comprised of collision repairers devoted to the advancement of the collision repair industry. Our mission is to create an environment of professionalism, respect, accountability, excellence, enthusiasm and the ability to collect fair and reasonable compensation for collision repairers who properly restore vehicles to their safe pre-loss
condition.
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Serving the collision
repair industry
Comprehensive coverage and quality service with factory-direct pricing

Why try us? We make it uniquely comfortable.

Extensive protection. Factory direct pricing. No long applications.
How is our insurance different and better?

Expertise. More than 25 years insurance experience allowed us to create comprehensive
coverage protection, including unique coverages unmatched by any of our competitors.
Direct provider, no middleman. No agent can access us and working direct should save
you money.
A+ rated insurance provided, quality protection.
Ease of use. A shortened application process, reviewed with you by garage insurance
specialists.
Claims Experience. Your claims are managed by a personalized seasoned garage business
expert, for an effective, streamlined process.

Intrepid Direct is an I-CAR® Sustaining PartnerTM, who has ASE Certified Mechanics to provide service

and is affiliated with the Society of Collision Repair Specialists (SCRS), CARS Coop, ABAT, CIC and more.

Check us out online at www.intrepiddirect.com/auto-repair-garages/

info@intrepiddirect.com

(816) 266-0479

Intrepid Direct Insurance operates as Intrepid Direct Insurance Agency, LLC. Products and services are provided by one or more insurance companies that are rated A+
(Superior), Financial Size Category XV by A.M. Best Company, Inc. Not all products and services are available in every jurisdiction, and the precise coverage afforded by
any insurer is subject to the actual terms and conditions of the policies as issued.
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