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President’s Message

IIncreases in inflation and the Consumer Price Index (CPI) 
have been out of control for the past year. The CPI has increased by 
6.2 percent since a year ago, the highest it’s been since December 
1990. Fuel cost has risen by 59 percent, used vehicles cost over 25 
percent more, and the price of new cars is up by nearly 10 percent. 
The price of parts for vehicles (assuming you can even find and buy 
them) has increased by at least five percent, though some sources 
suggest that number is close to 25 percent. Water, electricity, milk, 
bread…everything we need costs significantly more than it did in 
2020.

If you’re not sure why you should care, then you’re exactly the 
person I should be talking to! 

All of these increases factor into a shop’s expenses; without 
these costs, we can’t run our businesses, and if you don’t understand 
your cost of doing business, you can’t know the amount you should 
be charging! 

But make no mistake: Just because an insurance company 
tells you, “It’s a cost of doing business,” that doesn’t make it so. 

Generally Accepted Accounting Principles 
(GAAP) identifies overhead and direct costs. 
Overhead basically means all the fixed costs 
your shop has to pay, even if you don’t have a 
single repair lined up. 

Direct costs are related to sales; it’s the goods and services the 
shop produces, and it’s absolutely impacted by inflation. When 
the price of parts and materials increases, your direct costs go up as 
well. Paying a technician to perform a procedure on a vehicle isn’t 
a cost of doing business. Obtaining an OEM certification isn’t part 
of your normal cost of doing business. Those are costs of doing a 
specific repair, and because that repair costs your shop, you should 
consider sharing that cost with the bill payer by charging for it on 
your final bill. 

If you’re running a shop – especially if you want it to be 
profitable – you need to look at your costs every month so you truly 
understand YOUR cost of doing business, because every shop’s 
costs vary. And these changes are happening frequently.

Without looking at the monthly numbers, shops can go 
months or even years before realizing there’s been an increase in 
their paint costs. They’re only aware that they don’t make as much 
money as they once did, and while that may drive them to raise 
their rates, that’s some pretty backward thinking! We need to be 
more proactive as an industry.

Think about it: When suppliers charge more for gas, the local 
gas station doesn’t wait a year before deciding to raise their prices. 
Consumers see that increase immediately. Of course, it’s a little 
different in our industry. That doesn’t mean you can’t immediately 
adjust your rates, but you’ll have to charge the customer the 
difference unless you wait for the market to adjust.

Unfortunately, our system is set up on the broken “prevailing” 
system – I call it broken because this system compared a five-
man operation with a paint booth and no specialized equipment, 
certifications or training to another shop down the road that HAS 
invested in all those things. It’s like comparing apples to computers; 
they’re not even remotely the same!

You need to continually look at this information. Ask your 
jobber to advise you every time there’s an increase so that you’re 
aware of it. Look at your P&L each month so you know if you’re 
making or losing money. Proactively calculate your cost of doing 
business. The Variable Rate System (vrssystem.com) is a great 
resource I’d recommend to any shop owners who are struggling to 
figure out their cost of doing business. 

Pay attention to your business, because if you don’t, you’ll look 
up one day to realize you can’t afford to 
pay your bills or buy new equipment.

burl@burlscollision.com

TXA

Burl Richards
ABAT President

Knowing Your Cost of 
Doing Business
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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 2022-2023 Dues $500 – MSO $250 per additional shop 

2022-2023 Affiliate (Vendor) Dues $500 

 

Credit card number________________________________________________________________  Exp _____________________ 

By signing below, you agree to pay the above amount and have your credit card put on file for auto renew each year in the amount 
of $500 to be charged 12 months after joining ABAT. You may cancel this auto renew at any time.  

Signature:__________________________________________________________Date: ____________ 

OR pay online at http://www.abat.us/join-abat/ or make checks payable to ABAT 

Credit cards are preferred but if you must send a check 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 

Not Quite ready to join? See the back side for ways to keep in touch! 
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Something heavy has been weighing on my mind for some 
time now, and the new year seems like an appropriate time to bring 
it up. Although I am not the type of person to buy into the New 
Year’s resolution thing, I do like to be thoughtful and prayerful 
about a word or concept that I want to focus on for the year. My 
hope is that my message will hit home with some of you, and that 
you will also ponder this idea and maybe even decide to make a 
change that I feel will have an impact on this industry.

As a body shop manager, do you feel constantly squeezed 
by bill payers, asked to do a job cheaper, to extend or sometimes 
deepen a discount? Of course you do; that is a major issue in our 
industry today. You constantly battle and fight to stay profitable 
while managing the demands of fixing today’s cars…we compare 
our Labor Rates to other industries, analyze trends, track our 
product usage, find ways to operate within the parameters and 
metrics thrown at us from all sides and carefully source our 
vendors and maximize discounts. All of those methods usually get 
us closer to closing the gap, but I have to ponder the last item on 
that list and wonder…Are we also doing some of the same type of 
“squeezing” that we are so painfully subjected to? The answer is yes. 

As I was setting the educational slots for last year’s Texas Auto 
Body Trade Show, I was discussing a speaker’s fees with someone, 
and they asked me, “Why don’t you just tell them that they need 
to do it for free for ABAT?” to which I replied, “I spend my days 
helping body shops build a case and the confidence for charging 
what they are worth. Telling a speaker to waive their fee is a bit 
counter-productive to what we preach.” Of course, we are a non-
profit and hope that speakers will (and most of them do) voluntarily 
donate their time and knowledge to ABAT, but telling them feels a 
lot like an insurance company tactic. You know, because “none of 
the other speakers are charging us” – sound familiar? 

The same goes for shops and their vendors. We need to 
practice what we preach. We must continue to do our due 
diligence to research a vendor or jobber to make sure they have 
the qualifications to work with shops like ours and to negotiate a 
price that is mutually beneficial, but we simultaneously want to be 
sure that we don’t cross the line into bully territory. We must stop 
pushing the discounts as far as possible, engaging in bidding wars 
and dropping a vendor who services us well and supports ABAT 
over price alone. This is bad for the industry and makes us look 

exactly like the ones who bully us on a daily basis. 
You would be surprised at how many phone calls I have fielded 

from ABAT’s sponsors on this very topic. If we want our cries 
heard, we need to hear theirs as well. Our vendors, jobbers and 
suppliers are our REAL partners in this industry. They care so much 
about this business and making shops more profitable because, 
in the end, we all win together. I know this because I sat on that 
side of the desk for 12 years. I have literally lost business over a 
$5 discount and couldn’t earn business that I knew I could better 
service – over discounts. I have begged for business that never even 
made sense to earn because the level of service required evaporated 
the hairline of profit we “agreed” to take. There are salespeople out 
there working for peanuts with the hopes that they have a future of 
growth within their company, and we have the power to provide 
that by doing fair business with them. I know some of you already 
operate in a fair way - I serviced your accounts over the years and 
was grateful then and still am. 

This year, I ask you to at least ponder this concept. To put the 
shoe on the other foot and reflect on if you are practicing what you 
preach. Let’s stop the squeeze, starting at the end of the chain.

Let’s be the change this year.
May God bless ABAT, Texas and YOU in 2022.

S

Executive Director’s Message

Jill Tuggle
ABAT Executive Director

jill@abat.com
TXA

Concepts for 
Change: Stop the 

Squeeze
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On January 11, join ABAT and Tim Ronak of AkzoNobel 
on Zoom at 10am for an informative presentation entitled, “What 
EXACTLY is a Prevailing Rate?” Attendees will obtain a better 
understanding of the intent behind Labor Rate surveys as they learn 
about what they need to know before completing these vital surveys 
to ensure they are completed accurately while operating within the 
law. 

“ABAT wants to help our members understand what these 
surveys are asking and how to fill them out correctly,” says Jill 
Tuggle, executive director of ABAT. “If we’re ever going to move 
the needle on some of the issues we’re facing in Texas, we need 
collision repair shops to review and update their Labor Rates as 
the association works to enhance legislators’ understanding of the 
challenges we face.”

The association’s hybrid meeting on February 17 will provide 
an opportunity for members to gather in person at regional 
meetings around the state, as ABAT telecasts to each of the 
following locations: Austin, College Station, Dallas-Fort Worth, 
East Texas, Houston, Lubbock and San Antonio.

“We’ll offer education the industry desperately needs, coupled 
with an overview of what ABAT has planned for the year and a 
discussion of the actions that repairers can take to support our 
efforts,” Tuggle explains. 

ABAT’s March 8 meeting, held on Zoom at 10am, will feature 
Keith Egan of Betag Innovation as he discusses “The Technician 
Shortage Problem: Reconstructing Today’s Collision Repair 
Technician.”

Lastly, make sure to save the date for the 2022 Texas Auto 
Body Trade Show, scheduled for August 25-28. 

For more information or to register for any of these events, 
contact jill@abat.us.   TXA

Local News by Chasidy Rae Sisk & Alana Quartuccio Bonillo

  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.

  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    636-734-5470
EMAIL  ryan@the300advantage.com

To learn more!

The 300 Advantage™
Providing real-time intelligence before, 

during, and after a hail storm

Complain to 
Make Change!

 Texas repairers have a TREMENDOUS opportunity this year 
to make a difference!

It’s simple: Get your customers to complete those consumer 
forms and let their voices be heard! 

ABAT made great strides with their consumer safety bills in the 
last legislative session, but in order to keep up the momentum and 
gain ammo against the Texas Department of Insurance (TDI), these 
consumer forms MUST be collected in order to reach the goal of 
1,000 submissions. 

Legislators need to hear from their constituents – our customers! 
These forms are an absolute necessity in getting our cries heard. In 
the words of ABAT Executive Director Jill Tuggle, “NOTHING is 
more powerful than the outcry from the consumer.” 

The TDI has indicated interest in hearing directly from 
consumers, rather than shops,  about these insurance issues. When 
the concerns come from the consumers themselves, legislators and 
the TDI are more likely to pay attention to the problem. 

The form is made up of a simple and easy checklist for 
customers to complete upon encountering an insurance-related 
issue during the repair process. Issues they should be reporting 
include underindeminification, unnecessary delays and total 
loss abandonment or undervalue. Shops are urged to send the 
completed forms to ABAT, and from there, association leadership 
will pass them on to the legislators local to your shop. The more 
forms, the better! Even just collecting 10 more forms can make 
a huge difference in ABAT’s efforts to protect body shops and 
their consumers from third-party interference in the safe repair of 
vehicles. 

Shops from all over the Lone Star State are encouraged to take 
part! It’s crucial that all 150 legislative districts in the Texas 
House of Representatives receive these consumer forms. 

To obtain a copy of the most recent form, contact  
jill@abat.us.   TXA 

Upcoming ABAT Events 
You Don’t Want to Miss!

mailto:jill@abat.us
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Just over 20 years ago, ABAT’s newest Board member 
Anthony Palomo attended college, intent on becoming a teacher 
and basketball coach, but when he began working part-time at 
West Texas Auto Color (Lubbock), he found a new passion:

“I fell in love with the body shop industry after meeting a lot 
of really great people who helped me see what a great future this 
career could offer. Scott Tilson, my boss and my father-in-law, 
has been a great mentor; in addition to being an all-around good 
guy, he’s extremely knowledgeable about the industry, and he has 
a straightforward approach to business that focuses on customer 
service and doing the right thing for our clients.”

As a distributor, Palomo visits body shops throughout his 
region, and he noticed that they all had something in common.

“They want to fix cars correctly for their customers, but it’s 
hard to be profitable when they aren’t being fairly compensated. 
Some days, I visit eight or more shops, and each one has the same 
story about how insurers are under-indemnifying their clients and 
the shop isn’t getting paid for the work they do. Part of my job is 
sharing helpful information with my customers by bringing them 
industry news and suggesting other ways they can improve their 
businesses.”

After hearing about ABAT, Palomo attended a couple of 
meetings and discovered a new way to help his customers. “Many 
great shop owners are simply so busy with their nose to the 
grindstone that they don’t have time to explore the different ways 
they can benefit from being involved with the association, such as 
networking.

“Shop owners see neighboring shops as competition and fail 
to recognize how beneficial it can be to develop a good working 
relationship with one another. ABAT’s efforts to build a bridge 
between all the owners and managers focuses on getting them to 
progress  together in the right direction. Since our last Lubbock 
regional meeting, several shop owners have been in contact with 
one another, so we’re seeing some collaboration, which will only 
hopefully increase.”

Palomo has also been impressed by the high-quality 
educational opportunities offered by ABAT. “It’s all about fixing 
the car correctly, which means following OEM requirements. If 
shops aren’t following the OEM recommendations, often because 
they struggle with reimbursement, those vehicles aren’t being 

repaired properly. 
When collision 
repairers discuss their 
business practices, their 
day-to-day operations 
and even their Labor 
Rates, everything ties 
back to proper repairs.”

Of course, shops 
also face challenges 
that are too large to 
handle on their own, 
and that’s another way 
that belonging to a 
dedicated association 
can benefit them, 
according to Palomo. 

“ABAT does amazing things for the collision industry 
in Texas, and their legislation is part of that; however, repair 
professionals need to support the work they’re doing by getting 
involved with contacting legislators, submitting complaint forms 
and registering their Labor Rates with LaborRateHero.com. If we 
don’t work together, we’re not as strong, and ABAT’s leadership 
can’t do as much if we’re not sufficiently arming them to fight this 
ongoing battle.”

By aligning with ABAT, Palomo feels he’s in the perfect 
position to help his local customers. “West Texas isn’t a densely 
populated area, but it’s home to a lot of highly motivated shop 
owners who simply need to be pointed in the right direction. 
ABAT’s leadership team is filled with intelligent, passionate people 
who are dedicated to improving the body shop industry in Texas. 
I want to mirror their efforts locally. We’ve got a lot of ground to 
cover, but I expect great things from our area in West Texas.

“I’m excited and honored to join ABAT’s Board. Their energy 
and enthusiasm inspires me, and I look forward to helping them 
make positive strides in the Texas collision industry.”   TXA

ABAT News

Building a Bridge:  
New Director Anthony Palomo 
Explains Benefits of ABAT
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Buying a paint booth is a huge investment, and there are many factors
to carefully consider before selecting one. Will the booth work well in a
region where there’s a ton of humidity and with drastic changes in the
weather? How long do you think the booth will last and will it require a lot
of maintenance? Will your painters be comfortable using it every day and
finally, will the company making the booth provide solid training and
reliable customer service? 

To answer these questions before acquiring two Chronotech spray
booths and a prep deck from USI ITALIA back in 2004, Collision Center
Manager Kevin McIllveen at Russell & Smith Body Shop in Houston, TX
spent six months studying the market. He was looking for the best booths
that matched his needs to use in a brand-new 36,000 sq. ft. facility that the
company built from the ground up.  

Mcllveen, age 56, entered the industry more than three decades ago as
an estimator and has worked for Russell & Smith Body Shop since 1993.
His goal with his new spray booths was to improve the efficiencies in his
paint department and to accommodate his production, he said, while
simultaneously saving time and energy if possible. 

The vetting process was arduous but worth it in the end. "We did our
research so that we could make an educated decision," he said. "I went to
NACE two years in a row and talked to literally everyone and asked a lot of
questions. We knew that this was going to be a very significant investment,
so we took the time to perform our due diligence to cover all our bases. We
invested in their prep stations as well, which was another good decision,
because my guys can work so much faster and effectively with five different
places where we can spray. We put a curtain up in the prep booth that
provides us two additional spaces that are heated
and properly ventilated. So, when we are really
jammed, we can handle the workload and
maintain our cycle time without interrupting or
slowing down our production."

After using them for a very short time,
Mcllveen could clearly see that his Chronotechs
were more than capable as they quickly became a
centerpiece in his new, high-end, modern shop. 

"We have four paint teams here, consisting
of a painter and a painter’s helper and we
consistently log approximately 600-700 paint
hours weekly,” he said. “We switched to
waterborne paint when we opened this facility
because we want to provide a healthier climate for our employees and the
community as a whole.” 

Why was Mcllveen able to improve his numbers by simply adding two
USI booths? “In the end, it all comes down to their airflow because we never
need blowers or additional air to cure these vehicles. The fans in these
Chronotechs are exceptional because they feature variable speeds, so we
can switch depending on the parameters of each job. Our painters are
producing an impressive product day after day, so these booths are saving
us both time and money. We paint an average of 400 cars every month, so

we push these booths and they never let us down.” 
Any issues that Russell & Smith Body Shop have encountered with

their USI ITALIA booths have been rare and far between. But Mcllveen feels
good knowing that if called upon, the company will respond and find
solutions promptly. “If you do your scheduled maintenance and keep
everything clean, these booths will last you 30 years and maybe even
longer. The issues that we have encountered with the Chronotechs have
been minor and quickly solved, which is impressive when you think that we
have been using these booths daily for the last 16 years. I tell people that
these booths will be here long after I’ve retired!” 

After training provided by USI ITALIA,
Mcllveen’s painters were able to start spraying
after one day, he said. "The Chronotechs are
designed to work with waterborne paint, which
makes it easier for our painters to do their work.
After a very short time, all of our guys were
comfortable and the results were consistently
exceptional.”  

Mcllveen is also impressed by the
Chronotech's sturdy construction and durability.
"Some booths are just a box, but these are well-
built," he said. “I know, because I've seen them
all and there isn't anything like a USI ITALIA
booth."

His career in collision repair industry has been a great experience and
products like his USI ITALIA spray booths and prep station are a part of that,
he said. “We haven’t had to furlough anybody here and that’s because we
value our people and, in the end, our Chronotechs are part of the team.” 

Russell & Smith Logging Big Paint Hours with USI Booths & Prep Station

USI of North America |  565 Commerce Street Franklin Lakes, NJ 07417 |  201-405-7761 |  s.moretto@usius.com |  www.usius.com

TXA0920_USI.qxp_Layout 1  8/28/20  9:21 AM  Page 1
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Each year brings its challenges and its triumphs, and although 
2021 (like its predecessor, 2020) offered some unique hurdles, 
collision repair associations around the country rose to the 
occasion and continued to support members and the industry 
at-large through educational opportunities, virtual and in-person 
networking events and various forms of advocacy. Which efforts 
stood out the most for association leaders? What’s next on their 
agenda? Texas Automotive sat down with Auto Body Association of 
Texas (ABAT) Executive Director Jill Tuggle, Society of Collision 
Repair Specialists (SCRS) Executive Director Aaron Schulenburg, 
Alliance of Automotive Service Providers of New Jersey (AASP/NJ) 
Executive Director Charles Bryant, Washington Metropolitan Auto 
Body Association (WMABA) Executive Director Jordan Hendler 
and Alliance of Automotive Service Providers of Massachusetts 
(AASP/MA) Executive Director Lucky Papageorg, who graciously 
shared their insights on last year and their hopes for 2022. 

Texas Automotive: What was your association’s biggest 
accomplishment(s) in 2021?

Jill Tuggle: ABAT’s 2021 Texas Auto Body Trade Show was our 
biggest accomplishment last year for two reasons. First, it actually 
happened!! And secondly, it was a success. We’d heard that the 
attendance at any kind of event or trade show was only reaching 
about 30 percent of what was typical, so when we hit our target 
number, we were thrilled.

Aaron Schulenburg: 2021 was an interesting year as the industry 
continued to navigate the challenges of the pandemic and find our 
way back to “normal.” SCRS enjoyed several accomplishments 
that stand out for me, but I believe the most important activity 

was leading by example to help shops get back to business. 
We identified creative approaches for delivering useful bits of 
information. In addition to our Monday estimating tips, we 
launched a new weekly video series, Quick Tips, in January 
2021 featuring Mike Anderson of Collision Advice and Danny 
Gredinberg from the Database Enhancement Gateway (DEG); 
we’ve received really fantastic feedback from the industry on the 
usefulness of this type of content and we’re excited about the library 
of material we’ve built, which is free to everyone and available at 
youtube.com/SCRSCollision. This will continue forward in 2022.

Charles Bryant: One of AASP/NJ’s biggest accomplishments this 
year was the creation of our Health Insurance Program for AASP/
NJ members through the Amato Insurance Agency (a division of 
World Insurance). The program successfully saves members of 
the industry and their employees so much on the cost of health 
insurance that other states, in addition to New Jersey, are starting to 
participate in the program.

Jordan Hendler: The association’s largest accomplishment – besides 
surviving in pandemic times – would be publishing the Labor Rate 
survey. That project is one of the more relevant and important 
things we do, aside from keeping our membership informed and 
updated with the latest industry changes!

Lucky Papageorg: AASP/MA’s biggest accomplishment in 2021 
was our legislative push, beginning in February, which has carried 
us through to where we are today with a mobilized membership 
whose efforts to contact their state senators and representatives 
resulted in convincing 90 legislators to sign onto our two bills.
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TXA: What was the most memorable or most fun thing that 
your association did in 2021?

JT: We hosted a contest at the Texas Auto Body Trade Show called 
ABAT Big Shots where contestants could prove that they are the 
best in the business at a virtual welding machine, virtual paint 
booth, actual seam sealer applications and estimate writing. The 
contest was wildly popular, and plans to make it even better next 
year are already in the works!

AS: In 2020 and 2021, SCRS found ways to accommodate the 
transition to interacting at a digital level, but there’s simply no 
replacing the one-on-one interactions that happen at live events. 
The 2021 SEMA Show provided the perfect return to big industry 
events and was hugely successful, despite the obstacles we all had 
to overcome to make it successfully happen. The event offered the 
return of valuable in-person educational and business opportunities, 
but it was also a truly fun event that gave us all a chance to see 
people we haven’t had the opportunity to connect with in a 
while. I love this industry, the people in it, and what it represents: 
Helping people when their vehicle is broken and they’re in need. 
Our members deliver a great service to their communities, and 
the work for consumers can be rewarding; however, it’s also a very 
difficult industry. The day-to-day can be hard, and I think the spark 
of excitement at the SEMA Show is a reminder of why we love 
working in collision repair and the automotive industry. The return 
to that onsite experience really re-energized all of us in a way you 
just won’t find anywhere else.  

CB: AASP/NJ’s Golf Outing is usually one of the most fun things 
that the AASP/NJ sponsors during the year; however, as the result 

of COVID-19, we decided to cancel it this year. AASP/NJ looks 
forward to the end of the pandemic, so we can get back to normal 
and conduct more memorable events for members to get together, 
enjoy each other’s company and create new memories.

JH: Our golf outing is a total hoot! We have a great day of games 
and community, while fundraising for our industry initiatives – 
including our Jerry Dalton Memorial Education Fund.

LP: Our association’s last general membership meeting in 
November allowed us to gather face-to-face for the first time since 
the pandemic. The energy in the room was phenomenal, and it 
was great to see people in person again; everyone could feel the 
camaraderie, and we received a lot of positive feedback on the 
content discussed during the meeting. It was a great return to a 
sense of normality.  

TXA: What are the biggest challenges your members are facing 
on a state level, and what is the association doing to address 
those concerns?

JT: Our problems are not few these days, but one of our biggest 
challenges on a state level is the Texas Department of Insurance 
(TDI). They sit idly and approve policies that violate the laws, 
rules and consumer rights that they have outlined for insurance 
companies to abide by. We have pleaded with them to take action 
to no avail. ABAT will not accept that “this is just how it is,” and 
we plan to challenge this issue through the use of our consumer 
forms, awareness campaigns and (if needed) our legal system.

continued on pg. 16
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AS: There are countless examples of the challenges facing collision 
repairers. I could go in a lot of different directions with this. But 
one of the difficult areas we have right now is confronting the 
dilemma of staffing and attracting new people into our trade. 
Finding ways to help people recognize the opportunities that exist 
in collision repair and encouraging them to see it as a career path, 
not just a landing spot, is an important initiative on a local and 
national scale. SCRS consistently works to generate awareness 
around this issue with our Affiliates, with other organizations 
within the industry, and by supporting programs like Enterprise 
and Ranken Technical College’s Automotive Collision Engineering 
Pilot Program, which helps build better pathways for entry into the 
field – and that’s exactly what the collision repair industry needs. 
By using our voice, we can ensure that we create solutions that help 
schools more capably deliver on what repair businesses are seeking, 
find ways to help small businesses compete with larger companies 
for quality entry-level employees and transform this industry into a 
place where people WANT to pursue a career. 

CB: Dealing with the many challenges resulting from COVID-19 
has been all-encompassing and includes concerns such as delayed 
first and supplemental inspections, the insurance industry’s push 
for photo estimating and the lack of available parts required to 
repair damaged vehicles. Through our research into the issue of 
shops preparing damage estimates based on photos without seeing 
the vehicle, AASP/NJ verified that such activity is a violation of the 
NJ Auto Body License Law and could result in heavy fines or even 
suspension of the shop’s license for preparing an estimate based 
on photos, phone calls or any other means, other than a personal 
inspection of the damaged vehicle. AASP/NJ made this information 
available to members, and many of our members now utilize it as 
a weapon to refuse to participate in the photo estimating process, 
which has resulted in nothing more than inaccurate estimates and 
major delays, and it is hurting the estimating process much more 
than helping it. AASP/NJ is currently in the process of compiling a 
special form that shops can use to remind insurers of the time limit 
allowed for insurers to inspect damaged vehicles. In situations where 
insurers have already violated the rules and regulations governing 
fair claim settlement practices, shops can utilize this form to alert 
insurers to the fact that the repairs have either already commenced 
or been completed, based on the shop’s contract with the vehicle 
owner. The form also includes verbiage indicating that, as a result 
of the insurer waiving their right and opportunity to inspect 
the damaged vehicle, commence negotiations and make a good 
faith offer of settlement, the insurer has also waived their right to 
challenge the repairs.

JH: The membership of WMABA is facing the same challenges as 
all other repairers in this country. It’s an ever-changing landscape 
filled with hurdles, such as the rise in virtual estimating coupled to 
lack of adjuster education, parts or supply chain issues, rising costs 
of everything and the lack of qualified candidates for every position 

in the business. Still navigating COVID-19 and pandemic-related 
challenges, shops are struggling with personnel and customer 
relations. It’s getting “better,” but it’s not where everyone wants 
it. We maintain connection through events like our virtual 
Membership Watercooler Chats, where every month at the same 
time and place our members can discuss what’s happening, what’s 
important to them and what’s working that they can share. It’s a 
really positive environment, and everyone who comes loves it!

LP: Massachusetts body shops are particularly frustrated with the 
lack of activity on the part of the legislature and governmental 
agencies, such as the Auto Damage Appraiser Licensing Board 
(ADALB), to address the issues we’ve been voicing with them in 
regard to Labor Rate and insurance appraisers’ failure to write 
proper estimates. AASP/MA’s efforts to circumvent these problems 
have taken shape in the form of our two bills: one to move the 
ADALB from the Division of Insurance to the Department of 
Professional Licensure, and the second for Labor Rate reform. 
We’re staying in contact with legislators and the powers-that-be 
to keep both issues on the front burner and try to address these 
concerns legislatively. 

TXA: What are the biggest challenges your members are facing 
on a national level, and what is the association doing to address 
those concerns?

JT: I believe our two greatest challenges nationally are inflation 
and labor shortages. I personally believe that this record-breaking 
inflation in our country may be positive for our industry. For the 
first time, we have a widely-accepted increase in costs that cannot 
be argued, and this could be an opportunity for shops to finally seek 
proper compensation. If not, shops will need to start writing proper 
and thorough estimates – and stop the practice of giving away the 
farm just to get a job. Either option offers a favorable outcome. In 
the coming months, we will be encouraging shops to keep their 
Labor Rates posted and current as well as providing instructions 
on how to properly fill out Labor Rate surveys. The shrinking 
pool of technicians has been the broken-record issue for years, but 
now it is compounded with the fact that we can’t even fill general 
positions, such as cashiers, detailers and administrative roles. We are 
addressing the issue by educating shops on how to better equip and 
train their staff so that they want to stay employed at their shop as 
well as using social media sites to connect job seekers to employers. 
That is a small step that helps the problem on a minute scale, but 
to fix this problem, we need our country’s President to encourage 
folks to go back to work, instead of collecting mailbox money. As 
an association, all we can do is to empower people by teaching them 
to connect with their local legislators and voice their concerns. In 
order to fix the industry’s national problems, we have to use our 
voices and that should absolutely start locally.

continued from pg. 15
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AS: Collision repairers face so many challenges, and the most 
obvious is the remarkable pace of technological advancement 
taking place with the vehicles needing repairs, while members 
simultaneously combat downward pressure related to what they’re 
charging. The transition to virtual interactions and the pressures 
within that only exacerbated the issues that collision repair facilities 
encounter in the tug of war that is the estimating and claims 
process. Difficult relationships became even more difficult. SCRS’ 
efforts with OEConnection on the Blueprint Optimization Tool 
(BOT) helps shops capture and document performed operations 
in a way that identifies the vehicle’s needs earlier in the process 
and reduces friction with insurance carriers by providing a way to 
consistently communicate what’s required. DEG is another great 
example of the ways that SCRS looks at challenges and creates 
resources to remove friction. 

CB: Presently, the three biggest challenges are the lack of trained 
technicians, the changes in repair technology and the lack of 
parts available to repair vehicles. AASP/NJ seeks to combat this 
by providing a Labor Pool where available technicians can seek 
employment and where members can locate potential employees 
when positions become available. AASP/NJ constantly hosts 
training opportunities to keep members aware of the technological 
advances taking place on modern vehicles. As far as the lack of parts 
availability, we are basically at a loss on how to deal with the issue 
but welcome suggestions.

JH: We are one of the associations that finds participation at 
national meetings to be crucial to our survival. Not only do we see 
what’s coming down the pike, we also made connections with top-
level companies and insurers which come in handy when we have 
a local issue. Having those relationships has been a huge benefit to 
our members who find themselves in a bind, either with a customer, 
vendor or insurer. It’s been one of the greatest untapped gold mines 
of our group!

LP: The lack of labor force available and keeping up with all the 
technological advances being pushed down the road on us are 
problems that continue to be a huge burden on our members, but 
another concern is the large drive toward automation in the claims 

writing process. Insurers have accumulated a large database of 
amounts that should be paid for various repairs based on point of 
impact and want to lump everything under one umbrella, instead 
of evaluating each repair on a case-by-case basis. The association is 
working to make consumers aware of how detrimental that cookie-
cutter process is to them. AASP/MA uses different forms of media, 
including Facebook and radio, to demonstrate how insureds are 
being shortchanged by their insurers and offering suggestions to 
help them avoid being taken advantage of.

TXA: What are your association’s top priorities 
as we move into 2022?

JT: In 2022, ABAT hopes to lay the groundwork for a successful 
88th legislative session during this interim year and to make positive 
change by forcing the TDI to finally behave like the unbiased and 
consumer protection agency that it is supposed to be. On their 
website, you can view their “promise” to consumers: “We recognize 
our responsibilities to both consumers and the insurance industry. 
We work to fulfill our legislative mandate to regulate the insurance 
industry while protecting the people and businesses that are served 
by insurance. We pledge to provide high quality service to all our 
customers.” We just want them to uphold this promise.

AS: Regardless of the year, SCRS’ priorities remain the same: 
Finding ways to advance the industry in meaningful ways! I expect 
2022 to bring a lot more of that as we find opportunities to use our 
size, voice and people’s respect for the organization to influence 
the industry in a way that improves it for the people we serve at 
a business level as well as the consumers they serve. We hope to 
produce more information, share more educational opportunities 
and promote advocacy efforts to ensure there’s a voice for every 
person and business in this industry. We’ve got some ambitious 
projects in mind that we can’t wait to share, but everything 
we do begins with the collision repair professionals around the 
country. There’s a lot of information coming down the pipeline, 
and if you’re not already subscribed to our YouTube channel and 
following trade publications like Texas Automotive, don’t miss out! 
You don’t want to be one of the shops that isn’t privy to all the 

continued on pg. 18
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changes coming because you weren’t following along, and if you 
are paying attention, make sure that you’re sharing the information 
with your peers. SCRS members and supporters often ask how they 
can contribute in a meaningful way, and the most impactful thing 
you can do is carry the water: Help others access the knowledge 
we bring, because the more knowledgeable we are collectively, the 
stronger this industry becomes. Challenges will always exist, but we 
find out who we are as an industry in the ways that we rise up to 
address them.

CB: AASP/NJ’s top priority is to maintain the many member 
programs that we have established to assist our members with any 
issue that comes up during the normal course of doing business, 
such as our Labor Pool, Equipment Exchange, Hit and Run 
Program, discounted Health Insurance Program and the AASP/NJ 
Hotline, which is available to answer members’ questions and assist 
with any situation that may arise, all day, every day. AASP/NJ’s 
ultimate goal is to make our members aware that they are not alone 
and that they can always depend on AASP/NJ to help whenever a 
situation arises where they need our assistance.

JH: WMABA is 50-plus years old now, and we need to reinvent 
ourselves in this new world, just like repairers do. It’s important 

that we deliver meaningful education and information to our 
members, along with opportunities for them to have more 
“community experiences.” We haven’t been the talk of the town 
for quite some time, and I really want to see us get back to a place 
where we are the first line of defense - the first place repairers go 
with questions. Even if we don’t have the actual answer, I guarantee 
we know how to find it!

LP: In 2022, AASP/MA will continue promoting our Labor Rate 
bill and our bill to move the ADALB, and we hope to see these 
issues positively addressed through legislation. We’ll also continue 
to concentrate on increasing consumer awareness, and in order to 
be successful at both of those objectives, we look to increase the 
number of active association members to strengthen and amplify 
our voice. 

With these association leaders at the helm, the future of the 
collision repair industry looks bright for 2022 and beyond. We at 
Thomas Greco Publishing are grateful for their efforts and for all 
our readers. We wish you all a HAPPY NEW YEAR!   TXA

continued from pg. 17
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Thank you for your comments and great questions. I also 
find it completely amazing that State Farm and other carriers can 
continue to get away with employing their “prevailing competitive 
price and practice” schemes with zero oversight as to the accounting 
process of the data collected, received and maintained to support 
such claims, if any. As I wrote last month, “The allowing of this 
practice can best be described as the fox guarding the hen house.” 
About your questions, let me first answer the latter, “Do you 
have supporting documents showing variances in the State Farm 
prevailing competitive price scheme?” Yes, we do – many! The State 
Farm estimates we have on file show a vast difference in the Texas 
State Farm prevailing competitive price and practice scheme. As an 
example, we have documented the State Farm refinishing prevailing 
competitive price in Stephenville as $48 per hour, Houston and 
the DFW area as $50, Tyler as $60, Henderson $65, Beaumont 
$68 and Paris as $70 per hour. These refinishing rates are the latest 
rates we have documented for these cities. The rate could have 
been updated or revised since our last client from the noted city; 
however, each of these documented refinishing rates have been 
verified within the last 12 months.

As we see here, should a State Farm insured select a collision 
facility in Stephenville that had a posted refinishing Labor Rate 
of $70, and the required refinishing time to safely return the 
vehicle to its pre-loss condition required 40 refinishing hours, the 

total refinishing cost would be $2,800. Yet, we see State Farm’s 
prevailing competitive price in Stephenville is $48 at the last 
documented period. Based on the State Farm prevailing competitive 
price of $48, State Farm’s position would be that they only have a 
liability of $1,920 ($48 x 40 = $1,920). Under this scenario, it is 
my position the insured would be under-indemnified $880, or 32 
percent, for just this single operation; however, if the same repair 
was performed in Paris, Texas where the State Farm prevailing 
competitive price is $70 – the same as the collision facility’s posted 
rate – the insured would have been made whole for their loss 
without any out-of-pocket expense other than the deductible. 

So, what about Paris and Stephenville can explain such drastic 
claimed Labor Rate differences? The State Farm policy states, “The 
prevailing competitive price means prices charged by a majority 
of the repair market in the area where the covered vehicle is to 
be repaired as determined by a survey made by us.” As noted 
in last month’s cover story in Texas Automotive, State Farm’s 
policy doesn’t define the survey parameters, which raises many 
questions on the subjectivity involved in determining what they 
call “prevailing competitive price.” Their survey could use greater 
data points from DRP shops (repair facilities under contract with 
State Farm) and non-OEM-certified collision facilities, rather than 
the OEM-certified collision facilities that only perform repairs per 
OEM guidelines. Determining the prevailing practices and price in 
this manner ultimately leaves the consumer responsible for the cost 
difference between the substandard collision repair facility and the 
OEM-Certified collision repair facility. That’s straight-up under-
indemnification.

In support of the actual rate in a market area, we always reach 
out to the Variable Rate System (nationalautobodyresearch.com), 
which is an unbiased authority on the subject of collision facility-

Ask The Expert

State Farm’s “Prevailing 
Competitive Price” Scheme Unveiled
Dear Mr. McDorman:

I own and operate a collision facility in East Texas. We are OEM-certified for the vast majority of each 
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price” in my area. I know of no case where State Farm has ever indemnified our client (their insured) for the 
difference between their asserted prevailing competitive price and our actual posted Labor Rate. Also, State 
Farm will not provide any type of supporting documentation to back their “prevailing competitive price” 
numbers. When our clients who are insured with State Farm question why they owe an amount over their 
deductible, they have told us repeatedly that State Farm blames us for overcharging for our labor. They say 
that State Farm told them that their shop of choice (mine) is the only one charging these rates and State 
Farm’s liability is only for the “prevailing competitive price” – again, without supplying any documentation 
in support of their assertion. In the interest of customer satisfaction and full transparency, we never want 
our clients to doubt us as to why we have charged a specific rate. How can our clients be sure State Farm 
has properly indemnified them from liability for their safe and proper OEM-certified collision repair? Finally, 
it is my understanding you handle motor vehicle claims all over Texas. Do you have supporting documents 
showing variances in the State Farm prevailing competitive price scheme? I, as well as other readers, hope 
you can shed some light on this sensitive situation and help get our clients some answers as to how they 
may request these answers from their insurer, State Farm.

Robert is a recognized Public Insurance 
Adjuster and Certified Vehicle Value Expert 
specializing in motor vehicle-related insurance 
claim resolution. Robert can be reached at 
(800) 736-6816, (817) 756-5482 or via email at 
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related charges. It is my understanding that the Variable Rate 
System has been retained by one or more state regulatory agencies 
as an unbiased authority to assist in identifying the true prevailing 
rate on every related charge in the collision industry. Additionally, 
consumers may go to Labor Rate Hero (laborratehero.com). So, 
what does the Variable Rate System say about the average hourly 
refinish rate in Paris versus Stephenville? For Paris, it is $70 and for 
Stephenville $61 – a $9 difference versus State Farm’s claimed $22 
difference!

As we can clearly see above, there is a lot of variability 
and subjectivity in the way State Farm indemnifies its insureds 
for covered losses when it comes to the competitive prevailing 
price scheme. When the insured is seeking such clarification on 
indemnification issues from State Farm on Texas claims, we always 
point them to the Texas Department of Insurance Consumer Bill 
of Rights – Superseded by Commissioner’s Order No. 12-0862 and 
the heading EXPLANATION OF CLAIM DENIAL  
(tdi.texas.gov/rules/bor-auto-english.html). Your insurance 
company must tell you in writing why your claim (or part of it) is 
denied. When you file a claim on your own policy, you have the 
right to have it processed fairly and paid promptly. If State Farm 
fails to meet required claims processing and payment deadlines, you 
could be entitled to collect 18 percent annual interest and attorney 
fees in addition to your claim amount. State Farm should be held 
accountable for any short gaps and misrepresentations of such.

The issues and concerns on the perceived competitive price 
calculation and prevailing practice issue is far greater than a dispute 

between State Farm wanting to pay less and the collision industry 
wanting to be paid more. It is clearly a consumer safety issue that 
could compromise the safety of the collision repair – and potentially 
even the availability of quality collision repair shops in a particular 
area. For example, if you witnessed a lack of quality body shops in 
a certain geographical area and wanted to fill the void by opening 
an OEM-certified shop with highly trained and qualified personnel, 
would you be willing to do so when learning that the many non-
OEM shops in the area would be setting your allowed Labor Rates 
and practices? Thus, poor repair practices can perpetuate continued 
poor repair practices. 

In closing, the insured should always ask for written proof 
with supporting documentation from their insurance carrier for any 
application of an exclusion in the policy and any exception to (or 
other avoidance of) coverage claimed by the insurer. This is their 
policy right. The more light that can be shed on this “prevailing 
competitive price” scheme, the higher the likelihood of discovering 
the ugly underbelly and exposing it for what it is – yet another 
way for insurers to escape liability and under-indemnify their 
policyholders.

I thank you for your question and look forward to any follow-
up questions that may arise.

Sincerely,
Robert L. McDorman
TXA

Ask The Expert by Robert L. McDorman
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