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President’s Message

November is a special time of year in our industry. The 
eleventh month of the year always kicks off with the SEMA Show, 
where collision repairers have a chance to take advantage of some 
of the best training around. But not everyone can head to Las 
Vegas each year, which is why ABAT always ensures we’re bringing 
top-notch education to our own backyard…or backyardS, since 
our next quarterly meeting will be a hybrid session that allows you 
to gather locally, while each chapter receives the same broadcast 
message. 

We know you’re busy in your shop, so we’re making it as easy 
as possible when we meet on November 16 – smack dab in the 
middle of International Education Week – with events being held 
in Abilene, Austin, Dallas-Fort Worth, Houston, Lubbock, Lufkin 
and San Antonio. There’s a lot going on in the Texas collision 
industry, and ABAT has all hands on deck. 

ABAT has been fighting for consumers since we came together 
as a group, and the 2023 legislative session won’t be any different. 

We’re excited to welcome ABAT Lobbyist 
Jacob Smith and hopefully several more 
special guests who will join us at our quarterly 
meeting as we discuss plans for the upcoming legislative session, 
including continuing the fight to ensure the Appraisal Clause is 
included in all insurance policies as a mandatory consumer right. 
(Flip to page 18 for more information on our fight for Right to 
Appraisal or check out last month’s cover story at grecopublishing.
com/txa1022coverstory.) 

Everyone deserves a safe repair, but we’ve all had clients who 
were under-indemnified by their insurer. If your customers are 
experiencing under-indemnification issues, be sure to help them 
start the complaint process with Texas Department of Insurance 
(TDI) at saferepairs.org.

And if you are having a problem figuring out why this matters 
so much, let me remind y’all that our legislative sessions are only 
held every other year. If we don’t mandate Right to Appraisal in 
the 2023 session, insurers will have TWO WHOLE YEARS to 
remove the Appraisal Clause from as many policies as they’d like, 
leaving consumers with litigation as the only option for protecting 
themselves when their carrier refuses to do the right thing. Let’s do 
the right thing for our customers now instead of waiting until it’s 
too late.

When we started ABAT, we spent a lot of time bouncing 
around from chapter to chapter, regurgitating the same 
presentations over and over. But it’s vital that ABAT members 
all across this wonderful state are receiving the same message and 
keeping up to date with what’s happening in our industry, so we’ve 
created a better way, thanks to technological advancements. We’re 
making it easy as pie for you to stay tuned into what’s happening in 
your market by offering these hybrid broadcasts that allow you to 
obtain the information you need…and then network with industry 
peers in person. 

And while we’d love to have you show up in person, it’s more 
important that you participate! We need YOU, so that’s why we’re 
making it easier than ever for you to get involved. We’ve made it 
so easy on your time that you don’t even have to leave your office 
– just sign up and tune into the Zoom meeting on November 
16. It’s YOUR industry, so YOU deserve to have a say in what’s 
happening. And the more of us who get together and speak up on 
our customers’ behalf, the louder we’ll be!

Educate to Legislate

Burl Richards
ABAT President

burl@burlscollision.com

TXA
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PREMIUM DISCOUNTS

TWO DIVIDEND OPPORTUNITIES

VALUABLE SAFETY RESOURCES

TEXAS AUTOMOTIVE 
SAFETY GROUP 

BETTER 
TOGETHER   

By becoming a member of the  

Texas Automotive Safety Group,  

your company leverages the group 

purchasing power that can allow  

you to earn two dividends each year, 

while saving about 12% on workers’ 

comp premiums. Ask your agent  

today or contact Eunice Duong at 

eunice.duong@frostinsurance.com  

to see if your company qualifies.

TEXASMUTUAL.COM/SAFETYGROUPS

While we can’t guarantee dividends every year,  
Texas Mutual has returned $3.7 billion to safety-
conscious policyholder owners since 1999.  
Texas Mutual safety groups are exclusively for  
Texas businesses. Available in Texas only. 
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HHey y’all, meet Kelly!
I want to formally introduce you all to Kelly Taft of Texas 

Watch! Kelly is the incredibly talented new face of our Consumer 
Complaint Form initiative that we started in 2020. Kelly will be 
carrying the torch and resurrecting this important initiative that the 
Texas Department of Insurance (TDI) has made every attempt to 
kill. She will personally call every one of our customers who have 
been affected by the unfair and unsafe business practices that plague 
our industry and help them fill out a TDI complaint…and she will 
also be sending them to Texas lawmakers.

But wait – wasn’t ABAT already doing that?!? The answer is 
YES! I would like to share with you how the TDI has roadblocked 
our efforts and ignored the woes of the population it is sworn to 
serve. 

The failures I have personally 
experienced with TDI are disheartening. 
When ABAT decided to collect these 
forms, they called a meeting with us to 
make sure we were prepared to submit these complaints correctly. 
I began filing complaints just as they had instructed me when they 
abruptly changed the rules and said I could no longer file using the 
customer’s information – despite having a signed release. TDI then 
changed ALL of our consumer complaints under my name and 
removed the consumers’ names. 

Even when we were filing complaints under customers’ names, 
TDI was allowing the insurance companies to self-police by not 
reaching out to our customers. And once the complaints were 
changed to MY name, the insurance companies responded by saying 
that I was not a party to the claim, and the file was closed. 

During this time, my vehicle was hit by a driver who ran 
a red light. The insurance company attempted to steer me to a 
non-certified shop that was not even able to purchase parts for 
my vehicle, stating, “I have seen them fix all kinds of cars.” (Barf!) 
When I filed my own complaint on a claim that I WAS party to, 
TDI closed that file with no action whatsoever as well. Apparently, 
my own complaints are not even worth a look. 

So, in a nutshell, TDI has proven they are an agency that 
serves to protect insurers who are big, out-of-state businesses. 
They appear to be pro-insurance and anti-consumer and anti-
small business…which I think is very Anti-Texan!

We desperately need you to re-engage in this fight and be 
a champion for your customers and this industry. If you have 
a client who has been under-indemnified by an insurance 
company, PLEASE have them fill out this form while they are in 
your office! Put simply, we are asking every shop in Texas to help 
us file these complaints on every single claim that was short-paid 
for ANY process, procedure or needed operation. Whether a shop 
eats the difference or charges the customer, we need them to fill 
these out. This will paint a picture for our legislature of how big an 
under-indemnification problem we have here, plus it will shine light 
on the fact that body shops have to fight to make a safe repair.

The process only takes three to four minutes, and we need to 
make sure the consumer knows that they will be contacted by Texas 
Watch (and to please take their call).

Go to saferepairs.org…or just CALL 
KELLY!!

Executive Director’s Message

Jill Tuggle
ABAT Executive Director

The Anti-Texan TDI

jill@abat.com
TXA

MMS training.com
COLLISION SAFETY AND ENVIRONMENTAL 
COMPLIANCE PROGRAM 

I 

Jackie Riggs I jackie@)aamsparts.com 
(940) 465-5099 Direct I (888) 632-2267 Toll-Free/ E -Fax 

• Annual Employee OSHA/EPA Training
• Annual Fit Testing Training & Notification
• Respiratory Medical Questionnaire (unlimited)
• Quarterly Shop Inspection Checklist
• Regulatory Updates to Tasks
• New Employee Training
• Quick/Seamless Employee Transfers
• Paint Booth Compliance
• OSHA required Written Programs
• Monthly Collision Industry Safety Communication
• Auto Lift Certified Inspection reminder
• Auto Lift Periodic Inspection
• Auto Lift Training
• Emergency Contact Forms and Evacuation Routes
• Hazardous Chemical Listing
• Online SOS
• Monthly Safety Topics for Continuing Education
• Job Hazard Analysis
• Recordkeeping Training
• SOS: Employer Responsibility Training
• 6H Painter Training Certification
• 6H Hands on Painter Training
• Annual EPA Test and Certification
• Annual OSHA Test and Certification
• EPA 609 A/C Technician Certification
• First Aid Training
• Hazard Communication Standard Training (HCS)
• lsocyanates Training
• Office Ergonomic Training
• Online document storage (automatic & customizable)
• Creatable Customized Tasks proprietary to company 

and/or each shop
• Air Permits and Renewal - All emission sources - Booth 

Prep Station, Gun Cleaner, Furnace etc.
• NESHAP 6H Notification of Compliance

ALL SERVICES ABOVE INCLUDED: $109.00/PER SHOP-MONTH 

O>SHA 

ABAT Members Special

For ALL ABAT members 
AAMSTraining will conduct a 

FREE inspection of your facility

Our trained compliance 
representatives will point out possible 

violations and provide a detailed 
report with pictures and suggestions 

on how to fix them

This report will be strictly 
confidential
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Saferepairs.org
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LIVE MeetingsLIVE Meetings  

November 16, 2022 November 16, 2022 
5:00pm - 8:00pm CST5:00pm - 8:00pm CST

With the 88th Legislature on the horizon we have so With the 88th Legislature on the horizon we have so 
much to share with you! ABAT has plans to submit much to share with you! ABAT has plans to submit 
more legislation this session and we want to invite more legislation this session and we want to invite 
you to learn more about our bills, the process and you to learn more about our bills, the process and 
our grand plan toour grand plan to  CREATE NEW LAWS IN TEXAS!CREATE NEW LAWS IN TEXAS!

will be held in Austin, College Station, Dallas, will be held in Austin, College Station, Dallas, 
Houston, Lufkin, Lubbock, Tyler, and San Antonio.Houston, Lufkin, Lubbock, Tyler, and San Antonio.

Be sure to mark your calendars for this Be sure to mark your calendars for this 
special and important presentation.special and important presentation.

To register visit: https://abat.us/meetings/To register visit: https://abat.us/meetings/

This quarter’s regional meet up is aThis quarter’s regional meet up is a
HOT TOPIC Mega-meeting!HOT TOPIC Mega-meeting!

LEGISLATION, LABOR RATES ANDLEGISLATION, LABOR RATES AND
NEW INDUSTRY-SHATTERING BENEFITS NEW INDUSTRY-SHATTERING BENEFITS 

FOR COLLISION REPAIRERSFOR COLLISION REPAIRERS
You absolutely do not want to miss this information!You absolutely do not want to miss this information!

Highlights:Highlights:
1.  Legislative efforts: How we plan to change Texas Law and the Team to get the job.1.  Legislative efforts: How we plan to change Texas Law and the Team to get the job.
2.  The secret weapon that is putting $ Millions $ in the pockets of body shops2.  The secret weapon that is putting $ Millions $ in the pockets of body shops
3.  FINALLY a health insurance plan with stellar benefits that is available to us NOW3.  FINALLY a health insurance plan with stellar benefits that is available to us NOW
4.  Regional Labor rate reports4.  Regional Labor rate reports

*locations subject to change*locations subject to change
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2501 William D. Tate Avenue, Grapevine, TX 76051

PARTS DIRECT:

(866) 410-6140
Give us a call. We appreciate your business and look forward to serving you!

• Your Trusted Authority for Chevrolet Performance Engines & GM Performance Parts

• Level 1 GM Powertrain Dealer

Brought to you by

At Classic Chevrolet, we aim to offer an easy buying experience 
on wholesale priced Chevrolet performance parts. 

We are one of the largest sellers of powertrain parts in the U.S. and 
have been recognized by General Motors as #1 in total parts sales for 

the 6th consecutive year. With competitive price matching and free 
shipping on orders $250+, we want our customers to come back for 

our quality parts and service.
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At the age of 16, ABAT’s newest Board member Albert Salinas 
(South Houston Nissan; Houston) found his way into the auto 
body world by accident…literally.

“I had permission to drive my mom’s 1963 Chevy Biscayne, 
but I didn’t have permission to wreck it,” he recalled. “Luckily, 
Mom’s cousin had a body shop, so she put me to work to fix her 
car and the car I hit. She was hard on me, but the end result was 
definitely good. Although she intended to punish me, I found 
something I loved doing; I discovered my future career.”

From there, Salinas worked in several independent shops 
before finding his home at South Houston Nissan 39 years ago 
where he worked his way up the ladder, ultimately becoming the 
collision director. “I’ve worked under three different owners, and 
I really enjoy what I do. We’ve got technicians who have been 
here for 20-25 years, and even though we don’t always agree on 
everything, we can agree to disagree. The next day, we get over it 
and come back to work.”

Looking for a way to give back to the industry he loves, Salinas 
began volunteering with the Houston Auto Body Association 
(HABA) around 2015. “We did pretty good with our organization, 
and when Burl Richards (Burl’s Collision Center; Henderson) 
visited us, he couldn’t believe what we were doing in Houston. 
Taking it a step further, the guys in East Texas started ABAT, and a 
few years later, HABA merged with ABAT in late 2019.”

Salinas stayed active in the association throughout the 
transition, lending his support to local Board members John 
Kopriva and Greg Luther whenever they needed anything. When 
Kopriva decided that it was time to resign, Luther called Salinas and 
asked if he was interested in getting more involved.

“Of course,” Salinas shared his immediate response. “As a 
group, we are trying to make this industry better for everyone else, 
and volunteering to help move that needle is something I’ve always 
wanted to do. We’re all in this together, and the more we do, the 
better off we’ll all be. I love this industry and want to help it as 
much as possible.”

There’s plenty of areas for Salinas to lend a hand. “We have 
a lot to work for…from trying to get insurance companies to 
pay us what we have coming instead of saying ‘no, no, that’s not 
customary; we don’t pay for that’ to simpler matters like mentoring 
other shops. Whether you’re a dealership or an independent shop, 
it doesn’t matter at ABAT. We leave that at the door to support 
one another. I’m also hoping that we can attract some youth into 
our organization; a lot of us are getting older and retiring. I’m 67, 
so I guess I could stay home today, but I intend to work a few more 
years. And I’m hoping to draw some new blood into ABAT before 
I go.”

Salinas truly enjoys what he does and is proud that he’s “made 
a very good living at it, just like everyone who works hard can do. 
If you’re a straggler, you can be a straggler. But if you’re a go-getter, 
this is definitely a field where you can go get it. I love this industry 

and am here to support it. That’s why I’m so passionate about 
my involvement with ABAT, and I’m looking forward to making 
a bigger impact by serving on the Board. It’s all about getting 
together, collectively strengthening our industry and making it 
better for everyone!”   TXA

ABAT News

Punishment to Passion: 
New ABAT Director Wants to 
Improve the Industry for All

Why Join WIN?
WIN offers education, mentoring and leadership 
development opportunities to build critical skills for 
success in the collision repair market.

•  Local/Regional  
Networking Events

•  Annual Education  
Conference

•  Educational Webinars

•  Mentoring  
Opportunities

womensindustrynetwork.com

•  Scholarship Program

•  School Outreach  
Program

•  Most Influential Women  
(MIW) Award

ABAT’s newest Board member Albert Salinas
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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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Start Fixing Start Fixing 
The The RightRight Way Way

CarbonCarbon
The certified OEM choice for dent repairThe certified OEM choice for dent repair

Steel, Aluminum, Glue-pull - 
Carbon has it all
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Can also be used on motors, 
transmissions, and subframes
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National Feature

Americans have become more polarized than ever before in 
recent years. 

DRP or OEM-certified facility. Single shop location or 
multi-shop operator (MSO).  Manufacturer or aftermarket 
parts…Collision repairers have even more reasons to bump 
heads. Yet, despite the many sources of contention within our 
industry and society, there’s ONE thing that everyone can agree 
on:

Mike Anderson (Collision Advice) is an amazing human 
being, and our world would be a much better place if more 
people emulated him.

Whether you know him personally or have had the 
pleasure of sitting in one of his engaging seminars at SEMA, the 
NORTHEAST® Automotive Services Show, the Texas Auto 
Body Trade Show or at a local event (as he is known to present in 
just about every corner of the world) or even if you only know his 
name via “Ask Mike” features or “Who Pays for What?” surveys, 
chances are you are a fan too, if not a friend. 

Mentor to many, inspiration to even more, Anderson 
epitomizes the heart and soul of the collision industry, and repair 
professionals from all over the country weighed in to explain why 
“We Like Mike.”

“I believe Mike is a Texan at heart,” quipped ABAT 
Executive Director Jill Tuggle, who met Anderson at the Texas 
Auto Body Trade Show in its earlier years. “He was a speaker, 
and I was helping manage the show. I remember feeling a tiny 
bit intimidated, but he’s such a kind soul…He makes you feel 
like you are the industry-famous speaker and that he’s the one 
honored to be at your show when it is very much the other way 
around! He is respectful, something we regard highly in the 
South, and he is a man of great character whose heart is as great 
as his mind.”

Tuggle’s interactions with Anderson have taught her a 
valuable lesson: “Adversity shapes ambition like nothing else can. 
It gives uniqueness to your grit.

“It meant so much when Mike joined ABAT during our 
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by Chasidy Rae  Sisk & Alana Quartuccio Bonillo

2021 Trade Show,” she added. “He 
believes in what we are doing, and that was 
so affirming for me.”

In light of Anderson’s Texan 
tendencies, ABAT gifted him with a pair 
of cowboy boots at the show, and “he was 
thrilled!” Tuggle recalled. 

“We had to get him his own boots 
from the Fort Worth Stockyards,” agreed 
ABAT President Burl Richards (Burl’s 
Collision Center; Henderson), who first 
became acquainted with Anderson during 
the association’s early days. “We were 
putting together our first trade show when 
someone mentioned Mike Anderson. I’d 
never heard of him before, but Axalta 
sponsored Mike as the presenter for our 
first show in Fort Worth.

“Mike hit that stage, and as soon as 
he started talking about the industry, we 
were all slack-jawed, wondering ‘Who 
IS this guy?’ because he’s such a freaking 
live wire. He has that WOW factor when 
you first meet him, but it doesn’t fade 
away, no matter how many times you hear 
him speak,” Richards said, prevaricating, 
“Actually, you don’t listen to him speak; 
you listen to him preach!”

Listening to Anderson’s sermons 
has taught Richards an important lesson 
that he applies to his business every single 
day: “Always look for opportunities to be 
reimbursed for everything you do. Think 
outside the box and be creative. It’s not 
just procedures and processes; there are so 
many facets of the business that you need 
to consider, not just the stuff glaring you 
in the face every day. That’s a mindset I 
have now, and I can thank Mike for it.”

Richards describes Anderson as 
“cerebral. I mean, the guy’s honestly a 
genius. Just look at how he’s paved the 
way. He’s about as transparent as they 
come, and I love how he opens your mind 
to things you never even thought about. 
He’s definitely someone I highly esteem 
and look up to. There are a lot of great 
people in this industry, but no one holds 
a candle to Mike. I can’t think of anyone 
who has done more for this industry on a 
national level than Mike Anderson!”

ABAT Board member Robert 
McDorman (Auto Claim Specialists) also 
met Anderson at the first Texas Auto Body 
Trade Show, and he remembered, “Mike’s 
message was inspirational and helped me 

focus on defining my direction in working 
with the collision industry. Mike is the 
most passionate leader in the collision 
industry I know, and he continues to 
lead the industry in education and safe 
repair methodology with his out-of-the-
box approach, commanding audience 
awareness. He always manages and teaches 
by example.”

The example he has set for 
McDorman includes many lessons. 
“Openly embrace change as my friend, 
never develop an institutional mindset, 
strive each day to learn more and pass on 
what I have learned to others.”

McDorman’s favorite memory was 
when Anderson “joined ABAT because, 
as he expressed to the Board, he wanted 
to be part of an association that works 
harmoniously to better the collision 
industry day in and day out,” he said, 
adding, “To put it frankly, at the end of 
my career, I hope my peers view me as half 
of the man Mike Anderson is!”

“Mike is one of the most passionate 
people you could ever hope to know 
and call a friend,” Aaron Schulenburg, 
executive director for the Society of 
Collision Repair Specialists (SCRS), 
stated. “He puts his everything into this 
industry. His genuine passion comes across 
in everything he does. His energy inspires 
people, which is why they gravitate toward 
him and love him.”

Schulenburg has known Anderson 
since the early 2000s when he began 
attending national level events – “Mike 

has been around for the vast majority of 
my career in this industry” – and though 
he has many fond memories from their 
decades-long friendship, his favorite took 
place years ago when Schulenburg was still 
learning how to present in front of people 
during a multi-night campaign for the 
Database Enhancement Gateway (DEG).

“It was such a great learning 
experience at that stage in my role, learning 
how to get in front of these big groups and 
share information that was meaningful to 
them. Learning how to communicate on 
a personal level with the right amount of 
energy to connect with people…that was a 
pivotal point for me, and though I’ll never 
be as masterful at it as Mike is, I learned 
a lot about how to communicate in a way 
that connects with people and makes a 
difference from watching Mike. He brings 
the right energy that makes people want 
to listen to what he has to say, delivering 
information in a way that resonates with 
people, and that’s a big piece of what Mike 
has taught me.”

Thomas Greco, president of Thomas 
Greco Publishing, met Anderson in 2007 
“when we started publishing Hammer 
& Dolly, but I really got to know him 
through all the years at AASP/NJ’s 
NORTHEAST® Automotive Services 
Show. Mike is just about the only person 
I know, at least in our industry, who is 
universally loved. Mention his name to 
anyone, and you get an instant smile! Mike 
is so full of positivity that he lights up 

continued on pg. 16
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every room he enters with his mere presence, and I cannot express 
how much I respect and admire him.”

Anderson and Greco bonded over a shared love of music. “We 
are both avid music lovers, so my favorite times with Mike involve 
diving into our record collections to talk about everything from 
Elvis to KISS. Industry-wise, every time you see him is a favorite 
moment because he is an amazing human being who genuinely 
cares…about you, your family, your business, this industry. Mike 
is a remarkable man, and he’s also extremely loyal. Whether it 
is good news or bad news, Mike is going to be loyal to you as a 
friend and tell it to you straight. What greater lesson is there?”

“Kindness, empathy and the importance of keeping your 
word,” veteran collision industry journalist Joel Gausten listed 
the lessons he’s learned from Anderson. He recalled interviewing 
Anderson for the first time in 2007 when he returned to Thomas 
Greco Publishing as the editor for Hammer & Dolly. 

“This was my first automotive-related interview in a long 
time – and my first as editor of Hammer & Dolly. I admit that 
the pressure was on – after all, I was following in the footsteps of 
the legendary Sheila Loftus – but Mike instantly made me feel at 
ease thanks to his incredibly friendly and supportive demeanor. 
His infectious enthusiasm for the industry was second only to his 
kindness. He welcomed me to my new position with open arms. 
Right after I finished the interview, I looked at Tom and said, 
‘This is going to be great!’ That first phone call with Mike was a big 
reason why I ended up serving as editor for the next 15 years – and 
I value every conversation I have with him to this day.

“My favorite memories of Mike – which are ongoing – are of 
all the times he selflessly moves Heaven and Earth to help me out 
when I’m on deadline!” Gausten added. “Mike’s sick? No worries. 
Mike’s sitting in a cab heading to an airport? Not a problem. He 
always gets on the phone to talk to me…even after I tell him I’d 
rather reschedule so he can get some rest. Even when he’s spinning 
100 plates at a time, he never makes me feel rushed. He’s the best 
friend any writer/editor could ever have!”

Gausten dubbed Anderson “the collision industry’s humble 
hero. In all the years I’ve known him, he has never said no to me 
– and I doubt he has ever said no to anyone! He puts others ahead 
of himself and always delivers on the promises he keeps. Honestly, 
I don’t know how he keeps so many commitments – he is the 
absolute busiest person I’ve ever known – but he somehow never 
lets anyone down. Knowing him – and following his example the 
best I can – has made me a better human being.”

Collision leaders from all over the country have benefitted 
under Anderson’s tutelage and the example he sets every day. 

“Mike is full of energy with a BIG heart,” lauded Danny 
Gredinberg (DEG) who met Anderson in 2008 when he 
conducted in-house estimating training at the shop where 
Gredinberg worked at the time. “He brought the power that night! 
And he’s taught me to live life to the fullest by helping everyone 
around you. Don’t worry what anyone thinks; always be true to 
yourself.”

“I’ve worked with Mike for more than a decade, and would 
be hard pressed to name someone who works more tirelessly on 
behalf of the collision industry,” shared John Yoswick (CRASH 
Network). “As busy as he always is, I don’t think he’s ever ended 

one of our phone calls without asking, ‘What else can I do for you, 
sir?’ I really appreciate and admire that.”

Collisionista Petra Schroeder first met Anderson back in 
1996 when his body shop, Wagonwork Collision Center, was a 
customer of the paint supplier for whom she worked at the time. 
“He was totally committed to doing the best possible in every 
interaction, and I fondly remember his dedication to quality 
repairs. Mike is amazing. He remembers so many business facts 
and presents without any papers. Everything he says is true, but it 
goes beyond the business because he remembers so many personal 
details about his contacts. He’s a businessman, but he’s also the 
type of man anyone can be proud to call ‘friend.’

“He pulls people in because he has a fascinating, unique way 
of presenting,” Schroeder continued, offering high praise: “He 
makes things very clear, he is very direct, and he says it as it is. 
Mike is fascinating, loyal and committed to doing the right thing. 
He’s dedicated to the people and has taught me what matters 
most…First: You can be an expert in what you do, but if you 
do not care for the people, you miss the ball big time. Second: 
Integrity. I am so glad I got to know Mike.”

No one can accuse Anderson of not caring. In fact, his passion 
for the collision industry has often inspired others to find their 
own passion.

“I met Mike at a point in my career and life when I was 
working in a dead-end job. Things were not going particularly 
well, and my passion for the collision industry was fading,” 
recalled Dave Luehr (Elite Body Shop Solutions). “Mike was 
teaching a class on ‘lean processes;’ it was my first time seeing him 
teach, and I was blown away! I was inspired by his passion and his 
knowledge of the industry, but even more than that…He helped 
me realize I could do more to serve others than I had been. He 
helped me regain my own passion!”

After Luehr founded Elite Body Shop Solutions in 2014, he 
was accused of being a “Mike Anderson wannabe,” and although 
“at first it was hurtful, I realized that if I ‘wanna be’ like anyone, 
it was Mike Anderson, so I embraced the accusations with a 
smile and set out to do my own thing. Mike has been such an 
inspiration of my own career, and I look up to him greatly, so my 
most cherished memory was sitting on panels with him as his peer. 
It’s such a treat to share that experience with him at a conference. 
Mike is a shining example of how an entire industry can be 
positively shaped when a person passionately seeks to serve others 
above self.

“He is like a fireball of energy. Where does that energy come 
from? It’s the passion he carries for the industry,” Luehr added. 
“You ask almost anybody about Mike, and that is the first thing 
they say.  He’s energetic and passionate. Combine that with his 
knowledge. I don’t know how he does it all. He’s everywhere. 
Constantly learning and teaching in this non-stop cycle since I’ve 
known him. Mike is so magnetic because he, like Dolly Parton, 
attracts people with his generosity. I’ve found that the most 
magnetic people you want to be around draw you to them because 
they are so generous with themselves. That’s what I’ve learned 
from Mike above everything else.”

Of course, no one knows Anderson quite as well as the ladies 
who work with him day in and day out. 

continued from pg. 15
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Tracy Dombrowski (Collision Advice) met Mike in 2001 
during his early days of facilitating 20-groups. “Axalta brought 
Mike in as a subject matter expert to help build out a new 
estimating class. His training material was a two-inch binder filled 
with copies of trade articles and reference materials. When I first 
met him, he had shaved his head in support of a kid in his church 
group who had cancer. He called everyone ‘ma’am’ or ‘sir’ all the 
time, and he was so passionate (and loud!) during his seminars, the 
hotel staff often had to ask him to be a bit quieter.

“But that’s because he is extremely passionate about the 
collision repair industry. The most important thing I’ve learned 
from Mike comes from Proverbs: ‘As iron sharpens iron, so one 
person sharpens another.’ Mike is constantly pushing to improve 
– improve the industry, improve our training, improve ourselves.  
He has built a business and a reputation for excellence, and you 
can truly see that in everything he does. He genuinely wants to 
help the shops he works with improve and grow. In that pursuit, 
anything he can do to help improve the industry he’ll do. For most 
people, their legacy is their children. For Mike, it is this industry!”

Although Anderson is dedicated to the industry, he never loses 
sight of the fact that the industry is made up of actual people, and 
he’s just as passionate about those individuals as well. 

“Like a step-dad, Mike always makes sure I’m happy and 
that I don’t need anything. He really likes making my kids happy 
too! Mike always wants the best for those he loves and will do 
whatever it takes to make sure it happens,” shared Tiffany Driggers 

(Collision Advice) whose parents were close friends with Anderson. 
“I met Mike in 2002, while I was in my senior year of high school, 
and he begged me to come and work for him because he was 
impressed with the way I cleaned house.”

Driggers has learned many important lessons under Anderson, 
but one stands out above all others: “Don’t give up! Mike has 
been through a lot and has never once been ready to just give up. 
Things might have changed courses over the 20 years we have been 
working together, but he has always stuck up for his company 
when he needed to, and he never gave up!”

Persistent. Loyal. Energetic. Selfless. Positive. Dedicated. 
Passionate. Humble. Caring. Inspiring. Few people earn even a few 
of these affirmations, yet Anderson deserves these descriptors and 
more. 

“Mike has touched so many things; he is special within this 
industry,” Schulenburg summed it up nicely. “We wouldn’t be 
who we are as an industry without a lot of the things that he has 
done to influence it. Mike is absolutely a doer. He wants to be 
a part of this industry; he wants to support it. He finds ways to 
support shops, bring them information and liven them up. It’s 
awesome that he’s being recognized and honored in this way 
because the collision repair industry wouldn’t be what it is without 
Mike Anderson.”

Can we get an Amen?!  TXA
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The battle over Right to Appraisal has been raging since 2014 
when State Farm petitioned for – and won – the ability to remove 
the Appraisal Clause from their policies in the Lone Star State. Yet, 
GEICO’s recent petition was rejected, and advocacy groups like 
ABAT and Texas Watch seek to ensure that continues to be the 
case, guaranteeing Texas consumers maintain the ability to combat 
under-indemnification issues when necessary.

During the House Insurance Committee’s public hearing on 
Right to Appraisal in September, collision professionals joined 
consumer advocates in drawing a clear line in the sand to indicate 
their belief that mandatory Appraisal Clauses need to be included 
in insurance policies, while insurance industry representatives took 
an opposing stance. Committee Chairman Dr. Tom Oliverson 
directed a number of questions (many went unanswered by these 
two witnesses) to Cindy Wright and Marianne Baker from the 
Texas Department of Insurance (TDI) whose testimony confirmed 
our suspicions here at Texas Automotive: that TDI turns a blind eye 
to under-indemnification concerns and willfully wedges their head 
in the sand to avoid doing their job of protecting Texas consumers. 

Over the years, it has often appeared that TDI just didn’t 
comprehend all the problems shops face, but the more ABAT 
interacts with them, the more it becomes obvious that they do 
understand; they simply don’t care!

“ABAT has been beating the drum of safety as we try to bring 
these matters to TDI’s attention, but they literally have no idea 
what a safe repair looks like,” lamented ABAT President Burl 
Richards. “It’s worse than merely going over their head…they don’t 
care to learn at all, yet they’re supposed to be protecting consumers 
and making sure insurers aren’t harming Texans.”

Although Richards indicated that TDI has “more experience” 
with policy language since “most of their employees come from the 
insurance industry,” they don’t seem to know much more about 
policy language than they know about safe and proper repairs. A 
frightening thought since the Texas Insurance Code requires TDI 
to “regulate the business of insurance in Texas [and] protect and 
ensure the fair treatment of consumers.”

Despite the fact that TDI’s website recommends consumers 
“ask about using an appraisal process” (bit.ly/TDI4RTA), Baker 
specified, “We do not have any specific requirements for appraisal 
or appraisers.

“Any requirements for appraisers and umpires would typically 
be in the policy form. Almost all require that they be competent 
and independent or something along those lines,” she claimed 
when asked about insurers’ requirements, and in response to the 
Committee seeking clarification on whether appraisers are required 
to be independent, Baker elaborated, “That’s correct. I’m not 
sure I’ve seen a policy form that did not require independence or 

unbias.”
Her claim was inaccurate. Review of Texas insurance policies 

written by State Farm, GEICO, Farmers and Progressive all 
indicated that appraisers must be “competent;” none of them 
included any reference to “independence or unbias” as Baker 
professed.

Baker also indicated that TDI is “hearing concerns about 
possible abuses of the process from both sides;” however, she 
failed to address how that’s possible given her prior insistence that 
appraisers must be unbiased, not to mention the fact that “the 
only person who can invoke the Right to Appraisal is the insurer 
or the insured. It’s a policyholder right and has nothing to do with 
the shop; the collision industry doesn’t have a side other than as 
an advocate for the consumer,” Robert McDorman (Auto Claim 
Specialists) pointed out, begging the question: How can the average 
consumer, who has little to no experience with claims, possibly 
abuse the appraisal process?

Referencing a request by a homeowner’s insurance company 
to remove Right to Appraisal from residential policies, Baker 
admitted, “If we approve that, it will be a significant change in the 
market,” though she neglected to acknowledge that TDI has already 
permitted a similarly significant change in the automotive insurance 
sphere since 2014. 

Oliverson questioned the market share held by both State Farm 
and GEICO, and though Baker was unable to provide that number, 
TDI’s website (bit.ly/TDItop40) provides information on the 
top 40 insurers based on premiums and market share as of 2020. 
According to that information, State Farm entities control 13.87 
percent of the market, while GEICO’s policies encompass a 13.25 
percent market share, for a combined $6.12 billion in premiums 
written. 

“If they allow GEICO to remove the Appraisal Clause from 
their policies, nearly 30 percent of Texans would have no Right to 
Appraisal,” noted McDorman, who dives into the topic in-depth 
in this month’s “Ask the Expert” on page 22. “That’s an epic 
proportion which causes a buyer cartel and an unfair marketplace.”

Well, what other options do consumers have?
“They would try to negotiate with the insurance company,” 

Baker suggested. “After that, their only option is litigation which 
would require hiring a lawyer and going to Small Claims Court 
which is perhaps a little more challenging for a consumer than an 
appraisal. If you go to Small Claims Court, you might be there on 
your own, and the insurer will be represented by an attorney or 
experienced insurance professional, whereas with the appraisal, the 
parties are more equal; they each hire an appraiser who handles the 
process for them.”

by Chasidy Rae Sisk
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After acknowledging the challenges associated with litigation, 
as well as the benefit of appraisal creating a more level playing field 
for consumers, she indifferently repeated that consumers without 
Right to Appraisal can opt to go to court if attempts to negotiate 
with their insurer fail. 

“Negotiation doesn’t work,” McDorman emphasized. 
“Consumers cannot negotiate their premium, and they shouldn’t 
have to negotiate their claim. In an ideal situation, they wouldn’t 
need to question whether they were being properly indemnified 
either, but since that’s not the world we live in, the policy needs to 
provide relief other than litigation. Litigation is onerous and not 
available to the average (or even above average) consumer.”

“So, if I take my car to the shop and the insurer says it’s too 
much, what happens then?” Oliverson asked. “Do they not get 
the repair done? Does it add an out-of-pocket expense for the 
consumer? Or do they move their car to a different shop?”

“That’s probably a case-by-case thing that we might not get 
deeply involved in,” Baker prevaricated. When asked if insurance 
companies are required to notify consumers about TDI’s complaint 
process when issuing a check, she hedged, “Off the top of my head, 
I’m not aware of a specific requirement that requires an insurer to 
notify the consumer at the time of the claim, but I think many do.”

Oliverson astutely observed: “My sense has always been that 
most people don’t even know how to complain or who to complain 
to. Have we done anything significant in the last few years to help 
consumers know how to find you?”

Wright claimed that TDI’s website is constantly being 
refreshed, and social media is used to spread the word. She also 
indicated that all insurance policies list TDI’s consumer helpline. 
When Oliverson pressed the issue, admitting, “You can tell me it’s 
in the policy, but I couldn’t tell you where my policies are,” Baker 
expressed confidence “that they have it…I can’t tell you for certain 
whether they read it.”

“Sure, the policy documents direct you to contact TDI if you 
have a problem, but it doesn’t mention that you can invoke the 
Appraisal Clause if you have a dispute in value; if they were forced 
to do that, it would be a game changer,” McDorman stressed. 
“Meanwhile, do you know how hard it is to get a copy of your 
insurance policy? No one goes to the dentist and orders ice cream, 
so they know you’re asking for a copy to get help from someone 
who understands it. It’s nearly impossible to convince them to 
relinquish a copy!

“The awareness is not there, and that’s part of the problem,” he 
added. “When we’re born, we don’t know how to breathe until the 
doctor spanks our butt to start our breath, and it’s the same here…
If we don’t educate people on their rights, they don’t know their 
rights. That’s not happening here, and it’s by design. The Appraisal 
Clause originated as a tool to deter higher losses in litigation for the 

insurer, but because we’ve used Right to Appraisal to benefit the 
consumer, they don’t like it.”

Another response that was like “jello running through your 
fingers,” as McDorman aptly described the TDI’s testimony, 
came from Baker when she was questioned about labor rates and 
explained, “Auto body shops charge what they charge based on their 
expenses and profit margins. And insurers evaluate how they pay 
based on what they do internally, [such as surveys, though] there’s 
no requirement for what to charge, how often to conduct a survey 
or what areas to survey…That’s up to the insurance companies.”

While Baker’s explanation was technically correct, she blatantly 
ignored the obvious conflict of interest present when a bill payer is 
allowed to dictate the amount they’ll pay, a conflict that often leads 
to the problem of under-indemnification that the entire hearing 
focused on. Her understanding of policy language fell short when 
asked if insurers may not be contracting with preferred shops that 
“could be performing inferior work all day long.”

“Part of the insurance contract is that you should be 
indemnified and your car should be returned to its pre-loss 
condition,” Baker shared her belief.

Yet, “Who is holding the insurance carrier accountable for 
indemnifying the consumer to return the vehicle to its pre-loss 
condition if there’s no structure for the process and practice?” 
McDorman queried. “They’re policing themselves, and that 
needs to be addressed. No one is fact-checking them or asking for 
evidence that they’re doing these things TDI claims they should be 
doing. And that’s supposed to be TDI’s job.”

Baker’s uncertainty related to Oliverson’s question about 
steering raised some eyebrows as well. “There are statutes for some 
insurers that prohibit steering to specific shops. They all have direct 
repair facilities, and most of them will give you the list, but you 
don’t necessarily have to use them, mostly.”

Actually, consumers don’t have to use DRP shops, period. 
According to TDI’s own Consumer Bill of Rights (bit.ly/TDIcbor), 
“You have the right to choose the repair shop and parts for your 
vehicle.” 

“Do the vast majority of insurers force consumers to go to a 
specific shop to get an initial estimate?” Oliverson wanted to know. 
Baker couldn’t answer.

How has State Farm’s removal of the Right to Appraisal 
impacted the consumer experience over the past eight years? Has the 
rate of appraisal requests increased? How many Texas consumers 
were denied the ability to evoke the Appraisal Clause? All of these 
questions went unanswered during TDI’s testimony, and though 
some of them were addressed by Richards, McDorman and other 
witnesses, ABAT has partnered with Texas Watch to ensure that 
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Thank you for your great questions; as for your first two, based 
on the Texas Department of Insurance’s (TDI) “2020 Written 
Premium and Market Share Report,” State Farm has a market share 
of 13.87 percent and GEICO has a market share of 13.25 percent. 
That makes these carriers two of the largest in Texas. Other large 
carriers include Progressive with a market share of 15.13 percent 
and Allstate with a market share of 11.03 percent. These percentage 
shares are across all controlled entities, as some carriers operate 
under numerous brands. Your third question is a troubling one 
we are often asked in our office. Sadly, there is little, if anything, a 
State Farm insured can do if they fall victim to a repair procedure 
dispute. They have only two options: pay the difference between the 
repair invoice and the State Farm repair estimate…or seek judicial 
relief. Our advice to them would be to choose one of these two 
options and perhaps consider changing carriers.  

It is my professional opinion that the insurer should never be 
in control of the repair methodology. When this happens, there will 
invariably be shortcuts made to reduce their liability that will lead 

to substandard repairs. These substandard repairs result in unsafe 
repairs, but the Right of Appraisal works as a guard rail to prevent 
substandard repairs. It is my unwavering position that the removal 
of the Right to Appraisal on repair procedure disputes will be the 
enemy of a safe repair and become the stake in the coffin for safe 
roadways for us all.

In today’s world, regarding motor vehicle insurance policies, 
frequent changes in claim management and claim handling policies 
and non-standardized GAP Addendums, we have found it is always 
in the best interest of the insured or claimant to have their proposed 
insurance settlement reviewed by an expert before accepting. There 
is never an upfront fee for Auto Claim Specialists to review a motor 
vehicle claim or proposed settlement and give their professional 
opinion as to the fairness of the offer. 

Please call me should you have any questions relating to the 
policy or covered loss. We have most insurance policies in our 
library. Always keep in mind a safe repair is a quality repair, and 
quality equates to value. I thank you for your questions and look 
forward to any follow-up questions that may arise.

Sincerely,
Robert L. McDorman
TXA

Ask The Expert

More Questions from the Texas House 
Committee’s September Hearing

by Robert L. McDorman

Dear Mr. McDorman:

I own and operate a collision facility in Southeast Texas and am a strong advocate of the 
mandatory Right to Appraisal you have been championing for motor vehicle loss disputes in Texas. 
I also watched the entire September 6 hearing you participated in at the Capitol. Having read your 
editorial from last month clarifying who the insurance carriers being discussed in the hearing were, 
I have a few further questions. My first question is about the unnamed insurance company we now 
know is State Farm. Do you know the answer to the Committee member’s question regarding the 
percentage of the automobile insurance market they insure? The second question concerns the 
other unnamed insurance company that Committee members and witnesses keep referring to that 
we now know is GEICO. Do you know the answer to the Committee member’s question as to the 
percentage of the automobile insurance market they insure? Third, since the State Farm auto policy 
does not allow the Right to Appraisal for repair procedure disputes, what do State Farm insured 
clients do if there is a dispute over the repair methodology? How do you advise the State Farm 
insurance clients who have a repair procedure dispute?

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 
AskTheExpert@autoclaimspecialists.com.
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Ask The Expert

• Over 25 years of front line 
skilled knowledge & hands-on 
practical experience 
involving automotive 
mechanical repair

• Licensed Public Insurance 
Adjuster Agency with a 
duty to act on your behalf!

Contact us from anywhere in the U.S. to have a local 
Auto Claim Specialist working for you!

771 East Southlake Blvd. 
Southlake, TX 76092 

817-756-5482     Fax: 866-550-0484 
Toll Free: 800-736-6816

claims@autoclaimspecialists.com

Fair settlements through knowledge and negotiation!

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 negotiat-
ing skills, we can ensure a fair settlement on your auto claim. 

No One Else Comes Close to our Total Loss Value Assessment!

WE SUPPORT

MEMBER

Insurance Automobile Claim Mediator • Insurance Appraisal Clause Umpire

Founder
Robert McDorman

Vehicle Value Experts is a unique Consultant Firm 
that specializes in Insurance Total Loss Market Evaluation Reports;
Mechanical and Body Shop Estimates and Finalized Motor Vehicle

Repair Evaluations; Diminished Value Assessment and Claims 
as such and Motor Vehicle Fair Market Value Reports. 

ACS_VVE_TXA0920.qxp_Layout 1  8/26/20  12:49 PM  Page 1
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all of these questions can be answered through its Consumer 
Complaint initiative (flip to page 6 to learn how you can participate 
in the fight for consumers’ rights). 

As Baker’s testimony came to a conclusion, the Committee 
questioned why TDI rejected GEICO’s request to approve Right 
to Appraisal, and she admitted, “We did not make a decision 
on that…We rejected that form because we asked them for 
information, and they did not give it all to us. They are free to refile 
that form if they want.”

“So, TDI has not actually said, ‘We think this is a bad idea.’ 
What TDI has said is, ‘We asked for information and you didn’t 
give it to us, so we’re not going to approve this until you answer our 
questions.’ Is that correct?” Oliverson sought clarification. “That’s 
correct,” Baker agreed. 

Despite acknowledging that Right to Appraisal creates equality 
between the vehicle owner and insurer, compared to onerous 
litigation that is not typically a viable option for the average 
person, TDI refuses to take a stand to protect Texas consumers. 
The testimony provided this fall makes it obvious that TDI fully 
recognizes the challenges consumers are facing, but they’re burying 
their head in the dirt, without a single concern about how many 

policyholders are being buried financially – or literally – due to 
unethical insurer practices. 

Watch the entire hearing at bit.ly/TXHouse9622, or read the 
recap at grecopublishing.com/txa1022coverstory.  TXA

Cover StoryCover Story
continued from pg. 20
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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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THOMAS GRECO PUBLISHING

973.667.6922   
info@grecopublishing.com

Greco Publishing has successfully served the automotive repair 
industry for over 30 years in print, online and as an association 
liaison. Our publishing team handles all pre-press production 

in-house, from ad design to editorial layout. 

Greco Publishing also provides a variety of different services to 
cover the needs of our clients, helping to facilitate 

day-to-day business. 

We do all of the heavy lifting so you 
can focus on what’s most important:

GETTING YOUR
MESSAGE OUT THERE.
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Year-End Specials 
Going On Now 

Through
12/31/2022.

224-SPANESI (224-772-6374)
www.spanesi-americas.com

facebook.com/spanesiamericas

Spanesi Americas, Inc. 
123 Ambassador Dr. STE 107
Naperville, IL 60540 Learn More Now

The Flash utilizes a vacuum seal to the flooring 

surface to deliver 550 lbs of pulling force using a 

heavy-duty ratcheting system and featuring an 

adjustable pulling height setup providing precise 

pulling directions. 

Base Dimensions 18.9” x 23.6”
480 x 600 mm

Height 51.1”
1300 mm

Weight 59.5 lbs
27 kg

Pulling Force 550 lbs
250 kg

Min Pressure 102 psi
7 bar

F L A S H

Down-Pull
Capability

U p  T o
550 lbs 
Of Pulling

Easy To
Relocate

Adjustable
H e i g h t

Air 
Pressure 
S e c u r e s 
FLASH To 
F loor ing 
Sur faces

PULL UP! repair systems

Works With

2022 - 11 TGP ABAT Spanesi FP Ad REV1.indd   12022 - 11 TGP ABAT Spanesi FP Ad REV1.indd   1 10/12/22   4:17 PM10/12/22   4:17 PM
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“One major 
advantage of 

the Envirobase 
system is the
color match.”

“ The blend 
process is simple 
and so much 
easier.” 

“ Given the support and 
training we receive, 
the switch to PPG 
was one of the best 
decisions we’ve made.” 

PERFORMANCE YOU CAN COUNT ON

BUSINESS PROFILE

W H Y  P R O  C O L L I S I O N  M A D E  T H E  S W I T C H

1
8
2
2
2
2O

PRO COLLISION  
OF WEST MICHIGAN
Grand Rapids, Michigan

Nicole & Jeff Smith ~ Owners

LOCATION
EMPLOYEES
PAINTERS
PAINT BOOTHS
PREP DECKS
VEHICLES PER WEEK

Nicole & Jeff Smith 

The PPG Logo, Envirobase and the Multiple Cubes Geometric Design are registered trademarks of PPG Industries Ohio, Inc. ©2022 PPG Industries, Inc. All rights reserved. www.envirobase.com
 


