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I

President’s Message

It’s that time of year when we look back on all of our successes 
(and failures) from the outgoing year and start upcoming plans as 
we switch calendars from 2022 to 2023. ABAT has enjoyed a lot 
of successes in 2022 – from this year’s BIG SHOTS Competition 
at the Texas Auto Body Trade Show to our most recent meeting 
(flip to page 12 for a recap) that attracted collision repairers from all 
across the Lone Star State, it’s been an amazing year. 

Yet, 2023 is going to be even better. We’re taking everything 
we’ve done and learned since ABAT was founded to keep growing, 
improving and strengthening our association (get the update on our 
plans on page 16).

As the president of ABAT, there’s one thing that stays on my 
mind: How do we keep our association fresh? How do we continue 
to evolve and address the topics that repairers are most interested in 
learning about?

We talk a lot about safe and proper repairs, and during each 
meeting, we strive to provide actionable items that members can 
take back to the shop and implement immediately to improve their 
businesses. Even though we often cover similar topics, we try to 

tackle them from different angles because 
we never want to keep offering the same old 
thing over and over again. I mean, really, 
how boring would that be? 

But in order to keep our content fresh and as beneficial as 
possible, we need to keep our members interested and engaged – 
and we need new members who are willing to look outside the box 
and offer some creative solutions to the everyday problems that 
we all face. It’s easy to put your head down and focus on what’s 
happening in your own shop, but when you ignore what’s going 
on around you, it makes it that much easier for third parties to 
convince you that “you’re the only one,” and you’re NOT! 

It’s imperative that shop owners have access to an avenue by 
which they can communicate with other shops and repairers. Our 
industry needs more transparency, and the only way we’ll be able to 
achieve that is by talking with other industry professionals. 

ABAT serves as a great sounding board and facilitator of these 
types of relationships. We want to serve as a conduit between your 
shop and other shops in your area to help you understand your local 
market and its specific challenges. 

Associations are a great place to get to know your peers in the 
industry, and we’re always looking for new members, but there’s 
a difference between being a member of ABAT and actually being 
involved with the association.

We’re really excited to welcome two new Board members 
– Brandon Gillespy (Park Place BodyWerks; Dallas) and Albert 
Salinas (South Houston Nissan; Houston) – who are sure to offer 
some great new ideas that will help us keep reaching higher and 
finding new ways to support our membership. But we’re always 
looking for fresh, innovative ideas from ALL our members (and 
heck, non-members too!), so don’t be shy…If you’ve thought of 
something that could be truly instrumental, something that’s never 
been done before, we want to hear about it! 

What’s the most beneficial out-of-the-box idea you’ve ever 
successfully implemented in your business? Help ABAT keep it 
fresh in 2023 and beyond!

Looking to Keep It Fresh 
for the New Year

Burl Richards
ABAT President

burl@burlscollision.com

TXA

Happy Holidays!
From ABAT & 

Texas Automotive
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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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WWOW! How is it December already? I’m amazed at how 
quickly this year flew by. I know I feel that way each year-end, 
but this year just seemed to fly by even faster! 2022 was MOST 
DEFINITELY a better year than 2021, and I’m not going to give 
the year prior to it the courtesy of even printing its God-forsaken 
digits. All-in, 2022 was one for the books and brought many great 
moments for ABAT. We had our most successful Texas Auto Body 
Trade Show to-date and have had success growing into our place in 
the political space. We attended national industry events and made 
some amazing friends and connections along the way. 

I want to end the year on a note of gratitude for all that and 
more. As crazy (and frustrating), growing (yet shrinking) and 
tight-knit (yet cut-throat) as the collision repair industry is, I am 
constantly amazed at the people who care so deeply about it. 

I am most thankful for our sponsors. 
They put their differences aside to support 
ABAT because they know we are trying 
to make a positive impact. They believe 
in us and our mission because of you. They want you to succeed, 
they want to minimize your struggles and for us all to win together. 
They give ABAT so much more than money: They give us trainers, 
classes and topics. They give us ideas, resources and collaboration. 
They open their businesses to host meetings and competitions, and 
they entertain our crazy ideas (like BIG SHOTS). 

I am thankful for the ABAT Board of Directors. They support 
me endlessly and are incredible advocates for the Texas collision 
industry. They are generous with both their time and their money, 
and they carry the burden of being the small fraction of people who 
do the heavy lifting so that others will also reap the benefits. They 
love ABAT and have a passionate drive to put safer cars on the road. 

I am thankful for my industry friends from other states. 
Sometimes, they are answering my call for help…and sometimes, 
I am answering theirs. They are championing this industry in their 
states and always cheering us on here in Texas. 

I am thankful in the biggest way for our members – for the 
ones who come to every event and the ones who live so far out that 
they can’t always attend in person, yet they pay dues to support 
us anyway. These are the visionaries who know that it will take 
an exorbitant amount of money for us to accomplish our goals 
and that $500 per year is a small investment into a much larger 
objective. This is the lifeblood of ABAT which we are nothing 
without. My goal for 2023 will be to increase our membership, and 
I hope you plan to be a part of ABAT and our legislative efforts next 
year as well.

Last, but certainly not least, I am thankful for this publication, 
Texas Automotive and all the folks at Thomas Greco Publishing who 
make this a reality for us. This has been an incredible outlet and 
outreach tool for us, and I believe it has been an integral part of our 
growth. 

Thank you, God, for all these things – and that we live in a 
country where we are free to express these gratitudes and thank you, 
especially for the great state of Texas.

May you all be blessed this holiday season and in 2023! 

Executive Director’s Message

Jill Tuggle
ABAT Executive Director

A Gracious 
Ending

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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Editor’s Message

Handling a Stick 
and the Curves

I’m typically not a stupid person. But we’re all humans who 
have a “moment” occasionally, right? Well, I definitely had one of 
those moments earlier this year…and I’m lucky it didn’t cost me 
my life! A bit melodramatic? Maybe, maybe not.

Since college, my best friend (Missy) and I have been dreaming 
of taking a trip to Italy. We decided 2022 was the year and mapped 
out a two-week journey that would take us from Venice down to 
the Amalfi Coast, stopping in Florence, Rome and Pompeii along 
the way. And as anyone who loves vino knows, we had to include a 
few days in Tuscany. 

But Tuscany isn’t easy to navigate via public transportation; 
all the online guides suggested renting a car, but when I saw that 
the price of an automatic was double that of a manual (and reviews 
indicated that you weren’t guaranteed to get your request in the first 
place), I figured: Why not? I’ve wanted to learn to drive a stick shift 
for years! Plus, I ride a Harley, which is manual, so it can’t be too 
difficult, right? Just make your hands do what your feet do and vice 
versa. HA!

So, I scheduled a lesson with a company I found online. My 
instructor was awesome as he taught me to find the clutch point 
and get ‘er going. Then, one of my closest friends agreed to give 
me a few lessons. We went through a parking lot and then drove 
through her neighborhood. Both lessons ended with margaritas 
because – well, margaritas! 

I was feeling pretty confident, which was extremely stupid 
and totally unwarranted. Fast forward to Italy and our last day 
in Florence. Missy and I rush to the car rental place, wait in line 
FOREVER and finally collect the keys. It took a bit to figure it out 
(I swear, all THREE of those “extensive” lessons flew right out of 
my head), but the hardest part is definitely getting started; shifting 
into second, third, etc. was easy. After a minor meltdown, I was on 
the highway, heading to Pisa. 

Fortunately, I was able to pull right into a parking spot. But 
then it was time to leave, and that meant I’d need to back up. Now, 
both cars that I’d had lessons in required me to push down and 
shift into reverse. This had a collar to pull up on…which a simple 
Google search revealed, but for some God-forsaken reason, I could 
NOT figure out how to make it work. A lovely lady helped us back 
out, and after a few more faulty starts, we got going again. 

But now it was time to ACTUALLY head into the hills of 
Tuscany. Turns out two parking lot lessons and a few circles 
through a neighborhood was NOT sufficient preparation for 
contending with Italian drivers whipping around 180 degree turns 
at 90 kilometers per hour! Who’da thunk it?! 

We stayed in San Gimignano the first night, which was a 
really cool medieval town – on a “hill” 1,063 feet above sea level. 
Basically, every parking spot is on a slant, as is every stop sign. We 
stayed in an adorable AirBnB…and our wonderful host backed our 
car into the driveway (likely mentally chiding the stupid American 

women who rented a 
manual transmission with 
no clue how to drive one, 
as she should have been!) 
before we took a walk into 
town for dinner. 

By this point, I 
was miserable. This was 
the first of four days 
in Tuscany, and we’d 
barely gotten into the 
truly windy parts of the 
country. The view was 
amazing, or at least, what 
I could see through the 
tears in my eyes looked 
pretty impressive. At dinner, I was too depressed to eat, so I ordered 
a meal that seemed appropriate: Pappa al Pomodoro, essentially 
tomato soup with chunks of bread. I continued crying INTO my 
soup which added a little salt at least. 

Missy tried to reassure me that we’d figure it out…after all, 
what other choice did we have at that point? But I kept insisting 
that I was going to kill us both. That night, I called home and 
received the best advice anyone could: “Make that car your b!&$#.”

After a faulty start the next morning leaving the AirBnB (and 
five or six stall outs at a stop sign on the way out of town), we 
headed to a local winery which was blessedly closed. I used their 
grassy parking lot to get better acquainted with Canny, the name we 
gave our rental for the week. I remembered how to find the clutch 
point – and actually FOUND it. I figured out how to pull UP on 
the collar to get her into reverse. I can only IMAGINE what the 
guys having lunch in their truck were thinking as we went forward 
and back in circles and lines until I felt a little more confident that 
we might actually make it back to Florence in one piece. 

The rest of the trip went pretty smoothly, and I eventually 
got to the point where I could take off from a stop sign on a hill 
without stalling. When we dropped Canny off in Tuscany, I 
thanked her profusely for keeping us safe and having patience with 
my stupidity. 

Oh! And I still owe the car rental guy a gift basket. Because 
even though I requested the smallest, dinkiest car they had 
(cheapskate that I am), he upgraded us to a Jeep Renegade. Must 
have taken one look at us and realized we were going to die in 
Tuscany if he’d let us head out in a clown car. And the next time I 
decide to drive in a foreign country? Definitely going to open my 
wallet and pay for an automatic. I’m a lot more comfortable with 
the stick now...but maybe I’ll stick to only testing that ability in 
countries where I can at least read the street signs from now on.  
TXA

by Chasidy Rae Sisk
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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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Around 20 percent of the 13 million collision claims made 
yearly on average are deemed a total loss, but why might consumers 
want to challenge these vehicle valuations?

ABAT Board Member Robert McDorman (Auto Claim 
Specialists) dove into the topic of “Consumer Guidance: Invoking 
the Appraisal Clause” as part of the Society of Collision Repair 
Specialists’ (SCRS) Repairer Driven Education (RDE) series, held 
during the 2022 SEMA Show in Las Vegas. 

Identifying insurers’ total loss processes as “one of the most 
puzzling and unmanageable facets of the collision industry,” 
McDorman stressed, “The consumer’s policy dictates what 
responsibilities the carrier has. If the policy says they need to fix 
the car, why aren’t they fixing it? We need to hold the insurers 
accountable. The policy dictates what happens in the claim – 
ALWAYS.”

Yet, insurers often provide inadequate valuations, insisting 
on low repair costs that force shops to write off losses (or sacrifice 
the quality of the repair and assume the associated liability risk). 
Shops also lose business when vehicles are deemed total losses 
when they could actually be repaired. Simultaneously, lenders and 
vehicle manufacturers suffer from brand loyalty as a result of these 
activities.

Most importantly, this harms the consumer who has paid 
for auto insurance that is intended to ensure they maintain their 
previous financial situation (indemnification) following a loss. 
Under-indemnification can cause a deficit loan balance liability, 
lack of equity in replacing a loss vehicle and a negative impact on 
their credit score – in addition to costing them money, time and 
peace of mind.

This often poses a concern during total loss scenarios, and 
though each state utilizes a different total loss threshold or formula, 
the results are often similar: Many vehicles are inaccurately declared 
total losses, hurting consumers, shops, lenders and manufacturers 
since those cars cannot be repaired. McDorman took his lesson one 
step further by calculating the impact of vehicles being inaccurately 
deemed a total loss on Texas body shops, estimating that each shop 
could be missing an average of $108,273 in profits every year as a 
result of repairable vehicles being totaled unfairly.

“If the policy says they owe the actual cash value as the limits of 
liability, and the promise to pay states they owe the lesser of the two 
(the actual cash value or the cost of repair), they can’t use the total 
loss formula,” McDorman explained. “If the policy says, ‘Fix the 
car,’ they should be fixing the car, so why aren’t they? The insurance 

carriers want to take as much in premiums as possible and pay out 
the least amount possible. We need to look at the data because the 
data doesn’t lie.”

Fortunately, most policyholders have a way to defend their 
contractual right of indemnification: the Appraisal Clause, which 
is why McDorman believes that Right to Appraisal should be 
mandatory in all policies since it can be utilized to obtain a fair 
settlement, allowing the insured to be properly indemnified for their 
loss and, when applicable, receive a safe and proper repair when the 
shop and insurer cannot agree on the proper repair methodology. 
Here’s how it works: Each party then hires competent appraisers 
who will separately identify the actual cash value and the amount 
of the loss; if the two appraisers disagree, they will submit their 
differences to an umpire who will make the final decision. That 
decision will be binding.

“When the policy includes Right to Appraisal, the insurance 
carrier is contractually obligated to comply with the appraisal 
process and to pay the amount determined to be the lesser of the 
actual cash value of the damaged property or the amount necessary 
to repair the property or compensate the consumer in the event 
of a total loss. The spirit of the Appraisal Clause is to resolve loss 
disputes fairly and to do so in a timely and cost-effective manner.”

Examining his company’s data, McDorman revealed that 
customers saw an average increase of $3,672 (or 27.6 percent) on 
total loss claims where they implemented Right to Appraisal. He 
explored several case studies that demonstrated the various ways 
that under-indemnification harms consumers, and he urged shops 

National News

Robert McDorman Offers Guidance 
for Invoking the Appraisal Clause 

at SEMA 2022

by Chasidy Rae Sisk

continued on pg. 26

Robert McDorman (far right) discusses the benefits of invoking the 
Appraisal Clause at SEMA 2022 (panelists pictured left to right: 

Burl Richards, Drew Plischke of Gold Coast Auto Body & 
Josh Dorris of Collision Safety Consultants of Oklahoma).
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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
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“We’ve been working really hard and diligently over the past 
two years as we prepare for the 2023 legislative session,” ABAT 
President Burl Richards kicked off the association’s recent hybrid 
meetings, which allowed over 100 Texas repairers to gather live 
in Dallas, East Texas and Houston as well as virtually. “For four 
sessions, we’ve strived to get legislation passed that will benefit 
Texas consumers, and we’re feeling pretty good about this coming 
session and the two bills we’ve already filed.”

ABAT Executive Director Jill Tuggle joined Richards in 
praising the efforts of ABAT Lobbyist Jacob Smith, calling him “an 
advocate for safe and proper repairs” before turning the floor over to 
allow him to provide a legislative update. Smith began by providing 
background information about the two pieces of legislation that 
have been submitted related to safe repairs and Right to Appraisal. 

When the association enlisted his services in the middle of 
the 2019 legislative session, the focus was the safe repair bill, and 
though it passed through multiple committees and all the way 
to the House floor, it was ultimately defeated by the clock with 
the session ending before it could be heard; it stalled out in the 
House in 2021, like many bills did due to constraints caused by the 
pandemic.

During the 2021 legislative session, ABAT also introduced 
a bill that sought to mandate Right to Appraisal be included on 
all insurance policies. While that legislation passed the House of 

Representatives with a vote of 91-50 and progressed to the Senate as 
the session winded down, it never made it out of committee. Still, 
Smith expressed pleasure with the progress made and confidence 
that this coming session will prove more fruitful.

“ABAT did a great job of testifying…Members showed up, 
showed support and contacted their legislators, and the results were 
huge. We’ve spent the interim talking with legislators and educating 
them on the issues, and in addition to starting a lot earlier this time 
around, we’re working to get us a true champion in the Senate to 
carry our legislation across the finish line. I have a lot of hope for 
the Right to Appraisal bill as well as the safe repair bill.”

Smith encouraged shops to contact their state representatives 
and senators, whose contact information can be found at  
wrm.capitol.texas.gov, to share their concerns and garner their 
support. “They want to hear from you, their constituents. But if 
they don’t know about your issues, they cannot help. We are voters 
and real businesses here in Texas, and we need to call and email 
them so they know what you’re going through because it’s their job 
to take care of you.”

As part of ABAT’s efforts to get legislation passed in 2023, 
the association has been collecting data and gathering over 500 
consumer complaints throughout 2022; however, when the Texas 
Department of Insurance (TDI) dismissed those complaints 
as being filed by ABAT, the association engaged the services of 

Arming ABAT Arming ABAT 
for Battle:for Battle:
Legislation and Legislation and 
Resources for Shop SuccessResources for Shop Success
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Texas Watch’s Kelly Taft, who has been following up with those 
consumers and refiling those complaints so “when we sit in front 
of legislators, we’ll have proof,” Richards explained. “We’ll have 
numbers to show.” 

Providing a progress report on the initiative, Taft shared 
that she has called 116 of the 500 consumers who previously 
filed complaints with TDI, which currently reflect an average 
underpayment of around $3,000 by insurance companies. 

“You all did an amazing job getting a lot of complaints 
collected and submitted to TDI, so we’ve got a handful of good 
stories and folks who have been willing to share their stories with 
the media and the legislature, [but] we don’t have a super huge 
data set right now; we need more data to competently present 
this information to lawmakers, so please send us your stories,” she 
pled, noting that she has only received ONE new complaint since 
October. “If you can get the customers to me, we can take it from 
there; the most people you connect us with, the bigger impact we 
can have at the Capitol.”

Elaborating that the purpose of the initiative is to “help your 
customers fight back when they’ve been under-indemnified” by 
their insurers, Taft urged shops to complete the online form at 
saferepairs.org; from there, Taft will reach out to the consumers to 
help them file a complaint with TDI to hold insurance companies 
accountable, contact lawmakers to encourage them to mandate 
Right to Appraisal in Texas and present data to the legislature 
during the upcoming session. 

“We cannot do this without you. Shops have a great deal of 
untapped political power in the form of your customers. Your role 
in connecting us with your clients is essential; you are the glue that 
holds this operation together,” Taft encouraged. 

ABAT always strives to provide member shops with all the 
resources needed to run a successful business, and this information-
packed session also included presentations about two valuable 
resources Texas shops can arm themselves with as they head into the 
new year. 

Eric Frazer (Decisely) shared information on the new 
healthcare plan available to members of the Society of Collision 
Repair Specialists (SCRS), offering solutions for small businesses 
in all 50 states. “We make it scalable and technology-friendly, and 
we are providing results that you will see both at the level of your 
employees and their families and their paychecks but also on the 
P&L of your businesses through the premiums you’re paying. We 
are turning healthcare on its head a little bit!”

As he touted the simplicity and cost-effectiveness of Decisely’s 
business operating system, the bulk of Frazer’s presentation focused 
on Gravie, healthcare insurance that is delivered on the Cigna 
and Aetna networks and which offers a variety of no-cost services 
as well as several plans that offer tiered options for out-of-pocket 
maximums. 

“We’ve seen a 10-30 percent premium savings that we can 
offer SCRS members,” Frazer boasted. “More importantly, because 
88 percent of the care is provided at no out-of-pocket cost to your 
actual staff, they are saving an average of $1,000 a year per enrolled 
family.We’re saving shops an average of $1,200 per employee per 
year in premiums, and in the six short weeks since SCRS opened 
this program, we have saved member businesses a total of $650,000 
in premiums!”

Although Gravie is only available to businesses with 10 or 
more employees, Decisely also offers another program that utilizes 
the Blue Cross/Blue Shield network for micro businesses. “Our 
solutions are for every business, small or large, within the ecosystem 
of automotive and collision through SCRS.” Only SCRS members 
can access this benefit, but anyone can learn more about the 
program by completing the webform at SCRSbenefitscenter.com.

The final presentation focused on the Employee Retention 
Tax Credits (ERTC) and was presented by Brad Mewes (The 
Mewes Group), who explained that the only remaining COVID 
program left in the United States is coming to an end quickly but 
can be “pretty substantial financially” to business owners who can 
demonstrate that they qualify. Available to businesses that have been 
impacted by COVID, the ERTC offers a credit of up to $26,000 
per employee, though Mewes acknowledged that most clients see 
credits in the $10,000-$15,000 range. 

In order to qualify, a business must demonstrate one of 
three things: a decrease in gross receipts, a partial suspension of 
operations or a partial suspension of operations as a result of supply 
chain disruption. Since Texas saw fewer COVID restrictions than 
other parts of the country, Mewes suggested that the third qualifier 
may be most apt for Lone Star shops since “suppliers operate in 
different states, jurisdictions and with different sets of governmental 
orders. Suppliers across the US were shut down based on different 
mandates, and that impacted shops around the country. How do we 
actually prove this? We create documentation that reflects your facts 
and circumstances to demonstrate how your business was impacted.

“Think about it like writing a supplement,” he continued. 
“You might have somebody write a big supplement, but if it’s well-
written with good photos, line notes that reference back to the 
OEM repair guidelines and matching invoices, it’s more likely to 
get paid because all the documentation is there. But if you have a 
supplement with blurry photos, missing invoices and few notes, we 
all know what happens there too.

While the program can be extremely beneficial, the complexity 
of its 300-page rulebook can be intimidating which is why few 
CPAs handle the ERTC, according to Mewes, who suggested 
hiring experts like his company. The Mewes Group can be reached 
through mewescfo.com.   TXA

by Chasidy Rae  Sisk
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If the meaning of life is to grow, improve and strengthen 
individually, the purpose of an organization must be similar…or 
at least that’s the methodology ABAT uses to approach each new 
year, treating every success as a building block that enables the 
association to aspire to even greater heights. As 2023 approaches, 
one thing is clear: The sky is truly the limit!

“This has been a year focused on activating everyone and 
really putting a plan in motion for change as we engaged with 
members in all our regions,” shared ABAT Executive Director Jill 
Tuggle. “It was a nice, steady year, and we saw significant growth. 
I’m proud to say that we were productive all year long.”

“BE the change,” she urged members last year, and three 
industry experts answered that call by joining ABAT’s leadership 
team this year. The association is pleased with the inspiration 
these new Board members have brought so far and look forward 
to what’s yet to come. Welcome again to Anthony Palomo (West 

Texas Auto Color; Lubbock), Brandon Gillespy (Park Place 
BodyWerks; Dallas) and Albert Salinas (South Houston Nissan; 
Houston)!

“From our association’s very first year, our goal has been 
to serve the Texas collision repair industry by monitoring the 
pulse and the politics that are critical to helping shops around 
the state stay successful,” ABAT President Burl Richards said, 
referencing the organization’s mission, “to create an environment 
of professionalism, respect, accountability, excellence, enthusiasm 
and the ability to collect fair and reasonable compensation for 
collision repairers who properly restore vehicles to their safe pre-
loss condition.”

An important component of that falls under the realm 
of education, and ABAT has been providing Lone Star-sized 
training to Texans since 2014, but like most things Texan, it 
just keeps getting bigger and better. This year, the association 

ABAT ABAT Feature
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by Chasidy Rae  Siskby Chasidy Rae  Sisk

offered regular training sessions, both virtually and in-person, 
striving to meet members’ educational needs by hosting some of 
the industry’s best presenters who spoke on the industry’s most 
relevant topics.

“Our two greatest challenges nationally are inflation and labor 
shortages,” Tuggle acknowledged at the beginning of 2022. “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,” she added. “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.”

ABAT addressed those challenges early in the year with 
an informative presentation on prevailing labor rates with 
AkzoNobel’s Tim Ronak and the following month’s virtual 
meeting, entitled “How to Compete in a Tight Job Market” 
(check out the recap at grecopublishing.com/txa0322abatnews), 
featuring several subject matter experts. And since that’s 
such an important topic, ABAT revisited it six months later 
when the association welcomed Greg Griffith of AkzoNobel 
to offer suggestions on combating the technician shortage 
(grecopublishing.com/txa0822localnews). continued on pg. 24
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National Feature

Collision repair facilities would not have a reason to exist 
without damaged vehicles. Putting customers back on the road in 
safe and properly repaired vehicles is a shop’s sole purpose.

There are many factors involved from the time the car enters 
the shop until its wheels return to blacktop. Perhaps THE most 
important part along the way is – parts! 

Shops can’t perform repairs without parts! Obtaining parts 
from vendors and suppliers is key in every repair – no matter 
how big or small a facility is, whether they have a dedicated parts 
manager or not and regardless of which part of the state they are 
located in. Getting parts can pose challenges as supply chain woes 
over the past years have shown us, not to mention issues involving 
aftermarket parts, incorrect orders, pricing and other factors that 
can come along and delay things if a shop does not have a reliable 
trusted supplier.

A good parts supplier plays a huge role in a shop’s 
performance! 

So, what qualities do shop owners want to see most in a parts 

supplier? What makes for a “good” supplier? 
Greg Luther (Helfman Collision; Houston) sums it up with 

one word: Accuracy.
“It’s about accuracy. A supplier who can provide me with 

exactly what I need to fit the application is number one.”
Trusting that your supplier will come through with what you 

need upon the first point of contact is ideal in the repair process.
“Communication is the most important thing to me,” shares 

Logan Payne (Payne & Sons Paint and Body; Dallas). “Everything 
else is what it is.” 

Payne stressed that it’s about getting a response from the 
supplier in a timely manner that lets him know whether the part 
is available or not, and if so, what the ETA will be, so he can plan 
accordingly. “That is really important to me in this day and time. 
We all know everything is going to take forever;” therefore, getting 
updates about ordered parts is a huge help. 

For Traci Weaver, parts manager at Scott’s Collision Center 
in Paris, availability is a driving factor. That goes in part with how 

What Makes a Good What Makes a Good 
Parts Supplier?Parts Supplier?
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by Alana Quartuccio Bonillo

knowledgeable the salesperson comes across. Weaver suggests they 
be personable too. 

“If you call and the salesperson doesn’t know what you are 
talking about or they just aren’t friendly at all, that’s bad. They need 
to have collision knowledge,” she stressed. 

When asked if a good return policy is important, Luther 
reemphasized the importance of accuracy. “If they can achieve 
accuracy initially, there isn’t need for a return process; however, 
there are times when returns are necessary, such as if a car winds up 
being totaled.” In that case, “a friendly return process is key.” But if 
a part has to be returned due to it being the wrong part, Luther feels 
it should not be cumbersome on the purchaser. 

Payne suggests that having a credit line set up makes returns 
easier when these situations do arise. It’s best to have that 
groundwork all set up before the statement comes; that way, one 
doesn’t have to write a check upon delivery and then wait on a 
check to come back to them if they have to put in for a return, he 
says. 

Weaver also holds price matching and discounts at the top of 
her list. 

“So many insurance companies will write for aftermarket parts, 
but if I can call a supplier who will price match and sell me the 
OEM part at the aftermarket price, that is a big deal.”

Payne echoes that sentiment, especially when it comes to the 
menace of aftermarket parts. 

“Unfortunately, until Texas changes legislation, we will be 
dealing with insurance companies writing for aftermarket parts, so 
suppliers who can make price matching easy and convenient for the 
shop is ideal.” 

Whereas pricing is important, Luther has come to realize it’s no 
longer his deciding factor. “As I’ve gotten older, I find pricing isn’t 
the most important part of the matrix. I’m more interested in the 
quality of the service.” 

It’s no secret how difficult supply chain issues made getting 
parts over this past year. There is likely not a shop in the entire Lone 
Star State that didn’t have at least one vehicle waiting…and then 
waiting some more due to backordered parts! 

According to Weaver, parts being delayed due to supply chain 
woes is still very much an issue. “It really hasn’t gotten better. 
Almost every job we do has at least one part on backorder.” 

One can’t easily anticipate what supplies are needed, so 
ordering in advance is not an option; however, Weaver says a good 
parts supplier will research and go around the country until they 
find another source who can supply the part in the most timely 
fashion. 

Payne finds the situation to have improved somewhat, but it 
has not actually been resolved and  remains an issue. This, again, is 
why he believes effective communication plays such an important 
role. The Dallas shop owner doesn’t want to work with someone 
who “doesn’t answer the phone, return emails in a timely manner or 
is inconsistent with promised delivery times.” 

Luther’s ideal parts supplier is someone who “is a true partner. 
Someone who understands our side of the business without 
putting their own needs in front of ours.” He’s unfortunately seen 
aftermarket parts suppliers develop relationships with insurance 
carriers and tend to “put the payer in front of the buyer. They make 
promises to insurers that adversely affect us and even inhibit us 
from being able to perform our duties.” 

It’s pretty clear that, whereas many factors contribute to a 
“good” parts supplier, shops overall want to work with someone 
they can have a solid dependable relationship with, a supplier 
who understands their needs and can work with them and 
not against them. At the end of the day, it appears that shops 
want from suppliers what consumers expect from body shops – 
communication, reliability and quality.   TXA
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Thank you for your comments, interest in our work and 
such an excellent question. The scheme involving the systematic 
undervaluing of total losses penalizes policyholders, stifles auto 
body shops, leads to unsafe repairs, causes lender loss of income 
and clients and destroys auto manufacturers’ brand loyalty. 
Additionally, erroneous low settlement payouts by the primary 
carriers result in unfairly high GAP obligations for the defenseless 
GAP provider who is expected to cover whatever loan balance 
remains…regardless of the legitimacy of the shortfall.

Historically, over many thousands of claims, we increase 
total loss settlements (on average) by $3,672 or 27.6 percent 
above the carrier’s final offer on eight of the 10 claims we look 
at. CCC Crash Course 2022 data states there are 13 million 
collision claims in an average year across the United States, and 
about 10 percent (2.6M) of those claims are deemed a total loss. 
With 2.6M total losses in the US per year, if just five percent of 
the carriers’ automated valuations are inaccurately undervalued 
by our $3,672 average settlement increase, that means there could 
easily be an average total annual under-indemnification of 
$475,000,000.

We have indeed quantified exactly how much our 
involvement aids both lenders and GAP providers, which is a 

conservative estimate of how much they are being harmed by this 
scheme (conservative because there is a cost to our involvement 
that gets netted from their benefit). Based on the thousands 
of clients/borrowers we have represented who suffered a total 
loss and had their motor vehicle loans financed with either Ally 
Financial, Capital One, Credit Human Federal Credit Union, 
GM Financial, Honda Financial, Nissan Motor Acceptance, 
Regional Acceptance, Santander, Security Services Federal Credit 
Union, TD Bank, Toyota Financial or Wells Fargo, we were able 
to reduce the balance deficit after the primary carrier undisputed 
liability settlement and the funding of the GAP liability on 
average by 75 percent through the appraisal process to define 
the Actual Cash Value (ACV). Additionally, for the same group 
of borrowers with GAP coverage after the appraisal process to 
define the ACV, the realignment of the liability reduced the GAP 
Administrator/Providers liability by an average of 55 percent.

It is my professional opinion that the insurer should never be 
in control of the loss settlement; however, they are gaining greater 
control each year. When this happens, shortcuts will invariably 
be made to reduce their liability, which will lead to rampant 
under-indemnification issues and substandard repairs. This is the 
driving force behind our advocacy for the mandatory Right to 
Appraisal in every motor vehicle insurance policy. The Right of 
Appraisal works as a guardrail to prevent under-indemnification 
and 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 

Ask The Expert

“Who is Affected by the Insurance 
Carrier Economic Total Loss Scheme?”

by Robert L. McDorman

Dear Mr. McDorman:

I am the senior lending manager of an automotive captive lender. I attended your presentation 
this year at SEMA and was shocked at some of the data you presented. I was caught off guard 
when I heard the outrageous percentage of repairable vehicles being deemed an economic 
total loss by the insurance carriers. The information you gave should be an eye-opener to every 
consumer, collision facility, manufacturer, lender, GAP Administrator and provider. At the end of 
your presentation, it became clear that the systematic economic total loss scheme you referred to 
seriously harms both the insureds and the collision industry. You mentioned other parties being 
harmed as well. Could you elaborate, and do you have data that quantifies just how much this 
scheme is costing all parties involved?

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. continued on pg. 25
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Fair settlements through knowledge and negotiation!

Vehicle Value Experts is a unique consulting firm specializing in Insurance Total Loss Market Evaluation Reports; 
Mechanical and Body Shop Estimates and Finalized Motor Vehicle Repair Evaluations; Diminished Value  Assessment 

and Claims and Motor Vehicle Fair Market Value Reports. 

ALLOW US TO ASSIST YOU WITH:

Phone: 409-200-2226     Fax: 409-750-7160      
appraisals@vehiclevalueexperts.com

1310 1st St. Vidor, TX 77662

Contact us from anywhere in the U.S.!
771 East Southlake Blvd. Southlake, TX 76092 

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

claims@autoclaimspecialists.com

WE SUPPORT

MEMBER

TOTAL LOSS: If your vehicle was totaled 
following an accident, we’ll examine the 

market value comparison report, collision 
repair estimate and settlement offer prior to 

settlement.

DIMINISHED VALUE: We have been 
helping people with Diminished Value 
claims since 1999. Do you qualify for a 

diminished value assessment? Contact us!

APPRAISALS: Our comprehensive auto 
appraisal reports offer a documented value 
assessment based on the subject vehicle’s 

condition at the time of the incident or loss.

If you need a recognized and qualified expert to provide testimony for you or your client, 
make sure you select one who’s certified!  Choose The Vehicle Value Experts! 

We are experienced in negotiating claims with insurance companies. 
As a Licensed Public Insurance Adjuster Agency, we can ensure a fair settlement on 

your auto claim. It is our duty to act on your behalf!

Founder
Robert McDorman

WE SUPPORT

MEMBER

www.autoclaimspecialists.com

www.vehiclevalueexperts.com
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Around Around the Industrythe Industry

National NewsNational News

Who is the most influential woman you know in the collision 
repair industry? Maybe you know several…and now’s the time to 
sing their praises by nominating them for the Women’s Industry 
Network’s (WIN) 2023 Most Influential Women (MIW) awards. 
Nominations will be open through Friday, January 6, 2023, 
and winners will be celebrated during WIN’s 2023 Annual 
Conference, scheduled for May 1-3 in San Antonio, TX. 

Women working in any segment of the collision repair 
industry across the US and Canada can be nominated for the 
MIW award; neither nominators nor nominees are required to 
be WIN members to be eligible. Nominees will be reviewed and 
interviewed by an independent selection committee which is 
comprised of past WIN members and MIW who are currently 
uninvolved with WIN leadership, and selection decisions are based 
on established criteria, including industry influence, professional 
accomplishments, mentorship and community service.

 

Established in 1999, the MIW award recognizes women 
whose leadership, vision and commitment to excellence have 
enriched the collision repair industry. Over 100 impressive women 
have been recognized to-date for their contributions. 

Celebrate a strong woman in your organization (or within 
your network) by nominating her today at bit.ly/MIWnominees.   
TXA

Nominate an Influential Woman for the Nominate an Influential Woman for the 
Women’s Industry Network’s 2023 AwardsWomen’s Industry Network’s 2023 Awards

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

TGP Presents Industry Icon Award to
Collision Advice’s Mike Anderson at SEMA 2022
Thomas Greco Publishing (TGP) presented its inaugural 

Industry Icon Award to one of the most recognizable faces in the 
collision repair industry – Mike Anderson (Collision Advice) – 
during the Collision Industry Red Carpet Awards Breakfast held 
during SEMA week in Las Vegas, NV. 

“Our inaugural industry icon winner is known locally, 
regionally, nationally and globally as the go-to in collision 
repair,” said TGP Senior Vice President Alicia Figurelli about the 
“incomparable” Mike Anderson during the presentation. “For 33 
years, TGP has had the privilege of recognizing the best of the best 
through our work with some of the most prominent collision and 
mechanical repair associations throughout the nation. Merriam- 
Webster defines an icon as ‘a person or thing who is widely 
admired, especially for being a great influence or significance in a 
particular sphere.’ An industry icon rises above the fold, through 
not only their extreme knowledge and skill, but also in their 
consistent service to fellow repair industry professionals. Mike has 
committed himself to working with repairers, whether one-on-one, 
20 at a time or in a packed ballroom with the intent of having them 
leave the meeting a better professional than when they walked in.”

“I am truly humbled,” Anderson expressed in accepting the 

award on what also happened 
to be his birthday. “I turned 60 
today, and I am really grateful for 
the opportunities I’ve had. My 
dad passed away in May, and this 
is in memory of him. He helped 
me understand how important 
quality and customer service are.” 

“When we came up with the 
concept of this award, there was 
no debate, no discussion on who 
the first recipient would be,” says 
Thomas Greco, president of TGP.  
“Everyone just looked around and 
said: ‘Mike.’

“He is truly an icon and more importantly, a friend to 
everyone in our industry.”

Thomas Greco Publishing is the publisher of New Jersey 
Automotive, Hammer & Dolly, New England Automotive Report, 
AASP-MN News and Texas Automotive and is the event manager of 
the NORTHEAST® Automotive Services Show.   TXA

Mike Anderson 
(Collision Advice) and 

Thomas Greco Publishing 
Senior Vice President 

Alicia Figurelli
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“We’re always focused on providing continuing education 
for shops, right up to our most recent quarterly meeting, which 
we held in different areas throughout the state to encourage 
participation from all our chapters,” Richards said. (Flip to page 12 
if you missed the meeting.)

Those informative sessions led up to several successful 
networking ventures, another important aspect of association 
involvement: the Houston chapter golf fundraiser in April and the 
fifth annual Dean Griffin Memorial Skeet Shoot in May, but the 
highlight of ABAT’s educational endeavors came in August.

The 2022 Texas Auto Body Trade Show featured industry 
leaders sharing insights on how to level up by touching on topics 
related to everything from how to hold insurers accountable to the 
importance of post-repair inspections, while also bringing world-
class vendors to Texas repairers’ own backyard (grecopublishing.
com/txa0922coverstory). 

“This year’s Trade Show attracted more attendees than ever 
before,” Richards boasted. “We keep making bigger steps as we get 
dialed into what we want it to look like and what we want it to be, 
and the BIG SHOTS Competition was a huge draw these past two 
years.”

“BIG SHOTS was one of our bigger points this year,” Tuggle 
agreed. “I’m really proud of how well that contest went and even 
prouder of the winners who showcased their skills right on the 
Show floor!”

ABAT is also proud of Richards, Tuggle and Board 
member Robert McDorman (Auto Claim Specialists), who have 
represented the association and Texas repairers’ challenges by 
speaking at national meetings around the country, including the 
Collision Industry Conference (CIC), AASP/NJ’s NORTHEAST® 
Automotive Services Show and the 2022 SEMA Show, as well as 
non-industry meetings geared at insurance commissioners and 
even a Lender/GAAP Provider convention.

On a state level, Tuggle cited one of ABAT’s biggest concerns 
as “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.”

ABAT continued collecting consumer complaints in 2022, 
but the association hit a snag when TDI changed the rules, 
altering the complainant’s name to “ABAT” and closing each 
complaint without an investigation! Well, that didn’t sit well with 
the Board who engaged the aid of consumer advocacy group, 
Texas Watch, and relaunched the rebranded initiative, “Call 

Kelly,” in November (get the details at grecopublishing.com/
txa1122edmessage).

“Kelly has done a wonderful job calling customers and 
making sure everything is properly documented, confirming the 
things that are wrong with insurance policies that don’t allow 
for all needed repair processes,” Richards shared. “We’ll have 
the factual proof when it comes time to pursue our legislative 
initiatives during the 2023 legislative session which we’ve been 
preparing since the last one ended.”

“This year was an interim year and has been all about 
preparing for the legislation we hope to pass in 2023,” Tuggle 
agreed. “We’ve been building on it every year as we learn more 
from each session and keep seeing progress. We’ve done a really 
good job of educating our members, so both on an individual and 
organizational level, we understand the process a little better and 
have a better understanding of what it’s going to take.”

ABAT has already filed two bills, a safe repair bill similar 
to the ones filed in previous years as well as a bill to make the 
Appraisal Clause mandatory. This September, Richards and 
McDorman laid the groundwork for the second bill when they 
shared their knowledge on Right to Appraisal when they joined 
consumer advocates at the Texas House Committee on Insurance’s 
public hearing, voicing their belief that mandating the Appraisal 
Clause provides consumers with the ability to receive proper 
indemnification on claims without being subject to lengthy and 
costly litigation.

“This is the earliest we’ve ever filed,” Richards reported. 
“We’ve been strategically planning for this session with ABAT 
Lobbyist Jacob Smith, and I believe we have a really good plan 
in place. Passing this legislation is our main goal for 2023, and 
I’m optimistic that we’ll get one, if not both, bills passed. We’ve 
worked hard to make sure the language is written in black and 
white to eliminate any loopholes, and we’re gearing up to spend 
the first half of the year focused on passing this legislation to 
protect Texas consumers. And once they DO get passed, we 
just hope the TDI will do their jobs and make sure insurance 
companies abide by the new laws.”

“Heading into the new session, I’m even more hopeful than 
I’ve been in the past,” Tuggle added, “Because we’re not going 
down there alone – we’ve got the support of the Texas Auto 
Dealers Association who is also submitting legislation that we can 
get behind, and we’re working with public insurance adjusters to 
put forward a mandatory Right to Appraisal bill. We say it all the 
time, and it’s true here too…We’re stronger together.”    TXA
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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

Ask The Expert

coffin for safe roadways for us all while further escalating grossly 
undervalued total loss settlement offers.

In today’s world, regarding motor vehicle insurance policies, 
frequent changes in claim management, 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 related 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
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to educate their customers.
“We need to get together to help the consumer and hold the 

insurance carriers accountable. If we, as an industry, are rowing the 
same boat, we can move in the right direction – we can fix more 
cars, run successful businesses, take care of our employees and take 
care of our customers. When we take care of customers, they take 
care of us in turn, but you have to be committed to it and make it 
part of your business model.”

The Appraisal Clause is designed to resolve loss disputes fairly, 
in a timely and cost-effective manner without resorting to more 
costly and time-consuming methods, such as mediation, arbitration 
and litigation. As it currently stands, McDorman estimated that 
the total annual under-indemnification, assuming just five percent 
of automated valuations are inaccurate by his company’s average 
$3,672, could easily exceed $475,000,000! 

“Our position is NOT that every auto claim should go 
to appraisal,” he emphasized. “Our position IS that, due to 
the tremendous volume of auto claims, the valuation of loss 
MUST be automated. There is not – nor will there ever be – a 
perfect automated vehicle valuation system…The automated 
valuation systems approved by insurance carriers will always (and 

understandably) penalize any tendency of over-indemnification. 
Thus, the inevitable valuation errors will always tend to be on the 
low side. Therefore, the Right to Appraisal should be mandatory 
in every state as a means of resolution for insureds when values are 
disputed.”   TXA 



27  DECEMBER 2022  Texas Automotive

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.



Year-End Specials Are
Happening Now!

106 EXT
Structural Straightening Benches

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

MULTIBENCH
Structural Repair Workstations

PULL UP!
Repair Systems

14,500A 
Welding Machine

Q Series
Welding Machines

Promotion ends on 12/31/2022 Last Year To Save 100% Tax
Deductions Using Section 179

Touch
Electronic Measuring Systems


