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Audi
Genuine Parts

Order Audi Genuine Parts from these select dealers

Nothing else measures up.

Audi of
Downtown LA
LOS ANGELES
213-747-7248
213-222-1261 Fax
Ask for Carlos or Fausto

Circle Audi
LONG BEACH
562-597-4892
562-343-5088 Fax
Ask for Eddie, Nate or Pete

So. California

Toyota Motor Sales, U.S.A. and Sher-
win-Williams Automotive Finishes an-
nounced the 2015 schedule for the
annual Toyota Certified Collision Cen-
ter estimating program, with Sherwin-
Williams continuing as one of the
facilitators for the program’s training
workshops. Conducted through the
University of Toyota, the workshops
will be held in Phoenix, AZ August 26
and Dallas, Texas September 22.

“Our Gulf States Toyota shops
that have participated in the Estimating
Solutions for Profit classes have aver-
aged better than a $150 increase in their
repair order value,” according to
Travis Rice, Manager of Collison Op-
eration for Gulf States Toyota.

The workshop, B005 Collision
Repair Estimating, comprises real-
world estimating scenarios and indus-
try-specific issues pertaining to body
shop operations and insurance com-
pany relations. Attendees who partici-
pate in this estimating program will get
hands-on experience with the tech-
niques, skills and information neces-
sary to write and negotiate more
accurate (and profitable) estimates.

For information, contact Toyota
or visit www.sherwin-automotive.com/
collision-repair/training-support.

Sherwin-Williams Partners with
Toyota for Estimator Training 

by Stacey Phillips, Assistant Editor

In the latest edition of Mitchell’s Q2 In-
dustry Trends Report released in May,
Greg Horn addressed the driving fac-
tors behind rising collision repair costs.
Horn, Mitchell’s VP of Industry Rela-
tions, looked at the increase in average
repair severity in terms
of an estimate, parts,
labor, paint and materi-
als.

Horn’s feature arti-
cle, “What’s Driving the
Costs to Repair Today’s
Top Selling Car,” exam-
ined four top-selling mid-size sedans in
the United States to find out if the design
lifespan of the vehicles affects parts uti-
lization and overall repair costs.

The 2012 mid-size vehicles in-
cluded a new Volkswagen Passat, a
midcycle Toyota Camry, as well as a
Ford Fusion and Chevy Malibu that
were both in the last years of their de-
sign cycle. “We found that the vehicles
that were the oldest had absolutely the
lowest use of new OEM parts,” said
Horn. The new 2012 Passat had the
highest use of OEM parts and the
Camry had substantially more OEM
utilization than both the Fusion and the
Malibu. “When it gets to the end of the

lifecycle the more opportunity the af-
termarket has to replicate the part and
the more potential salvages out there.”

Horn said what he found interest-
ing was that the midcycle for the
Camry was surprisingly still high,
around 80 percent OEM utilization.
“The takeaway for shops is that it

changes so quickly,” said Horn. “There
may be more alternative parts available
than there were the last time you re-
paired that vehicle on the salvage side
and on the aftermarket side. He said
that by conducting a good diligent
search of alternative parts, it could po-
tentially help shops repair more cars
due to an increase in the parts supply.

The second quarter industry trends
report also included information about
average length of rental, current events
in the collision repair industry and
highlighted new vehicle sales data.
“When you look at the big picture, we
process almost seven million estimates
a year,” said Horn. “When you look at

robust new car sales, that lowers the
value of the cars in off road today.” He
said there is a downward trend of the
actual cash value of vehicles being ap-
praised and repaired.

“When you start to see falling ac-
tual cash values and rising repair costs,
that means that we’re going to see

more cars being totaled
out,” said Horn. “Ris-
ing costs and lower val-
ues equal more total
losses.”

This can be attrib-
uted to more complex
vehicles being built and

added technology, which both add to
the overall cost of the repair.

The complete report is available
at www.mitchell.com/industry-trends-
report. Mitchell will also host a we-
binar on June 2: Industry Trends Live.
Horn will provide a deeper look into
the trends, information and studies
highlighted in this quarter's industry
report. In addition, Horn will discuss
other current events of interest such as
Google’s self-driving cars. “I think
this industry is changing at a faster
rate than I’ve seen changes in the 27
years I’ve been involved in it,” said
Horn. To sign up for the webinar, visit
go.mitchell.com/register.

Mitchell’s Q2 ITR Addresses Increase in Average Collision Repair Severity

“Rising costs and lower values
equal more total losses”

—Greg Horn, Mitchell’s VP of Industry Relations.

Service King Launches Military Veterans Hiring Initiative
Service King announced the launch
of a long-term veterans hiring initia-
tive Mission 2 Hire.

The Mission 2 Hire initiative is
a pledge by Service King officials to
hire at least 500 U.S. Armed Forces
Veterans, their spouses or active duty
personnel within the next five years.
The figure equates to about 10 per-
cent of Service King’s current staff
across its network of more than 235
collision repair facilities in 21 states.

“By nature, military personnel
posses some of the most valuable
skillsets that we look for in our hiring
process,” said Service King CEO
Chris Abraham. “U.S. Armed Forces
veterans and their family members
have bravely served our country and
fought for our freedom. Now, it’s our
turn to serve them as they make the
difficult transition to civilian life.”

As part of the initiative, Service
King is partnering with USAA and
Hiring Our Heroes as well as other
veteran assistance programs across
the country to promote career oppor-
tunities for military veterans in the
industry. Service King’s initiative
launched as an extension of private
equity investor Blackstone and its
Veterans Initiative, which aims to
hire a total of 50,000 veterans across

its portfolio.
“Service King’s Mission 2 Hire

initiative is a strong step forward in
promoting valuable career opportu-
nities for our military veterans and
their spouses,” said Sandy Ogg, Op-
erating Partner, Blackstone. “Service
King offers a wealth of career paths
in the automotive repair industry that
coincide with the very skillsets that
so many veterans already possess.
This long-term commitment, in con-
junction with Blackstone’s very own
Veterans Initiative, is poised to make
a difference in the lives of thousands
of our military heroes.”

Service King also launched a new
website, www.Mission2Hire.careers,
specifically tailored to military veter-
ans and their families. Service King
will also celebrate current military vet-
erans and their families on the official
company blog, The Service Advisor,
and across its social media channels
throughout the month of May.

For information, visit:
www.Mission2Hire.careers or www.
ServiceKing.com.
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