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The Body Shop Advocate﻿
~ WE ALL DO BETTER TOGETHER ~

President's Letter –
Investing in Our Greatest

Asset

One of the things I enjoy most about being involved in Wisconsin's collision
repair industry is seeing the passion and pride that so many professionals
bring to work every day. Whether you're a technician, estimator, manager,
shop owner, supplier, or educator, we all share the same goal: repairing
vehicles safely and getting our customers back on the road with confidence.
If there's one topic I truly believe defines the future of our industry, it's training.

The collision repair industry has never been more exciting. Vehicles continue
to evolve with advanced materials, ADAS technology, electric vehicles, and
increasingly complex repair procedures. While that presents new challenges, it
also creates incredible opportunities for those who are committed to learning.
When we talk about training, it's easy to think of technicians first—and they
absolutely deserve access to the best education available. But today's repairs
require every member of the team to continue learning. Estimators, managers,
customer service representatives, and shop owners all play an important role
in producing a safe, complete repair.
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A quality estimate starts with understanding the repair, not simply selecting
labor operations. OEM service information has become one of the most
valuable tools in our industry, and it should guide every repair from the initial
estimate to the final quality check. The same information that helps an
estimator write an accurate repair plan is the information that helps a
technician perform the repair correctly.

Think about something as common as a wheel alignment after a collision. Was
the vehicle simply aligned, or did it require a collision alignment? Were one-
time-use fasteners replaced? Was the steering angle sensor recalibrated?
These aren't just technical details—they're part of restoring the vehicle to the
condition the manufacturer intended.

The more your entire team understands these procedures, the stronger your
repair process becomes.

The good news is our industry has never had more resources available.
Between OEM training, equipment manufacturers, industry partners, technical
colleges, and organizations like WCRP’s industry event, there are outstanding
opportunities to continue developing our skills. We simply have to be willing to
take advantage of them.

At WCRP, we believe education doesn't stop with repair professionals. We also
have an opportunity to help educate Wisconsin consumers. After an accident,
many vehicle owners don't know what questions to ask or what rights they
have when choosing a repair facility. By helping consumers better understand
the repair process and the importance of proper repairs, we strengthen
confidence in our industry and help ensure vehicles are repaired safely.
Wisconsin has an outstanding collision repair community. Every day I meet
professionals who are passionate about doing the job right, mentoring the next
generation, and embracing new technology. That dedication is what makes our
industry so strong.

As we continue moving forward together, I encourage each of you to invest in
yourself, invest in your team, and never stop learning. Every class attended,
every certification earned, and every new skill developed makes our shops
stronger, our customers safer, and our industry better.

Thank you for everything you do to represent the Wisconsin collision repair
industry with professionalism, integrity, and pride. I look forward to seeing
many of you at future WCRP events as we continue learning, growing, and
building the future of collision repair together. Please share your thoughts on
what training you would like to see at future industry events.
﻿

Ryan Struve
President, WCRP - Wisconsin Collision Repair Professionals

Speaking of more WCRP Events -
SAVE THE DATE



2027 WCRP Conference & Trade Show
April 22 & 23, 2027

Holiday Inn & Conference Center, Stevens
Point, WI﻿

We heard you and worked to get a more central location for more shops
to be able to attend and participate in this training event!

Stay tune for more information as we proceed to give you the trainings
you want and deserve - along with our vendors to answer your questions

and display their products.

If you have any specific requests for training at this event for your office
and technicians, please contact Deb at
wcrpinfo@gmail.com or 262.542.7707.

﻿
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Using Cars Coop is one of WCRP member's benefits - they have
helped to provide our members with savings of

$42,340.89 in 2025!

Below are links to get signed up, take a look at our program, and information about
CARS.

Link to benefit form that members need to fill out: https://cars.coop/benefit-form/
Link to CASHBACK/Savings Programs page: https://cars.coop/cashback-savings-
programs/
Link to CARS Cooperative video: https://cars.coop/association-alliances/
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Here is the second installment on Hail:

The Hidden Challenge After a Hail Storm Isn’t the
Repairs

It’s Managing Expectations

Every major hail storm creates the same immediate reaction across the
collision industry:
Phones start ringing.
Parking lots fill up.
Estimate requests pile in.
Insurance questions increase overnight.

But after working multiple storm events across Wisconsin, we’ve found that the
biggest challenge usually isn’t the repair itself.
It’s expectation management.

**Customers Are Walking Into a Situation They Don’t Understand

Most vehicle owners have never experienced a catastrophic hail event before.
They often assume:

Repairs will happen immediately
Insurance approvals are instant
Rentals will remain available indefinitely
All shops operate the same way
Every repair can be completed in a few days

Meanwhile, repair facilities are trying to manage:
Existing collision schedules
Staffing limitations
Parts delays
Storage capacity
Supplement approvals
Rental pressure
Communication overload

That gap between customer expectations and operational reality is where
frustration begins.

**The Shops That Stay Calm Usually Perform Best

One thing we’ve consistently observed is that the facilities who remain calm,
organized, and transparent during storm season often create the strongest
long-term customer relationships. Not because everything goes perfectly.
But because customers feel informed throughout the process. A customer
can tolerate delays far better than uncertainty.

Simple communication often prevents major problems:
Setting realistic timelines early
Explaining supplements upfront
Providing status updates
Being honest about scheduling capacity



Avoiding overpromising
The goal is not to tell customers what they want to hear.
The goal is to prepare them for the process correctly.

**Speed Alone Shouldn’t Become the Selling Point

During large CAT events, the market becomes extremely competitive very
quickly. Customers hear:

“Fastest turnaround”
“No deductible”
“Immediate repairs”
“In-and-out service”

While speed matters, shops also have to protect:
Repair quality
Existing workflow
Technician standards
Documentation accuracy
Customer experience

In our experience, facilities that focus only on volume often create additional
problems later:

Rework
Communication breakdowns
Supplement issues
Delivery delays
Reputation damage

﻿
Fast is important. Consistency is better.

**Your Existing Customers Are Watching Closely

One overlooked reality during storm season is that collision centers are not
only being evaluated by hail customers. Their existing customer base is
watching too.

If normal repair cycle times suddenly collapse, communication slows down, or
parking lots become chaotic, it can affect the perception of the entire business
—not just the hail operation.

That’s why many successful facilities separate hail intake, estimating, and
repair management from their core collision workflow whenever possible.
Protecting your existing operation matters just as much as capturing hail
volume.

**Local Reputation Still Matters

After every storm, temporary operations and out-of-state vendors enter the
market quickly. Some perform excellent work. Others focus heavily on short-
term volume.

What customers usually remember long after the storm is:
Who communicated well
Who stood behind the repair
Who stayed organized



Who treated them professionally
Who was still available after the storm ended

In Wisconsin especially, long-term reputation and community trust still carry
significant weight.

Final Thoughts:

**Every hail storm creates opportunity for the repair industry.

But the facilities that tend to grow the strongest, long-term are usually the ones
that:

Stay organized early
Communicate clearly
Avoid overpromising
Protect repair quality
Maintain professionalism under pressure

At Dent Clinic, we believe catastrophic events are ultimately about more than
repairing vehicles.

They are about helping customers through a stressful situation while
supporting strong repair standards and long-term industry relationships across
Wisconsin.

Stay safe this storm season.

Austin Henneberry
President, Dent Clinic Inc.
Serving Wisconsin Since 1993
Auto Hail Repair • Paintless Dent Repair • Catastrophic Hail Support
www.DoorDing911.com
262-785-9595
info@DoorDing911.com

FOR RELEASE: July 1, 2026
FOR MORE INFORMATION: John Yoswick, john@CrashNetwork.com, (503) 335-0393

 
More shops billing for destructive weld testing, but fewer being paid regularly,
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according to ‘Who Pays for What?’ survey; latest survey open now

For the second consecutive year, there has been an increase in the percentage of shops
saying insurers “never pay” for destructive weld testing, and the percentage of shops
that said they are regularly paid for the procedure has declined as well, according to
data from the most recent “Who Pays for What?” survey.

The survey found that only 1 in 4 shops that list destructive weld testing on their
estimates are actually paid for it on a regular basis, down from 37 percent two years
ago. Those shops that said insurers “never” pay for it has risen from 32 percent two
years ago to 44 percent in 2026.

“The lack of reimbursement for it causes me great concern,” Mike Anderson of
Collision Advice, who conducts the surveys with CRASH Network, said. “It’s a process
that needs to be performed for every type of weld being made on the vehicle.”

The survey results are not all bad news, however. Ten years ago, more than 80 percent
of shops said they never listed destructive weld testing on their estimates, perhaps an
indication that few shops were actually doing it. But on this most recent survey, that
figure has dropped to a record low 31 percent, suggesting that more shops are aware of
the need to perform these tests, though they continue to struggle with getting paid for
the time it takes to do them.

“We need to wake up on this one,” Anderson said. “This is a non-negotiable procedure.
Every OEM states that we need to do this, and for good reason. It is nearly impossible
to tell if the welder settings are correct without first performing destructive test welds.”

He also called for other segments in the industry to help increase the percentage of
shops performing weld testing. “I would challenge the automakers to start selling the
weld test coupons with welded-on replacement panels, and I would challenge I-CAR
to build more training and videos on this,” Anderson said.

The latest quarterly “Who Pays for What?” survey is now open through the month of
July. It focuses on “not-included” body labor operations. Shops can take the survey at:

https://www.surveymonkey.com/r/VCQYQT7

Survey participants receive a free report with complete survey findings along with
analysis and resources to help shops better understand and use the information
presented.

The survey can be completed in about 15 minutes by anyone familiar with their shop's
billing practices and the payment practices of at least some of the largest national
insurers. Each shop's individual responses are held in the strictest confidence; only
aggregated data is released.

The results of previous surveys are also available online
(https://www.crashnetwork.com/collisionadvice).

Collision Advice (www.CollisionAdvice.com) is an independent training and
consulting firm featuring some of the most respected and experienced experts in the
collision repair industry. CRASH Network (www.CrashNetwork.com) is a subscription
newsletter offering news and information not available from other industry sources.
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An Invite from Jason Bartanen
Founder and Chief Technician Advocate at Collision ProAssist

A few weeks ago I asked the same question in two different Facebook groups -
one for technicians and one for estimators:

"What's the biggest disconnect in your shop between estimators and
technicians?"

Over 120 people responded. Both sides shared insightful points. The picture
that emerged was pretty clear: the people who actually have the power to fix it
are the shop owners and managers.

That's why I'm inviting you to join me for a discussion -

The Estimator-Technician Disconnect: A Conversation for Shop Leaders

Thursday, July 16 | 3:00 PM CDT / 4:00 PM EDT

Free | Google Meet

Meeting Link

ASE Education Foundation
Awarded $25 Million Labor

Department Grant for
Technician Apprenticeships

The ASE Education Foundation has been awarded a $25 million, four-year
grant from the U.S. Department of Labor to expand registered apprenticeships

http://meet.google.com/qzo-edhm-yvt


for auto, collision and truck service technicians, the foundation announced July
8.

Receive $3,500 for Every Apprentice Hired
Registered apprenticeship program sponsors can receive $3,500 for every
apprentice hired – $2,500 after the apprentice has been working for 90 days,
and another $1,000 when the apprentice has completed 9 months on the job.

Program Sponsors can be:
Individual employers
Organizations representing multiple employers such as local or state
dealer associations
Independent shop associations
Franchise operators and more

ASE - For More Information

Ready-to-Use Resources

Getting started doesn’t have to be complicated. ASE and The National
Automobile Dealers Association (NADA) have already developed an
“Apprenticeship-in-a-Box” program that sponsors can use to launch registered
apprenticeship programs more quickly. A link is below to check out those
resources and a form to fill out:

NADA - Resource Link

BASF Coatings Relaunches as Surventis
The newly independent Surventis begins operations July 1 under

majority ownership by Carlyle.
 Lisa McArdle, Jul 1, 2026

Surventis launches as an independent global leader in automotive coatings and
surface treatment.
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Collision repair shops that use Glasurit or R-M refinish coatings now have a new
supplier — at least in name. Surventis, formerly BASF Coatings, launched July 1 as
an independent company, completing its carve-out from BASF SE. The business is
majority owned by funds managed by global investment firm Carlyle in partnership
with the Qatar Investment Authority, with BASF retaining a 40% stake.

The Surventis corporate brand was unveiled at launch, and the company's new
website went live at www.surventiscoatings.com. The company is headquartered in
Muenster, Germany, which is also the site of the world's largest integrated paint
manufacturing facility, according to Surventis.

With approximately €3.9 billion in annual sales and around 10,700 employees,
Surventis serves more than 42,000 customers across more than 140 countries. The
company's refinish portfolio, which includes Glasurit and R-M, two brands widely
used in collision repair shops across North America, carries over into the new
structure without changes.

Surventis says the same products, technologies, brands, and technical teams that
customers rely on today will remain in place, and the portfolio across all three
business units (surface treatment, mobility coatings and refinish coatings) remains
unchanged. Its portfolio also spans the Chemetall brand, which covers surface
treatment solutions.

The company operates from a network of more than 30 production and
development sites across more than 140 countries.

Continue Reading

Tough times don't last.
Tough teams do -

﻿ROBERT SCHULLER

WCRP is thankful for our 2026 Associate Members:

Bionic Auto Parts & Sales - Milwaukee
Bobcat of Janesville

Dent Clinic
WI Automobile & Truck Dealers Foundation (WATDA)

WI Automobile & Truck Education Association (WATEA)
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Repairer Driven Education
@ The SEMA Show

November 3 @ 12:00 pm - November 6 @ 8:00 pm

The SEMA Show offers an attendee experience like no other trade
show on the planet. It's the best place to see thousands of the newest
automotive performance products from new and iconic exhibitors,

discover the latest product and vehicle trends, and develop essential
skills by attending any one of the 99+ free education sessions – all of

which are led by top industry professionals.

Why Become a WCRP Board Member?

﻿One of the most significant benefits of being a board member is the
opportunity to drive positive change. Board members help shape

policy, approve budgets, network, and add unique perspectives to the
table. It is your opportunity to contribute while growing both personally

and professionally.

Email wcrpinfo@gmail.com for more information
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How the March Taylor Memorial
Fund Benefits Body Shop

Industry Professionals

The March Taylor Memorial Fund was established in honor of March Taylor, a
beloved member of the collision repair industry. It provides financial support for
those with two or more years of collision industry experience employed by a
local, state, or national organization. This fund provides I-CAR coupons,
scholarships to attend events and training classes, and awards to further
advance their field knowledge. Let’s take a closer look at what this fund offers
and how it can benefit body shop professionals.

The March Taylor Memorial Fund is an incredible opportunity for body shop
professionals who meet certain requirements; it’s an excellent way for those
looking to further advance their career within this field to receive additional
funding that may not have been available otherwise! Donors should feel proud
knowing that they are helping others maintain their education and continue
being successful in this industry while honoring March Taylor’s legacy at the
same time!

Eligibility Requirements
To be eligible for the March Taylor Memorial Fund, applicants must have a
minimum of two years of experience working within the collision repair industry.
They must also be employed by a member of an eligible local, state, or
national collision industry organization. Examples of these organizations
include I-CAR, ASE Certified Collision Repair Centers (CRCs), National
Automotive Service Task Force (NASTF), SOCARS Association, National
Institute for Automotive Service Excellence (ASE), National Auto Body Council
(NABC), and many others.

After reviewing the application and determining eligibility requirements have
been met, applicants may receive coupons from I-CAR, partial/full payment for
training classes they wish to attend, or grants that will go toward attending
events such as conferences or seminars related to their field.

Link to Application
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PLEASE SUPPORT THOSE WHO SUPPORT US!!!

Need to update your
"FIND A SHOP" listing on the
WCRP website? Check here..

Please consider being a sponsor for
WCRP! Our Body Shop Advocate e-
newsletter is sent out every month to

over 550 addresses.
﻿YOUR TARGET MARKET!

KNOW OF ANY SHOPS LOOKING
TO JOIN WCRP?﻿

Forward this newsletter to them! They
can click here to go straight to the
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Click here for information! membership form or they can call Deb
at 262-542-7707.

DISCLAIMER: The Body Shop Advocate is published monthly under the guidance of the
Wisconsin Collision Repair Professionals. Receipt of this publication does not represent membership.

Please join us for the full benefits of membership.
﻿ Applications can be found here.

Guest editorials and other submissions are the opinions of the author and may not reflect those of the organization.

P.O. Box 841
Merrill, WI 54452-2841
262-542-7707
E-mail: wcrpinfo@gmail.com
Website: www.WCRP.pro

Wisconsin Collision Repair Professionals | P O Box 841 | Merrill, WI 54452 US
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