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may offer group rates that are less expensive  
than trying to go it alone. Also, shop around 
for the best rates for all your different 
insurance needs. 

   Save energy, save money

A number of things you can do to help 
protect the environment can also help 
your bodyshop reduce costs. For example, 
shutting off unnecessary lights and  
reducing heating/AC usage can have  
a notable effect on utility bills.

   Don’t forget the Internet

These days, maintaining an online  
presence has become a basic cost of  
doing business, but make sure you’re 
getting the best deal possible from your 
Internet service provider. You can also 
offer customers online coupons so you can 
save on printing costs, or set up online bill 
payment with your trusted vendors, allowing 
you to save on both mailing and printing.   

   Let’s make a deal

If you need things like new office fixtures, 
computers or other equipment, consider 
buying reconditioned/slightly used items 
from resellers or someone else’s “going out 
of business” sale — you can even check on 
e-Bay. Alternatively, consider not buying at 
all and bartering instead. Swapping a panel 
repair for a free print ad can make sense  
and save dollars.

   Call BASF!

We’re all in this together, and BASF Refinish 
has plenty of ways to help you save money 
by increasing efficiency and productivity.  
One quick idea: Make sure you’re taking  
full advantage of BASF’s leadership role 
in color-matching technology. Third-party 
research shows that using the BASF  
COLOR-MAX system can shorten the  

average time needed to make a match 
from 40 minutes to just nine, making for 
big savings on time and labor costs.  

Now is also an ideal time to switch to 
Glasurit® 90-Line or R-M® Onyx HDTM 
waterborne systems. Because each  
offers incredible coverage, your  
painters can work with equally  
incredible efficiency and productivity.  

To learn more about COLOR-MAX 
and other ways to get the most out 
of your business, contact your BASF 
representative at 1-800-825-3000.

Make small savings ADD UP
Looking for ways to save money today and still keep a solid business foundation  
for tomorrow? BASF is here to deliver, with more tips that will help keep your 
business in business.

Big success from a small island 
Garcia says he owes his success to the 
example and drive of his father, who was 
orphaned as a child and had to move to 
the U.S. from the Azores — a group of 
Portuguese islands some 2,400 miles east 
of the North American coast — to be raised 
by his aunt and uncle.  

The elder Garcia, also named Carl, opened 
his first bodyshop when he was just 22, 
co-owning it with his cousin. Carl Jr. was 
a frequent visitor and made it known from 
an early age that he wanted to follow in his 
father’s footsteps. His dad, however, had a 
different idea.  

“I always wanted to work for my father, 
but my father always wanted me to get 
a college education,” said Garcia. “I was 
lucky enough to be able to do both.”  

The value of education 
After college, Garcia worked his way up 
through the ranks at the family bodyshop, 
getting more and more involved with the 
day-to-day business. By 1994, his father 
had sold his share of the shop to his 
cousin, and Carl Jr. was running his own, 
separate collision repair center.  

“My dad put a lot of emphasis on learning, 
and that has stuck with me,” said Garcia. 
“The business is always changing, so 
you’ve got to be ready to learn about the 
new technologies and change with it.”

Thanks to BASF

Garcia puts that to work two different  
ways at his collision center, by offering 
I-CAR and other training at his shop as  
well as continuing to keep up with the 
latest BASF training. 

“Taking training courses is like building 
equity in your business, it really adds up 
over time,” Garcia said.  

Conversations with Carl 
So, with this focus on education, what has 
Garcia learned about running a successful 
collision repair center? Here are some tips:  

“You’ve got to always be pushing 
the envelope. You can’t just rely on 
neighborhood customers who happen to 
find you, you’ve got to go and actively seek 
out new business.” 

“BASF has great reps and great customer 
service. When I got the opportunity 
about a year and a half ago to 
become a BASF customer, I called 
my rep at 9:00 p.m., and he got 
me started immediately.”

“The industry is still 
discovering all the real-world 
benefits of waterborne paints 
like the Glasurit® 90-Line. 
For example, the coverage is 
just unbelievable. That lets us 
boost productivity and still  
get an amazing finish.”  

Carl’s Collision Center in Fall River, Mass., is a thriving 
bodyshop that sees about 120 vehicles come through its 
facility each week, including both dealership and walk-in 
business, as well as custom projects. For owner Carl Garcia 
Jr., it’s a great situation that has allowed him to combine his 
love for cars and a keen business sense to become one of the 
industry’s most forward-thinking entrepreneurs. 

And with that kind of reputation, it’s no wonder that his  
choice of paint is BASF.

“In the future, it’s going to be the collision 
centers that can operate the most cost-
effectively, without letting it affect quality, 
that see the most success.”  

Experience a winner 
Finally, Garcia says the biggest difference 
in the industry comes down to experience: 
“I’ve learned that you’re only going to 
succeed in collision repair if you have the 
background and skills needed to turn your 
vision into reality. That’s what I bring to  
my business and that’s what BASF brings 
to its paints.”

CARL’S GOT IT cOVERED

   Savings: Do it daily 

Look over everyday business arrange-
ments—such as for loan rates, telephone 
lines, and both credit card processors and 
issuers—with an eye to possible renego-
tiations. A key here is to do your homework 
first by checking rates from other, similar 
service providers and being aware of extra, 
unneeded fees. 

   Get the most out of your lease

Regardless of when you signed your 
current lease, try to negotiate new terms 
based on the current state of the economy: 
The worst thing that could happen would 
be that your landlord says, “no.”

   Go “lean” to save green

With its focus on cutting waste and 
boosting productivity, the lean business 
approach is tailor-made for cost-conscious 
collision shops. BASF VisionPLUS® Online 
business productivity tools are a great 
place to start (see ad on page 11). BASF 
lean training can teach you to efficiently 
manage your inventory and dedicate your 
bodyshop to continuous improvement. 
This all helps you reduce unnecessary 
expenses and improve your bottom line. 
Available classes include: 

VPU-002—Estimating for Profit 

VPU-031—Launching Lean 

VPU-033—Leading a Lean Culture  

For more information on BASF  
training, visit www.basfrefinish or  
call 1-800-825-3000.

   Get the right rates

Don’t pay too much for health insurance.  
If you’re a smaller shop, be sure to check 
in with collision repair associations and 
other small business organizations. They 
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A Stafford for  
Mr. Stafford
The Stafford Motor Car Company 
was incorporated in Missouri in 1909 by 
Terry Stafford, well-known locally for his 
automotive expertise and innovations. His 
Kansas City plant produced cars until 1914 
and counted a young Harry Truman as one 
of its customers.

Nearly a century later, an avid car collector 
found and bought this 1911 model to mark 
an unusual coincidence—his name, too, 
was Stafford. But when DeNean Stafford 
brought his new classic home, he soon 
discovered that, sometime in the past, it 
had lost its original body and been refitted 
with one from Fleetwood.

And that’s when he turned to D&D Classics.

D&D and BASF
D&D began doing restoration work in 
1985 and has developed an impressive 
reputation for its metal working, skilled 
craftspeople and specialized equipment.

“Our goal is to be able to take a project 
all the way from concept to reality,” said 
Mark Kennison, one of D&D’s three current 
owners, along with Dale Sotzing and Roger 
James. “For the 1911 Stafford, this meant 
18 months of painstaking work. What we 
build here is the culmination of a dream  
for our customers.”

And when that much effort goes into a 
restoration, not just any paint will do. That’s 
why D&D switched to BASF’s world-class 
Glasurit system seven years ago and hasn’t 
looked back since.

The Experts’ Experts
“A big advantage for us is that not only 
do we get access to excellent paint with 
BASF but we also get the benefit of the 
company’s expertise in the field,” according 
to Kennison.

For example, D&D received important input 
from BASF reps when the time came to 
add a downdraft booth to its facilities, and 
BASF’s color leadership often plays a vital 
role in the restoration process.

“Right now, we’re working on a 1957 
Ferrari 250 GT ‘Tour de France’ Berlinetta, 
and our customer wants it painted in 
‘French Racing Blue’ to honor its history,” 
said Kennison. “Our BASF rep was a big 
help in formulating just the right shade.”

Restored as a Runabout
Unfortunately, the kind of history that 
surrounds that 1957 Ferrari was sadly 
lacking with the Stafford. The only 

background DeNean Stafford could find 
to guide D&D was an original photo of a 
Stafford racer and a thumbnail sketch  
of a Stafford “runabout” (a particular  
style of open, two-seat car popular  
in the early 1900s).

Combining those photos and data  
from the Stafford chassis, D&D used 
computer-aided design to generate  
images of the “finished” vehicle for  
their customer’s approval.

“The images allowed Mr. Stafford to 
see what the new body would look like 
on the car, and because we could print 
the pictures in different colors, he was 
also able to see the body in different 
paint schemes,” Kennison said. “Using a 
computer here meant any changes could 
be made before the metal work began, 
which was a big time saver.”

And, once again, the BASF color advantage 
made a difference, ensuring D&D could 
meet Mr. Stafford’s expectations with a 
beautiful, rich mahogany finish from the 
Glasurit 55-Line.

Classic Results
“We do a broad spectrum of projects at 
D&D, and that requires a paint that gives 
really good results on a wide range of 
cars,” said Kennison. “For D&D Classics 
and our clients, that means BASF.”

A Classic Combination
When it comes to restoring the classics, people put a lot of emphasis on 

getting the details right. Restorers can spend countless hours poring over 

old photos and blueprints to correctly match a car’s original equipment. 

But what happens when the project 

car is so rare that virtually no 

original documentation exists? 

Longtime Glasurit® customer 

D&D Classics in Covington, Ohio, 

recently found out, restoring a 

1911 Stafford that was so unique it 

had to have a D&D coach-built body.

Photo courtesy of Ben Robinson

1	L etterman Jacket: A classic 
look, with wool-blend body and 
top-grain leather sleeves, the R-M 
letterman jacket includes an inside 
security pocket and satin lining. Only 
available in black. Dry-clean only by 
a leather specialist.

2	T riumph Jacket: This water-
resistant nylon jacket is lined with  
anti-pill polyester fleece in the body 
and features nylon-lined sleeves, 
elastic cuffs and waistband, front 
outside pockets, and an inside 
security pocket. Available in taupe, 
navy or black. 

3	 Vista Polo Shirt: With an  
interlock cotton design, a full cut,  
and extended tail and side vents, this 
shirt is available in white with black 
piping on the cuff and collar or in 
black with stone piping. 

Put on a new coat of R-M
or a shirt or cap!

4	 Meridian Polo Shirt: Made 
from premium, double-mercerized 
100 percent cotton, this drop-needle 
jacquard-knit shirt offers a hemmed 
sleeve, full-cut design, and even  
hem and side vents. Available in  
black with a herringbone jacquard 
pattern on the collar. 

5	 Cap: This structured baseball-style 
cap shows off a red sandwich bill for  
a subtle second-color accent and 
curved visor for added style. A fabric 
tab provides closure. Available in black. 

6	T -Shirt: Anything but a “plain  
white T,” this heavyweight shirt is  
100 percent cotton and features the 
90th anniversary logo on the front.  
On the back is The Ringbrothers’ 
award-winning Razor, a modified 
Camaro that was sprayed with R-M. 
Only available in white. 

To help celebrate 90 years of R-M® excellence, BASF is 

now offering a selection of new wearables that feature 

both the R-M 90th anniversary logo and the BASF 

logo. The apparel even offers the same kind of value and 

versatility that’s made R-M a top choice of collision repair centers 

around the world: Items range from stylish jackets to a casual 

t-shirt and cap, and everything is available at special BASF pricing.

Here’s the lineup:1

2

3

4 6

Act now if you want  
to get your hands  
on these limited-
edition designs.  
All orders must  

be placed by 
9/30/09, so call  

SK Associates today 
at (248) 681-0830.

5
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Waterborne:              reasons to switch today26
Air quality: Waterborne 
systems significantly  
reduce the potential for the 
creation of ground-level 
ozone, which is a main 
ingredient of urban smog.  

BASF expertise: The first 
paint company to introduce 
waterborne refinish, BASF 
remains the industry leader  
in waterborne technology.  

COLOR-MAX: Only  
BASF has the amazing 
COLOR-MAX®3 system, 
which lets you make quick, 
accurate color matches  
with waterborne paints.  

Durability: BASF waterborne 
basecoats have the same 
incredible durability as BASF’s 
solvent-borne paints.  

Emissions: Using BASF 
waterborne coatings 
significantly reduces  
solvent emissions.  

Flash-off times: Waterborne 
flash-off times are no longer 
than those for solvent-borne 
coatings.  

Glasurit® 90-Line: The first 
waterborne refinish system  
on the market—it was 
introduced back in 1992— 
90-Line provides the same 
world-class finish you  
expect from Glasurit, but in  
a waterborne formulation.   

Health effects: Spraying  
with BASF waterborne 
systems lowers the potential 
for negative health effects  
in your shop.  

Increased productivity: 
Waterborne paints provide 
better coverage and are easy 
to color match with BASF’s 
industry-leading color tools.  

Jobbers: BASF jobbers are 
highly trained and ready to 
help your shop make an 
easy transition to waterborne 
starting today.  

Keeping on the cutting 
edge: Collision repair centers 
that convert ahead of new 
rules can take a leadership 
role in their local markets.  

Low-VOC regulations:  
State and federal 
governments continue to 
investigate legislation to 
protect air quality, and that’s 
not likely to change.

Marketing advantages: 
Promoting your business 
as environmentally friendly 
is a great way to appeal to 
today’s customers.  

New products: BASF is 
committed to the waterborne 
market and will continue to 
develop new products that 
support its growth.  

OEMs: 70 percent of them 
already use waterborne paint, 
so waterborne refinish is your 
natural choice for a great 
color match. 

Passion: BASF is dedicated 
to helping its customers 
become winners in the 
waterborne market and the 
refinish industry as a whole. 

Quality: As the acknowledged 
leader in waterborne 
refinish technology, with a 
commitment to providing the 
best products in the industry, 
BASF can be relied on for 
high-quality waterborne 
systems.  

R-M® Onyx HDTM: The 
waterborne paint that  
meets R-M standards for 
value and versatility.  

Smooth transitions: 
Bodyshops across the 
country continue to praise 
BASF for providing easy 
transitions to waterborne 
systems.  

Training: BASF training 
teaches you the latest 
techniques for getting the 
most out of waterborne 
paints.  

UV products: BASF offers 
environmentally sound UV 
primers that can be used with 
90-Line and Onyx HD to keep 
your shop working “green” 
while improving productivity.   

Volatile Organic 
Compounds: Waterborne 
systems drastically cut  
down on your shop’s  
VOC emissions.  

Winners already use it: 
From leading collision repair 
centers across North America 
to top customizers like  
Chip Foose, the winning 
choice for waterborne 
technology is BASF.  

“X” factor: Waterborne 
coatings just may be the 
“X” factor you need to 
differentiate your collision 
center from the solvent- 
using competition.  

Your bottom line: Adding  
up all of waterborne’s 
benefits can mean a 
noticeable boost to your 
bodyshop’s bottom line.  

Zero: The disadvantages  
of using BASF’s Glasurit 
90-Line or R-M Onyx HD 
waterborne systems.
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Still looking for a 

reason to convert 

your collision repair 

center to a BASF 

waterborne system? 

We’ve got you 

covered from  

A to Z—literally! 



10 1-800-825-3000

Think Beyond Survival 

Our economy has changed.
This is an excellent opportunity to take your business to a higher level.

BASF has developed innovative value-added tools offering collision center entrepreneurs a new way to grow sales, control 
business, streamline operations and create a competitive advantage in their market. Collaborating with the industry’s 
foremost experienced thinkers, BASF teamed up with top IT specialists and developed the next generation of business 
management software — all powered by the VisionPLUS® Dashboard. BASF’s Customized Business Solution Packages focus 
on a collision center’s most important issues: finding more vehicles to repair, strengthening customer retention  
and running at maximum efficiency with minimum risks. 

VisionPLUS Business Solutions offers three fantastic packages to meet your specific business needs:

Cars to the Door — When finding and keeping customers are top priority!
•	 Market Analysis Report: a comprehensive report for your specific collision repair market. 
•	 Collision Center Marketing Brochure: a professionally designed multi-page brochure used to attract new 		
	 customers and enhance marketing endeavors. 
•	 Key Account Performance Report: a personalized, monthly or quarterly performance report for your top 		
	 customers/insures. 
•	 VisionPLUS Dashboard: a powerful, interactive, online toolset for tracking, analyzing and improving business  
	 in real time!  

Performance Management — When profit and performance is your focus!
•	 Business Review: an informative analysis of your shop’s performance, outlining strengths, weaknesses and 		
	 improvement strategies.
•	 Quarterly Benchmarking Review: quarterly progress reports with one-on-one tele-coaching, delivering 		
	 measurable improvement.
•	 Annual Business Plan: a strategic business plan for the next 12 months focusing your specific business needs. 
•	 VisionPLUS Dashboard: a powerful, interactive, online toolset for tracking, analyzing and improving business  
	 in real time!  

Managed Growth — For the shop that wants it all!
•	 Cars to the Door Package: focuses on finding new business
•	 Performance Management Package: brings performance management to a new level
•	 Risk Management Focus Report: a report focused on current and potential business risks. 

Big things really do come in small packages!

Business improvement is one click away at www.VisionPLUSOnLine.com. Don’t have a 
VisionPLUS OnLine account? Contact us at: www.BASFrefinish.com or call 1-800-825-3000.

The end result was a unique Ford Flex 
that’s definitely ready to flex its muscles 
on the tailgating scene. That’s because 
it features a swing-out 20,000-BTU grill 
mounted on a custom hitch at the back, 
with foldout side tables painted to match 
the vehicle’s exterior.  

The main course 
But that’s just where things get started 
on this fabulous Flex. In addition to its 
custom R-M® Onyx HDTM paint job, the 
vehicle’s exterior mods include a custom 
billet grille, chrome trim, lowered  
springs and a set of massive 22-inch 
painted wheels.  

Interior accents include custom leather-
and-suede upholstery, wood-grain 
appliqués and even a second-row 
refrigerator. Of course, the big news 
on the inside is the amazing nav/
entertainment system with its award-
winning multi-source head unit, 
Bluetooth- and USB-enabled 50-watt 
receiver, trilingual GPS navigation system 
featuring a seven-inch touch screen, 
two wide-screen headrest monitors for 
the back rows, 12-inch subwoofers and 
integrated speaker system.   

In 1996, while he was still working in 
the construction industry, Rick Bottom 
decided he’d indulge his interest in all 
things automotive by customizing his 
Dodge dually pickup, complete with a 
gleaming coat of BASF paint.   

Bottom was proud enough of his 
project that he started taking it to 
local auto shows, where the Dodge 
soon started attracting national 
attention. And from that simple 
beginning, Bottom has continued to 
make waves in the custom world, 
completing 31 SEMA projects, winning 
multiple awards, and relying on just 
one paint company—BASF.  

Cooking up a winner 
One of Bottom’s recent projects 
provided a perfect showcase for his 
talents. Eclipse Car Audio was looking 
to debut the latest in its series of 
“integrated navigation and mobile 
entertainment products” at SEMA 2008, 
and the company chose Bottom to get 
the job done.  

on top
One tasty paint job 
Bottom’s contribution was the frosting 
on the cake, courtesy of BASF’s R-M 
Onyx HD waterborne system. 

“I put down a tri-coat, two-tone 
R-M Onyx HD finish in vanilla and 
butterscotch shades, and covered 
everything in BASF’s DC 5300 clear,” 
said Bottom. “The paint was just great, 
and the clear is the most chip-resistant 
I’ve ever worked with. The Flex was 
driven for about 2,000 miles while it 
was on the Hot Rod Power Tour, and I 
haven’t seen a rock chip on it yet.”

Ford liked the customized Flex so much 
that they honored it with the company’s 
Design Award at SEMA, in no small part 
because of Bottom’s fantastic paint job.  

Ready to place  
your order? 
As this award-winning Flex goes to 
show, Onyx HD truly does provide the 
kind of value and versatility needed to 
bring success on the show-car circuit, 
and it can certainly do the same at your 
shop. When you’re ready to make it a 
key ingredient in your collision center’s 
recipe for success, call 1-800-825-3000 
to reach your local BASF distributor or 
visit www.basfrefinish.com.

BASF puts Rick Bottom
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BASF IN THE NEWS

R-M—FOR THE RECORD

Winning Glasurit® customers know they 
have to go where the customers are to 
build business, and right now that means 
going online. That’s why BASF Refinish 
is sponsoring the Glasurit Shop Web 
Development Program, which will make it 
easy and cost-effective for you to maintain 
a world-class Web presence to match 
Glasurit’s world-class finish.  

The program will set qualified users 
up with professionally designed Web 
templates that are pre-filled with approved 
BASF content. You will then work closely 
with developers to personalize the site 
with a unique appearance and information 
specific to your own collision repair center. 

THE GLASURIT GALLERY

For added flexibility, three different levels 
of customization will be offered to meet a 
range of bodyshop budgets.  

Bragging rights
This year, Fortune magazine asked more 
than 4,000 business executives around 
the world to rank about 700 companies in 
nine different categories, including product 
and service quality, innovation, global 
competitiveness, financial soundness, 
and quality of management. The goal? 
To determine which organizations are 
the most respected. The outcome? BASF 
scored top marks in eight of the nine 
areas to claim the title of “World’s Most 
Admired Chemical Company,” making 

BASF a multiple-time winner of the 
award. Considered by the magazine to be 
the “definitive report card on corporate 
reputations,” the annual “Most Admired” 
results are a solid recognition of BASF’s 
core values—the same principles that 
help deliver exceptional products and 
outstanding service to BASF Refinish 
customers across North America. 

These values include:

•	 Sustainable, profitable performance

Web sites for winners

BASF Refinish knows 
its customers are 
keeping a close eye 
on costs these days, 
and here’s a reminder 
of how R-M® products 
can help you save 
money by saving time.   

R-M Power Fill Primer Surfacers (DP25, 
white; DP26, gray; and DP27, black) are 

Get the full power of Power Fill—and more!
formulated with BASF direct-adhesion 
technology, so, when used as primer 
surfacer, they can be applied without 
having to start with adhesion promoter or 
etching primer. Plus, these products are 
quick-drying urethanes and are known 
for being easy to mix. Top them off with 
DC5120 Clear — also recognized for its 
fast-drying properties — and you’ve got 
an excellent one-two punch for knocking 
time off your jobs.  

•	 Innovation for the success of  
BASF customers

•	 Safety, health and environmental 
responsibility

•	 Personal and professional competence

•	 Mutual respect and open dialogue

•	 Integrity

To find out more about how these principles 
drive BASF forward, visit our main Web site 
at www.basf.com.

Hackett’s history
Don Hackett opened his collision repair 
center in 1973 to provide service for both 
local dealerships and individual retail 
customers. Hackett’s hard work and 
honesty helped the business grow, and  
by 1997 his sons, David and Dwayne,  
bought the shop.   

Since then, the Hackett brothers continued 
to follow in their father’s footsteps, 
incrementally improving the collision 
center’s reputation for quality work and 
honest service. Then, after completing 
construction on a new repair facility, they 
were ready to take things to the next 
level—with the help of BASF.

BASF: The complete package
“It got to the point where we needed  
more than just paint,” said David Hackett. 
“BASF paint is excellent, of course, but  
we also were looking for a company we 
could partner with for more growth and 
better service.” 

 And that’s exactly what Hackett Collision 
got. According to Hackett, BASF played 
a vital role in helping the shop make a 
smooth transition to waterborne paint 

Performance Groups pay off for

Hackett Collision

two years ago, and today continues to 
offer winning business advantages such 
as participation in Performance Groups, 
advanced color tools, online business 
solutions and more.

Waterborne:  
A three-step program
Canada’s push to get collision repair 
centers to use low-VOC coatings was 
a watershed moment for the country’s 
refinish industry. As some shops scrambled 
to switch, others, like Hackett Collision, 
knew they could rely on BASF Refinish  
for high-performing waterborne systems 
like Glasurit® 90-Line.  

“The switch to waterborne paint was just 
so simple,” Hackett said. “We got plenty of 
support from BASF, and once our painters 
were trained on the system, it’s just been 
business as usual in the spray booth.”

A ‘group’ hug
Hackett is also impressed with the BASF 
Performance Groups, which he has been 
part of for about two years now.   

“The groups are great. I get a lot of  
insight from the other members, and  

Improve your performance
Are you a winning customer who’s interested in 
leveraging the knowledge of your own successful 
peers? If so, joining a BASF Performance Group 
may be right for you. To find out more about the 
program, visit www.basfrefinish.com or call 
1-800-825-3000.

After more than 35 years in the collision repair industry, the Hackett family has learned a lot about running a 
successful business, including the most important thing: You can always improve your operation. It’s a forward-
thinking approach that continues to pay off for the family’s bodyshop—Don Hackett Collision Service in Belleville, 
Ontario—thanks to a decision to take full advantage of BASF Refinish’s many business resources.

it’s always a real learning experience 
when we go through our numbers 
together,” said Hackett. “But the best part 
is that it provides a real feeling for what’s 
going on in the industry nationally, so I 
can get a handle on the big picture and 
make changes as needed.”  

This includes beginning work on 
new marketing efforts to promote 
Hackett Collision’s commitment to the 
environment and its use of the Glasurit 
90-Line refinish system.

Hackett’s future
“Our strategy right now is to keep it 
simple. We just continue treating our 
customers with honesty and respect, and 
doing a great job with a great paint,” said 
Hackett. “That’s why our paint supplier is 
BASF—they treat us the same way.”

And low-VOC collision repair centers  
can get the same kind of time-saving 
results with products like DP226 Primer 
and DC5800 Clear.   

You can also turn to R-M 900 Pre-Kleano 
and 909 Final Wipe Cleaners  to make 
quick work out of a dirty job.  

For more information on these  
products call 1-800-825-3000 or  
visit www.basfrefinish.com.

Among the benefits:

•	 Empowering customers to easily  
track repairs and communicate  
with your shop

•	 Taking in-house control over your site’s 
content and maintenance

•	 Getting a premium Web site at a great 
price, without having to start from the 
ground up

For more information on the program or 
to place your order, click the program’s 
link on www.basfrefinish.com or visit 
www.barrettandweston.com/basf/
glasuritshopsites.
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Collision repair centers that want to 
sharpen their competitive edge know that 
BASF VisionPLUS® business solutions can 
help them get a bigger slice of the pie. 
Offering benefits like online efficiency 
tools, great training opportunities and 
inside tips from business peers, the 
program offers many advantages for  
BASF winning customers.  

The latest news? American Honda recently 
launched its Honda and Acura Body Shop 
Recognition Program, aimed at bringing 
together Honda and Acura owners and 
the country’s top collision centers. And 
to ensure owners are dealing with the 
best in the business, the American Honda 
program is only open to U.S. participants 
in the industry’s top quality-performance 
programs — including BASF VisionPLUS. 

What you get: 
Providing your customers with a high-
value experience is vital in today’s 
economy, and the American Honda 
program lets customers know you can do 
exactly that. Qualifying shops receive a 
handsome plaque that can be displayed  
to alert people about their dedication to 
high levels of customer care.  

This kind of OEM-based recognition is 
known to increase customer confidence 
and loyalty in collision repair centers, and 
that’s what builds repeat business and 
effective “word of mouth” referrals.  

Another way the program can help boost 
your business is by making it easier for 

The Value of VisionPLUS  
The team at BASF Refinish knows that 

its success depends on the success 

of its customers. That’s the thinking 

behind the BASF VisionPLUS Business 

Solutions. These tools and services 

were designed to help collision repair 

centers sustain and improve their 

business for both today and tomorrow.  

Taking advantage of VisionPLUS 

resources can help bodyshops:       

•	 Take advantage of and  

anticipate change     

•	 Enjoy healthy growth and expansion     

•	 Reduce single-person dependency  

in collision center operations     

•	 Improve performance     

•	 Improve business control     

•	 Be more competitive in the  

marketplace     

•	 Have a greater capacity to grow     

•	 Control rapid growth with a  

lower risk  

For more information on VisionPLUS,  

call your BASF representative or visit 

www.basfrefinish.com. You can also 

see the ad on page 11 of this issue for 

some late-breaking VisionPLUS news.

American Honda
likes the look of VisionPLUS

Honda and Acura owners to find your shop 
when they need collision work done. That’s 
because qualifying shops are added to a 
unique, searchable database, accessible 
through several points in the American 
Honda corporate Web site, that owners can 
use to find a “Recognized” collision center. 

The program also offers an exceptional 
return on your investment: You get all  
these advantages while the initiative  
itself is free of charge.  

What you do: 
For BASF bodyshops, the first step is 
becoming a VisionPLUS Excellence facility. 
In addition, while both independent and 
dealership collision centers are eligible, 
they must be sponsored by a participating 
Honda or Acura dealer that is already in 
the automaker’s Collision Select program.  

Collision repair centers also must start  
using OEConnection’s CollisionLink 
software — which is free to bodyshops — 
on a minimum of one transaction per week 
during the first 30 days in the program  
and on an average of one transaction per 
week afterward.  

What an opportunity! 
“It says a lot that a company like American 
Honda, known for its own high quality 
standards, has accepted VisionPLUS as a 
mark of quality for bodyshops that want  
to join its Recognition program,” said  
Joe Skurka, BASF manager of OEM and 
Industry Relations. “The program also 
provides collision centers with a chance  
to increase awareness among a lot of 
potential customers, and that’s an ideal  
way to meet some of the challenges of 
today’s economy.”  

Added Gary Ledoux, assistant national 
manager for American Honda’s Parts 
Marketing Department, Collision Group, 
“We are pleased to partner with BASF to 
help bring a higher level of collision repair 
service to Honda and Acura owners.” 

When Sgt. Nicholas Ashby of the California 
National Guard returned from his 
deployment to Iraq, it was with a heavy 
heart. He still carried with him the memory 
of three friends—also Guardsmen—who 
lost their lives in the conflict.  

To honor them, Ashby designed a custom 
Infiniti G35 coupe as a memorial to their 
sacrifice. The Fallen Heroes Car featured 
amazing, air-brushed images created  
with BASF paint and soon became a 
favorite at Guard-sponsored Hot Import 
Nights events.  

As for Ashby, he had found a niche of 
his own as the “Official Guard Tuner,” 
continuing to design cars like his latest 
labor of love: the Black Ops Nissan 350Z.

Every picture tells a story
According to Ashby, the project “was built 
to show that even though National Guard 
soldiers may not stand out in the crowd, 
they have been trained and are standing 
fast to protect their state and country.”  

He selected iconic images from the history 
of the Guard to illustrate this theme and 
asked airbrush artist Cory Saint Clair to 
incorporate them into the design. Saint 
Clair then created two separate murals 
of six images each, with everything 
airbrushed in shades of black, white and 
gray for a “newsreel” look. 

On the driver’s side are pictures 
representing the six major conflicts 
in which the Guard has fought, and 
the passenger side shows six of the 
country’s natural disasters—from 
the San Francisco earthquake of 
1906 to Hurricane Katrina — in which 
the Guard has played a key role in 
protecting U.S. lives.  

“These are incredibly detailed, 
incredibly realistic pictures,” Ashby 
said. “Cory and BASF paint really 
brought my vision to life.”

Real fiber power 
BASF was also a key contributor to the 
rest of the car’s exterior look. Ashby’s 
design called for the entire body of the 
Blacks Ops 350Z to be done in carbon 
fiber, and that meant he needed a paint 
that would be up to the demands of 
covering and protecting the expensive, 
lightweight carbon-fiber pieces 
provided by Seibon. 

“I worked with the team at GP 
Customs, and we decided to put down 
a nice Glasurit® 90-Line matte finish, 
with a custom-formulated Glasurit 
clearcoat that went over everything,” 
Ashby said. “There’s not much room 
for mistakes when you’re working with 
matte colors, especially on carbon fiber, 
but the paint job is really holding up.”  

Style and substance 
As one would expect of a National 
Guardsman, Ashby also wanted to 
make sure the car performed as good 
as it looked—and the result again was 
“mission accomplished.”  

At the heart of the matter is a Nissan 
VQ 4.1-liter high-performance engine, 
specially tuned by Stillen and now 
packing a custom forced-induction 
system from Artisan, that Ashby expects 
to develop 600-700 hp when it’s fully 
sorted out. 

Other hot mods include one-off wheels 
from Asanti, an upgraded BC suspension, 
a Memphis Audio sound system, 
Hankook wheels, and a special Stillen 
body kit.  

Field Support
“I really want to thank all the 
companies—like BASF—that donated 
time and material to this project, and I do 
mean ‘donated.’ Not a single one of them 
took any money for their part in the Black 
Ops car. Both I and the National Guard 
sincerely appreciate their contributions,” 
said Ashby.

Painted with

IN HONOR OF THE NATIONAL GUARD
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Chip Foose sprays for results, and that includes environmental results. So it’s only  
natural that he joins the collision repair industry’s leaders in specifying BASF waterborne 
basecoats. Our technology, proven over the last 14 years, delivers the attributes you  
expect—precise color, superior durability and increased throughput—while lowering 
basecoat VOCs by as much as 90 percent.

Leadership. It’s why Chip’s choice has always been BASF, and why we’re  
the only waterborne paint to take him into the future. Call 1-800-825-3000  

or visit basfrefinish.com today.

Discover what Chip Foose already knows.
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Waterborne: From A to Z 
with BASF

BASF helps Ford Flex its muscles
A Sergeant’s Major Passion 


